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OUR PATIENT. 
OUR CUSTOMER’S SOLUTION. 

YOUR OPPORTUNITY.

Ike Dzhragatspanyan, PharmD
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HOUSEKEEPING
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Download the Slides Questions No photography, 
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https://education.lp3network.com/WCC2018 
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COPYRIGHT/DISCLAIMER
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DISCLAIMER: The information contained in this program, which may include treatment modalities,
diagnostic and therapeutic information, and instructions related to regulatory guidelines and current
standards of practice for pharmacy compounding, is FOR EDUCATIONAL PURPOSES ONLY and should
not be taken as a treatment regimen, product indication, suggested treatment modality, or suggested
standard of practice. NOTE TO MEDICAL OR ALLIED HEALTH PROFESSIONAL: Any treatments,
therapies, or standards of practice must be fully investigated and prescribed by a duly licensed
medical practitioner in accordance with accepted professional standards and compendia. Any
regulatory or practice standard must be fully investigated by a licensed pharmacist in accordance
with accepted professional practice standards and compendia.



IKE DZHRAGATSPANYAN, BSc, PharmD

• Owner of Enovex Total Wellness Pharmacy

• 14 years of experience as a pharmacy owner

• Doctor of Pharmacy, University of Southern 
California (USC) School of Pharmacy

• BSc Biochemistry (cum laude), University of 
California, Los Angeles (UCLA)

• Enjoys spending time with his family, fishing and 
watching hockey
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OUTLINE
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• INTRO TO ENOVEX TOTAL WELLNESS

• SKIN CARE MARKET & TRENDS

• BLEND & BOOST PRODUCT OFFERING

• BLEND & BOOST DEMONSTRATION

• CASE STUDIES

• THE BLEND & BOOST DIFFERENCE



ENOVEX TOTAL WELLNESS PHARMACY
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• Enovex emphasizes customer service 

with a caring, personalized approach to 

patient solutions

• One-on-one consultations with Dr. Ike

• Specialized services to cater to niche 

markets

• Furthering expertise through 

continuous education

• Collaborative practice with physicians



ENOVEX TOTAL WELLNESS
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In-depth patient consultations:

• Health concerns

• Patient preferences

• Secondary needs

OPPORTUNITY to better 

serve the patient through 

complementary services



ENOVEX TOTAL WELLNESS
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• Offering the patient something unique to solve a problem or fit a 

need
• A multi-functional solution for patients with multiple skin concerns

• Clinically proven concentration levels for active cosmetic ingredients to ensure 

optimal results

• Uncovering complementary products or solutions
• HRT patients in need of anti-aging skin care

• Patients who have not had satisfactory results from mass-produced skin care



SKIN CARE MARKET
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GLOBAL SKIN CARE MARKET 2014: $111B

PROJECTED GLOBAL SKIN CARE MARKET 2019: $130B
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1. Anti-aging is the largest category of growth*

2. Consumers of all ages are increasingly 

concerned with anti-aging as well as dry skin, 

uneven skin tone and hyperpigmentation*

3. Younger consumers are more actively 

purchasing skin care products*

SKIN CARE MARKET: KEY DRIVERS
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SKIN CARE MARKET: TRENDS

Merging of beauty & wellness

Growth of independent over 
mass brands

Online & social media 
presence
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“…consumers increasingly demand 

personalized beauty defined on their 

terms…Consumers want products that 

fit their own personal routines and 

meet their own sensitivities.”

---Mintel, Beauty & Personal Care, Global Trends 2018

SKIN CARE MARKET: TRENDS
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“Consumers looking for more bespoke skin care solutions. From 

DNA testing, to picture analysis, to diagnostic apps, the selection 

of skin care products will continue to become even more 

personalized.”

—Euromonitor insights

SKIN CARE MARKET: TRENDS
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BLEND & BOOST
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Personalized solutions to meet your 

patients’ needs

BLEND & BOOST

CUSTOMIZED SKIN CARE
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The Blend & Boost target patient at Enovex:

• HRT patients

• Any “health conscious” patient

• 25-65 years old

• Looking for anti-aging solutions

BLEND & BOOST
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BLEND & BOOST: 3 STEP JOURNEY

1
Skin Evaluation

2
Combination Selection

3
Blending & Delivery
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VISIA SKIN ANALYSIS

IN-DEPTH QUANTITATIVE SKIN 
ASSESSMENT 

+ 

QUALITATIVE SKIN ASSESSMENT 

=

TRUE PATIENT NEEDS
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CUSTOM SKIN CARE, SIMPLIFIED

• Blend & Boost offers:

• TRULY customized skin care 

formulations

• Formulations that have been tested 

for safety, stability & efficacy

• Carefully curated, clinically proven 

active cosmetic ingredients at optimal 

concentration levels
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YOUR SKIN. YOUR SOLUTION.

OVER 100 TESTED FORMULATIONS

Target aging, acne, sensitivity, pigmentation and hydration

Multi-functional skin care solution for use day, night & eye
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BLEND & BOOST CREAM BASES

Rich Anti-Aging 
Cream Base

Light Anti-Aging 
Cream Base

Moisturizing
Cream Base

Oily Skin
Cream Base

Sensitive Skin 
Cream Base
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ANTI-AGING BOOSTERS

CoQ10 Vectorized
System

Et-VC™

Hyaluronic 
MLSpheres

Matrixyl® 3000

Snap-8™ Solution C

Venuceane™
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MOISTURIZING BOOSTERS

Aqua-Osmoline Ceramides X-Blend
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OILY SKIN BOOSTERS

Niacinamide PCAC.Net™
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SENSITIVE SKIN BOOSTERS

CM Glucan H Defensil® Plus Telangyn™ Solution
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BLEND & BOOST DEMONSTRATION

1
Skin Evaluation

2
Combination Selection

3
Blending & Delivery
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STEP 1

BLEND & BOOST QUESTIONNAIRE

https://www.blendandboost.com/consultation/bb

https://www.blendandboost.com/consultation/bb
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STEP 2

Patient 
information

Patient skin type 
& concerns



30Copyright © 2018 LP3 Network

STEP 2
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STEP 2
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STEP 3
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CRACKING THE BLEND & BOOST CODE

OSB: Oily Skin Cream Base
code for cream base

9-11-13
codes for boosters
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CASE STUDY: JULIETTA

2.   Redness/rosacea

3. Wrinkles1. Dark spots

PATIENT CONCERNS
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Visia Facial Assessment Report
Analysis results: Julietta

Date: 4/18/2018

BEFORE BLEND & BOOST
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JULIETTA’S BLEND AND BOOST CODE

SSB Sensitive Skin Cream Base

11: Telangyn Solution 

9: CM Glucan H

12: AC.Net™
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Visia Facial Assessment Report
Patient: Julietta
Date: 11/6/2017

Score before Score after

AFTER BLEND & BOOST
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CASE STUDY: LUCINE

PATIENT CONCERNS

2.   Wrinkles

3. Dark spots1. Aging
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Visia Facial Assessment Report
Patient: Lucine

Date: 12/20/2016

BEFORE BLEND & BOOST
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LUCINE’S BLEND AND BOOST CODE

RAB Rich Anti-Aging Cream Base

5: Snap-8™ Solution C 

2: Et-VC™
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Case Study: Lucine
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Visia Facial Assessment Report
Patient: Lucine
Date: 5/4/2017

Score before Score after

AFTER BLEND & BOOST





43Copyright © 2018 LP3 Network

WHY BLEND & BOOST?

Excellent profit margins

Complementary product for dermatology and HRT patients

Ease of offering: no prescriptions required

Opportunity to market to local MDs

Demand for skin care from patients of all ages

Cutting-edge technology

Differentiate your pharmacy from competitors

Comprehensive marketing kit

Clinically proven results
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IN-STORE MARKETING COLLATERAL
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WEB MARKETING

i-Frame web pageSocial media support



THANK YOU FOR LISTENING
QUESTIONS?
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