
Redpharma – Echinaforce  

Driving pharmacy conversion through 
activation and engagement
Situation
Echinaforce needed to increase visibility and conversion 
at the point of sale in a competitive cough, cold and 
immunity category.

Despite strong brand heritage and product awareness, 
the challenge was to convert pharmacy traffic into 
purchase and recruit new customers in an environment 
where shoppers are often mission-led and decisions 
are made quickly in-store.

The commercial job was to create an activation that 
would interrupt routine purchasing behaviour, 
encourage trial and deliver measurable sales uplift 
across pharmacy channels. 

Solution
A national pharmacy activation campaign was 
developed to drive participation, engagement  
and purchase. 
 
 

Core interventions included:

•	 Gamified engagement mechanics – interactive 
journeys designed to encourage participation  
and repeat interaction at the point of sale

•	 Purchase-driven activation – incentives linked 
directly to transaction, ensuring engagement 
translated into sales

•	 Real-life storytelling – testimonials and  
experiential elements used to build credibility  
and relatability in-store

•	 Omnichannel media deployment – coordinated use 
of social, pharmacy screens, print and partnerships 
to reinforce messaging across touchpoints

•	 Social sharing integration – extending in-store 
engagement into digital channels to amplify reach 
and awareness

This created a connected customer journey, moving 
consumers from awareness through to interaction and 
ultimately purchase, while reinforcing the brand across 
both physical and digital environments.

Case Study
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CONTACT US
37 The Point, North Wharf Road, Paddington, London, W2 1AF

consumer.health@iqvia.com
 iqviaconsumerhealth.com

Results

Increased in-store engagement, with interactive mechanics encouraging 
active participation rather than passive browsing

Strengthened brand visibility, with sustained presence across pharmacy 
environments and supporting media 

Higher levels of trial and recruitment, particularly among new customers 
entering the category

Expanded customer reach, through omnichannel amplification across retail 
and digital touchpoints

Improved conversion at pharmacy level, driven by direct linkage between 
activation and purchase incentives
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