1. Working Title
Evaluating the Feasibility of MediDirect UK: A Digital Medicine-Adherence and Pharmacy Support Service for Patients with Long-Term Health Conditions
The title specifies the proposed business, the main service and the aim of the investigation. MediDirect UK will be analysed as a digital support platform, not as a pharmacy, medical provider or medicine manufacturer.
2. Business Idea
MediDirect UK is a proposed digital healthcare support platform which will enable adults to better manage their regular medicines and repeat prescriptions. All of this would be included in a single digital platform – with reminders about taking medication, the ability to order repeat prescriptions, and the ability to communicate with the pharmacist and coordinate home delivery.
Customers might be reminded to pick up or re-order medicines, be able to track a prescription request, chat with participating pharmacists or be updated on delivery/collection. MediDirect UK would work with registered pharmacies in the UK, and would not prescribe, manufacture or dispense medicines independently.
Different revenue streams can be monthly user subscription, premium support packages and business-to-business agreements with pharmacies and healthcare organisations. The BDP will consider the commercial, operational and technological viability of this service combination.
3. Problem or Opportunity Statement
Those taking regular medications might struggle to remember to take them or to get repeat prescriptions, or to find their way to a pharmacy or to have them delivered. Other services can also be disjointed, such as reminders, prescriptions, and pharmacy communication and delivery via separate platforms.
MediDirect UK would solve this issue by bringing these attributes together in one service for the patient. The platform can enhance convenience, medication regimens, and customer-to-pharmacy interactions. But the project must judge if the problem is big enough for customers to embrace or pay for the service.
The opportunity is also reliant on MediDirect UK being distinct from the existing online pharmacy companies and conforming to healthcare, pharmacy and data-protection standards.
4. Background and Context
With the growing number of electronic prescriptions, online pharmacies, healthcare applications and home delivery services, there has been a rise in customers' expectations of easy access to healthcare in the digital world. This is an opportunity for platforms which can cater to patient needs outside the boundaries of the pharmacy.
But the UK digital-healthcare market is well regulated. Trust, data security, service reliability and accessibility will therefore be key considerations. MediDirect UK must make it clear that they are not medical diagnostic or treatment services.
The project will involve an analysis of the business environment (political, economic, social, technological, legal and environmental). It will also examine customer demand, competitor activity, pharmacy connections, operating assets and the initial financial viability.
5. Target Customers
The key target audience will be adults aged 18 and over who are taking regular medication, repeat prescriptions, using online pharmacies or digital healthcare services in the UK. Target customer segments can be consumers with chronic illnesses, the elderly with restricted mobility, working individuals, carers, and even those looking for an easier prescription service.
A secondary target market can be community pharmacies and healthcare organisations. MediDirect UK could also contribute and support these organisations to better communicate with their customers, coordinate prescriptions, and provide adherence support without having to build a platform themselves.
Children, vulnerable adults and those with limited mental capacity will not be included in the research. Specific diagnosis, names of medication and NHS number/confidential medical records will not be required from participants.
6. Initial Evidence of Demand
The early signs are the availability of online pharmacy and prescription-management services like Pharmacy2U, LloydsDirect, Boots Online Pharmacy and Healthera. Their business models indicate that the UK population is ready to access digital services for repeat prescriptions, access to pharmacies and delivery of medicines.
But the fact that competitors are available does not indicate that there is a demand for MediDirect UK's specific set of services. Primary research will thus consist of an online questionnaire to be completed by around 40-60 adults. It will explore the present-day behaviour of patients regarding pharmacy, issues in prescription management, willingness to be reminded of medications, communication with the pharmacist, delivery coordination, and willingness to pay.
The secondary research will involve the use of publications from the NHS, government information, academic literature, market reports and competitor websites. These sources will be combined to find out if there is a commercially viable market opportunity.
7. Scope of the BDP
The BDP will take a deep dive into the feasibility of introducing MediDirect UK into the UK digital healthcare and pharmacy-support market. Will assess customer needs, market demand, competition, operations, technology, marketing, regulation, revenue models, and financial feasibility.
Medication reminders, repeat-prescription support, pharmacist communication and co-ordination of home delivery will be covered by the project. It will not be used to diagnose patients, make prescribing decisions, produce pharmaceuticals or access confidential medical records.
The investigation can use PESTLE analysis, SWOT analysis, competitor benchmarking, customer segmenting, marketing analysis and basic financial forecasting to develop. Ethical and data-protection needs will also be taken into account.
8. Aim and Objectives
Aim
1. To evaluate the market feasibility of MediDirect UK by examining customer needs, digital healthcare trends and demand for prescription-management support.
2. To assess the competitive position of MediDirect UK by reviewing existing online pharmacy and digital healthcare providers in the UK.
3. To explore the operational and technological requirements needed to deliver medication reminders, prescription support, pharmacist communication and delivery coordination.
4. To develop recommendations for the potential implementation of MediDirect UK as a sustainable digital healthcare support business.
Objectives:
The objectives of this research are:
1. To analyse the needs of patients who use repeat prescriptions or require long-term medication support.
2. To examine the level of demand for digital prescription-management, medication-reminder and pharmacy-support services.
3. To review the strengths and weaknesses of key competitors such as Pharmacy2U, LloydsDirect, Boots Online Pharmacy and Healthera.
4. To identify suitable revenue streams, including subscriptions, hourly support, pharmacy partnerships and business-to-business models.
5. To assess key ethical, regulatory and data-protection issues linked to digital healthcare services.
6. To provide recommendations on the future development and implementation of MediDirect UK.
Research Question: 
How feasible is the launch of MediDirect UK as a digital medicine-adherence and pharmacy support service for patients with long-term health conditions in the UK?
9. Initial Competitors
Pharmacy2U offer NHS repeat prescription management and medicine delivery. It has also got a scale and recognition in the market, which are its strong points, and MediDirect UK would differentiate in the ways of adherence tools and by communicating with pharmacists.
LloydsDirect provides repeat medications and home delivery. MediDirect UK would offer a much wider support service that also involved reminders, communication and delivery coordination.
Healthera links customers with neighbourhood pharmacies and helps them place orders for and pick up prescriptions. It's a close competitor due to its pharmacy partner model. MediDirect UK would have to distinguish itself with individual reminders and continual support for adherence.
The trusted brand, retail network and online healthcare services of Boots Online Pharmacy may be used as a broader benchmark as well.
10. Questions for Supervision
Advice from supervisor will be sought as to whether the business idea is sufficiently focused and which service feature is to be prioritised. Input will also be needed on whether 40–60 responses to questionnaires will be adequate evidence of demand.
More information is needed on the most appropriate feasibility frameworks, the depth of financial forecasting and which group of customers (individual or pharmacy partners) MediDirect UK should be aiming for first. It will also be confirmed that the questionnaire and recruitment method are consistent with the ethics form (voluntary participation and informed consent, anonymity, no identifiable health information).
