Guide 6: In-depth Interviews with Prenatal Supplement Manufacturers
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	Interviewer
	

	Note taker
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	Province 
	

	Country
	

	Job title of interviewee 
	

	Years of experience in testing or developing micronutrient supplement products
	



Thank you for agreeing to talk with us today. We are working with the Ministry of Health in Cambodia to gather information on pregnancy supplements. The Ministry of Health is considering switching their current prenatal supplementation approach of providing iron and folic acid supplements to pregnant women to providing multiple micronutrient supplements instead. We are interested in speaking with experts like yourself to get your insight into what encourages pregnant women to take prenatal supplements. Do you have any questions before we get started?

1. To begin, could you describe to me the prenatal supplements that your company currently has on the market? 

Probe: What is the current market share of your product(s)?  

NOTE: If possible, get photos of the supplements and their packaging.


2. In your experience, what are some of the major factors that consumers, especially pregnant women, and their families, consider when choosing their supplements? 

2a) This set of index cards lists out some factors that may be important to consumers when purchasing a prenatal supplement. For example, the cards may say cost, health benefits, side effects, etc. [Hand the participant the index cards, can you put the cards in order of importance with the top being the most important].  

WRITE OUT THE RESULT FROM PILE SORT from TOP IMPORTANT FACTOR to the BOTTOM LEAST IMPORTANT:

1- ____________________________
2- ____________________________
3-____________________________
4- ____________________________
5-____________________________
6-____________________________
7-____________________________
8-____________________________
9-____________________________
10-___________________________



3. For each prenatal product you sell, what are the benefits of each that you promote. Please list each prenatal product one by one.


3a.  Which specific benefit do you think are most important to consumers and why? 


4. Does your company make any other pregnancy products beyond prenatal supplements? 

NOTE: Take pictures of the product or marketing messages if possible

5. How do you advertise your products to pregnant women? 	

Probe: Do you advertise based on product composition (the type of nutrient in the product)? Do you advertise to reduce anxiety about potential side effects? 

6. In your opinion, what kind of messages sell well to pregnant women and their families from a marketing perspective?

Probe: What messages encourage women to take prenatal supplements? 

Probe: What messages encourage influential family members to buy prenatal supplements? 

7. In your experience, how do current prenatal supplements get advertised to reduce anxiety about any potential side effects? 

8. What strategy can your company use to sell different types of MMS? In what ways do you think we can increase the desire for a new micronutrient supplement?

Probe: Do you already use different pricing strategies to attract consumers to different formulations or brands of supplements? 

9. What advertisement channels have been effective for your company to provide information to pregnant women and their families on prenatal supplements?  (e.g. TV commercials, posters, bottle messages etc. )

10. What are some new or innovative ways you can think of to provide information about this new prenatal supplement? 

Probe: Would social media be useful? Instagram? TikTok?, etc.

11. As part of our strategy for introducing a new prenatal supplement to women in Cambodia, we are investigating ways to make the packaging appealing to consumers. We have spoken with pregnant women and their families to get their ideas on colors, slogans, images, and packaging information. We are very interested to hear your suggestions on these components as well.	Comment by Shannon King: I’m not sure if you want to introduce the questions this way. Again we are introducing a competing product to what is being provided to the manufacturers. I would suggest potentially asking the questions without the opening statement.	Comment by Mai A. Hoang: These manufacturers were previously contacted in the landscape and are interested in potentially producing MMS locally. Although this may not actually be cost-feasible to do so, they may want to answer considering that they may want to investigate the possibility further. 
 
11a) What colors are used in your products for pregnant women? Why were they chosen?

11b) Are there any other colors you think would be good to use for prenatal supplement packaging? 

11c) What images are used on the packaging of your prenatal supplements? Why were they chosen? 

11d) What other images do you think could be good to use on prenatal supplements?

11e) What kind of information or messages should be highlighted on the product packaging?

Probe: What about this message you think will sway the person to buy the product?

11f) Where should important information be placed in the package? Why? 

11g) What characteristics do you think makes a prenatal supplement attractive for purchasing? 

Probe with examples: international certification, colors, real images versus graphic images, words that address emotions or feelings)

12. Next, I would like to ask you a bit about a few product packaging considerations.

12a) What kind of packaging characteristics does your company use for their prenatal supplement packaging? (Examples: bottle or child resistant cap; tamper proof packaging; blister packaging; polyvinyl film with foil;  HDPE bottle (high-density polyethylene - thermoplastic polymer)

12b) What kind of package characteristics do you think is preferred? Why? 

12d) Given cost and adverse environmental impact of blister packaging, are there ways to make bottle packaging more appealing to consumers?


13.  What is the cost range of prenatal supplements in your area? 

13a. How much do your current product(s) cost?

13b. How did your company decide upon the current price of the product(s)?


14. Do you know where your products are usually located in the aisle of drug stores or pharmacies?

14a) If yes, did you ask for your products to be placed in this location?  Why? 

Probe: Do you think the current location helps the actual sale of your product? If no, what would be a better placement? (For example, at eye level in the aisle or at the front of the store)

14b) How do you think you can promote the purchase of prenatal supplements in the pharmacy or drug stores?

15. Before we close, is there anything else you think we should know about packaging and marketing for prenatal supplements?


Closing statement
Thank you so much for your time and for sharing your knowledge with us. The information you shared will help us develop a marketing strategy that will make the transition from iron and folic acid supplementation to multiple micronutrient supplementation a success in Cambodia. 
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