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ABSTRACT 

This study was undertaken to assess the strategies for marketing anti-

aids drugs in Nigeria, A Case Study of Roche Nigeria Limited the first 

pharmaceutical company to introduce Anti-Aids drugs in Nigeria. 

AIDS, a deadly disease, is rising fast to the top of our public Health 

agenda from a relatively obscurity ten years ago. The great 

innovations in drug therapy have given hope to physicians and 

patients alike, the combination of drugs have been documented to 
. • 

delay disease progression and improve quality of life. It is now almost 

possible to live a normal life with AIDS. 

The study therefore will further enhance combating this problem if an 

effective marketing strategy is identified, as a necessary measure 

towards arresting the alarming rate of death due to AIDS. It will also 

serve as an indispensable guide for pharmaceutical companies 

intending to introduce and / or to adopt strategic marketing decisions 

on Anti-AIDS drugs in Nigeria 































































was employed by Roche as it was observed 

that the demand for the products were their due 

to high statistics and no competition as it was 

the first pharmaceutical company to introduce 

anti-aids drugs in Nigeria, this later changed as 

you will see later. 

PLACE (DISTRIBUTION) 

This is the movement of goods from point of production to the 

point of consumption. Certain factors have made it difficult for 

producers to sell directly their products to the consumer and as 

such, intermediaries are sought in the delivery of such goods to 

ultimate buyers. These intermediaries, are then referred to as 

middlemen. The middlemen may be who esalers, retailers or agents. 

A producer could use the services of one or all of these middlemen 

in distributing his products, depending on the nature of the product, 

number of the customers and the channel used. 

To ensure availability of the product to all those in need the 

following channel of distribution was put in place by Roche. 

(a) Availability of the products at the Depots, 

Area North has three - Kaduna Depot 

Kano Depot 

Abuja Depot 








































































































































