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Business Unit Healthcare
DKSH Healthcare is the leading provider of 
Market Expansion Services for the health-
care industry in the areas of pharmaceu-
ticals, over-the-counter (OTC) and con-
sumer health products, as well as medical 
devices. As part of the global DKSH net-
work, Healthcare offers outstanding prod-
uct and industry expertise, sales and com-
pliance competence, as well as local and 
regional market knowledge. DKSH Health-
care has the processes and infrastructure 
in place to provide integrated tailor-made 
solutions that deliver results for our busi-
ness partners.

Market Expansion Services:
dedicated to growing business

We help companies to grow their business 
in new and existing markets. We expand 
their access to knowledge, their sourcing 
base, their revenue opportunities, and their 
market shares. Providing business partners 
with a comprehensive package of services 
to reach their individual goals is what we 
call Market Expansion Services.

Your strategic partner
DKSH is a Swiss company and the world 
leader in Market Expansion Services with 
focus on Asia. Our four Business Units – 
Consumer Goods, Healthcare, Performance 
Materials, and Technology – operate world-
wide through an extensive network of ex-
perts. We offer a comprehensive range of 
services along the entire value chain: from 
sourcing, marketing and sales to distribu-
tion and after-sales services. Along with 
this, we offer long-standing relationships, 
local knowledge, and on-the-ground logis-
tics. As a strategic partner, we safeguard 
the business of our clients and customers 
while always sharing our unique market in-
sights. It is our aim to be a trusted link be-
tween suppliers and customers, taking care 
of the products of our business partners as 
if they were our own.
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The best of both worlds – yours and ours

Experience and networks
DKSH has done business in and with Asia 
for more than 140 years. We are truly at 
home in Asia, where we have become an 
integral part of many local business envi-
ronments. And we are no strangers to the 
rest of the world either: DKSH operates in 
35 countries, with 540 business locations 
in Asia and 20 in Europe and the Ameri-
cas, and employing 22,000 specialized staff 
from 50 nations.

Integrating diverse services 
We bridge the markets of Europe, Asia, and 
the Americas, and have the ability to adapt 
to the businesses we serve in any local mar-
ket. The diversity of industries DKSH is in-
volved in is only matched by the range of 
services we perform: from sourcing raw 

materials to setting up and running fl ag-
ship stores for luxury consumer brands, and 
from feasibility studies and product devel-
opment to the many facets of marketing. 

Our more than 180 state-of-the-art distri-
bution centers work with the largest SAP 
application in Asia to help execute, track, 
and analyze hundreds of thousands of busi-
ness transactions every day. The detailed in-
formation we gain from this process con-
tributes to the expert knowledge that we 
use to provide strategic advice to our busi-
ness partners. Offering all these diverse ser-
vices from a single source is another impor-
tant aspect of what we at DKSH call Market 
Expansion Services.

Experts and entrepreneurs
In order to provide deep industry expertise 
for these many fi elds of business, we are 
organized into four Business Units and fur-
ther specialized into Business Segments and 
Product Groups, maintaining the hands-
on and entrepreneurial style of business 
our company was founded on. DKSH pro-
vides a balance between specialist knowl-
edge of our partners’ industries and a prac-
tical business approach that effi ciently gets 
things done.

Locations in the
Americas
Chile  1
USA  1

Locations in 
Europe
Denmark  1
France  1
Germany   2
Great Britain   1
Italy   1
Netherlands   1
Norway   1
Poland   1
Spain  1
Switzerland   2

Locations in 
Asia Pacifi c
Australia  6
Brunei  2
Cambodia  4
China  61
Hong Kong   33
India  8
Indonesia  2
Japan  13
Korea   34
Laos   2
Malaysia  67
Micronesia 7
Myanmar  9
New Zealand  2
Philippines   3
Singapore  3
Taiwan  40
Thailand  216
Vietnam  19

  

DKSH

Total Sales: CHF 8,600 million (2009)Total Sales: CHF 8,600 million (2009)

22,000 specialized staff of 22,000 specialized staff of 
50 nationalities50 nationalities

Operations in 35 countriesOperations in 35 countries

540 business locations in Asia Pacifi c

20 business locations in Europe 
and the Americas

Network of more than 5,500 suppliers 
and over 500,000 customers

Over 180 state-of-the-art distribution centers

Largest SAP application in Asia
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gional regulations, compliance, and market sit-
uations. Based on our peerless market insight 
and pan-regional reach we have helped numer-
ous companies to enter the region and to suc-
cessfully expand their markets. With our own 
Thailand-based manufacturing facility Olic we 
are also one of South East Asia’s foremost con-
tract manufacturers for standard format ethical 
and OTC medicines.

Comprehensive portfolio of 
integrated services
DKSH Healthcare offers a comprehensive 
portfolio of integrated services ranging from 
product registration, marketing and sales to 
physical distribution. As a one-stop-shop we 
offer an entire menu of business services, 
from warehousing, distribution, sales, mar-
keting, regulatory assistance, as well as brand 

management and manufacturing. With our 
breadth of capabilities and deeply rooted rela-
tionships we are trusted partners for many of 
the leading names in healthcare in the region. 
Our sales force is one of the largest in Asia, 
aided by cutting-edge processes and IT tools 
and a regionwide modern infrastructure. 

In-place infrastructure
Our 18 ISO-certifi ed state-of-the-art distribution 
centers across Asia set standards in the areas of 
compliance and safety. Also, our proven pro-
cesses, cold storage facilities, and special hand-
ling abilities for restricted products enable 
us to offer solutions across the entire supply 
chain. Following the local Code of Ethics, DKSH 
Healthcare has made a clear commitment to 
ethical business practices, thus furthering an al-
ready solid reputation in the market. 

Healthcare

Business Unit Healthcare

Total Sales: CHF 3,135 million (2009)

7,000 specialized staff 

Operations in 11 countries

109 business locations in Asia Pacifi c

1 business location in Europe

Network of more than 260 clients 
and 150,000 customers 

18 state-of-the-art distribution centers

What we do
DKSH Healthcare is a leading provider of 
Market Expansion Services for the health-
care industry in the areas of pharmaceuti-
cals, over the counter and consumer health 
products, and medical devices. In 2009, 
Total Sales of the Business Unit Healthcare 
amounted to CHF 3,135 million.

Experience, sales competence, and reach
Our more than 7,000 healthcare experts oper-
ate out of 109 locations in eleven countries and 
provide a broad reach into the various channels 
of multiple professional healthcare outlets and 
institutions, such as hospitals, clinics, pharma-
cies, drugstores, doctors and dentists, optical 
outlets, and others. DKSH’s long history in Asian 
markets gives us the advantage of a local mar-
keting approach and broad knowledge of re-
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Healthcare’s three Business Segments cover 
a diverse array of business areas within the 
healthcare industry. With their integrated ca-
pabilities in regulatory services, marketing, 
sales, logistics, and manufacturing we offer 
right-for-you solutions to any size business. 

Business Segments
• Pharmaceuticals
• OTC & Consumer Health 
• Medical Devices 

Market insight for reduced risk and 
complexity
Through our networks in the region we 
enjoy unrivalled customer access in key 
markets and we support and represent 
more than 260 clients with over 150,000 
customers. Our 3,000 strong fi eld sales 
force relies on our own proprietary Echo-
Plus system to combine itineraries and cus-
tomer relations – which translates into rele-
vant and valuable sales information, helping 
business growth and market expansion at 
the same time. Aside from enhancing the 
effi ciency of our sales force this breadth 

Healthcare – value chain

and depth of up-to-date relevant busi-
ness information generates better market 
insight which in turn leads to improved 
business results. Together with the global 
DKSH data platform, the unique EchoPlus 
fi eld force management system gives us a 
competitive advantage that also enables us 
to spot trends early and recognize business 
opportunities, both for clients and custom-
ers. With market insights like this we can 
be trusted to understand the needs of our 
business partners and work to reduce the 
risks and complexities of the far-ranging 
Asian markets. 



5

Market research and
feasibility studies

Product development

Product registration

Manufacturing

Brand building
and marketing

Merchandising and
product advisors

Order taking and processing

Trade sales

Sales force automation 
systems

Invoicing and
cash collection

Consignment inventory 
management

KPI reporting

Consumer demand 
creation activities

Merchandising and
 product advisors

Product demonstrations

Customer care centers

Order taking and processing

Rapid delivery service

Consignment inventory 
management

Specialized training

After-sales services

Information, insights 
and relationships
Market feedback to supplierMarket feedback to supplier

Supplier
Customer

Services for customers

Pharmacies, drugstores,Pharmacies, drugstores,
doctors, hospitals 

Services for suppliers

A people business
We understand that healthcare is fi rst and 
foremost a people business where culture 
is key and where continuity and stability 
reign. Our sales force, with an average of 
ten years of industry experience, stands for 
the highest of service quality, profession-
alism, and reliability. Our partners can be 

confi dent because with us they meet with 
well-defi ned and structured cross-func-
tional processes with clear roles and re-
sponsibilities and full product traceability. 
We combine an openess to ideas com-
ing from clients with customers’ product 
needs to create business opportunities. 
DKSH Healthcare’s smooth supply chain 

processes enable us to run the entire value 
chain for our partners as well as offering 
modularly tailored solutions for individ-
ual service needs. And with the synergies 
of the global DKSH Group at our disposal 
we can leverage cross-industry and cross-
regional customized solutions to produce 
outstanding results.

Airport/
seaport

Distribution centers

Warehousing Re-packing 
and labeling

Packing and 
dispatching

Transportation
and delivery

$
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Business Segment Pharmaceuticals

Business Segment Pharmaceuticals provides 
Market Expansion Services with a focus 
on marketing, distribution, warehousing, 
transportation, order processing, collec-
tions, and reverse logistics. In addition to 
several other business models we offer full 
agency services and life cycle management 
to companies who do not have legal enti-
ties in Asian countries by providing a con-
tract sales force. We cater to large multina-
tional as well as medium-sized companies, 
to hospitals, clinics, pharmacies, doctors, 
and drugstores. 

Covering the entire value chain
Our Business Segment Pharmaceuticals of-
fers services along the entire value chain, 

among them special services like cold chain 
handling and redressing, as well as pro-
viding valuable contact and service points 
with our customer care centers. DKSH is 
the only company in the region that offers 
integrated solutions in this segment, while 
also providing superior service and market 
insight via our EchoPlus fi eld force man-
agement system. This informational advan-
tage, our deep industry expertise, and prod-
uct knowledge make us a trusted long-term 
partner for all aspects of distribution and lo-
gistics. We represent over 100 pharmaceuti-
cal companies, many of them world leaders 
such as Roche, BMS, MSD, Sanofi -Aventis, 
Bayer-Schering, Astra Zeneca, Astellas, Eisai 
and thus more than 10,000 products. 

In-place infrastructure and networks 
for sales success
Our unrivalled customer access is supported 
by the largest distribution organization in 
the region, with consistency, reliability, and 
responsibility in our customer relationships 
as the key to our sales success. As part of 
DKSH, our in-place infrastructure and long-
established networks across the region re-
duce business risk for our partners and help 
create sustainable growth. In taking advan-
tage of our Market Expansion Services ex-
perience our business partners are free to 
focus on what they do best: research and 
manufacturing.
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Sharing success
DKSH creates value and reduces risk by 
developing a sub-regional partnership in 
pharmaceutical distribution.

Challenge
A global top fi ve pharmaceutical com-
pany looked to reduce reliance on a sin-
gle distributor in Asia by diversifying its 
customer base. With the pharmaceutical 
industry’s margins under constant pres-
sure, the client’s challenge consisted in 
increasing cost-effectiveness while at the 
same time maintaining the level of their 
sales and marketing services. DKSH‘s 
Business Segment Pharmaceuticals saw 
this as an opportunity to expand services 
with the client and create a long-term 
partnership.

Approach
Both parties approached the proposal 
with a high level of openness and an 
understanding of each other’s needs. 

Early in the discussion process, cross-
functional teams were formed to inter-
act with each other on regional and local 
levels in Malaysia, Thailand, and Taiwan. 
While the process was regionally and glob-
ally driven, buy-ins from both parties at a 
local level were required to achieve a suc-
cessful implementation and operation.

Result
Throughout 2008 numerous meetings 
were held to defi ne costings, activities 
involved, and the best way to transfer 
the business from the existing distribu-
tor. Once the terms were agreed, local 
implementation teams met and started 
the implementation planning process for 
the go-live at the beginning of 2009.

The local teams worked in a coordinated 
way across the three countries to ensure 
the client’s needs were uncovered, ana-
lyzed, and incorporated into the opera-
tions. This required a high level of co-op-

eration with IT, sales, fi nance, and supply 
chain. The result was a successful start 
on the due date. The client since con-
tinues to express satisfaction with DKSH 
service levels in regular reviews, and the 
partnership is successful for both parties.

Market Expansion Services at work: 
full-service excellence 
Our integrated sales and marketing ser-
vices now provide increased support to 
the client in Thailand and Taiwan, en-
hancing their cost-effectiveness while al-
lowing them to focus on core brands. For 
DKSH, meeting the client’s specifi c needs 
has resulted in enhanced scale of busi-
ness and opened up the opportunity to 
expand our service offering to the client.
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Business Segment OTC & Consumer Health 

connection between the Asian healthcare 
consumer with local and global OTC and 
consumer health brands across the entire 
region. This requires the ability to under-
stand the needs of our business partners 
and to create tailor-made solutions. 

Covering the entire value chain 
DKSH‘s Business Segment OTC & Consumer 
Health is a full solutions provider with all 
business models available as well as various 

Our Business Segment OTC & Consumer 
Health offers region-wide Market Expan-
sion Services in all areas where the product 
connects with the consumer: governmental 
as well as private hospitals and clinics, doc-
tors, chain pharmacies, independent phar-
macies and drugstores, hyper- and super-
markets, convenience stores, and Chinese 
medical halls. First and foremost, we are 
concerned with brand building and brand 
management, which means facilitating a 

individually charged services such as: con-
tract manufacturing, trade research, regu-
latory services, logistics and warehousing, 
product and channel distribution, sales, 
marketing, outlet performance and ad-
vertising services, local language brand 
and label name adaptation, and even 
brand licensing. OTC & Consumer Health 
delivers brand value creation to our clients 
through large channel distribution cover-
age, effective and intelligent sales execu-
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tion, marketing, consumer communication, 
and accurate trade research plans. We are 
the only one-stop total solution provider in 
OTC and consumer health with all these ca-
pabilities.

Services that fi t businesses of all sizes 
The Business Segment provides Market Ex-
pansion Services for some of the largest 
OTC and consumer health companies in 
the world, but also for small and medium-

sized fi rms who have a unique product or 
selling point. Panadol, Vicks, Durex, Tyle-
nol, Tiger Balm, or Strepsils are just some 
of the well-known brands we represent in 
various Asian markets and our client list fea-
tures global players such as Reckitt Benck-
iser, Johnson & Johnson Consumer Health, 
Procter & Gamble, Taisho, and Hisamatsu. 
DKSH has the largest OTC and consumer 
health focused sales and marketing team 
in Asia. Representing hundreds of world 

popular and locally famous brands every 
day we service over 130,000 accounts in 
eleven countries. In order to achieve this 
we employ marketing and sales experts 
who have years of local expertise in OTC 
and consumer health marketing and sales, 
with many of our sales managers having 
worked for supplier companies in the past.
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We market and distribute topical OTC 
and consumer health products such as:
• Acne control
• Birth control
• Cosmetic skincare
• Ear care
• Eye care
• Feminine hygiene
• Medicated shampoo
• Medicated skincare
• Pregnancy tests
• Therapeutic emollients
• Wound care

We market and distribute oral OTC and 
consumer health products such as:
• Allergy
• Antacids
• Birth control
• Cough and cold
• Dental care
• Digestive remedies
• Infant nutrition
• Oral analgesics
• Oral care
• Traditional medicine
• Vitamins and dietary supplements

Market knowledge equals added value 
With this sales and marketing power in place 
across the region, we create new and in-
creased value for the brands we represent each 
day through better communication strategies, 
more effi cient trade channel penetration, un-
surpassed trade, and market research. We 
offer vast experience and a network of rela-
tionships across the region in all categories and 
segments of OTC and consumer health brands. 
Through our intimate market knowledge we 
access a broad range of consumer segments, 
thereby creating and enhancing brands to fi t a 
given market and thus driving business.

Some of our category expertise:
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Sharing success
DKSH creates value for suppliers and 
business partners by exploiting new cate-
gory opportunities and fi tting their brand 
to the respective market.

Challenge
In Malaysia, DKSH successfully set out to 
position a premium US brand in the teeth 
whitening category. The brand itself de-
livered excellent results. The challenge, as 
presented by the brand supplier who 
handled the business, was to create and 
enhance consumer awareness for this 
new segment of toothpaste, and to off-
set the larger competitor’s ability to out-
spend the new brand.

Approach
After securing large pharmacy chain 
agreements to grow and build the new 
category, the DKSH marketing team devel-
oped an effective campaign, which drove 
brand and category awareness through 
targeted advertising. The DKSH sales team 
also focused store distribution to suit the 
target profi le of the brand’s consumer and 
conducted dentist detailing to gain profes-
sional recommendation. Strategic shelf po-
sitioning was also optimized to achieve 
strong visibility of the brand to the con-
sumer when in store.

Result 
In 2007, the brand won the top health 
and beauty award from a major chain 
pharmacy group in Malaysia for the tooth-
paste category, beating other major inter-
national brands. Four years after the 

brand’s launch it is still delivering dou-
ble-digit annual growth as the DKSH 
team works to continue to drive and im-
prove brand and category awareness 
amongst the target consumer group. 
The brand itself now holds the number 
one position in the teeth whitening cate-
gory in chain pharmacies, independent 
pharmacies, and hyper-supermarkets.

Market Expansion Services at work: 
brand-building experts
Fulfi lling the needs of the consumer by 
recognizing a strong trend in an estab-
lished category, DKSH managed to link 
and adapt a successful brand from the 
USA to major consumer health distribu-
tion channels in Asia.
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Business Segment Medical Devices

Our Business Segment Medical Devices 
provides Market Expansion Services in 
Asia, offering customized solutions and 
services from distribution to full agency 
for medical devices and hospital consum-
ables. Catering to the hospital environ-
ment, including operating theatres, day 
surgery clinics, and outpatient surgery 
units, we also target a number of main 
subsegments of the medical devices busi-
ness. With our expert therapeutic knowl-
edge and our long-standing relationships 
we provide reach into the various channels 
of hospital environments for our clients 
while also offering comprehensive after-
sales services to our customers. While fo-
cused on distribution, we are also devel-
oping capabilities in subsegments such as 
clean rooms for orthopedics and provision 
of integrated operating theaters as well as 
repair and maintenance services.

Flexible service across the region
Working with some of the leading medi-
cal devices manufacturers such as Terumo, 
Johnson & Johnson, Medtronic, Abbott,
B.Braun, Alcon, Boston Scientifi c, and Roche 
Diagnostics we provide fi nancial strength, 
regional reach, and a fl exible service model 
along the entire value chain. This includes 
orthopedics (Smith & Nephew), cardiac de-
vices such as stents and implants (Medtron-
ics and Boston Scientifi c), in vitro diag-
nostics (Roche Diagnostics), wound care 
(Convatec), hospital supplies (Terumo and 
B.Braun), diagnostic imaging, ophthalmics 
(Alcon Labs), endoscopy, and patient mon-
itoring. Our specialty channel networks ex-
tend across eleven Asian markets.

IT power and relationships for results
The Business Segment Medical Devices has 
developed specifi c IT tools to optimize the 
consignment inventory service. This helps 
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clients to manage hospital consigned in-
ventory accurately and with minimal waste 
while providing transparency of stock at 
various consignment locations. Through 
extensive, region-wide hospital relation-
ships we can provide access to new hospi-
tals and increase sales in existing ones. 

A dedicated and expert sales force
The DKSH Medical Devices sales force is 
trained together with the client, ensur-
ing we represent their business as if they 
would themselves. Our dedicated con-
signment inventory specialists ensure the 
product is in place on time, thus saving 
time for our sales representatives to focus 
on selling. Expertise and experience with 
all regulatory matters assure full compli-
ance with foreign legal requirements such 
as US FCPA and others. With a vast re-
gional infrastructure in place, quicker de-
livery translates into improved customer 
satisfaction, shorter sales cycles, and an 
increase in sales volume. Our fast and
effi cient distribution service also includes 
around-the-clock operations for life sav-
ing products. 



15

Sharing success
DKSH has developed a unique service of-
fering for the medical devices industry, 
enabling clients to shift from self distribu-
tion to an outsourced model without 
having to worry about quality standards 
or costs.

Challenge
One of the leading medical devices manu-
facturers in the world wanted to change 
their logistics model in order to focus on 
core capabilities such as marketing and 
sales. The client was looking for a partner 
capable of providing around-the-clock 
service, fast delivery times, and manage-
ment of consignment inventory at hospi-
tal wards.

Approach
DKSH embarked on an extensive evalua-
tion of the client’s business model in the 

countries concerned. Senior DKSH staff 
were tasked to this assignment to ensure 
a complete understanding of the client’s 
specifi c circumstances and requirements. 
Although the client had made the bold 
decision to outsource distribution services, 
they were nervous about costs and the 
potential impact to their business.

Result
DKSH proposed a dedicated solution for 
the client that included warehousing in a 
specialized medical devices facility allow-
ing for service of time-critical deliveries di-
rectly to customers 24 hours a day. The 
DKSH team also supplied all of the neces-
sary information interfaces for the client 
to guarantee transparency on their busi-
ness. In addition, DKSH initiated its con-
signment inventory management service 
for the client. A specialized team conducts 
regular cycle counts of consignment in-

ventory that is based in the hospitals so 
consumption can be measured and re-
ported for later invoicing. This service en-
ables tracking of individual bar-coded 
items and thus reduces wastage while 
ensuring that the product is at the right 
location. Its introduction guarantees in-
ventory optimization and at the same 
time allows sales representatives to truly 
focus on the customer and on providing 
the best possible service.

Market Expansion Services at work: 
win-win experts  
DKSH provides services that allow compa-
nies to focus on core capabilities while 
sales increase.
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Contacts

Rachael Todd

Business Development Director, Asia

Medical Devices/Healthcare

DKSH (Thailand) Limited

5th Floor Pricha Building

2533 Sukhumvit Road, Bangchak

Prakhanong

Bangkok 10260

Thailand

Phone +66 2695 4000 extension 3020

Fax +66 2742 6936

Mobile +66 8 1801 3865

rachael.todd@dksh.com

Country General Managers

Cambodia

Nicolas Chabanier

DKSH (Cambodia) Ltd.

No. 160 Mao Tse Toung Boulevard

Sangkat Tom Noup Tek

Khan Chamkarmon

Phnom Penh

Cambodia

Phone +855 23 212 838

Fax +855 23 212 738

nicolas.chabanier@dksh.com

China

John Woo

DKSH (China) Co., Ltd.

20th Floor, Tomson Commercial 

Building

710 Dong Fang Road, Pudong

Shanghai 200122

China

Phone +86 21 5830 0518

Fax +86 21 5830 0519

john.woo@dksh.com

Hong Kong

Richard Holloway

DKSH Hong Kong Ltd.

23rd Floor, Tower A, Southmark

11 Yip Hing Street

Wong Chuk Hang

Hong Kong

Phone +852 2895 9688

Fax +852 2576 8196

richard.holloway@dksh.com

Laos

Moe Zaw

DKSH Laos Ltd.

Ban Phonsinouan

Unit 18 New Road

Sisattanak District

Vientiane

Laos

Phone +856 21 453 687

Fax +856 21 453 103

moe.zaw@dksh.com

Malaysia

Marc Franck

DKSH Malaysia Sdn Bhd

74 Jalan University

46700 Petaling Jaya, Selangor

Malaysia

Phone +60 3 7966 0601

Fax +60 3 7957 6649

marc.franck@dksh.com

Myanmar

Jens Michel

DKSH Services Ltd.

No. 13 Thitsar Road 

Yankin Township

Yangon

Myanmar

Phone + 95 1 565 270 extension 230

Fax + 95 1 565 269

Mobile + 95 9507 1234

Mobile (Thailand) +66 8 0590 9980

jensmichel@dksh.com.mm

Singapore

Jimmy Neo

DKSH Singapore Pte. Ltd.

34 Boon Leat Terrace

Singapore 119866

Singapore

Phone +65 6471 8325

Fax +65 6479 9104

jimmy.neo@dksh.com

Switzerland

Frank Buennig

Medinova Ltd.

Eggbuehlstrasse 14

8052 Zürich 

Switzerland

Phone +41 44 306 1353

Fax +41 44 301 3050

frank.buennig@dksh.com

Taiwan

Teresa Chen

DKSH Taiwan Ltd.

Hannover High-Tech Square

10th Floor, Nr. 22, Lane 407

Ti Ding Boulevard, Sec. 2

Neihu Technology Park

Taipei 11493

Taiwan

Phone +886 2 8752 7600

Fax +886 2 8752 6000

teresa.chen@dksh.com 

Thailand

Bernd Lepper

DKSH (Thailand) Limited

280 Charoenkrung Road

Samphanthawong

Bangkok 10110

Thailand

Phone +66 2 220 9302

Fax +66 2 220 9090

bernd.lepper@dksh.com

Executive Vice President 
Business Unit Healthcare  

Charles Toomey

DKSH Hong Kong Ltd. 

23rd Floor, Tower A, Southmark

11 Yip Hing Street

Wong Chuk Hang

Hong Kong

charles.toomey@dksh.com

Business Development

Shane Benson

Vice President Healthcare

Business Development

DKSH (Thailand) Limited

5th Floor Pricha Building

2533 Sukhumvit Road, Bangchak

Prakhanong

Bangkok 10260

Thailand 

Phone +66 2695 4000 extension 3020

Fax +66 2742 6936

shane.benson@dksh.com

Kentaro Imamoto

Business Development Director

Healthcare

DKSH (Thailand) Limited

5th Floor Pricha Building

2533 Sukhumvit Road, Bangchak

Prakhanong

Bangkok 10260

Thailand 

Mobile +66 8 1372 8089

Fax +66 2742 6936

kentaro.imamoto@dksh.com
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David Guy

Olic (Thailand) Limited

166 Moo 16 Bangpa-In

Industrial Estate

Udomsorayuth Road, Bangkrason 

Bangpa-In District

Ayutthaya 13160

Thailand

Phone +66 3 525 8687

Fax +66 3 522 1030

david.guy@olic-thailand.com

Vietnam

Claire A. Burgess

DKSH Vietnam Co., Ltd.

2nd Floor, Etown 2 Building

364 Cong Hoa Street

Tan Binh District

Ho Chi Minh City

Vietnam

Phone +84 8 3812 5775

Fax +84 8 38125 842

claire.burgess@dksh.com



DKSH Holding Ltd.
Wiesenstrasse 8, P.O. Box 888, 8034 Zurich, Switzerland
Phone +41 44 386 72 72, Fax +41 44 386 72 82
www.dksh.com


