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Chapter one : Introduction

1.0 INTRODUCTION

In the modem technological area, there is an economically crisis that leads many people to
unemployment. Especially the young people have the highest unemployment rate. This rate is even
higher in the depressed areas. By the depressed areas we mean the areas that are remoted areas, areas
that are far from urban centers, not easily access and no transportation. In this time of crisis, one way
for the young people to escape unemployment is to establish a small business. However, the
establishment of a new business has many factor that affect the operation of the business. In this report,
there will be specialized for the establishment of a small business - pharmacy.

There will be an extensive report to the factor that affect the establishment of a small business.
The choice of the location of the establishment of the business is one of those factors. The location of a
business is very important because if there are no customers for the business, then there is no profit.
Also the selection of the legal form of the business as well as the ways of financing a business. This
way, the owner will know what obligations there are to the country. There will also be an analysis on
the competition of the pharmacies, their target customers and a forecast of the sales. Pharmacies
usually need the pharmacist as well as the pharmacist assistants in order to operate. However, the
services of some professionals, outside the pharmacy, are needed too.

Moreover, there are some data collected from the questionnaires that was answered from
pharmacies. Those results are reflecting the opinion of operating pharmacies for each of the factors that
will be analyzed.

1.1 PURPOSE OF THE STUDY

The purpose of this study is to identify and examine all the parameters in establishing a new
small business -pharmacy in Greece. This research will analyze important facts for the choice of the
location. More specifically, there will be an analysis of types of businesses and factors that help in
choice of the appropriate location.

Furthermore, there will be an analysis of the possible legal structure that the owners of the
company should choose. The conditions of establishment as well as the key features for each type of
entity.

There will be an analysis about the selection of personal for a pharmacy and the job descriptions
for each job. Also there will be a reference to the professionals that the pharmacy requires occasionally.
Moreover, there will be an extensive financial analysis. There will be an report on the ways that a
owner can find ways to finance the business. Also there will be a business plan about a small business ­
pharmacy. There will also be an analysis of the competition and marketing.
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Finally, there will an analysis of the results that was collected from the questionnaire and a
discussion of the results. The questions are focused on the above factors and specifically to the
pharmacies.

1.2 MOTIVATION

The main reason for choosing this subject, is that I personally am a licensed pharmacist that
does not have a business on his own. This topic will help me and the other young pharmacist to
understand the factors that play a major role in the establishment of a pharmacy. It will also help in
programming what kind of legal structure the business will have and how to select skilled employees.
Moreover, it will help to understand the market and its competitors. Lastly it will be important to create
a business plan like the one on the paper in order to finance the business and the money necessary for
the business. All this will help the young people before starting a new business to understand what is
necessary in order to operate correctly.

1.3 METHODOLOGY

In the attempt to obtain information for this study, a research on literature was needed. That
includes books, publications, journals and documents that covered and analyzed several aspects on the
topic. However, in order to verify the facts and the views of the owners of pharmacies, a questionnaire
was developed and a sample was collected that was showing the opinion of the owners of pharmacies.

Firstly, there will be an primary research from the literature about our the topics that this
research covers. Later there will be a secondary research with a questionnaire that will help to collect
data to support the results from the literature. Those data will also be analyzed as they are data
collected from the opinions of the pharmacists.

There are two types of questions the opened and closed ones. The open questions is that usually
need long answer in order to achieve the requested answer while the closed ones involve small answers
which usually is a single word. The answers of the questionnaire will be analyzed with the usage of
SPSS a program for statistic analysis. Moreover, there will be calculated the minimum and the
maximum for each variable, the mean of each variable, the standard deviation and the correlation. The
mathematical formulas are the following:
Mean of a sample Xl,X2, .... ,Xn is the sum of the sampled values divided by the number of items in the
sample:

n
Standard Deviation measures the amount of variation or dispersion from the average:

where {Xt,X2,... ,Xn} are the observed values of the sample items and x is the mean value of these
observations, while the denominator N stands for the size of the sample.
The statistical correlation is measured by what is called coefficient of correlation (r). its numerical
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value ranges from +1.0 to -1.0. It gives us an indication of the strength of relationship. In general, r> 0
indicates positive relationship, r < 0 indicates negative relationship while r = 0 indicates no relationship
(or that the variables are independent and not related). Here r = +1.0 describes a perfect positive
correlation and r = -1.0 describes a perfect negative correlation.

Internet was a very useful tool in the research and was greatly used in order to obtain access to
information. In this regard as a primary tool, search engines such as Google were used, and when the
particular literature was reached, the usage of the university library services were utilized as necessary.
Also, subscriptions to online library services were obtained.

1.4 CHAPTERS

The chapters in which this work is divided are thereafter listed, and briefly outlined.

Chapter 1 : Has a brief introduction on the topics that will be analyzed on the paper. It also has the
purpose of the study and the reason why this topic was chosen. Lastly, there a analysis of the
methodology used.

Chapter 2 : A review of the relevant topics of the literature that was used on the paper.

Chapter 3: The types of business available and the right choice of location for the establishment of a
business. Retail businesses, Wholesalers and Manufacturers, and lastly the service businesses. Virtual
location. And more specific qualities required for a pharmacy.

Chapter 4: The types of legal structure of the businesses. The conditions of establishment and the key
factor for each legal entity.

Chapter 5: The procedure of selection of personal for the businesses, the job descriptions for the
pharmacist and pharmacist assistant. There will be a report about the additional personal that the
pharmacy can use such as an accountant, a lawyer and a consultant.

Chapter 6: there will be an analysis of market and a market strategy. There will also be a analysis of the
competition and the competitive advantage. Lastly, there will be a sales strategy and the sales forecast
for the period of 3 years.

Chapter 7: There will be an analysis of the ways of funding a small business and an business plan for a
pharmacy. There will be calculated the break-even point, the profits and losses as well as the cash flow
and the balance sheet for a pharmacy for the period of 3 years.

Chapter 8: In this chapter there will be an analysis of the re$ults of the questionnaires and the
calculation of the mean, standard deviation and the correlation between the different variables. Those
results are the opinion of the pharmacists that already have operating pharmacies.

Chapter 9: In this chapter there will be a summary of the paper and a conclusion concerning the
subjects that were analyzed at the paper. Moreover, there will be mentioned the limitations of the study
and suggestions for further research.
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Chapter two : Literature Review
2.0 Introduction

In this chapter there will be an extensive analysis of the literature that was used in this paper as
well as reports concerning to what extend some topics were researched.

2.1 Literature Review Part 1

There are many reports about the factor of the topic. Some of them were specialized in for
phannacies too. In many countries, there is a restriction in opening a phannacy. There are papers that
investigate how pharmacies are positioned in the city area and analyzes the role of some factors
relevant for gaining access to phannacy services and competition. Some of the findings are that the
phannacies all over the city area is unbalanced. The number of residents in the surroundings is not a
main detenninant of location. In spite of the availability of competing outlets nearby, phannacies tend
to be situated in areas attracting visitors as part of the working and travel circuits. This contributes to
good access to the extent to which consumers can easily get to the phannacy from the doctor's office as
well as from work or shopping. However, while multiple outlets are available in the areas offering
better business opportunities, the other parts of the municipal district are often unsupplied. As a result,
accessibility within the city area is not the same for all residents. Several aspects of the overall
phannacy market regulation prove unsuited for opposing this pattern of 10cation.(ALFIA MANGANO,
2010).

2.2 Literature Review Part 2

Because of the rapidly changing business environment, the businesses has to find ways to
continuously improve their operations. So they focus of re-engineering the processes of a business. The
re-engineering is focused on improving the quality of products, services, customer service (John Wiley
& Sons, 1998).

There are also studies that the investigate how the differences in ownership form affect
managerial incentives and competitive pricing in different oligopolistic contexts (Govert Vroom, 2007).

2.3 Literature Review Part 3

There are many textbooks about small businesses. Some of those analyze the steps in order to
start a small business and the factors that are necessary for the slJ,ccess of the business. They provide
the options of starting a new business, buying an existing business or buying a franchise, becoming a
social entrepreneur or even inventing a product. They mention the procedures of naming the company,
developing the company's logo and designing the business cards. They also analyze the proprietary
rights such as copyrights, trademarks and patents.

They analyze the factors of choosing the business location. They mention the different types of
existing businesses and the virtual location and the requirements of each type of the choice of the
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location and how to make the final decision.

Also they analyze the different types of legal entities such as sole proprietor, corporate business,
general partnership, limited partnership, limited companies and limited liability companies. How to
change the legal structure and the advantages and disadvantages of .each type. The procedure of getting
a license for the business and the registration of the business to the State Archives.

Another factor is the usage of the internet for communicating with the customers, or even
establishing and operating an online business.

They analyze the methods of financing the business with debt financing or Equity financing and
which method is less costly. They help to determinate if there is a need for additional funding and when
. How to keep the books of the business and what kind of records should be kept. How to control the
cash flow. And how to develop a marketing plan. They also analyze methods for planning the personal
insurance of the owner.
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Chapter three : Location Choice
3.0 Introduction

A very important role in the success of a business, is the established location of the business. At
the passed years, most of the businesses were established at a commercial location. However, due to the
today's technological world, the establishment of a business become more complicated. It is a process
of thinking about the business and its particular needs for dealing most effectively with its customers
(L.Pinson, 2006).

Firstly, we should take a closer look at the types of businesses that exist and the way that the
location will support the needs of the customers. There are generally three types of businesses :
i)Retail stores, ii) Wholesalers and manufacturers and iii) Service businesses (L.Pinson, 2006).

3.1 Retail Stores

Retail Store are the businesses that sell goods and services to the end users, not for resale, but
for use and consumption by the purchaser. If you are planning to open a retail store, the business has to
be easily accessible by the customers. So the priority is to find a location available and frequented by
customers that are likely to purchase the products of the business. That means that depending on the
type of the products that the business will sell on the store, the owner has to choose a different location
where there will be customers to buy the products.

In the case that the owner buys an existing retail business, the business will already have a
location. In this case, the owner should determine how profitable is the current location to the business.
The owner should first come to an agreement with the landlord for the rent and then enter into it. This
process will most likely require the knowledge of an attorney, so that any issues can be resolved ahead
of time. (L.Pinson, 2006)

In the event where the owner start a new retail business, the choice of the location of the
business is very important. If there are no customers entering the store, then the products cannot be sold
irrespective of their quality. In this case, the owner must find the needs of the business and then start
looking for the right property. When looking for the property, it is wise to look for business brokers
who specialize in finding available properties and helping to negotiate a lease agreement.

Moreover, there is the possibility to buy a retail franchjse, the buyer should have already
evaluated the franchise in terms of the concept and product. After that, they should look for an
appropriate location, which should be visible to the flow of traffic and have easy access for our
customers convenience. The franchisor will also control the area where the business will operate and
will most likely help to the decision for the location and will help negotiate the terms of the
agreement.(L.Pinson, 2006)
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3.2 WholesalersandManufacturers

The wholesalersand manufacturerssell their products in .large quantities(at a discount) to
retailerswho in turn sell thoseproductsto their customers.Thus, the choiceof the locationshouldnot
be driven by the consumermarket. In this case,before choosingthe location of establishment,the
ownersshouldconsidersomepointsthatarenecessaryfor theoperationof thebusiness.

Firstly, they must consider what type of product they will manufactureand with what
operationalprocedure.After that they should consider the total square footage required for the
companyto operate.They shouldfind the availablechoicesfor the businessandtheyshouldcalculate
thecostpersquarefoot of theavailable10cations(L.Pinson,2006).

Moreover, they should considerif the productscan be easily distributed from the specific
locationto the customers(retailers)and if the location is suitablefor manufacturing.Lastly, it is very
importantto find if they canget all the permits in orderto legally operatethe businessin the specific
location.Most likely, this procedurewill requirethe assistanceof a brokerfor finding the locationand
anattorneyin orderto checkif theycangetall thepermitsandso thattherewill beno issueslater.

3.3 ServiceBusinesses

The servicebusinesseshavea different naturecomparedto the other typesof businessesand
becauseof that, therearesomeoptions regardingthe choiceof the location. The locationcanbe the
placewherethe customerswill be servedor it maybeusedonly for administrativepurposes.Of course
it canalsobeusedfor bothreasons.

There are many service businessesthat are wholly dependon being able to serve their
customersat their location. Businesseslike that are usually medicaloffices, beautysalons,shoeand
jewelry repairshops,dry cleaners,daycarefacilities andprofessional(legal and accounting)practices.
Although someof thosebusinessescould legally operatefrom a home location, they might have a
commerciallocationto beperceivedasmorecredibleandhigh-endby their customers(L.Pinson,2006).

Caseslike those,should be consideredthe sameas thoseof a retail business.The location
should be easily accessibleto the customer,especiallyif the clients use the serviceonly when the
occasionarisesandthebusinessis dependenton consistentlyattractingnewcustomers.

In the occasionthat the locationwill beusedonly for administrativepurposesandno customer
goesthere,thenit would bewise to considera low-costlocationthatwill adequatelyserveourbusiness
andthatwill not requireextensivetravel time to andfrom work.

Small service businessescan ofter benefit by having their administrativeoffices at home.
However,therearesomerestrictionsregardinglicensinganhome-basedbusiness.
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