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Department of Defense pharmacy operations. Immediately before joining D2 Consulting, he served as 
the Chief of Pharmacy Operations at the Defense Health Agency where he led, managed, and shaped 
the $9.7 billion Department of Defense TRICARE Pharmacy Program, providing exceptional pharmacy 
services for 9.4 million beneficiaries worldwide. In this role he served as the principal advisor to the 
Assistant Secretary of Defense, Health Affairs, and Director, Defense Health Agency (DHA) on all 
aspects of policy and priority development related to Military Health System (MHS) pharmacy benefits 
and operations.  He also gave presentations to individual Senators, Congressional representatives, and 
senior staffers of both the Senate and House Armed Services Committees. 
 
Col. Bobb's widely varied career has placed him in such practice settings as independent pharmacies, 
large retail chain pharmacies, United States Air Force pharmacies, industry, and the Department of 
Health and Human Services in the Office of the National Coordinator for Health IT. He has had the 
opportunity to manage and execute multi-billion dollar budgets, integrate and consolidate diverse 
healthcare systems, build cohesive high-performing teams, and develop effective medication safety 
and quality assurance programs across the spectrum of pharmacy operations to optimize patient care. 
 
In addition, Col. Bobb provide sound legal advice to federal pharmacists in respect to changing Food 
and Drug Administration policies, Drug Enforcement Administration laws, and federal and state 
pharmacy-focused legislative initiatives. He has been an integral member of several Boards of 
Directors, including the American Society for Pharmacy Law, Department of Defense Pharmacy 
Advisory Board, and the San Antonio Uniformed Services Health Education Consortium. Lastly, Mr. 
Bobb has provided over 35 ACPE-accredited pharmacy law presentations and authored over 20 
publications for federal pharmacists and technicians.
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My Time in the Capsule
 
Despite the fact that the title of this article may evoke memories of the 1960s Mercury, 
Gemini, and Apollo United States space programs, I can assure you nothing regarding 
my purpose for writing these articles is further from the truth. I simply was looking for 
a term that is relatable to the practice and business of pharmacy and thought that 
“capsule” provides a nice imagery. 
 
Rather than writing about the space program, my intent is to pen a series of short 
articles to share some insights I discovered during my 2+ years as the Chief of the 
Pharmacy Operations Division (POD) at the Defense Health Agency (DHA). More 
specifically, I will focus on items, issues, and changes that impact how the 
pharmaceutical industry does business with the Department of Defense (DoD). Now 
that I think about it, maybe in some ways, it was similar to being strapped to the top 
of a rocket and heading into the unknown of space, but bear with me and I’ll ensure 
we all return safely.
 
This 3-part series includes:
 
Part I - A Time of Change & Transition
 
Part II - New Market Structure
 
Part III - TRICARE Formulary Tier 4 - What Industry Needs to Know
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A Time of Change & Transition 

Perhaps nothing summarizes what has occurred with DHA pharmacy the past few 
years than the terms “change” and “transition”. By now, I believe that anyone who 
does business with the DoD healthcare market understands that arguably the largest 
transition in military medicine organization and structure has started, and will 
continue to move forward as mandated by Congress. With that, there are important 
concepts industry needs to understand to successfully navigate the new strategic 
environment. This article discusses the change in face-to-face meetings with the 
Formulary Management branch of POD.
 
I understand that for many years, sitting down with POD leadership and/or Formulary 
Branch leadership was commonplace, mostly expected, and, let’s be honest, may 
have influenced an industry representative’s compensation package. Also, I agree 
with those who assert there is value in a face-to-face meeting because you can read 
body language, elicit spontaneous reactions, and so forth. 
 
Despite this, two main factors have contributed to the need to change this 
expectation. First, the number of pharmaceutical companies doing business in the US 
and desiring to do business with the DoD has increased rather significantly over the 
past decade or so. A recent cursory count of pharmaceutical companies conducting 
business in the US noted about 180 companies. At the same time, POD formulary 
management staff has not increased to a great extent. Moreover, given congressional 
and administrative desires to contain costs, the likelihood of increasing staff remains 
low.  This has made it very, very difficult for a limited DHA formulary staff to carve out 
time for a face-to-face meeting with all who wish to have one. 
 
Second, and probably more importantly, the ability for anyone to find relevant and 
sound healthcare information, to include drug information, has increased 
dramatically. Given the amount of clinical data that can be found electronically now, 
the need for having in-person meetings to obtain this kind of information has 
decreased significantly. One of the criticisms I repeatedly heard from formulary 
management staff was that companies would schedule a meeting, bring in their 
medical liaisons, and then talk about the same type of clinical information that was 
readily available on the internet. 
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From the viewpoint of a very busy staff, there was little value in being told the same 
information that could be readily found. The internet has shaped many facets of 
society; formulary management is simply another process that has changed due to 
the availability of electronic information. I will discuss more about this below.
 
To be balanced in my thoughts though, I also heard from industry representatives 
who told me the DoD is not getting the best price on drugs because the 
representatives cannot get face-to-face meetings. That may be true, I have no way to 
confirm it. However, I can say with certainty that I also heard that DoD does not get 
the best price because it does not supply the correct data that industry needs to 
calculate any pricing concessions or the Uniform Formulary Drug Utilization Report 
(UFDUR) isn’t available. I also heard that DoD doesn’t get the best price because it 
can’t guarantee market share across the benefit. And, I was told that DoD simply does 
not buy the quantities necessary to get the best price. From where I sat, there was 
always going to be a reason the DoD did not get the best price no matter what 
occurred.    
 
Suggestions for Industry
 
1.     Have new information
 
Before requesting a face-to-face meeting, determine what new information you have 
that warrants POD’s attention AND could not be communicated through an email or 
other such electronic means. Things such as a new indication for a drug, new pricing, 
the completion of new trials, or new outcomes data should be key factors. In other 
words, what has changed about your product (or if a new drug, what is so different 
about it) that the pharmacists in PIOD should carve out valuable space to meet with 
you?
 
Continued Next Page
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Suggestions for Industry
 
2.     Value-based solutions are key 
 
Whether it is value-based pricing, value-based outcomes, or something else, value-
based is everything right now. Unless there are other factors at plat, i.e. very high cost 
compared to competitors, POD is looking for good, sound value propositions. This is 
true at both the DHA and Congressional levels. One word of caution however; be 
prepared to work with the formulary branch team to determine what the “sweet 
spot” is for value-based pricing instead of just presenting your predetermined 
numbers. Otherwise, POD staff feels like they have walked into a casino where the 
odds have already been set.
 
3.     Specialty drugs 
 
Similar to every other health plan in the country, the growth in both the number and 
cost of specialty drugs is a major concern. For the DoD, specialty drugs accounted for 
about 2% of the prescription volume, but 35% of the budget. If your company works in 
the specialty drug market, I suggest trying to meet with formulary branch members 
to ensure proper placement of the specialty drug on the formulary and help draft any 
prior authorizations that may be needed for proper drug usage. 
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