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Abstract  
This research evaluates the socio-economic contributions of sachet (pure 

water) supply to Taraba State (a case study of Jethob Company Jalingo, 

Taraba State).The specific objectives were to assess the economic 

contribution of sachet (pure water) supply in Nigeria economy and assess the 

major problems arising from sachet water supply in Nigeria. The research 

used. Questionnaire and observation the assess the socio economic 

contribution of the sachet (pure water) supply in Jalingo. The data for this 

study was collected from employees, consumers of Jethob sachet water. 

Analysis of the data shows that Jethob sachet water have very wide demand 

within Jalingo metropolis that dealer are not satisfied with the present level 

of service they receiving product high quality should be maintained for 

continual greater market share. In view of the findings the followings 

recommendation where made; Jethob sachet water should increase the 

suppliers of those needed customers more then once a week, to increase 

production during hot season when there is always increased demand 

moreover to improve more on the socio-economic contribution by providing 

enough products at the right time and in the right quality. The driver and 

salesman should be trained to increase efficiency. The company should be 

customers orientated by paying attention to customers complaint and finding 

favourable solution to their problems. Advertisement should be embraced to 

create more awareness over their product including incentives to the 

customers, finally, the company should monitor the activities of drive 
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Introduction 
Despite substantial progress toward 

the Millennium Development Goals’ 

target of having proportion of the 

population without sustainable access 

to safe drinking water and basic 

sanitation nearly a billion (10) people 

still lack safe source of drinking water, 

over a third of without live in Sub-

sahara African (United Nations 2008). 

Many Sub-saharan African cities have 

surged in population in recent decades 

due to industrialization driven 

urbanization coupled with high 

(through declining fertility Bloom et 

al 2008, and projections for the next 

decade yield an urban majority 

population for the region (United 

Nations, 2010). The inadequate 

investment in water infrastructure 

over the past few decades has 

restricted or even eliminated- piped 

water access for an increasing large 

fraction of the urban population. This 

water scarcity results in further 

marginalization of living conditions 

and generally poorest urban area (UN-

HABITAT 2006) Gaisie & Gyau- 

boakye (2007). 

Water vending has probably existed as 

long as society itself, and the issues 

surrounding vended water in the 

developing world have received 

contemporary review elsewhere 

(Sansom 2004, Kjellen & mc 

Granahan 2006). In urban Sub-

saharan Africa, citizens lacking piped 

potable water have traditionally relied 

on both formal and informal versions 

of water kioks from which water is 

carried back to the home, and push 

heart (or donkey card, e.t.c) Vendorse 

who deliver water to communities and 

business Drawer of water (white et al 

1972) has inspired much of the 

literature over the past few decades. 

The brief history of sachet water 

which follows was pieced together 

through interviews with sachet 

producer an official at the Ghana 

Plastic Manufactures Association, and 

Gwcl officials in the 1970s and 1980, 

it was common to be able to buy a cup 

of drinking water on the streets of 

Accra for Ghana Pesewa (100 Ghana 

Pesewas (GP)=1 Ghana cedi (Gttel).  

The purchaser drank directly from a 

plastic or metal cup, which the vendor 

used to scoop water out of a larger 

storage vessel. This form of water 

entrepreneurship was aimed at poor, 

salesman so as to make sure that they effectively and efficiently carrying out 

their duties. 

 

Keywords: Evaluation, Socio-economic, Contributions, Sachet (Pure Water) 

Supply, Taraba State. 
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transient population segments, but eventually demand grew beyond this 

demographic. Increased demand coupled with the obvious sanitary 

shortcomings of such a system led to the packaging of water in small plastic 

bags in the 1990. These small bags tied by the corners at the top, generally cost 

GP 1-3 for a bags containing 250-500 ML of water (generally municipal water). 

Hygiene remained an issues, as bags were generally filled by women and 

children with suspect sanitary practices (Olayemi 1990s Obri) Danso et al, 

2003) in late 1999os new Chinese machinery that heat scaled water in a plastic 

sleeve effectively created the modern sachet that is currently sold on the streets 

of several west African nations, filtration and chemical treatment process 

(described later in this paper) were eventually built into some of the high-end 

machines as well the appeal of the sachet seems to mirror the mass consumer 

appeal of small unit sizes of commodities as seen elsewhere in the developing 

world (Hammond  & Prahalad 2004). In Nigeria where many people are living 

day to day average house  hold budgetary constraint often preclude the purchase 

of larger volumes of consumers goods such as grains, spices, and milk, and 

immediate needs may override the cost saving of buying in bulk. Eating meats 

out of the home and take away culture is increasingly popular, and sachets can 

be consumed on-the-go with less concern over quality relatives to tap water 

sachet marketing effort have just as with bottled water in the developed world, 

also successfully linked the image of higher status with packaged drinking 

water.

 

Methodology  

The study area 

Brief history of Taraba State was created out of former Gongola state on 27th 

August 1991, by the military Government of General Ibrahim Babangida. 

Taraba State is bounded in the West by Nassarawa State and Benue State by 

Adamawa State, East and South by Cameroun. Jethob pure sachet water 

company located at Jalingo the capital of Taraba State at mile six Yola road. 

 

Sampling Technique and Sample Size 

The sampling technique used in the selection is simple random sampling which 

every member of the target population a has probability of being  selected. A 

total of 160 wholesalers and retailers of pure water were purposive and random 
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sampling techniques were used for the selection of the respondents. Pure water 

sellers were purposively selected from Jethob company in Jalingo. A total of 

160 comprising wholesalers and retailers were randomly selected to form the 

sample size.  

 

Method of Data Collection 

Data for this study were collected through primary source using structured 

questionnaire. Also secondary information were obtained through textbooks, 

journals , seminar papers and internet. 

 

Method of Data Analysis 

Descriptive statistics which includes: frequency, percentage and mean were 

used to address the objectives of the study. Also, Chi-square(x2) test was used 

to test the hypothesis formulated.  

X2=∑ (O-E)2     

       E 

Where 

O= observation frequency  

E= Expected frequency 

∑= Summation 

 This text is based on the primary data gotten from the use of 

questionnaire, Decision Rule 

Accept F-JO if the value of calculated chi-square is less than the table value  

(i.e, x2< x2 0.05) 

Reject Ho if the value of calculated chi-square is greater than the table value 

(i.e, x2>x20.05)  

The degree of freedom = (ii-L) 

(K-L) where is f= degree of freedom n= number of row s.k = number of 

columns. 

 

Results and Discussion 

Socio-economic Characteristics of the respondents 

The result in table I revealed that 56.25% of the respondents were male, while 

43.75% of the respondents were female. This implies that male predominated 
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in the marketing of pure (sachet) water in the study area. The result shows that 

age from 18to 20 are 12.50 % of the respondents while 21 to 29, 25.00 and 30 

to 39  are 37.50 respondents also 40 above the respondents are 25.00%. This 

shows that age from 30-39 are more predominated in the market of pure (sachet) 

water in the study area. Also most of the respondents 56.25% were Islam while 

31.25% were Christian, and traditional are 12.50%. The results indicate that 

Islam patronize the market than Christian and traditional in the pure (sachet) 

water in the study area. 

Education has been discovered to be highly related to effectiveness of work 

socio-economic functions. The results in table 1 further showed that 50.00% are 

secondary education, primary education are 21.88 while tertiary education are 

12.50% and non-formal education 15.63% this result shows that those in 

secondary education patronize the market of pure water Jethob than others in 

the study area.  Table 1 furthermore shows that 62.5% of the respondents were 

married, 37.50% were single. This implied most of the buyer of pure water were 

married and could take pure water market serious in order to augment their 

income to meet up family responsibilities. 

The results of table 2 revealed that, 50.00% respondents were salesmen, while 

31.25% are sales clerk, 15.63% respondents are supervisors    and 0.04% of 

respondents  are managers. 

This result showed that 50.00% are salesmen Table 2 furthermore shows that 

50.00% the respondents were sales clerk 15.63% of the respondents are 

supervisors while 

 

Conclusion 

Jethob sachet water have very wide demand within Jalingo metropolis. As such 

as the company has an edge over other sachet water companies in the country 

and in order to maintain this position, it must improve on the socio-economic 

contributions and also maintain the quality of its product. Drawing influence 

from findings, it was found that is greater percentage if the dealers are not 

satisfied with the present level of socio-economic contributions they receive and 

more effort should be made towards that direction. Again, the company had no 

ware housing facilities and fairly satisfactory and storage facilities are provided 

for same customers but this should be increase in the near future. Also company 
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deals with both wholesaler and by this much attention is paid retailer to their 

problems resulting to cordial relationship between customers and company, 

moreover the company engages in intensive socio-economic contributions of 

sachet water, that is why products are usually obtainable and the rice is 

moderate.  

Also the company has enough sales trucks in delivery of its products to the 

customers but they do not get enough products of the right time in the right 

quantity, which means the vehicles break down often or the driver salesmen are 

not very efficient. 

Finally, the researcher study is a worthwhile exerciser because it has helped in 

studying in the effectiveness of socio-economic contributions of jet hob sachet 

Water Company and identifying the problems encountered in the system. It has 

also helped to broaden the knowledge of the experienced and business is like in 

practice with majority of customer taking jet hob sachet water as their favorite, 

company has good potential for growth and increased profit. If only it can 

endeavour to improve move and its socio-economic contributions in order to 

further satisfy its customer and consumers of its product. Also try to make the 

salesmen to be efficient in their work, and finally still maintain its high quality 

level. They should also produce more of the products during hot season. 

 

Recommendations 

i. In view of the fact that the initial problem of the company is finding 

capable socio-economic contributions the company engages more on 

intensive socio-economic contribution so that the numerous customers 

are adequately reached. 

ii. Again, the company should try as much as possible to stop renting of this 

is implemented the ware housing (depot) facilities must be satisfactory 

to meet needs of company. 

iii. Also Jethob sachet water should increase the suppliers of those needed 

customers more than once a week. 

iv. To increase production during hot season when there is always increased 

season. When there is always increased demand more over to improve 

more on its socio-economic contribution by providing enough products 
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at the right time and in the right quantity. The driver salesmen should 

trained to increase  efficiently.  

 

Table Socio Demographic characteristics of the respondents 

   Characteristic Male   Female   Total 

   No  %  No      %    No    % 

Gender  78  78  22      22    100   100 

Total   22   22     100  

   

Age Range 

18-20   5  5  5      5       10    10 

21-29   18  18  17      17    35    35 

39-39   22   22  18     18    40    40 

40-50 +  9  9  6     6    15    15 

Total   54  54  46     46     100   100 

Religion 

Christianity  15 15  15 15  30 30 

Islam   25 25  25 25  50 50 

Traditional  16 16  4 4  20 20 

Total   56 56  44 44  100 100 

Education  

Secondary  23 23  7 7  30 30 

Tertiary   35 35  15 15  50 50 

Other   15 15  5 5  20 20 

Total   73 73  27 27  100 100 

Marital status  

Married  56 56  32 32  88 88 

Single   8 8  4 4  12 12 

Total   64 64  36 36  100 100 

 

Distribution and collection of questionnaire for employees 

Details No issued  No Return  % No Returned 

Managers  15   15   15% 

Salesmen  68   68   68% 
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Supervisors  15   15   15% 

Sales clerk  2   2   2% 

Total   100   100   100%  

 

Distribution and collection of questionnaire for Dealers 

Group Number Number  % of  No  % at No 

Issued  Returned Returned unreturned unreturned 

A  25  25  25  -  - 

B  25  25  25  -  - 

C  25  24  24  1  19 

D  22  3  20  3  3% 

Total  100  96  4  1 

 

Distribution and collection of questionnaire for consumer 

Group  Number Number % of.   No  % of No 

  Issued  returned unreturned  unreturned 

A   62   60  24.4%       2  0.85% 

B   61 58  23.6%      3  1.2% 

C   61 60  24.4%       1  0.4% 

D    62 62  25.2%        -  - 

Total   246 246  97.6%       6  2.4% 

 

What are the major problems in sachet water supply in Nigeria, 

particularly in Jalingo. 

Detail s    Number of respondent’s  Percentage 

Product acceptability  25     25% 

Pricing    20     20% 

Raw material    10     10% 

Finding capable   45     45% 

Distribution outlet   100     100% 
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