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INTRODUCTION:

The most significant disruptions in history rarely come from within an industry.
Netflix didn't emerge from Hollywood studios. Uber wasn’t created by a taxi
company. Airbnb wasn’t born out of the hotel industry. Time and time again, the
most transformative innovations come from outsiders who rethink the fundamental
way industries operate.

And now, Al is the ultimate disruptor—poised to redefine sales and marketing in
ways that many are still failing to grasp. The compounding pharmacy industry is no
exception.

In 2025, AI will not merely assist sales teams; it will free them up to tackle more
strategic initiatives and, dare I say, possibly replace some of them with time.
Advances in Al are revolutionizing the buyer experience, accelerating growth, and
creating an unprecedented divide between those who embrace Al-driven strategies
and those who resist. The pace of change is faster than anyone anticipates, and
first movers will gain an advantage so significant that laggards may never recover.

For compounding pharmacy owners, many of whom are pharmacists first and
business operators second, this presents both a challenge and an opportunity. The
traditional sales model—boots-on-the-ground representatives, manual outreach,
and repetitive marketing messages—is no longer efficient. More of the same will not
get you where you want to be. A paradigm shift is required to compete and
differentiate in a crowded, commoditized market.
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CHAPTERI: THE AI-LED GTM REVOLUTION:

Why the Old Sales Model No Longer Works:

For decades, compounding pharmacies have relied on sales reps to build
relationships with prescribers. More calls, more emails, more visits—this linear
growth model is costly, inefficient, and geographically constrained.

However, today’s buyers—whether practitioners, veterinarians, or direct-to-
consumer patients—are more informed than ever. They often don’t need a rep to
explain what they can now research themselves. Much like how patients now visit
doctors armed with information from WebMD, prescribers would prefer to have in-
depth industry knowledge before engaging with a compounding pharmacy.

This knowledge asymmetry flips the traditional sales model on its head. Al is the
only way to bridge this gap, ensuring customers receive the right information in the
right way, at the right time—without relying on outdated and intrusive tactics.
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CHAPTER 2: BREAKING FREE OF LINEAR GROWTH:

The Case for Digital Sales & Remote Selling:

Traditional sales models grow linearly: hire twice as many sales reps, and you
might double revenue—but you’ll also double costs. Al enables exponential,
system-driven growth. Product-led growth (PLG) has already demonstrated this in
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software, where intuitive customer experiences drive adoption at scale. Al is poised
to do the same for sales and marketing—removing human limitations and enabling
an unimaginable level of engagement and efficiency.
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Remote Selling & Digital Strategies for Growth:

Industries that have embraced remote selling have already seen tremendous
benefits. Instead of relying solely on face-to-face interactions, leading compounding
pharmacies must leverage:

« Online meetings: Eliminate travel time, accelerate the sales cycle, reduce
cost, and remove geography constraints.

« Meeting-free interactions and Virtual Meeting Scheduling: Sending
personalized content (videos, proposals, educational materials) for
asynchronous engagement while also coordinating with prospects to facilitate
resource needs or schedule virtual consultations with clinical experts to help
guide prescribing.

o AI-driven engagement: Automating lead nurturing and responding instantly
to inquiries, ensuring no potential customer slips through the cracks.
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For compounding pharmacies, a digital-first strategy eliminates the constraints of
geography, reduces overhead, and provides a scalable, repeatable approach to
customer acquisition.

CHAPTER 3: DISRUPTIVE UVP: THE KEY TO AI-DRIVEN SUCCESS IN COMPOUNDING

The Problem: Everyone Sounds the Same

Al is transforming the healthcare landscape, but for compounding pharmacies,
technology alone is not enough. Before implementing Al-driven strategies,
pharmacies must first reframe how they show up in the marketplace and refine
their core business strategy. The true competitive advantage in the evolving
industry isn’t just Al—it's how AI amplifies a disruptive, innovative Unique
Value Proposition (UVP).

Why a Disruptive UVP is Essential

In the highly specialized and competitive world of compounding pharmacy,
differentiation is not optional—it is the key to survival and market leadership.
Pharmacies that fail to clearly articulate their unique expertise, specialized
formulations, and patient-centered innovations risk being lost in a sea of
commoditization. The compounded medication market is growing rapidly, yet many
pharmacies fall in to the commodity classification due to a lack of differentiation
and are trapped in a race to the bottom, competing on price rather than unique
value.

While Al is currently a competitive advantage, it will soon become the industry
standard. Pharmacies relying solely on Al for automation and efficiency will be at
parity with their competitors. The true differentiator—the factor that will future-
proof a compounding pharmacy’s business and make competition irrelevant—is an
innovative and disruptive UVP that positions the pharmacy as a market leader.
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Key Steps to an AI-Driven Unique Value Proposition

To truly leverage Al for exponential growth, compounding pharmacies
must take a strategic approach:

Teach, Tailor, and Take Control of the Narrative - Al-driven engagement
allows pharmacies to educate prescribers, patients, and industry stakeholders
about the benefits of compounding through progressive, proven protocols. Al
can be used to curate research, generate educational content, and
personalize outreach that reinforces the pharmacy’s authority and expertise.

Create Problems Only You Can Solve - AI should do more than optimize
workflows; it should uncover unmet needs in the market. Identify what your
pharmacy is uniquely positioned to solve—whether through exclusive
formulations, niche patient populations, or proprietary delivery systems—and
use Al to generate demand around those solutions.

Anticipate and Drive Market Trends - Al-powered insights allow
compounding pharmacies to predict patient, and prescriber needs before they
arise. By leveraging data and predictive analytics, pharmacies can
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introduce new, high-demand solutions that position them as the go-to
provider—before their competitors even recognize the opportunity.

Making an Impact: Applying a Disruptive UVP in the Compounding Industry

Here’s how compounding pharmacies can integrate Al with a disruptive UVP
to dominate their niche and drive exponential growth:

Example 1: Pioneering Progressive Synergistic Protocols

Pharmacies that position themselves as category consultants can leverage Al to
introduce innovative compounding protocols. For example, a microdosing GLP-
1/GIP synergistic weight loss protocol can provide cost-effective, multimodal weight
loss solutions for patients who have not responded to traditional dosing strategies.

e Al can be used to disseminate clinical trial results to validate the application
and generate interest from prescribers.

e Automated systems can deliver protocol documents, FAQs, patient
testimonials, and case studies to enhance credibility.

e Al-driven content creation can fuel blog posts, social media campaigns, and
prescriber consultations, reinforcing the pharmacy’s expertise and driving
engagement.

Example 2: Establishing Market Authority in Bioidentical Hormone Therapy
(BHRT)

An integrative compounding pharmacy can harness Al to educate functional
medicine practitioners on advanced BHRT formulations and correct common
misconceptions.

e Al-curated research articles, educational videos, and automated follow-up
sequences can establish the pharmacy as the go-to BHRT expert.

e Al-driven personalization can match prescribers with the most relevant BHRT
solutions based on practice trends and patient needs.

e By owning the BHRT education space, the pharmacy ensures prescribers look
to them first for solutions.

Example 3: Hyper-Personalized Veterinary Compounding Outreach

Veterinary compounding pharmacies can use Al-driven segmentation to precisely
target specific veterinarian providers—from equine veterinarians to exotic pet
specialists.

e Al can create tailored messaging, case studies, and educational
content based on the unique challenges of each veterinary sector.
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e Predictive Al can anticipate need based drug shortages or species-specific
needs, allowing the pharmacy to proactively market relevant compounded
solutions.

e Personalized Al-driven follow-ups ensure veterinary specialists remain
engaged and turn to the pharmacy as their primary provider.

The Reality: Most Compounding Pharmacies Sound the Same

Compounding pharmacies face a critical challenge: lack of differentiation. Many
offer the same formulations, target the same prescribers, and use the same
marketing strategies.

Compounding pharmacies can move beyond traditional sales models and establish
an unshakable competitive advantage by integrating Al with a powerful, clearly
articulated UVP that focuses on exclusivity, innovation, and category expertise.

Conclusion: AI Alone Won't Set You Apart—Your UVP Will

Al is a force multiplier, but its effectiveness depends on the foundation it supports.
Without a disruptive, innovative UVP, Al is just another tool—one that every
competitor will eventually adopt.

By reframing how they show up in the market, positioning themselves as industry
leaders, and using Al to amplify a truly unique value proposition, compounding
pharmacies can:

e Escape price-driven competition
e Establish themselves as irreplaceable category consultants
e Drive exponential growth in a way that competitors can’t replicate

In short, before rolling out AI, compounding pharmacies must first redefine their
strategy, differentiate their offerings, and create a UVP so strong that Al becomes
the amplifier—not the strategy itself.

CHAPTER4:

The B2B landscape is rapidly evolving, and compounding pharmacies are no
exception. By 2025, millennials will make up 70% of B2B decision-makers, bringing
with them a new set of expectations—digital-first, self-service-driven, and seamless
purchasing experiences that mirror the efficiency of consumer e-commerce.

For compounding pharmacies, this shift represents both a challenge and an
opportunity. Buyers expect a purchasing experience that is intuitive, available 24/7,
8
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and free from unnecessary manual steps. At the same time, pharmacies must
ensure regulatory compliance, maintain high-quality standards, and foster strong
provider relationships. The key to balancing these priorities is reimagining the
buying journey—automating routine tasks while enhancing human interactions
where they matter most.

Key features B2B self-service portals

R B O W &
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AND ROLES MANAGEMENT SUPPORT AND MESSAGING AUTOMATION

Benefits of building a B2B self-service portal for your business
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The Growing Demand for Self-Service in Compounding

B2B buyers overwhelmingly prefer managing their orders online, with 83% favoring
self-service platforms over traditional methods. Yet, many compounding
pharmacies still rely on outdated systems that require phone orders, faxed
prescriptions, and cumbersome paperwork. These manual processes slow down
operations, frustrate prescribers, and create bottlenecks in patient care.

Legacy ordering platforms often fall short, plagued by:

« Cumbersome workflows that make prescription submission and reordering
time-consuming.

« Siloed technology that doesn’t integrate with practice management
systems, leading to inefficiencies.

« Limited automation, requiring pharmacists and staff to spend excessive
time on administrative tasks.

This is why 82% of B2B companies recognize the importance of centralizing their
commerce onto a single, streamlined platform. For compounding pharmacies, this
means implementing a self-service model that allows healthcare providers to place

and manage orders effortlessly—without sacrificing the personalized service that
sets them apart.
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Why Investing in Self-Service Matters

The compounding pharmacy industry thrives on precision, trust, and compliance.
But these factors shouldn’t come at the cost of convenience. A modern self-service
platform offers significant benefits:

« Enhanced efficiency - Automating manual tasks like order processing and
prescription management reduces errors and frees up staff to focus on
precision solutions and elevating the customer experience.

« Stronger customer relationships - Digital self-service tools provide
insights into provider preferences, making it easier to offer personalized
recommendations.

 Increased customer retention - 87% of B2B buyers say they would pay
more for a supplier with an excellent e-commerce experience.

« Competitive differentiation - 90% of buyers report switching suppliers if a
competitor’s digital experience is superior.

B2B PAY MORE YY) B2B WOULD INCREASE IN
Ll FOR SELFSERVE ekaliad SUNITCH FOR 55 240 REORDERS
Leveraging Data for Personalized Service

The key to successful self-service isn’t just automation—it’s personalization. A CRM-
integrated strategy allows compounding pharmacies to tap into valuable customer
data, including:

o Prescriber preferences - Which formulations do they order most
frequently?

« Purchase history - Identifying ordering patterns that help pharmacies
anticipate needs.

« Content engagement - Understanding what educational materials or
product information resonate most.

« Communication preferences - Ensuring seamless interactions through the
proper channels.

Far from distancing pharmacies from their customers, self-service platforms bring
them closer. A Forrester case study found that businesses implementing self-
service tools gained deeper insights into their customers’ needs, pain points, and
workflows—enabling them to craft tailored solutions that drive loyalty and
satisfaction.
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Real-World Impact: How Digital Transformation Drives Growth

The impact of self-service in B2B is measurable. Consider the case of a
dermatological compounding pharmacy that modernized its ordering system:

« 338% increase in reorder frequency - Simplified digital reordering led to
higher provider retention.

« 239% boost in conversion rates - Easier access to information improved
engagement.

« 75% customer satisfaction rating of 4 stars or higher - Faster, more
intuitive ordering led to better experiences.

Despite these proven benefits, McKinsey & Company reports that one-third of B2B
transactions still rely on manual methods like phone and fax. For compounding
pharmacies, the opportunity is clear—those who invest in self-service will
streamline operations, enhance provider satisfaction, and gain a significant
competitive edge.

The Future: A DTC Mindset for B2B Compounding

The shift toward self-service in B2B mirrors the rise of direct-to-consumer (DTC)
models. Prescribers and healthcare providers now expect the same frictionless,
personalized experience they encounter in their personal shopping habits.
Compounding pharmacies that embrace this mindset—by simplifying ordering,
integrating data-driven insights, and enhancing provider engagement—will not only
thrive but redefine the industry standard.

The time for transformation is now. Investing in self-service isn't just about
convenience; it's about creating a modern, scalable pharmacy operation that
prioritizes efficiency, personalization, and provider satisfaction. Those who make
the shift today will lead the future of compounding pharmacy.

CHAPTER &: THE ROLE OF AGENTIC Al AGENTS IN THE FUTURE OF SALES:

AI and the Power of Disruptive Innovation

2025 is not just the year of Al—it is the year of Al-driven market disruption. To
truly leverage Al, businesses must pair it with an innovative, disruptive strategy
that doesn’t just make them better—it makes them different. The goal is not to
compete in an existing category but to create a new category where competitors
become irrelevant.
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What is an Agentic AI Agent?

An agentic Al agent is an advanced artificial intelligence system desighed to act
autonomously on behalf of a business, making decisions and taking actions to
achieve specific goals. Unlike traditional Al tools that require explicit instructions,
agentic Al agents can learn, adapt, and operate independently within defined
parameters. They are proactive and capable of identifying opportunities, solving
problems, and engaging with customers in a personalized and context-aware
manner.
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In the B2B sector, agentic Al agents are revolutionizing how businesses interact
with customers. These agents can meet customers where they are in the buying
process, providing tailored solutions and support at every stage. For compounding
pharmacies, this means leveraging agentic Al to enhance customer engagement,
streamline operations, and deliver a superior buying experience.
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The Solution: AI-Driven Personalization & Expertise
Instead of generic outreach, Al-driven marketing and sales strategies can:

« Personalize messaging based on a prescriber’s specialty, prescribing habits,
and past interactions.

o Predict and anticipate needs, offering solutions before customers even ask.

o Automate content delivery, providing research-backed insights to establish
credibility and expertise.

The Symbiotic Cycle of Al and
Personalization in Customer Engagement
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personalization engagement. i

velaro.com

Meeting Customers Where They Want to Be Met

In the compounding pharmacy industry, the buying process can be complex,
opaque, and multifaceted. Prescribers and patients often have unique needs and
preferences, and the traditional sales model may not always align with their
expectations. Agentic Al agents can bridge this gap by:

1. Personalized Engagement: Agentic Al agents can analyze customer data to
understand individual preferences, prescribing habits, and past interactions.

13



SUZIE GLENN
3/14/25

THE AI DISRUPTION: A GUIDE FOR COMPOUNDING PHARMACY OWNERS
This allows them to deliver personalized recommendations and content that
resonate with each customer.

2. Proactive Support: These agents can anticipate customer needs and
provide solutions before they are even requested. For example, if a prescriber
frequently orders a specific compound, the AI agent can proactively suggest
reordering or offer information on related products.

3. Omnichannel Presence: Agentic Al agents can operate across multiple
platforms, ensuring that customers can engage with your pharmacy wherever
they prefer—be it through the patient/provider portal, email, social media, or
your website. This omnichannel approach enhances convenience and
accessibility.

4. Streamlined Transactions: By automating routine tasks such as order
processing, inventory management, and follow-ups, agentic Al agents can
streamline the buying process, reducing friction and improving customer
satisfaction.

Customer

Actionable
-Centric Focus

Insights

Qualitative
- Cqstomer o
Personalization Expenence (CX) Quantitative
Methods

Research

Human Continuous
-Cent_ered and Iterative
Design

Cross
-Functional
Collaboration

— Customer

Journey
Mapping

Conclusion

Agentic Al agents represent a transformative opportunity for compounding
pharmacies to enhance customer engagement, streamline operations and cross-
selling opportunities, and deliver a superior buying experience. By meeting
customers where they want to be met and leading with a disruptive and unique
value proposition, compounding pharmacies can leverage agentic Al to create a
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new category and or expand their current prescribing in the market, rendering
competitors irrelevant.

CHAPTER 7: THE ROLE OF AI-DRIVEN CRMS IN COMPOUNDING PHARMACY GROWTH:

Navigating AI Integration: Where to Start?

Integrating Al into business operations can be daunting, especially for compounding
pharmacy owners who are already stretched thin while running their businesses.
Many struggle with knowing where to begin, how to implement Al effectively, and
maximizing the benefits without overwhelming themselves with fragmented
solutions.

Implementing a comprehensive CRM + martech solution paired with a Provider
and Patient Portal, which seamlessly integrates Al into sales, marketing, and
business automation, is one of the most critical yet often overlooked components of
a successful AI-driven strategy. Instead of relying on multiple siloed Al platforms
that fail to leverage data, a centralized CRM system fully enables data-driven
decision-making and scalable growth.

THE BENEFITS OF AN AI-DRIVEN CRM TOOL

Effective data management

Providing your customers
with instant responses

Increased accuracy in
prediction of customer behaviour

Improved customer
r i
satisfaction
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Why an AI-Integrated CRM is Essential:

1. Data Centralization & Business Insights

o A CRM collects and centralizes data across marketing, sales numbers,
purchase history, operations, and customer interactions. Instead of
scattered insights across different platforms, an integrated CRM
provides a 360-degree view of business operations, customer
behavior, and sales trends.

o Al-enhanced analytics provide actionable insights to optimize
workflows, predict market trends, facilitate cross-selling, manage
follow-ups, and enhance customer engagement.

2. Affordable Scaling Without Operational Bottlenecks

o Scaling a business without Al can be expensive and inefficient. Al-
driven CRMs allow pharmacy owners to automate repetitive tasks,
optimize workflows, and scale operations without proportionally
increasing costs.

o With an integrated Al-powered CRM, pharmacies can scale
sustainably without hiring a large sales force or overburdening staff
with administrative tasks.

3. Eliminating Siloed AI Platforms
o Many businesses adopt standalone Al tools that operate in isolation,
leading to data fragmentation and underutilization of Al’s full potential.
o A unified CRM + AI platform ensures seamless connectivity across all
business functions, allowing AI to enhance decision-making, improve
personalization, and optimize marketing automation in a holistic way.

4. AI Evolution Without Constant Manual Upgrades
o Al technology evolves rapidly. Pharmacy owners who rely on
disconnected Al tools will constantly struggle to keep up with the latest
advancements.
o A robust CRM solution continuously updates and integrates the latest Al
capabilities, reducing the burden on pharmacy owners to adapt their
technology stack manually.

The Key Features of an AI-Optimized CRM for Compounding Pharmacies

1. No-Code Customization & Accessibility
o Many pharmacy owners lack technical expertise, making it essential to
adopt a CRM built on a no-code platform.
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o No-code solutions allow for quick customization and automation without
requiring coding skills, enabling businesses to tailor workflows to their
specific workflow needs.

2. Agentic AI Capabilities
o Al-driven CRM systems should include intelligent automation, such as:
= Al-powered chatbots for patient and provider engagement.
= Predictive analytics to forecast demand and optimize inventory.
= Smart sales automation to improve lead nurturing and customer
retention.

3. Provider & Patient Portals

o A transparent, self-service, on-demand access portal is essential for
modern compounding pharmacies. Serving as a central HUB for all
things compounding: formulary, clinical studies, prescribing history,
status updates, medication compliance, consultation information, auto
refill management, feedback and patient testimonials, a dashboard to
push updates, outcomes reporting while providing secure direct
communication.

o Providers can track prescriptions, access real-time order status, and
receive personalized recommendations.

o Patients can view updates, request refills, and access educational
resources, leading to higher engagement and superior customer
experience. .

No Code offers real-time updates and customization without the need for expensive
developers. Your team, who knows processes and pain points better than anyone,

no code empowers them to be citizen developers with no code drag and drop visual
editors.
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An Al-powered CRM with a provider and patient portal meets these expectations,
ensuring pharmacies stay competitive while reducing administrative burdens.

A CRM is more than just a sales and marketing tool—it’s the central hub for
business intelligence, operations, sales, marketing, omnichannel communication,
and custom KPI-tracking dashboards. It enables:

« Data-driven decision-making with deep insights into business
performance.

« Process optimization by identifying inefficiencies and implementing AI-
driven improvements.

« Enhanced customer experience through personalized engagement and
predictive insights.

By investing in an Al-powered CRM tailored to the compounding pharmacy industry,
owners can focus on strategic growth instead of managing technology updates or
integrating fragmented Al tools.

The most successful compounding pharmacies in 2025 won't just use AI—they will
build their AI strategy with a robust CRM, ensuring scalable, efficient, and
intelligent growth.

The goal is to position CRM as the Business Intelligence Hub
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CHAPTER 8: THE AI-DRIVEN SEO DISRUPTION & THE OMNICHANNEL SEARCH APPROACH:
SEO in the Age of AI: A Paradigm Shift

Search engine optimization (SEO) is undergoing one of the most significant
transformations in its history, driven by Al-powered search engines, generative Al
models, and the rise of omnichannel search behaviors. Traditional SEO tactics are
rapidly becoming obsolete. Instead, Al is rewriting the rules of search, shifting the
focus from rankings to relevance, authority, and structured content optimization.

Growth of the Al Sector Market
Value (2023-2030)

Market Value (in
Billion USD)
A

826

243.

134 184

> Year
2023 2024 2025 2030

In 2025 and beyond, businesses that fail to adapt to Al-driven search models will
find themselves invisible. To remain competitive, businesses must embrace a new,
Al-centric SEO strategy that prioritizes structured knowledge, entity-based
recognition, and omnichannel authority building.

The Changing Landscape of Search Behavior

The way people search for information is evolving rapidly. No longer confined to
traditional search engines like Google, users are increasingly turning to platforms
like TikTok, YouTube, Reddit, and Instagram for answers. This shift is driven by the
desire for more engaging, visual, and community-driven content. According to a
2023 survey by HubSpot, 40% of Gen Z users prefer using TikTok and
Instagram for search over traditional search engines. Additionally, YouTube
is the second most used search engine globally, with over 2 billion logged-in
monthly users.
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This diversification of search behavior means that compounding pharmacies must
adopt an omnichannel approach to SEO. It's no longer enough to optimize for
Google; you need to be visible and relevant across multiple platforms where your

target audience is searching.

How search habits vary by generation

% in each generation who say they most use the following to find information
on the internet (top 3)

GenZ

Manual search engines (e.g. Google, Yahoo!)

Social media platforms

Al platforms/chatbots (e.g. ChatGPT, Bard)

Gen X

Manual search engines (e.g. Google, Yahoo!)

Social media platforms

Brand/retail platforms h—'g Amazon)

Statistics Highlighting the Shift

Millennials

Manual search engines Soogle, Yahoo!)

Social media platforms

Smart phone voice assistants (e.g. Siri)

Baby boomers

Manual search engines (e.g. Google, Yahoo!)

Brand/retail platforms (e.g. Amazon)

Social media platforms

o TikTok: 40% of Gen Z users prefer TikTok and Instagram for search over
traditional search engines (HubSpot, 2023).

e YouTube: Over 2 billion logged-in monthly users, making it the second most
used search engine globally (YouTube, 2023).

 Reddit: 57% of users visit Reddit to find product recommendations and

reviews (Reddit, 2023).

 Instagram: 60% of users discover new products on Instagram (Instagram,

2023).
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Adapting to the New SEO Reality

To adapt to these changes, compounding pharmacies must adopt a multifaceted
SEO strategy that includes:

1.

Structured Content Optimization: Al-powered search engines prioritize
structured data that is easy to parse and understand. Ensure your website
uses schema markup to help search engines understand your content better.

. Entity-Based SEO: Focus on building authority around key entities (e.g.,

your pharmacy, specific compounds, or health conditions). This involves
creating comprehensive content that covers all aspects of a topic, making it
more likely to be recognized as an authority by Al algorithms.

. Multimodal Search Optimization: Optimize for different types of content,

including text, images, videos, and infographics. This is particularly important
for platforms like YouTube and Instagram, where visual content reigns
supreme.

. Social-Driven Visibility: Leverage social media platforms to build your

brand's visibility and authority. Engage with your audience on TikTok,
YouTube, Reddit, and Instagram by creating valuable, shareable content that
addresses their needs and questions.

. Community Engagement: Participate in online communities and forums

related to compounding pharmacy. Answer questions, provide valuable
insights, and establish your pharmacy as a trusted authority in these spaces.

25 Essential SEO Practices for 2025:
Strategies to Boost Your Rankings

- ~ - -
& Focus on E-E-A-T @ Optimise core web vitals
@ Leverage Al and machine learning @ Strengthen social signals
& Optimise for voice search & Create FAQs based on user queries
& Create high-quality content & Regularly update existing content
& Prioritise mobile-first indexing & Embrace visual and video search
@ Analyse customer behaviour & Build strong relationships
& Build high-quality backlinks @ Explore emerging technologies
& Monitor analytics and adjust strategies & Master intent-based keyword research
& Target zero-click searches @ Use long-tail keywords
& Diversify content formats & Implement structured data markup
& Optimise for local SEO & Engage in white-hat SEO practices
& Maintain thematic coherence & Monitor emerging trends
& Foster community engagement
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Best Practices for Compounding Pharmacies

1.

Create Platform-Specific Content: Tailor your content to the platform
you're using. For example, create short, engaging videos for TikTok, in-depth
tutorials for YouTube, and visually appealing posts for Instagram.

. Leverage User-Generated Content: Encourage your customers to share

their experiences with your pharmacy on social media. User-generated
content is highly trusted and can significantly boost your visibility.

. Monitor and Adapt: Use analytics tools to monitor your performance across

different platforms. Identify what works and what doesn’t and adapt your
strategy accordingly.

. Collaborate with Influencers: Partner with influencers in the health and

wellness space to reach a broader audience. Influencers can help amplify your
message and drive traffic to your website.

. Focus on Local SEO: Local SEO is crucial for compounding pharmacies.

Ensure your business is listed on local directories and optimize your Google
My Business profile. Encourage satisfied customers to leave positive reviews.

Top Search Engine Optimization
(SEO) Trends & Predictions 2025

Ranch-Style SEO Poised to Be the Future of
Search Content

OmniSEO Will Help You Amplify Organic Traffic in 2025
2025 Will See the Dawn of Zero-Click Searches

Video Optimization & YouTube SEO Will Be a Major Trend

Google Al-Powered Search Results (Al Overview) is
the Future

The Rise of Augmented Reality Will Transform SEO

Voice Searches Will Continue to Gain Prominence
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Conclusion

The SEO landscape is changing rapidly, driven by Al and the diversification of
search behaviors. To stay competitive, compounding pharmacies must adopt an
omnichannel approach to SEO, optimizing for multiple platforms and creating
content that resonates with their target audience. By embracing these changes and
leveraging the power of AI, compounding pharmacies can enhance their visibility,
build authority, and drive growth in an increasingly digital world.

CHAPTER 3: THE INVISIBLE EXPERT PHENOMENON & THE NEW RULES OF AIAUTHORITY:

The Challenge of Visibility in the AI Era

The future belongs to those building Al-visible brands with a strong digital
presence. Today's challenge is that visibility is no longer just about human
recognition—it’s about how Al perceives, categorizes, and elevates expertise. Al
evaluates authority through structured content, hierarchy, and consistency across
multiple platforms. It doesn't just scan content; it understands, ranks, and
recommends based on a structured demonstration of expertise.

This is the Invisible Expert Phenomenon—your expertise may be hidden from the
next generation of discovery because Al-driven platforms create a parallel
reputation economy. Al platforms don't just index content; they assess, validate,
and prioritize it based on authority signals that traditional platforms ignore.

The new rules of Al authority demand a strategic shift. Al systems like ChatGPT,
Claude, and Google’s algorithms don’t evaluate based on follower counts or
engagement metrics anymore. Instead, they look for structured, well-organized,
and pattern-driven expertise that can be verified and consistently demonstrated
across digital ecosystems.

Without an Al-optimized presence, businesses risk becoming invisible in this

evolving reputation economy. To stay relevant, brands must shift from simple
content creation to structured knowledge hierarchies, interconnected expertise
pathways, and clear authority signals that both Al and humans can recognize.
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Examples of Content Marketing

Blog posts

Businesses maintain blogs on their websites,
offering a platform to share in-depth articles,
industry insights, helpful tips, and thought-
provoking content.

Podcasts

Podcasts cater to audiences who prefer audio
content and can be distributed through
podcast platforms or the brand's website.

Videos

Companies create engaging videos for product
demonstrations, tutorials, customer
testimonials, behind-the-scenes glimpses, or
entertaining content related to their industry.
Platforms like YouTube and social media
channels are popular mediums.

Webinars & Online Courses

Hosting webinars or offering online courses
allows companies to provide valuable training,
discuss industry trends, and share expertise
with their audience.

Social Media Content
Brands leverage social media platforms to
connect with their audience through various

Infographics

Like this one! They present facts, statistics, or
step-by-step processes in an easy-to- content formats such as posts, images, videos,
understand and engaging format. Infographics or live streams. Social media content fosters
can be shared on websites, social media engagement, sparks conversations, and helps
platforms, or incorporated into blog posts to build a community around the brand.

enhance the visual impact of the content.

The Three Fundamental Shifts in Branding:

From Visibility to Recognizability:

Al doesn’t care about how many people see your content—it prioritizes recognizable
expertise patterns that consistently demonstrate deep knowledge. Brands must
focus on structured authority, ensuring Al can detect expertise across multiple
platforms.

From Volume to Structure:

More content isnt better—better-organized content is better. Al ranks brands based
on structured, hierarchical content that clearly connects expertise pathways. Well-
organized expertise can outperform hundreds of unstructured posts.

From Broadcasting to Pattern Building:

Al systems recognize patterns of expertise, not sporadic content bursts. Instead of
focusing on broadcasting messages widely, brands must build clear, structured
narratives that Al can track and recommend as authoritative sources.
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Winning in the AI-Driven Reputation Economy

Al platforms prioritize entities that follow clear patterns of structured expertise,
meaning brands must now speak two languages—one for humans and one for Al.
This means shifting from volume-based content to structured, interconnected
knowledge pathways that AI can detect, validate, and amplify.

When your story is compelling enough and structured correctly, both humans and

Al will recognize and elevate it. The result? People will write themselves into it,
ensuring long-term success and dominance in your category.

B
‘vHow to WIN in AT-Driven SEG”

Focus on E-E-A-T

(Expertise, Experience, Authority, Trust)

Build credibility with high-quality, well-researched,
and trustworthy content.

Create First-Hand Content

Share unique insights, case studies, and personal
experiences to stand out.

Optimize for Conversational Search

Adapt content for voice search and natural
language queries to improve visibility.

Use Al, but dont rely oniit

Leverage Al for efficiency, but ensure human
creativity and authenticity in content.
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A CALL TO ACTION: YOUR AI-DRIVEN FUTURE STARTS NOW.

The future of compounding pharmacy isn’t about keeping up—it’s about leading the
transformation. Al is more than just a tool; it is the catalyst for redefining how we engage,
scale, and innovate. By embracing disruptive innovation, Al-driven strategies, and
intelligent automation, compounding pharmacies can move beyond competition to create
entirely new markets and set the industry standard.

As the Founder & CEO of Wellify Consulting, my career has been dedicated to market
disruption, leveraging technology to drive growth, and reimagining what’s possible in
compounding pharmacy. With nine years of experience in compounding pharmacy and over
20 years in medical sales and leadership, I have developed a deep understanding of how to
strategically scale businesses in an evolving healthcare landscape. From developing and
growing a market as Director of Provider Education to executing a disruptive, innovation-
driven vision as CEO, I have witnessed firsthand the power of strategic transformation in
the compounding market.

I am passionate about empowering compounding pharmacies to harness AI, digital
transformation, disruptive innovation, and data-driven strategies to unlock new markets
and growth opportunities. With extensive experience in market development, strategic
scaling, and technology-driven growth, I understand what it takes not just to succeed in
this evolving landscape—but to redefine it.

The opportunity to lead is here. The pharmacies that embrace AlI, automation, and
innovation today will shape the industry tomorrow. Are you ready to build the
future? Let’'s innovate, automate, and dominate—together. If you're ready

to embrace innovation, position yourself as a category leader, and build a future-
proof compounding pharmacy, let's connect.

Click the icon below to schedule your strategy session now, or input
https://calendly.com/suzieglenn

BOOK NOW

»

Visit www.wellifyconsulting.com to learn more about starting your transformation today.

To innovation and industry leadership,

Suzie Glenn, MBA

Founder & CEO, Wellify Consulting

Industry Thought Leader | Al & Digital Strategy Expert | Market Disruptor
503.753.5699 | suzieconsutling@gmail.com
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