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An Early Christmas Present!

• For November and December special offer price on 
our remote one to one webinar training sessions of 
£199 + vat per practice.
• Your PCSE Statement Explained

• PA Items and VAT; Getting it Right Every Time

• Other topics are available – contact me for more details or to book

greg@dispensingdoctorexperts.co.uk

mailto:greg@dispensingdoctorexperts.co.uk


Disclaimer

• We are not accountants – please refer to your Accountants if you are 
in doubt

• If you are still confused or in doubt after this session, contact us for 
further training OR contact your wholesaler/buying 
group/supplier/manufacturer to get clarification

• Email contact@dispensingdoctorexperts.co.uk

mailto:contact@dispensingdoctorexperts.co.uk
mailto:contact@dispensingdoctorexperts.co.uk
mailto:contact@dispensingdoctorexperts.co.uk


VAT!

• It is my recommendation that you exclude VAT in your [internal] 
Dispensary Management Accounts as it is confusing to say the least!

• VAT should be dealt with by your Accountants and/or your 
Bookkeeper

• i.e. DON’T include VAT on your spend with suppliers and don’t include 
VAT on rebates

• [You should be a net receiver of VAT as your VAT purchases 
[medicines] are greater than VAT you charge patients.

• If you are wholesaling out check your VAT!!!



VAT part 2 [PCSE]

• This is the VAT element from NHSBSA AFTER clawback on all items 
NHSBSA considers could be Personally Administered [dm+d]

• Do not use for your VAT claim with HMRC

• Custom-made training on this is available



Your Starting Points

• Reflective learning!

• After [during] the session consider the information and training in 
relation to what YOU are currently doing, or not doing

• Communication, communication, communication!

• Management Team Structure



Philosophical/Logistical Considerations

• Do you have a good grasp of mathematics?
• i.e. Would you be able to tell if something was obviously wrong?

• What are you hoping to achieve?

• Do you have protected time to do this work? [with no interruptions or 
distractions]

• Do you have a quiet room/place to do this?

• Do you see all the rebate payments coming in?
• Direct rebates such as Accord, Ridge etc
• PSUK!

• Why analyze your wholesaler statements in the first place?
• Dispensary Management Accounts!



Basics

• Supplier = Phoenix, you may be PSUK [Buying Group] members

• Supplier = Alliance, you may be Forte [Buying Group] members

• Supplier = AAH they do have a Dispensing Doctors scheme

• Other Suppliers = Bestway/Lexon, Sigma, Clarity etc [commonly 
known as “shortliners”

• The pros and cons of using a cascade system i.e. Ecass or Dispensary 
Market [ more on this during the Practical Dispensary Management 
webinar]



Discounts

• Supplier = Phoenix, you may be PSUK [Buying Group] members 
discount delivered via rebates

• Supplier = Alliance, you may be Forte [Buying Group] members

• discount delivered via credit note [rebates?]

• Supplier = AAH they do have a Dispensing Doctors scheme

• discount delivered via credit note

• Other Suppliers = Bestway/Lexon, Sigma, Clarity etc [commonly 
known as “shortliners”

• discount delivered via discount on invoice



Some Wins… May Not Be Exclusive to Each Wholesaler

Aristo via PSUK – do 
calculations include 
clawback? PSUK 
should be updating 
this.

Exeltis via PSUK – 
note clearly shows 
CAP for discount – 
countering grey 
trading



Some Wins… May Not Be Exclusive to Each Wholesaler

Medicom via 
PSUK

Reckitt via 
PSUK



Some Wins… May Not Be Exclusive to Each Wholesaler

Embecta via FORTE

Flynn via FORTE



Some Wins… May Not Be Exclusive to Each Wholesaler

Almirall via FORTE

Abbvie via FORTE



Some Wins… May Not Be Exclusive to Each Wholesaler

Ferndale via 
AAH

Intrapharm via 
AAH



Some Wins… May Not Be Exclusive to Each Wholesaler

Recordati via 
AAH [was 
previously 
Amarin]

Thornton and 
Ross via AAH



Alliance Your Alliance Statement – total spend ex VAT



Alliance Your Alliance Statement – total spend ex VAT



Alliance Discounts Given by Credit Note/Discount 
[RWM]

Statement contains more details see 
next slide

Your Alliance Statement – Reduced Wholesaler Discount Summary



Alliance Discounts Given by Credit Note/Discount 
[RWM]

Your Alliance Statement – Reduced Wholesaler Details



Alliance MDS Schemes 
paid via Credit Note 

[discount]
Check all credit notes
More detail on next 

slide

Your Alliance Statement – Manufacturer Discount Schemes



Alliance Discounts Given by Credit Note/Discount 
[Manufacturer Discount Schemes]
Your Alliance Statement – Manufacturer Discount Schemes Detail



AAH Your AAH Statement – Total Spend ex VAT

AAH Statements changed fairly recently
Note full Discount and Purchase analysis now available online



AAH Discounts Given by Credit NoteYour AAH Statement – Manufacturer Discount Schemes [Rebates]

AAH MDS Schemes paid via Credit Note [discount]
Check all credit notes



AAH Discounts Given by Credit NoteYour AAH Statement – Manufacturer Discount Schemes [Rebates]

AAH MDS Schemes paid via Credit Note [discount]
Check all credit notes



Phoenix/PSUKYour Phoenix Statement – Total Spend ex VAT



Phoenix/PSUK All Discounts Given via Rebate/RemittanceYour PSUK Rebates



Phoenix/PSUK Active Price ManagementYour PSUK Rebates- Active Price Management [Generics]



Phoenix/PSUK Manufacturer Discount SchemesYour PSUK Rebates- Manufacturer Loyalty Discounts



Your PSUK Rebates- Manufacturer Discount Schemes



Accord via AAH



Accord via Alliance/Forte



Teva



OTC Direct – No statement only invoices?



Clarity Pharma



NWOS – this may have changed format



NWOS – Rebates



NWOS – Rebates



Further 
Questions

contact@dispensingdoctorexperts.co.uk

mailto:contact@dispensingdoctorexperts.co.uk
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