
Tell us about your professional background. 

DR: I joined Reckitt Benckiser (RB) in 2003 and 

have worked in various sales and trade-marketing 

capacities across Australia, New Zealand, the 

US and UK. After working in our ANZ business 

between 2003 and 2009, I moved to the US until 

2013, working in our food and health and home 

divisions. Then I moved to our global organisation 

in the UK for our healthcare business, which 

allowed me to visit many developed and emerging 

markets around the world. In 2014, I joined our 

UK business as sales director before moving back 

to Australia in 2015 in my current role. 

RB is undertaking a massive restructuring 
of the business. Can you tell us about the 
reasoning behind this and what impact it 
will have on pharmacy?

DR: RB has been one of the best-performing 

OTC healthcare companies in terms of revenue 

growth and operating margin expansion, with our 

strategy to focus on health, hygiene and home, 

delivering three times the growth rate (total 

shareholder return) of our industry peers over 

the past five years.

With the recent acquisition of the Mead Johnson 

Nutrition business, RB is now the global leader 

in consumer health. This acquisition allows us 

the opportunity to reorganise our business into 

two units operating as part of one global RB 

organisation – RB Health and RB Hygiene-Home. 

Thus, we will enjoy the benefits of a large company, 

but at the same time become leaner, more agile 

and even more entrepreneurial, and, in the 

healthcare business, more focused on and better 

able to meet the needs of community pharmacies.

How important is community pharmacy to 
the Australian part of the business? 

DR: In Australia, the pharmacy channel will now 

account for more than 50 per cent of our sales in 

the RB Health organisation, with the potential to 

roll out more of our global healthcare brands, which 

do not currently exist in this market. We believe 

the RB Health business unit is ready for explosive 

growth and we have already added more resources 

and investment into the pharmacy channel.

Central to our strategy is a real belief that being 

healthy is no longer just a medical issue – it is a 

lifestyle choice. Across the world we have seen 

fundamental shifts in consumer demand for 

healthcare solutions and it is no different in Australia 

… the ageing population, the increased burden 

on healthcare systems and pressure on taxpayer 

funding are lending increasing importance to OTC 

medicines, and so patients are seeking advice 

from their healthcare professionals to manage their 

medical issues. We see the role for the pharmacist 

as being critical in diagnosing and managing minor 

ailments that can be treated with OTC products.

This issue will come out at the time of the 
codeine-scheduling change. What has RB 
put in place to support pharmacy?

DR: Earlier this year, RB began a series of training 

and education seminars with the aim of preparing 

the pharmacy community for the upcoming 

changes, and to arm them with critical information 

regarding likely shifts in buying behaviour and 

advice to manage stock and shelf space through 

the transition. Further, we have developed a 

comprehensive portfolio of pain-management 

solutions to assist community pharmacy with their 

patient-care programs.

With regard to strong pain management, we 

believe that Nuromol (ibuprofen-paracetamol 

combination) represents an effective codeine-

combination alternative. 

Post February 1, 2018, what approach 
should pharmacy take to the OTC pharmacy 
pain category? 

DR: Pain is a destination category for pharmacies 

and pharmacists. Their teams play a critical role in 

patient care by helping patients to navigate their 

buying decisions; navigate to other adjunct health 

services that are offered as relevant; understand 

their pain condition with education and advice; 

monitor analgesic usage to maintain safety and 

efficacy; and seek further advice from GPs or allied 

health professionals as appropriate.

The pain category remains critically important in 

the success and growth of community pharmacy, 

so we believe the following steps need to be 

considered in readiness for February 1: 

1. Understand the pain category in your business.

 •  Customer impact. Revenue and profitability 

analysis.

2.  Educate consumers around prescription-only 

change.

 •  Collateral will be provided to help support the 

communication.

3.  Maintain consumer demand with appropriate 

stock levels.

 •  Understand that options will be limited, 

with some brands exiting the market. Revise 

demand in the months leading up to the change 

(products exiting and increased consumer 

demand for other strong-pain solutions).

4. Maintain analgesic space.

 •  Revise planogram to ensure category sales 

are maintained. If brands decide to leave the 

category, ensure shelf space is substituted with 

available analgesic options.

5. Know brands that continue to grow the category.

 • Leverage media spend for consumer messaging.

6.  Establish new referral pathways for product 

recommendations.

 •  Initiate communication with GPs. Clear and 

consistent patient communication by all staff 

members. 

7.  Internal awareness of the change and the 

transition plan for your store.

 •  Understand alternative options. Maximise 

companion sales and basket size. 

8. Staff training.

 •  A transition meeting to execute and 

understand new planogram, referral pathways 

and brand focus. 

In considering the relationship between 
community pharmacy and RB, what is your 
message to community pharmacy owners 
and staff? 

DR: Health is at the heart of our organisation 

and pharmacies are at the heart of most 

communities. We believe that, together, we have 

an important role to play in helping patients live 

healthier, happier lives. RB is committed to the 

growth of community pharmacy and our team is 

ready to assist in growing your business and in 

serving your customers better. 

David Rankine  
Sales Director, Reckitt Benckiser 

R E T A I L  P H A R M A C Y  E X C L U S I V E  I N T E R V I E W

 “Being healthy is no longer  
just a medical issue – it is a  

lifestyle choice.”

The Australian Pharmacy Professional Conference & Trade 

Exhibition (APP) is the largest pharmacy conference and 

trade show in Australia. The event will be held from May 

3-6, 2018 on the Gold Coast, Queensland. Retail Pharmacy 

is proud to support APP by featuring many exclusive 

interviews with APP2018 speakers.
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