
Pharmacies can strengthen their business models by integrating family planning (FP) services
and products, including those for self-care such as DMPA-SC for self-injection, into their service
offerings. Evidence and lessons from inSupply Health’s Market Test project show that benefits to
pharmacies can include:

Diversified revenue streams to drive growth,
Lasting client relationships by meeting essential FP needs with professionalism and care,
Value to a growing population segment, namely professional, middle-class urban and semi-
urban women, who seek the convenience and privacy offered by private pharmacies and self-
care methods
Increase in clinical consultation requests and client confidence as a result of the “The safe
space” and injection skills, potentially leading to increased sales

Achieving the full potential of pharmacies for FP services requires addressing key supply and
demand challenges. High contraceptive costs, limited counseling time due to client volumes, and
financial incentives favoring other services are major barriers. Additionally, limited counseling
skills and subsidized public-sector products may lead to underestimated demand. This checklist
provides practical steps for pharmacies and stakeholders to expand quality FP services and
products.

The Business Case: Why Should Pharmacies Care about Family Planning

Expanding Quality Family Planning in
Pharmacies: From Evidence to Practice 
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Checklist: Key Considerations for High-Performing Pharmacies

🏦  Ownership and Business
Operations
Owner-operators are customer-
focused and committed to client
outcomes. They ensure consistent
messaging, quickly identify gaps,
and make agile decisions. Their
deep understanding of customers,
inventory, and finances enables
effective pricing and discounts.

📍 Strategic Location
Pharmacies near institutions
of higher learning, markets,
and bus stations have high
sales due to strong demand
for family planning. DMPA-SC
self-injectables, preferred by
young women, offer
convenience, privacy, and
fewer clinic visits.

💼 Business
Longevity and
Community Trust
Experienced
providers with a
strong local presence
build trust through
consistent, client-
centered care.
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🌐 Digital Marketing and
Awareness
Use of social media  and digital
marketing strategies can raise
awareness and drive more clients to
pharmacies. Engagement on platforms
like WhatsApp, Facebook, and Twitter
attracts and retains younger and
middle-aged customers, while online
counseling promotes family planning
services.

👩🎓 Provider’s Attitude and Initiative
Providers with a positive attitude and a proactive
approach to educating clients about family
planning tend to succeed by achieving high
onboarding and retention rates. These providers
are curious and continuously learn about FP
services, maintain accurate records, and actively
share new insights. They go the extra mile in
counseling, handle challenges with a client-
centric approach, and are quick to adopt and
innovate, fostering strong customer acceptance.

🛢 Availability & Choice of FP
Methods 
Offering a variety of FP methods and
minimizing stockouts minimizes the risk
of losing clients by ensuring choice and
consistent service. Providers offering
both types of injectables built trust and
maintained reliable, long-term
relationships by reassuring clients that
their FP needs would always be met.

📅 Client Retention Strategies
Providers with effective client retention systems
excel in offering FP services. For example,
maintaining client records with scheduled return
dates and sending timely reminders keeps
clients engaged, while customized pharmacy-
branded packaging with provider contact
information ensures easy follow-up. Whatsapp
groups that deliver women-centered information
fosters trust. 

Key Implementation Tips for Family Planning in Pharmacy

More pharmacies providing FP services: Increased access
for women of reproductive age

3. Integration as Reproductive Health  Service provider
Efficient data capture, reporting. use of MOH reporting
tools;  integration into MOH systems, data use for
decision making
Client retention strategies e.g.,  side effects
management , reminders (TCA cards), follow-ups
Reliable referral options and emergency preparedness
for adverse drug reactions, linkage with CHPs, other
private service providers
Continuous mentorship and learning  technical support
(e.g., Detailers, secure logins confidentiality.

1. Capacity Building
Pharmacy selection
MOH approved
curriculum 
Training Completion
certificates
Linkage to public
health facilities 
Completion of log
books

2. Service Provision:
Reliable supply of variety of  quality FP methods
Robust waste management systems
 Awareness Creation;  Displayed FP signage and IEC
materials, digital marketing unseling cards, pregnancy
checklists, anatomical models, samples.
 Integrated RH  services ( GBV and  HIV counselling). 
Essential job aids (e.g., WHO MEC wheel etc)
Infrastructure: Safe, well-lit, hygienic, and private
spaces (“safe spaces”)
Availability of equipment (BP machines, weighing
scales, thermometers)

4. Technical Assistance and
Accreditation
Unique designation and
identification as an RH
provider
Listing in  various data
bases including MOH
Professional Associations
websites and county 

Additional Considerations: a) Future-ready support: user friendly data capture, interoperable POS b)Linkage to Community Health Promoters


