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First, some good news.

Based upon proprietary data collected and analyzed by The Braff 
Group, 2016 was a big year for specialty pharmacy services. As 
illustrated in the chart below, the segment notched 18 deals over 
the year, just one shy of the record tally of 19 posted in 2003.

Now, the less good news.

As the chart also indicates, when we look at the three pharmacy 
services sectors together – specialty Rx, infusion therapy, and 
institutional Rx – aggregate output slid to its lowest point since 
2013. Now factor in that the market was artificially depressed that 
year after sellers rushed to take advantage of favorable capital 
gains treatment in 2012. In reality, pharmacy services is at its 
lowest level since 2009 when the economy was in free fall. This 
is due to big drops in transaction volume in institutional Rx, and 
particularly infusion therapy, which yielded the fewest number of 
deals since 2003. What’s more, the chart shows that transaction 
activity in pharmacy services has, more or less, been tracking 
steadily downwards (although not as bad as the approval ratings 
of Congress).

We’ve long held that one reason for this is that the number of 
particularly active buyers (a.k.a. serial buyers) has also been 
sliding as past consolidators cannibalize one another. Now, 

typically we would see another wave of consolidators swoop 
in to cobble together what ultimately becomes the inventory for 
buyers up the food chain. But not so much in pharmacy services, 
as many such would-be aggregators have opted out given a 
dwindling pool of candidates.
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To rigorously quantify and document the impact of buyer 
cannibalization, we decided to filter, sort, and subtotal our data  
in nearly as many ways as Baskin & Robbins makes ice cream.  

Well, the results are in – and they are quite revealing. 

First, a quick definition of terms: for the purposes of our analysis, 
we classified a buyer as serial in nature if they acquired five or 
more pharmacy services companies since 2001.

As the table below indicates, 23 buyers fit that criterion. The 
leader, by far, was OptionCare, which completed 37 transactions 
between 2001 and 2007. Other prominent players include 
Omnicare, Walgreens, PharMerica, and CarePoint Partners, each 
of which gobbled up more than 15 companies during the period.

In terms of active serial buyers, 2007 was a break-out year, with 
13 converging at the same time, completing an aggregate of 34 
transactions. No surprise, then, that their collective appetites 
propelled the pharmacy services sector to a record 59 deals  
that year – a record that still stands today.  

Perhaps most notable is that in 2016, only four serial buyers were 
active – the fewest number of such acquirers since we began 
tracking the sector in 2001. This was due, in large measure, to 
the cannibal-like appetites of these and other buyers, which 
consumed more than half of our card-carrying serialists (yeah,  
we made that word up). 

In the next chart, we put all the data together – the aggregate 
number of pharmacy services deals completed by serial buyers 
each year and compare these figures to the total number of deals 
completed by all buyers during the period.   

And this is where the role that serial buyers have played in driving 
pharmacy services M&A becomes positively Shakespearean.  

As we might have expected, the two data points shadow each 
other like money and lobbyists. Find one, and the other can’t be 
too far behind.  
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1 For the mathletes out there, you may recognize a flaw in our conclusions. We define serial buyers as any buyer that has acquired five or more companies since 2001. Accordingly, it is quite 
possible that several years from now, we may learn that some of the buyers that are currently classified as non-serial may turn out to be serialists. Of course, this is unknowable at this time.  
That said, as we pointed out earlier, with the “next-wave” aggregators shying away from the sector given the lack of acquisition candidates and the emergence of the “one-off” growth strategy, 
we do not anticipate that many of the current class of non-serial buyers will move into serial territory and almost assuredly not to the extent of the most active acquirers on our list.
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Most impressive (or should we say, depressive) is the dearth of 
activity attributable to serial buyers in 2016, which stands in stark 
contrast to what we’ve seen in the past. More than just a plunge, 
the anemic six transactions were 40% less than the previous 
nadir of 10 posted in 2013, which goes a long way to explaining 
why the numbers were down this past year.

Sad!

But if you look carefully, there is some good news hiding out in  
the numbers.    

Take another look at the chart and you’ll see that beginning in 
2010, our “all buyer” deal volume line has consistently hovered 
above the serial buyer columns. If you do the quick math, you’ll 
see that when such a gap appears, non-serial buyers accounted 
for more than 50% of total deal flow (see chart).  

Even more revealing is the fact that this gap exploded in 2016.1

What this means is that, although they haven’t taken up all 
the slack, since 2010, non-serial buyers have been playing an 
increasingly more active role in pharmacy services M&A.  
What’s more, the monogamists positively dominated the  
scene this past year.

It’s a pattern we’re seeing across the mergers and acquisitions 
spectrum. We call it the rise of the “one-offs” – an acquisition 
strategy designed not to create competitive advantage by 
providing a single service across large geographic regions, but 
rather to assemble a broad suite of complementary services over 
a tight geographic footprint to appeal to fast-emerging population 
health management delivery systems. In so doing, a buyer may 
buy one company in a specific sector to expand capabilities, 
and then move to another complementary provider one or two 
Kevin Bacon degrees of separation from the core business. One 
company, one acquisition of a targeted service line, “one-off” 
deal making. 

This suggests that the market is becoming more “democratic,”  
as acquisition activity shifts away from Wall Street and moves 
closer to Main Street.

You can practically feel the Bern.
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FOR MORE INSIGHT INTO THE M&A MARKET FOR PHARMACY SERVICES AND WHAT IT MAY MEAN TO YOU,  
CONTACT OUR PHARMACY SERVICES TEAM:

Reg Blackburn
Managing Director
Atlanta

866-455-9198

INTELLIGENT DEALMAKING IN PHARMACY SERVICES M&A

The Braff group is the leading health care services mergers and acquisitions advisory firm with a  

team of dealmakers focused exclusively on pharmacy services.  

For more than fifteen years, we have provided sell-side only transaction services to the pharmacy  

and infusion therapy provider community.  

With more than 285 transactions completed, The Braff group is ranked #1 in health care mergers  

& acquisitions.2 

But we never forget that your deal is the one that matters to you.

Let us make it a great one.

2 Source: Thomson Reuters, based on number of deals between 2008 and 2016.
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Ariel Veltre
Business Development 
Pittsburgh
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