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	Newsletter Number 2-better late than never.
We had hoped to issue the November newsletter at the beginning of the month, but with the potential for some new developments within touching distance, we have delayed longer than we should. The best laid schemes of mice and men, as the poet wrote, means that we are still just a little short of ensuring these new developments work in the real world. In the language of software developers, they are still “in beta test”, meaning that we cannot be fully confident we have ironed out any potential shortcomings, but we are very close.

The major feature is a Pharmacist Home Page, or Private Page, where you can log in with your unique user name and password, and manage some of your information. There are some really fantastic features going into this, which we are sure you will find not just useful, but in many cases, invaluable. Watch this space.
Thinking of selling your pharmacy?



We are not agents or valuers, but given our contacts across the country, from time to time we are asked if we can help people who are looking to buy or sell a pharmacy business. Because such transactions are inevitably extremely sensitive for all concerned, we recognize that confidentiality is a vital feature in these circumstances.

We can help put potential buyers and sellers in touch with each other without anyone else realizing that it is happening and in many cases this has led to a sale to the satisfaction of both parties. This is mainly individual pharmacy sales, but not always. The largest which we had a hand in the past couple of years included a 35 strong pharmacy chain with it’s own warehousing and distribution facility.
Sometimes, it’s not what you know, but who you know.
Terms and Conditions.
There have been a number of enquiries lately from pharmacists and clients who seem unsure of our terms and conditions, and when they can accept or make bookings. Our terms and conditions have not changed in a long time (several years) and have always formed part of our booking procedures. Even a verbal booking is a legal contract, though we were the first company to issue written forms of confirmation, originally by post, then by fax, long before e-mail came along. If we had started operating earlier than we did, we would probably have used carrier pigeon!

The fundamental point is that a locum booking is a legally binding contract, along with any and all associated terms and conditions, Previously, the RPSGB, and subsequently, the GPhC, have deemed that breach of contract represents unprofessional conduct and further, risks bringing the profession into disrepute. This applies to both locum booking locum engagements and clients booing locums.

We have always made our terms and conditions transparently available, and for some years they have been openly available via our website for all to view. In addition, pharmacists and clients registering through the website (as well as by other means) acknowledge acceptance of these terms and conditions.

When we set up Nightingale Pharmacy Services, we tried to hardwire high standards and professionalism into the DNA of the business. Companies and pharmacists alike have not only the GPhC to contend with now, but have always had their reputation to protect and promote. A good reputation is priceless. What value do you put on yours? Do you want the best pharmacists working for you? Do you want to get the best work? The choice is yours. To view terms and conditions, visit the website and click on either Pharmacists and locums, or Clients.
I didn’t know I could do that!



Not a lot of people do, it seems. From our Download page of the website, you can download the following;

RESPONSIBLE PHARMACIST NOTICE

Invaluable if you forget your copy or are working at a pharmacy you haven’t worked at before or haven’t left a copy handy.

LOCUM INVOICE

Invaluable to print off and complete before you leave a pharmacy, so that you can speed up the invoicing and payment process, rather than sending on later, when you have a spare minute.

DUTY PHARMACIST REPORT

A quick and handy way of recording information for the pharmacist following you on duty, rather than loads of post it notes or leaving messages with staff who might not be on duty next day. You can also copy what you have noted and take it away with you, in case you need to refer to it later.

RAMADAN FACT SHEET

We will try to produce this each year to help all pharmacists provide appropriate support. Many thanks to those who contributed in 2010, your suggestions will be incorporated into the 2011 fact sheet. 

WATCH THIS SPACE

More downloads will be available in due course, but most useful and important downloads will only be available in the Pharmacists Private section, for which you will need to be a registered user, as stated in the first part of the newsletter.

What’s coming up in 2011?
The short answer is, a very great deal!

Most things will be features on-lie or accessible only via the website. We’re in the process of organizing a host of additional and related support services, from access to accountancy, finance and advice for business purchase and set up, website provision and management, software and programming solutions for individuals and business, mentoring services, training and so much more. They won’t all happen at once, we will roll them out carefully once we’re sure we’ve got the process right in each case.

The best way to see what is happening is to either keep checking the website, or refer to the current newsletter which we will e-mail.

Archive copies of the newsletters will be available via the website for anyone who has not previously received them. If you prefer to receive a printed copy, please let us know and we will add you to the postal mailing list.


	· 
	Advertise on this newsletter or on our website. 
This e-newsletter is sent to several thousand people and companies. Our website is achieving hits of around 60 000 per month. There is a large market out there waiting to receive a message about your company, business, product or service.



	· 
	We offer highly competitive rates for advertising, along with the capacity to make you advertisement look interesting, compared with the black and white, dull look of adverts in most traditional pharmacy productions. Contact us for details.

	· 
	If you do not wish to receive further copies of this e-Newsletter, please e-mail “UNSUBSCRIBE” to us and we will remove you from the mailing list.

	
	Next issue due December 2010














