PHARMACEUTICAL MANUFACTURERS/IMPORTERS
This questionnaire is to be administered as an interview guide. The form may be completed with data available from published sources. The data collector may begin by identifying and contacting the various trade associations and arranging for an interview with representatives of the association. Individual companies may be contacted upon the recommendation of the association. Whenever possible, obtain copies of annual reports and other relevant documents. Interview guide may be adapted for interviews with Importers' Association.


Manufacturers'/Importers' Association


Name of the organization:


Contact person:


Address/phone:


Obtain business cards/membership list.

1.
Total number of member companies:

2.
How many member companies are national?

3.
What percentage of the total pharmaceutical market is represented by the members of the association?

4.
How many manufacturers are there in the country? How many are foreign-owned and how many are national? And what percentage of the market do they represent?

a.
Number of foreign-owned companies

b.
% of the market

c.
Number of national companies

d.
% of the market

5.
Has the number of companies in the country changed significantly in the last three years? If so, how so and why?

6.
What was the value of pharmaceutical imports for the past three years? ($US)


2000


1999


1998

7.
What was the value of pharmaceutical exports for the past three years? ($US)


2000


1999


1998

8.
What is the value of private sector market? What is the value of the public sector market and how is it distributed? 


Private sector


Public sector


Program: _________


Program: _________


Program: _________

9.
Have there been any significant changes in the relative value of the public and private sector markets in the past three years? Describe.

10.
How many companies in the country manufacture generic products?

11.
What has been the value of the generic product market relative to brand name products for the last three years?

Generic products

2000

1999

1998

Brand name products

2000

1999

1998

12.
How many of pharmaceutical products sold on the market require a physician's prescription to be dispensed?

13.
Obtain a list of the top selling pharmaceutical products (by value) for 2000 and the principal suppliers. If possible, obtain this information for 1999 and 1998 (ask if a copy of IMS data for the country is available and if you could borrow a copy for a couple of days). Otherwise, obtain a copy of a national formulary to be able to designate therapeutic classification. 

14.
Does the government actively encourage local manufacturing? If yes, describe:

15.
Does the government hope to increase local manufacturing capacity from its present level?

16.
What are the most common quality assurance standards followed by the companies in the association? Is GMP the accepted norm? Are other international authorities recognized? Which authorities?

18.
What are the major constraints on local manufacturing of pharmaceutical products at this time?

17.
Does government (Federal or local) attempt to control or modify marketing of pharmaceuticals? How so?

18.
What are the principal problems with the drug registration process from the manufacturer's perspective?

19.
What are the principal problems with registering as a drug manufacturing company?

20.
Would it be interesting to the members of the association if business with the public sector could be increased? Why?

21.
What would be the main obstacles or barriers to increasing the level of business with the public sector? (e.g., poor payment records, cumbersome procedures, etc.)

22.
There are various models for greater participation of the private sector in the management of public health commodities, some of which I will describe below. What are your reactions to these? Are you familiar with these models?

Prime vendor:  The government or agency (e.g.NGO)conducts a tender with suppliers for the price of goods. A separate contract is awarded to a distributor for the management of storage and transportation to the point of delivery.

Are there any companies in this country that you think have the capacity to assume the role of a prime vendor? Which ones?

Pharmacy Benefits Management: The government or agency (e.g. NGO) contracts with a firm to assist in the selection of products and in the monitoring and evaluation of their use with the goal of reducing unnecessary costs and improving quality of care.

Manufacturer

This guide is to be used when interviewing manufacturing companies that could potentially participate in a prime vendor system. If possible, try to get a tour of the facility.


Name of the company:


Contact person:


Address:


Attach business card and obtain product price list.


General Information

1.
When was the company founded? How long has it been producing pharmaceuticals?

2.
In which countries does the company have operations (sales and manufacturing)? In which country is the head office?

3.
What were the total sales of the firm last year?

4.
How many pharmaceutical products do you manufacture? Does the company produce generic products?

5.
How many of these are on the national drug formulary?

6.
How many buildings are used for manufacturing pharmaceuticals? Approximately how many square meters do they cover?

7.
How many warehouses do you have?  Approximately how many square meters do they cover?

8.
How many people work for the firm?


Manufacture: _______________(no.)


Warehouse: ________________ (no.)


Other: __________(no.)


Transportation

9.
Do you deliver your products directly to your customers or do you have them pick up their supplies?

10.
What is the approximate cost of distribution, as a percentage of the total sales value?

11.
Have these costs increased over the years?  If so, why?

12.
Do you ever send products by other means, such as through the post?

Relationship with Wholesalers/Retailers

13.
Does the company contract with wholesalers to market products?


If so, which wholesalers do you contract with?

14.
What type of a contract do you typically have with wholesalers?

a.
Exclusive

b.
Nonexclusive

15.
What are the terms for sale? 

a.
Quantity

b.
Minimum order

c.
Payment time

d.
Current discount

e.
Other: __________________________

Pricing Policies

16.
What type of price discounts are available to the private sector?

a.
Discounts for payment in cash

b.
Discount for quantity ordered

c.
Other

17.
Does the company have any special policy for sales made to the Ministry of Health?


If so, what is it?

18.
Does the company have any special policy for sales made to nongovernmental organizations (e.g., chuch-based clinics)


If so, what is it?

19.
Approximately what percentage of your total sales (by value) is to the government?

20.
Approximately what percentage of your total sales (by value) is to NGOs?

Receiving and Processing Orders

21.
How do you typically receive orders?

a.
Telephone

b.
Computer (e-mail or internet)

c.
Telefax

d.
Mail

e.
Other____________

22.
How is the inventory updated?

a.
Manually

b. Computerized

23.
How do you manage back orders?

24.
Is there a system for following up on orders? What information is included in this system?

a.
Date the order was received

b.
Date the order was dispatched

c.
The quantity ordered

d.
The quantity received

e.
Estimated cost

25.
Do you know what you service level is? (define service level as the percentage of orders that are completely filled upon the first delivery)

26.
What would you say are the principal constraints to improving the performance of the company?

Manufacturing

27.
Does the company produce medications for other companies? If so, what type of products and for which companies?

28.
Describe the company's quality assurance program. Does the firm follow GMP? Which national and international inspections have been conducted in the last year?

29.
What is the company's most critical concern with respect to quality assurance?

30.
Does the company do any re-packaging? If so, indicate which products are repackaged and types of packaging used.

Advertising

31.
Describe the company's strategy for advertising to physicians. Indicate which of the following is used.

a.
Sales literature

b.
Informational leaflets

c.
Samples

d.
Continuing education

e.
Special gifts

32.
Describe the company's strategy for advertising to pharmacists. Indicate which of the following is used.

a.
Sales literature

b.
Informational leaflets

c.
Samples

d.
Continuing education

e.
Special gifts

33.
Describe the company's strategy for advertising to consumers. Indicate which of the following is used.

a.
Sales literature

b.
Informational leaflets

c.
Samples

d.
Continuing education

e.
Special gifts

Interest in participating in Prime Vendor system

34.
Would the company be interested in participating in a prime vendor system to provide important public health products? This would imply that the company assumes all of the risks associated with the management of drug supply, even though you company might already have an exclusive contract with another business.

35. What would be the most significant obstacles to overcome in order to participate as a prime vendor?

Confidential
Page 8


