REPOSITIONING OF PATENT AND PROPRIETARY MEDICINES VENDORS (PPMVS) FOR IMPROVED HEALTHCARE SERVICE DELIVERY

CURRICULAR DEVELOPMENT WORKING DOCUMENT

Introduction 

Nigeria occupies approximately 923,768 square kilometres of land stretching in the South from the Gulf of Guinea in the Atlantic to the fringes of the Sahara Desert in the North. The Nigerian Bureau of Statistics released a report that estimates Nigeria’s population to be 193,392,517 with a national growth rate of 3.2 percent per annum. 

This data was gathered by Nigeria’s National Population Commission.

Nigeria’s climate is influenced by the rain-bearing south-westerly winds and the cold, dry and dusty north-easterly winds, commonly referred to as the harmattan. The temperature in Nigeria oscillates between 25oC and 40oC, and rainfall ranges from 2,650 millimetres in the Southeast to less than 600 millimetres in some parts of the North.  The vegetation consists of mangrove swamp forest in the Niger Delta and Sahel grassland in the North.

Nigeria is made up of 36 States and a Federal Capital Territory, grouped into six (06) geopolitical zones: North-West, North-East, North-Central, South-West, South-South and South-East with 374 identifiable ethnic groups.

2.0
History of Patent and Proprietary Medicines Vendors (PPMVs) in Nigeria 


The granting of licences to sell patent and proprietary medicines and packed goods was first introduced in Nigeria through the Poisons and Pharmacy Ordinance of 1936 which set up the Pharmacy Board of Nigeria and the power to issue the licence for stocking and sale of patent and proprietary medicines was statutorily vested on the Pharmacy Board of Nigeria (PBN).


In line with the provisions of the ordinance, there were only two classes of persons who could sell patent and proprietary medicines.  They were:

(i) a registered Pharmacist (who were then largely known as Druggists and Chemists, Druggists and selling Dispensers) and;

(ii) a person who held a patent and proprietary medicines vendor’s licence (PPMVL).

The patent and proprietary medicines vendor licences were issued as a matter of necessity, to those who were not by law qualified to deal with the sale and distribution of drugs and poisons.  The first group of persons to deal in patent medicines in Nigeria were the French Medicines Stores and Waterloo Medicines Stores in Lagos.  Provisions were thereafter made in the law to protect the sale of patent medicines all over the country.

After Nigeria attained independence in 1960, the Pharmacy Board of Nigeria transferred the issuance of the Patent and Proprietary Medicines Vendors Licence to the States’ Ministry of Health in line with the provisions of the Poisons and Pharmacy Act (PPA) Cap 152 of 1960.  This Act was an offshoot of the Pharmacy Ordinance Cap 152 of 1958 which strengthened the establishment of the Pharmacy Board of Nigeria with the authority to issue the Patent and Proprietary Medicines Vendors Licence. The PPA Cap 152, 1960 also made provisions that the licensing authority shall:

(i) Ensure that the persons who hold the patent and proprietary medicines licences should exhibit (display) conspicuously such licences in the licensed place of business;

(ii) See to it that no one sells or deals in substances beyond the scope of the licence issued to him;

(iii) Keep a register of all persons granted licences to sell patent and proprietary medicines, and;

(iv) Submit the list of licensed patent and proprietary medicines vendors to the Registrar, Pharmacy Board of Nigeria (PBN), in January of every year so that it can be entered in the relevant registers.

The sale and distribution of patent and proprietary medicines in Nigeria in those days and even up till now, by a person holding PPMVL is such that, he shall only sell a patent medicine in its original container as it comes from the manufacturer.  Such a person shall not dispense out of the container and shall not remove or replace the original label on the container. 

3.0
Laws/Policies for the Establishment and Regulation of the Operations of PPMVs in Nigeria 

I. Poison and Pharmacy Act Cap 535, LFN, 1990;

II. Pharmacists Council of Nigeria (PCN) Act Cap P17, LFN, 2004;

III. Other relevant Pharmacy and Drug laws;

IV. Guidelines for Issuance of Patent and Proprietary Medicines Vendors Licence;

V. Approved Patent Medicines List;

VI. Ministerial fiat on Reversion of the Licensing Authority to PCN.
4.0
The Place of the PPMVs in the Healthcare Delivery System 


The place of the PPMVs is that of a stop gap mechanism where the patent and proprietary medicines vendors licence is issued to those who are not by law qualified to deal with the sale and distribution of simple household medicines, which are also known as over the counter (OTC) medicines.  The attempt is to redress the lopsided distribution of the very few healthcare facilities as well as the insufficiency of pharmacists in the country.



Also, the existence and operations of the PPMVs is for the achievement of the main objective of the Nigeria’s National Drug Policy, which is to ensure adequate supply, accessibility and availability of essential medicines that are safe, efficacious and of good quality as well as rational use of same.



In summary, the place of PPMVs in the healthcare delivery system is that of being the most readily available source of simple essential medicines for healthcare service delivery and provision of referral service.

SECTION I

GENERAL TOPICS
1.0
LOCATION AND LAYOUT OF PATENT MEDICINE SHOP (PMS)

1.1 
LEARNING OBJECTIVES 

At the end of the training session, the vendor should be able to: 

1. Explain the guidelines with regards to locating a PMS  

2. List the requirements of the regulations governing location approval

3. Demonstrate the skill to organise/set up a PMS 
1.2 CONTENT
1. Requirements for:
Location approval

Layout of PMS

Radius

Distance from existing Pharmacy

Distance from existing PMS

2. Prohibition of siting PMS in, and reasons thereof:






Petrol station







Motor park






Market place







Urban area

3. Minimum standard requirements for a PMS (size of shop, cross ventilation, concrete walls, ceiling fan, shelf type etc).
4. Appropriate signage 
2.0
SAFETY AND SECURITY

2.1
LEARNING OBJECTIVES

At the end of the training session, the vendor should be able to:

1. Explain safety in the shop environment

2. Explain safety and security of shop and stock

2.2
CONTENT

1. Personal Safety

· Dressing/Appearance of the vendor

· Importance of First Aid Kit

2. Safety and Security of the shop

· Layout/Design of the shop (Solid safe fixtures and shelves)

· Safety and security devices

(Smoke detectors, fire alarms, fire extinguisher/sand bucket, appropriate entry ways, security camera, etc)
· Securing against pests and rodents

· Appropriate fumigation

3. Safety and security of stock

· Documentation

· Proper storage conditions

· Appropriate dispensing equipment

· Proper Inventory control

4. Appropriate waste disposal

3.0
GOOD HYGIENE AND APPEARANCE

3.1
LEARNING OBJECTIVES 
At the end of the training session, the vendor should be able to: 

1. Explain the importance of good hygiene and habits

2. Identify the recommended appearance of a vendor 
3. Explain the impact of maintaining good hygiene in the PMS
3.2 CONTENT

1. Definition of:
a. Habits 

b. Hygiene 

c. Appearance
2. 
Examples of bad hygiene or practices:
a. Cooking
b. Changing and disposal of diapers
c. Washing of plates 
3. Implications of bad habits such as smoking, use of snuff, picking or blowing the nose, picking the teeth continually and scratching the body.

4. The qualities of a good vendor: 

a. Neatness
b. Good Communication skills
c. Patience
d. Honesty 
e. Confidentiality 

4.0
RESPONSIBILITIES OF A VENDOR

4.1
LEARNING OBJECTIVES 
At the end of the training session, the Vendor should be able to:

1. Identify his responsibilities to the client 

2. State his duties to the community 

3. Mention his responsibilities to the environment

4.2 CONTENT

1. Definition of:
a. Responsibility 

b. Clients 

c. Community

d. Environment 

2. The responsibilities to client under the following:
a. Cordial relationship

b. Multi disciplinary working relationship

c. Information/advices

d. Referral 

3. The duties of a vendor to his environment such as sanitation and proper waste disposal according to segregation. 
5.0
CODE OF CONDUCT

5.1 LEARNING OBJECTIVES

At the end of the training session, the vendor should be able to:
1. Identify the role of a patent medicine vendor in the healthcare system
2. Explain the principles and standards that should be applied in the healthcare system

3. Demonstrate compliance with regulations and good record keeping 

4. Demonstrate good conduct and health-related ethics and adhere to the code of conduct for patent medicines vendors 

5. List the standards on product and personal advertisement

6. List the provisions of the guidelines for issuance of a patent and proprietary medicines vendor license

5.2 CONTENT 

1. The pharmaceutical sector in Nigeria

2. The rationale for PPMVs in Nigeria
3. Guidelines for issuance of a PPMVL
4.  Requirements for:
(a) Premises location

(b) Appropriate documentation

(c) Reference materials

5. Expected operations in the PMS

6. Services that can be offered in the PMS

7. Guidelines on products and personal advertisement

8. Code of ethics for patent medicine shops

9. Ethical violations in medicines management

10. Offences and penalties

11. Responsibilities of vendors to – the clients, colleagues, other healthcare providers, regulatory agencies and the community 

6.0
SCOPE OF OPERATION
6.1
LEARNING OBJECTIVES 

At the end of the training session, the vendor should be able to: 
1. State the limits of operations

2. Explain the scope and conduct of their operation
3. List sanctions and penalties for breach of the regulations
6.2 CONTENT

1. The Guidelines for the Operations of a PMS 
2. Approved Patent Medicines List and Over the Counter (OTC) medicines
3. Limits of operation with examples 
4. Implication of operating outside the scope

7.0
COMMUNICATION SKILLS
7.1
LEARNING OBJECTIVES 

At the end of the training session, the vendor should be able to:

1. List the basic principles of communication
2. Explain the communication processes

7.2 CONTENT

1. Definition of communication

2. Fundamentals of communication skills

Types of Communication

a. The communication model

b. Principles of effective communication

c. Counselling

d. Qualities of a good counsellor

3. Standard and recognised non-verbal communication skills and signs 

4. Visual effects on communication

5. Empathy and sympathy

6. Conflict resolution 
8.0
PRODUCT PROCUREMENT
8.1
LEARNING OBJECTIVES
 At the end of the training session, the vendor should be able to:

Explain the importance of selecting and procuring medicines from reliable sources 

8.2
CONTENT
1. Selection of suitable sources of medicines

2. Tips on procurement of good medicines and avoiding fake medicines
3. Importance of keeping records of purchases and sources of medicines 
4. Overview of National Drug Distribution Guidelines (NDDG)
a. Benefits of NDDG

b. Disadvantages of uncoordinated drug distribution 

5. Stocking of products according to accredited PPMV tiers

9.0
TRANSPORTATION AND STORAGE OF MEDICINES 
9.1
LEARNING OBJECTIVES
At the end of the training session, the vendor should be able to:
1. Explain the proper way of transporting medicines 

2. Describe proper storage conditions for medicines
3. Mention how transportation and storage affect the quality of medicines
4. Demonstrate knowledge and skills for proper disposal of expired medicines and waste in the shop
9.3 CONTENT
1. Transportation and how it affects the quality of medicines 

2. Tips for proper transportation of medicines 

3. Storage of medicine and how it affects the quality of medicines 

4. Factors that affect the quality of medicines such as temperature, moisture, direct sunlight and cleanliness of shop/environment.

5. Importance of proper arrangement of medicines on the shelves

6. Signs of poor quality medicines e.g. dampness inside packages, torn packages, unreadable labels, broken tablets, etc.
7. Disposal of expired medicines in a PMS

8. Segregation of waste in a PMS e.g. sharps, refuse, e.tc.

9. General tips on disposal of waste

10.0
ARRANGEMENT AND DISPLAY OF MEDICINES
10.1
LEARNING OBJECTIVES 

At the end of the training session the Vendor should be able to:

1. Explain the rationale behind arrangement and display of medicines.
2. State the different methods/styles of medicines display/arrangement in shops.
10.2 CONTENT

1. Description of methods or types of medicines arrangement/display

a. First-in first-out, (FIFO)

b. First-expire first-out (FEFO)

c. Dosage form display

d. Use or action (pharmacological) display

2. Advantages of proper display of medicines.

11.0
DOCUMENTATION AND RECORDS KEEPING IN A PATENT MEDICINES SHOP

11.1
LEARNING OBJECTIVES 
At the end of the training session, the vendor should be able to:

1. Explain the importance of record keeping in business growth and product tracking
2. State the legal importance of documentation and record keeping 

11.2
CONTENT

1.
Definition of terms

a) Documentation and records keeping

b) Tally/Bin cards 

c) Sales book, Purchase book and Invoice  

2.
Importance of documentation and records keeping as regards the following:  

a) Invoicing 

b) Sales book

c) Expiry records

d) Tally cards 

3. Examples of records and documentation style

12.0
MAINTAINING GOOD QUALITY MEDICINES IN THE PATENT MEDICINES SHOP
12.1
LEARNING OBJECTIVES
At the end of the training session, the vendor should be able to:

1. Identify a good quality medicine

2. Identify a bad quality medicine

3. State at least two effects of poor quality medicines on client.

4. Name at least three causes of poor quality medicines

5. Name at least two signs of poor/bad quality packaging, labelling, tablets/capsules and liquid preparations

6. Identify the signs to look out for to detect substandard, falsified and counterfeit medicines.

7. State where to report substandard, falsified and counterfeit medicines

8. Identify ways to maintain the quality of medicines in the PMS.

12.3 CONTENT
1. Quality of medicines

a. Definition of a good quality medicine and how you can identify it

b. How to identify poor quality medicine

c. Effects of poor quality medicines on client

d. Effects of poor quality medicines on the PMS

2. Causes of poor quality medicines

a. Transportation

b. Poor handling 

c. Storage 

3. Some signs of poor quality medicines

a. Packaging

b. Labelling

c. Poor product presentation 

d. Dampness inside packages

e. Torn packages

4. Substandard and counterfeit medicines

a. How to detect substandard, counterfeit medicines

b. Consequences of stocking counterfeit medicines

i. Effects on the client

ii. Effects on the business

iii. Where to report counterfeit medicines

5. Maintaining the quality of medicines in the PMS.

13.0
ADMINISTRATION OF MEDICINES (ACTIONS AND USES IN THE APPROVED PATENT MEDICINES LIST)

13.1
LEARNING OBJECTIVES

At the end of the training session, vendor should be able to:

1. Describe the rational use of medicines and acquire the knowledge, skills and attitude for appropriate use of medicines
2. Demonstrate a basic knowledge of medicines in the approved patent medicines list
3. Demonstrate knowledge of some common interactions between medicines in the approved medicines list
13.2
CONTENT
1. Differences between brand names and generic names with
examples
2. Dosage forms of medicines
3. Examples of common dosage forms of medicines
4. Advantages and disadvantages of common dosage forms of medicines
5. Common medicine-medicine interactions

6. Medicine- food interactions

7. Harmful effects of medicines

8. Drugs in the Approved Patent Medicines List (APML)
9. Effective use of explanatory note in the (APML)
10. Rational use of medicines
11. Irrational use of medicines
14.0
ROUTE OF ADMINISTRATION OF MEDICINES 
14.1
LEARNING OBJECTIVES
At the end of the training session, the vendor should be able to:

1. Describe the three major routes of administering medicines 

2. List five common dosage forms of medicines 

3. State the advantages and disadvantages of common dosage forms of medicines
14.2 CONTENT
1. Definition and Overview of route of administration of medicines
2. Four major routes of administration of medicines
(a)

Enteral route:
(i) Oral route

· Advantages and disadvantages of oral route of drug administration

(ii) Buccal / Sublingual route

· Advantages and disadvantages of buccal/ sublingual route

(iii) Rectal route

· Advantages and disadvantages of rectal route

(b)
Parental route:
i. Intravenous route

ii. Intramuscular route

(c)
Topical route

(d)
Subcutaneous route

3.  Common dosage forms: advantages, disadvantages and conditions for use

a. Tablets

i. Chewable tablets

ii. Effervescent tablets

iii. Slow release (SR) tablet

iv. Enteric coated tablets

v. Sugar-coated tablets

vi. Film-coated tablets

b. Capsules

i. Hard gelatin capsules

ii. Soft gelatin capsules

c. Granules

d. Mouthwash

e. Lozenges

f. Suppositories



Procedure for inserting suppositories

g. Pessaries

Procedure for inserting a vaginal pessary

h. Oral suspension

i. Dry powder for oral suspension

ii. Liquid oral suspension

4. Topical preparations

5. Eye preparations

6. Common Medicine-Medicine interactions

7. Medicine-food interactions

8. Harmful effects of medicines

9. Effect use of explanatory note in The Approved Medicines List

15.0
DETECTION AND REPORTING OF ADVERSE DRUG REACTION
15.2
LEARNING OBJECTIVES
 
At the end of the training session, the vendor should be able to:

1. Explain an Adverse Drug Reaction (ADR).

2. Develop patient safety role in identifying, reporting and preventing ADRs
3. Explain side effects of some common drugs

15.3
CONTENT
i. Definition of ADR

ii. Difference between ADRs and side effects 

iii. Effects of ADR

iv. Risks of ADR 

v. Consequences of ADR

vi. Examples of ADRs

vii. Who is at risk of ADRs

viii. Role of PPMVs in ADR reporting

ix. The ADR reporting form (NAFDAC Yellow Form)

16.0
PHARMACOVIGILANCE

16.1
LEARNING OBJECTIVES
 
At the end of the training session, the vendor should be able to:
1. Explain pharmacovigilance 

2. Explain the importance of safety monitoring 

3. Identify the role of a vendor in pharmacovigilance

16.2
CONTENT
1. Introduction to pharmacovigilance

2. Objectives of pharmacovigilance

3. Detection, assessment, prevention and documentation of ADRs
4. Records keeping and appropriate information dissemination 

5. Stakeholders in pharmacovigilance

17.0
REFERRALS 

17.1
LEARNING OBJECTIVES 

At the end of the training session, the vendor should be able to:

1. Explain the referral process  

2. Identify danger signs for referral for at least the 3 childhood killer diseases
3. Identify appropriate pre-referral treatment
4. State the golden rule for referral 

17.2 CONTENT

     1.   Definition of terms: 
a. Referral
b. Danger signs 

2.
Signs and symptoms for referral cases (Danger Signs)

3.  Golden rule with examples

18.0
FIRST AID
18.1
LEARNING OBJECTIVES
At the end of the training session, the vendor should be able to: 

1. State the purpose of first aid. 

2. Define common terms used in first aid.
3. List the six steps for management of an emergency. 

4. Explain how to carry out the five initial assessment priorities (i.e., DR ABC). 

18.2
CONTENT
1. Definition of First Aid
2. Goals of First Aid 
3. Definition of Common Terms
a. Emergency

b. Casualty 

c. First Aider 

d. Good Samaritan 

e. First aid box/kit

4. Steps in Emergency Management of a Casualty using DR ABC:

a. Danger 

b. Response 

c. Airway

d. Breathing

e. Circulation 

f. Resuscitation 

5. 
First Aid for Some Common Conditions 

a. Choking 

b. Fainting 

c. Wounds and bleeding 

i. Minor bleeding 

ii. Major bleeding 

iii. Nose bleeding 

6. Burns and Scalds 
a. Classifications and actions to take and NOT to take 
7. Fractures 

a. Open fractures (compound fractures) 

b. Closed fractures (simple fractures) 

8. 
Dislocations 

9. Poisoning 

a. Inhaled poisons 

b. Swallowed poisons 

c. Skin contact poisons 

d. Stings and bites 

e. Insect stings 

f. Animal bites 

g. Snake bites 

19.0
HEALTH EDUCATION AND PROMOTION

19.1
LEARNING OBJECTIVES

At the end of the training session, the vendor should be able to:
1. Conduct health talks on common illnesses, signs and symptoms in the community. 

2. Conduct one-on-one health education sessions on drug use and common illnesses encountered in the PMS. 

3. Identify the client’s health needs as part of the health education process. 

4. List factors that can be a barrier to meeting client needs. 

5. Develop client education messages 

6. Mention the desirable health practices and health habits

7. Demonstrate health consciousness approach for the community

8. Mention the superstitions and prejudices to be discouraged in the community
9. Explain maintenance of physical, mental, social, sexual and emotional health

19.2
CONTENT

1. Concept of Health Education and Promotion

a. Definition of Health Education and Promotion

b. Importance of Health Education and Promotion

c. Skills of a Health Educator/Promoter

d. GATHER Process (Greet, Ask, Tell, Help, Explain, Return)

e. Methods of Health Education/Promotion

2.   Principles of Health Education
3.    Infection Control


Control of communicable and non-communicable diseases

4.
Sex Education

a. Sexual Behaviours that result in HIV infection, STDs and unintended pregnancy

b. Family Planning

c. Personal and environmental hygiene

5.
Proper Use of Health Services

a. Information about access to centres

b. Awareness about the need to use the health services

6.
Mental Health

a. Definition and overview

b. Risk factors

i. Tobacco and alcohol use
ii. Illicit drug abuse

iii. Prescription drug misuse

7.
Misuse of Medicines

a. Problems of misuse of medicines

b. Impact of misuse of medicines

c. Antimicrobial stewardship

d. Rational drug use

8.
Nutrition

a. Dietary habits that contribute to diseases

b. Health enhancing practices

9.
Fundamentals of Communication Skills


Types of Communication

i. The communication model

ii. Principles of effective communication

iii. Counselling

iv. Qualities of a good counsellor

10.
Consumer rights

Right to Choice, Access, Privacy, Confidentiality, Dignity, Comfort, Continuity and Opinion

20.0
CONTEMPORARY HEALTH ISSUES

20.1
LEARNING OBJECTIVES

At the end of the training session, the vendor should be able to:
1. Explain the meaning of contemporary health issues 

2. List examples of contemporary health issues 

3. Discuss some contemporary health issues; treatment guidelines, preventive measures and palliative care.

4. State the concept of integrated Maternal, Newborn and Child Health (IMNCH)

20.2 CONTENT

1.
Integrated Maternal, Newborn and Child Health (IMNCH)

(a) Overview of concept and basic principles

(b) Role of a PPMV in IMNCH

2. Human Immunodeficiency Virus

(a) Definition and overview

(b) Mode of transmission

(c) Signs and symptoms

(d) Vulnerable group

(e) Counselling and Testing

(f) Prevention

(g) Stigmatisation and support for people living with HIV/AIDS

3.
Ebola Virus

(a) Definition

(b) Mode of transmission

(c) Signs and symptoms

(d) Preventive measures

(e) Case reporting

4.
Lassa Fever

(a) Definition

(b) Mode of transmission

(c) Signs and symptoms

(d) Preventive measures

(e) Case reporting

5.
Monkey Pox

(a) Definition

(b) Mode of transmission

(c) Signs and symptoms

(d) Preventive measures

(e) Case reporting

6.
Misuse of Medicines

(a) Definition and overview

(b) Describe the term “misuse of medicines” with examples 

(c) Health problems associated with misuse of medicines

(d) Economic impact of misuse of medicines

(e) Treatment failure and antimicrobial resistance arising from misuse of medicines

7.
Rational medicines use

(a) Definition and overview 
(b) Ways to ensure rational use of medicines
(c) Medicines’ information that should be shared with clients during sale
(d) Benefits of rational use of medicines
(e) Define and explain the term irrational use of medicines

(f) Describe examples of irrational use of medicines
8.
Substance Abuse


(a) Definition and overview

(b) Characteristics of drugs prone to abuse

(c) Dangers associated with drug abuse

21.0
HERBAL MEDICINES
21.1
LEARNING OBJECTIVES 
At the end of the training session, the vendor should be able to: 
1. Demonstrate basic understanding of herbal medicines

2. Explain basic herbal formulations

3. Identify the differences between herbal and orthodox medicines

4. Mention possible interactions with orthodox medicines
5. List common examples of herbal medicines

21.2
CONTENT
1. Definition and overview of herbal medicines
2. Regulation on stocking of herbal medicines
3. Possible interactions with orthodox medicines
4. Possible contraindications in some disease conditions
5. Precautionary use of herbal medicines
22.0
BUSINESS FINANCIAL MANAGEMENT AND ENTERPRENEURSHIP

22.1
LEARNING OBJECTIVES

At the end of the training session, the vendor should be able to:

1. State the ideal qualities of a business entrepreneur

a. Proper planning 

b. Funding sources

c. Management 

2. State the responsibilities of a business entrepreneur

a. Operational responsibilities 

b. Ethical and regulatory responsibilities 

3. State the status of a business entrepreneur

a. According to the tier

4. Assess the status of a business entrepreneur

5. Mention the tools needed for successful business management

6. Explain the rudiments of accounting and inventory management

7. Explain the management processes (planning, organizing, control and time management)

8. State at least three reasons why setting life goals is important to personal and business success

9. State at least two benefits of personal financial planning

10. State the guidelines for setting up a simple book keeping system for his/her   PMS

11. Explain how to carry out the four steps of reconciling bank account balance

12. Explain how to calculate and record monthly income and expenditure to ascertain if profit was made

13. Explain how to determine the price to sell a product in the PMS

14. List the four key elements of a credit management strategy

22.2
ENTREPRENEURSHIP

22.2.1 CONTENT

1. The Entrepreneur: Definition and overview

2. Characteristics of a business person/ entrepreneur

3. Actions of an entrepreneur

4. Keys to business success in the PMS
22.3
ASSESSING YOUR BUSINESS

22.3.1
CONTENT
1. SWOT Analysis

2. Identification of:

(a) Strengths

(b) Weaknesses

(c) Opportunities

(d) Threats

22.4
LIFE GOALS AND PERSONAL FINANCIAL PLANNING

22.4.1
CONTENT
1. Vision

2. Mission

3. Goal

4. Importance and processes of setting life goals

5. Setting personal financial goals

6. Benefits of personal financial planning

22.5
BUSINESS FINANCIAL MANAGEMENT

22.5.1
CONTENT
1. Business pricing
2. Fixed costs
3. Variable costs
4. Tips for successful pricing

5. Pricing of medicines

(a) Costing statement

6. Income and expenditure control

7. Calculating profit and loss

8. Buying and selling on credit

9. Books of Accounts

(a) Cash book

(b) Debtors book

(c) Creditors book

10. Setting up a simple book keeping system

a. Invoices

b. Expenses

c. Income

d. Petty cash

e. Account balances

11. The key elements of credit management strategy

23.0
BUSINESS PLANNING AND STOCK MANAGEMENT

23.1
LEARNING OBJECTIVES

At the end of the training, the vendor should be able to:

1. List key components of business plan; briefly explaining each component

2. Develop a business plan for a PMS

3. Outline business financing strategies for a PMS

4. Develop a business financing strategy for a PMS

5. Determine the quantity of medicines to stock

6. Keep records of:

(a) Purchase order book

(b) Receipt book

(c) Debtors book

(d) Activity log book

(e) Expired medicines book

9. 
Explain with practical examples the principles of stock management

23.2 CONTENT

(a)
The Concept of business planning
        (b)
Patent Medicine Shop Strategic Planning

(c)
Benefits of a business plan

(d)
Components of business Plan Procurement plan

(e)
The three goals of stock management 
· Medicines are available in the drug shop in the right quantity

· Medicines are available at the right cost

· Medicines are available at all times without stock- outs


(f)
How Much of Each Type to Re-order

· Re-ordering stock
 (g)
Business growth plan
(h)
Business financing plan
· Sources of business finance
· Key objectives and financial review
(i)
Record Keeping

· Purchase order book

· Receipt book

· Debtors book

· Activity log book

· Expired medicines book

(j)  Getting and Keeping Customers

24.0
OTHER REGULATORY AGENCIES

24.1
LEARNING OBJECTIVES

At the end of the training session, the vendor should be able to:
1. Explain the roles and responsibilities of relevant agencies such as

· National Agency for Food and Drug Administration and Control (NAFDAC)
· National Drug Law Enforcement (NDLEA)
· Consumer Protection Council (CPC)
· Standards Organisation of Nigeria (SON)
· Nigerian Security and Civil Defence Corps (NSCDC)

· Nigerian Police Force (NPF)

2. 
Explain the significance of the agencies to the operations of the PPMVs

3. 
State the obligations of the vendors to the agencies

24.2
CONTENT

(i) Roles and responsibilities of the agencies

(ii) Scope of operations of the agencies

(iii) Offences and penalties

(iv) Responsibilities of vendors in relating with relevant agencies

SPECIAL TOPICS – TIER 1

1.0
THE HUMAN SYSTEMS
1.1
LEARNING OBJECTIVES
At the end of the training session, the vendor should be able to:
1. Describe basic human anatomy, body systems and their functions

2. Describe the relationships among these systems

1.2
CONTENT
(i) Integumentary System (skin, hair and nails, etc)
Key features and functions of the integumentary system

(ii) Skeletal System: Key features and functions of the skeleton

(iii) Muscular System: Key features and functions of the muscular system

(iv) Nervous System: Brain, spinal cord, nerves and sensory organs

Key features and functions of the nervous system

(v) Endocrine System: Key features and functions of the endocrine system

(vi) Circulatory System: Key features and functions of the circulatory system

(vii)
Lymphatic System: Key features and functions of the lymphatic system

(vii) Immune System: Key features and functions of the immune system

(viii) Respiratory System: Key features and functions of the respiratory system

(ix) Digestive System: Key features and functions of the digestive system

(x) Urinary System: Key features and functions of the urinary system

(xi) Reproductive System: Key features and functions of the reproductive system

2.0
DISEASE CAUSING ORGANISMS
2.1
LEARNING OBJECTIVES
At the end of the training session, the vendor should be able to:
1. Demonstrate general knowledge and understanding of some of the basic facts relating to disease causing organisms or pathogens 

2. Differentiate types of pathogens and common diseases they cause 

2.2
CONTENT
(i) Description of pathogens

(ii) Viruses and common viral diseases

(iii) Bacteria and common bacterial diseases 

(iv) Fungi and common diseases they cause

(v) Worm infestation

(vi) Ticks and common diseases they cause

(vii) Other parasites and common diseases they cause  

(viii) Preventing the spread of infectious diseases e.g. environmental hygiene.
3.0
MANAGEMENT OF COMMON ILLNESSES THAT AFFECT THE COMMUNITY
3.1
LEARNING OBJECTIVES

At the end of the training session, the vendor should be able to:
1. Evaluate, manage and refer clients according to guidelines 

2. Explain and apply the basic methods of managing common childhood illnesses in children under five years using the Integrated Community Case Management (ICCM) approach

3. Describe signs and symptoms and classify either as uncomplicated or complicated

4. Use rapid diagnostic test for malaria (mRDT)
5. Describe how to treat uncomplicated malaria using the standard treatment guidelines

6. Identify and refer a client with complicated malaria including initiation of pre-referral treatment with ACT

7. State ways to prevent malaria

8. Demonstrate the mRDT procedure

3.2
CONTENT


(i)
Diarrhoea

(a) Definition and overview

(b) Causes and mode of contact

(c) Prevention 

(d) Assessment of Diarrhoea

· Classification of dehydration (mild, moderate and severe)

· Signs of mild, moderate and severe dehydration

· Management of mild and moderate dehydration

· Signs of severe dehydration

· Pre-referral treatment of severe dehydration

· Referral guidelines for severe dehydration

(e) Danger signs for diarrhoea
(ii)
Cough in children under five 
(a) Breathing rates

(b) Assessing for chest in-drawing

(c) Management of cough

(d) Pre-referral treatment of cough with chest in-drawing in a child using the standard treatment guidelines

(e) Guidelines for referral

(iii)
Catarrh

(a) Assessing and managing catarrh in adults and children under five
(b) General preventive measures

(c) General supportive measures

(d) Guidelines for referral

(iv)
Childhood Pneumonia

(a) Definition

(b) Basic anatomy and physiology of upper respiratory tract
(c) Cause and mode of transmission

(d) Assessment of pneumonia
a. World Health Organisation (WHO) guideline for classification of Pneumonia based on symptoms

b. Identification of fast breathing

c. Chest in-drawing

d. Danger signs and referral guidelines

    (e)
Treatment of uncomplicated childhood pneumonia using standard guidelines and drugs in the approved Patent medicines list

· Pre-referral treatment in an under 5 child with chest in-drawing using the standard treatment guidelines

   (f)
Prevention of Respiratory Tract Infections

(v)
Malaria Treatment
(a) Definition and overview of malaria 
(b) Malaria burden 
· Malaria Burden

· Groups vulnerable to malaria
· Life cycle of malaria parasite.

(c) Classification of malaria
· Uncomplicated malaria

· Complicated/severe malaria

(d)
Assessment of malaria 

· Reasons for doing an RDT

· How to conduct mRDT

(e)
Signs and symptoms of uncomplicated malaria

· Reasons for conducting  mRDT

· How to conduct mRDT

(f)
Treatment of uncomplicated malaria in the PMS 

· Standard treatment guidelines using drugs in the approved patent medicines list 

· Referral guidelines for malaria in pregnancy 

· Management of fever

(g)
Complicated malaria

· Signs and symptoms (danger signs)

· Pre-referral treatment using drugs in the approved patent medicines list

· Guidelines for prompt referral

(h)
Counselling clients with malaria
           (i) Control and prevention measures for malaria
(j)
The use of mRDT
NOTE: this session is a generic format for training in use of an mRDT. It is recommended that the package leaflet of the actual mRDT in use in the facilities at the time of conducting this training be used as a reference.
(k)
Step-by-step procedure on how to conduct a rapid diagnostic test for malaria

(l) General checklist for sick children

· Guidelines on questions to ask

· Identification of danger signs using the referral form
· Guidelines on referral

4.0
FEVER AND PAIN MANAGEMENT IN THE PATENT MEDICINES SHOP
4.1
LEARNING OBJECTIVES

At the end of the training session, the vendor should be able to:

1. State the three goals of fever management

2. Recommend medicine and dosage regimen for treating each client in a given case study

3. State at least three reasons to refer a client with fever

4. State the supportive therapies that are useful for managing fever

4.2
CONTENT

(i)
Fever

(a) Definition and overview

(b) Causes of fever

· In adults

· In children

(c) Signs and symptoms of fever 

· In adults and children older than 6 years old

· In infants and children 2 months to 5 years

(d) Client assessment checklist

(e) Management of fever: goals

· Children 2 months to 5 years 

· Older children and adults

(f) Supportive therapies

(g) When to refer a child with fever

(ii) Pain and inflammation

(a) Definition and overview

(b) Causes of pain

(c) Management of pain and inflammation in line with the Approved Medicines List

(d) Guidelines for referral

5.1
DISORDERS OF THE EAR

5.2
LEARNING OBJECTIVES

At the end of the training session, the vendor should be able to:

1. State at least three signs and symptoms of middle ear infection

2. Name at least three signs and symptoms of outer ear infection

3. List guidelines for referral

5.3
CONTENT
(i)
Introduction and overview

(a)
Structure of the middle and outer ear

(ii)
Client Assessment

(iii) Infection of middle ear

(a) Definition and overview

(b) Signs and symptoms

(c) Guidelines for referral

(iv) Infection of the outer ear

(a) Definition and overview

(b) Signs and symptoms

(c) Guidelines for referral
6.1
CONDITIONS OF THE NOSE, MOUTH AND THROAT

6.2
LEARNING OBJECTIVES

At the end of the training session, the vendor should be able to:

1. Describe the process of assessing a client with running nose and sneezing

2. Describe the process of assessing a client with a sore in the mouth

3. Describe the process of assessing a client with tonsillitis

4. Advise a client/caregiver on treatment of these conditions of the nose, mouth, throat

6.3 CONTENT

(i)
Overview of diseases of the nose, throat and mouth

(ii)

Nose

(a) Running nose and sneezing

· Signs and symptoms

· Causes

· Drug treatment in line with the Approved Patent 

· Medicines List 
· General preventive measures

(b) Allergic rhinitis

· Definition and overview

· Signs and symptoms

· Causes of allergic rhinitis

· Drug treatment in line with the approved patent 

· medicines list

· General preventive measures

· Guidelines for referral

(c) Common cold and flu

· Definition and overview

· Signs and symptoms

· Drug treatment in line with the approved medicines list

· General preventive measures

· Guidelines for referral

(d) Client checklist for common respiratory tract infections

(iii)
Mouth

(a) Sores in the mouth

· Definition

· Signs and symptoms

· Causes 

· Drug treatment in line with the approved patent medicines list

· General preventive measures

· Guidelines for referral

(b) Oral thrush

· Definition and overview

· Signs and symptoms

· Causes of oral thrush

· General palliative measures

· Guidelines for referral

(c) Cold sores

· Definition and overview

· Signs and symptoms

· Causes and mode of transmission

· General palliative measures

· Drug treatment in line with the approved patent medicines list

· Guidelines for referral

(d) Client checklist for complicated mouth infections

(v) Throat

(a) Sore throat

· Definition

· Signs and symptoms

· Causes and mode of transmission

· General palliative measures

· Drug treatment in line with the approved patent medicines list

· Guidelines for referral

(b) Tonsillitis 

· Definition and overview

· Signs and symptoms

· Causes and preventive measures

· General palliative measures

· Drug treatment in line with the approved patent medicines list

· Guidelines for referral

(vi)
Checklist of complicated nasopharyngeal infections

7.0
DISEASES AFFECTING THE RESPIRATORY TRACT
7.1
LEARNING OBJECTIVES

At the end of the training, the vendor should be able to:

1. Explain the difference between:

(a) Acute cough and chronic cough

(b) Productive cough and dry cough

2. Describe the process of assessing and managing an adult with cough

3. Describe the process of assessing and managing an under-five child with cough
4. Describe how to count the breathing rate of an under-five child

5. State the pre-referral treatment of an under-five with cough and chest in- drawing.

6. Describe the process of assessing and managing catarrh in children and adults
7. Demonstrate the knowledge of the signs and symptoms of tuberculosis
8.  
Describe the process of assessing a client for tuberculosis (case findings) and demonstrate a sound knowledge of referral guidelines  

7.2
CONTENT
(i) Respiratory Tract Infections

Definition and overview

(ii) Cough

(a)
Productive cough

(b)
Dry cough


(iii)
Cough in Adults

(a) Assessing and managing an adult with cough
(b) Guidelines for referrals

(vi) Cough in Children Five Years and Younger

(a) Breathing rates

(b) Assessment of chest in-drawing

(c) Management of cough

(d) Guidelines for referral

(vii) Catarrh

(a) Assessing and managing an adult and child over five years with catarrh

(b) Managing a child five years and younger with catarrh

(c) Management of catarrh with drugs both in children and adults

(d) General preventive measures

(e) Guidelines for referral

(viii) Prevention of Respiratory Tract Infections
8.0
CONDITIONS OF THE EYE

8.1
LEARNING OBJECTIVES

At the end of the training session, the vendor should be able to:

1. Identify the signs and symptoms of common uncomplicated and complicated eye conditions.

2. Describe the treatment of uncomplicated eye conditions

3. State some eye conditions for referral with their peculiar signs and symptoms 

8.2
CONTENT

(i) Introduction 

(ii) Structure and functions of basic eye parts

(iii) Common eye conditions

(a)
Conjunctivitis

· Signs and symptoms of conjunctivitis 

· Client assessment of conjunctivitis

· Myths on the management of conjunctivitis

· General palliative measures for the management of conjunctivitis

· Management for conjunctivitis using medicines in The Approved Patent Medicines List

· Guidelines for referral

(b)
Foreign body (FB) in the eye

· Management of FB in the eye

· Palliative measures

· Guidelines for referral

(iv) Complicated Eye conditions that MUST be referred immediately

(a) Keratitis

· Signs and symptoms 

· Causes

· Preventive measures

(b)
Cataract

· Signs and symptoms

· Causes

· Preventive measures

(c)
Xeropthalmia

· Signs and symptoms

· Causes

· Preventive measures

9.0
SKIN DISEASES IN CHILDREN

9.1
LEARNING OBJECTIVES

At the end of the training session, the vendor should be able to:

1. Identify the signs and symptoms of common skin diseases affecting children 
2. Explain the process of managing common skin diseases 

3.  Advise the caregiver on treatment of common skin diseases in line with Approved Patent Medicines List
9.2 CONTENT

(i)
Introduction

(ii)
Skin conditions
(a) Common causes of skin conditions
· Eczema

· Scabies

· Ringworm

· Nappy rash

· Lice infestation

· Chicken pox

(iii)
Causes of skin rash and itching 

(a) Key questions to ask a caregiver or a mother with a child who has a skin rash

(iv)
Eczema

(a) Signs and symptoms

(b) General supportive measures

(c) Treatment in line with The Approved Patent Medicines List
(d) Guidelines for referral

(v)
Nappy rash

(a) Signs and symptoms

(b) General supportive measures

(c) Treatment in line with The Approved Patent Medicines List

(d) Guidelines for referral

(vi)
Lice (pediculosis)

(a) Signs and symptoms

(b) General supportive measures

(c) Treatment in line with The Approved Patent Medicines List

(d) Guidelines for referral

(vii)
Ringworm

(a) Signs and symptoms

(b) Drug treatment in line with Approved Patent Medicines List

(ix) Scabies

(a) Signs and symptoms

(b) General supportive measures

(c) Treatment in line with The Approved Patent Medicines List

(d) Preventive measures
(x) Chicken pox

(a) Signs and symptoms

(b) General supportive measures

(c) Guidelines for referral

10.0
SKIN DISEASES IN ADULTS

10.1
LEARNING OBJECTIVES

At the end of the training session, the vendor should be able to:

1. Identify the signs and symptoms of common skin diseases affecting adults

2. Explain the management of common skin diseases. 

3. Describe the treatment of skin disease in line with Approved Patent Medicines List
10.2
CONTENT

(i) Common skin diseases in adults

(ii) Athlete’s foot

(a) Definition and overview

(b) Predisposing factors
(c) Signs and symptoms

(d) General preventive measures

(e) Treatment in line with the The Approved Patent Medicines List 
(f) Guidelines for referral

(iii) Ringworm 
(a) Definition and overview

(b) Predisposing factors
(c) Signs and symptoms

(d) General preventive measures

(e) Treatment in line with The Approved Patent Medicines List
(f) Guidelines for referral

(iv) Pimples (acne)

(a) Definition and overview

(b) People most at risk for acne

(c) Signs and symptoms

(d) General preventive measures

(e) Treatment in line with The Approved Patent Medicines List
(f) Guidelines for referral

(v) Boils

(a) Definition and overview

(b) Signs and symptoms

(c) General preventive measures

11.0
MALNUTRITION
11.1
LEARNING OBJECTIVES

At the end of the training session, the vendor should be able to:

Identify the signs and symptoms of the following conditions of malnutrition:

(a) Wasting

(b) Stunting

(c) Bilateral oedema

11.2
CONTENT

(i)
Overview and Definition


(ii)
The cycle of malnutrition

(iii)
Consequences of malnutrition

(iv)
Common signs and symptoms of the following conditions of malnutrition in children:

(a) Wasting

(b) Bilateral oedema
(c) Stunting

(v)
Those at risk of malnutrition


(vi)
Checklist and guidelines for referral

12.0
VACCINE PREVENTABLE DISEASES

12.1
LEARNING OBJECTIVES
At the end of the training session, the vendor should be able to:

1. Explain the importance of vaccination in the control of infectious diseases

2. Describe the basic principles of vaccination
3. List some major types of vaccines and the diseases they prevent

4. List the childhood vaccination schedules 

5. Explain the concepts of National Immunization Programmes
6. Mention the role of a vendor in immunization programmes
7. Identify the misconceptions and myths about vaccination

8. State the benefits of vaccination

9. Demonstrate the management of vaccine-induced fevers and mild illnesses
10. Identify conditions and guidelines for referral

12.2 CONTENT
(i) Definition and overview of vaccination

(a) Passive immunity

(b) Acquired immunity

(ii) Principles/Concepts of Vaccination

(a)
Myths and misconceptions
(iii) Standard Recommendations of Vaccination
(a) Timing

(b) Spacing

(c) Precautions

(d) Contraindications
(iv)Types of Vaccines
(a) Weak and attenuated vaccines

(b) Killed vaccines

(v) Advantages of Immunization 
(vi) National Immunization Schedules
(a) Role of a vendor in health promotion

(vi)  Signs and Symptoms of Vaccine Induced Fevers and Mild Illnesses
(a) Palliative measures

(b) Guidelines for referral 
SPECIAL TOPICS – TIER 2
1.0
TREATMENT OF FEVERS, PAIN AND INFLAMMATION

1.1
LEARNING OBJECTIVES
At the end of the training session, the vendor should be able to:

1. State four supportive therapies that are useful for managing fever

2. State the goals in fever management

3. Recommend the medicines with dosage regimen that can be used to treat each client (adult and child) using a case study. 

4. State reasons to refer a client with fever

5. Explain the pharmacological basis for the management of fever and pain

6. State the precautionary advice when treating patients with fever and pain
1.2
CONTENT

(i)
Fever

(a)
Definition and overview


(b)
Causes of fever

· In adults
· In children

(c)
Signs and symptoms of fever

· In adults and children older than 6 years

· In Infants and Children aged 2 months to 5 years

(d) Client assessment checklist
(e) Management of fever: goals
· Children 2-months to 5years

· Older Children and Adults

· Supportive Therapy
· Treating the cause of Fever in line with the Approved Patent Medicines List

· When to refer a client with fever

(ii)
Pain and Inflammation

(a) Definition and overview
(b) Causes of pain
(c) Management of pain and inflammation
· Supportive therapy (RICE - rest, ice, compression and elevation) 

(d)
Guidelines for referral 
2.0
MALARIA CASE MANAGEMENT 
2.1
LEARNING OBJECTIVE
At the end of the training session, the vendor should be able to;

1. Describe the signs and symptoms of malaria
2. Classify either as uncomplicated or complicated

3. Determine whether a client has malaria with the use of mRDT

4. Describe how to treat uncomplicated malaria using The Approved Patent Medicine List (APML) 

5. Demonstrate knowledge of assessment and initiation of pre-referral treatment with ACT in complicated malaria
6. State ways to prevent malaria
2.2
CONTENT

(i)
Classification of Malaria

(a) Uncomplicated malaria

(b) Complicated/severe malaria

(ii)
Detection of Malaria 
(a) Reasons for doing RDT

(b) How to conduct mRDT

(iii)
Signs and symptoms of uncomplicated malaria

(vi)
Treatment of uncomplicated malaria in the PMS 

(a)
Using drugs in The Approved patent Medicines List 

(b)
Referral guidelines for malaria in pregnancy and infants (0 – 2 months) 

(c)
Management of Fever

(v)
Complicated malaria

(a) Signs and symptoms (danger signs)

(b) Pre-referral treatment using drugs in The Approved Medicines List

(c) Guidelines for prompt referral

(vi)
Counselling Clients with Malaria

(vii)
Control and Preventive measures for Malaria

3.0
DIAGNOSIS OF MALARIA; USE OF RAPID DIAGNOSTIC TEST (RDT) KITS

3.1
LEARNING OBJECTIVES

NOTE: It is recommended that the package leaflet of an actual RDT in use in the country at the time of conducting this training be used as a reference during the training session.

At the end of the training session, the vendor should be able to:
1.
Demonstrate correct use of the RDT testing process.

2.
Explain the process of disposal of the RDT kit in line with waste segregation.
3.2
CONTENT

(i) Step- by-step procedure on how to conduct a rapid diagnostic test for malaria
(ii) Appropriate disposal of RDT waste

4.0
RESPIRATORY TRACT INFECTIONS
4.1
LEARNING OBJECTIVES

At the end of the training session, the vendor should be able to:

1. Explain the difference between:

(a) Acute cough and chronic cough

(b) Productive cough and dry cough

2. Describe the process of assessing and managing an adult with cough

3. Describe the process of assessing and managing a child under five years with cough
4. Demonstrate how to count the breathing rate of a child under five years 
5. State the pre-referral treatment of a child under five years with cough and chest in-drawing.

6. Describe how to manage catarrh in children and adult

7. Demonstrate the knowledge of the signs and symptoms of tuberculosis
8.  
Describe the process of assessing and managing a client for tuberculosis (case findings) and demonstrate a sound knowledge of referral guidelines.
4.2 CONTENT
(i)
Respiratory Tract Infections


(a)
Definition and overview

(ii)
Cough

(a) Chesty cough

(b) Dry cough

(iii)
Cough in Adults

(a) Assessing and managing an adult with cough
(b) Guidelines for referrals

(iv)
Cough in children under five years
(a) Breathing rates

(b) Assessing for chest in-drawing

(c) Management of cough

(d) Pre-referral treatment of cough with chest in-drawing in a child using the standard treatment guidelines

(e) Guidelines for referral

(vi)
Catarrh

(a) Assessment and management of adults and children under five years with catarrh

(b) General preventive measures

(c) General supportive measures

(d) Guidelines for referral

7. Childhood Pneumonia

(a) Definition

(b) Basic Anatomy and physiology of upper respiratory tract
(c) Cause and mode of transmission

(d) Assessment of pneumonia
· WHO guideline for classification of pneumonia based on symptoms

· Identification of fast breathing

· Chest in-drawing

· Danger signs and referral guidelines
(viii)
Treatment of Uncomplicated Childhood Pneumonia using standard guidelines and Drugs in The Approved Patent Medicines List
8. Prevention of Respiratory Tract Infections

(ix)  
Tuberculosis

     (a) Definition and overview
     (b) Signs and symptoms

     (c) Causes

(d) Vulnerable groups

        (e) Preventive measures

        (f) Palliative care

        (g) Case finding and reporting

        (h) Guidelines for referral

5.0
GASTROINTESTINAL (GI) CONDITIONS 

5.1
LEARNING OBJECTIVES
At the end of the training session, the vendor should be able to: 
1. State common GI conditions

2. Identify signs and symptoms of common uncomplicated GI conditions

3. Demonstrate knowledge of management of common uncomplicated GI conditions 
4. Give precautionary advice for the management of common GI conditions
5.2
CONTENT


(i)
Dyspepsia

(a) Definition and overview

(b) Causes 

(c) Signs and symptoms

(d) General preventive measures

(e) Drug treatment using drugs in the approved patent medicines list  
(f) Lifestyle modification and palliative measures
(g) Guidelines for referral

(ii)
Gastro-esophageal reflux disease (GERD)

(a) Definition and overview

(b) Causes 

(c) Signs and symptoms

(d) General preventive measures

(e) Treatment using drugs in the approved patent medicines list

(f) Lifestyle modification and palliative measures
(g) Guidelines for referral

(iii)
Colic

(a) Definition and overview

(b) Causes 

(c) Signs and symptoms

(d) General preventive measures

(e) Palliative measures
(f) Guidelines for referral


(vi)
Constipation

(a) Definition and overview

(b) Causes 

(c) Signs and symptoms

(d) Special considerations

· In geriatrics 

(e) General preventive measures

(f) Lifestyle modification and palliative measures

(g) Treatment in line with The Approved Medicines List

(h) Guidelines for referral

(vii)
Haemorrhoids (piles)

(a) Definition and overview

(b) Causes 

(c) Signs and symptoms

(d) Special consideration

· Pregnancy

· In geriatrics

(e) General preventive measures including life style modification

(f) Guidelines for referral

(viii)
Diarrhoea

(a) Definition and overview

(b) Causes 

(c) Signs and symptoms

(d) Special considerations
· In children 
· Antibiotic induced

(e) General preventive measures

(f) Treatment in line with WHO guidelines 
(g) Guidelines for referral

(ix)
Peptic ulcer disease
(a) Definition and overview

(b) Causes

(c) Signs and symptoms

(d) General palliative measures

(e) Treatment in line with the approved patent medicines list

(f) Lifestyle modification 

(g) Guidelines for referral

6.0
DERMATOLOGICAL CONDITIONS

6.1
LEARNING OBJECTIVES

At the end of the training session, the vendor should be able to:

1. Identify the signs and symptoms of common skin conditions affecting children and adults

2. Advise the caregiver/client about the prevention, treatment of skin conditions in children and adults.

3. Explain the process of management of common skin conditions in adult and children  

6.2
CONTENT

(i)
Skin Rash

(a) Causes of skin rash

(b) Key questions to ask the caregiver in case of a child

(ii)
Eczema

(a) Signs and symptoms

(b) General preventive measures

(c) Treatment in line with the approved patent medicines list

(d) Guidelines for referral

(iii)
Nappy rash

(a) Signs and Symptoms

(b) General preventive measures

(c) Treatment in line with The Approved Patent Medicines List

(d) Guidelines for referral

(iv)
Lice 

(a) Signs and symptoms
(b) General preventive measures

(c) Treatment in line with the approved medicines list

(d) Guidelines for referral


(v)
Fungal Infection: Scalp, Ring worm and Athlete’s foot
(a) Signs and symptoms
(b) General preventive measures

(c) Treatment in line with The Approved Medicines List

(d) Guidelines for referral

(vii)
Scabies

(a) Signs and symptoms
(b) General preventive measures

(c) Treatment in line with The Approved Patent Medicines List

(d) Guidelines for referral

(viii)
Chicken pox

(a) Signs and symptoms
(b) General preventive measures

(c) General palliative measures

(d) Guidelines for referral


(x)
Pimples (acne)

(a) Definition and overview
(b) Signs and symptoms

(c) General preventive measures

(d) Treatment in line with The Approved Patent Medicines List

(e) Guidelines for referral

(xi)  
Boils

(a) Definition and overview
(b) Causes
(c) Signs and symptoms,
(d) General preventive measures

(xii) Herpes Zoster (Shingles)
(a) Definition and overview
(b) Signs and symptoms

(c) Guidelines for referral

(xiii)
Allergic skin reactions

(a) Definition and overview
(b) Types of allergic skin conditions

(c) Trigger factors

(d) Signs and Symptoms

(e) Treatment in line with The Approved Patent Medicines List 

(f) Guidelines for referrals

7.0
SYNDROMIC APPROACH TO THE MANAGEMENT OF SEXUALLY TRANSMITTED INFECTIONS (STIs)/URINARY TRACT INFECTIONS (UTIs)
7.1
LEARNING OBJECTIVES

At the end of the training session, the vendor should be able to;

1. Define and give an overview of STIs and UTIs

2. Describe signs and symptoms associated with STIs and UTIs

3. Explain the process of assessment of STIs and UTIs in a client

4. Explain the syndromic management of STIs and UTIs.

5. Outline guidelines for referral

7.2
CONTENT

(i) Definition and overview of STI and UTI

(ii) Basic anatomy of the genitourinary system
(iii) Signs and symptoms of STIs/UTIs

(iv) complicated and uncomplicated STIs and UTIs

(v) Causes of STIs/UTIs

(vi) Prevention of STIs and UTIs

(vii) Vaginal discharge 

(a) Types of vaginal discharge

(b) Causes of vaginal discharge

(c) Signs and symptoms of vaginal infections

(d) Some organisms associated with vaginal infections

· Candida albicans 

· Trichomonas species
· Mycoplasma species
· Chlamydia species
(e) General precautionary advice 

(viii) Urethral Discharge

(a) Causes of urethral discharge

(b) Signs and symptoms of urethral discharge

(c) Some organisms associated with urethral discharge

· Treponema pallidum

· N. gonorrhoea 

(d) General precautionary advice 

(ix) Syndromic management of STIs/UTIs

(a)
Supportive treatment of STIs/UTIs

(xi)
Guidelines for referral


(xii)
Human Immunodeficiency Virus (HIV)/Acquired Immunodeficiency Syndrome (AIDS) 

(a) Basic facts about HIV/ AIDS

(b) Myths and misconceptions about HIV/AIDS

(c) HIV/AIDS risk assessment, testing and disclosure
(d) Care and support of People Living with HIV/AIDS (PLWHA) and People Affected By AIDS (PABA)

8.0
MATERNAL AND REPRODUCTIVE HEALTH ISSUES
8.1
LEARNING OBJECTIVES

At the end of the training session, the vendor should be able to;
1. Explain the concept of family planning.

2. Explain the scope of family planning services to be provided by vendors
3. Demonstrate ability to counsel women and girls of child-bearing age on family planning services

4. Demonstrate ability to counsel and care for pregnant women

5. Demonstration ability to counsel and care for women with other maternal and reproductive health issues

6. Outline the guidelines for referral
8.2
CONTENT

(i)
Introduction to maternal and reproductive health.

(a)
Basic anatomy and physiology of reproductive organs

(ii)
Family Planning (FP)

(a) Definition

(b) Types of FP methods available in Nigeria

(c) Advantage and disadvantage of each method

(d) Screening of women for types of FP methods 

(e) Administration of available methods

(f) Rumours and misconception of FP

(g) Roles of PPMVs in FP – inform, screen, refill/initiate and refer

(iii)
Infertility

(a) Definition, types and causes of Infertility

(b) Guidelines for referral
(iv)
Pregnancy and Care

(a) Determination of pregnancy

(b) Counselling on what determines the sex of a child
(c) Signs and symptoms, and danger signs in pregnancy

(d) Women with risk of carrying pregnancy (e.g. multiple births, sickle cell anaemia and HIV/AIDS)
(e) Good Nutrition in pregnancy

(f) Personal Hygiene and maintenance of good health in pregnancy

(g) Miscarriage and Abortion

(h) Guidelines for Referral

(v) Menstrual Cycle and Menopause
(vi) Cancer of the Cervix

· Overview

· Causes

· Ways of early detection

· Vulnerable group
· Signs 

· Predisposing factor 
· Prevention of cancer of the cervix

· Danger signs 
· Guidelines for referral

(vii)
Breast feeding

(a) Benefits of breastfeeding

(b) Common breastfeeding problems

(viii)
Self-Breast Examination

(a) Techniques for conducting self-breast examination
(b) Normal and abnormal changes in the breast (what to look out for)
(c) Danger signs and guidelines for referral

(ix)
Domestic Violence and Preventive Measures
(a) Violence against women and men
(b) Child abuse, molestation and trafficking 
(c) Rape
(d) Referral to appropriate Agency (e.g. NAPTIP)
9.0
MALNUTRITION

9.1
LEARNING OBJECTIVES
At the end of the training session, the vendor should be able to:

Identify signs and symptoms of the following conditions of malnutrition:

(a) Wasting

(b) Stunting

(c) Bilateral oedema

(d) Anaemia

(e) Over-nutrition

9.2
CONTENT
(i) Overview and Definition

(ii) The Cycle of Malnutrition

(iii) Consequences of Malnutrition

(iv) Common signs and symptoms of the following conditions of malnutrition in children:

(a) Wasting

(b) Bilateral oedema
(c) Stunting


(vi)
Anaemia

(a) Definition and overview
(b) Signs and symptoms
(c) Causes

(d) Management

(e) Guidelines for referral
(vii)
Over-nutrition


Contributing factors and consequences

(viii)
Those at risk of malnutrition


(ix)
Checklist and guidelines for referral

10.0
NOTIFIABLE DISEASES

10.1
LEARNING OBJECTIVES
At the end of the training session, the vendor should be able to:

1. State common notifiable diseases

2. State their mode of transmission

3. State the signs and symptoms

4. Explain how to manage suspected cases

5. Outline basic preventive measures

6. Identify who to contact in a case of an outbreak

10.2
CONTENT

(i) Introduction and General Overview

(ii) What to do in case of a notifiable disease

(iii) Notifiable diseases

(a) Cholera

· Introduction

· Modes of transmission

· Signs and symptoms

· Management and prevention

· Checklist (algorithm) and guidelines for referral

(b) Meningitis

· Introduction

· Modes of transmission

· Signs and symptoms

· Preventive measures

· Guidelines for referral

(c)
Measles

· Introduction and general overview

· Modes of transmission

· Signs and symptoms

· Preventive measures

· Guidelines for referral
(d)
Yellow fever

· Introduction and general overview

· Modes of transmission

· Signs and symptoms

· Countries at risk

· Preventive measures

· Guidelines for referral

(e)
Ebola

· Introduction and general overview

· Modes of transmission

· Signs and symptoms

· Prevention and special precautions

· Guidelines for referral

(f)
Monkey Pox
· Definition

· Mode of transmission

· Signs and symptoms

· Prevention and special precaution

· Guidelines for referral

(g)
Lassa Fever

· Definition

· Mode of transmission

· Signs and symptoms

· Prevention and special precaution

· Guidelines for referral

11.0
NON-COMMUNICABLE DISEASES (CHRONIC CONDITIONS)

11.0
LEARNING OBJECTIVES
At the end of the training session, the vendor should be able to:

1. Identify signs and symptoms specific for each of the following conditions

(a) Hypertension

(b) Diabetes mellitus
(c) Asthma

2. Explain the process of referral for new clients who have signs and symptoms of any of the above conditions. 
3. Explain the process of referral for old clients who have signs and symptoms of increased severity of the above conditions.
4. Advise clients on how to prevent hypertension, diabetes mellitus and asthma

11.2 CONTENT

(i)
Chronic Conditions: Definition and Overview
(ii)
Hypertension

(a) Definition and overview
(b) Signs and symptoms

(c) Risk factors for high blood pressure

(d) Advice for clients

(iii)
Diabetes Mellitus

(a) Definition and overview
(b) Signs and symptoms

(c) Risk factors for diabetes mellitus

(d) Advice for clients

(iv) Low Blood Sugar

(a) Definition and Overview

(b) Signs and symptoms

(c) Non-drug treatment of low blood sugar

(d) Prevention of low blood sugar

6. 
Asthma

a. Definition and overview
b. Signs and symptoms

c. What happens during an attack of asthma

d. Causes of asthma

e. Checklist (algorithm) and danger signs

f. Guidelines for referral

7. 
Danger signs and guidelines for referral
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