Preliminary findings
Antl Malaria Drugs Treatment
Mystery Shopper survey
conaucted July 2008




> Knowledge, behaviours and practices of drug
sellers/providers play a big role in influencing the
consumer’s uptake of malaria medicines.

> Studies conducted in Tanzania have shown that most
attendants in Duka la Dawa Baridi (DLDB) do not have
proper training in the use of anti-malarial drugs.

> There was need for a mystery client survey to examine
drug seller dispensing behaviour.



Research Objectives




Research Approach




Mystery Shopping




Scenarios




Scenarios, continued




Systematic random sampling

A list of ADDOs and DLDB across the regions and
districts was obtained from Tanzania Food and Drugs
Association (TFDA).

Target sample of 1200 DLDB and 200 ADDOs
Achieved sample was 1175 DLDB and 232 ADDOs

Sample was allocated using probability proportion to
population size (PPPS)

Square root of transformation was used to narrow the
margin between Dar and other areas



Distribution of Mystery Client Scenarios




Main Findings




Information Requested by Drug Sellers




Questions Asked by Drug Sellers -Total




Advice Given - Total




Advice Given by Drug Seller, DLDB vs. ADDO

= DLDB (N=845) m ADDOS(N=168)




Offered Anti-Malarials




Anti-Malarial Drugs Offered First - Total




Drugs Offered for Sick Child




Antimalarial drugs offered first-Pregnant women




Alternative Drugs Offered to Those Who
Could Not Afford ranged between 700-1000 Tsh




Which Other Drugs Were You Asked to Buy or
Advised to Use with the Anti-Malarial Drug~




Is There Any Other Advice You Were
Given by the Drug Seller~




Price Paid for Anti- Malarial Drug




Drug Sellers Behaviour Towards Those Who
Could Not Afford

W First offer m Second offer







Reasons for Not Getting Drugs




Country of Manufacture
of Drugs Sold - Total




Overall (SP’s ) continue to be most commonly sold (65%). mono-
therapies is 10% while ACT continue to be rare even in ADDOS by 3%
Other drugs which were sold especially AQ contribute to 22%.

The behavior of drug sellers in relation to product choice and pricing
as captured through mystery shoppers is indicated that margins are
determinants of drugs issued.

Of all mystery shoppers for three scenarios: 72% bought anti-malarial
drugs. The anti-malarials commonly purchased by all mystery
shoppers across all regions continued to be SP at 65% (mostly
Orador; Metakelfin was bought mostly by shoppers who could afford)

ACT accounted for only 3% of the drugs bought from ADDOS. ACT
labeled “DUKA LA DAWA MUHIMU were bought from ADDOS and
those not labeled were bought from DLDBs

According to drug sellers, most consumers do not like ACTs because
of drug burden (too many tablets to finish the course).



SP drugs were promoted most strongly — with 65% of mystery
shoppers being offered SP first, most often Metakelfin and
when money was an issue — 61% were offered Orodar

The price paid by mystery shoppers for most products full
adult doses of SP was between 700-1000Tsh. Other SP such as
Metakelfin (Italy) was suggested as first choice but was only bought
by those who could afford. Price range for metakelfin Tsh 2000-
3000( it is higher in price compared to other SP’s)

In Mororgoro, where ADDOS were visited, ACT prices were
almost constant and were mostly posted on the wall. 500Tshs
for children and 1500 for Adult dose

The largest drivers of product sales are price (affordability) and
the recommendation of the drug seller.

The profit margin in SP’s is high to the point that a drug seller
IS flexible to reduce the price.



Conclusions




Next Steps General




