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Project goal and background

GOAL: Test the efficacy of innovative approaches with commercial 
distributors, as a means of enabling them to play a more active role in 
increasing access to combi-packs in sub-Saharan Africa. 

• Combi-packs are often accessed by women from SMO supply chains (or from public sector)

• Local commercial distributors are critical supply chain actors, for all sectors

• Combi-pack manufacturers do not often contract directly long-term with commercial 
distributors

Combi-pack: one mifepristone 200mg tablet + four misoprostol 200mcg tablets
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Project phases

DIAGNOSTIC

Conduct landscape assessment and introductory research
1

2
IMPLEMENTATION

• Perform in-person interviews and research on markets in three countries

o Lusaka, Zambia: 5 distributor interviews and 4 stakeholder interviews 

o Kampala, Uganda: 5 distributor interviews and 7 stakeholder interviews

o Ouagadougou, Burkina Faso: 5 distributor interviews and 13 stakeholder interviews 

• Conduct activities in Zambia

• Plan post-registration activities in Burkina Faso 

• Conduct 2nd round of implementation phase in 2020 (canceled due to COVID-19 impacts)
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Re-introduced quality assured combi-pack in Zambia

We contracted 
with local 
distributor

Distributor 
procured from 
manufacturer 

Manufacturer 
fulfilled P.O. 

Manufacturer 
marketed combi-
pack in Zambia

Distributor sold 
combi-packs 

Local organization 
conducted 
verification 
activities
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Planned post-registration private sector access in 
Burkina Faso

Activities performed

Manufacturer identified local partners 
for supply chain, regulatory, and 

marketing

Manufacturer submitted dossier to 
national regulatory agency

Activities planned

Manufacturer to contract with 
consolidator in France

Manufacturer to sell to ABBEF health 
facilities

RHSC to incentivize post-registration 
marketing by local promotional agency
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Lesson 1: It is important to understand the combi-pack 
supply chain actors, including the small but diverse 
base of major manufacturers 

Quality-assured 

(WHO-PQ or SRA-approved)

China Resources Zizhu Pharmaceutical 

Co., Ltd. 

Linepharma International

Sun Pharmaceutical Industries Ltd

Others with 

notable presence

Acme Formulation Private Ltd.

Naari Pharma Private Ltd.

Viatris (Mylan Laboratories Ltd.) 



8

Lesson 2: Manufacturers play the decisive role in 
market entry; their main focus is on profitability and 
sustainability  

In deciding if/when to enter a new market, manufacturers are guided by many factors. While each manufacturer may 
evaluate priorities differently, they are all motivated to register in a country only if they have a favorable sales 

outlook in one or more market sectors. 

We learned that manufacturers play the decisive role in private market entry, not distributors. 

Distributors cannot independently decide to register a manufacturer’s combi-pack or to procure it directly from a 
manufacturer.

At outset of project, RHSC was engaged to identify and pilot finance-based interventions to help commercial 
distributors overcome combi-pack registration and distribution barriers
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Manufacturers’ primary factors for consideration in 
entering new national markets:

Size of market

Saturation of market

Price points for MA in 
market sectors

Potential for national 
tenders

Presence and commitment of 
SMO partners

Enabling environment for 
safe abortion services and 

private sector sales

Local partners for 
registration and distribution
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Lesson 3: Commercial sector actors do not often view 
combi-packs as simply one more pharmaceutical 
product to market or sell 

Potential Business Models for 
Marketing/Detailing:

Social marketing organizations

Manufacturer’s team of medical representatives

Commercial distributor capacity 

Promotional agencies

Each manufacturer may use different 

business models; also, business model 

usage varies by country.

Manufacturers’ choice of business model is 

impacted by their total revenue/profits in 

the country.

Distributors are unlikely to actively 

market combi-packs on long-term basis.

Commercial sector actors don’t treat 

combi-packs as simply one more 

pharmaceutical product; they are aware 

of the stigma, risks of backlash, and may 

have own biases
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The notion of ‘commercial distributor’ is highly diverse

Distributors vary in 

size, structure, and 

capabilities

They also vary in level of 

autonomy. Some are 

independent, while others 

are subsidiaries of 

companies with foreign 

headquarters.

Distributors source 

product from 

manufacturers/suppliers

; ensure product is 

imported and/or 

transported, 

warehoused, and re-

sold (while complying 

with local regulations)

Distributors are critical 

in enabling 

pharmaceutical supply 

across all market 

sectors
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Lesson 4: We can benefit from collaboration with 
distributors (and manufacturers) even if the 
motivations driving us are very different 

Distributors are aware of the risks of selling combi-packs 
(e.g., backlash) and seek support in mitigating risks

Many distributors prefer to have another entity (e.g., 
SMO) build awareness and education in community

Combi-packs are not a high-volume, high-profit item for 
distributors
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• Fulfill orders for local 

wholesalers

• Enter orders with 

manufacturers

Lesson 5: 
Francophone Africa 
has distinctive 
supply system 
practices and 
regulations

• Increase product awareness

• Conduct marketing/detailing 

visits

• Receive orders from 
pharmacists

• Enter orders with 
French 
intermediaries
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Lesson 6: Combi-pack market realities, combined with 
the small supply base, increase challenges for growing 
markets, and not fragmenting them

Manufacturers want to be confident that the country’s market size and health will enhance their 
market entry and profitability. They also want assurance that someone will procure their combi-pack 

and sell it responsibly in the country

We learned that financially incentivizing distributors simply to register in a specific country is not 
viable

At outset of project, RHSC was engaged to identify and pilot finance-based interventions to help 
commercial distributors overcome combi-pack registration and distribution barriers
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Incentivization geared towards post-registration access 
appears more viable than incentives for product 
registration

Only 
undertake 

cautiously, to 
grow markets 
and prevent 
fragmenting 

already fragile 
markets

Consider 
potential 

obstacles to 
achieving 

sustainability 
in approaches

Avoid short-
term, 

incremental 
incentives

Attempt to 
mitigate 

supply chain 
actors’ major 

challenges 
over the 

longer term
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• We have emphasized that manufacturers, not commercial 

distributors, play the decisive role in private sector entry, 

and their main focus is on profitability and sustainability. 

• Also, when considering interventions involving 

incentivization, implementers might seek to mitigate major 

challenges faced by supply chain actors, and not only 

provide short-term incremental profits. 

• Our intention in sharing our project’s lessons learned report 

and this webinar is to contribute to a broader understanding 

of combi-pack markets. 

• Our project ends in June 2021, and RHSC will continue 

supporting medical abortion market discussions and 

activities (via the Safe Abortion Supplies Workstream).

Conclusion


