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H.D. Smith dedicated to serving independent pharmacies 
SPRINGFIELD, Ill. — As an 

independent wholesaler, H.D. 
Smith LLC shares a strategic 
alignment with other indepen-
dent pharmacy operators, says 
Rob Meriweather, corporate 
vice president of sales for the 
company. “Unlike our competi-
tors, we choose not to service 
national chain, big box or mail 
order pharmacies, so we don’t 
have any conflicts of interest 
when it comes to servicing 
pharmacies on Main Street,” 
he adds. “We aren’t using prof-
its from our customers to fund 
initiatives with other entities, 
who ultimately compete with 
independent pharmacies in 
the marketplace. We put all our 
profits back into rewarding our 
associates and investing in the 
success of the company and our 
customers.” 

Meriweather notes that H.D. 
Smith’s mission is to be the 
preferred, customer-focused, 
national supplier of health care 
products and business solu-
tions, improving the quality, 
safety and cost of patient care 
while maintaining the highest 
level of honesty and integrity. 

While achieving those goals 
may seem like a tall order, each 
piece of that mission statement 
is critical to the company, ac-
cording to Meriweather. Since 
1954, H.D. Smith has built a rep-
utation for excellence in health 
care distribution. The company 
was founded with a culture 
that still resonates throughout 
the organization today — that 
being “to do what’s right and 
provide customers an extraordi-
nary experience.” 

Alongside distribution, H.D. 
Smith offers several services 
to help the independent phar-
macy owner operate a more ef-
ficient and profitable business, 
improve patient-based quality 

outcomes, and maximize mar-
gin opportunities, Meriweather 
says. “This includes the recent 
formation of the Arete Pharma-
cy Network, the nation’s largest 
independently owned PSAO 
[pharmacy services administra-
tive organization],” he adds. 

Additional areas of H.D. 
Smith’s business include Smith 
Medical Partners — a specialty 
distribution center that spe-
cializes in specialty products, 
vaccines and 3PL logistics. 
Recently the company added 
Triplefin to the collective H.D. 
Smith companies. Triplefin is a 
service-oriented organization 
supporting manufacturers in 
the launch and ongoing mar-
keting efforts for medications, 
including prior authorizations, 
financial assistance programs 
and much more. Combined, 
these services create an ex-
traordinary end-to-end value 
proposition throughout the sup-
ply chain, supporting medica-
tions from development to dis-
tribution and from dispensing 
to adherence.

According to Meriweather, 
H.D. Smith is the fourth-largest 
national wholesaler, operat-
ing seven full-line distribution 
centers, a dedicated home 
health care and durable medi-
cal equipment facility, and 
a specialty distribution cen-
ter (Smith Medical Partners). 
“We deliver next-day to all 50 
states, and do same-day de-
livery in some metropolitan 
areas,” Meriweather says. Ad-
ditionally, the company’s sup-
ply chain integrity teams have 
implemented TraceLink over 
the last few years to ensure 
compliance to the Drug Supply 
Chain Security Act. 

Meriweather points out that 
H.D. Smith uses a variety of 
integrated software and tools 

within its distribution cen-
ters to ensure products are ef-
ficiently picked, packed and 
shipped to its pharmacy cus-
tomers. “These resources give 
the operations team the abil-
ity to perform automated daily 
tasks without issues,” he says. 
“The connected systems also 
analyze, react, adapt and ad-
dress complex issues that oth-
er warehouses without these 
technologies would struggle to 
accomplish.”

The history of H.D. Smith 
dates back more than 60 years, 
with vendor and customer rela-
tionships that span nearly the 
entirety of that time line, Meri-
weather says. 

Another factor in H.D. Smith’s 
continued success, according to 
Meriweather, is the company’s 
embrace of change — a reality 
that is rapidly and continually 
reshaping the industry. “We are 
continually transforming the 
organization to meet the needs 
of our customers, trading part-
ner or patients we ultimately 
serve,” Meriweather says. 
“H.D. Smith sees an amazing 
opportunity for our pharmacy 
customers to embrace our re-
cently launched tools that will 
help them better understand 
their business, operate for more 
profits and provide care for bet-
ter outcomes.” Meriweather 
cites the new pay for perfor-
mance (P4P) guidance as an 
example, saying that it should 
be a very positive change for in-
dependent pharmacy owners. 
“Today, income is predicated on 
outcomes, which is what inde-
pendent pharmacies have ex-
celled at for years.”

More than just a wholesaler 
and distributer, Meriweather 
says H.D. Smith is an extension 
of each of its pharmacy custom-
ers — serving as “business con-

sultants,” as Meriweather puts 
it. “We have a variety of offer-
ings, but each pharmacy has 
different needs and pain points, 
so we adjust our offerings to 
them.”

H.D. Smith also works with 
its pharmacy customers to 
ensure they are conducting 
the best business practices in 
order to enhance their profit-
ability. Meriweather likens this 
to a wheel with many spokes 
— “we take our customers 
through each spoke, checking 
to ensure their performance is 
tracking against industry stan-
dards.” For instance, some of 
those spokes look at how the 
pharmacy performs related to 
inventory days on hand, ac-
counts receivable turns and 
gross profit. By not only evalu-
ating its customers on each of 
these metrics, but also teaching 
them along the way, the com-
pany is able to work with inde-
pendent pharmacy owners to 
ensure success and longevity.

One step H.D. Smith recently 
took to enhance its relation-
ships with its pharmacies is 
the rededication of its sales-
force. Doing so, Meriweather 
points out, allows for better 
communication with its cus-
tomers about their business 
operations and profit diversifi-
cation opportunities. “This in-
cludes front-of-store offerings 

like Hamacher, controlled label 
goods, pet medications and 
even supplies,” he says. And 
behind the counter, the com-
pany’s pharmacies are shar-
ing best practices that range 
from adherence packaging 
to specialty medications and 
even new store acquisition and 
startup. “The H.D. Smith team 
is expertly trained to coach our 
pharmacy customers through 
each of these opportunities, 
knowing that each pharmacy is 
unique in their needs and mar-
kets,” Meriweather says. 

Along with the rededication 
of the company’s salesforce, 
H.D. Smith’s executive team 
has a renewed focused on col-
laboration as well. “Our col-
lective companies are tightly 
integrated, especially on the 
executive leadership level,” 
Meriweather says. “This helps 
H.D. Smith navigate the supply 
chain for better patient care at 
each point the company touch-
es.” The company recently wel-
comed Ross Davison as its chief 
financial officer. 

Though the company doesn’t 
reveal its financial reporting, 
Meriweather says the com-
pany is pleased with its posi-
tion in the market and “con-
tinues to look for new ways to 
support the profitability and 
sustainability of independent 
 pharmacy.”

•  Top Executive
Henry Dale Smith Jr., Chairman and CEO

•  Headquarters
3063 Fiat Ave., Springfield, Ill. 62703
Phone: (866) 232-1222 / Website: hdsmith.com

•  Sales
$4.55 billion* *CDR estimate.

H.D. Smith

Smaller drug wholesalers help keep competition vibrant
NEW YORK — While a few 

large companies have a signifi-
cant footprint in the wholesale 
drug industry, smaller players 
are also making an important 
impact. 

• Morris & Dickson — Found-
ed in 1841 and based in Shreve-
port, La., Morris & Dickson de-
fines itself as a “different kind 
of company” — a family not 
only of employees but of cus-
tomers. The company is owned 
and operated by the fifth gener-
ation of the Dickson family and 
is committed to all segments of 
the pharmaceutical industry. 

With a direct link between 
customers, staff and owners, 
the company is able to elimi-
nate the layers of management 
and protocol that often ham-
string new development, direc-
tion and change. 

The company’s specialty distri-
bution department distributes 

specialty and niche pharmaceu-
tical products to institutional, 
hospital and clinical  pharmacies.

• Rochester Drug Cooperative 
— Since 1905, Rochester Drug 
Cooperative, based in Roches-
ter, N.Y., has combined the attri-
butes of a powerful purchasing 

group with technology-driven 
distribution and a unique in-
vestment opportunity. 

Ranked as the seventh-larg-
est wholesaler in the U.S., ac-
cording to the company, RDC 
services more than 1,300 north-
eastern community retail phar-
macies, long-term care phar-
macies, and home health care 
stores in 10 states. Operating 

from two facilities, RDC stocks 
a complete inventory of phar-
maceuticals, health and beau-
ty aids, and home health care 
products. 

• Smith Drug Co. — Spartan-
burg, S.C.-based Smith Drug 
Co. is the senior of six divisions 
of JM Smith Corp. The other 
five divisions are computer sys-
tem, pharmacy benefit man-
agement, robotics and medical 
device focused. Smith Drug Co. 
grew from a single indepen-
dent pharmacy in the 1920s to 
a solely wholesale distribution 
company in 1944. Presently, the 
company’s three distribution 
centers have three strategic 
locations (South Carolina, Geor-
gia and Arkansas) from which 
the wholesaler provides its ser-
vice across 23 states.

• Anda Inc. — Established 
in 1992 and now part of Teva 
Pharmaceuticals, Anda Inc. is a 

leader in global generics, com-
mitted to “transforming global 
health care.” Anda distributes 
generic, brand, specialty and 
over-the-counter pharmaceu-
tical products from more than 
340 manufacturers to retail in-
dependent and chain pharma-
cies, nursing homes, mail order 
pharmacies, hospitals, clinics 
and physician offices.

• Value Drug Co. — Based in 
Duncansville, Pa., Value Drug 
Co. says its mission is to allow 
its members to thrive in a com-
petitive community pharmacy 
environment. The wholesaler 
says it achieves this through 
dedication to the delivery of 
industry-leading products and 
services, serving the company’s 
goal to facilitate the success of 
independent pharmacy, allow-
ing for optimum patient care in 
the community and long-term 
care environments.

• Mutual Drug Co. — Mutual 
Drug Co. was first established 
as N.C. Mutual Wholesale Drug 
Co. in May 1952 in Durham, 
N.C., as a customer-owned ser-
vice corporation for member 
stores to purchase merchandise 
and benefit from the savings of 
buying as a group. The coopera-
tive model began doing busi-
ness in August 1952 with three 
employees and 32 customers 
in a 10,000-square-foot ware-
house in Durham. 

Today, Mutual Drug Co. serves 
more than 500 pharmacies in 
North Carolina, South Carolina 
and Virginia. The company is 
owned by its customers, who 
are also stockholders. Governed 
by a 15-member board of direc-
tors — all pharmacy owners 
— Mutual Drug Co. is the sixth-
largest pharmaceutical whole-
saler in the U.S., reporting $1.3 
billion in sales.

‘A different kind 
of company.’
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