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BACKGROUND 

3 
The period covered in this document begins in January 1993 and ends on June 30, 1996, the date 

u marking the termination of SOMARC activity in Egypt. For a detailed review of the 1985-1992 

time span, the reader is referred to "Project Assistance Completion Report - Family of the 

id Future: 1979-1992" (PACR) prepared in February 1995 by SOMARC-PorteriNovelli for the 

Office of Population, USAID Mission to Egypt. 



In January 1993 the Office of Population was faced with a daunting program challenge which, if 

not resolved, would have a profound impact on the national family planning program. On 

December 31, 1992, USAID, in coordination with the Ministry of Social Affairs, terminated all 

support to the Family of the Future (FOF). This move resulted from a court decision, which, after 

a year and a half of litigation that centered on a hostile takeover attempt by elements 

unacceptable to the Ministry and USAID, had ruled in favor of those elements. 

FOF had been the principal source of supply to the Egyptian private sector (physicians and 

pharmacists) and had accounted for 40 percent of the national annual total of Couple Years of 

Protection (CYP). The shutdown of FOF left the increasingly important private sector without 

what had been a steady supply of affordable, high-quality contraceptives donated by USAID. 

USAID was left with a stock of 732,000 Copper T 380-A IUDs, 3.6 million cycles of Norminest 

oral contraceptives, and 28 million Golden Tops condoms, or more than a two-year supply based 

on prior FOF sales levels. These contraceptives were the property of the Ministry of 

International Cooperation of the Government of Egypt and had been assigned to USAID for sale 

to the Egyptian private sector at subsidized prices. The contraceptives were located in the FOF 

warehouse in Giza. Cairo. 

To help meet the challenge of a private sector now without contraceptives crucial to the national 

family planning program, USAID tasked SOMARC and its Resident Advisor (RA), who had 

served as technical consultant to FOF since February 1990, to place the donated contraceptives 

back into circulation in the private sector by finding an alternative distribution and marketing 

outlet. 

The first priority for USAID was to safely secure the contraceptives and the USAID funds, which 

had been held in the FOFNSAID bank account. Both the funds, which were the property of 

USAID, and the contraceptives were in imminent danger of illegal seizure by the unacceptable 

elements or group previously described. The leader of this group had a reputation for criminal 

activity. USAID requested that immediate steps be taken to remove the contraceptives from the 
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FOF warehouse and that funds be transferred from the FOFNSAID bank to an account in 

another bank to be held by the Ministry of Social Affairs for eventual release to USAID. 

Consequently, the RA and former FOF senior management arranged for the immediate transfer 

of the contraceptives from the FOF warehouse in south Cairo to a temporary storage facility in 

Nasr City in a round-the-clock 24-hour operation. They withdrew the funds (LE 4.5 million or 

US$1.3 million) from the FOFAJSAID bank account and placed them in a MOSAAJSAID 

account in another bank for transfer to USAID. The temporary facility was placed under armed 

guard. 

Since the contraceptives, valued at $2.885 million, were still vulnerable to the group that had 

taken control of FOF and were improperly stored in a makeshift warehouse, the RA urged 

USAID to transfer them immediately to a suitable, bonded warehouse where they would be 

safely stored under USAID control. In coordination with USAID, the RA arranged for this 

transfer which was accomplished over a two-day period. The concern over vulnerability was 

well-founded: two days after the transfer the new FOF group, accompanied by the Cairo police, 

attempted to seize the contraceptives and was confronted with an empty warehouse. 

All the above was accomplished through January and into February. By early February, it was 

time to confront the basic challenge of resupplying the private sector with contraceptives. In 

response to a USAID request, the RA prepared a plan, in coordination with two TDY technical 

assistance consultants, Santiago Plata, Director, SOMARC, The Futures Group International, and 

Anton Schneider, Vice President, Porter/Novelli. 

The objectives of this plan were to: 

. Effectively and efficiently distribute the USAID contraceptive commodities currently in 

Egypt. 

e Support and expand the Egyptian commercial contraceptive market. 



Support and ensure a viable, self-sufficient commercial entity capable of supplying 

contraceptive products for the foreseeable future. 

Phase out within 2-3 years all USAID-funded technical assistance (TA) for current 

contraceptive products. 

The guidelines for achieving these objectives included the following: 

Establish (or support an existing) distribution and support system to continue supplying 

former FOFIContraceptive Social Marketing Project (CSMP) retail pharmacists and 

physicians. USAID was to supply product free of charge until current in-country stocks are 

exhausted. 

Distribution and warehousing costs were to be covered 100 percent by the sale of donated 

products. 

0 Advertising, market research, and related efforts (e.g., public relations) TA was to be 

supported by USAID funds through a 1993-1994 buy-in to SOMARC. A portion of these 

funds may originate in the current USAIDICSMP revenue fund in local currency. Additional 

funding would be available through AIDIWashington. 

Identify a private sector management organization that would be responsible for all 

marketing activities, such as packaging labor, distribution and sales to retailers, either 

directly or through distribution subcontracts. Initial funding of packaging, advertising, 

promotion, and market research costs was to be provided directly through SOMARC to 

suppliers, with an anticipated (and planned) gradual absorption of these activities by the 

selected management group as sales expand. 

This management organization was expected to (1) warehouse, (2) provide packaging labor, 

(3) detail and distribute, and (4) account for proceeds from sales through required sales and 
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financial reports which were to include an annual business plan and an annual 

communications plan. 

Project revenues were to be deposited in a separate, interest-bearing account and could be 

used only in supporting project activities such as product procurement, advertising and 

promotion, public relations, market research, packaging, etc. A sales bonus plan to 

encourage active sales efforts would be considered. Use of these funds would require 

approval by SOMARC. 

The management organization was to be responsible for ensuring the widest possible 

distribution of all products, either through direct distribution and detailing, or by 

subcontracting with one or more distribution firms. 

0 SOMARC was to provide technical assistance through a resident advisor, in addition to TDY 

and Washington DC support. SOMARC would also provide initial funding as needed for 

packaging design and production, advertising, and market research through direct contracts 

with local suppliers. It was anticipated that the resident advisor would stay in Egypt through 

June 1994. 

USAID accepted the plan, presented by the RA along with Mr. Plata and Mr. Schneider, with 

minimal changes. 

What turned out to be an ambitious schedule for implementing the plan was agreed on, including 

completion of the selection process for implementing organization/distributors by April 15, a 

completed memorandum of understanding by April 30, the transfer of commodities by May 15, 

package development and printing by May 30, and commencement of product sales by June 15. 

During their visit, the two TA consultants and the RA made initial visits to several potential 

distributors. These visits were made after the RA performed a preliminary assessment of the 

leading pharmaceutical distributors by contacting major multinational pharmaceutical 



companies (e.g., Organon, Pfizer) to determine what distributors they were using and the degree 

of satisfaction with each. 

After the departure of the consultants, the RA made additional contacts and called on a number 

of distributors. Following these assessment visits, the RA evaluated his impressions and 

compiled a "short list" of eight companies that he determined would be capable of carrying out 

the tasks of marketing and distributing the contraceptives to the 13,000 pharmacies in Egypt 

andlor detailing the approximately 7,000 physicians (ob/gyns and GPs) who had been 

consistently called on by FOF and known to have family planning practices. 

During this process, the RA retained the services of a leading attorney, Medhat Hassan 

Hassenein, who was specialized in commercial and pharmaceutical law and who would prove 

invaluable in reviewing the RFP that would be issued to capable and interested distributors, 

contract preparation, contract negotiations, and problem resolution throughout the course of the 

contract between SOMARC-Porter/Novelli and the selected distributor. 

With considerable support from SOMARCIThe Futures Group International (TFGI), USAID and 

the attorney, the RA developed an RFP during what proved to be an arduous, time-consuming 

process that involved extensive exchanges among all four parties. A final RFP was approved by 

USAID on June 28' and is included as Attachment A to this report. 

The RFP was issued to the short list of eight pharmaceutical distribution companies on July 11 

with a deadline for response set at August 11. Chaired by the RA with the assistance of the 

attorney, a bidders' conference was held at a Cairo hotel on July 19 to answer questions and to 

clarify elements of the RFP. 

The companies receiving the RFP were: 

@ BM-Egypt 

Chemipharm 

Intermed 



International Medical Technology Co., Ltd. (MEDTEC) 

0 Middle East Chemicals Co., Ltd. (MEC) 

Pyramid/Manapharm 

SODECO 

Zyma 

By August 11, all eight companies submitted proposals to SOMARC-PorteriNovelli, with four 

companies proposing two-company consortiums that would enable them to distribute to 

pharmacies and to detail physicians. These proposed consortiums were formed by 

MECIMEDTEC and BM-EgyptAntermed. 

The proposals were evaluated by SOMARC senior management in Washington, DC (Santiago 

Plata, Director, SOMARC, TFGI, and Anton Schneider, Vice President, PorteriNovelli), and by 

the RA. The evaluation process resulted in the selection of a consortium consisting of the Middle 

East Chemicals Company, Ltd. (MEC), and the International Medical Technology Company, 

Ltd. (MEDTEC). The proposal submitted by the MECMEDTEC consortium was rated 

significantly superior in every category over the competing bidders. (The MECMEDTEC 

proposal is included as Attachment B to this report.) 

With 30 percent of the pharmaceutical distribution market, MEC is the largest pharmaceutical 

distributor in Egypt, supplying 10,000 pharmacies nationwide with both pharmaceuticals and 

OTC products. MEDTEC was founded in 1992 by senior FOF management and marketing 

personnel who, weary of the turmoil that had plagued FOF for years, saw an opportunity to apply 

their solid experience to a private sector effort free from the caprice of the Egyptian bureaucracy. 

While MEC would focus on pharmacies, MEDTEC would concentrate on detailing and 

marketing the IUD to physicians, as well as promoting the oral contraceptive and condom to this 

target audience. After extensive background checks of both companies that ranged from 

checking references to inspecting warehouse facilities, on September 29 SOMARC formally 

notified the MECMEDTEC consortium, through a letter of intent to move to the contract stage, 

of its selection as the distributor and marketer of the USAID-donated contraceptives. 



During the RFP period, a subcontract was being developed, a process that required input from 

the same groups involved in the development of the RFP. Agreement by all parties and USAID 

approval were achieved in early October. 

On October 21, SOMARC-PorterlNovelli and the newly named MECMEDTEC Contraceptive 

Social Marketing consortium signed a subcontract for the distribution and marketing of the 

donated contraceptives. A bank letter of guarantee and an insurance policy were obtained shortly 

thereafter. 

In November, the contraceptives were transferred from the USAID-controlled warehouse to 

MEC, new packaging was printed, and products were repackaged. The beginning inventory of 

the products consisted of 731,791 CUT 380-A IUDS; 28,048,794 New Golden Tops condoms; 

and 3,658,107 cycles of Norminest oral contraceptive. 

After an 1 1-month hiatus, the contraceptives were re-introduced to the Egyptian private sector by 

the consortium on December 11. As expected, initial sales for all three products were high in a 

market that had been without product for almost a year. 

December and first quarter levels were as follows: 



Sales bv Unit 

December 1993 

CUT 380-A IUDs 57,789 

Norminest Oral Contraceptives 492,471 

New Golden Tops Condoms (six packs) 181,471 

January 1994 - March 1994 

CUT 380-A IUDs 145,754 

Norminest Oral Contraceptives 482,585 

New Golden Tops Condoms (six packs) 421,700 

To provide a soIid base for what was effectively a new program effort, it was essential that the 

consortium begin its marketing operation with the establishment of a financial management and 

reporting system, a marketing plan, and ongoing advertising and promotion support. 

Consequently, during the months preceding the relaunch SOMARC provided TA in the above- 

cited areas. 

Financial Management and re nor tin^ 

Financial management expertise was provided by SOMARC consultant Ronald F. Geary who 

arrived in early November with the objective of establishing a financial reporting system for 

MECNEDTEC to utilize in reporting to SOMARC. Their system would include monthly and 

quarterly reports on sales and promotion activities, clients called on, units sold, and quarterly 

summaries of results, and control systems on reporting. 

Mr. Geary developed a series of monthly and quarterly reporting formats that met the contractual 

reporting requirements between SOMARC-Porter/Novelli and MECMEDTEC. 

For monthly reporting, the system included: 



0 Detailed listing of sales by invoice sorted by customer 

Report of physical stock movements 

0 Detailed sales (distribution) per governate by "brick" or sub-area 

Distribution summary by product 

0 Statistical report and narrative 

Quarterly reporting features included: 

Summary of quarterly sales per customer for each product 

0 Quarterly summary by governorate 

0 Summary comparison of actual to budget by product 

Quarterly certification of insurance policy 

0 Quarterly certification of bank letter of credit guarantee 

0 Narrative of significant achievements and problems encountered 

MECiMEDTEC incorporated the reporting format into its computer system and adhered to the 

requirements through the course of the contract. 

Marketing Plan and advert is in^ and Promotion 

Selection of a qualified advertising agency to implement support for the effort was a key first 

step. In September, the RA called on a number of Cairo agencies for an initial assessment. These 

agencies included Americana, Intermarkets, AMA-Leo Bumett, IMPACTBBDO, and Publi- 

Graphics. The RA then contacted the latter three agencies, determined their interest in 

participation, and distributed RFPs and questionnaires prior to a credentials presentation that 

would lead to the selection of one of them to conduct a comprehensive campaign. 

In October, three SOMARC consultants - Betty Ravenholt, a marketing and management 

specialist; Anton Schneider, whose expertise includes marketing and market research; and Sys T. 

Morch, a communications specialist - arrived in Cairo to work with the RA in an integrated 
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effort to develop a marketing plan, select an advertising agency, and assist in the development of 

an advertising and promotion social marketing campaign supported by market research. 

Operating within documented time and budget constraints (e.g., USAID procurement 

requirements, the one-year buy-in commitment through June 1994), Ms. Ravenholt developed a 

detailed outline for the proposed marketing plan for December 1993 through March 1995. In 

active collaboration with the other members of the social marketing team, she established the 

overall project target market, product-specific target markets, product position statements, sales 

goals, and a proposed plan for product sales. Ms. Ravenholt also developed a "mini-launch" 

advertising and promotion campaign for December 1993 and January 1994 to provide critically 

needed, immediate support for the product reintroduction that would precede the development of 

a major campaign. 

Concurrently, the RA, Mr. Schneider, and Ms. Morch evaluated the agency RFPs and were given 

credentials presentations by each agency. As a result, the team selected Publi-Graphics. All 

members of the team and MEDMEDTEC staff members then briefed the agency. Work on the 

mini-launch began immediately. 

Operational by early January 1994, the mini-campaign included a once-daily, 30-second 

television spot featuring all three products, and point-of-purchase (POP) materials such as 

posters and hangers. The campaign ran through March 1994 and was credited for reviving 

consumer interest in the three products, an effective stopgap until the onset of the planned major 

campaign. 

(For a review of 1993-1995 advertising and promotion costs, see the budget summary, 

Attachment C.) 



Ongoing Distribution and Marketing - First and Second Ouarters. 1994 

After the anticipated high sales in December 1993 to a product-starved market, sales of IUDs and 

condoms leveled off, though continuing to be brisk. In comparison with December, the first 

quarter average monthly movement of IUDs was 48,600 (down from 57,789), while condoms 

(sold in six-unit packs) averaged 140,500 (down from 181,879). Orals dropped sharply to a 

monthly average of 116,742 cycles (down from 492,74I), a probable reflection of both pharmacy 

overstocking and Norminest's 22 percent market share since its introduction in 1984. (For a 

complete review of December 1993-June 30, 1996, MECMEDTEC sales, see Attachment D.) 

Norminest market share was in sharp contrast to the IUD and the condom, which enjoyed 90 

percent and 98 percent market share, respectively. Both were the lowest-priced, high-quality 

products in their categories, while Norminest had been a latecomer to an Egyptian market 

dominated by Schering's Microvlar and Wyeth's Nordette, low-dose OCs sold, like Norminest, 

at subsidized low prices. 

During the second quarter, condoms retained their first-quarter levels, while IUDs dropped to a 

monthly average of 36,792 units and Norminest continued its decline, averaging monthly sales of 

116,742 cycles. This picture would change dramatically in the third quarter. 

P reaa r in~  - - the Market for Privatization 

In 1992, USAID had decided to terminate the provision of donated contraceptives to FOF after 

the last of scheduled 1992 shipments had been delivered. This decision stemmed from the 

USAID-mandated objective for FOF to attain self-sustainability by mid-1995; the 1992 

shipments were approximately a three-year supply. With this objective in view, USAID had 

earlier in 1991 made a parallel decision to terminate its program grant to FOF, since the 
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combination of incoming sales revenue and donated contraceptives would both support and spur 

the organization to move toward becoming a self-sustaining, non-profit entity. 

In effect, the USAID decision brought product donations to an end. This meant that after the 

MECMEDTEC stocks were depleted, the contraceptive marketing private sector would be a free 

and open market (with the exception of the orals provided by the Egyptian Government at 

subsidized prices), as USAID had been the principal source for IUDs and condoms. 

This shift would also bring an inevitable increase in price levels, particularly for the IUD, which 

had become the contraceptive of choice in Egypt, and condoms, accounting for a low 5-6 percent 

of annual CYP. 

To help prepare the market for the projected price upswing, in May 1994 SOMARC Egypt 

applied to The Ministry of Health for a modest price increase for the three products, as follows: 

Copper T 380-A IUD - from LE 2.00 to LE 3.00 per unit 

Norminest Oral Contraceptive - from LE 0.35 to LE 0.50 per cycle 

New Golden Tops Condoms - from LE 0.75 to LE 0.95 per package of six 

IUD and Norminest prices had remained at the same respective levels since their introduction in 

the 1980s while Tops had increased only once, from LE 0.50 to LE 0.75 in 1990, since 1983. 

Although the proposed increases would leave the products still extremely low-priced and well 

within the range of the majority of Egyptians, they were submitted to a government whose 

leadership at mid- and senior levels was steeped in the socialism of the Nasser era and inherently 

opposed to, at the very least distrustful of, the private sector. Price increases in an area of 

national importance were politically sensitive and it was highly questionable whether the MOH 

would grant its approval. 

To support the application, the RA used market research results from a SOMARC quantitative 

attitudinal survey made on behalf of FOF in 1992 that had included key questions on 

affordability. These were presented by the market research firm and the RA to large groups of 
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influentials within the MOH and the National Population Council and on a one-on-one level to 

senior leadership of both groups. 

Without informing SOMARC or USAID, the MOH reacted with uncharacteristic swiftness and 

issued a decree circulated to all pharmacies on August 1 approving the increase. The timing had a 

profound impact on the market and secondarily on the SOMARC effort itself. Earlier, it had been 

decided, with the approval of USAID, that the excess revenues generated by the price increases 

would be used to provide additional support for advertising and promotion. Since it was not 

until mid-August when USAID decided that a revenue agreement between USAID and 

MECMEDTEC was required, USAID froze the wholesale price increases at pre-August levels 

pending completion of the agreement. 

The decision meant that pharmacists for a brief period could purchase contraceptives at the old 

wholesale price levels and sell at the newly established retail price. As a result, pharmacists 

stockpiled, purchasing product at unprecedented levels in a buying frenzy that continued through 

early September when USAID and MECJMEDTEC signed a revenue agreement. 

Not surprisingly, the sales totals for the third quarter of 1994 were extremely high, declining 

markedly in the fourth quarter and through 1995 as pharmacies sold off their stocks. 

Norminest Labelin? Problem 

Nominest was confronted with a special problem. In November 1994, a newly appointed 

Minister of Supply decreed that all ingestibles, from cheese to aspirin, must bear an expiration 

date. While the decree was rightfully issued to protect Egyptian consumers faced with out-of- 

date canned goods and rotten beef, the ruling had an immediate impact on Norminest, as the 

package bore only the manufacturing date. Despite the fact that the OC had been certified nine 

years before as having a five-year shelf life, the MOH responded by ordering all Norminest 

returned to the distributor. 



SOMARC reacted immediately and contacted marketing and scientific staff at Syntex, the U.S. 

manufacturer, obtained the appropriate USFDA and company certification confirming the five- 

year shelf life and an earlier MOH approval which the Ministry had lost in its files, and 

submitted the material to the MOH. The submission marked only the beginning of an 

interminable bureaucratic process, which included testing of the hormones by the government 

laboratories. 

Finally, after a 10-month absence from the market, the MOH approved the product, and 

Norminest returned to pharmacy shelves in August 1995. The setback was costly for all as it 

meant that much of the product would soon be outdated and unmarketable, and lengthened the 

schedule for completing the overall task of marketing all three products by late 1995-early 1996. 

advert is in^ and Promotion 

SOMARC marketing consultant Sys T. Morch returned to Egypt in January 1994 and again in 

May and June to work with the Publi-Graphics Agency to assist in developing an integrated 

communications campaign that would include television, radio, outdoor, print, POP material, as 

well as promotional literature and conference/seminar and direct sales support materials. Her 

efforts were complemented in late April and mid-May by SOMARC consultant Anton Schneider, 

who focused on the market research aspects. 

Because of the lengthy contract approval process in USAID/Washington, Publi-Graphics did not 

receive a signed subcontract until May I5  and was under tremendous pressure to implement a 

range of deliverables, from television spots to billboards, by a June 30 deadline. Working long 

schedules, P-G met the deadline. 

Two :30 television and radio spots featuring the CUT 380-A IUD and New Golden Tops 

Condoms, respectively, were the most prominent results of this effort. Since Norminest at that 

point in time was not planned to be continued and the budget was limited, SOMARC decided to 

support the oral through a :30 radio ad, detailing brochures, POP material, and print ads in 

women's magazines and medical journals. 
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The IUD and condom spots went on the television and radio, respectively, in mid-July, after 

extensive pretesting through focus groups. The IUD spot ran through 1995 when the IUD stocks 

were virtually depleted. The condom TV spot met an unfartunate demise, running for just under 

a month when the Ministry of Information ordered it off the air. The condom ad cancellation 

was due not to a public outcry, but simply the personal reaction of a senior MOF official when a 

young nephew, after seeing the ad with him on television, asked his uncle what Tops were. 

As with all broadcast material, the condom TV ad had been passed by the MOF censor and had 

moved through all the necessary bureaucratic procedures. Numerous attempts by SOMARC 

through contacts with the MOF, the MOH, and the Ministry of Population and Family Planning 

to put the ad back on the air, with what the MOF stated would be an acceptable edited version, 

were unsuccessful. It is interesting to note that the radio version of the condom ad was allowed 

to continue and the IUD TV ad received a positive reception and faced no problems during the 

course of its run. 



The media plan for all three products was as follows: 

Product 

CUT 380-A 

Norminest OC 

New Golden Tops 

Medium Duration 

Television :30 711 7/94 - 1213 1/94 
Radio :30 711 7/94 -1 213 1/94 
Quarterly Flyer 711 0194 - 4/95 
Disposable Gloves 10194 & 4/95 

Radio :30 711 7/94 - 1013 1/94 
Train Station Panels 8/1/94 -513 1/94 
Quarterly Flyer 711 0194 - 4/95 
Prescription Pads 7/94 & 1/95 
Matchbook Covers 7/94 - 8/94 

Television :30 7/17/94 - 1/15/95 
Radio :30 711 7/94 - 1/31/95 
Magazines 7/94 - 1/95 
Cinema :30* 8/1/94 - 1213 1/94 
Train Station Panels 8/1/94 - 513 1/94 
Cairo Bus Panels 8/1/94 - 513 1/95 
Matchbook Covers 7/94 & 8/94 

Seminars for Doctors Monthly 7/94 - 4/95 

*On account of the experience with the television ad, this was not implemented. 

The relatively short time span for several elements in the media plan reflected USAID budget 

constraints that also precluded research on media tracking. Nevertheless, the short life of the 

condom :30 television spot and the start-up of the revenue agreement in September provided a 

significant funding source for extended (e.g., television) and additional support for advertising 

and promotion. The application of return-to-project funds through the revenue agreement are 

covered later in this report. 

Addition to Product Line - DMPA fDepo-Provera) 

Recognizing that the injectable contraceptive is an effective method category with promising 

potential in the private sector, SOMARC initiated a series of meetings early in 1994 with the 

Upjohn Company, the manufacturers of Depo-Provera, the leader in its field. These sessions 



were held to determine Upjohn's interest in private sector marketing of the product and were 

encouraged by SOMARCITFGI which had worldwide experience in partnering with Upjohn to 

provide marketing support. 

Depo-Provera had been available in the public sector for several years through UNFPA-donated 

product, though usage was low. In the private sector, FOF had marketed Depo with success, but 

only on an occasional basis as supplies from the parastatal Egyptian Pharmaceutical Trading 

Company (EPTC) were sporadic. 

Upjohns' reaction was positive and contact continued through the year, as Upjohn began the 

registration and price approval process with the MOH. SOMARC held additional sessions with 

the MOH and the National Population Council to support the product introduction and found a 

receptive audience. 

These joint efforts culminated in June 1995 and are covered in the 1995 section of this report. 

On July 1, USAID renewed both the buy-in and the core subcontracts supporting SOMARC 

activity in Egypt through June 30, 1995. In addition to the continuing task of marketing the 

donated contraceptives, the scope of work for the new agreement contained two additional 

elements: 

To facilitate the transition of distribution and marketing of high-quality, affordable 

contraceptives to the private sector, i.e., to an open and free market. As a result, SOMARC 

took on the responsibility of helping to effect a transition to the private sector. SOMARC 

began this facet of its dual task by bringing together leading international contraceptive 

manufacturers with Egyptian private sector interests, starting with the IUD, the method 

category most important ro the national family planning program. This activity started in 

1994 and continued through 1995, and is described in the 1995 section of the report. 



To provide advertising, promotion, and public relations support for the introduction of Depo- 

Provera to the private sector. As noted, the product was launched in 1995 after a lengthy 

registration and pricing process. 

Transition to the Private Sector 

With counsel from SOMARC Washington, the RA contacted several leading CUT 380-A 

manufacturers and IPPF in London, which deals worldwide with contraceptive manufacturers in 

every method category. As a result, telephone contacts were made with Finishing Enterprises, 

the supplier of the CUT 380-A to USAID and thus the product that SOMARC was currently 

marketing, and Ortho Canada, a division of Johnson & Johnson, which also makes the CUT 

380-A. 

The reaction from both companies was positive. Finishing had been visiting Egypt since 1989 to 

explore possibilities to market andlor manufacture the IUD in Egypt. While its experience with 

the GOE bureaucracy had been frustrating, Finishing was very interested in pursuing 

possibilities, and plans were made for its marketing and sales director to visit the country. 

Ortho Canada also expressed interest and said it would contact Celag, the Ortho/J&J division 

responsible for its European and Middle East marketing operations. 

Concurrently, SOMARC consulted with MEDTEC which had strong interest in pursuing an 

initial importing effort that would evolve over several years into an in-country assembly 

operation, then move to complete manufacturing of the IUD in Egypt. The economics of eventual 

manufacturing versus continued importing clearly pointed to the latter as the most cost effective 

direction, but MEDTEC remained resolute about establishing in-country manufacture, a position 

that perhaps reflected a need for independence, with perhaps a little nationalism added. 



Consequently, MEDTEC developed a business plan in partnership with AMECO, a leading 

Egyptian syringe manufacturer with a state-of-the-art plant north of Cairo that used German 

equipment and sterilization facilities that could easily be adapted for the assembly and eventual 

production of IUDs. 

To assess the soundness of the MEDTECIAMECO plan, SOMARC, through USAID called on 

PROFIT (Promoting Financial Investments and Transfers), a project by USAID to provide 

funding and management support for start-up or fledgling private sector operations in developing 

countries. 

In December 1994, PROFIT consultants Michael Van Vleck and Ravi Ravael mived in Egypt to 

conduct a feasibility study of the plan. They were joined by David Stinson, Director, Sales & 

Marketing, of Finishing Enterprises. The PROFIT and Finishing representatives held extensive 

meetings with MEDTECIAMECO. 

At the end of its visit, PROFIT presented a draft of its findings which indicated that over a five- 

year period, the MEDTECIAMECO plan would work, though it remained clear that direct 

importation of the IUD was more cost effective. However, an obstacle that proved to be 

insurmountable arose as Finishing concluded that the financial aspects of the MEDTECIAMECO 

proposal were not acceptable and negotiations came to a halt. 

The outcome of Finishing's interest in marketing the CUT 380-A IUD are covered under the 

1995 section of this report. 

During this period, SOMARC also met with the Egyptian country manager for Celag, the 

division of Johnson & Johnson cited earlier in this report, and found that Celag was planning to 

introduce its CUT 380-A IUD at a retail price of LE 35.00, or about three times what SOMARC 

and others considered an acceptable social marketing price. In addition, it was evident that Celag 

was not interested in developing a relationship with SOMARC or the MECIMEDTEC 

consortium. These combined factors led to the termination of contact with Celag/J&J. 

20 



Condoms 

Acting on recommendations from IPPF and its own contacts with the South Korean Trade Office 

in Cairo, SOMARC contacted various condom manufacturers in South Korea, Thailand, 

Malaysia, and Japan. Several of these companies responded to MEDTEC, which had expressed 

interest in continuing marketing condoms, and contacts were sustained over the next year (1995) 

as the stock of New Golden Tops condoms was being depleted. 

Norminest 

Because of the removal of Norminest from the market in November 1994 due to labeling 

problems, it became increasingly apparent that current stocks would last well beyond the 

projected depletion date in late 1995. SOMARC concentrated its efforts on putting the OC back 

on pharmacy shelves through continuing contact with the MOH bureaucracy. 

Contraceptive Sales -Third and Fourth Ouarters. 1994 

As noted, sales for the third quarter for all three method categories were abnormally high due to 

the time lag between the MOH approval and the signing of the USAID-MECMEDTEC Revenue 

Agreement. Sales by unit were as follows: 

IUDs 
Tops (6-packs) 
Norminest cycles 

Third Quarter Fourth Quarter 

While all sales declined in the fourth quarter after overstocking, the Norminest drop was 

particularly precipitous due to the recall in November described earlier. 



Continued Transition to the Private Sector 

To follow up on contacts made in December 1994, David Stinson of Finishing Enterprises 

returned to Egypt in January and signed a representation agreement for marketing and 

distributing the CUT 380-A IUD with the LOGIX Company, a firm that had approached Stinson 

in December. LOGIX is headed by Marwan Harnmad, an EgyptiadAmerican businessman who 

had spent many years in production and marketing with Miles Laboratories in the U.S. LOGIX 

would eventually appoint MEDTEC as the detailing company for the IUD in what proved to be a 

short-lived relationship. An initial retail price range of LE 8.00-10.00 was agreed upon. At the 

very least, a starting point had been established for the continuance of an affordable, high-quality 

IUD, the contraceptive of choice in Egypt. 

Contraceptive Sales - First and Second Ouarters. 1995 

During this period, IUD sales continued to decline as the IUD stocks were nearing depletion 

and, in addition, faced increasing competition in fresher product, the identical IUD produced by 

Finishing Enterprises that was reportedly making an illicit path to the pharmacies from USAID- 

donated stock consigned to the MOH in large amounts. The MOHEPTC had long had a 

notorious leakage problem; estimates of either MOH clinic physicians taking the IUD to their 

private clinics or supplies moving to pharmacies ran as high as 40 percent of the 500,000 IUDs 

then donated annually. 

New Golden Tops condoms rebounded well after an expectedly low fourth quarter, while 

Norminest remained off the market as product was returned to MECNEDTEC in large 

quantities. 



The sales totals by unit were as follows: 

First Quarter Second Quarter 

IUDs 50,332 33,619 
Tops (6-packs) 469,266 418,747 
Norminest cycles (320,557) (70,227) 

New Product Introduction - Depo-Provera Iniectable Contraceptive 

SOMARC and Upjohn Egypt held numerous planning sessions early in 1995 as it became 

evident that MOH interest in the introduction of Depo-Provera to the private sector was strong 

and that approval would be forthcoming by midyear. 

The focus of the sessions was a launch plan developed by SOMARC in March after consultation 

with Upjohn, and also the development and formalization of a SOMARCNpjohn working 

relationship in which both groups would contribute to the launch and to a rollout of supportive 

advertising, promotion, and public relations activities. Accordingly, SOMARC and Upjohn 

signed a memorandum of agreement in mid-May outlining the responsibilities of each party. 

(The memorandum of agreement is included as Attachment E.) 

The MOH granted approval of Depo-Provera at a per-vial retail price of LE 7.50 in May, and 

SOMARCNpjohn were ready for a national launch in early June. The product was to be 

distributed by the EPTC (an MOH decision) and to be detailed by MEDTEC which had signed a 

contract with Upjohn. 

Upjohn was unhappy both with the retail price (the company had sought LE 11.00) and with the 

mandated choice of distributor: EPTC runs a passive marketing operation, maintaining regional 

warehouses to which pharmacists have to come to purchase product. Nevertheless, Upjohn felt 

that it now had a foot in the door with the approval and that perhaps in one or two years it would 

seek a price increase and a change to a commercial distributor. 



The objectives of the launch plan developed by SOMARC were to: 

Create widespread awareness of the availability of a high-quality, effective, and safe "new" 

contraceptive method, available through the private sector (physicians and pharmacists) for 

the first time in Egypt. 

Emphasize to dispensers the importance of quality assurance, i.e., proper application, 

management of possible side effects, contraindications, patient counseling. 

Assure the patientluser that proper steps are being taken to assure all aspects of the previous 

objective. 

Audience: Physicians, Pharmacists, Consumers 

The key tactical elements in achieving these objectives included: 

Five physicians' launch seminars to be held in five major cities selected to provide nationwide 

coverage for transmitting technical information to leading Egyptian physicians. 

Group presentations in 150 hospitals to provide technical information to those hospital-based 

physicians not attending the launch seminars. 

Fifteen contraceptive technology update seminars for pharmacists at sites throughout Egypt. 

Support materials for physicians' launch seminars. 

Support materials for medical representativesldetaii men, including technical brochures, 

pamphlets, consumer brochures, and videotapes. 



Advertising and promotion - Adapting SOMARC Pan-Arab campaign television 

commercials for use in Egypt, including redubbing in Egyptian Arabic and adding an Upjohn 

Depo-Provera package tag at the end of each commercial. 

Public relations - The campaign included electronic and print coverage of the physicians' 

seminars, as well as placement on radio and television talk shows, and major newspapers and 

magazines. 

Participation at the two major Egyptian Medical Association OblGyn annual conferences in 

Cairo and Alexandria, respectively. 

Depo-Provera was officially launched in early June at a major Cairo hotel with a physicians' 

seminar that attracted more than 150 leading Cairo oblgyns. The session was chaired by the then- 

Minister of Population and Family Planning, H.E. Professor Dr. Maher Mahran, a prominent 

oblgyn in his own right. Professor Mahran was supported by a lecture panel of distinguished 

professors from several Cairo University medical faculties, a format that would be used for the 

four other seminars. 

After the seminar, Professor Mahran held a two-hour press conference for the many television, 

radio, and newspaper reporters in attendance. The resultant media coverage was excellent. 

Over the four weeks following the Cairo session, physicians' seminars were held in the major 

regional cities of Alexandria, Mansoura, Tanta, and Assiut, providing national exposure of Depo- 

Provera to leading oblgyns and GPs in each region. Attendance at each session averaged 100 

physicians and received local media attention. 

On the day after the Cairo seminar, the two adapted SOMARC Pan-Arab ads began running 

during prime time on Egypt's two major television channels. These ads were continued for a 

year, running until the end of the SOMARC Egypt contract on June 30,1996. 



Print ads appeared in the weekly "population page" of A1 Ahram, Egypt's largest circulation 

daily. Public relations activities commenced with placement of articles in leading dailies and 

inclusion in television and radio health feature programs. Five brochures and pamphlets were 

printed in sufficient quantity to last one year and distribution began. 

Afier the conclusion of the physicians' seminars, MEDTEC sales representatives began the first 

of 150 hospital seminars, typically attracting 20-25 physicians per session, with the support of a 

videotape and print material. A total of 3,150 physicians attended these seminars. 

The launch had an immediate impact. In July, 11,400 vials of Depo-Provera were sold to the 

private sector. By September and October, monthly sales were averaging 13,500 vials, a pace 

that would exceed the annual target. The effect on the public sector (recipient of Depo-Provera 

donated by the UNFPA and, as cited, for many years a strong suspect of leakage from the EPTC 

to the private sector) was even more striking. By August, public distribution of Depo-Provera 

had more than tripled since June, with 79,000 vials distributed. Both the private and public 

sector trends continued through the year and into 1996. An important new method category had 

been successfully introduced to the private sector and the Egyptian public. 

The Revenue or "Return-to-Proiect" Fund 

The additional revenues generated by the August 1994 price increase for all three products 

proved extremely useful in complementing the limited SOMARC advertising and promotion 

budget with additional activities. 

Since the USAID-MECIMEDTEC Revenue Agreement was not signed and operational until 

mid-September 1994, it took several months to accumulate sufficient funds for the return-to- 

project fund to become operational. 



By MarchIApril the fund was sufficient to support the design and printing of a new, long-needed 

technical brochure on the CUT 380-A IUD for physicians, and brand advertising of all three 

products in the weekly population page of A1 Ahram. The latter was implemented at the specific 

request of Minister Maher Mahran for MECMEDTEC and SOMARC to share in the costs of the 

weekly page. 

During the course of the year and through June 30, 1996, SOMARC applied the funds to support 

a range of additional efforts, including: 

Norminest - When the OC was finally returned to pharmacy shelves in August 1995, a 

"relaunch" was necessary to inform both pharmacists and consumers that "Norminest was 

back." The return-to-project fund supported: 

- The printing of new packages and package inserts (the returns were too battered for 

commercial sale and needed repackaging). 

- A new technical folder for physicians. 

- Promotional items, including prescription pads, pens and POP hangers for pharmacies. 

CUT 380-A IUD 

- Extended air time for the 30-second commercial that had first aired in July 1994. This 

continued through 1995 when the product stocks neared depletion. 

- Surgical gloves as promotional items for physicians. 

New Golden Tops Condoms - business card files for pharmacists. 



Extension of Pharmacists Training Program into Upper Egypt -The fund enabled SOMARC 

to design a contraceptive technology update program for pharmacists, utilizing a SOMARC 

curriculum with newly printed materials, for 15 pharmacy seminars in Upper Egypt, where 

low contraceptive prevalence rates were a long-standing concern. 

Print advertising for all three products in popular feature magazines under the A1 Alhram 

publishing group, such as El Ahram, El Reyady, and Nos El Donya. 

SOMARC Personnel Change 

In July, the RA completed his contract as scheduled and left Egypt after 5 112 years to return to 

Washington, DC where he continued to monitor and supervise SOMARC Egypt activities from 

Washington and through scheduled quarterly trips to Cairo for the 1995-1996 program year (July 

1995-June 1996). 

Dr. Mahmoud Youssef, who had ably sewed SOMARC Egypt as marketing consultant on a full- 

time basis since January 1994 continued as a consultant with the functional title of director of 

marketing and operations through June 30, 1996, with the dual task of monitoring the completion 

of USAID-donated contraceptives and, with the former RA's assistance, of effecting a transition 

of contraceptive marketing to the private sector. 

Norminest - Restoration and Efforts to Continue in Private Sector 

As noted in the return-to-project fund section, Norminest, after a 10-month hiatus, returned to 

pharmacy shelves in August with the support of a relaunch campaign highlighted by a television 

spot adapted from the SOMARC Pan-Arab campaign and aired with the support of SOMARC 

Pan-Arab funds. 

As expected, initial sales were high. Third quarter sales totaled 406,062 cycles while the fourth 

quarter showed a slight increase with 409,062 cycles, a marked contrast to the last "normal" 



period, the second quarter of 1994 when 350,228 cycles had been sold. Sales would return to 

normal levels during the first two quarters of 1996. 

Transition to the Private Sector 

On his return to the United States in late July, the former RA contacted David Overin, ~ a r k e t i n ~  

Manager, Africa and the Middle East, for the G.D. Searle Company in England. Searle had 

purchased the Syntex contraceptive line, including Norminest, from Hoffman-LaRoche which 

earlier had bought Syntex Laboratories. 

The Marketing Manager indicated interest in continuing Norminest, with its 22 percent market 

share, in the Egyptian private sector. Accordingly, the former RA set up a series of meetings for 

Mr. Overin in Cairo in October that would coincide with the former RA's first scheduled TA trip. 

Mr. Overin and Dr. Youssef met with senior GOE leadership, including Professor Maher 

Mahran, the Minister of Population and Family Planning, and Dr. Moushira El Shafie, the MOH 

Undersecretary for Family Planning, and in the private sector with the principals of MEDTEC on 

the possibilities of detailing and marketing Norminest. 

Mr. Overin stated that he would pursue Norminest private sector potential on his return to 

England by determining product and packaging sources in an evolving and confusing situation 

resulting from the Syntex product line changeover to Searie. The former RA maintained contact 

with the Marketing Manager through 1995 and into 1996. The results of that dialogue are 

covered under the 1996 section of this report. 

P lannin~  for 1996-1997 

As the result of an overview of SOMARC activities and accomplishments presented by Dr. 

Youssef in September, USAID requested SOMARC to prepare a proposal for the next program 

year that would support the emerging contraceptive marketing private sector and, additionally, 



address the special challenge presented by Upper Egypt, where low contraceptive usage 

continued. 

In response, the former RA prepared a proposal during his October TA trip and presented it the 

Office of Population. In brief, the proposal called for the organization by SOMARC of Egyptian 

contraceptive marketing companies into a viable, responsible group with the objective of 

assuring the continuance of high-quality, affordable contraceptives for the Egyptian consumer. 

The group would be supported by advertising and promotion for those products meeting quality 

standards and reasonable price levels. 

For Upper Egypt, it was proposed to train and utilize nursing graduates at the high school levels 

to serve as outreach family planning educators in their own communities. 

The proposal was well received, with the exception of the Upper Egypt training component 

which was tabled in view of the Mission's as yet undetermined future training plans and 

budgetary considerations. A second draft was prepared and submitted to the Office of Population 

in early December. 

During this time span, IUD sales slowed to a trickle as stocks neared completion. As noted 

earlier, Norminest sales reached high levels, while New Golden Tops condom sales continued at 

satisfactory levels. 

Sales results by unit were as follows: 

IUDs 
Tops (6-packs) 
Norminest cycles 

Third Quarter 

2,877 
373,633 
406.062 

Fourth Quarter 

497 
373,273 
409,062 



Technical Assistance During 1995 

SOMARC Financial Management Consultant Ronald F. Geary conducted a TA trip to Egypt in 

February with the objectives to: 

0 Review and assess the current financial reporting system, and, as appropriate, recommend 

and implement enhancements to the system. 

Obtain an understanding of the controls and reporting requirements of the USAID- 

MECIMEDTEC Revenue Agreement dated September 15,1994. 

The Financial Consultant concluded that the CSMP reporting and revenue systems were "in place 

and functioning without material exceptions." He found no substantive problems or 

modifications to report. He determined that MECMEDTEC needed to begin to provide monthly 

bank statements for the revenue or return-to-project fund on a more timely basis, and that bank 

statements should be accompanied by a reconciliation of the balance per the bank and funds to be 

collected from sales. This was necessary, he stated, as a large percentage of sales were collected 

by post-dated checks, a common marketing practice in Egypt. As a result, MECMEDTEC 

agreed to deposit monthly sales within 30 days after the end of the month. 

The Financial Consultant stated that as of January 31, 1995, the status of the revenue fund 

showed an immaterial difference (LE 00.34) which was most probably attributed to 

MECMEDTEC's adjusting the balance when it was designated as the revenue account. He 

concluded that the inventory balances tested generally agreed with the balances per 

MECMEDTEC's records and reports. 

Under recommendations/next steps, Mr. Geary wrote that the "MECMEDTEC financial 

reporting system is functioning well." He added that SOMARC needed to receive on a more 

timely basis MEC/MEDTEC1s monthly revenue account bank statements and reconciliations in 

order to follow up any discrepancies or differences. This recommendation was implemented. 



The beginning of the calendar year marked the anticipated depletion of the remaining stocks of 

CUT 380-A IUDs and New Golden Tops condoms by June. Because of its ten-month absence 

from the market, Norminest was the exception with stocks as of January 1 projected to be 

completely sold by September. 

Sales results by unit for the first and second quarters were as follows: 

First Quarter Second Quarter 

IUDs (2,874)* 
Tops (6-packs) 372,424 
Norminest cycles 328,800 

* ( ) designates returns. Remaining stocks of IUDs were sold to the Egyptian Family Planning 
Association. 
** Indicates depletion of stocks 

The former RA made two TA consultancy trips in the first six months, one in February and one 

in April. For the February trip, his objectives were to monitor the SOMARC program and to 

refine the proposal for 1996-1997 requested by USAID. During February, he wrote two drafts of 

the proposal, the second of which was accepted by USAID. 

In April, the former RA returned to Egypt with the objectives of working with USAID Office of 

Population staff to assist in the development of a short- and long-term strategic plan to further 

facilitate the transition of contraceptive marketing to the private sector, as well as supporting the 

private sector and the GOE in a coordinated effort to achieve national family planning goals. 

Additional objectives included the monitoring of current CSMP marketing efforts; continuing 

assistance in the transition of Norminest to the private sector; ensuring close coordination 



between the CSMP and the Private Sector Initiative (PSI) component of the Population 111 

Project Consortium in current and future activities; and meeting with senior GOE population 

leadership. 

These objectives were met, notably the subsequent development of a draft document prepared by 

the Office of Population that served as the basis of SOMARC activities for the 1996-1997 

program year and the appointment by G.D. Searle. 

Searle-United Kingdom of MEDTEC is the agent for the continued marketing of Norminest in 

Egypt and the initiation of what would hopefully be a "fast track" registration process of the 

product. Searle stated that for the short term, Norminest would be made available in Egypt 

through manufacture in Canada and packaging in Australia. This global route was made 

necessary by the fact that Searle-U.K. manufacturing and packaging capability would not be 

onstream in England until 1997. 

Additionally, the consultant met with key personnel of the PSI Initiative to arrange and 

coordinate the participation of contraceptive marketing companies at the PSI pharmacists' and 

physicians' training sessions with exhibits and print material for distribution to session 

participants, with the goal of familiarizing participants with the full range of contraceptives 

available to them. Work on this started immediately with Dr. Youssef working closely with 

USAID and PSI to develop a plan and schedule for private sector involvement in the PSI project. 

Outcomes and Conclusions - January 1.1996-July 31.1996 

This section of the report is presented in three sections: 

1. The original objective of distribution and marketing the USAID-donated products to the 

private sector. 



2. Transition of subsidized product marketing to the private sector. 

3. Continuance of SOMARC activities in Egypt, 1996-1997. 

Distribution and Marketine of USAID-Donated Products to the Private Sector 

CUT 380-A IUDs - As of July 31, the MECMEDTEC Contraceptive Social Marketing 

Consortium had sold 728,890 units of the original consignment of the initial inventory of 

731,791 IUDs. With an ending inventory of 2,901 expired units, the consortium had marketed 

99.6 percent of the beginning inventory, an impressive statistic by industry standards. 

New Golden Tops Condoms - Starting with a stock of 4,674,799 six-pack units, the closing 

inventory stood at 10,776 expired units. The latter figure signifies that 99.77 percent of all 

condoms were marketed, again an achievement well above average by industry norms. 

Norminest Oral Contraceptive -As of July 31, 3,398,850 cycles of the original consignment 

of 3,658,107 cycles had been marketed. The inventory on hand was 323,976 cycles, including 

121,500 valid units and 202,467 expired cycles, the latter the result of suspension of 

marketing for ten months described earlier in this report. The sales total signified that 

9 1.15 percent of product had been sold, despite the obstacles. 

Overall, the figures speak for themselves. Operating under SOMARC supervision and 

monitoring, the MECMEDTEC CSMP consortium had carried out the USAID mandate. (A 

detailed breakout of total sales can be found as Attachment F to this document.) 



Transition of Subsidized Product market in^ to the Private Sector 

By mid-year, two Egyptian private sector companies were marketing IUDs: LOGIXBM and 

MEDTEC. In late 1995, LOGIX and MEDTEC had terminated their relationship and by 1996 

LOGIX had appointed the BM Company, a major pharmaceutical distributor which represented 

Boehringer-Mannheim among others, to market the Safeguard CUT 380-A IUD, the Finishing 

Enterprises product. The original retail price was set at LE 10.00, then rose to its current price of 

LE 12.00. 

MEDTEC had switched to marketing the Pregna CUT 380-A IUD, purportedly at the request of a 

senior GOE official. Pregna is produced by FAMY Care of India and has a retail price of LE 

8.50, that was scheduled to be lowered to LE 6.50 by order of the MOH. The company continued 

to market the Organon 250 and 375 Multiload IUDs and, significantly, had successfully urged 

AKZO, the Dutch manufacturer, to lower the respective prices from LE 30.00 and LE 35.00 to 

LE 15.00 and LE 17.00 with the objective of making these high-quality products competitive at a 

social marketing price. 

The lowering of Multiload prices went into effect in July and had immediate results. Monthly 

unit sales volumes of the 250 and 375 rose from 161 and 940, respectively, to 3,728 and 3,421 in 

July, a pace that continued through August, the latest available reporting date. 

LOGIXIBM has experienced problems with a product at a competitive price of LE 12.00, selling 

a modest 1,000 CUT 380-A IUDs per month. LOGIX claims that this is due to the presence on 

the market of an identical product in an almost identical package with a retail price of LE 6.00. 

The source of the "look alike" product is unknown but is rumored to be from MOWEPTC 

stocks. 



Regrettably, MEDTEC is the only private sector company reporting monthly IUD sales to the 

CIIS, the information center under the EPTC that publishes contraceptive sales and distribution 

by private and public sector sources on a monthly basis. Currently, no private sector firm is 

officially required to report contraceptive volume, a situation that will hopefully be remedied but 

one that makes assessment of contraceptive usage impossible to determine for the present. 

Norminest 

Despite repeated attempts by MEDTEC and the former RA to reach G.D. Searlemnited 

Kingdom by fax and telephone during the summer of 1996 to follow up on the initial interest in 

continuing Norminest in Egypt, Searle did not reply. One can only conclude that Searle will not 

continue the product in Egypt, unless the company is taking a different, undisclosed route, which 

is unlikely. 

Condoms 

With the vacuum created by the depletion of New Golden Tops condoms, a number of 

companies entered the condom marketing scene. By mid -1996, an estimated 17 companies were 

involved in importing and marketing condoms, with anecdotal reports indicating many others 

interested in the market. As with IUDs, sales reports are not submitted to the CIIS, thereby 

making it impossible to determine overall condom volume in Egypt. However, current estimates 

put the volume at 20 million units per year. (In 1995, the MECMEDTEC consortium marketed 

9.8 million condoms.) 
+. 

Again, MEDTEC is the only company reporting condom sales, currently at relatively modest 

levels. MEDTEC's several varieties of condoms are of Asian origin and are selling at relatively 

modest levels at acceptable social marketing prices. The most prominent of these was taken on 

after initial contacts by SOMARC. MEDTEC, however, is nearing the end of the bureaucratic 

process required to register Tops as a trade name. Since Tops has been on the market since 1989 

and is synonymous with condom, sales promise to increase considerably. 



For all three method categories, the GOE should be urged to implement a required reporting 

system as this knowledge is essential to the national family planning effort. Required or 

voluntary reporting was one facet of the SOMARC proposal for 1996-1997 activities. 

On May 30, SOMARCITFGI received a scope of work and a request for proposal from the 

contracts office of the USAID Mission to Egypt for the continuance of activities that would 

support the private sector for the July 1996-September 1997 time span. The scope of work 

focused on a range of support for the Egyptian contraceptive marketing private sector, including 

organization of the private sector into a viable working group that would shape policy in 

cooperation with the GOE; IE&C efforts for the private sector that would include advertising, 

promotion, and public relations in support of the specific brands that were considered "social 

marketed products"; and a training component. 

In concert with its subcontractor, Porter/Novelli, TFGI prepared a proposal with a budget and 

attendant documents to the contracts office on June 18. The contracts office responded on June 

26 with the reaction, accompanied by numerous questions, that the proposal and budget were not 

responsive to the scope of work. 

On July 3, TFGI, again in concert with Porter/Novelli, submitted a revised proposal and budget 

to the contracts office's concerns. On July 10, the contracts office informed TFGI that it had 

concluded that TFGI was unable to meet the U.S. Government's requirements for the proposed 

program. This memo effectively terminated negotiations and canceled the continuance of 

SOMARC activities. 

Since SOMARC had continued to maintain operations in Cairo during July in good faith that the 

program would continue, SOMARC submitted a proposal to the Mission for an orderly 

closedown of operations through September 30 utilizing USAID non-Mission funds. This was 

accepted and operations were terminated as of September 30,1996. 



Attachment A 

REQUEST FOR PROPOSAL FOR CONTRACEPTIVE COMMODITY DISTRIBUTION 



kd O m n ~ c o m  PR Network LVasnmgton, DC 20036-3902 

202 973-5800 

202 973-5858 FAX 

July 11! 1993 

Dear Prospective Offeror: 

Enclosed are three separate requests for proposal(RFPs) for the 
sale and distribution of Copper T 380-A IUDs, Norminest oral 
contraceptives, and "gold coin" label condoms. All three 
products are manufactured in the United States of America and all 
three are well established in the Egyptian marketplace. 

Porter/Novelli is arranging these procurements on behalf of the 
United States Agency for International Development (USAID) with 
the approval of the Government of Egypt under the USAID 
Population / Family Planning I1 Project, Number 263-0144. 

The successful bidder(s) will market the IUDs, oral 
contraceptives and condoms as a continuing part of the 
USAID/Government of Egypt contraceptive social marketing program. 
As participants in this program, the successful bidder(s) will 
receive the product(s) at no cost. Financial commitment will be 
limited to providing security for the safekeeping of the products 
and providing full value insurance. 

While a separate proposal is required for each product, your 
company may submit a proposal for one, two or all three of the 
product tenders. Since these RFPs do not involve a purchase 
cost. proposals will be evaluated solely on a technical level as 
specified in each RFP. 

In preparing your proposals, i t  may be useful to bear in mind 
that the Egyptian contraceptive social marketing project which 
USAID supported in the past achieved annual sales of 
approximately 400,000 IUDs, two million cycles of Norminest, and 
15 million units of condoms. 

On the subject of IUDs, detailing and sale to physicians are 
required. in addition to sales and distribution to pharmacies. 
Past experience with the contraceptive social marketing project 
supported by USAID reflects a 60% pharmacy share of IUD sales, 
while physicians/private clinics accounted for 40% 

As noted in each request for proposal, a bidder's conference will 
be held at 11:OO a.m. on Monday, July 19th at the Siag Pyramid 
Hotel. 59. El Mariouteya Street (the Sakkhara Road), Giza, Cairo. 
The products may be inspected on the same day immediately 
following the bidder's conference.. 

Los Angeies Washington. DC and Offices Worldwide 
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Porter/Novellr' 
Omn~com PR Network 

RFP Letter...2 

Prior to. and after the bidder's conference, I will be happy to 
answer any questions you may have up to and through Sunday, 
August 1st. These questions must be submitted in writing and 
will be responded to in writing, with copies of all questions and 
answers delivered to each of the companies which has received the 
requests for proposal. 

Porter/Novelli reserves the right to make contract awards based 
solely on Porter/Novelli's evaluation of the bids. The 
determination by Porter/Novelli is final. 

These requests for proposal in no way obligate Porter/Novelli to 
award any contract, nor do they commit Porter/Novelli to any cost 
incurred in the preparation and submission of a proposal. 

The marketing of these products will be supported by advertising, 
promotion and market research activities directed by 
Porter/Novelli. It is important to note that award and 
implementation of the anticipated contracts for carrying out each 
of the three marketing tasks are subject to the expected 
availability of USAID funding for these supporting activities. In 
the unlikely event that USAID does not provide funding for these 
marketing-related activities, no contracts will be awarded. 

As indicated on each request for proposal, the deadline for 
receipt of the proposals is 4:00 p.m. on Wednesday, August 11th 
at my office at the address indicated below. There will be no 
exceptions to this requirement. 

Thank YOU for Y ur terest and cooperation in this effort. P ,t9 
Sincerely. 

Jestyn Portugill 
Manaeine Direct 
~orter/Novel ~ i ,  Cairo 

9. Rostom Street (Suite 2, First Floor) 
Garden City. Cairo 

Telephone: 355-5690. 355-8634, 355-8679, 356-0015, 356-2052 
Fax: 355-3896 

Encl. 

cc: Dr. Carol Carpenter-Yaman, Director, Office of Population, 
USAID Mission to Egypt 
Dr. Hassan Selim, Administrator, Ministry of International 
Cooperation 



July 11, 1993 

Request for Proposals 

Medical Representation and Sale/Distribution 
of Copper T 380-A Intrauterine Devices (IUDs) to 

Physicians, Pharmacies and Private Hospitals/Clinics 

I. Background 

At the invitation of the United States Agency for International 
Development (USAID) Mission to Egypt, Porter/Novelli (P/N)/The 
Futures Group/SOMARC has agreed to assist in implementing a 
short-term contraceptive social marketing program (CSMP). This 
program is approved by the Ministry of International Cooperation 
of The Government of Egypt. 

The goal of this program is to promote, distribute, and sell 
through private sector channels approximately 730,000 Copper T 
380-A IUDs at an affordable price. In order to achieve this 
goal, Porter/Novelli will contract with a distribution/medical 
representation company serving pharmacies, physicians and private 
hospitals/clinics throughout Egypt. 

As a participant in the CSMP, the distribution/medical 
representation company will receive the Copper T 380-A IUDs at no 
cost to the company. The Copper T 380-A IUD will be sold to the 
consumer public at a retail price of LE 2.00 per IUD. This price 
has been established and directed by The Ministry of Health of 
The Government of Egypt. 

1 1 .  Scope of Work 

The selected distribution/medical representation firm will 
undertake the following tasks: 

- Pick up and transport the CUT 380-A IUDs from current 
warehouse, then store and insure them under safe and 
secure conditions in accordance with the relevant USAID 
storage conditions (for details on storage conditions, 
see Appendix A of this document). 

Insurance coverage will commence with the initial pickup 
and transport of the commodities and will cover the full 
U.S. dollar value of the products, or approximately 
$803,000.00 ($1.10 per unit x 730,000 units). 

- Insert products into packaging provided by CSM Program. 

- Promote the CUT 380-A IUD to physicians. 



- Distribute and sell CUT 380-A IUDs to physicians, 
pharmacies and private hospitals/clinics with particular 
attention to outlets in remote, rural areas. 

- Maintain regular contact with Porter/Novelli. 
- Report monthly and quarterly on sales and promotion 
activities, including client lists and units sold. 

- Allow sales records to be audited. 

- Allow regular, periodic inspection of warehouse for 
inventory checks. 

- Develop an annual marketing plan which will ensure the 
distribution and sales of the entire stock of Copper T 
380-A IUDs by March 31, 1 9 9 5 ,  

- Prepare quarterly review of project progress. 

- Ensure logistics system sufficient to prevent product 
outages at the retail level which will require at least 
an effective warehouse operation and smooth flow of goods 
through the distribution network in keeping with First 
Expiry/First Out (FEFO) procedures. 

- Cooperate with marketing support firms such as 
advertising and market research agencies, as decided and 
directed by Porter/Novelli. 

- Distribute promotional materials as decided and directed 
by Porter/Novelli. 

1 1 1 .  Requirements for Response 

A .  Written Response 

A written response to this RFP is required. Evaluation of 
written proposals will be based on the Evaluation Criteria 
contained on page 5 of this RFP. To determine the validity of 
the written proposals, evaluation will also include, as 
appropriate, follow-up through reference checks, site visits, 
interviews, etc. Porter/Novelli reserves the right to request a 
best and final offer from selected respondents. 



In the written response, the following areas must be addressed: 

- Background information, including incorporation date, 
size, number of employees, etc. 

- Current clients and product line. 

- Current credit terms with customers/clients. 

- Experience and capabilities related to Scope of Work, 
above. 

- Names, titles, and capabilities of staff to be assigned 
to this account (Include a Curriculum Vitae for each). 

- Experience in dealing with government contracts and 
public officials. 

- Description of sales approach to physicians 
(obstetricians/ gynecologists, general practitioners). 
For example, how do you plan to position the product? 

- Number of medical sales representatives (detail men 
calling on physicians) by region, list of physicians by 
specialty covered, frequency of sales calls. 

- Description of distribution system (i.e. packaging 
capabilities; warehouse facilities: central and regional 
where applicable; transport: number of vehicles owned, 
use of contract transport, average delivery time, etc.). 

- Specific description of retail outlets served (number and 
type of outlets served, geographical locations, cycles 
per salesman, etc.) with special mention of how you will 
reach outlets in outlying rural areas. 

- Description of monitoring/accounting systems in place to 
track volume and value of sales. 

- A stated commitment of interest and intent to purchase 
and sell Copper T 380-A IUDs after current stocks are 
exhausted. 

B. Financial Guarantee 

In presenting your bid, please include and specify the form of 
financial guarantee or assurance your company will provide for 
the safekeeping and timely distribution of the IUDs while they 
are in the possession of your company. 



Please note that the successful bidder will be required to pick 
up the 730,000 IUDs on a one-time basis at the warehouse in Cairc 
where the products are currently stored. The products will be 
provided to the selected firm based on a contract between the 
selected firm and Porter/Novelli. 

IV. Bidders Conference 

Prior to the due date, there will be a bidder's conference open 
to all potential responders at which questions concerning this 
RFP may be asked and answered. The bidder's conference will be 
held at 11:OO a.m. on Monday, July 19th at the Siag Pyramid 
Hotel, 59, El Mariouteya Street (the Sakkhara Road), Giza, Cairo. 
The products may be inspected immediately following the bidder's 
conference. 

V. Porter/Novelli reserves the right to accept or reject 
submitted proposals with no reasons given. 

VI. Due Date 

Please have 4 copies of your written response to this Request for 
Proposal arrive at Porter/Novelli, 9 Rostom Street (Suite 2, 
First Floor), Garden City, Cairo, no later than 4:00 p.m. on 
Wednesday, August 11th. This will allow for a comparable 
evaluation of all proposals. No response will be accepted after 
this date. 

I t  is important to note that responses to this Request for 
Proposal. as well as all written and oral communication between 
Porter/Novelli and prospective bidders, including contracts, will 
be in English. 

Please send your written response to: 

Mr. Jestyn Portugill 
Managing Director 
Porter/Novelli, Cairo 
9, Rostom Street (Suite 2, First Floor) 
Garden City, Cairo 



EVALUATION CRITERIA 

Medical Representation and Distribution of Copper T 380-A 
to Physicians, Pharmacists, and Private Hospitals/Clinics 

The contract award will be made to the firm submitting the most 
responsive proposal. Selection will be made based on the 
considerations listed below. It is important to note that these 
considerations are a guide for Porter/Novelli only. 
Porter/Novelli reserves absolutely the right to reach a final 
decision based on its overall judgement. The prospective bidder 
will have no right to question or challenge the final decision, 
or to compare its evaluation results with those of other bidders. 

I. Corporate Capability (45) 

A. Management infrastructure ( 5 )  

B. Accounting systems ( 5 )  

C. Financial capability / Strength of financial guarantee 
(10) 

D. Distribution system (10) 
-Number of outlets covered 
-Geographic distribution of outlets covered 
-Quantity, quality, and maintenance of transport 
-Frequency of sales calls 
-Frequency of delivery 
-Interval between order and delivery 

E. Up-to-date relevant client lists ( 5 )  

F. Quality and experience of staff proposed for project 
use (5) 

G. Quality and availability of warehouse space (5) 



11. Previous Relevant Experience (35) 

A. Experience in detailing physicians, especially ob/gyn 
specialists, private hospitals/clinics, and general 
practitioners (10) 

B. Proven track record in contraceptive detailing and 
sales (10) 

C. Recognized standing in the trade, principals 
represented (5) 

D. Previous experience with detailing and selling IUDs (5) 

E. Experience in dealing with USAID/government reporting 
and auditing requirements ( 5 )  

1 1 1 .  Marketing Strategies (20) 

A. Basic Marketing Plan Outline with appropriate attention 
given to reaching doctors, private hospitals and 
pharmacies in remote, outlying areas (20) 



USAID storage regulations for contraceptive commodities are as 
follows: 

Secure storeroom from water penetration; 

Ventilate storeroom well; 

Light storeroom well; 

Disinfect and spray storeroom for insects; 

Store supplies away from direct sunlight; 

Stack supplies at least 4 inches (10 cm) off the floor, 
preferably on pallets made of wood or steel; 

Stack supplies at least 1 foot ( . 3  cm) away from any wall 
and from other stacks of supplies; 

Separate supplies by lots and in a manner accessible for 
"First-expiry, First-out" (FEFO), counting and general 
management; 

Stack supplies no more than nine feet (3m) high; 

Arrange cartons so identification marks and other labels are 
visible; 

Assure fire safety equipment is available; and 

Separate damaged and/or expired supplies and request 
appropriate permission for disposal. 



July 11, 1993 

Request for Proposals 

Distribution and Sale of Norminest Oral Contraceptives 
to Pharmacies 

I. Background 

At the invitation of the United States Agency of International 
Development (USAID) Mission in Egypt, Porter/Novelli (P/N)/The 
Futures Group/SOMARC has agreed to assist in implementing a 
short-term contraceptive social marketing (CSM) program. This 
program is approved by the Ministry of International Cooperation 
of The Government of Egypt. 

The goal of this program is to promote, distribute, and sell 
through private sector channels 3.6 million cycles of Norminest 
oral contraceptives Bt an affordable price. In order to achieve 
this goal, Porter/Novelli will contract with a distribution 
company serving pharmacies throughout Egypt. 

As a participant in the CSMP, the distribution company will 
receive the Norminest oral contraceptives at no cost to the 
company. Norminest will be sold to the consumer public at a 
retail price of LE 1.05 per package of three cycles. This price 
has been established and directed by The Ministry of Health of 
The Government of Egypt. 

11. Scope of Work 

The selected distribution company will undertake the following 
tasks: 

- Pick up and transport the Norminest oral contraceptives 
from the current warehouse, then store and insure them 
under safe and secure conditions in accordance with the 
relevant USAID storage conditions (for details on storage 
conditions, see Appendix A of this document). 

Insurance coverage will commence with the initial pickup 
and transport of the commodities and will cover the full 
U . S .  dollar value of the products, or approximately 
$936 ,000 .00  ($0 .26  per unit x 3.6  million units). 

- Insert products into unit and display packaging provided 
by CSM program. 



- Distribute and sell Norminest oral contraceptives to 
pharmacies with particular attention to outlets in 
remote, rural areas. 

- Maintain regular contact with Porter/Novelli. 

- Report monthly and quarterly on sales and promotion 
activities including client lists and units sold. 

- Allow sales records to be audited. 

- Allow regular, periodic inspection of warehouse for 
inventory checks. 

- Develop an annual marketing plan which will ensure the 
distribution and sales of the entire stock of Norminest 
oral contraceptives by March 31, 1995. 

- Prepare quarterly review of project progress. 

- Ensure logistics system sufficient to prevent product 
outages at the retail level which will require at least 
an effective warehouse operation and smooth flow of goods 
through the distribution network in keeping with First 
Expiry/First Out (FEFO) procedures. 

- Cooperate with marketing support firms such as 
advertising and market research agencies, as decided and 
directed by Porter/Novelli. 

- Distribute promotional materials as decided and directed 
by Porter/Novelli. 

1 1 1 .  Requirements for Response 

A. Written Response 

A written response to this REP is required. Evaluation of 
written proposals will be based on the Evaluation Criteria 
contained on page 5 of this RFP. To determine the validity of 
the written proposals, evaluation will also include, as 
appropriate, follow-up through reference checks, site visits, 
interviews. etc. Porter/Novelli reserves the right to request a 
best and final offer from selected respondents. 



In the 

- 
written response, the following areas must be addressed: 

Background information, including incorporation date, 
size, number of employees, etc. 

Current clients and product line. 

Current credit terms with customers/clients. 

Experience and capabilities related to Scope of Work, 
above. 

Names, titles, and capabilities of staff to be assigned 
to this account (Include a Curricuium Vitae for each). 

Experience in dealing with government contracts and 
public officials. 

Description of distribution system (i.e. packaging 
capabilities, warehouse facilities: central and regional 
where applicable, transport: number of vehicles owned, 
use of contract transport, average delivery time, etc.). 

Specific description of retail outlets served (number and 
type of outlets served, geographical locations, cycles 
per salesman, etc.), with special mention of how you will 
reach outlets in outlying rural areas. 

Description of monitoring/accounting systems in place to 
track volume and value of sales. 

B. Financial Guarantee 

In presenting your bid, please include and specify the form of 
financial guarantee or assurance your company will provide for 
the safekeeping and timely distribution of the Norminest oral 
contraceptives while they are in the possession of your company. 

Please note that the successful bidder will be required to pick 
up the 3.6 million cycles of Norminest oral contraceptives on a 
one-time basis at the warehouse in Cairo where the products are 
currently stored. The products will be provided to the selected 
firm based on a contract between the selected firm and 
Porter/Novelli. 



IV. Bidders Conference 

Prior to the due date, there will be a bidder's conference open 
to all potential responders at which questions concerning this 
RFP may be asked and answered. The bidder's conference will be 
held at 11:OO a.m. on Monday, July 19th at the Siag Pyramid 
Hotel, 59, El Mariouteya Street (the Sakkhara Road), Giza, Cairo. 
The products may be inspected immediately following the bidder's 
conference. 

V. Porter/Novelli reserves the right to accept or reject 
submitted proposals with no reasons given. 

VI. Due Date 

Please have 4 copies of your written responseto this Request for 
Proposal arrive at Porter/Novelli, 9 Rostom Street (Suite 2 ,  
First Floor), Garden City, Cairo no later than 4:00 p.m. on 
Wednesday, August 11th. This will allow for a comparable 
evaluation of all proposals. No response will be accepted after 
this date. 

I t  is important to note that responses to this Request for 
Proposal. as well as all written and oral communication between 
Porter/Novelli and prospective bidders, including contracts, will 
be in English. 

Please send your written response to: 

Mr. Jestyn Portugill 
Managing Director 
Porter/Novelli, Cairo 
9, Rostom Street (Suite 2, First Floor) 
Garden City, Cairo 



EVALUATION CRITERIA 

Distribution and Sale of 
Norminest Oral Contraceptives to Pharmacies 

The contract award will be made to the firm submitting the most 
responsive proposal. Selection will be made on the 
considerations listed below. It is important to note that these 
considerations are a guide for Porter/Novelli only. 
Porter/Novelli reserves absolutely the right to reach a final 
decision based on its overall judgement. The prospective bidder 
will have no right to question or challenge the final decision, 
or to compare its evaluation results with those of other bidders. 

I. Corporate Capability (45) 

A. Management infrastructure ( 5 )  

B. Accounting systems ( 5 )  

C. Financial capability / Strength of financial guarantee 
(10) 

D. Distribution system (10) 
-Number of outlets covered 
-Geographic distribution of outlets covered 
-Quantity, quality, and maintenance of transport 
-Frequency of sales calls 
-Frequency of delivery 
-Interval between order and delivery 

E. Up- 

F. Qua 
use 

G. Qua 

o-date relevant client lists (5) 

ity and experience of staff proposed for project 
( 5 )  

ity and availability of warehouse space ( 5 )  



11. Previous Relevant Experience (35) 

A. Proven track record in pharmaceutical sales (10 )  

B. Previous experience in retail promotional activities 
( 1 0 )  

C. Recognized standing in the trade, principals 
represented (10) 

D. Experience in dealing wit 
and audit requirements ( 5  

111. Marketing Strategies (20) 

A. Basic Marketing Plan Out1 
given to reaching outlets 

USAID/government reporting 

ne with appropriate attent 
in remote, rural areas (20 

ion 
) 



Appendix A 

USAID storage regulations for contraceptive commodities are as 
follows: 

Secure storeroom from water penetration; 

Ventilate storeroom well; 

Light storeroom well; 

Disinfect and spray storeroom for insects; 

Store supplies away from direct sunlight; 

Stack supplies at least 4 inches (10 cm) off the floor, 
preferably on pallets made of wood or steel; 

Stack supplies at least 1 foot (.3 cm) away from any wall 
and from other stacks of supplies; 

Separate supplies by lots and in a manner accessible for 
"First-expiry, First-out" (FEFO), counting and general 
management; 

Stack supplies no more than nine feet (3m) high; 

Arrange cartons so identification marks and other labels are 
visible; 

Assure fire safety equipment is available; and 

Separate damaged and/or expired supplies and request 
appropriate permission for disposal. 



July 11, 1993 

Request for Proposals 

Distribution and Sale of "Gold Coin" Condoms 
to Pharmacies 

I. Background 

At the invitation of the United States Agency of International 
Development (USAID) Mission to Egypt, Porter/Novelli (P/N)/The 
Futures Group/SOMARC has agreed to assist in implementing a 
short-term contraceptive social marketing (CSM) program. This 
program is approved by the Ministry of International Cooperation 
of The Government of Egypt. 

The goal of this program is to promote, distribute, and sell 
through private sector channels 29 million units of "gold coin" 
condoms at an affordable price. In order to achieve this goal, 
Porter/Novelli will contract with a distribution company serving 
pharmacies throughout Egypt. 

As a participant in the CSMP, the distribution company will 
receive the "gold coin" condoms at no cost to the company. The 
"gold coin" condoms will be sold to the consumer public at a 
retail price of LE 0.75 per package of six units. 

11. Scope of Work 

The selected distribution company will undertake the following 
tasks: 

- Pick up and transport the "gold coin" condoms from 
current warehouse. then store and insure them under safe 
and secure conditions in accordance with the relevant 
USAID storage conditions (for details on storage 
conditions, see Appendix A of this document). 

Insurance coverage will commence with the initial pickup 
and transport of the commodities, and will cover the full 
U.S. dollar value of the products, or approximately 
$1,450,000.00 ($0.05 per unit x 29 million units). 

- Insert products into unit and display packaging provided 
by CSM program. 



- Distribute and sell "gold coin" condoms to pharmacies 
with particular attention to outlets in remote, rural 
areas. 

- Maintain regular contact with Porter/Novelli. 

- Report monthly and quarterly on sales and promotion 
activities including client lists and units sold. 

- Allow sales records to be audited. 

- Allow regular, periodic inspection of warehouse for 
inventory checks. 

- Develop an annual marketing plan which will ensure the 
distribution and sales of the entire stock of "gold coin" 
condoms by March 31, 1995. 

- Prepare quarterly review of project progress. 

- Ensure logistics system sufficient to prevent product 
outages at the retail level which will require at least 
an effective warehouse operation and smooth flow of goods 
through the distribution network in keeping with First 
Expiry/First Out (FEFO) procedures. 

- Cooperate with marketing support firms such as 
advertising and market research agencies, as decided and 
directed by Porter/Novelli. 

- Distribute promotional materials as decided and directed 
by Porter/Novelli. 

111. Requirements for Response 

A .  Written Response 

A written response to this RFP is required. Evaluation of 
written proposals will be based on the Evaluation Criteria 
contained on page 5 of this RFP. To determine the validity of 
the written proposals, evaluation will also include, as 
appropriate, follow-up through reference checks, site visits, 
interviews, etc. Porter/Novelli reserves the right to request a 
best and final offer from selected respondents. 



In the written response, the following areas must be addressed: 

- Background information, including incorporation date, 
size, number of employees, etc. 

- Current clients and product line, 

- Current credit terms with customers/clients. 

- Experience and capabilities related to Scope of Work, 
above. 

- Names. titles, and capabil 
to this account (Include a 

ities of staff to be assigned 
Curriculum Vitae for each). 

- Experience in dealing with 
public officials. 

government contracts and 

- Description of distribution system (i.e. packaging 
capabilities, warehouse facilities: central and regional 
where applicable, transport: number of vehicles owned, 
use of contract transport, average delivery time, etc.). 

- Specific description of retail outlets served (number and 
type of outlets served, geographical locations, cycles 
per salesman, etc.), with special mention of how you will 
reach retail outlets in outlying rural areas. 

- Description of monitoring/accounting systems in place to 
track volume and value of sales. 

- A stated commitment of interest and intent to purchase 
and sell gold coin or similar high-quality condoms after 
current stocks are exhausted. 

B. Financial Guarantee 

In presenting your bid, please include and specify the form of 
financial guarantee or assurance your company will provide for 
the safekeeping and timely distribution of the condoms while they 
are in the possession of your company. 

Please note that the successful bidder will be required to pick 
up the 29 million condoms on a one-time basis at the warehouse in 
Cairo where the products are currently stored. The products will 
be provided to the selected firm based on a contract between the 
selected firm and Porter/Novelli. 



IV. Bidders Conference 

Prior to the due date, there will be a bidder's conference open 
to all potential responders at which questions concerning this 
RFP may be asked and answered. The bidder's conference will be 
held at 11:OO a.m. on Wednesday, July 19th at the Siag Pyramid 
Hotel, 59, El Mariouteya Street (the Sakkhara Road), Giza, Cairo. 
The products may be inspected immediately following the bidder's 
conference. 

V. Porter/Novelli reserves the right to accept or reject 
submitted proposals with no reasons given. 

VI. Due Date 

Please have 4 copies of your written response to this Request for 
Proposal arrive at Porter/Novelli, 9 Rostom Street (Suite 2, 
First Floor), Garden City, Cairo, no later than 4:00 p.m. on 
Wednesday, August 11th. This will allow for a comparable 
evaluation of all proposals. No response will be accepted after 
this date. 

I t  is important to note that responses to this Request for 
Proposal. as well as all written and oral communication between 
Porter/Novelli and prospective bidders, including contracts, will 
be in English. 

Please send your written response to: 

Mr. Jestyn Portugill 
Managing Director 
Porter/Novelli, Cairo 
9, Rostom Street (Suite 2, First Floor) 
Garden City, Cairo 



EVALUATION CRITERIA 

Distribution and Sale of "Gold Coin" Condoms 
to Pharmacies 

The contract award will be made to the firm submitting the most 
responsive proposal. Selection will be made based on the 
considerations listed below. It is important to note that these 
considerations are a guide for Porter/Novelli only. 
Porter/Novelli reserves absolutely the right to reach a final 
decision based on its overall judgement. The prospective bidder 
will have no right to question or challenge the final decision, 
or to compare its evaluation results with those of other bidders. 

I. Corporate Capability ( 4 5 )  

Management infrastructure ( 5 )  

Accounting systems ( 5 )  

Financial capability / Strength of financial guarantee 
(10) 

Distribution system (10) 
-Number of outlets covered 
-Geographic distribution of outlets covered 
-Quantity, quality, and maintenance of transport 
-Frequency of sales calls 
-Frequency of delivery 
-Interval between order and delivery 

Up-to-date relevant client lists ( 5 )  

Quality and experience of staff proposed for project 
use ( 5 )  

Quality and availability of warehouse space ( 5 )  



11. Previous Relevant Experience (35) 

A. Proven track record in pharmaceutical sa 

B. Previous experience in retail promotiona 
(10) 

les (10) 

1 activities 

C. Recognized standing in the trade, principals 
represented (10) 

D. Experience in dealing with US~ID/government reporting 
and audit requirements (5) 

111. Marketing Strategies (20) 

A. Basic Marketing Plan Outline with appropriate attention 
given to reaching outlets in remote, rural areas (20) 



USAID storage regulations for contraceptive commodities are as 
follows: 

Secure storeroom from water penetration; 

Ventilate storeroom well; 

Light storeroom well; 

Disinfect and spray storeroom for insects; 

Store supplies away from direct sunlight; 

Stack supplies at least 4 inches (10 cm) off the floor, 
preferably on pallets made of wood or steel; 

Stack supplies at least 1 foot ( . 3  cm) away from any wall 
and from other stacks of supplies; 

Separate supplies by lots and in a manner accessible for 
"First-expiry, First-out" (FEFO), counting and general 
management; 

Stack supplies no more than nine feet (3m) high; 

Arrange cartons so identification marks and other labels are 
visible; 

Assure fire safety equipment is available; and 

Separate damaged and/or expired supplies and request 
appropriate permission for disposal. 
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M 1 Introduction 

Middle East Chemicals Company Limited (MEC) is one of the largest pharmaceutical 
distributors in Egypt, covering all governorates and approximately 11,000 
pharmaceutical outlets. International Medical Technology Company Limited 
(MEDTECI sales personnel have a proven track record in detailing physicians and 
have had more experience marketing the CUT 380 than any other sales staff in the 
Egyptian market. Because of the two firms' complimentary strengths, MEC and 
MEDTEC are submitting this joint proposal in response to the PorteriNoveIli Request 
for Proposals dated July 1 1, 1993. 

Officials from the two companies have signed a letter of intent demonstrating their 
commitment to jointly carry out the activities outlined in this proposal. A copy of 
the letter of intent is included in Appendix A. MEC will distribute products to 
pharmacies and MEDTEC will promote products and provide direct sales of IUDs in 
clinics, hospitals and family planning centers. 

BACKGROUND 

The Government of Egypt, in response to population growth of one million people 
every nine months, has set a goal of reducing the fertility rate from 4.4 births per 
woman in 1992 to 3.5 births per woman by 1997. Currently, 63.4 percent of 
contraceptive distribution takes place in the private sector. Always an important 
outlet for contraceptive methods, private sector distribution to clinics and 
pharmacies has become the most viable and sustainable method of expanding the 
availability of contraceptives. 

PROBLEM STATEMENT 

Distribution of Egypt's most popular IUD, the CUT 380 is currently at a standstill. 
In order to ensure continuous supply of the CUT 380 in pharmacies and private 
clinics throughout Egypt a nation-wide distribution network with an experienced 
detail staff is needed immediately. The purpose of this proposal is to provide the 
required marketing and distribution resources to allow continuous provision of 
contraceptive methods through the private sector in the short-term, and to open the 
way for long-term provision of contraceptives in Egypt through private sector 
marketing. 

-- - 

Proposal for Dastnbutton and Promorton ot CUT 380 in Egypt 
MECIMEDTEC Frolect, August 10. 1993 



2. Relevant Experience 

MEC is the largest pharmaceutical distributor in Egypt, holding 30 percent of the 
total pharmaceutical market as well as distributing several lines of consumer goods. 
MEDTEC is a newly established pharmaceutical promotion operation that specializes 
in detailing physicians and pharmacists on contraceptive products. 

ACTIVITIES 

MEC currently distributes for seven pharmaceutical companies. Each 
pharmaceutical line is assigned to  a specific sales force. A sales force distributes 
one pharmaceutical line and one consumer product line to pharmacies and hospitals 
throughout Egypt. MEC distributes pharmaceuticals for the following companies: 

Bristol-Myers Squibb Egypt 
Swisspharma (Ciba-Sandoz-Zima) 
Pfizer Egypt 
USAlD (oral rehydration solution) 
PharcoPharrnaceuticalsCompany (Scherer-Mead Johnson-Latima-Biochemi- 
Merz-local products) 
Medicalunion Pharmaceuticals (MUPI (Americanschering-Beecham-Lederle- 
Mepha-LEK-Pharmagon-Syntex-local products) 
South Egypt Drug for lndustries (SEDICOI (Organon-Lederle-Doms-Roim-local 
products) 

e Minapharm Pharmaceuticals and Chemical lndustries (Leo-Domex-local 
products) 

MEC distributes consumer products for the following companies: 

Proctor and Gamb!e (Arlel-Crest-Camay-Zest-Pert Plus-Always-Head & 
Shoulders) 
Johnson Wax Egypt (insecticides-household products) 
Gillette Egypt (razors and razor blades) 
Colgate - Palmolive (consumer products) 
Union Trading Company (local production of tooth brushes) 

As the sole agent for Bristol-Myers Squibb and Alcon Pharmaceuticals Company 
Limited, MEC follows up on importation procedures implemented by EGYDRUG 
(EPTC). A special sales force is employed to assist in the distribution of imported 
products. In addition MEC has its own plant manufacturing cosmetics and 
perfumes under license from Bristol-Myers Squibb (Ingram shaving cream, Mum, 
herbal shampoo) and under its own local brand names (Orly skin cream, Burda skin 
cream and perfurnesl. 

MEDTEC is the sole promoter and distributor for Organon products such as the 
Multiload 250 and the Multiload 375 IUDs and the PregColor pregnancy test. 
MEDTEC is also the sole distributor for "Playmate" and "Condom", two condom 

- - 
Proposal for Oisuibution and Promotion of CUT 380 in E m t  
MEClMEOTEC Project, August 10, 1993 



brands imported by Pharma Center, K-Jelly tubes of lubricating gel and Blue Scan 
lubricating gel for ultrasonography for Al Fayasel Laboratories. MEDTEC's staff 
promotes and details physicians, pharmacists and clinic and hospital staff on the 
contraceptive products MEDTEC distributes. 

EXPERIENCES RELATED TO SCOPE OF WORK 

MEC does not currently distribute contraceptives, but it is the largest 
pharmaceutical distributor in Egypt. MEC has experience in social marketing with 
the USAID oral rehydration solution. 

MEDTEC currently distributes IUDs through detailing and sales visits to pharmacies, 
clinics and hospitals. From the beginning of MEDTEC's operations in February to 
the end of July 1993, MEDTEC distributed 10,663 Multiload IUDs. This 
performance indicates that MEDTEC's sales for the year will be double the sales of 
the CSMP for 1992 and Organon for 1991. MEDTEC also distributed 35,207 
pregnancy tests during the same six month period, when Organon's sales for the 
same product the year before totaled 50,000 for the year. MEDTEC also sold 
100,000 units of condoms at LE 1.25 for a three unit package in June and July, 
1993. This is a large quantity of condoms at this price, as the most popular brand, 
Tops sell for LE 0.75 and make up 99 percent of the market. 

In addition, a large number of the MEDTEC promotional staff for this project (1 5 out 
of 23) previously worked with The Family of the Future/the Contraceptive Social 
Marketing Project, promoting the CUT 380, Norminest and Tops and have had an 
average of three years of experience selling contraceptives. MEDTEC's promotional 
staff, including the sales, marketing, product and general managers already know 
the CUT 380 and how to promote it. 

EXPERIENCES. WITH GOVERNMENTAL CONTRACTSIUSAID 

Before distributing oral rehydration solution for USAID in cooperation with the 
Ministry of Health, USAlD sent a letter to the GOE counterpart giving its highest 
recommendation to MEC as a distributor. In addition, through distributing oral 
rehydration solution, MEC has gained experience working with a GOE agency on 
a USAID sponsored project. The letter of recommendation from USAlD and the 
agreement with the MOH are included in Appendix 0. 

Before establishing MEDTEC. MEDTEC's management was involved in the 
Contraceptive Social Marketing Project, formerly known as the Family of the 
Future. Through this project, the managers became familiar not only with the 
products distributed, but also with the USAID reporting and audit requirements. 
The general manager of MEDTEC was responsible for ensuring timely delivery of 
the required reports and the other managers were responsible for compiling the 
information to produce them. The Financial Manager for MEDTEC worked in the 
Finance and Accounting Department of Family of the Future and will be able to  
produce the required reports for this project. 
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REFERENCES AND SITE VISITS 

References and their addresses/phone numbers are listed in Appendix 8. MEC and 
MEDTEC are prepared to receive visitors from Porter-NovelliISOMAAC and USAID 
to meet the project staff and the sales force; inspect the warehouses, vehicles and 
packaging facilities: and see the offices and the information system. 
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3. Corporate Capabilities 

THE CORPORATIONS 

MEC began activities in 1970 as a partnership and became a limited liability 
company, commercial registration number 191024dated August 23,1978. MEC's 
tax card number is # 473, October 16, 1989, and the company's capital currently 
amounts to LE 3,570,000. MEC's headquarters is located at 5, Samir Sayed 
Ahmed Street in Manial, and the company has branch offices in Cairo, Alexandria, 
the Delta and Upper Egypt (A complete list of branch offices is included in 
Appendix C) .  The company employs 1,309 people and an organizational chart for 
the company is included in Appendix C. 

MEDTEC is registered in the official commercial register, registration # 95044 
March 7, 1993, and began activities in February 1993. MEDTEC's tax card number 
is # 4289 February 15, 1993, and the company's capital amounts to LE 50,000. 
MEDTEC's offices are located at 61, Hussem Street in Dokki. The company 
currently employs 21 people and plans to increase the number of promotional staff 
by 18 and the support staff by six. An organizational chart for the company is 
included in Appendix C. 

MANAGEMENT INFRASTRUCTURE 

For marketing and distributing the CUT 380, the two companies will form a special 
project. CUT 380 will be distributed with the Pharco Pharmaceutical line of MEC. 
This sales force currently distributes a consumer product line, Gillette, (each 
division of MEC distributes one pharmaceutical line and one consumer product line) 
but this line will be moved to another division and replaced with a contraceptive line 
of ~ roduc ts  if the project receives the contract. This line will include onlv the CUT 
38.0 and any other USAID donated contraceptives for which the is the 
chosen distributor. The Pharco Pharmaceutical line includes 66 D ~ O ~ U C ~ S ,  none of 
which are contraceptive methods, so the Pharco line and the contraceptive line will 
compliment each other. The Pharco line was chosen as it offers nation-wide 
coverage and it has the most experienced sales staff. 

149 MEC administrative staff members will contribute 10 percent of their time and 
89 marketing staff members will contribute 50 percent of their time to  the project. 
MEDTEC administrative and marketing staff devoted to the project will include 12 
and 33 respectively, and each staff member will contribute 75 percent of his time. 
An organizational chart for the project and resumes for the principal managers of 
the project are included in Appendix C. 

The project director will be the chairman of MEC, Hossam Omar. Each of the two 
companies will appoint a coordinator for the project, the Commercial Manager of 
MEC and the General Manager of MEDTEC. The principal managers will also 
include the Pharco Division Manager for MEC and the Central Marketing staff for 
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MEDTEC. The project will benefit from the strongest aspects of the management 
systems of the two companies. Both companies have strong reporting systems in 
place and the accounting system and information system of MEC, with some 
modifications specific to the project, will be used. 

ADMINISTRATIVE RESOURCES 

Accounting System 

The MEC accounting system is fully computerized. Each branch has a PC using the 
DOS operating system and internally developed software. Customer orders are fed 
into the PCs and the software checks product availability and prints the invoice for 
customer collection by type (cash, post-dated check or returned goods). The PCs 
produce reports indicating invoice details, returns, net sales, collections, stock 
movement and outstanding invoices. Using the double entry accounting system 
and these daily reports, accounting entries are prepared and delivered to  the central 
accounting department. 

MEC's general accounting department uses the Novel network and custom- 
designed software that includes the ability to track data on fixed assets and 
purchasing. There is a special program for following up on incoming and outgoing 
checks, and this system is integrated. The Treasury Department follows bank 
collections using Lotus 123 and Macros. 

Accounting procedures are followed by the accountants in the branch offices and 
controlled by sales accounts in the head office. All accounting entrres are audited 
by the ~nternal auditing staff before they are posted in the PCs. MEC's financ~al 
year ends December 31, and the company's external auditor is Hazem Hassan and 
Company. (A flow chart of the MEC collection cycle is included in Appendix Dl. 

MEDTEC's accounting system is not fully computerized, although the company 
does have the Lotus 123 spreadsheet program for producing financral reports. The 
company employs a Financral Manager, a General Accountant and an Internal 
Aud~tor. Payments are recetved by the promotional staff and given to the Regronal 
Supervrsors. The supervrsors remlt the payments to company headquarters, where 
the collecttons are recorded and deposrted in the bank. The company's financtal 
year ends December 31, and the external audrtor IS Mostafa Al Nasharty and 
Company. 

MEC will bear primary responsibility for the accounting requirements of the project. 
All sales representatives will keep separate invoices for the products distributed as 
part of the project. MEDTEC will reimburse MEC for sales made, and MEC will 
prepare project accounts. 
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Information system 

Both MEC and MEDTEC have computerized information systems, but because 
MEC's system can provide more detailed information than MEDTEC's system, 
MEDTEC wiil provide its data to MEC for inclusion in MEC's system. 

The information system of the project will begin with recording every invoice. 
Separate invoices will be issued for products distributed through the project. Each 
invoice is entered using codes for geographic location of the customer and 
information on the sales person. Output can produce sales records per item per 
outlet. All aggregated sales information will be produced. Monthly and quarterly 
sales reports will be produced within ten days after the end of the month. The 
system will provide reports on the performance per territory and per representative 
to allow for efficient monitoring. The system also provides information on credit 
and collections. Monthly reports on distribution of ail products are given to  
lnformation Medical Statistics IIMS). 

The information system will be used by the project to monitor c!inics and 
pharmacies to  ensure that they are distributing the product to consumers only and 
are not reselling large quantities. Each invoice will include a statement to be signed 
by the physician or pharmacist saying that he is purchasing the CUT 380 for sale 
to consumers only. Sales records per outlet will allow project management to  
monitor clients who purchase large quantities. Approval from project management 
will be required for orders over a size to be determined. Finally, supervisors will 
follow-up by making visits to purchasers of large quantities to make sure that the 
quantities purchased are available on the premises. 

FINANCIAL CAPABILITIES 

MEC has a gross operating income of approximately LE 9.5 million lcomplete 
financial statements are included in Appendix El. MEDTEC has revenues of LE 9- 
10.000 per month. 

The project wiil provide an insurance policy for the inventory of contraceptives. 
The policy will cover fire, theft, and water damage, for the total value of goods on 
hand based on the USAID purchasing price. El Shark Insurance Company has 
agreed to  provide a policy for the full value of the CUT 380 stock, or LE 2,694,868. 
The cost of insurance will decrease based on the amount of goods sold. 

The project will also provide a bank letter of guarantee for the total retail value of 
goods to  guarantee: storage conditions, distribution of products according to the 
conditions of the contract and return of goods to  Porter/Novelli in case of 
cancellation of the agreement. The letter of guarantee will be for the full value of 
the consumer price of the CUT 380, or LE 1,460,000 and will decrease every three 
months as the products are distributed and sold. The letter of guarantee from the 
bank and the insurance policy can be completed within one week after receiving the 
contract from SOMARC. 
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DISTRIBUTION SYSTEM 

Number of outlets covered 

MEC covers approximately 1 1,000 pharmaceutical outlets, 72 percent of which are 
in rural or remote areas. MEDTEC covers 7,500 physicians (3,500 OBIGYNs and 
4,000 general practitioners and others). The CUT 380 will enjoy the same 
widespread distribution as the other projects of the two companies. A client list 
for both companies will be provided upon request. 

Class of outlets 

MEC divides pharmacies into three categories according to purchasing power and 
sales volume. Category A represents 18 percent of the number of outlets and 41 
percent of sales, category B represents 31 percent of outlets and 38 percent of 
sales, and C represents 49 percent of outlets and 21 percent of sales. Emphasis 
is placed on reaching categories A and B with two  sales calls per month and outlets 
in category C receive one sales call per month. A summary of pharmacies by 
category and branch is given in Table 1. 

Table 1. Classification of Pharmacies 
Private 

Branch A B C Hospitals Total 

Cairo East . 309 756 1,477 43 2,745 
Cairo West 514 700 1,078 69 2.361 
Mansoura 388 756 1,288 20 2,452 
Alexandria 366 655 787 34 1,842 
Sohag - 348 - 456 566 - as 

Total 1.925 3,323 5,196 214 10,658 
Potential 41 % 38% 21% 100% 
Frequency of calls per 2 2 1 
month 
Number of calls per month 3.850 6,646 5,196 15,692 

If the number of calls is divided by 20 working days per month and 15 possible 
calls per day for the sales representative, the number of sales representatives is 53. 
Each sales representative is responsible for about 200 pharmacies. 

Sales representatives use customer cards to maintain a record of customer and 
product information. The card also provides space for clients to stamp the date of 
the visit on the card. ~ccord ing to the daily routing for each salesman, a file of 
customer cards is prepared for him daily, so each day he picks up his cards for that 
day and returns the cards from the day before. A copy of the customer card is 
included in Appendix F. 
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The following table outlines the number of visits for promotional representatives by 
customer category. 

Table 2. Classification of Promotional Staff clients 
Type A B C Total 
Gynecologists 1.000 1,000 1.500 3,500 
General Practitioners and 1.ooo1.ooo2.ooo 4.ooo 
others 

Total Clinics 2,000 2.000 3,500 7,500 
Number of visits - 1.5 2 - 1 - 
Total visits per quarter 4,000 3,000 3.500 10,500 

Hospitals 300 
Pharmacies 1.925 
Frequency of calls per 2 
quarter 
Number of calls per quarter 3.850 300 - 

Each promotiocal representative must make three to four visits to pharmacies and 
six to  seven visits to  clinics per day. There are 285 working days in one year. The 
number of hospital visits varies according to territory. 

Geographic Distribution 

MEC's distribution system reaches all governorates. Regional offices for the Pharco 
line are located in El Haram and El Koba in the Cairo region, Zizenya in the 
Alexandria region. Mansoura in the Delta region, and Sohag in Upper Egypt. 
MEDTEC reaches physicians and pharmacists in all governorates, and has 
representatives in Cairo, East and West Delta, and Upper Egypt. The project will 
provide nation-wide coverage, offering a total of 53 sales representatives or order- 
takers and 23 detailers, who provide product information. Table 3 demonstrates 
the distribution of sales representatives, detailers and distributors. 

Table 3. Project Sales and Distribution Staff by Region 

S d U  
R e p m n n a h r ~  Dmilen Dlrtrlbuton 

(MECI IMEDTECI IMECI 

Cairo East 13 6 5 

Cairo West 11 6 5 

Alexandria 12 4 5 

Mansoura 8 4 4 

Sohag 9 - 3 - 4 

Total 53 23 23 

Using the historical data available in MEC's computer data base, the sales potential 
for each line of products in each geographic area are calculated as a percentage for: 
all of Egypt, branch, governorate, city, territory, and "brick". Annually the target 
for each product is entered into the computer and broken down into monthly 
targets according to the seasonality of the product. Thus on a monthly basis MEC 
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prints sales targets from each sales representative in units and value per product 
per "brick". 

For the project, MEDTEC divided the targets for CUT 380 sales for all Egypt into 
potential per governorate, as MEDTEC has more experience than MEC with this 
product. The smaller geographic levels, cities, territories and "bricks", will be 
calculated using MEC's system. A computer printout showing potential per "brick" 
within one territory is included in Appendix F. 

Quantity. quality, and maintenance of transport 

Based on the total number of monthly calls by sales representatives 11 5,692), 22 
working days per delivery truck per month, 25 poss~ble deliveries in one day and 
the assumption that 80  percent are calls resulting in an order, 23 delivery trucks 
are required for this project. Additional trucks will be required to ship product from 
the main warehouse to the auxiliary warehouses. 

Of MEC's 134 trucks and vans, 28 will be used for the project. They include one 
1 -ton, one 1.5-ton, six 2-ton and 17 3-ton trucks. The average age of the trucks 
is 4.87 years. In addition, 6-ton trucks will be used to carry product from the main 
warehouse to auxiliary warehouses. Maintenance for trucks is provided internally. 
In one month, a truck is used for an average of 24 days and receives an average 
of three days of routine maintenance in addition to  necessary repairs. MEC has five 
garages and each garage has three trucks in reserve. These reserve trucks prevent 
MEC from missing any deliveries. A complete list of vehicles is included in 
Appendix F. The time between order and delivery is usually 24 hours but can reach 
a maximum of 72 hours in rural areas. 

Sales representatives and detailers use their own vehicles and are compensated for 
transportation costs. 

Delivery system 

Every morning upon receiving the orders from the day before, the branch managers 
check the orders for availability of goods and customer financial situation. Then the 
orders are given to the computer operators who process the invoices. When 
invoices corresponding to a truck load are processed, the computer automatically 
begins "loading" the next truck. Pick slips for each truck load are sent to  the 
warehouse keeper who provides the goods to the delivery man who loads the 
truck. This cycle takes less than three hours. 

All deliveries are against checks or cash. The next day, the delivery man gives 
collections to the cashier and any returned goods to the warehouse keeper. All 
collections documents are processed by the computer, which prints bank deposit 
information. By the end of the day, all collections are deposited in the branch bank 
account and the deposit slip is delivered to the branch accountant. 

One month of back-up stock will always be present in auxiliary warehouses plus 
enough stock to  cover the estimated sales for one cycle (1 5 days). One and a half 
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months' supply wiil be present in each aux~iiary warehouse at the beginning of 
every month, according to the targets. Every 15 days, the quantities sold w ~ l i  be 
comoensated. 

CURRENT CREDIT TERMS WITH CUSTOMERS 

MEC's current credit terms differ with different manufacturers' lines, but usually, 
a 60-day credit term is applied by accepting post-dated checks at the time of 
delivery. A 4 percent discount is offered for cash payments. There is no limit to 
the size of the order for which credit can be offered, but if a customer's check is 
returned, he must pay in cash for at least two  orders before he receives credit 
again. 

MEDTEC's system for extending credit to  pharmacies is nearly the same as that 
for MEC, but the system for clinics differs from MEC's because the time-table for 
selling to pharmacies is different than the time-table for selling to clinics. Often, 
clinics receive the product during the sales call. If the clinic provides a check upon 
receipt of the product, the check may be post-dated 30 days. i f  no payment is 
received when the clinic receives the product, the detailer returns after thirty days 
to  collect cash or a check with the current date. 

Because of the differences in the time-tables for selling to pharmacies clinics, the 
project will maintain the two systems outlined above. Also, i t  wiil be easier to  
ensure that credit terms are followed by the sales staff, as the terms will be the 
same as for other products they work with. 

STAFF AND SUPERVISION 

The central marketing staff of MEC consists of seven sales managers, three 
commercial managers and one commercial division head. One sales manager, one 
commercial manager and the head of the Pharco Division wiil oversee this project. 
MEDTEC's central marketing staff includes a marketing manager, a sales manager 
and a product manager reporting to a general manager, who works w ~ t h  an 
asslstant general manager. Resumes for the MEC and MEDTEC central marketing 
staff for this project are lncluded in Appendix G with a list of MEC sales 
representatlves. 

MEC and MEDTEC will provide the project with an experienced promotion and 
distribution team. The 53 sales representatives and 23 distributors have an 
average of two  years of experience in selling and distributing their current line of 
pharmaceuticals. The promotional team not only has experience distributing 
pharmaceuticals, but many members of the team have had significant experience 
promoting contraceptives, including experience with the CUT 380. Table 4 
presents the experience of the promotional team. 
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Table 4. Promotion Team Years of Experience 

Name Pharmaceuticals Contrece~tivea CUT 380 
~ - 

fyeers) fyears) fyeara) 
1. Tarek Al Farnawany 2.0 1 .5 
2. Tarek Helal 2.0 1.5 
3. Adel Ghayeth 2.0 1.5 
4. Mohsen Shoukry 5.5 5.0 
5. Atef Abdel Samad 4.0 0.5 
6. Atef Al Kordy 5.5 5.0 
7. Amrou A1 Hadad 4.5 4.0 

8. Adel Adeeb 9.5 9.0 
9. Eva Roushdy 2.0 1.5 
10. Albert Isaac 0.5 5.5 5.0 
11. Said A1 Ragabawy 8.0 8.0 
12. lbrahim Al Shabury 3.0 3.0 
13. Adel Saber 3.0 6.0 6.0 
14. Mariam Aziz 1.5 1.5 
15. Nasser Mohamed 0.5 9.0 9.0 
16. Hassan Bahgat 4.0 4.0 
17. Sameh Adeeb 4.0 
18. Maged Samir 1 .O 
19. Alae Yousset 3.0 
20. Talaat Morcos 1 .O 
21. Nabil Nasr 1 .O 
22. nle 
23. nla . Promotional representatives 1-10 are currently working for MEDTEC. Representatives 11-1 6 

are standing by to join ths team if the contract is awarded. and previously promote the same 
products as part of the CSMP marketing staff. Representatives 17-21 have past experience 
in promoting pharmaceuticals and are on stand-by to join the projact. Representatives 22 and 
23 will be recruited and assigned at the beginning of the assignment if the contract is awarded. 

Internal sales staff communications 

One of the key issues in the project will be cooperation and communication 
between the salesldistribution team and the promotion team. To facilitate this, 
MEDTEC promotional staff will have offices in each of the MEC Pharco branch 
offices. Sales representatives and promotional representatives covering the same 
territories will be in contact daily. Their incentives will be calculated jointly 
according to territory rather than individually, except for the 40 percent of IUD 
sales that promotional staff must make to clinics. 

There will be a regional staff meeting every 15 days for promotional and sales staff. 
A monthly meeting will be held for supervisors and central marketing staff from 
MEC and MEDTEC. The MEC Pharco Branch Manager and the MEDTEC Central 
Sales Manager will coordinate activities. Together they will analyze monthly 
achievement fgr the regions and arrange for incentives to be paid one month after 
achievement. 
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Reporting 

Reporting within the MEC sales force is as follows: 

Daily 

Sales representatives report to their supervisors and branch managers and 
supervisors report to the branch managers. 

Weeklv 

Branch managers report to the area and national sales managers. 

Monthly 

Area managers prepare a report for general area managers, who prepare 
reports for the General Manager. The national sales managers prepare 
reports for the commercial managers, who prepare reports for the 
commercial director. The commercial director then prepares a report for the 
general manager. 

The MEDTEC promotional staff makesdaily, weekly, monthly and quarterly reports, 
which outline the number of clients and quantity of sales and visits achieved during 
those periods. Sales supervisors report to the sales and marketing managers on 
their promotional staffs weekly, monthly and quarterly as well. 

Supervision and Evaluation 

The daily performance of MEC sales representatives is monitored through 
approximately 3,000 calls per month by branch supervisors, branch managers, area 
managers. sales managers and commercial managers. Sales representatives are 
evaluated on the bases of routing, performance, coverage, speed of delivery, 
availability of product in pharmacies, and field training. 

MEDTEC promotional staff is evaluated on the basis of percentage of targeted 
sales, percentage of targeted visits, and percentage of targeted orders as well as 
on filing timely and complete reports, attitude and demeanor and follow-up visits 
carried out by supervisors. The supervisors make a minimum of 24 follow-up visits 
to clients per week to make sure that members of the promotional staff have 
called. These bases of evaluation ensure that the promotional staff is not only 
making sales but is also giving the desired level of coverage in terms of clients 
reached. 
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Compensation of Marketing Staff 

The average compensation package including base salary and incentives for MEC 
sales representatives is LE 1,250 per month. For MEDTEC, the average 
compensation is LE 800 per month. 

Currently, MEC's sales staff earn a base salary, monthly incentives, annual 
incentives and transportation and car allowance. Each representative receives 
commission based on coverage and frequency of calls (measured by percentage of 
targeted calls completed). percentage of sales target achieved (in LE and in units), 
a bonus for reaching 95 percent of annual target and special incentives for returned 
check collections. MEDTEC's promotional staff currently receives base salaries and 
a flat rate of commission. 

The project wil! apply the same incentive system as currently used by MEC, and the 
promotional staff and distribution staff will be awarded incentives based on 
achievement by geographic target rather than on individual targets. This will 
encourage good communications between the promotional and sales staffs of the 
two companies, as they will depend on each other for achievement of their targets. 

Supervisors and branch managers for MEC receive a base salary, monthly 
incentives, annual incentives, and transportation and car allowance. Supervisor 
incentives are based on target achievement, collections, and reporting 200 
supervision calls per month. Incentives for branch managers are based on target 
achievement, collection, proper returns and reporting 2 0 0  supervision calls. ~ i e a  
sales managers and commercial managers receive a base salary, monthly incentive, 
annual bonus, and transportation and car allowance. Their incentives are based on 
target achievement, collections and reporting 140 supervision calls. 

WAREHOUSES 

The main warehouse for the project will be MEC's main warehouse, located on 
Imam Mohamed Abdou Street, Mansoura. The main warehouse has 800 square 
meters available for the project's goods and has four employees. Auxiliary 
warehouses for the project include: 

El Koba warehouse (MEC), 24 El Shakh Ghorab Street, El Koba, Cairo 
El Haram warehouse (MEC), 7 Salah Maghraby, El Haram, Giza 
Mansoura warehouse (MEC), 37, Aly Bash Mobarek Street, Torail 

0 Alexandria (MEC), 7 El Doha Street, Zizenya 
Sohag (MEC), 12 El Gomhoria Street, Sohag 
El Haram (MEDTEC), 6 Sadat Street, El Haram, Giza 

All of the warehouses meet the USAID requirements for lighting, ventilation, fire 
safety and four-inch pallets and the MOH licensing requirements for pharmaceutical 
storage. All of the warehouse facilities of the project will operate under the FEFO 
system, will stack product no more than three meters high and no less than one 
foot from the wall. 



Of the 800 square meters available in the main warehouse, 100 square meters will 
be a separate packaging area. There will be 15 packaging workers for all 
contraceptive products and five specifically for CUT, working seven hours per day, 
six days per week until all products are packaged. Each worker can package 110 
units of CUT 380 per hour. The project will use the product packages provided by 
Porter-Novelli/SOMARC. However, the project will provide shipping cartons for 
transporting goods from the main warehouse to auxiliary warehouses and from 
auxiliary warehouses to pharmacies. 
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4. Marketing plan 

MARKET ANALYSIS 

For the Contraceptive Social Marketing Project ICSMPI, the sales target for 1992 
was 409,000, and with samples, the distribution target was 413,090. The 
MEDiEClMEC project will cover the same types of private sector outlets as the 
CSMP. The demand for lUDs increases by approximately 20 percent per year, so 
the demand for IUDs in 1993 and 1994 can be calculated as 495,708 and 594,850 
respectively. For one quarter in 1993 and four quarters in 1994, the total demand 
can be calculated as 71 8,777. Because of a lack of supply of CUT 380 in 1993, 
there will be unsatisfied demand in the last quarter, so the project will estimate its 
distribution to be 130,000. In 1994, because the project has a larger distribution 
staff, a larger client base and a more efficient operating system than the CSMP, 
distribution can be estimated at 600,000. 

While there are other IUDs available in Egypt, the CUT 380 is considerably more 
affordable than its competltors and enjoys a market share of approx~mately 96 
percent. The prlce advantage held by the CUT is demonstrated by the fact that in 
a 1992 consumer survey, 61 percent of non-users of IUDs stated that they would 
not pay more than LE 35 to obtam an IUD. The Multiload lUDs are known for ease 
of insertlon, and they also have a low expulsion rate. The Nova T IUD is the most 
expenswe in the Egyptlan market, and fewer Nova T users expertence bleeding. 

Table 5. IUD Prices in Egypt 

IUD 

Multiload 250 

Multiload 375 

Nova T 

CUT 380 

Price (LE) 

41 .OO 

46.00 

60.00 

2.00 

According to  a 1992 pharmac~st and phys~c~an study, they believe that CUT 380 
is popular, affordable and su~table for thelr customers and patients. Pharmac~sts 
percelve the quality of the CUT to be equal to that of the Multiload and higher than 
the quality of the Nova T. Of the physic~ans surveyed, 74.7 percent said that the 
CUT was the brand they Inserted the most often. 

Proposal for Oismbunon and Rornonon of CUT 380 in EgWf 
MEC/MEOTEC Projeot. August 10. 1993 

16 



I 

f MARKETlNG STRATEGIES 

Product Positioning 

The CUT 380 IUD is still in its growth stage and there are no competitors in the 
same category. While other IUDs are positioned for more specific groups, the CUT 
380 is appropriate for most active, healthy women. The CUT 380 will be 
positioned as the most popular and affordable IUD, which is acceptable for most 
women. The CUT 380 also has a longer shelf-life and longer protection than other 
IUDs. 

The main target audience for the project's promotional efforts 
They are opinion leaders in the field and have a high level of 
The message for physicians will be that as the most popular 

for the CUT 380. They are very familiar with the product. 

380 will provide doctors with a product that will be requested by patients. Most 
doctors who have received IUD insertion training have received insertion training 

Women who have completed their families make up the other target audience. 
They are characterized by desiring a method of contraception that does not require 
daily action. The IUD is ideal for them. The CUT can provide them with the long- 
term, effective protection they need at a price that is affordable. 

DistributionlQuantitative objectives 

The distribution system was described in the Corporate Capabilities section. Sales 
targets for the CUT 380 have been developed according to the system mentioned 
above and are included in Appendix H. The project will cover all governorates. The 
total sales target of 722,700 will be reached in five quarters. Samples amounting 
to 1 percent will be given, so total distribution in five quarters will be 730,000. 
The target for clinics makes up 40 percent of the total target. 

Pricing 

The project will offer CUT 380 at a retail price of LE 2.00. Pharmacies and clinics 
will receive a discount of 20 percent. Samples will be given as 1 percent of the 
quantity purchased. 

Promotion 

While promotional and advertising materials will be provided by SOMARC, the 
project's promotional team will work in conjunction with Porter/Novelli-SOMAAC 
to develop promotional materials. The following promotional tools and channels are 
suggested for the CUT 380: 

- 
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Interpersonal communication 4 . 6 . 7  

Promotional visits will increase professional prescriptions. The promotional 
team will remind physicians of the unique features of the CUT 380, stressing 
the low price. This will be implemented by MEDTEC. 

As much of the promotional activity for the CUT 380 will be interpersonal 
communication, printed promotional materials should be provided to aid the 
promotional staff in detailing physicians. Printed materials will be provided 
by SOMARC. 

Advertising 

Advertisements in medical magazines will remind physicians of the CUT 
380. SOMARC will provide funds for printed advertising. 

0 Advertisements in women's magazines could provide new acceptors of the 
CUT 380. SOMARC will provide the funds for printed advertising. 

Public Relations 

0 Conferences and seminars should be held to create favorable attitudes 
toward the CUT 380 among medical professionals and communication 
leaders. Conferences will be sponsored by SOMARC. 

Speakers will be selected from among university staff and heads of 
departments in city hospitals. Communication leaders will also be invited. 
Conferences will be sponsored by SOMARC, but MEDTEC will help to  
arrange speakers and facilities. 

0 The project will provide New Year's promotional gifts for clients to  promote 
the project and its products. This will help to build a strong relationship 
with clients and allow the project to continue distributing contraceptives in 
the future. 

Training 

Introductory training should be offered at the beginning of the project. The 
promotional teams will require training to use the new promotional materials 
and to update their selling skills and the sales representatives will require 
product specific knowledge. Training will be sponsored by SOMARC, but 
the introductory product training will be given by the MEDTEC Product 
Manager and the sales skills training will be given by the MEC Commercial 
Manager. 

0 In addition to introductory training at the beginning of the project, refresher 
training will be offered at the quarterly marketing staff meetings. These 
meetings may be sponsored by SOMARC. 
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5. Project Tasks 

MEC will provide distribution, transportation, warehousing, and packaging of the 
CUT 380. MEDTEC will promote the CUT 380 at clinics, hospitals and pharmacies. 
distribute promotional materials and cooperate with marketing support firms. 
MEDTEC will work together with SOMARC to create and implement a promotional 
and media plan. 

Both companies will bear the financial responsibility of purchasing insurance and 
a bank letter of credit although MEC will initially purchase these items and will be 
reimbursed by MEDTEC. While Dr. Hossam Omar will be the prmary contact 
between the project and Porter/Novelli, both companies will maintain 
communications with the Porter/Novelli representative in Cairo. Both companies 
will work to prepare an annual marketing plan, prepare monthly and quarterly 
activity reports and quarterly reviews of project progress. 

Assuming the project is awarded the contract by September 1, the sales and 
promotional staff can begin selling and distributing by October 1. From the day the 
project receives the goods, the project will take one month to prepare for 
distribution and 15 months or five quarters to distribute them. To follow are 
schedules for task completion. 

Proposal for Oistributian and Promotion of CUT 380 in E m t  
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Tasks for October-December, 1993 

1 I 

Task 

Package CUT 380 ------------------ --. 
mp for the statement 

Initial promotion and distribution x x x x 
staff meeting including training 
and product introduction. 

Distribute product x 

I Promote product I I x I 1 1 1 1  
Supervisor visits x x 

l~oordinate orornotional ideas for I I x 1 ,  

I Develop annual marketing plan I x x I 
Monthlv activitv reoorts x I x 

Proposal for Distribution and Promotion of CUT 380 in Egypt 
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Packaging .. x 

Tasks January 1 9 9 4 - M a r c h  1995 

I Quarter I 
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6. Future Perspectives 
MEC and MEDTEC will cooperate after the supply of contraceptives for the current 
project has been distributed to maintain the continuous supply of contraceptives for 
the Egyptian market. Project management has already begun to outline the plan for 
future distribution of contraceptives by contacting international manufacturers of 
contraceptives including: 

Finishing Enterprises Inc.. USA to import, assemble, back and sterilize CUT 
380 and CUT 200 IUDs in Egypt. This project, which is still under 
negotiation, could potentially receive support from USAID. 

Arab Center for Pharmaceuticals and Chemicals, Jordan, to import 
Sendocine 9, a contraceptive foaming tablet. 

Fuji Latex Company, Ltd., Japan, for the local processing and packaging of 
condoms. 

AKZO, Pharrna Division (Organon), Holland, to import and distribute 
Marvillon oral contraceptive, Megesteron injectable contraceptive and the 
Multiload IUD. 

These activities will take place after the termination of the current project in March. 
1995 and will rely on the staff and financial capabilities of MEC and MEDTEC. 
Documents reflecting these activities are included in Appendix I. 
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Letter of Intent 
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STATEMENT OF INTENT 

This statement is to  declare the interest of the business groups; 

1. The Middle East Chemicals Company Limited, (MEC) and 
2. The International Medical Technology Company Limited, (MEDTEC), 

in working together for the purpose of distributing and promoting contraceptives: 
the CUT 380 IUD, Norminest oral contraceptives and Gold Coin condoms; to 
private sector pharmacies, clinics and hospitals in Egypt as indicated in the RFPs 
issued by Porter/Noveili-SOMARC on behalf of USAID and the Egyptian Ministry 
of International Cooperation. 

The two  companies agree to work on the following bases: 

1 .  The companies will respond jointly to the RFPs and act together in full 
cooperation to  achieve the objectives and duties outlined in the proposals. 

2.  MEC will undertake the following responsibilities: 

- Distribute the three products to  private pharmacies all over Egypt 

- Provide warehouses according to  the needs of the project and t o  the 
presented proposal 

- Take over the accounting system of the project 

- Take over the information system of the project 

- Take over the packaging process of products 

3. MEDTEC will undertake the following responsibilities: 

, Promote and detail the three products to private clinics and hospitals 
throughout Egypt. 

- Perform direct sales of an amount not less than 40% of the total 
amount of CUT 380 IUDs to private clinics and hospitals 

4. The t w o  companies will be responsible for: 

Reporting monthly and quarterly to  PorterINovelli-SOMARC on project 
development as indicated in the proposal 

- Provide the financial guarantees for SOMARC, specifically an 
insurance policy and a bank letter of guarantee as indicated in the proposal 



5. MEC wil l  be receiving all commodities and will deliver the quantities 
requested by MEDTEC for direct sales of IUDs. 

6. The companies will form a joint project management team as follows: 

Dr. Hossam Omar, Project Director, will represent both companies in 
contracting with Porter/Novelli-SOMARC. 

- Dr. Khaled Abd El Aziz, Coordinator, will be responsible for managing 
MEDTEC duties. 

- Mr. Mohamed Galal, Coordinator, will be responsible for managing 
MEC duties. 

This management will be entitled to determine project policy and procedures 
and undertake the management of day to day activity. 

7. Both companies express their interest in continuing to work together to 
provide contraceptives to the private market in Egypt after the termination 
of the SOMARC project. 

For MEC For MEDTEC 

Dr. Hossam Omar Dr. Khaled Abd El Aziz 
Chairman 
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v r .  Samir Sabet, SwissPharma, El saw& Street, Ameria, Cairo, 256-7589 

Mr. John Hadly, Gillette, 29 Abu El Feda Street, Zarnalak, 384-591 6 

Mr. John Bowel, 1091 Cornish El Nil, Cornrnercia International Center, 775-214 

Mr. John Belharisky, Johnson Wax, 44  Tayaran Street, Heliopolis, 262-6201 

J . .  
Mr. Charles Slris and Mr. Moh ed Salah Rushdy, " 574-1474 - ([(?,I TL~:~CW C w T ~  
Dr. Hassan Abbass, Pharco, 496 El Horreya Road, Bulkly, Alexandria, 103) 587- 
9670 

Dr. Ahrned Abul Enin. Sedico, 1 Street, lndustr~al Zone, 6th October City 
(011) 231-590 

1 
Dr. Mohsen Shalaby, Bristol-Myers Squibb Egypt, 11 Abd El Harneed Lotfy Street, 

'1 Mohandess~n, 71 7-728 

Dr. Zakaria Gad, M.U.P., 36 Mohamed Hassan El Garnal, Nasr City, 260-7418 

REFERENCES FOR MEDTEC 

Drs. Wilhem Daniels, Director of the Scientific Office, Organon, 99A Misr-Helwan 
Road. Maadi, 375-88821350-0187. 

Dr. Sherif Waly, Pharma Center, Mohi El Din Abou El Err Street, Dokki, 360-1 309 

Dr. Sherif Gohar, Dr. Gohar's Hospital, Abd El Aziz Al Seoud Street, El Maniai 

Dr. Salah Zaky, Nile Badrawi Hospital, Cornish El Nil, Maadi 

Dr. Mahrnoud Fayez. lsrnailiyya Square, Heliopolis 

Dr. Kholud Abou El Ezz, Wali's Pharmacy, Dokki Square, Dokki, 706-673 

Dr. Magdy Allam, CSI, Fatma Roushdi Street, El Hararn, 850-656 

- 
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Phannr Division 

TO WHOM IT MAY CONCERN 

Cairo 

1.8.93 

Y 

This is to certify that Medtec company is the assigned party for 

Y promoting, distributing & selling Organon family planing products. 

w During our mutual daily contacts, we recognized Medtic co.as the 

most experienced co. in this field which has a professional & 

*i expsr~enced staff that boosted our sales in this field . 

O r s .  U. Daniels 

J 
General 

hi 

ORGANON SClENtlFIC OFFICE 
Y 

Organon Scientific Onice 
P. 0. Box-1027 Mmdi 
cako. EgVPt 
el : XL0187 - 37- 
Ra. : 208 12 ORGEG UN 
Fox. : 3758885 
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1053 Kornfch El-NII Street 

Calro - Fgypt 

Tel. : 848140 



f' ' 8  

2 
f.  
r M 1 ~ I S T R Y  . A QF HEALTH 

control of Diarrheal Diseases Project 

1053 Kornich ELNII Street 

Cairo - Fpypt 

Tel. : 848140 



L 

; M ~ ~ ~ ~ ~ ~ ~  O F  HEALTH 
Control of Dfsrrheal  Dlraatst Project 

1053 Kornlch EI.NII Strest 

Catro - Fgypt 

Tel. : 848140 - 
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Organization and Managers 
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President rC]1 
General 
Manager 

I 

I Vice 
President 

I 
i I 

.................................................. Computer ............. Financial Commercial ....................................... Area Managers .......... Administration 
Division Division Division Division Division 

I 

Commercial Commercial Commercial 

Manager 

Minapharm 
Dist. 
Manager 



MEDTEC Organization 
General Manager u 

Marketing Manager Financial Manager rn 
Regional Supervisor 

t Regional Supervisor 

t Regional Supervisor 

t Regional Supervisor 

L Regional Supervisor 



Project Organization 
Dr. Hossam Omar 
Prolect Dlrector 
Chairman of MEC 

Dr. Kheled Abdel Azlt 
MEDTEC Coordinator 
General Manager 1 

Sameh Hosny 
Sales Manager 

-Regional Supervisor 

-Regional Supervisor 

-Regional Supervisor 

-Regional Supervlsot 

-Regional Supervisor 

\ U 

Mr. Mohamed Galdl 
MEC Caordlrtator 
Commerclal Manager 1 I 

Central Marketing 
Stan SUppoH Staff m 

Raed Michael1 Rizkella 
Nell Sls & Disl Mgr 
Pharco Branch Manager 

\ L 

\ 

-Sales Represenlatlves 

SUPPOI? Staff 

- Dislributors 

\ 



NAME 
PLACE OF BIRTH 

CURRICULUM VITAE 

Dr. Hossam Omar Mohamed Hussein 
 

EDUCATION 

Masters Degree in Pharmacology, Austria, 1962. 

EXPERIENCE 

1974-present Owner & President of MEC, which was a 
manufacturing company at first and began 
importing and distributing pharmaceuticals 

Planning Manager Hoechst. Importing, 
registration, tariffication of new projects 
and public relations with government 
authorities. 

Commercial Assistant, Hoechst 

Medical Representative, Hoechst 

Pharmacist at Linden Private Pharmacy in 
Basil, Switzerland 



Name Mohamed Gala1 

~ o s l  t l o n  : Commercial Or rec tor  (MEC) 

R e ~ ~ ~ n ~ l b l l l t l e ~  : 

- ReDOrtlng t o  the Pres ldent  o f  the company 
- Sales & d l s t r l b u t l o n  & market lng p lanning 
- Execute the p r l n c l p l e s  objectives 

- Sales & d l s t r l b u t l o n  system 

- Fol low UD importation procedures 
- New p r o j e c t s  

- Communlcatrons wrth the company 
P r l n c l p l e s  sales & market lng people 

- Communications w l t h  Governmental 
au tho rz t l es  (M ln l s t r y  o f  Heal th,  M l n i s t r y  

of Economy & fo re lgn  t rade ........... e tc . )  

Education : - BSC. from f a c u l t y  of commerce (1975) 

- Eng l lsh  language c e r t l f r c a t e s  (FCE from 
B r l t i s h  Counci l  - toe fe l  from AUC) 

- GAMeT from AUC 

Commerclal O l r ec to r  (MEC) 
Commerclal Manager (MEC 1 
Nat lona l  sa les & d l s t r l b u t l o n  
Manager ( MEC ) 
Ass is tan t  commercial manager(NEC) 
Sales Supervisor (MEC 

Sales Rep. (MEC 1 
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t a m i i v  o l a n n i n u  +or p h v s ~ c i a n s .  n u r s e r .  a n d  s u o o o r r i n c  
s t a+ l .  
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t v i l  P a t - e i c s o a e  i n a  a c t s v e l v  t n  t n e  n e a o t  t a t s o n s  a n d  
o r e o a r a t i o n s  at t a l k s  w i c n  t h e  + o r e l a n  a a e n c l e s  a n d  a l u  
o r - o a n l z a t l o n s  t h a t  a r e  h e i n i n f l  t o  tmolement  a n  a c c i v e  +am1 iv 
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!, Y :I tZ~r.eoat-e ot-oiect~ And actlvicies as weli as 
evaiuatina and r-eooftinq these a c t i v ~ t l e s  . 
( 4 )  Git-ector of Water G e ~ t .  - The Environmental Heaith Dent. 

;Iinis~.rv of Heaith - Eayot - (1982-S6) 

( 5 )  Medical doctor. Internshio - +:..aser El Fini Cairo IJn~ver-- 
sltv Hosoicals - E C I Y D ~  - !19ai-a~) 

(6) Part tlme Meaia O f f ~ c e r  at tne E.E.A.A., The Eavorlan 
Environmental A+fal rs baencv - Esvot - i 1986-19881 

( 7 1  <;art time - Edltor of two radio  roor rams For Cairn Radio 
t1986-a8) - ( Environment of E Q Y D ~  and Science Achievement ) 

18) Part tlme - W r ~ t e r  of the TV oroaram -(Your Li+e) . 
wnich dealt wlth difFerent environmental suojects (1988-1989) 

( 9 )  Editor and writer of manv different articles at The 
fouth, Science. and Future magazlne - E q y ~ t  - (1980-86) 

Nembersnlo in National and International Committees. 
F'rofessional Societies and Organizations : 

1 )  The founder and presldent of the Eqyptlan Youth Society 
for Environment and Development ( EYSED ) . which aims at enhanc- 
ina the concepts of sustainable development in Eqvot and the Arab 
reaion . Thls new socletv was establlshed at 1990 . 

1) The Founder and former presldent of the AOYE. The Arab 
Of+lce of Youth and Environment. the leadlnq environmental NGO in 
Eavot establlshed 1978 -and aimed at ralslnq environmental aware- 
ness and stimulatlna publlc oarticipatlon to Drotect and conserve 
the Eavotian environment - (1978-1990) - (voluntary activltv) 

5 )  Founder and dlrector of the Environmental Infor-mat ion 
Center- +or Arab States. EIC. A project funaed bv United Nations 
1fnv1 t-onment Proat-amme (UNEP) . to serve the Arab media 1n tne area 
nf envivonmental in+ormation, and to create consensus amona tne 
nrab soeakxnq countries concernina the conservation of the 
environment and im~lementlng sustainable types of develooment. 
( 15'86- i99OJ 



-I! Presicient o t  t ne  Hvab ~Jn ion  0.F i 'outn ana Envit-onment - 
t:..navtoam - iVS3-iYB7) 
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1 A+t-ican Cooro ina to r  ot: r h e  I Y F  ( I n t e r n a t i o n a l  ' fouth 

Feclet-at ~ o n  Got- Env i  r-anmental S tud ies  ana Conservat l o n  1 - uenmark: 
- (1484 -1986) 

1) Zonsul tant  t o  t n e  YES ( Youths f o r  Environment ana Serv- 
ices 3 - USA - ~1W.371 

-. 
! ilember- ot: t n e  Env i ronmenta l  Educat ion Cummittee of t he  

National Academv o f  Sclence and Technolonv - Egvot -! i985-1Ja71 

@ Tlember o f  t h e  Board o f  Directors of t h e  Environment ana 
uevelooment Maaazine ouo l l snea  bv The Eqvo t i an  Fnvironmental  
*++a1 r s  tiaencv. ( 19883 

s l  Xember of t h e  board of t h e  Egyp t i an  Jun io r  medlcal  
Doctor-s r s s o c i a t i o n .  (1'987-current J 

10! Member of t h e  f o l l o w i n g  s o c i e t i e s  : 

X Eavot ian  Soc ie t v  f o r  Ogcuoat ional  Medic ine and I n a u s t r l a l  
Hea l t h  . 

X Eqypt ian  S o c i e t v  f o r  N a t u r a l  Reautv . 
\ Eavo t ian  Soc ie t v  f o r  Conservat ion of N a t u r a l  Resources . 
X Eqvpt ian  W i l d - l i f e  S o c i e t y  . 

S i a n i i i c a n t  P u b l i c a t i o n s  : ........................... 
( 1 )  W r l t i n a  and e d i t i n g  many d i f f e r e n t  a r t i c l e s  and news 

s ta t - l es  an t h e  environmental issues o f  Eavpt  and t h e  HraD 
c o u n t r i e s  i n  t h e  Env i ronmenta l  Suoolement of t h e  Youth . Science . ana Fu tu re  maaazine. Egypt . i n  Arabic.  (1987-19881 

! I  W r i t i n a  a  book on Eavpt and t h e  Medi ter ranean environ- 
ment. ouo i l shed  bv t h e  E.E.A.A.,  i n  At-ablc. (1988) 



1 4 1  W r l t i n a  o r  oook ie rs  on d i f t e r -en t  envir-OnmenT?.~ :=sues 
~ n c i u a r n a .  a11 i n  Araolc : 

* imo Lement l nc~  u ~ ~ t -  Common 1-utur-e . 
# i n a n a i n q  Cl lmate . 
x Enoanaerea wnr ld  waT.ers . 
4 Demoaraonir F r-essures on Environment . 
t + o l e  o f  NGOs in Envl ronmenta i  Awareness . 
* uazat-OOLIS wastes . 
* Environment. Develooment, ana Peace . 
* A a r i c u l t u r e  and Environment . 
* Env~t -onmenta i  Proolems ~n Eavot  . 
x Disacceat- ina Tt-ooicai  F o r e s t s  . 
8 C h ~ l a t - e n  and Environment . 
(5) Edxto r  and wvl ter-  o f  t h e  news le t t e r .  MEDSTAR, a u o l i s h e d  

o lmon th l v  i n  E n a l l s n  . 
i 6 i  Edi tor -  o f  t n e  news le t t e r .  The Environment. o u b l i s h e d  i n  

H r a o i c  t w i c e  a  month +or t h r e e  vears  . 

D ~ i f m r e n r  Exoet-iences : ....................... 
1 I Eroer  i encee  i n  p r - o ~ e c t  p lann inq.  implementat ion .  evaiua- 

t l o n  an0 r e c a r t i n o  . Th i s  exper -~ence  has been aa ined tn rouon  
w a r - ~ i n a  w i t h  t h e  non-aovernmental o raan l za t i ons .  3s w e l l  as w l t n  
t n e  f l l n i s t r v  o f  Hea l th  . 



Motes To the Financial Statements 
For The Period Ended Mav 31, 1993 

1 - C m a n y  backnround 

Middle East Chemicals Company - A Limited ~iability Company - 
was established by virtue of an official deed notarized on 
24/6/1978 under No. 607 (A) - South Cairo. and published in the 
Companies Bulletin No. 287 in November 1978. The company was 
registered in the Cairo Connnercial Registration Office Under No. 
191024, on 23/8/1978. 
The purpose of the company is to import, export, act as 
comercial agent in all kinds of agencies. Manufacture, and 
trade in medicines, food comodities, milk products, 
insecticides and derivatives thereof, chemicals, cosmetics, 
household products. electrical appliances. And to trade in 
childrens requirements, cigacttes, passenger cars, transport 
vehicles, trailers, tractors, cranes, bicycles. and spare parts. 

2 - Sianificant Accountinn Policies Applied 

a - Foreinn Currency Translation. 
The company maintains its accounts in Egyptian Pounds. 
Transactions denominated in foreign currencies are 
translated at the exchange rates prevailing at the beginning 
of the year. 
At balance sheet date monetary assets and Liabilities 
denominated in foreign currencies are retranslated at the 
exchange rates prevailing at that date. Exchange gains or 
Losses arising from the retranslation are taken to the 
profit and loss account. 

b - Fixed Assets and Depreciation. 
Fixed assets are stated at historical cost. These assets are 
depreciated using the straight line method over the 
estimated useful life for each type of asset. Indicated 
herebelow are the estimated useful lives for each type of 
asset for the purpose of calculating depreciation :- 

% 
Buildings 5 
Uachinery and equipment 10-20 
Vehicles 20 
hrrniture and office equipment 10-20 
Fittings and improvements 10-15 



c - Inventories 
- Raw materials, supplies and packing materials are valued 

at actual cost using the FIFO method. 

- Finished products are valued at actual manufacturing 
cost, which includes the cost of raw materials, 
supplies, packing materials, manufacturing wages and 
other manufacturing expenses or market value, whichever 
is lower. 

- Work in process is valued using the same method applied 
for finished products up to the last production process 
reached. 

- Goods purchased for resale are valued at cost or market 
value, whichever is lower. 

3 - Pittinns and imorovements 
The fittings and improvements item included under the fixed 
assets caption as at 31/5/1993 represents the cost of the 
fittings and improvements for the company's administration 
buildings and the branches. 

4 - Sundry Debtors 
The sundry debtors item includes the following :- 

May 1993 31/12/92 
L.E. L.E. 

Tax Authority - Amounts 
withheLd at source on 
account of corporate profit tax. 726 805 1 603 656 

Capital Reserve 

Capital reserve as at 31/5/1993 amounted ta L.E. 435 480 
represents the accumlated gain realised on sales of fixed 
assets transferred from the profit and loss account. 

6 - Bank - Overdrafts 
Some bank overdrafts are guaranteed by some of the company's 
properties and goods purchased for resale at stores amounted to 
L.E. 1 291 100 at 31/5/1993. 



7 - Contin~ent Liabilities 

At Hay 31. 1993, the company had the following contingent 
liabilities, in addition to the amounts provided for in the 
balance sheet: 

nav 1992 31/12/92 
L.E. L.E. 

Guarantees issued by 
the company's banks 
on its behalf 

8 - Comparative Fiaures:- 
Comparative figures for income statement are for a full 
financial year. This should be taken into consideration in 
comparing with the current period figures which is for 5 months 
only. 
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MIDDLE EAST CHR!ICALS 
( A  LIMITED LIABILITY CO-IPMIY) 

FINAHCIAL STATB(spFpS 
AM) AUDITORS' REPORT 

FIN&JCIAL PERIOD 
ENDED M Y  31. 1993 

H A Z E M  H A S S A N  & CO. 
OAR- - ACCOUYTINTS 



H A Z E M  H A S S A N  & CO. 

n M o ) I E D M ~ u z s r . k l o u ~ ~ c ~ . w - u ~ o  

UIY. I"  CI"Y 0. 

KPMO-KLINVLLO PKAT MARWICK QOCROCLSR 

AUDIrOBS' BKWXT 

TO TW P- OF KIDDLB KAST CHglICALS COMPMlY 

We have examined the balance sheet of "Hiddle East Chemicals 
Company" - a Limited Liability company established under Law No. 159 
for 1981 - as at Hay 31. 1993 and the profit and loss account for 
the financial period then ended. 

Our examination was made in accordance with generally accepted 
auditing standards and provisions of prevailing laws, and included 
such tests of the accounting records and such other auditing 
procedures as we considered necessary in the circumstances. We have 
obtained the information and explanations which we deemed necessary 
for our audit. 

The company keeps proper financial books of account which 
include all that is required by law and the accompanying financial 
statements are in agreement therewith. 

Year-end inventories count and valuation were performed by the 
company's management according to standards in practice. 

In our opinion, the balance sheet together with the notes 
attached thereto present fairly the company's financial position at 
nay 31, 1993, and the profit 6 loss account reflects the results of 
its operations for the financial period then ended. 

/'- 

Cairo, Hay 15, 1993 



Iliddle East Chemicals Go. 

[ A  Limited Llabilitv compsnrl 

U.nufacturin8 and iredin8 Account 

For the Finsncizl Period R d e d  nav 31. 1993 

Fac the Year 

ended 31/12/92 

L.E. - 
Cost of finished products during 

1 083 107 the year 

5b 000 work in process - 31/5/1992 

79 274 350 ~ e t  sales 

Distribution comisrion - Goods 

14 907 712 on consignment 

158 437 Finished products - 31/5/1993 
16 553 061 Good* Purchased for resale - 11/5/1993 

for the year 

ended 31/12/92 

L A  L.E. - L.r L A  

86 890 Jock in process - 1/1/1991 54 000 
511 A31 595 598 Raw materials and other rupplies 326 136 
I3 259 293 846 Oirect manufacturing wager 6 salaries 137 A66 

139 629 Other lanufacturia% expenses 62 361 

3anufacturing depreciation 

19 003 nachinery & equipment a 536 

1 856 Oiffice fvrnitvre 6 equipment I57 

281 fittings 6 imrovenentr 1 434 

6 >21 

584 690 1 131 107 S8& 690 
...><==..s== <====s=.s== ......... .......... 

62 291 379 11 033 914 Goods purchased for resale - 11111993 
462 181 Finished products - 1/1/1993 

1 641 011 1083 107 Cost of finished producrr during 

148 976 the year 

Id 512 a3a 76 751 483 Goads purchased for resale 

10 824 639 Sellin& and distribution eqenrer  

narketing depreciation 

101 162 Buildin8r 

868 114  Vehicles 

195 725 Office furniture 6 equipment 

106 354 fittingo 6 improvements 

9 466 115 Cross profit 

81 653 860 110 893 560 

.=........ ........... 



F O ~  the Year 

ended 31/12/92 

L.E. - 
9 666 715 Cross profit 

5 393 Interest income 

292 504 F o r e i ~ n  a%ency comiroionr 

1 6 5 1  773 Sundry income 

1 678 Foreign exchanse differences 

Profit and Loss Account 

For the Financial Period Ended Hsr 31. 1993 

L.E. - 
a 090 286 

I 105 

:a2 bob  

SL9 966 

$25 

~ e t  profit f o t  the period before 

1 290 356 corpO?Bte tax 1 d81 878 

Fov the Year 

ended 31,12/92 

L.E. - 
2 031 181 Salaries and rages 

2 801 3% General and administrative expenses 

4 179 726 Bank infererr and charles 

Administrative depreciation 

56 249 Buildin~s 

384 978 'Vehicles 

257 615 Office furniture k equipment 

A 7  091 Fittings 6 improvements 

Provisian~ 

87 000 Ooubtful debts 

165 873 contingent liabilities 

119 000 Obsolete 6 defective stocks 

Net profit for the period before 

1 290 356 Corporate tax 

561 630 Corporate tax for the year 

128 726 Net profit 



Oecember 31. L i a b i l i t i e s  and P a r m e r s '  muity 
1992 December 31. *..er. 

1992 
L.E. L.E.  

3 570 0 0 0  - 
CODt AEC-Iated 8 a l a n c e  

D e p r e c i a t i o n  
L& L& L& 

L.E. 
PAETUEB3' 8QUIIY 
Paid  i n  c a p i t a l  I 3  570 
quotas Of L.E. 1000 e a c h )  

Reserves  
Legal reserve 
Genera l  reserve 
Expansions reserve 
C a p i t a l  reserve 

l a c h i n e r y  6 equipment 
V e h i c l e s  
O f f i c e  f u r n i t u r e  6 equipment 
F i t t i n g s  6 inprove.ent. 

Reta ined  e a r n i n g s  
Net p r o f i t  f o r  t h e  p e r i o d  

835 011 
1 d 8 l  878 
8 356 1 4 1  

PROVISIOU PO8 COETIUCENT LIABILITIES 
46  200 105 504 

N W  LIABILITIES 
Bank - O v e r d r a f t s  9 594 901 
S u p p l i e r s  and n o t e s  p a y a b l e  24 a14 230 
Goods on conr isnment  - c r e d i t o r s  10 212 117 464 510 
l p p r o p r i a t i o n s  - C r e d i t o r s  54 000 

*8 727 
Accrued e x p e n s e s  6 o t h e r  

158 437 

c r e d i t  b a l a n c e s  16 480 061 1 3  328 107 
57 599 282 - 

26 374. 784 
(573 000) 

NRRFlII ASSETS 
:nventor,er 

Raw,  r u p p l i e r  6 
packing m a r e r ~ a l r  

ijork i n  p r o c e s s  
F i n i s h e d  p r o d u c t s  
Goods purchased  f o r  r e s a l e  

14 910 8a5 
24 443 

W a d e  a n d ~ n o t e r  r e c e i v a b l e  36 757 1 3 1  
Leg,: P r o v i s i o n  f o r  d o u b t f u l  d e b t s  (625 000, 

34 132 131 
Conmission on c o n s i g m e n t  goods 
Svndry d e b t o r s  1 917 501 3 860 041 

Cash on hand 6 i n  banks 
Bank - L/C m a r s i n s  296 739 
Bank - c u r r e n t  a e c o v n t s  812 900 
Cash on hand 796 755 

1 90a 394 
56 749 355 

66 001 623 

SONTRI ACCOUNTS 
C o n s i E m e n t  Caods - c r e d i t o r r  

The a c c o m ~ m ~ i n s  n o t e s  for. p a r t  of t h e s e  f i n a n c i a l  s t a t a n t s .  

Cowany IIPnPEePs 

Audi tors '  r e p o r t  a t t a c h p & .  

-1 
(marc. 4 c o . j  
,-. 
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GOVERNORATE 

MENYA 
BEN1 SWIF 

TOTAL 





i n  4-ni. ~ i n ~ s t i - v  n i  i - l e a l t n  . i n a v e  b e e n  r e s o o n s i o i e  <or t n e  
I m o l e m e n t a t i o n  o t  t h e  o l l o t  F a m i l v  + i e a l t n  S e r v i c e  o r o l r r t  s o o n -  
s o t - e n  l s l n t i v  o v  r n e  1'1.0. l i .  a n d  t n e  15. i. ;. - G e r m a n v  . 

< h e  n r o j e c r  l n c ' u d e a  r e n o v a t i o n  of h e a l t n  u n i t s .  t r a i n i n a  u i  
o e t - s n n n ~  I.. J e v e l o o m e n t  0 6  m a n a o e m e n t .  i n i o r - m a t l o n .  a n a  s u o e r - v i -  
s l a n  s v s c e m s  as  w e l l  a s  5 n e c l a l  p roq t -am f o r  s t l m u l a t l n ~  p u o l ~ c  
o a r t  1 c : i u a t l o n  a n a  ~ m o i e m e n t l n o  n u t r e a c n  u r o a r a m s  . 

i n  t n e  nr -a0  O f + i c r  of Y o u t n  a n d  E n v l r o n m e n c .  I w a s  r e c u o n -  
s10ie +Or t w o  major o f - o i e c t s  i n  terms a+ o i a n n i n a .  o r - e o a i - i n a  
nt-CJ ! s C t  a a c u m e n t s .  - u n d  r a i 5 l r 1 u .  s u o e r - v i s i o n  of o r 0  ject i n o l e m e n -  
t a t i n n  a s  w e l l  a s  r e o o r t i n a  o n  d l + + e r e n t  o n a s e s  of t n e  o r o j e c t  . 

4:lne of t h e  t w o  n r o  jects ( iYR6-1990 j  w a s  r n e  E n v l  t -onrnenta i  
i n l ' n t - m a t l o n  C e n t e r  G o t -  G r a b  S t a t e s .  E. 1.1:. . F u n o e a  o v  t n e  I j n ~ t e a  
N a t i o n s  t n v i r o n m e n r  P r o a r a m .  QNEP. a n d  aimed a t  s t i r n u l a r i n g  
O I . . I O ~ ~ C  e n v i r - n n m a n r a l  a w a r e n e s s  w i t h l n  t n e  k r a b - s o e a k l n a  c o u n r r l e s  

i h e  o t h e r  :rolect w a s  t h e  M e a l e e r r - a n e a n  N G U s  I n f o r m a t i o n  
5 v 5 t e m .  ! 1 -  w h i c h  w a s  t u n d e d  o v  t h e  1.1.5. F l s n  a n d  
W l i n i i i e  S e r v i c e  . 

i 2 i  w a r # i n a  o n  o e r - s o n a l  c o m p u t e r  s v s t e m s  s n n  t n e  a l i F e t - e n ~  
m a i n  t - e l a t e a  or-oarams i n c l u d i n a  t h e  D-Base.  A o r d  F r o c e s s o r - t .  
S o t - e a a  S h e e c . l n  a a d i t l o n  t o  t h e  a o o l i c a c i o n s  o i  t n e  o p e r a t i o n a l  
r a s e a r c n  m e t h o d o l o q v  i n  S o l v i n a  p r -ob l ems  . 

I am aiso e x p e r i e n c e d  w i t h  c o m D u t e r  n e t w o r k l n a  a n d  s e t t i n o  
uo o t  ~ n i o r - m a t i o n  svs teme  . 

- 
c:, c , : o e r ~ e n c e d  i n  a r e p a r ~ n a ,  p l a n n i n a  a1 1 t y p e s  B G ~ =  

m e e t  I n a s .  c o n t e r e n c e s .  t r a i n i n q  c o u r s e s .  e x h i b i t i o n s .  a n a  
~ e s c ~ v a l s  . 

i a c a u i r e d  t h i s  o r a c t i c a l  e x o e r i e n c e  t h r o u a n  o r q a n i r l n u  more 
t n a n  YI:I different c o n f e r e n c e s .  s e m i n a r s .  t r a i n i n a  c o u r s e s .  a n d  
r ? : n i ? ~ t i o n s  o n  d i + + e r e n t  t h e m e s  m a i n l y  e n v i r o n m e n t a l  . 



5 0 )  &or-klna w i t h  d i f f e r e n t  mass media l n c i u d i n a  t n e  Dress . 
r a d i o  . and TV . i a l s o  nave very  aood connections wich nanv o i  
t h e  k f l v o ~ l a n  ~ o u r n a l l s t s  ann r .  V. ana Radxo aeoole. 

c i j  Exneriencea w l  t h  prepar-at lons  o f  d l f f e r -en t  p ~ l b i  scat inns  
i n c l u d i n g  t ne  lav-out  ar-t work. 

F rbduc t i on  of a i f i e r e n t  aud lov isua is .  s l i d e s .  vineas. 
namonlets 1s another area i n  whlcn I have qood exoer lence.  

13) WorKina w i t h  ar-ass r-oot at-oms ana NGOs was malor s a r t  
o t  rnv wnr-K For lona t lme. :nr-ouah t h i s  work I was exoet-lencea i n  
ou t reacn  or*oqrams and communltv oased a c t i v l t l e s  . 

( 9 1  Fr-equent t r a v e l  abroad +or d i f i e r e n t  D a r t s  o+ t n e  wor-id 
tor- meetinas and con.Ferences . T h i s  s n c l ~ ~ d e s  , USA. Canaua. 
Jamalca. Fr-ance, Germanv. Sweden. Denmark, The Netnet- ianas. t ie l -  
alum. 3wl tze r land .  I t a l y .  Greece. Turkey. &LIstr ia.  i nd ia .  
Tun ls la .  A lae r i a .  Menva. Uganda. Sudan.. . 



Appendix G 

Marketing Managers and Sales Representatives 

Proposal for Distribution and Promotion of CUT 380 in Egypt 
MECIMEDTEC Project. August 10. 1993 



NAME 
PLACE OF BIRTH 

CURRICULUM VITAE 

Raed Michael Rizkalla 
 

EDUCATION 

Cairo University , Faculty of Chemistry and Horticulture Science B.A. 1970. 

Courses: 

Six training courses in PHARCO 
Management course in Bristol Myers 
Management course by Ashraf Sabet 

EXPERIENCE 

1990- 1993 

1980-1 990 

1979 

1977-1 978 

Sales & Distribution Manager, PHARCO 

Branch Manager, PHARCO 

Assistant Manager, PHARCO 

Sales representative, PHARCO 

Pharmacist at Strand, El Ensania, El Shatie 
Pharmacies. 



CURRICULUM VITAE 

NAME 
PLACE OF BIRTH 
PRESENT ADDRESS 

TELEPHONE NO. 

EDUCATION 

Cairo University , Faculty of Veterinary Medicine B.Sc. 

Training: 

Marketing, AUC 1986 
Marketing, Sadat's Academy, 1989 
Financial Management, SOMARC 1990 

EXPERIENCE 

Fatma Al Sayed Awad 
 

 
 

 

Assistant to General manager, MEDTEDC, 
Following up marketing activities 
supervising central marketing staff and 
following up on new agreements with 
pharmaceutical companies. 

Marketing Manager, Family of the Future 

Responsibilities: 

Marketina Research: Identifying the market 
capacity, distribution and sales areas, 
analyzing results of research and their 
implications. Pricing products, advertising 
plans and analyzing the economic situation. 

Product Im~rovement: Responsible for 
planning and implementing the plans for 
products and presenting the suggestions to 
the executive director about the features 
required for selling products. 

Advertisina and Promotina: Responsible 
for directing advertising and promoting 
efforts, planning, conferencesand sessions 
including the advertising budgets, strategic 
plan development and implementation. 



Sales: Responsible for sales and 
distribution section, establishing targets, 
programs and budgets, recruiting, selecting 
and training sales and distribution staff and 
selecting the marketing supervisors for 
regional offices. 

Records and Proarams: Responsible for 
establishing and implementing the system 
for recording targets, sales records, 
statistics, customers requests, marketing 
expenses and analysis. 

Permanent field oasses: Visiting regional 
offices (East Delta-West Delta-Upper 
Egypt) and making field visits to subject 
customers periodically asking for their 
opinions of products and marketing 
services provided for them. Responsible 
for visiting companies interested in the FOF 
activity and bringing new product 
development. Attending the scientific 
conferences and sessions interested in FOF 
activities and presenting reports for the 
Executive Director concerning this matter 
including his suggestions. Attending the 
marketing committees held in the Board of 
Directors and also the FOF sales 
committee. Performing other required 
tasks. 

Medical Promotion Manager 

Distribution Sales Manager 

Senior Medical Representative 

Medical Representative 



CURRICULUM VITAE 

NAME 
PLACE OF BIRTH 
PRESENT ADDRESS 

TELEPHONE NO. 

Raafat lbrahim Refaat Shaker 
 

  
 

 

EDUCATION 

Cairo University , Faculty of Oral and Dental Surgery (Dentistry) B.A. 1981. 

EXPERIENCE 

Marketing Manager, MEDTEC. Identifying 
product market, developing advertising and 
promotional materials, and monitoring sales 
activities. 

Head of Medical Promotion & Sales 
Department at the Social Marketing Project 
(EFPA). 

211211 987-111 111 990 Medical Representative at the Social 
Marketing Project (EFPA). 

This Association is financed by the USAID 
and is working in promoting contraception 
products and hormonal drugs. 

Areas of Work: 

1- Giza Governorate: in all its health units, 
i.e. Giza, Imbaba, El Haram, El Saf, El 
Ayyyat, El Hawamdeya and El Badrashin. 

2- El Gharbeya Governorate: in all its health 
units i.e. El Mahalla, El Santa, Zefta and 
Samannoud. 

3 -  Ca i ro  Governora te :  v i s i t i n g  
gynecologists and pharmacies of Heliopolis, 
El Zeitoun, Hadayek El Kobba, El Matareya 
and Ein Shams. 

Private Dental Clinic 

Ministry of Health Army Forces Hospital 
(Air Forces) 



CURRICULUM VITAE 

NAME 
PLACE OF BIRTH 
PRESENT ADDRESS 
TELEPHONE NO. 

EDUCATION 

Sameh Hosny Reyad 

 
  

Cairo University , Faculty of Veterinary Medicine B.A. 1981. 

EXPERIENCE 

1992-present Sales Manager, MEDTEC supervising and 
reporting on promotional activities. 
Managing sales supervisors. 

Sales Supervisor in Middle Egypt in Family 
of the Future Association 

Medical Representative in Family of the . 
Future Association 

Res~onsibiiities Included: 

Meeting sales representatives and 
distributing plans from the main center to  
the representatives. 

Receiving the time schedules of each sales 
representative to  achieve his sales target. 

Follow up the time schedule of each sales 
representative and distributor. 

Solving any problem for the sales 
representative. 



1.D.CARD No. 
PUSSf:'iJk:'r 140. 
MILlTARY SERVICE 
ilfW I I A L  5TCiTU5 

Nabil Sobhv Eiias 
   

     
  

  
  
  

Exempted 
Married b have two children 



C:DUI:k 1' [ O N  * U n i v e r s i t v  aent-ee:  
M.R.R.CH. 
F a c u i t v  o f  Mediclne 
E i n  Shams U n i v r r s l t v  19815 

X Hlnh S c h o o l  d ~ o ~ n m e :  
Grade 64 - 90% 
i o l l e o e  U e  La ia i l a  
t Fvench schoo i I 197;. 

X I n t e g r a t e d  Market i n n  
Comrnunicat Ion S t r a t e a l e s  
F 'nr- ter /Nove l l l  iS I ' j lWkC!  1992 

1 Develuoment o f  Manaurt-la1 
S k i  11s 
S a d a t ' s  Academy Fot- F o l ~ i i c a l  
Studies 1986 

X Use of F'Cs: 
ws2~:I::,~:l 

Dbase I 1 1  P l u s  
Lotus 123 



ueve~oo oroauct marketlna eians: 
market t-esearcn. object lves and strateaies. 
oro~uct oositionina and at-~cino.oromot~on. 
advertisinu.public relations. tt-ainlng and 
D 1-DCLI~-emenr . 
Scheduie a.nd follow uo on commooitlrs s h i ~ -  
ments.batcn auantities and meaical clea- 
rance. 
Planninq for new product develooment. 
Res~onslble for all scientilic activities 
related tu the products : conterences. 
seminars.workshops,~romot1onal materlale. 

Product 1 i nes: 
4 Intt-ar.rtet- ine Devices: M u l t ~  load 250 

multiload 375 
4 Bat'r-ler Lontracentlves: iondom 
4 F'r-eanancv 'rests: F't-eqcolur- * Lu6ricatinn B ~ I :  I:..-Ja 1 lv 

Plc~e Scan 



S c o o e  ot: wot-i::: 
I: D e v e i o ~ ; f o l l o w  cto a n d  e v a i ~ l a t e  m a t - k e t l n q  

n i a n s .  
X DeveluD a n d  e x e c u t e  o t - o m o t i u n a l  p l a n  a n d  

t r a i n i n n  o r o f l r a m s .  
A P l a n n l n a  t u r  new o t - o d u c t  d e v e i o o m e n r .  

P r o d u c t  1  i n e s :  
X i n t r - a u t e t - I  n e  D e v i c e s :  Cul'XOCi 

I'lul t 1 l o a d  250 
M u l t i i o a d  Z75 ' 

1 P r e a n a n c v  lests: P r e n c o l o t -  

MUNAGER UF S C I E N T I F I C  UEPWTMENT 
FAIY I L f  O F  THE FUTURE A S S O C I A T I O N  
J u l v  1991 - November 1991 

S c o o e  OT work:  
X P t - e o a r e  s c l e n t  l f i c  c u n + e t - e n c e s .  s e m i n a t - s  

a n d  w o r k s n o ~ s  a d d r e s s l n a  t a r a e t  ~ n v s l c l a n s  
a n d  o h a t - m a c i s t s .  * P r a o a t - e  a a ~ ~ a r t e r - l v  s s s u e d  s c l e n t t f l c  a n d  
s o c i a l  r e v i e w  a d d r e s s e d  ta o h a t - m a c l s t s  i n  
At-ablc  l a n a u a a e .  

X U u a r t s r l v  i s s u e  a scientific r e v i e w  i n  
E n a l l s h  l a n u u a a e  a d d t - e s s e d  t o  o h v s l c i a n s .  

I: F't-eoat-e a t - i n t e d  o r o n ~ o t l o n a l  m a t e r i a l s  f o r  
d s . f + e t - e n t  o t - o d u c t s .  

A R e v i s e  s c i e n t i t i c  a s p e c t s  u+ d i f f e r e n t  
t t - a l n l n a  ~ r o q r a m s .  

* Pt-eoat-e p r o d u c t  a t - o f i i e  f o r  a n v  s u a a e s t e d  
new o r o a u c t .  



Scone a t  work<.: 
U *esoons:tni e I t h e  

* ~ r e D a ~ ~ e . + @ l  low uo ano eva iua te  o lans  oF t h e  
denartment t o  pet-sue t h e  e : :~ans lon  s t r a t e g y  
o i  t n e  as5nc la t l on .  

S c o ~ e  o t  work: 
X t;:evic-e annuai and quar te t -  o lanc  a+ ax+- 

t e r e n t  a c t l v i t l e s  t o  t i t  i n  t n e  needs o+ 
the  o roan iza t lon .  

L Set uo scheduled Droorams t o r  t a r a e t  a c t i -  
v i t i e s  (reseat-ch.marketina. hea l th ,  educa- 
t i o n . s c l e n t i t l c  and medlca l  se rv i ces )  

1 coo rd ina te  procedures.workina p lans  ana 
achievements u t  d i f f e r e n t  denat-tments t o  
ensure acc~tt-acv and )::eeo oerfnt-mance 
st anoar-ds. 

I Suoet-vlse f i n a n c i a l  asoec ts  o f  di f- fer-ent 
~t'oot-ams. 

X F'oi low LID. f eed  hack r e c r r \ l t m e n t  and evalua- 
t i o n  o t  each ur-oor-am. 



Scuoe o t  wort::: 
* Set uo r-eaulat- t r a l n ~ n n  programs tot- izat.net 

s t a + t  I n  t h e  association. 
X Uesian t r a l n l n d  proat-ams addressed t o  

~ n t e t - e s c e d  Dhvslciana (SF'S) * Ft-eoave.execute and e v a l u a t e  t h e  aoove 
mnnt ioned oroarams. 

Score aF work: 
X Fromotina and c e l l l n a  {ut-det- t a k l n u )  

Johnson h Johnson babv D ~ O ~ U C ~  l ~ n e .  



MEL i lCbL  LIEF'I~W I'MENI' IICII\IAL.EG 
f4L SHARK FACTORIES FUR PAPER Zr F 'LASTIC  F'RODUCTS 
(iXiYAL3H - SAUDI  U R A B I A i  
G e c e m b e r  1 G82 - D e c e m b e r  1983 

I i eNENAL PWACT I T  I UNER 
M I N I S T R Y  O F  hEALTt i  H O S P I T A L S  I N  C A I R O  
S e o t e m b e r  1981 - D e c e m b e r  1982 

HOUSE U F F I C E R  
A L  SAHEL H O S P I T A L  - C A I R O  
S e p t e m b e r  19130 - S e o t e m b e r  l J S 1  

MANAGEH 3 OWNER 
AL  FhEE P O L Y C L I N I C  - G I Z A  
A p r i l  1986 - A o r l l  1*90 

OWNEfi: 
A L  RAEE PHARMACY - G I Z A  
Aorll 1983 - P r e s e n t  



CAIRO Branches 

1 - BMS E ( Eas t )  

2 - EMS E ( West) 

3 - Pharco East 

L - Pharco West 

( East )  5 - M O P  

6 - M U P  

7 - Sedico 

8 - Sedico 

(West 

(Eas t  

( West) 

9 - Swisspharma 

10 - Minapharm 

L i s t  Of MEC'S Branches 

Activities Address 

EMS + Nutritionals 6 Ebrahim E l  Refai St. N.C 

BUS + Nutrit ionals 10 Samir Said St. ElManial 

Pharco + Gillette 24 E l  Shakh Ghorab St. E l  

Koba - Ca i r o  

Pharco + Gillette 7 Salah Maghraby E l  H a r a m  

MUP + P/G 6 Moustafa Yawer St. Aain- 

Shames. 

MUP t P/G 10 Sabin St. E l  Maady Cairo 

Sedico + Colgate Palmolive , 3  Ebrahim Swidan St. 

t J .  W Wdaek E l  Koba Cai r o  

Sedico + Colgate Palmolive 428 M. Abed E l  Wahab St. 

+ J . W  Hadaek E l  Ro6a 
. - 

Ciba + Sandoz c Zyma 30 A-Aboul E l l a  St. N.C 

Minapharm + Consumer- 16 Ebrahim El Refai St. N.C 

Prodmt s 

Middle East Chemicals Co . LTD 

fjead Office : 5 Samir Said Ahmed - Mania1 - Cairo 

Te1 : 3621242 

Fax : 3631523 



Delta Branches Activities 

B M S  BMS + Nutitionals 

Address 

37 Aly Bash MObarek St. Torail 

Swisspharma 

Phizer 

Pharco 

MUP 

Sedico 

Minapharm 

Ciba + Sandoz + Zyma 102 Saad Zaghloul Kolangil Mans 

Phizer 34 E l  Shahid Atef E l  Sharkavy S! 

Pharco + Giillete 37 Aly Bash Mobarek St. Torail 

MUP + P/G 2 E l  Farouk St. Tourail Mans. 

Sedico + Colgate Palmolive 21 OM Kalthoum St. Naser City 

+ J .  w 

Minapharm + Consumer Products 



d Alex. Branches 

I 

I I - B M S - E  
Y 

I 
I 2 - Pharco 

13 

! 
1 4 - Sedico 

4 ! 

Activities - Address 

DMS t Nutritionals 30 M.Abed El Salam Sfdi Bes 

Pharco + Cillette 7 E l  Doha St. zizenya 

Abd E l  Mohsen E l  llosainy St 

Sedico + Colgate Palmolive 2037 lloria Road Montazh 

b J - w  

34 El Sagh Mohamed Abe 

Salam Sidi Besher Alex.  



Upper Eygpt ( Sohag Branches 

Activities Address -- 

1 - BMS E BMS + Nutritional~ Naser Road Akhmim Gezira Mahrous 

2 - Swisspharma Ciba + Sandoz + Zyma 1 Hanzala E. Rabia St.  Asut Road 

3 - Phizer 

L - Pharco 

5 - M U P  

6 - Sedico 

7 - Minapharm 

Pharco + Gillette 

2 Osama E .  ziad St.  

12 E l  Gomhoria St.  

MUP + P/G 1 shehata St. 

Sedico + colgate Palmolive 1 Hanzala E. Rabia Asiout Road 

+ J W  

Minapharm + Consumer 



Appendix H 

Sales Targets 

- 
Proposal for Distribution and Promotion of CUT 380 in Egypt 
MECJMEDTEC Project. Augusl 10, 1993 





FINISHING ENTERPRISES, INC 

DATE: May 11. 1993 Please contact Dulene To& at 716 69 2 6230 
if there are .In). tnmmission problems. 

PAGES TR4NShflTED. I 

TO: laternauonal Medical A m :  Dr. Khaled AM Ekwiz 
Technology Inc. 

FAX: 01 I 202 767 8534 

Dear Dr Elazii.. 

Thank you for yom fax dated Mav 2. In regard to your request for pricing on 100,000 units. pricing is 3s 
roll ow^: 

Copper T Model TCn 2008 USS 0.85 each FOB Niaqara Falls 

Pncing is valid for 90 days. Payment policy is wire tmnsfer, !etter of credit or clearance of check prior m 
shipment 

Please feel free to contact me ifyou should need any additional information 

 hid Stinson 
'-< 

Yaks and Marketing Director 



Mr. Lance J. Bronnenkant 
President 
Fi.~ishing Enterprises kc. 
-...----------------------------- 

Dear Lance 

Following your meeting with Dr.Magdy Alaam in New ,York, I received a letter from 1Mr. Da- 
vid Stinson, FEI , concerning the prices of the CuT200B. 
We will be ready to receive this amount on consequnt consignments , as available at FEI. Fur- 
ther more we suggest that the following items to be considered ; 

(1) Reconsidering the price mentioned in your fax to be the same price for CIF Alexandria 
rather than FOB Niagra Falls . I would like to draw your attention to the fact that the current 
prices of the CUT IUDs sull very law . A marked sudden increase in the prices will not be ap- 
preciated at this stage . 
(2) Payment will be made through a Letter of Credit, 120 days validity, and conditioned 
with the MOH release. 

(: . The sole -dismbutor status for the CuT200B IUDs , should be given for MEDTEC . 
u : appreciate receiving your comments and reactions about this . 

Magdy had also informed me about his discussions with you on different subjects, on which I 
am giving you our reactions right here : 

(1 1 We are willing to cooperate in interducing the Norpiant into Egypt . Training , real market 
capacity and prices . are subjects to be examined carefully . 
( 2 )  Going back to the idea of assembling, backing and sterilizing the modified CuT380A in 
Egypt. I think it is time to take practical steps towards achieving this . 
I can see that a future m e e ~ g  with you and along with PROFiT will be very helpful to bring 
these ideas through. 

Thank you for your cooperation and attention ; 

Sincerely Yours , 



CIF/Air Cnit Price 
li.$ ------------------ 
: . 4 5  



32591 2 5 3 3 (DIRECT) 
'AX : ?iS31 5 5 3 3 

3Z31 0073 5070 

FvJJ LATEX' C0,2  LTD, THE KYOWA SAITAMA BANK. LTD. 
T H E  i U J l  BANK. LTD. 

D r .  Khaled A.  E l a z i z  
Genera i  D i r e c r o r  

19-1. 3-CHOME. 
KANDA NISHIKI-CHO. CHIYODA.KU. 

TOKYO. JAPAN. 

~. 
THE BANK OF TOKYO. LTD 
THE SANWA BANK. LTD. 

June 1 9 9 2  TOKYO. ............ A,!.! ............. 

INTS?SATICNAL XADICAL 
'I-= . -c..SCLSGY INC. 
. . OUR REF. NO. : EX- 608 8  ' 

o i  21 S u s s i n  S t .  - E l  Mouhandsin 
?.C.3ox 54 Magles E l  shaab  
2 a i r o  - Egypt 

S u b j e c t  : Condom P r o j e c t  

Dear D r .  E l a z i z ,  

Thank you f o r  your  l e t t e r  o f  May 28,  1 9 9 2 ,  a s k i n g  i f  w e  a r e  
i n t e r e s t e d  i n  p a r r i c i p a t i n g  w i t h  y o u r  p r o j e c t .  

I ~ o u l d  l i k e  t o  comment on t h e  two a l t e r n a t i v e s  you p roposed .  

A .  Loca l  manufac tu r ing  of  condoms 

To b e g i n  w i t h ,  I would l i k e  you t o  u n d e r s t a n d  t h e  economica l  
s i z e  o f  p l a n t  c a p a c i t y  must be more t h a n  1 , 0 0 0 , 0 0 0  g r o s s  
( 1 4 4 , 0 0 0 , 0 0 0  p c s . )  p e r  annum from t h e  p o i n t s  of  t h e  p r o d u c t i o n  
G q u a l i t y  c o n t r o l ,  and t h a c  t h e  a p p r o x  budge t  o n l y  f o r  m a c h i n e r i e s  
..%.ill e x c e s s  USS 12 ,000 ,000 . -  a d d i t i o n a l l y  w i t h  b u i l d i n g  
, c o n s r r u c t i o n .  

T h e r e f o r e ,  u n l e s s  t h e  p r o j e c t  is f u l l y  s u p p o r t e d  by t h e  Government 
f i n a n c e  & purchase  o f  t h e  o u t - p u t  p r o d u c t i o n ,  i t  w i l l  n o t  be 
f e a s i b l e  f o r  a  p r i v a t e  company t o  i n v e s t  s u c h  a huge amount o f  
b u s i n e s s  r i s k .  And we r e g r e t a b l y  have  n o t  any p e r s p e c t i v e  t o  
have  a n  a d d i t i o n a l  p r o d u c t i o n  c a p a c i t y  a t  p r e s e n t  and i n  t h e  
n e a r  f u t u r e .  

3. : . aca l  P r o c e s s i n g  

A s  f a r  a s  20-25 m i l l i o n  p i e c e s / y e a r  o f  t h e  market  consumption 
i s  e x p e c t e d  i n  Egypt ,  i n s t a l l a t i o n  o f  p a c k i n g  machine w i l l  be 
s u i t a b l e  t o  s t a r t  i n  t h i s  i n d u s t r y  due  t o  a  s m a l l e r  i n v e s t m e n t  
r i s k .  

Whether o r f n o t ,  t h e  c o s t  c a l c u l a t i o n  by l o c a l  p r o c e s s i n g  would 
pay f o r  y o u r  p r o j e c t ,  p l e a s e  c o n s u l t  w i t h  M/S Sumitomo C o r p o r a t i o n ,  
L i a i s o n  O f f i c e ,  Abu E l  F ida  B ldg . ,  1 0 t h  F l o o r ,  3Abu E l  F i d a  S t r e e t ,  
Zamalek, C a i r o ,  Te l  No. : 3411504. 

:;36ing forward  t o  h e a r i n g  from you soon .  nEx C O . ,  LTD. 

/ ' ~ n t e r n a t i o n a l  Trade  



I: PROFIT 

TO: Dr. Khaled Abdel Aziz 

FROM: Donald R. Nicholson I1 

DATE: March 2, 1993 

RE: MEDTEC - Proposed Business Plan, January, 1993 

We are very pleased to acknowledge your letter of February loth, and the enclosed copy of 
MEDTEC's Five-year Business Plan. You are also to be congratulated on the incorporation of 
MEDTEC, and the fact that you and your colleagues are continuing to carry fonh the efforts and 
initiative to provide a much needed family planning service. 

..is we review your marketing, technical and financial reports. we wanted you to know that 
PROFIT remains interested in your project, and looks forward to an early opportunity to meet 
with you in Cairo. In this respect, we would be interested in learning the results of your recent 
meeting with USAID, as this will have a direct bearing on the timing of our visit. 

Awaiting your notices, we are with very best regards, 

Yours sincerely, 

Donald R. Nicholson I1 
Project Director 

Deloitte a 
Touche - 

0 
:$-:er 3 Delolne T a x r e  ':nmarsu n!ernaeonal 
- ...- , ;,,.c.ason wtn- 
-...- " ,wws~;y Center 'cr ,-:er.ial~onal Healn uuitznatfonal ~trareg~es. w. 2emwment Asxnales. mc, a m ~ y  nealro 'rlernaeom 



Appendix I 

Future Activities 

Prowsd for Oiaoibution and Promotion of CUT 380 in Egypt 
MECIMEDTEC Project. August 10. 1993 



Xlr. Khaled Abdel Aziz 
61 El Hussin Street - El Mouhandsin 
P.O. Box 54 Magles El shaab 
Cairo, EGYPT 

Dear Dr. Khaled: 

1 am writing as a follow-up to Dr. Allam's recent visit to the U.S. and his conversations with 
Dr. Bronnenkant of Finishing Enterpnses. 

b'hile we did not have an opportunity to meet Dr. Allam personally, we understand he 
reported on MEDTEC's continuing development and plans for the future. 

I n  this respect, we would be very interested in learning of your current discussions with 
CSAIDICairo, and what the expected future program wiU consist of. 

PROFIT remains interested in the possibility of initiating a program in Egypt, and would 
appreciate your comments on the current status of the project. 

Awaiting your comments, I am with very best regards, 

Yours sincerely, 

Donald R. Nicholson I1 
Project Director 

iJRN!cs 
i;: Lance Bronnenkant, Finishing Enterprises 



INTERNATIONAL MEDICAL TECHNOLOGY Inc. 

:: s:atement is w r i t t e n  t o  d e c l a r e  t h e  i n t e r e s t  of t h e  b u s i n e s s  
. ? ,  "DTEC-Egypt, i n  t h e  a s s e m b l i n g  and m a n u f a c t u r i n g  i n  Egypt 

. r t e  CUP 200 and t h e  C U T  380 (mod i f i ed / improved)  IUDs i n  f u l l  
- : - c 2 e r a t i o n  w i t h  F i n i s h i n g  E n t e r p r i s e s ,  I n c . ,  U.S.A. ,  t h e  
: -ad ing  m a n u f a c t u r e r  of t h e  C U T  I U D s .  

C Z T E C  w i l l  p r o v i d e  a l l  c a p i t a l  i n v e s t m e n t  needed f o r  t h i s  
; :ocess,  a s  w e l l  a s  assume r e s p o n s i b i l i t y  f o r  t h e  d i s t r i b u t i o n  of 
2::e p r o d u c t s  i n  Egypt .  

F i n i s h i n g  E n t e r p r i s e s ,  I n c .  w i l l  p r o v i d e  t h e  needed  t e c h n o l o g y ,  
knowhow, p r o d u c t  components ,  raw m a t e r i a l s ,  a s  w e l l  a s  t h e  
: : :schinery r e q u i r e d ,  on b e h a l f  of MEDTEC. 

Arab Medica l  Equipment Company (AMECO) w i l l  p r o v i d e  t h e  
f a c i l i t i e s  f o r  t h e  m a n u f a c t u r e  of t h e . I U D s  t h r o u g h  its p l a n t  
i n  1 0 t h  of  Ramadan C i ty .  The AMECO p l a n t  is s u i t a b l e  and 
a - l a p t a b l e  f o r  t h e  manufac tu re  of  I U D s .  

. ? : e  c o s t s  o f  t h e s e  c a t e g o r i e s  w i l l  b e  p a i d  by MEDTEC, p l u s  a 
y s l t y  on t e r m s  t o  be d e t e r m i n e d .  
.- .- - - 

=L w i l l  u s e ,  and c o o p e r a t e ,  w i t h  e x i s t i n g  f a c i l i t i z s  i n  Egypt 
..:vzr f e a s i b l e  t o  p e r f s r n  r h i s  p r o c e s s .  

---  ::.iL.z~ will e n s u r e  t h e  q u a l i t y  of  t h e  p r o d u c t s  which a r e  t o  be 
: . ; ~ n i t o r e d  by F i n i s h i n g  E n t e r p r i s e s  and manufac tu red  by AMECO. 

T:ie l o c a l  m a n u f a c t u r i n g  p r o c e s s  may b e g i n  by  t h e  a s s e m b l i n g  of 
::::ported components ,  p a c k i n g  and p r o d u c t  s t e r i l i z a t i o n ,  t h e n  
;.::ogress t o  a  second s t a g e  t o  i n c l u d e  t h e  m a n u f a c t u r i n g  of  t h e  
:.:nlponents t h e m s e l v e s  a s  p a r t  of a  p r o d u c t i o n  p r o c e s s  t o  t a k e  
L ; a c e  e n t i r e l y  i n  Egypt .  

V- L F o r  E w t r r , u r .  Grcwuaca, 

3 p .  EcA7Q !US. 

;< k -.'-I -v / J . 8 4  1 

2 .  K L L -  .- PPGS~O eUT 

6 1 El Hussin st.- El Mouhandsin +&,A &I &&A 11 
I' .O. BOX 54 Magies El shaab + I , J + O ~ U U -  

! ALRO - EGYPT i+WI $9 
'iel 34941 14 Y t $ . t \ \ t  : 5 s  



FINISHING ENTERPRISES, INC. 

AGREEMENT FOR NON-DISCLOSURE OF 
SECRET BUSINESS AND TECHNICAL INFORMATION 

This is an agreement made as of the \4* of ~ U S ~ S T  , 1992 between Finishing 
Enterprises, Inc. ("FEI') and International Medical Technology, Inc. ('IMTI"), located at 61 El 
Hussin St., El Mouhandsin. P.O. Box 54 Magles El shaab, Cairo, EGYPT. 

WHEREAS FEI has certain rights, licenses, know-how and clinical information relating to the 
manufacture of intrauterine devices (IUDs) including the Copper T brand ("PRODUCT"), and 

WHEREAS IMTl desires FEI to disclose such information for the sole and limited purpose of 
assisting IMTl in the manufacture, sale and distribution of PRODUCT manufactured by FEI. 

:.3W THEREFORE, in consideration of the disclosure of information and the covenants 
hereinafter set forth, it is agreed as follows: 

1 .  Unless otherwise agreed to in writing by FEI, IMTl shall keep confidential any and all 
technology and other information including, without limitation, knowledge, know-how. Trade 
Secrets and practices relating thereto or to the business, operations, or manufacturing 
processes of FEI, divulged or disc;osed to or imany manner obtained by !hlTI from FEI. 

IMTl will disclose such information only to such of its directors, officers, employees. agents, 
representatives or advisors who.need to know such information for the purpose of assisting 
in the manufacturing, sale and distribution of PRODUCT manufactured by FEI, it being 
understood that such directors, officers, employees, agents, representatives or advisors shall 
be informed by IMTI of the confidential nature of such information, shall be directed by IMTl 
to treat such information confidentially, and shall be directed to segregate such information at 
all times from the confidential material of others so as to prevent any commingling. 

IMTl hereby acknowledges that it shall be deemed responsible for any disclosure of the 
confidential information by its directors. officers, employees, agents, representatives and 
advisors whether or not such persons are employed by IMTI at the time of such disclosures. 

2 .  In the event that IMTl andlor FEI shall decide to terminate joint efforts with respect to the 
manufacture, sale and distribution of PRODUCT manufactured by FEI, then IMTl agrees to 
return all documents, plans, specifications, memoranda, exhibits, unused samples and other 
materials, and any copies it may have of same, of whatever kind or nature, furnished by FEI 
to IMTl in the course of making the disclosures aforesaid. 

E25 Wurl~czer Orlve N Tonawanda. NY USA 14120-2069 m Phone: 716-693-6230 

Telex: 7102621267 m Fax 716-693-6368 - 



Non-Disclosure Agreement 
page 2 of 2 

3. The above information shall not extend to any of the information which: 

a. At the time of disclosure was known to IMTl and was not acquired from FEI, or 

b. At the time of disclosure or subsequent thereto, it is or becomes available to IMTl 
from a public source through no fault of IMTI, or 

c. Is obtained by IMTl on a non-confidential basis from a source other than IMTl or FEI 
provided that such source is not bound by a confidentiality agreement with FEI or is 
otherwise prohibited from transmining the information to iMTl by a contractual, legal 
or fiduciaw obligation. 

!N WITNESS WHEREOF the parties have caused this agreement to be executed as of the date 
first above set forth. 

Finishing Enterprises, Inc. International Medical Technology, Inc. 

By: 3- J- -xSA--LA~ . - 
Lance J. Bronnenkant Dr. Khaled A. El Aziz 
President Managing Director 

Date: B - L4-SL 
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BUDGET SUMMARY 



Advertising, Promotion and Public Relations Expenditures by Product 
SOMARC Egypt, 1993 - 96 

Funding Source - SOMARClUSAlD Funds 

Mini-Launch" 12/93 - 3/94 
Cut 380 - A  IUD Norminest OC New Golden Tops Condoms 

1. Television (3 packet Ad) Production and Air Time $1 5,000 $1 5,000 $1 5,000 

2. Radio Production and Air Time $5,000 $5.000 $5,000 

3. POP Materials $2,000 $2,000 

4. Packaging $34,500 

SUB TOTALS $20,000 $22,000 $56,500 

Major Launch Campaign - 6/94 - 12/95 

1. Television (Production and Air Time)" $1 27,450 
2. Radio (Production and Air Time) $6,200 
3. Print (Production and Media) 
4. Cinema (Production and Media) 
5. Outdoor (Train Stations, Bus Panels, Stadiums) 
6. Promotional Items (Brochures, Flyers, 
Examinations, Gloves, Matchboxes, Dispensers, Rx 
PadsIKits) $20.500 

7. Packaging $61,000 
Physicians Contraceptive Technology Update 

$215.150 

"TV ad taken off air 2 112 weeks (condoms) 



Advertising, Promotion and Public Relations Expenditures by Product 
SOMARC Egypt, 1995- 96 

SOMARC EgyptIUSAID Funds 

SOMARC - Pan Arab Funds 
Depo Provera Norminest Relaunch - Sept., 1995 

1. Television - Production and Air Time 

2. Physicias Launch Seminar (4) 

3. Hospital Presentations (150) 

4. Pharmacists Training Sessions (15) 

5. Brochures and Acceptor Cards 

6. Physicians Binders 

7. Promotional Pens 

8. Public Relations 

TOTALS 



Advertising, Promotion and Public Relations Expenditures by Product 
SOMARC Egypt, 1993- 96 

Return-to-Project Funds 

Television - Air Time 
Brochures 
Surgical Gloves 
Print Ads 
Rx pads 
Brochures 
Packaging 
Inserts 
Promotional Materials 
Folders 
Business Card Files 
Promotional Pens 
POP Hangers 
Pharmacist Training Program 
Curriculum Materials 
Two seminar 
Subtotals 

Cut 380-A Norminest General (all products) 



Advertising, Promotion and Public Relations Expenditures by Product 
SOMARC Egypt, 1993 - 96 

GRAND TOTALS 
(SOMARC and Revenue Funds) 

Cut 380 - A  IUD Norminest OC New Golden Tops Condoms Depo Provera General 

$263,454 $1 53.766 $159,125 $1 17,446 $28,460 



Attachment D 

MECMEDTEC SALES, DECEMBER 1993-JUNE 1996 



SOMARC Product Sales per Quarter by Sales Units 

N.G.Tops 

Norminest 

Product Dec., 93 * 1994 
1 st, QTR Znd,QTR Ifrd,QTR 4 

1.u.D'~ 57,789 145.754 

*No sales were made between January, 1993, December, 1993 

Selling Units Are: 

1' - 
st, QTR 

(2,874 

372,424 

328,800 

- 

IUD's : One package contains one unit 
New Golden Tops : One package contains six units. 
Norminest : One Cycle 
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MEMORANDUM OF AGREEMENT 



MEhIORANDUM OF AGREEMEN'I' 
BETWEEN 

UPJOHN SCIENTIFIC OFFICE 
UPJOHN EGYPT 

P.O. nox 5848, HELIOPOLIS WEST 
CAIRO, EGYPT 

and 

N.V. UPJOHN, S.A. 
RIJRSWEG 12, B-2870 

PUURS, BELGIUM 
(Manufacturer and sup~>l ier, a who1 l y  owned su1~sitlia1.y C J ~  The 
Upjohn Company, Kalamazoo, Michigan, USA hereinafter referred to 
as UPJOHN) 

and 

PORTER/NOVELLI 
1120 CONNECTICUT AVENUE, N . W .  

WASHINGTON, D.C., USA 
(Subcontractor to, and acting on behalf of, The Futures Group 
International, Washington, D.C., USA under the Futures Group 
SOMARC (S~rcial Markct ing for Change) contrncl wit11 lltc 0 1 1  i let1 
States Agency for Inlernational Development [USAIDJ) 

I. D m o s e  of. Agreemenl 

The ptlrpose of this agreement is to define those arens rif 
respons ibi 1 i ty to be undertaken by UPJOIIN and I'ORl'1::I;/NOVT:I,I.I 
(hereinafter referred to as P/N) for the support of tile toarketing 
of the Depo Provera contraceptive injectible tl~rough the p1:ivate 
sector (pl~ar.rn:tcists and physicians) in The Arab Repub1 ic r.1f Egypt 
( A . R . E . ) .  

Whi le Depo Provers has been avaiiable in A . R .  L. since thc l980's, 
supply of the product has been limited and erratic, and to this 
point has been donated by the United Nations 1"nmi ly Plnnn ing 
Agency ( U N I ' P A )  to t h e  (;overnmerr t o f  Egypt ((;Of:) p i  I i I I I [ ' C I I .  

the pub1 ic sector. w i rh modest amounts distrib~ttetl to plln~.m;>cies 
though the Egyptian Pharmaceutical Trading Company ( E P T ' C ) ,  n 



department of The Ministry of Health. The EPTC currently has an 
ample supply of Depo Provera in stock, available only to Lhe 
public sector under its revenue agreement with the UNFPA. I t  is 
anticipated that UNFPA will continue to donate Depo Provera to 
the GOE for the pub1 ic sector through June, 1995. 

Therefore. the recently established availability of Depo Provern 
to the private sector at a retail price of LE 7.00 established by 
the GOE constitutes. in effect, an introduction or product launch 
which will require educational, training, and advertising 6 
promotion support to ensure the widespread acceptnnce anti 
responsible use o f  this important method category. 

A s  signatories to this Agreement, UPJOHN and P/N agree tcr t h e  
following responsibilities and understandings: 

P/N Responsibilities 

1 .  P/N will provide programmatic and financial support at 
reasonable levels Tor the following (full tletai Is o f  Lhcsc 
activities are tiescrihed in a separate launch plan tl~lculncnt): 

a) Five physicians' launch seminars to be hclc.1 in f ice 
cities selected to provide nationwide coverage for 
transmitting technical information to leading Egypt iarl 
physicians. 
h )  Group presentat ions in 150  hospitals trr prnvitlc tcchn ica l 
information to those hospital-based physicians not ;ittentlir~g 
the launch seminars. 
cl Fifteen co~~traceptive technology u p d n t c  seminars for 
pharmacists at sites throughout Egypt. Curric~tlum wi 1 l 
include inject ibles, in addit ion to other mr>tlerrl 
cont rncept i L r e  rnettiods, and wi 1 1  be prnvitlctl I,!. SO?4AI:C- 
I'rr!'tcl./Novc I I i . 
I Support !nateri:tls for physicians' launch :;cluinar:i. 
including folders/bintlers with block note patls and pen5 
e) Printing costs for support materials fur rl~etiical 
r e p r e s e n t : l t i v e s / r l e t a i l  men? including technical hr'o~hi11'e~ 
pamphlets, and cnnsurner brochures. F i  Inls/mech;~~lic;~l.; [ i r  hc 
prov i dctl hy IlP.lOl1N. 



f ) Advert is i na and Promot ion - Adapt ing SO51ARC Pan-Arab 
campaign television commercials for u:;e in 'l'lic A.Ii.E., 
including redubbing in Egyptian Arabic and adding liI~JOlli'4 
Depo Provera package tag (at UPJOHN's expense). P / N  plans to 
support airing of the commercials for an cslimaterl four 
months. 
g) Puhl ic relat ions campaign, including press co\,eriige at 
seminars. television and radio talk shows. 
h) Medical Assocint ion Ob/Gyn Congress ( 2 )  - one i n  Cairo. 
one in Alexandria. 

U.tJI'l?\I Responsibi l it& 

2. UPJOHN will be responsible for: 
a) Ensuring a stcatly supply of Depo Provcr.;r f l ~ r  nlnr1:et ing i n  

the private sector. 
b) Detailing Depo Provera to an estimated target aadicncc o f  
approx imately 7,000 physicians and 5 ,000 p1iarm;lc i % l : ;  h y  
utilizing the services, under contract, uT a qualified 
contraceptive distribution and marketing company. 
c )  Packaging and making available Depo Provera in individunl 
carton packs cor~liiining one ( 1 )  Depo Prover;i Con1 racepi ive 
Injection 150 mg vial: (1) empty sterile disposable syrir~ge 
with needle: one ( 1 )  patient card with s~quired i~~formatior~: 
and one ( 1 ) product insert. 
cl Provide the following promotional males in Is 

- Informiition binders for detail men/rvomerl. 
- Patient information binders. 
- Posters for contraceptive opt ions. 
- Five filrns/mechanicals for printing brochures, 

pamphlets. 
- Four video tapes for group hospital prescritation. 
- Brochures and pamphlets for five physicians' launch 

seminars. 
- Free prnduct samples for physicinr~s. 
- Exhibit booth panels, 
- Product tags for television commercials 

3. Report ins to P/N wit11 monthly and quarterly repurls [III sales 
to pharmacists and lphysicians, and meeting :v i  th I'/N crrl ci ~c~onthl.; 



MOA . . .  Page 4 

basis. or more frequently if appropriate, to assess progrcss and 
issues. 

111. General Provisions 

1 .  I t  is understood that Porter/Novelli currently holds o 
subcontract with The Futures Group International which, in turn, 
holds a contract with USAID to support contraceptive social 
marketing efforts in The A.R.E. and elsewhere. The funds provided 
b.v P/N for progrnmative and financial support are subject L O  

avai lability from U S A I D  and The Futures Group. Any reference in 
this agreemen1 to P/N's commitment to support activities 
including disbursing funds is contingent upon approval and 
concurrence by FUTURES. P/N assumes no liability hereunder 
without the express concurrence of FUTURES. 

2. UPJOHN and P/N each shall comply with all decrees, laws, and 
regulations of The A.R.E. pertaining to the activities undertaken 
through this agreement. Likewise, each party shall maintain at 
all times the permits and licenses necessary to carry out the 
intended activities. according to the laws of The A.R.E.. 

3. J l J T 0  i I I ahscrlve P/N and FUTURES from any c~ntl a 1  l I iabi I i t y  
tegartlinz or resu l t i rlg from approved product ilse. UPJOILN ! < I I ~  I 1 
hzive the viglit to control the defense or dispositior~ [IC any 
product liability claims. P/N and FUTURES will coopcrate xith 
UPJONN in its defense of any such claims. 

4. This agreement shnl l become effective on tllc (late o r  sigr~ir~g 
and shall he valid until December 31, 1995, but may be extended 
beyond that date on the written agreement of both parties. 

5. Any a~~iendments to this agreement are valid only if executed in 
writing and signed by bnth parties. 

6 .  I f  the continuing availability of Depo Provern to the Cgyptiarr 
private sector is cancel led or suspended for nrly reason, illis 
;lgrecmer~t my hc tcrmirlntetl by P/N upon writ tcrl !lot ice dcl  ivcrctl 
by registered mail or courier to UPJOIIN. 



MOA . . .  Pagc 5 

B Y  their signatures below, the parties to this ngrecmcnt 
subscribe and agree to the provisions contained herein: 

For For 
Upjohn Egypt Porter/Novelli 
P.O. Box 5848, IIeliopolis West 1120 Connecticut Avenue, N.W. 
C a i r o ,  Egypt Washington, D.C., USA 

Signature Date 
F o r  
N . V .  Upjohn S . A .  
Rijkswea 12, 0-2870 
Puurs, Belgium 



Attachment P 

TOTAL SALES BY MECMEDTEC CSMP CONSORTIUM 



SOMARC All 3 Products sales 
and inventow up to J u I Y , ~ ~  1996 

Product Beg. Inventory Sales, Dist. End. Inventory Expired Valid %of sales1 
Beg. Invent 




