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Methodology

The main aim of this baseline study was to conduct an analysis of the tobacco market in Sri Lanka focusing 
on sales patterns and purchasing habits. This analysis will provide information on the current situation as 
well as provide a baseline for evaluation of the proposed laws, once in place. 

The analysis was conducted in seven districts – Colombo, Monaragala, Hambanthota, Kurunegala, Nuwara 
Eliya, Mannar and Jaffna, from 20/04/2019 to 01/07/2019. In each district, the main town and one or two 
sub-towns were investigated. Data was obtained from cigarette and other tobacco selling outlets, outlets 
that sold and stopped selling cigarettes, officers authorized to enforce the National Authority on Tobacco 
and Alcohol (NATA) Act and Medical Officer of Health (MOH) officials. Observations were conducted on 
tobacco sales activity surrounding educational institutions and a desk study was conducted on internet 
sales of tobacco products including Electronic Nicotine Delivery Devices (ENDS). 

The sample for the survey contained 208 outlets selling cigarettes and 37 outlets that sold and voluntarily 
stopped cigarette sale across the 7 districts. A total of 68 NATA authorized officers were interviewed via 
focus group discussions in the 7 districts. A three minute walking distance of 34 educational institutions 
across the 7 districts were observed for tobacco sales activity. 

The results contain several notable findings. In terms of daily cigarette sales patterns, it was found that 
337 cigarettes are sold on average, per day in the surveyed outlets. The largest selling brand of cigarettes 
was “John Player Gold Leaf” (JPGL) with an average of 201 sticks of JPGL sold per day, per outlet. The 
most common method of purchase of cigarettes is as single sticks in all 7 districts surveyed, indicating 
laws banning single stick cigarette sale will significantly affect cigarette purchase and consumption in the 
country. 

In terms of beedi sales patterns, it was found 194 beedi sticks are sold on average, per day, per outlet in 
the surveyed districts. Customers buy beedi commonly as 2 or 5 sticks. It should be noted that numbers for 
beedi and cigarettes in this study should not be compared due to the significant differences in prices and 
size of the product. Previous studies have found beedi consumption to be declining from 5.4% in 2016 to 
5.2% in 2017 (2016, 2017 ADIC SPOT Survey). 

Results relating to consumer behavior shows a clear preference to the JPGL cigarette brand across all 
consumers. However, it was found that other brands except JPGL have different consumer profiles. Dunhill 
is preferred by youth and white collar workers while Navy Cut is preferred by older smokers and blue collar 
workers. 

In terms of retailer cigarette purchasing patterns the most common method is through delivery by the 
tobacco industry. Most retailers only purchase cigarettes to last for a single day and pay by cash. However, 
credit methods where retailers can purchase cigarettes on loan and pay the tobacco company later is 
available and used by some retailers. 

According to retailers, the profit for a JPGL cigarette stick is Rs. 1.28 and for a Dunhill cigarette stick profit 
is Rs. 1.12. All other cigarette brands and beedi have less than Rs. 1 in profit per stick. Retailers also report 
incentives are awarded by the tobacco company only for selling JPGL and Dunhill cigarette brands. 

Majority of the retailers held the opinion that cigarette sale is not profitable and state they do not plan 
on continuing in the long-term. All surveyed retailers also hold negative opinions on cigarette smoking 
despite selling the product.
In terms of the behavior of the tobacco company, the majority of the outlets that sell cigarettes displayed 
promotions by the tobacco company, most commonly the poster specifying the legal age for buying 
cigarettes. The most common intervention conducted by the tobacco company as reported by retailers, 
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is meeting and providing information on tobacco products. However, less than half the surveyed retailers 
reported interventions by the tobacco company. 

Retailer adherence to laws on not allowing smoking within the outlet premises and prohibition of cigarettes 
sale to individuals below 21 years of age were reported as high and tallied with observations of the data 
collectors. However, retailers commonly used appearance to identify age than requesting identification. 
More awareness for retailers can resolve this problem as currently 57% of the retailers report they have not 
received awareness on tobacco, by anyone other than the tobacco company. 

According to the retailers the recent price increase was more effective in driving down cigarette sales 
comparative to the impact of Pictorial Health Warnings (PHW). It is possible this is due to most consumers 
buying cigarettes as single sticks. Hence, PHW on cigarette packs would have a lesser impact as it would 
go unnoticed by most consumers. 

Out of the 37 retailers surveyed who voluntarily stopped cigarette sale, 52% report it was due to their 
personal dislike of selling cigarettes. This is further established as 79% of these retailers stopped selling 
cigarettes without any direct encouragement from external parties. The current environment within the 
country is conducive to discontinuing cigarette sale.This could have made the transition to stop selling 
cigarettes easier for retailers. 72% of the retailers claim they were contacted by the tobacco company to 
re-start cigarette sales when they stopped. 

The focus group discussions with NATA Authorized Officers revealed that interferences from the tobacco 
company when enforcing the NATA Act was prevalent across districts. The common method cited was the 
attempts to contact officers to influence law enforcement. For example, officers in Jaffna were contacted 
by the tobacco company when they mobilized to remove Abhisheka sign boards (Abhisheka is the tobacco 
company loyalty scheme for retailers). The surveyed officers refused to be contacted or disregarded these 
influences and continued enforcing the tobacco control laws as mandated. 

Observation of a 3 minute walking distance from educational institutions revealed that almost all the 
observed schools/institutes had at least 1 shop with cigarettes and/or other tobacco products within 
walking this distance. This raises the concern of easy accessibility of tobacco products by under-age youth 
and children, which can influence initiation to tobacco smoking. 

The study also revealed that while it is against the law, both internet sales and home delivery of tobacco 
products occur within the country. There is a necessity to analyze the extent of this breach of law and 
identify and implement an effective mechanism to stop such breaches of law through the internet. 

In conclusion, the present study provides data for the current situation of the tobacco market and 
purchasing patterns across 7 districts in Sri Lanka and can be used as a baseline in the future to evaluate 
the efficacy of policy measures which are to be implemented. The study recommends further research on 
several specific areas – 1) the relationship between policy measures and cigarette purchasing patterns, 2) 
Influence of the easy availability of tobacco products in proximity to educational institutions on initiation 
of under-age youth and children to tobacco smoking and 3) Extent of the breach of tobacco control laws 
through the internet and developing mitigating mechanisms – in order to further strengthen tobacco 
control policy within the country.
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1. Introduction 

Several types of tobacco are consumed in both smoked and smokeless forms in Sri Lanka. Although 
the most widespread smoked form of tobacco is cigarettes, the use of beedi, traditional betel quid, 
commercial and non-commercial preparations of different types of smokeless tobacco is also prevalent. To 
comply with the provisions of the World Health Organization’s Framework Convention on Tobacco Control 
(WHO FCTC), The National Authority on Tobacco and Alcohol (NATA) is working on amending the tobacco 
control laws and regulations. Pictorial Health Warnings covering 80% of the principal surface areas of the 
tobacco packaging and prohibition of the sale of tobacco products to those under the age of 21 is already 
incorporated in the law.

Some of the measures for which Cabinet Approval was obtained in 2018 were implementing plain packaging 
and prohibition of the sale of tobacco products within 100 meters of schools and other premises mainly 
frequented by children, or employing those below the age of 18 years to sell tobacco. The amendments 
related to these provisions are being drafted at present and it is expected that these laws will come into 
effect in the latter part of 2019. NATA is also awaiting the Cabinet Approval for its proposal prohibiting 
loose sales of tobacco products.

The main aim of this baseline study was to conduct an analysis of the tobacco market in Sri Lanka focusing 
on sales patterns and purchasing habits. This analysis will provide information on the current situation 
as well as a baseline for evaluation of the proposed laws, once in place. The analysis was conducted in 
seven districts – Colombo, Monaragala, Hambanthota, Kurunegala, Nuwara Eliya, Mannar and Jaffna. In 
each district, the main town and one or two sub-towns were analyzed. Data was obtained from cigarette 
and other tobacco selling outlets, outlets that sold and stopped selling cigarettes, officers authorized to 
enforce the National Authority on Tobacco and Alcohol (NATA) Act and Medical Officer of Health (MOH) 
officials. Observations were conducted on tobacco sales activity surrounding educational institutions and 
a desk study was conducted on internet sales of tobacco products including Electronic Nicotine Delivery 
Devices (ENDS). 

The findings of this study will support evidence based policy development for tobacco control. The study 
covered different aspects related to retail sale structure and variations, adherence to current laws and 
regulations, status related to proposed amendments and the attitudes and knowledge of retailers and 
customers. This data enables NATA in monitoring of the amendments which will come into force, by 
providing a baseline for comparison with future analyses. 
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1.1. Objectives

Main objective 

Analyze the tobacco market in Sri Lanka focusing on sales patterns and purchasing habits. 

This objective covers the following Terms of Reference:

A. Retail sale structure and variations
a) Retail sale patterns of different types of tobacco products (smoked and smokeless) e.g. 
comparison of quantities of different product

b) How different types of products are distributed in different parts of the country

c) Geographical and seasonal variations

d) Variations in retail sales patterns urban, rural and plantation areas

e) Availability of credit for retailers

f) Inducements given by tobacco industry for retail of different types of tobacco products

g) Availability of internet sales of tobacco products including Electronic Nicotine Delivery Devices 
(ENDS)

h) Local websites providing home delivery of tobacco products

B. Adherence to current laws and regulations
1. Adherence to age restrictions when selling

2. The display of health warnings

3. Advertising in retail outlets

4. Disallowing smoking in retail premises

5. Availability of smokeless tobacco products

6. Monitoring of retail sales by enforcement authorities

C. Status related to proposed amendments
1. Availability in proximity to schools

2. Purchase patterns and quantities (single sticks, loose sales etc.)

D. Attitudes and knowledge of retailers and customers
1. Attitudes of retailers on different tobacco products

2. Profiles of customers of different tobacco products

3. Exposures of retailers to prevention interventions

4. Attitudes of retailers that have stopped retailing voluntarily
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2. Methodology

  2.1. Design 

The study design incorporated both quantitative and qualitative techniques. Surveys were used to obtain 
data from outlets selling cigarettes and other tobacco products and outlets which voluntarily stopped 
selling cigarettes. A structured interview was used to obtain information from NATA Authorized officers 
and MOH officers through focus group discussions. Observations were used to obtain information on 
shops selling tobacco within a 3 minute walking distance of educational institutions. A desk study was 
conducted to obtain data on internet sales and home delivery of tobacco products. 

  2.2. Sample

The sample was gathered from 20/04/2019 to 01/07/2019 across 7 districts in Sri Lanka which were selected 
purposively. These were Colombo, Monaragala, Hambanthota, Kurunegala, Nuwara Eliya, Mannar and 
Jaffna.

2.2.1. Outlets selling cigarettes
A total of 208 outlets covering the 7 districts were selected.  In Colombo, Monaragala, Hambanthota and 
Kurunegala the main town and 1 sub-town was selected for data collection. In the Jaffna, Mannar and 
Nuwara Eliya districts more than 1 sub town was selected due to reduced population density leading to a 
reduced number of outlets. 

2.2.2. Outlets which stopped selling cigarettes
In total 37 outlets which used to sell cigarettes and voluntarily stopped selling from the 7 districts were 
selected. 

2.2.3. NATA authorized officers and MOH officers
Approximately 10 officers per district were selected. In total 68 officers covering the 7 districts were 
interviewed.

2.2.4. Educational institutions
Approximately 5 educational institutes with students below the legal smoking age of smoking (21 years), 
mainly schools, were selected in each district. 3 minute walking distance of a total of 34 educational 
institutions, covering the 7 districts, were observed. 

2.2.5. Desk study 
A desk study was carried out on the availability of internet sales of tobacco products including Electronic 
Nicotine Delivery Devices (ENDS) and local websites providing home delivery of tobacco products. The 
key words (Electronic Nicotine Delivery Devices (ENDS), e - cigarette, e - cigarette home delivery, e- 
cigarette products in Sri Lanka, e - cigarette sales) were searched on Google search engine and Facebook 
and all relevant search results were reported with a link and screenshot.
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  2.3. Procedure 

To maintain the integrity of data, the sample selection followed two procedures. Data collection procedure 
a) was used for selecting outlets which were selling cigarettes and outlets which used to sell cigarettes 
and stopped voluntarily. Data collection procedure b) was used for observations surrounding educational 
institutions. 

2.3.1. Selection of data collectors
5 data collectors were selected from staff members of ADIC for the data collection process. Staff members 
were selected specifically due to their experience in field work in the selected districts. The data collectors 
were given a training on the terms of reference of this study, measures and the data collection procedures 
to be followed. One pair of data collectors obtained data from one district. 

2.3.2. Data collection procedure
a) Selection of outlets for data collection from sellers
For selection of outlets in each town and sub-town, the main intersection was chosen as the central 
point. The data collectors started at this point of the town and walked down each road leading from 
the centre, covering both sides of the road, for an approximate 1km radius. Every third outlet, on both 
sides of the road in main towns and every outlet on both sides of the road in sub-towns were selected 
to obtain data. Every outlet was selected in sub-towns due to the small number of outlets in sub-towns. 

b) Observation of outlets in proximity to educational institutions
For observation of availability of tobacco products in proximity to educational institutions, the data 
collectors walked down all roads directly leading to the educational institution for 3 minutes and 
observed the outlets which sold tobacco products. 

Image 1. Data collection Image 2. Data collection

  2.4. Instruments

The project tool kit including four measures were developed by ADIC research and evaluation programme 
to cover the objectives of the analysis. 

2.4.1. Questionnaire for outlets selling cigarettes
This questionnaire contained 28 items and was in the national languages – Sinhala and Tamil. The questions 
were posed to the retailers/sellers and answers were collected. The questions obtained data on retail sale 
structure and variations; adherence to current laws and regulations; attitudes and knowledge of retailers 
and customers and purchase patterns and quantities (single sticks, loose sales etc.). 

2.4.2. Questionnaire for outlets which voluntarily stopped selling cigarettes
This questionnaire contained 8 items and was in the national languages of Sinhala and Tamil. The questions 
were posed to the retailers/sellers and answers were collected. The questions obtained data on attitudes 
of retailers that have stopped cigarette sale voluntarily.

2.4.3. Structured interview format for NATA authorized officers and MOH officers
The interview format contained 6 items focusing on obtaining data on adherence to current laws and 
regulations, specifically about monitoring of retail sales by enforcement authorities. This was through focus 
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group discussions in each district. 
2.4.4. Observation guideline for availability of tobacco products in proximity to educational 
institutions
The availability of tobacco products in proximity to schools were observed in different types of outlets 
(food outlet, retail store, kiosk, other). 

  2.5. Data Analysis

Data analysis was conducted using the Statistical Package for Social Sciences (SPSS). 
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  3.1. Results from retailers selling cigarettes and other tobacco products

Approximately 30 outlets were selected in each district (Table 1). The total number of outlets selected were 
208 across 7 districts. The slight differences in the amount of outlets selected were due to practicalities 
such as the actual number of outlets available.

Table 1. Total number of outlets selling cigarettes selected

District Number Percentage

1. Colombo 30 14.4

2. Kurunegala 30 14.4

3. Hambanthota 31 14.9

4. Nuwara Eliya 28 13.5

5. Jaffna 27 13.0

6. Mannar 32 15.4

7. Monaragala 30 14.4

    Total 208 100.0

56% of the outlets studied were from main towns and 44% were from the sub towns (Figure 1). Main 
towns are the towns with the highest population for that district and sub-towns are towns which have less 
population than the main town. Different types of outlets were selected to obtain data (Figure 2). These 
included food outlets (37%), retail shops (54%), kiosks (4%) and other shops (5%). Food outlets defined in 
this study are establishments where food is served and people can sit and eat. Kiosks defined in this study 
are small temporary sales outlets. The other shops category include various sales outlets which do not 
belong to any of the mentioned categories. 

Figure 1. Selected locations Figure 2. Selected outlet types

3. Results

Food Outlet      Retail shop         Kiosks              Other

54%
37%

5%
4%
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a) Daily tobacco sales pattern

i) Cigarettes
Overall, in the 7 districts 337 cigarettes are sold on average per day in the surveyed outlets. The highest 
reported total cigarette sales are in Colombo at 662 cigarettes (Table 2). 

Table 2. Average cigarette sale in districts

District Cigarettes*

Colombo 662

Kurunegala 299

Hambanthota 396

Nuwara Eliya 384

Jaffna 155

Mannar 104

Monaragala 355

Total 337

In terms of the number of cigarette brands, in all 7 districts the “John Player Gold Leaf” (JPGL) brand is 
the most sold. The average daily cigarettes sold from the JPGL brand is 201 sticks, per outlet (Figure 3). In 
Colombo JPGL brand sells significantly more than the 7 district average at 337 sticks, per day, per outlet 
(Table 3). Overall second most sold cigarette brand is “Navy Cut” with an average 64 cigarettes sold 
per day, per outlet (Table 3). In Nuwara Eliya and Mannar districts Dunhill emerged as the second most 
sold brand. However, the difference is under 20 sticks (Table 3). The least sold brand of cigarettes in all 7 
districts is 3 roses and B&H with about 1 stick sold per day, per outlet (Figure 3). 

Figure 3.  Average cigarette sale per day: Brand
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District Cigarette brand

JPGL Bristol B&H Capstan Dunhill Navy 
Cut

3 Roses Average 
Number

Colombo 377 21 2 18 112 132 0 662

Kurunegala 164 19 1 29 28 58 1 299

Hambanthota 244 20 0 34 9 90 0 396

Nuwara Eliya 217 31 0 15 69 51 0 384

Jaffna 100 5 2 3 20 25 0 155

Mannar 77 6 0 1 11 9 1 104

Monaragala 227 14 0 16 12 83 2 355

Average Number 201 17 1 16 37 64 1 337

Table 3. Average number of cigarettes sold per day, per outlet by brand

The most common method of purchase by customers in all 7 districts is as single sticks, with 76% customers 
buying cigarettes in this form (Figure 4). The least common form customers buy cigarettes is as 5 cigarette 
packs (2%) and 20 cigarette packs (9%).

Figure 4. Cigarette buying pattern

ii) Beedi 
Overall 194 beedi sticks are sold on average per 
day, per outlet in the 7 districts (Table 4). The 
highest number of sticks are sold in Moneragala 
and the lowest number of sticks are sold in 
Colombo (Table 4). 

Table 4. Average beedi sales per day, per outlet in districts

District Beedi*

Colombo 83

Kurunegala 84

Hambanthota 133

Nuwara Eliya 246

Jaffna 291

Mannar 179

Monaragala 359

Total 194

* Average number of sticks per day, per outlet

A majority (76%) 
of customers 
buy cigarettes as 
single sticks
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Most commonly customers buy beedi as 2 to 5 sticks (42%), suggesting one customer generally buys 2 or 
more beedi sticks in a single instance (figure 5).

Figure 5. Beedi buying pattern

It should be noted that the numbers of beedi and cigarettes should not be compared due to the significant 
differences in prices and size of the product. Previous studies show that the prevalence of beedi consumption 
among Sri Lankan males to be 5.4% in 2016 and 5.2% in 2017 (2016, 2017 ADIC SPOT Survey)1.

b) Individual differences observed in customers of different cigarette brands

As reported by the retailers, JPGL is the most popular cigarette brand among both young and older 
people. Young and elder people are described in this study according to how the retailers identified the 
age of customers by their appearance. Dunhill is more popular among youth than older people. Navy Cut, 
Capstan and Bristol brands are all more popular with older people than youth (Figure 6). 

Figure 6. Types of customers for cigarette brands: Age
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In terms of popularity of brands with customers of different professions, again JPGL is the most popular 
brand among both white collar and blue collar workers, as reported by retailers. In this study blue collar 
and white collar workers are described according to how retailers identified customers by appearance. 
The lower priced cigarette brand Navy Cut is significantly popular especially among blue collar workers. 
Dunhill is more popular with white collar workers. White collar workers seems to prefer JPGL, Navy Cut 
and Dunhill brands, while blue collar workers prefer JPGL, Navy Cut, Capstan and Bristol brands (Figure 7).

c) Retailer cigarettes purchasing patterns

i) Method
The most common method retailers’ purchase cigarettes is through delivery done by the tobacco company 
(64%). The second most common method of purchase is through wholesale shops (23%) (Figure 8). 

Figure 8. Method retailers purchase cigarettes

ii) Volume of cigarettes purchased in one instance
A majority (57%) of the retailers reported they purchase cigarettes for one day. 37% of the retailers reported 
purchasing cigarettes for 2 or 3 days. Very few retailers report purchasing cigarettes for a whole week (6%) 
(Figure 9). 
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Figure 9. Retailer cigarette 
purchase volume in one instance

iii) Method of payment for purchasing cigarettes
The most common method of payment for cigarettes 
purchased by retailers is through cash (74%). However, 15% 
of the retailers reported purchasing cigarettes on credit and 
a further 11% retailers reported using both cash and credit 
methods to purchase cigarettes (Figure 10). The credit method 
of purchasing is when the tobacco company gives cigarettes 
on loan and collects payment later. 

Figure 10. Method of payment 
for retailer cigarette purchase

d) Discounts and incentives awarded by the tobacco 
company to retailers for cigarette sale

The retailers reported incentives being awarded for selling JPGL 
and Dunhill brands only. Most of the incentives were awarded for 
selling the JPGL brand cigarettes. The incentives reported were 
receiving cashier machines, showcases, clocks, t-shirts, light-up 
boards and calculators. Multiple items were at times received in 
combination. Some sellers did not report an item but reported 
being given gifts, annual gifts or money. Several sellers reported 
receiving incentives depending on the number of cigarettes sold 
i.e. 2500 sticks. Specifically, it was reported if 40 JPGL bundles 
(a bundle is 20 packs of cigarettes) are purchased an incentive of 
Rs. 3500 was awarded.  

Image 3. Abhisheka (CTC loyalty program) 
light-up board

Image 4. Abhisheka water filter

The majority of retailers 
purchased cigarettes only 
for one day

Incentives for retailers awarded only for JPGL and Dunhill brand sales
Incentive for purchasing 40 JPGL bundles: Rs. 3500

Incentive for selling 15 Dunhill bundles: Rs. 3500

74%

15%

11%

57%
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For the Dunhill brand, several retailers reported receiving an incentive of Rs. 3500 for selling 15 bundles 
of cigarettes. Several retailers also reported receiving gifts. 

e) Retailer profit of tobacco sales

Retailers reported profit for JPGL was Rs. 1.28 per stick and profit for Dunhill was Rs. 1.15 per stick. All 
other brands and beedi and cigars (Figure 11) turned out only a few cents in profit per stick. 

Figure 11. Retailer profit per stick of tobacco product

When questioned on retailers’ opinion on whether cigarette sale 
is profitable or not, the majority of the retailers (81.9%) stated that 
cigarette sale is not profitable. Most of the retailers (57.9%) also 
stated they do not plan to continue cigarette sale. 

f) Cigarette pack visibility inside shops

Overall, 61 outlets in the 7 districts had cigarette packs visibly 
displayed inside the outlets. 128 shops did not have cigarette 
packs visibly displayed. From 55 of the outlets with visibly 
displayed cigarette packs, 47 had Public Health Warning (PHW) 
facing front and 8 did not have the PHW visible. Image 5. Cigarette pack display
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g) Tobacco company promotions 
within the outlet

72% of the outlets selling cigarettes 
displayed promotions by the tobacco 
company within the outlet (Figure 12). 
The most common tobacco company 
promotion observed within outlets 
of all 7 districts was the signboard 
demarcating the legal age of smoking 
(21 years) (58%). Cigarette prices 
were also advertised by the tobacco 
company within 21% of the outlets. Figure 12. Tobacco company promotions within outlets

JPGL has the highest profit of Rs. 1.28 per 
stick among all cigarette brands

“Abhisheka” sign board

“Less than 21” notice

pictorial
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Figure 11. Retailer profit per stick of tobacco product

Image 5. Less than 21 years sticker
Image 6. Abhisheka signboard

Image 7. Cigarette price display Image 8. Abhisheka signboard

h) Tobacco company interventions

93 of the 208 retailers reported tobacco company interventions. These interventions included, meeting 
the owner and providing information, participating in functions, receiving gifts from the company and 
intervening in legal issues (Figure 13). The most frequent type of intervention by the tobacco company 
is meeting with the shop owner/retailer and providing information on company products (86 out of 93 
retailers). The tobacco company did not conduct interventions for a majority of the shop owners (115 out 
of 208 retailers). 

Figure 13. Tobacco company interventions
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i) Retailers allowing smoking within their outlet premises

Retailers self-reported whether they allow smoking within their outlet, and data collectors noted if people 
were smoking inside the outlet. 86.8% of the retailers reported they do not allow smoking inside their 
outlet and 13.2% retailers reported they do allow smoking inside the outlet. The report tallied with data 
collector’s observations (Figure 14). 

Figure 14. Allowing smoking within outlets

j) Awareness received by parties other than the tobacco company

57% of the retailers reported they have not received awareness by anyone other than from the tobacco 
company. 

Out of the retailers who reported receiving awareness from others than the tobacco company, most 
awareness was conducted by Public Health Inspectors (PHI) (86%) (Figure 15). 

Figure 15. Awareness conducted by government officers
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k) Perceived non-monetary differences between cigarette brands

The majority (75.2%) of retailers reported there was no other difference than price between cigarette 
brands. The retailers who reported differences stated taste, smell, quality, flavour, length and other 
differences between cigarette brands (figure 16). 

Figure 16. Non-monetary perceived differences 
between cigarette brands

l) Retailers’ opinions, attitudes and beliefs

48% of the retailers view smoking as “not good”. However, only 12% of the retailers cited health issues 
of cigarette smoking (Figure 17). The “other” reasons cited here are reasons which do not fit into the 
categories, such as “this should be stopped”, “I don’t like people smoking”, “It [smoking] is bad for 
children”. None of the retailers viewed cigarette smoking as positive even though they were selling the 
product. 

Figure 17. Retailers’ view on smoking
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In terms of the perceived impact policy changes such as public health warning (PHW) and the most recent 
price increase of cigarettes have had on cigarette sale, the majority of the retailers (56.7%) reported that 
they saw a reduction of cigarette sales with the price increase (Figure 18).  Comparatively PHW impact was 
reported as reducing cigarette sale by 24.6% retailers (Figure 18).

Figure 18. Retailers’ perception on impact of national policy changes on cigarette sale

Majority of the retailers (70.8%) reported that there was a customer tendency to substitute to lower priced 
cigarettes. The most common brand that was used as a substitute reported by retailers was Navy Cut (76%) 
(Figure 19).

Figure 19. Customer tendency to substitute to lower 
priced cigarettes
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The majority of the retailers (77.1%) were aware of the national drug prevention programme and a majority 
(69.5%) reported the programme had reduced cigarette sales.  However, most of the retailers (82.8%) 
reported they did not take part in prevention activities. 

Most retailers (57.8%) reported that they were aware of other retailers voluntarily discontinuing cigarette 
sales. 42.2% said they were not aware of this. 

Retailer adherence to legal age limits of smoking (21 years) as reported by retailers themselves were 
very high with 91.6% retailers denying cigarette sale to individuals below 21 years. However, the most 
commonly used method by the retailers to clarify age was through appearance (Figure 20). Only 22.7% 
retailers asked for ID to confirm age. 

Figure 20. Age identification method used by retailers before selling cigarettes

  3.2. Results from retailers who stopped selling cigarettes

Either 5 or 6 outlets which had voluntarily stopped cigarette sale were selected from each district. In total 
37 outlets were selected across the 7 districts (Table 5). 

Table 5. Total number of outlets which voluntarily stopped selling cigarettes selected from each 
district

District Number Percentage

Colombo 6 16.2%

Kurunegala 5 13.5%

Hambanthota 5 13.5%

Nuwara Eliya 6 16.2%

Jaffna 5 13.5%

Mannar 5 13.5%

Monaragala 5 13.5%

Total 37 100.0%
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57% of the outlets were selected from main towns while 43% were selected from sub towns (Figure 21). 
Out of the selected outlets majority were under the food outlet category (69%) (Figure 22). Other outlet 
types were retail (25%), kiosk (3%) and other (3%).

Figure 21. Selected location type for 
outlets which stopped cigarette sales

Figure 22. Selected outlet type for 
outlets which stopped cigarette sales

The minimum duration an outlet had stopped selling cigarettes in the sample was 3 months and the 
maximum duration was 21 years. 

52% of the retailers cited their personal dislike for selling cigarettes as the reason for stopping cigarette 
sales in their outlets (Figure 23). Further, a majority (79%) stopped cigarette sale with no external 
encouragement. Most of the retailers (67%) said their decision to stop had not affected business (Figure 
24). However about 1/3rd of the retailers claimed the decision had reduced business. 

Figure 23. Reasons for stopping cigarette sales Figure 24. Effect stopping cigarette sales 
had on business
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  3.3. Focus group discussions with NATA Authorized officers and MOH officers

The Authorized officers of the NATA Act are Police officers, Excise officers, Public Health Inspectors (PHI) 
and Food and Drug Control officers. Medical Officers of Health (MOH) were included in focus groups as 
the NATA amendment currently awaiting approval includes giving MOHs the powers to enforce the NATA 
Act. 

The focus groups included officers from each of the mentioned categories and approximately 10 officers 
were interviewed through 2 to 3 focus group discussions, in each district. In total 68 officers were 
interviewed.

They reported on instances the law was enforced according to the NATA Act, on selling cigarettes to 
individuals below 21 years, smoking inside shops and other provisions. All districts except Monaragala 
reported enforcing the law on breaching the NATA Act. However 11 warnings were issued in Monaragala 
district against smoking inside shops. 

Law enforcement against selling cigarettes to individuals below 21 years was reported only in several 
occasions in Colombo and Kurunegala districts and in 3 cases in the Jaffna district.  

Law enforcement against smoking inside shops was reported only in several occasions in Kurunegala and 
Nuwara Eliya districts and in 7 cases in the Jaffna district with 11 warnings being issued in Monaragala 
district. 

In Colombo and Kurunegala most instances of law enforcement was reported against illegal cigarettes. 
Law against smoking in public was enforced in Kurunegala and Hambathota districts. In Hambathota and 
Monaragala districts law was enforced against not paying VAT for cigarettes. 

One specific incident was noted by a PHI in Nuwara Eliya district where he enforced the law to take down 
a cigarette display board at a supermarket. It was also reported that he was contacted by the tobacco 
industry on this matter.

Kurunegala and Jaffna emerges as districts which are stronger in law enforcement through these focus 
group discussions. 

In terms of whether there were designated smoking areas in shops, officers from Colombo reported that 
there were many while officers from Monaragala reported these existed in shops around the town. Officers 
from Nuwara Eliya said there were 2 shops with designated smoking areas. Officers from both Kurunegala 
and Hambathota reported limited shops existed with designated smoking areas. However, it was observed 
that officers of these 2 districts seemed to be less aware of shops having designated smoking areas. 
Officers in the Jaffna district reported that there were no shops with designated smoking areas. However, 
shops which sell cigarettes are also limited in the Jaffna district. 

Almost all officers from all 7 districts in the focus group discussions reported conducting awareness 
activities for shop keepers in the areas under their purview. 

72% of the retailers were 
contacted by the tobacco 
company after they 
stopped selling cigarettes

Interferences from the tobacco company when enforcing the 
NATA Act was prevalent across districts

72% of the retailers claimed the tobacco company contacted 
them after they stopped selling cigarettes. Most of these 
interventions (14 out of 16 reported) were in the form of 
requesting retailers to start selling cigarettes again. 96% 
retailers did not agree with the interventions by the tobacco 
industry. 

Only 4 out of the selected 36 shops which do not sell cigarettes 
sell other tobacco products. 
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In terms of tobacco free zones, officers from Hambanthota, Monaragala, Mannar and Jaffna reported there 
were such areas within their districts. 

In terms of tobacco industry influence, officers of Colombo, Kurunegala, Mannar, Monaragala, Jaffna and 
Nuwara Eliya districts reported having such an influence. There were instances of tobacco industry contacting 
the officers in Kurunegala, Monaragala and Mannar. In Nuwara Eliya officers reported being contacted by 
tobacco industry lawyers when a case against breaching the NATA Act was to be filed. Officers in Jaffna 
reported being contacted by industry lawyers when they mobilized to remove “Abhisheka” signboards. 

In Kurunegala district, it was reported that the tobacco industry conducted several sessions at the Katana Police 
Training School. 

While many officers said there was no influence by the industry in Hambanthota district, there was one exception, 
where there was an attempt to influence an officer strongly enforcing the law in the district. 

Officers in focus groups from all districts reported tactics by the tobacco industry to promote the product in areas 
under their purview. However not all officers possessed adequate knowledge or awareness of the activities. In 
Colombo district, awareness of tactics was poor. In Kurunegala district there were some officers with thorough 
knowledge. In Monaragala district around half the officers had a thorough knowledge of tobacco industry 
tactics including promotions. In Hambanthota district there were several officers with adequate knowledge 
of tobacco industry tactics. In Jaffna district over half the officers had knowledge on the general promotions 
done by the tobacco industry. In both Nuwara Eliya and Mannar districts about a quarter of the officers in each 
district had knowledge of general promotions by the tobacco industry (Refer to Annex A for full focus group 
discussion report).

  3.4. Observations: Tobacco sales activity in proximity to educational  	    
  institutions

Overall, tobacco products being sold within a 3 minute walking distance of educational institutions was a 
common occurrence in the observed areas. A 3 minute walking distance of 34 educational institutions in the 7 
districts were observed starting at the main gate of the institutions. Out of the observed educational institutions 
26 were formal schools and 8 were institutes with students under 21 years of legal age for smoking. The most 
common tobacco product for sale observed was cigarettes. 

The highest number of outlets selling tobacco products in proximity to educational institutions was found 
in Monaragala with 17 tobacco selling outlets surrounding the 5 schools observed, this was followed by 
Hambanthota with 16 tobacco selling outlets in the observed area. In Jaffna, there were 8 outlets selling 
tobacco products in the observed area surrounding 3 out of the 4 schools. The least number of outlets selling 
tobacco products in proximity to educational institutions was found in Nuwara Eliya with 5 outlets in the area 
surrounding 3 out of 5 educational institutions.  

Two of the outlets observed were under the “Abhisheka” title. This title is awarded by the tobacco company 
to outlets which sell the most cigarettes in the area. One of the outlets was found within walking distance of 
Hambantota Vocational Training Institute and Zonal education Office, RDHS office and the other outlet was 
found within walking distance of St. Annes College Kurunegala. (Refer to Annex B for full observation report)

  3.5. Internet sales of tobacco products, ENDS and home delivery of 
  tobacco products 

The desk study on internet sales and home delivery was conducted from 3rd June to 5th July 2019. The 
internet search turned out 19 results for internet sales of tobacco products including ENDS, most commonly 
e-cigarettes. Out of these 14 were online shopping websites and 5 were blogs/articles/comments related to 
e-cigarettes. Out of the 14 websites 1 was Alibaba which is an international online marketplace delivering to Sri 
Lanka. 3 were online shops operating out of Facebook specifically to sell tobacco products and 2 more were 
ads posted via online sale pages on Facebook. 

Home delivery of tobacco products is relatively rare in Sri Lanka. The search turned up 7 results which included 
4 online shopping websites and 3 Facebook posts offering delivery of tobacco products. 
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4. Discussion 

As observed in this study and consistent with existing market research, JPGL is the most sold cigarette 
brand in the surveyed districts. JPGL is followed by Navy Cut and then Dunhill as second and third most 
sold brands respectively. 

The tobacco company delivers their products to a majority of the retailers and most retailers opt to buy 
cigarettes only for a single day. This suggests stopping purchasing of cigarettes for a single day can have a 
significant impact on sale and consumption of cigarettes. This is further illustrated by the significant amount 
of incentives the tobacco industry gives the retailers. The Company attempts to maintain relationships with 
the retailers by meeting them, giving gifts, aiding them in legal matters etc. because the business mostly 
runs on a day to day purchase and sale system. Therefore, a retailer not purchasing on even a single day 
can have a significant impact. 

Tobacco Industry promotions exist in a majority of the cigarette selling outlets. Most of these promotions 
are in the form of “not selling cigarettes to anyone below 21 years” sticker. There are other promotions 
carried out by the tobacco company such as through the ‘Abhisheka’ scheme where retailers are awarded 
various incentives for selling cigarettes including light-up name boards. 

For retailers, purchasing cigarettes day to day is costly, and yet it was observed they mostly purchase 
cigarettes for cash. However, the tobacco company does have a credit system in place as well. Through 
this system retailers can purchase cigarettes on loan and settle the payment later, either in the same day 
or the following day when the next batch of cigarettes are delivered. 

JPGL is the most profitable and most sold cigarette brand as reported by retailers and yet retailers obtain 
only Rs. 1.28 maximum profit per single JPGL cigarette stick. But they spend a large sum of money on 
purchasing cigarettes every day. The average number of JPGL cigarettes sold per day, in the surveyed 
outlets is 201. This justifies why a majority of retailers report that selling cigarettes as not profitable. It is 
interesting to note that retailers continue sales when they themselves report and calculations also show 
that selling cigarettes is not a profitable business. Perhaps it is to do more with habit and beliefs retailers 
have as some of them reported they are willing to stop cigarette sales if other retailers in the area stop sale, 
which means they have the belief “other retailers will profit more than me if I stop selling cigarettes”. More 
education in this area may perhaps aid retailers to understand the reality. This is important considering 
majority of the retailers who stopped cigarette sale voluntarily noted that it did not have any difference on 
their business. 

The majority of the customers as reported by surveyed retailers buy cigarettes in the form of single sticks. 
This finding suggests prohibiting loose sale of cigarettes (single stick sale) which was proposed by NATA 
and is currently awaiting Cabinet Approval can prove to be a successful policy measure in reducing 
cigarette sale and the resulting harm within the country. Beedi, on the other hand is bought by customers 
mostly as 2 or 5 sticks. 

As reported by retailers, the most popular brand of cigarettes among customers regardless of age or 
profession was JPGL. The second most popular brand changes with age, where youth prefer Dunhill and 
older customers prefer Navy Cut. When it comes to profession Navy Cut appears as the second most 
popular brand across blue collar and white collar workers. Dunhill emerges as the third popular brand 
among the white collar workers but not among the blue collar workers. 

When assessing retailers’ opinions on smoking almost all retailers view it negatively. However only 12% 
knew and reported health problems of smoking. In terms of effectiveness of policy changes in impacting 
cigarette sales reported by retailers, they report that the recent price increase to have reduced cigarette 
sales more than public health warnings (PHWs) on cigarette packs. Considering most cigarettes are 
currently are bought as single sticks, this finding is not surprising, as PHWs will have more impact when 

pictorial
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entire cigarette packs are bought. The finding further strengthens the need to prohibit loose sales of 
cigarettes to reduce sale, consumption and harm from cigarette smoking in the country. 

The majority of the retailers reported that customers had a tendency to substitute to lower priced cigarettes. 
Navy Cut is the brand that retailers report as customers substituting to most often. However, retailers also 
stated, when being interviewed that customers generally tend to go back to the brand they always bought 
after a certain time period. 

The majority of retailers tend to adhere to tobacco control policies within the country. Most do not allow 
smoking within their shops and do not sell to individuals below 21 years. However, most retailers do not 
use the effective method of asking for ID before selling cigarettes and instead relies on their subjective 
judgment of the customer’s age by appearance. This method is not effective and more education should 
be provided to the retailers to request ID to confirm age before selling cigarettes. 

Through the focus group discussions it was evident all the officers enforcing the NATA act had faced 
significant interference from the tobacco company. The company tried contacting and intervening with 
enforcement of the law in many situations as reported by officers. However, the officers have either refused 
contact or disregarded these influences and continued to enforce the law. 

One specific interference by the tobacco company is noted by officers of Kurunegala where the company 
conducted sessions at the Katana Police Training School.

In terms of knowledge about tobacco industry tactics and promotions the Colombo district officers lacked 
knowledge compared to other districts. In terms of interventions Hambanthota district officers mobilized 
less, compared to officers of other districts. Jaffna district officers mobilized specifically in targeting and 
removing of Abhisheka signboards. 

All officers showed a positive trait where they did not supply any information without thorough verification 
that the data collectors were not from the tobacco company. 

In terms of tobacco sales activity around educational institutions, the majority of the observed institutions 
had at least 1 tobacco selling outlet within a 3 minute walking distance. Cigarettes were the most 
commonly available tobacco product in these outlets. Observed educational institutions in Monaragala 
had the highest number of 17 tobacco selling outlets within walking distance, this was closely followed by 
Hambanthota which had 16 tobacco selling outlets within a walking distance of the observed educational 
institutions. 

While internet sales of tobacco products and home delivery of tobacco products is against the law in Sri 
Lanka, the desk study revealed both of these occur within the country. However internet sales of tobacco 
products was more common while home delivery was relatively a rare occurrence. 

  4.1. Limitations

The study while containing certain important findings which can be used as a baseline for future analyses, 
has several limitations. Firstly, the sample was purposive and as such is not representative of the entire 
country. 

Secondly, using self-reported measures can lead to social desirability bias, especially when collecting 
data on attitudes and behaviours. However, the data collectors were trained to be objective in asking the 
questions to obtain the most accurate answers from the retailers. 

  4.2. Recommendations for future research

Several issues which emerged can be noted as worthwhile to conduct further analyses to understand the 
tobacco market and sales and purchasing patterns within Sri Lanka. 

The retailers’ reported price increases had a more significant impact in reducing cigarette sales than public 
health warnings (PHWs). Further analyses can focus on this finding and which policy measures have the 
best effects in reducing cigarette sale in the population and the relationships between the policy measures 

Pictorial



23

Discussion

to identify which measures interact to produce the best results in reducing cigarette sales, consumption 
and harm in the country. For example, the relationship between loose sale of cigarettes and cigarette price 
increase or the effect of PHWs on purchasing of cigarettes as packs. 

This study found existence of tobacco and mainly cigarette selling outlets within a 3 minute walking 
distance from educational institutions was fairly high. In the view of the law to ban cigarette sales within 
100 meters of schools/educational institutions which is awaiting implementation, further analyses can 
focus on the impact high availability of cigarettes have in influencing youth and children below legal age 
of smoking (21 years) to start smoking cigarettes. 

This study also found that despite being illegal, internet sales and home delivery of tobacco products do 
occur in Sri Lanka. It would be important to further analyze the extent of these internet sales and identify 
how it happens and who is responsible in order to develop mechanisms to control such breaches of the 
law through the internet. 

In Conclusion, while having several limitations, the study provides an overall view of the tobacco market, 
sales and purchasing patterns of 7 districts within Sri Lanka. The analysis can be used as a baseline in 
future to evaluate the efficacy of policy measures to be implemented. The analysis also discovered several 
specific areas which can benefit from further research in the future. 
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5. Appendices

Annex A: Focus group discussion report

Colombo District
Law enforcement has mostly been conducted by police and excise officers. Public Health Inspectors (PHI) 
lack interest in enforcing the law and was reluctant to provide information. 

Majority of the instances of enforcing the law reported by the officers were on illegal cigarettes. There 
were only several instances reported on smoking below the legal age of 21 years. 

Many of the officers reported there were separate, designated smoking areas. 

All officers reported mobilizing to create awareness among shop owners. Their field reports confirm the 
awareness activities they have conducted. 

There were no reported villages or towns in the districts which were cigarette-free. 

There were several interventions by the tobacco industry reported within the district. 

Many officers lack awareness about strategies used by the tobacco industry. However there were small 
groups of officers who actively mobilize for tobacco prevention providing some information on the tobacco 
industry strategies.

Kurunegala District
There were instances on enforcing the law on smoking cigarettes reported. Majority of these cases were 
against illegal cigarettes, but there were some cases against selling cigarettes to people under 21 years, 
several cases against smoking in public and some cases against smoking inside shops. 

Limited number of shops which have designated smoking areas reported. Officers’ knowledge on the 
existence of such areas were low. 

Majority of the officers conducted awareness activities for retailers in their fields as observed from their 
statements. 

There were no reported villages or town which were cigarette-free. 

It was observed that the tobacco company seems to be targeting the officers. There were instances 
reported by the officers of being contacted through the industry via phone or through various people. 
It was reported different sessions were conducted by the tobacco industry in the Katana Police Training 
School’s Programme. 

There were several officers with a thorough understanding and several more with an adequate understanding 
of tobacco industry tactics. 

Hambanthota District
Majority of the officers do not report enforcing the laws related to cigarettes. The few instances reported 
were mostly cases of ciagrettes without VAT and a few more on public smoking. 

There were very few reported shops with designated smoking areas, and some officers had was unaware 
of such shops. 
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Many officers were conducting awareness activities for shop keepers in the area. 

It was reported that there were areas which were cigarette free. Areas were not reported. 

Majority of the officers reported that the tobacco industry does not intervene with them. However it 
was observed that the industry had tried to intervene with one of the officers who conducted many 
enforcements. 

There was some knowledge in the officers on indirect tobacco industry promotions.

Monaragala District
There were some instances of law enforcement reported. There were no instances of cigarette sale to 
people below 21 years reported among these cases. There were several cases of enforcing law against 
smoking inside shops and warning in such cases reported and several cases against cigarettes without VAT 
payments. 

In shops near the town there were designated areas for smoking reported. 

All officers had conducted awareness for shop owners in several instances. 

A few villages which had stopped cigarette sale was reported. 

Many of the officers were targeted by the tobacco industry and intervened in various methods. 

About 50% of the officers selected had a thorough understanding of tobacco industry tactics. They were 
also aware of promotional activities by the industry. 

Nuwara Eliya District
The law was reportedly enforced in 5 instances by PHI officers and in 35 instances by excise officers. 

8 instances of smoking inside the shop was reported, the law was enforced but no case was filed. The 
excise department reported 161 cases. 

One PHI specifically reported enforcing the law against putting up a cigarette display board in Keels 
Supermarket. The tobacco industry had contacted this PHI to discuss the issue.

2 shops were reported as having designated smoking areas. 

9 awareness activities for retailers were reportedly conducted by the officers in the group. 

There are no smoke free town in the area. 

The officers report tobacco industry lawyers contact them if there is any instance they want to file a case 
against breach of law.

3 out of the 10 officers knew about general promotions by the tobacco industry. 

Mannar District
There were no law enforcement instances reported by the officers, regarding selling to people below 21 
years or smoking inside shops or any other law of the NATA act. However 11 warnings were issued against 
smoking inside shops. 

There were no shops reported with designated smoking areas in the district. 

11 awareness programmes were reportedly conducted by the officers for shop owners. 

2 towns Thirukketheeswaram, Thottavali were reported to be smoke-free towns by the officers. 

Officers reported no influence by the tobacco industry. 
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3 officers had an understanding of general promotions conducted by the tobacco industry. 

Jaffna District
In law enforcement, 3 cases were reported on cigarette sale for below 21 year olds and 7 cases were 
reported against smoking inside shops. 

There were no shops with designated smoking areas reported in this district. 

The officers have a process of conducting awareness programmes for shop keepers every Saturday. 
Nallur is currently a smoke-free town. 

As officers mobilize to remove abhisheka boards by CTC, lawyers representing the company have tried to 
contact PHI. 

6 out of 10 officers knew general promotions done by the industry. 

Jaffna districts shows a trend of shops stopping cigarette sale altogether. In the town, cigarette selling 
shops are rare. 

Shop owners are motivated by PHI to discontinue cigarette sale and the PHI have develop the process to 
continue follow up discussions with shop owners.

Excise officers have very poor knowledge on tobacco act and new company strategies. As well less 
involvement to tobacco control activities.

Annex B: Observation Report: Tobacco sales surrounding Educational 
Institutions

Colombo District 
6 main schools in the district was chosen to observe the surrounding area. Data collectors observed 
tobacco products with mainly cigarettes being sold in 9 shops or establishments within 200 meter or a 3 
minute walking distance from all of the schools. 

Asoka Vidyalaya – Maradana: 1 shop selling cigarettes located between 100 meters from the main gate. 
Ananda College – Colombo: 1 shop located 80 meters from the main gate, on the opposite side of the 
road. The shop sells both cigarettes and tobacco with betel. 

Lumbini Vidyalaya: 2 shops besides the High level road were located near the main gate of the school 
selling cigarettes and tobacco with betel.

Thrsutan and Royal College: 1 major hotel “Raheema” selling cigarettes was located right in front of the 
main gate of Thurstan college and within 50 meters from the main gate of Royal college primary section.
Isipathana College: 1 shop located 60 meters from the left side of the main gate, selling cigarettes and 
tobacco with betel. 2 more temporary selling points (kiosks) were located just between 150 meters from 
the main gate. Another shop selling cigarettes were located 200 meters from the main gate on the high 
level road.

Monaragala District
2 schools and 3 educational institutions were selected to observe the surrounding area. As observed there 
were 17 tobacco selling shops or establishments within 200 meters or 3 minute walking distance of these 
5 educational institutions. Both cigarettes and chewing betel were sold the most in these shops. 

Mahanama Central College, National School- Monaragala: 1 shop located right in front of the gate to the 
school sells chewing betel. 1 hotel located 100 meters from the right side of the main gate, which is selling 
cigarettes and chewing betel. 2 more shops selling tobacco products are located just over 150 meters 
from left of the main gate. 

Nawa Maga Education Institute, Wadikumbura Rd, Monaragala: 1 shop located in front of the institute is 
selling cigarettes. Another shop (Juice Bar) located 150 meters from the entrance sells both cigarettes and 
chewing betel. 
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Royal National College. Monaragala: 1 hotel which is located 200 meters from the main gate sells both 
cigarettes and betel. 

Threemana Higher education Institute, Monaragala: 1 shop located 100 meters from the entrance of 
Institute is selling cigarettes. 3 more shops within 3 minute walking distance of the institute sells both 
cigarettes and tobacco products. 

APEX institute - Sanasa Mandiraya: 2 small scale shops located on the left of the institute sells betel, one 
sells cigarettes as well. Located 20 meters from the right side of the main entrance of the institute there 
are 2 shops which sells cigarettes. There were 2 more small scale sellers, selling betel. 

Hambanthota District 
Surrounding area of 3 schools and 2 educational institutions were observed. There were about 16 shops 
or establishments within 200 meters from the main entrances of all 5 of the educational institutions, selling 
mostly cigarettes but also other tobacco products including beetle. 

Hambanthota Maha Vidyalaya (Hospital Road): 1 shop located 100 meters from the right side of the main 
gate selling cigarettes and beetle. There are over 4 shops located 100 meters from the left of the main 
gate selling cigarettes and chewing beetle. 

Hambanthota Wididaya Tution Institute: 1 shop located 40 meters from the left of the entrance selling 
cigarettes. 1 shop located 10 meters from the right of the entrance selling both cigarettes and beetle. 
Hambantota, Vocational Training Institute and Zonal education Office, RDHS office: 1 shop located in front 
of the main gate sells cigarettes. 1 shop located 100 meters from the left of the main gate on the opposite 
side of the road, selling cigarettes and beetle. This shop is identified as an Abhisheka shop. 1 shop located 
20 meters from the right of the main gate selling both beetle and cigarettes. 
St. Mary’s College , Hambanthota: Two shops located on either side of the main gate within 150 meters 
selling both cigarettes and beetle. 

Sri Rahula Vidyalaya, Tangalle: As the school is located in the centre of the town many shops selling 
cigarettes and other tobacco products were observed. Within 150 meters from the gate on both left and 
right sides there are at least 4 shops selling cigarettes as well as other tobacco products. 

Kurunegala District
Surrounding are of 3 schools and 2 educational institutions were selected for observations. There were 6 
shops selling mostly cigarettes in 4 out of the 5 educational institutions. 

Wayamba Royal College and Technical College, Kurunegala: 1 shop selling cigarettes and beetle located 
150 meters from the main gate of the Wayamba Roya college and 100 meters from the entrance of 
Technical College, Kurunegala. 

Silver line Institute: 2 shops located within 200 meters from the right of the main entrance, selling cigarettes 
and beetle. 

Maliyadewa College, Kurunegala: No shops were located selling tobacco products within 200 meters of 
the main entrance. 

St. Annes College: 3 shops located 100 meters from the school main gate, selling cigarettes. One shop 
has the Abhisheka title. 

Nuwara Eliya District
5 schools were selected to observe the surrounding area. 3 out of 5 of the schools had tobacco products 
being sold in 5 shops within 200 meters. 

Good Shepherd Collage: There were no shops selling tobacco within 200 meters from the main gate. 
Holy Trinity Science College: 2 shops located within 200 meters on either side of the entrance, selling 
tobacco products. 

Sussex College: 2 shops located within 200 meters from the right of the main entrance selling tobacco 
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products. 

Gamini Central College: 1 shop located within 200 meters from the right of the main entrance selling 
tobacco products. 

St. Xavier’s College: There were no shops selling tobacco within 200 meters from the main gate.

Mannar District
The surrounding area of 3 schools and 1 educational institute was selected for observation. 3 out of 4 of the 
educational institutions had 10 tobacco selling shops located within 200 meters from the main entrance. 

SIththi Vinayagar National School: 3 shops located within 200 meters from the right of the main entrance 
selling tobacco products. 

Al Asar Muslim Vidyalaya: 2 shops located within 200 meters from the right of the main entrance selling 
tobacco products. 

St Savior Boys Collage: There were no shops selling tobacco within 200 meters from the main gate.
IDL Academic Institute: 5 shops located within 200 meters of the main entrance with 3 from the right side 
and 2 from the left side, selling tobacco products. 

Jaffna District 
4 schools were selected to observe the surrounding area. There were 8 shops within 200 meters from all 
the observed schools selling tobacco products. 

St Johns collage: 4 shops located selling tobacco products within 200 meters of the main gate, with 1 shop 
on the right and 3 shops on the left. 
St Patricks’ collage: 1 shop located selling tobacco products within 200 meters from the left of the main 
gate. 

Jaffna Hindu collage: 1 shop located selling tobacco products within 200 meters from the left of the main 
gate. 

Kokkuvil Hindu collage: 2 shops located within 200 meters of the main gate selling tobacco products with 
1 shop on either side from the gate. 
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Annex C: Online sale of tobacco products including ENDS and home delivery 
of tobacco products (Search conducted from 30/04/2019 to 24/05/2019)

1. https://www.wasi.lk/product-category/beauty-health/e-cigarette-e-shisha/

2.	 https://www.daraz.lk/tobacco/
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3.	 https://ikman.lk/en/ads/sri-lanka/other-personal-items

4.	 https://www.yamu.lk/blog/ecigarettes-in-sri-lanka/

5.	 https://www.yamu.lk/questions/is-e-cigarette-legal-in-sri-lanka
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6.	 https://www.mydeal.lk/deals/view/1647

7.	 https://www.mydeal.lk/deal/978

8.	 https://www.youtube.com/watch?v=MMSOzGxu2VQ
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9.	 https://www.facebook.com/thekurumbavapeshop/

10.	 https://the-vaporized-juice-colombo.business.site/

11.	 https://www.lankaad.lk/ce5-electronic-cigarette/779.html
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12.	 https://www.tripadvisor.co.nz/ShowTopic-g293961-i8983-k8645720-o10-Electronic_cigarette_In_
Sri_Lanka-Sri_Lanka.html

13.	 https://www.facebook.com/EcigSriLanka/

14.	 https://ufogs.com/en/pages/e-juice-in-sri-lanka/
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15.	 https://www.reddit.com/r/srilanka/comments/8psdbl/any_vape_stores_in_cbo_is_vaping_
popular_in_sl/

16.	 https://www.alibaba.com/countrysearch/LK/wholesale-e-cigarette-distributors-supplier.html

17.	 https://www.facebook.com/myciga/
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Home delivery

1.	 https://www.lankaad.lk/ce5-electronic-cigarette/779.html

2.	 https://www.daraz.lk/products/reusable-cigarette-filter-i906013-s2751600.html?spm=a2a0e.
searchlistcategory.list.3.6072547avrA5de&search=1

3.	 https://www.wasi.lk/shop/ego-t-ce4-electronic-cigarette/
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4.	 https://www.facebook.com/BlueRidgeonlineshop/?tn-str=k*F

5.	 https://www.mydeal.lk/deals/view/1647
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6.	 https://www.facebook.com/myciga/
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