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DKSH at a glance

Our Business Units
Consumer Goods 
Focusing on fast moving consumer goods, 
food services, luxury goods, as well as 
fashion and lifestyle products, and hair and 
skin cosmetics, our services range from 
product feasibility studies and sales and 
marketing to capillary physical distribution.

Healthcare 
With a product range covering pharma- 
ceuticals, over-the-counter (OTC), consumer 
health and medical devices, we offer  
services including product registration,  
marketing and sales and capillary physical  
distribution. 

Performance Materials 
We source, develop, market and distribute 
a wide range of specialty chemicals and 
food ingredients for the specialty chemi-
cals, food and beverage, pharmaceutical 
and personal care industries.

Technology 
We cover a broad range of capital invest-
ment goods and analytical instruments  
for which we offer marketing, sales,  
distribution, application engineering and 
after-sales services. 

As the No. 1 provider of Market Expansion  
Services with a focus on Asia, we help companies 
to grow their business in new and existing  
markets. We blend Swiss reliability with more 
than 150 years of presence in Asia.
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Welcome

Stefan P. Butz, CEO
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Dear readers,

DKSH is the leading provider of Market Expansion Services with a 
focus on Asia. We help companies to grow their business in exist-
ing markets or expand into new ones by delivering the services our 
partners need. 

Being new to DKSH, I have been inspired by the passion, energy 
and smiles of the DKSH employees I have met. The entrepreneurial 
spirit of this more than 150-year-old company is indeed deeply 
rooted and tangible in its offices across the globe. Furthermore, I 
have been impressed by the in-depth knowledge of local markets, 
as well as the sheer number of locations – 750 in Asia alone.

If we look at the DKSH success story in numbers, since its found-
ing through the merger of two trading houses in 2002, net sales 
have tripled to CHF 10.5 billion, EBIT has increased fivefold to CHF 
293.0 million and the company has created more than 15,000 
jobs, now employing over 30,000 specialists. 

We maintain this success by continuously tailoring and creating 
additional services – up to full outsourcing solutions – to meet the 
ever-growing needs of our clients and customers, and growing 
their businesses. In addition, our strong digital services portfolio 
coupled with our expertise in offline channels means that we pro-
vide a truly integrated omni-channel approach to our partners. 

Asia is a fast-paced, high growth region which offers a multitude 
of exciting opportunities for business expansion. Join us and bene-
fit from the megatrends of a growing Asian middle class, rise in 
intra-Asian trade and increased outsourcing to experts in local cus-
tomers, regulations, market specifics and business networks, like 
ourselves. 

Following Dr. Wolle’s successful leadership over the past 18 years, 
in March 2017, I took over the role of CEO and he took on the 
position of Chairman. We look forward to bridging the present 
and future in a seamless way and ensuring continuity in pursuing 
our successful strategy for sustainable, profitable and inclusive 
growth.

Please get in touch to find out how we can help your business 
grow in Asia!

Stefan P. Butz
CEO
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DKSH is the No. 1 Market Expansion Services 
provider with a focus on Asia and we continue 
to grow.

No.1 

As the industry leader in Asia, DKSH is  

the first choice for clients seeking a trust-

worthy and reliable Market Expansion 

Services partner who can guarantee  

the integrity of their value chain and  

the quality of their services. We blend 

Swiss reliability, professionalism and best 

practice corporate governance with more 

than 150 years of uninterrupted business 

presence in Asia. Through our 750  

business locations across the region and  

a distinctively pan-Asian approach, we  

are literally woven into the fabric of  

the countries we serve – and as they  

grow, we grow with them.

“ Our successful transformation into a leading Market Expansion Services 
provider with a strong global brand and impressive track record is the result 
of the consistent implementation of our strategy for sustainable, profitable 
and inclusive growth.”   Dr. Joerg Wolle, Chairman, DKSH

 More than

150
years of presence  
in Asia
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Very well diversified, unique and highly 

scalable, our business is very resilient and 

difficult to replicate, resulting in strong 

barriers to entry and exit. Our diversity is 

extremely broad in terms of industries, 

markets, products, services and business 

partners served and forms the foundation 

for our continuing sustain able, profitable  

and inclusive growth. The vast majority of 

the products we handle are very close  

to the daily needs of the people in the 

markets where we are active, contributing 

to the resilience of our business model. 

4
specialized  
Business Units

“ DKSH presents itself as an attractive investment case because our unique 
business model, coupled with an unrivalled pan-Asian network and a  
highly scalable business platform, enables us to help our business partners 
grow in new and existing markets.”   Bernhard Schmitt, CFO, DKSH

Resilient
Unique 
Scalable
Our unique business model fuels our growth and is 
deeply rooted in the fast-growing markets of Asia. 
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Driving  
 growth

First, there is tremendous growth in Asia, 

driven largely by the region’s fast rising 

middle class. Their increased purchasing 

power is having a positive direct impact  

on consumer markets and an indirect 

positive one on industrial markets. 

Second, inner-Asian trade is increasing. 

Asia has developed into a continent with 

its own strong domestic markets and is 

now at the center of global trade flows – 

and the trade barriers continue to fall. We 

have an increasing number of Asian clients. 

Third, companies are recognizing that 

growth is more profitable if they focus on 

their core competencies and outsource 

other elements of the value chain to  

specialist services providers such as DKSH.

 10.5 billion
Net sales in 2016 (in CHF)

Our growth, and the growth of our business  
partners, is fueled by three megatrends.

“As the leading Market Expansion Services provider with a focus on Asia,  
DKSH is optimally positioned to benefit from the rise of Asia’s middle classes,  
growing trade flows to and within Asia and the trend for manufacturers  
to outsource non-core activities.”   Matthias Hanke, Managing Partner Switzerland, Roland Berger
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“ As the global leader in the premium chocolate business, we rely on partners with a 
fundamental understanding of local markets, trade and consumers. In DKSH, we 
have found a like-minded partner and enjoyed a significant record of achievements 
for more than 50 years.”   Ernst Tanner, Chairman and CEO of Lindt & Sprüngli AG  

Unique  
 value

For more than 150 years, we have been 

representing Western companies in Asia.  

We have experienced first-hand all the 

challenges our clients and customers face 

– and we have the know-how they need  

to overcome them. Simply put, we help 

companies to grow their business in new 

and existing markets. Our complete  

portfolio of services is integrated and  

tailored to the needs of our business  

partners. We help them grow with an  

unrivalled pan-Asian network, long-term 

relationships, plus in-depth knowledge of 

industries and local markets.

1,500 
clients

4,000 
suppliers

We offer our clients the services they need most,  
tailor-made to their specific requirements. 
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What we do  
DKSH helps companies to grow their  
business in existing markets and expand 
into new ones. We do this by delivering the 
services our business partners need to 
achieve their goals, Market Expansion 
Services.
 
We offer a: 
• Comprehensive portfolio of services  

We help our business partners grow by 
providing a complete range of specialized 
services along the value chain: from sourc-
ing, market analysis and research, market-
ing and sales to distribution and logistics 
and after-sales services  

• Customized in every case  
Our services are precisely tailored to the 
exact needs of our clients and customers 

• Integrated to leverage success 
Because we take profound responsibility 
for our business partners’ goods, brands 

and markets, our Market Expansion 
Services offer more than just outsourcing 
particular activities. Our intelligently  
integrated and tailor-made services  
deliver seamless end-to-end solutions no 
matter how large – or small – the require-
ments

 
A true service philosophy  
Our business is about more than the ex-
change and promotion of goods. It is about 
a service philosophy that takes profound 
responsibility for the goods and brands of 
our clients. It is about a proactive approach 
that provides strategic advice based on the 
experience, know-how and networks of 
specialists working for DKSH. It is about 
gathering data from our hundreds of thou-
sands of customers and translating this into 
highly detailed and up-to-date market in-
formation and advice.

Our core business: Market Expansion Services

An emerging industry

Market Expansion Services (MES), which 
has become part of the global outsourc-
ing industry, is a highly attractive sector 
and promises substantial growth. Con-
trary to “conventional outsourcing” 
such as IT, payroll or accounting, which 
are mainly focused on cost reduction, 
Market Expansion Services are aimed at 
top- and bottom-line growth, increas-
ing market shares, penetration and 
coverage as well as reducing fixed costs 
and complexity.

Asia Pacific is predicted to be a  
promising MES market 

MES is one of the most promising  
sectors in the outsourcing industry, with 
an estimated annual growth rate of  
6.5% over the next five years as  
projected by Roland Berger.

Learn more about our industry at: 
www.dksh.com 
www.marketexpansion.com

DKSH opens doors for companies to grow their business in existing markets and expand into new ones.
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DKSH offers companies integrated and  
tailor-made Market Expansion Services 
along their entire value chain:  
 
Sourcing  
We provide access to a global sour- 
cing network. Our unique sourcing  
network around the world and deep  
industry expertise enable us to provide any 
materials and products our customers 
need. We offer the perfect mix of cost- 
effectiveness, quality and dependable  
supply, while at the same time we ensure 
compliance with safety and environmental 
regulations.  
 
Market analysis and research
We enable business partners to inno-
vate for growth. In our application,  
formulation and product development lab-
oratories, we generate new product ideas 
as well as develop and customize them.We 
work on new ingredients and technology 
applications, provide hands-on training 
and run acceptance tests. We take the in-
formation gathered from our market activ-

ity, combine it with our expertise to con-
duct feasibility studies, and turn our mar-
ket insight into strategic advice for our 
business partners.

Marketing and sales
We open up new revenue opportu- 
nities for business partners. We offer a 
complete array of marketing and sales  
services for consumer goods, luxury and 
lifestyle products, healthcare products, 
performance materials and technology 
products. We have a long-standing track 
record in brand-building and service all  
relevant channels to market, customers 
and outlets. In Asia Pacific, we offer  
comprehensive market coverage across the 
region to help our business partners grow 
their business. 
 
Distribution and logistics
We deliver what our business partners 
need, at the right time and place.  
With our unmatched logistics infrastruc-
ture and state-of-the-art distribution  
centers, we transport, store and distribute 

clients’ products efficiently and profession-
ally across all of Asia. As part of our com-
prehensive package of Market Expansion 
Services, business partners can outsource 
many additional specialized services,  
including product registration, regulatory 
support, customs handling, importation, 
logistics, repackaging, invoicing, cash  
collection and supply chain management.

After-sales services
We are at our business partners’  
service throughout the entire lifespan 
of their products. We provide a broad 
range of after-sales services and support 
that ensures top-quality standards,  
fast problem resolution and the ability  
to establish a high-value image. Our  
expertly trained teams provide customer 
service, repairs and maintenance, on-the-
spot training and know-how transfer,  
offering real added value to clients and 
customers alike.
 

Services we offer along the value chain

Comprehensive portfolio of services along the value chain

C
lie

n
ts

C
u

sto
m

ers

Blanket market coverage across Asia Pacific

Backflow of information from customers to clients 
enabled by fully-integrated and centralized IT platform

Tailor-made, integrated service portfolio

Distribution
and logistics

Sourcing
Market

analysis and  
research

Marketing
and sales

After-sales
services
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At DKSH, our business partners are either 
clients or customers, depending on their 
position in the value chain and the services 
we provide to them. Our business model is 
centered on DKSH’s role as the key link  
between clients and customers. We help 
our partners in growing and adding value 
to their business and enable them to achieve 
lasting success.   
 
As a result of our position as the leading 
Market Expansion Services provider with a 
focus on Asia, we benefit from economies 
of scale, unique cross-regional and cross-in-
dustry synergies and significant bargaining 
power with trade.   
 
Leveraging on our strong market presence, 
clients can capitalize on the superior  
commercial terms and conditions made 
available by DKSH. On the other hand, our 
scope and scale allows us to provide our 
customers a comprehensive portfolio of 
products and services.   

Our clients  
Our clients – manufacturers of fast moving 
consumer goods, luxury and lifestyle prod-
ucts; pharmaceuticals, consumer health 
products and medical devices; specialty 
chemicals and ingredients; and advanced 
machinery or technical equipment – wish to 
sell their products in markets with high en-
try barriers.   
 
Strategically, our clients want to grow their 
business by increasing sales in existing mar-
kets, enhancing efficiency and margins, or 
launching into new markets. We offer 
Market Expansion Services to clients from 
Europe and the Americas, and increasingly 
also for clients originating in Asia.   
 
We support our clients in marketing, selling 
and distributing their products, as well as 
providing after-sales services and market 
insight.

Our customers  
Our customers are either manufacturers  
to whom we provide technical equipment 
or raw materials, which are processed or 
used in their own production, or retailers 
such as supermarkets, department stores, 
mom-and-pop stores, luxury and apparel 
boutiques, doctors, hospitals or pharmacists 
who resell the products we provide to end 
consumers.
 
Strategically, our customers want to increase 
their sourcing base, market shares and  
revenue opportunities.   
 
We support our customers in obtaining the 
best raw materials, products and brands at 
the best price, while providing them with 
knowledge and market insight. 

How we work with our partners 

Consumer goods, healthcare products

Manufacturer
Market insight

B2B/B2C

Market insight Retailer

Manufacturer

B2B

Specialty chemicals and ingredients, analytical
instruments, capital investment goods

We support our clients in marketing, selling 
and distributing products, provide after-sales  
services and market insight in new and  
existing markets

We support our customers in getting the 
best raw materials, products and brands  

at the best price, and we provide them  
with knowledge and market insights

Client Customer
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Our vision is to be known as the leading 
Market Expansion Services provider with  
a focus on Asia. Anyone thinking of  
growing their business in or with Asia 
should think of DKSH first. To accomplish 
this, we drive a strategy for sustainable, 
profitable and inclusive growth that  
continuously increases our market share and 
at the same time helps our business part-
ners expand their business.   
 
The cornerstone of our strategy is the  
continuous expansion and improvement of 
our successful business model. We stick to 
what we do best by doing more of the 
same, more efficiently. The strategy consists 
of three main areas that enable us to reach 
our vision: 

Grow existing markets and Business 
Units  
We focus on growing existing markets  
as well as existing Business Units through 
expanding the business of our current  
clients and customers, by rolling out success 
stories across the region and new business 
development, complemented with strategic 
bolt-on acquisitions.   
 
Strengthen service offerings  
We continually strengthen and expand  
our range of service offerings across  
the entire value chain. To ensure the long-
term success of our business partners,  
we constantly deliver more value-added 
solutions that give them a competitive  
advantage.

Increase operational efficiency  
We continuously improve the efficiency of 
our processes. The quality of our services  
is based on best practices and standards 
throughout our entire organization.  
An efficient supply chain coupled with  
synergies across all Business Units and coun-
tries allow us to fulfill the diverse  
requirements of the businesses we serve.

Our vision and strategy

Our vision is to be known as the leading Market Expansion Services provider with a focus on Asia.
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Well-managed company  
We are a reliable and financially stable Swiss 
company that has been doing business in 
and with Asia for more than 150 years. 
Through our professionalism and highest 
standards of corporate responsibility, we 
safeguard our partners’ businesses and en-
sure full integrity of the value chain for our 
clients’ brands.  

Why partner with DKSH 

More than

150 years 
of presence in Asia

150 
distribution centers

1,500 
clients and

4,000 
suppliers

36 
countries

30,320 
specialists

500,000 
customers

10.5 billion 
Net sales in 2016 (in CHF)

4 
specialized Business Units

DKSH: where Swiss reliability and Asian  

can-do attitude merge.
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Comprehensive network  
We are a global company with more than 
780 business locations in 36 countries 
worldwide. Because of our more than 
150-year history in the region, we are deep-
ly rooted in communities throughout Asia 
and have established a vast network of re-
lationships and access to key stakeholders. 
Our in-depth knowledge of local markets 
and pan-Asian footprint allow us to provide 
regional solutions for our partners by  
replicating successful partnerships across 
markets.   
 
Based on our capillary distribution network 
across Asia, we help clients to maximize 
market share and revenues. By connecting 
with our well-established local infrastruc-
ture, our partners can benefit from fast and 
cost-effective access to their target market. 
In this way, they can realize valuable  
economies of scale, without having to invest 
in fixed local infrastructure. This makes  
doing business less complex and minimizes 
risk. Together with the sheer size of our 
company, our unique market insight means 
superior information and market power for 
our clients.
 

Excellent execution and resourceful 
People are the most valuable asset we have. 
We employ the best professionals in all  
areas of our businesses, dedicated  
to delivering the highest level of service  
excellence. We combine this commitment 
with state-of-the-art processes to improve 
our partners’ business performance.   
 
We strive to retain the entrepreneurial  
spirit that lies at the heart of our tradition. 
We speak and understand the language of 
all of those we do business with – giving us 
the ability to adapt to the businesses we 
serve in any local market.    

Customer-centric, proactive partner  
Our customer-centric approach means we 
serve the customer based on our unique 
market insight: by making customers  
happy, we grow clients’ businesses.   
 
We help our customers to secure and  
increase market share and grow their  
business through focusing on demand  
creation and meeting customer needs. We 
do this by providing leading marketing and 
sales competencies and utilizing the latest  
technologies.  
 
In addition, we are the only company to 
deliver truly integrated end-to-end  
solutions. By providing all the necessary ser-
vices and infrastructure from a single source, 
this means lower cost, enhanced transpar-
ency and greater accountability for all our 
partners.  
 
We are a partner who proactively works in 
clients’ and customers’ interests, providing 
customized solutions, strategic advice and 
on-the-ground logistics to “make things 
happen.” 

DKSH: where Swiss reliability and Asian  

can-do attitude merge.

An unrivalled capillary distribution network,  

state-of-the-art distribution and innovation centers.

The best people in the industry. Customized solutions to grow partners’ business.
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Business Unit Consumer Goods

CHF 3.8 billion 
Net sales (2016)
  
CHF 105.8 million  
EBIT (2016)

16,370
specialized staff

310,000 
retail outlets served 
 
500 
clients

20 
countries

DKSH is a leading provider of Market 
Expansion Services with a focus on fast 
moving consumer goods, food services,  
luxury goods, as well as fashion and  
lifestyle products, and hair and skin  
cosmetics.   
 
Our comprehensive Market Expansion 
Services extend from product feasibility 
studies and registration to importation,  
customs clearance, sales, marketing and 
merchandising, warehousing, physical dis-
tribution, invoicing, cash collection and  
after-sales services. Our expertise and  
broad local knowledge, together with our 
infrastructure, enable us to better under-
stand our business partners’ needs and to 

deliver customized solutions to grow their 
businesses.

The Business Segment Fast Moving 
Consumer Goods serves 310,000 retail out-
lets and operates 70 distribution centers in 
Asia. Serving a network of boutiques, 
shops-in-shops and brand counters, the 
Business Segment Luxury & Watches has a 
proven track record as a brand builder  
in luxury goods. Our Business Segment 
Gourmet Fine Foods caters to the rapidly 
growing hospitality industry in the region. 
DKSH is also the sole franchisee and distrib-
utor of Levi’s® products in Thailand and 
Cambodia. 

Our expertise and broad local knowledge, together with our infrastructure, enable us to better understand 

our business partners’ needs and to deliver customized solutions to grow their businesses.
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Success story:   
Building a name for Ovaltine since 1998
Background
DKSH has been providing Market Expansion 
Services to AB Food & Beverages, the pro-
ducer of Ovaltine (known as Ovomaltine in 
Switzerland), since as early as 1998. We first 
helped the Swiss brand to a dominant mar-
ket position in Myanmar and, from 2011, 
have been doing the same in Cambodia. We 
also collaborate with AB Food & Beverages 
in Thailand; our collaboration thereby span-
ning three markets.

Challenge
Ovaltine, one of the long established brands 
in South East Asia for over 50 years, aimed 
to build a market and nutritional malt bev-
erage category in Myanmar and Cambodia 
back in the late 1990s. In emerging markets 
with swiftly changing trading environments, 
unique local restrictions and limited resourc-
es, finding the right long-term partner that 
could deliver on the challenge was a daunt-
ing task. Ovaltine grew dissatisfied with the 
limited reach and meager results provided 
by local distributors, and therefore decided 
to approach DKSH.
 
Approach
Building on DKSH’s extensive capillary dis-
tribution network and sales and marketing 
excellence, we expanded the coverage of 
Ovaltine to more high-quality outlets, while 
increasing the sales per distribution point. 
This has made Ovaltine increasingly inde-
pendent from a small number of major out-
lets. 

Furthermore, both companies joined hands 
in building a strong foundation for the 
brand, including hiring local talent, putting 
in place a development program and con-

tinuing to drive engagement in the planning 
and execution processes between the two 
parties. Further growth was ensured by in-
vesting ahead of the curve and setting up 
extensive infrastructure, logistics and a 
salesforce effectiveness program to ensure 
timely results and quality field execution. 

Results
Since partnering with DKSH, Ovaltine has 
become the undisputed category leader in 
Myanmar and holds a strong position in 
Cambodia. With respect to market share, 
brand awareness and double-digit sales 
growth year-on-year, Ovaltine is competitive 
indeed.

Since partnering with DKSH, Ovaltine has become the undisputed category leader in Myanmar and holds a 

strong position in Cambodia.

“Open-mindedness, continuous improvement in term of reach and 
quality of field execution as well as mutual understanding are fun-

damental to this long-term, successful partnership.”  
Pongskorn Pongwattanasuk, General Manager, South East Asia, AB Food & Beverages
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Business Unit Healthcare

CHF 5.5 billion  
Net sales (2016)

CHF 134.3 million  
EBIT (2016)

9,740
specialized staff

150,000 
customers in Asia

450 
clients

13 
countries

DKSH is a leading provider of Market 
Expansion Services for pharmaceutical, over-
the-counter (OTC), consumer health and 
medical device companies seeking to grow 
their business in Asia. We provide access to 
multiple professional healthcare channels in 
13 countries, including hospitals, clinics, 
doctors, pharmacies, drugstores, dentists 
and optical outlets.
  
We offer a wide range of solutions, extend-
ing from registration, market entry studies, 
marketing and sales, redressing, physical 
distribution, as well as invoicing and cash 
collection.   
 
With our leading marketing and sales  
competencies supported by regulatory  
affairs, customer care centers and logistics 
platforms as well as our commitment to in-
ternational quality standards and corporate 

compliance, we set the benchmark in Asia. 
Our integrated service offerings are un-
matched across the region.  
 
More than 9,700 healthcare specialists pro-
vide deep market knowledge coupled with 
breadth of capabilities that enables us to 
develop truly customized solutions. We sup-
port and represent 450 clients and over 
150,000 purchasing and decision-making 
customers, thereby improving the lives of 
millions of patients across Asia.   
 
For companies wishing to license products 
in the Asian markets, we are a proven  
partner through stand-alone entities such 
as Medinova and Favorex brand-owning  
businesses based in Switzerland and Asia. 

With our leading marketing and sales competencies as well as our commitment to international quality 

standards and corporate compliance, we set the benchmark in Asia.
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Success story:   
New growth for antibiotic products in 
Vietnam’s hospitals
Background 
Since 2012, DKSH has been providing  
full agency Market Expansion Services  
to grow an international market-leading 
pharmaceutical company’s antibiotic  
products in Vietnam’s hospital channel. 

Challenge
In Vietnam, the hospital channel is highly 
competitive with many mature products. In 
addition, acquisition processes for new 
products are tender-driven with a limited 
quota for each hospital. Our client was look-
ing for a company with extensive  
expertise in Vietnam’s hospital channel to 
grow sales for their antibiotic products.

Approach 
Capitalizing on our extensive experience in 
the hospital channel and impressive distri-
bution network, in 2012, we set up an in-
cremental business model and an education 
campaign targeted at prescribers to develop 
the brand for our client in this highly regu-
lated and complex environment. In addition, 
with the synergies arising from working in 
a shared sales team, we were able to ex-
pand the brand into the provinces, reaching 
a larger market.   

Results 
Since starting our partnership, our client’s 
antibiotic products have achieved steady 
double-digit incremental growth, culminat-
ing in a 50 percent increase in sales in 2015.
This is a solid success that we are celebrat-
ing together.

DKSH grew our client’s business through our extensive experience in the hospital channel and impressive 

distribution network in Vietnam.

“Since starting our partnership, our client’s antibiotic products 
have achieved steady double-digit incremental growth.”
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Business Unit Performance Materials

CHF 870.6 million  
Net sales (2016)

CHF 77.0 million  
EBIT (2016)

990 
specialized staff

20,000 
customers 

Network of more than  

200 
clients and 

3,600 
suppliers

31 
countries

DKSH is a leading specialty chemicals and 
food ingredients distributor and global  
provider of Market Expansion Services for 
business partners in the specialty chemicals, 
food and beverage, pharmaceutical and 
personal care industries.  
 
We obtain the best products at the most 
advantageous prices and provide instant 
access to markets around the world through 
our comprehensive network, global relation-
ships and sourcing offices, strategically lo-
cated worldwide.  
 
We develop cutting-edge solutions and for-
mulations from our 26 state-of-the-art in-
novation centers to allow us to meet the 
ever-growing needs of our customers,  

create opportunities for our clients and 
strengthen our competitive advantage.

We research, develop and launch new  
product ideas and value-added formulations 
thanks to the deep industry expertise,  
application know-how and innovative  
approach of our 990 specialists in 31  
countries.  
 
This enables our 200 clients, 3,600 suppliers 
and 20,000 customers to benefit from  
strategic market insights, reduced  
operating costs, decreased time-to-market 
intervals, competitive prices and new  
revenue opportunities as they grow their 
businesses in new and existing markets.

Using our deep industry expertise and the innovative approach of our specialists, we research, develop and 

launch new product ideas, value-added formulations and provide in-depth application expertise.
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Success story: 
Ichitan’s “Bireley’s” brand relaunch in 
Thailand
Background 
In 2014, DKSH initiated a growth strategy 
for its Business Line Food & Beverage 
Industry in Thailand. At the same time, 
Thailand-based FMCG company Ichitan  
acquired “Bireley’s”, a trademark brand spe-
cializing in fruit beverages, for CHF 6.7 mil-
lion. Ichitan selected DKSH as a supplier of 
key raw materials for their Bireley’s  
beverage products in order to relaunch the 
brand in Thailand. 

Challenge
Ichitan sought a distributor with a well- 
established international supply chain  
network and with access to hard-to-find 
ingredients. The distributor would need to 
be able to provide a sustainable supply of 
orange juice concentrate and red grape juice 
concentrate as prime ingredients for their 
Bireley’s beverage products in Thailand. In 
addition, they would need to be able to 
navigate the complex regulatory environ-
ment in South East Asia to ensure that the 
ingredients passed registration in time for 
the brand relaunch. 

With a solid reputation for quality sourced 
ingredients and with strong regulatory  
expertise, DKSH stepped up to ensure 
Ichitan’s needs were met.

Approach 
With an unparalleled international sourcing 
network, DKSH was able to locate and  
secure the exclusive distribution of an  
orange juice concentrate from a supplier in 
California, as well as a red grape juice  
concentrate from a supplier in Spain. DKSH 
was also able to drive the registration of 
these ingredients with record speed thanks 
to its regulatory specialists on the ground. 

DKSH has helped Ichitan’s “Bireley’s” brand to increase their market coverage in Thailand.

 

Results 
Ichitan’s brand relaunch of Bireley’s in 
Thailand was a huge success, thanks in part 
to the strong, proactive teamwork of 
DKSH’s sourcing, regulatory and supply 
chain specialists. While providing a gateway 
to Asia for two small and medium-sized  
enterprises on the opposite side of the 
world, DKSH has helped Ichitan to increase 
their market coverage in Thailand.

“Thanks in part to the strong, proactive teamwork of DKSH’s 
sourcing, regulatory and supply chain specialists, Bireley’s relaunch 

in Thailand was a huge success.”
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Business Unit Technology

CHF 385.4 million  
Net sales (2016)

CHF 21.3 million  
EBIT (2016)

1,360  
specialized staff

25,000 
customers  

Network of more than  

350 
clients and 

350 
suppliers 

18 
countries

With over 1,350 specialists, including more 
than 500 service engineers, DKSH Business 
Unit Technology serves a customer base of 
over 25,000 companies. It operates in 18 
countries from 80 business locations and is 
supported by more than 25 showrooms and 
demo labs.

Sales and service are our core competencies. 
We accompany our clients from developing 
a business strategy to translating it into an 
Asian reality. Using a state-of-the-art cus-
tomer relationship management platform, 
we combine extensive industry and product 
knowledge with a structured and systemat-
ic sales approach to outperform the market 
and increase our clients’ market share.

As a total solution provider and system  
integrator, we serve our customers as a one-
stop-shop and provide customized  
technology solutions. We not only provide 
professional after-sales services but also 
cover the entire product life cycle including 
installation and commissioning, final accep-
tance testing, production start-up support, 
training, maintenance, repair, spare parts 
and consumables supply as well as refurbis-
ments and trade-ins. 

We operate as a trusted link between  
suppliers from Asia, Europe and America 
and customers in Asia, enabling suppliers to 
expand their markets and provide customers 
with access to products from around the 
world.

Our comprehensive network, deep industry and local expertise enable us to understand our business  

partners’ needs and deliver customized products and services that make them even more successful.
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Success story: 
Woodworking mastery reborn in Japan
Background
Soyano Kenzai, founded in 1977 in Japan, is 
one of the leading companies world- 
wide specializing in wood architectural  
materials. For a long time, they have set  
up factories and produced products over-
seas in order to lower production costs. 
Encouraged by the Japanese government’s 
subsidy program after the Fukushima Daiichi 
nuclear incident and following a mission to 
develop an eco-friendly manufacturing pro-
cess with higher efficiency, Soyano desired 
to bring its factories back to Japan.

Challenge
In Japan, the number of experienced wood 
workers has rapidly decreased as the 
wood-making craftsmanship has not been 
widely passed on to younger generations 
due to a low demand of such a specific skill-
set. As a result, Soyano faced high labor 
costs and a workforce shortage. The  
situation worsened after the Fukushima 
Daiichi nuclear disaster in 2011 with energy 
scarcity driving costs through the roof.

Approach
DKSH’s Business Line Precision Machinery 
in Japan took up the critical role of  
establishing a factory with high efficiency 
and eco-friendly automated processes for 
Soyano. The factory includes a saw mill as 
well as interior materials and flooring  
manufacturing. From defining the factory 
layout and technical specifications, gaining 
approval for a government subsidy and  
ordering machines and setting up to final 
performance fine-tuning, DKSH helped 
Soyano to realize its vision of being an 
eco-friendly wood working manufacturer, 
fully automated every step of the way.

For Soyano, DKSH Japan is a proven “one-stop shop solution provider” and valuable business partner.

Result
With the automated manufacturing line, the 
Soyano factory requires only one-third of 
the workers compared to factories that have 
limited automation processes. It generates 
electricity by burning wood tips recycled 
from the wood manufacturing process 
which helps to lower energy costs. 
 

For Soyano, DKSH Japan is a proven “one-
stop-shop solution provider” and valuable 
business partner. The success of the Soyano 
factory even caught the industry’s attention 
and was featured in Japan’s leading indus-
trial magazine In-Fill Technology.  

 

“In the beginning, we approached DKSH for one machine. In the 
end, they gave us the whole factory. I appreciate having a team 
with such flexibility, capability and can-do attitude to help us 

achieve above and beyond.”  
Mr. Kuriki, Director, Soyano Wood Park
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Organizational structure

With an organizational structure that cuts 
through the complexity of the businesses 
we manage, we are optimally organized 
for both today and tomorrow as we move 
into the next stage of sustainable, profit-
able and inclusive growth. Our structure 
seamlessly leverages the vast resources  
of knowledge and market power within 
our organization for the benefit of all 
stakeholders. 

DKSH’s overall strategy and direction is 
guided by an international Board of  
Directors. The Executive Board has  
executive management responsibility for 
the Group and ensures the implementa-
tion of our strategic goals across our mar-
kets and Business Units. 

Our business activities are managed 
through four specialized Business Units.  

Country organizations implement Business 
Unit strategies and enable region-wide 
coverage, while our Corporate Center  
provides cost-effective services and a 
Group-wide infrastructure. 

Spanning Asia Pacific, Europe and the 
Americas, our comprehensive sourcing and 
distribution network serves hundreds of 
thousands of business partners every day.

• Mergers & Acquisitions

• Governance, Risk  
 and Compliance

• Country Organizations

• Fashion & Apparel

Stephen Ferraby
Head Corporate Affairs & 

Strategic Investments

• Accounting & Reporting

• Controlling

• Treasury

• Tax

• IT

Bernhard Schmitt
Chief Financial Officer

 

Martina Ludescher
a.i. Head Business

Unit Consumer
Goods

Christopher Pollard
Head Supply Chain

Management

Hanno Elbraechter
Head Business Unit

Technology

Natale Capri
Co-Head Business
Unit Performance

Materials

Thomas Sul
Co-Head Business
Unit Performance

Materials

Andrew Frye
Head Business
Unit Healthcare

Executive Board

Group Management

Board of Directors

Dr. Joerg Wolle
Chairman

• Group Strategy

• Digital Business

• Business Innovation, Trans- 
   formation and Excellence

• Branding & Marketing 
   Communications

• Legal

Stefan P. Butz
Chief Executive Officer

• CoE Sales & Marketing

• Field Marketing

• People & Organization

• Investor & Media Relations

Martina Ludescher
Chief Commercial Officer
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Stefan P. Butz
CEO
(1968, German)

Bernhard Schmitt  
Chief Financial 
Officer
(1959, German) 

Martina Ludescher 
Chief Commercial 
Officer
(1977, Swiss) 

Stephen Ferraby 
Head Corporate  
Affairs & Strategic 
Investments
(1964, Australian)

Martina Ludescher 
a.i. Head Business 
Unit Consumer 
Goods 
(1977, Swiss) 

Andrew Frye
Head Business Unit 
Healthcare
(1965, American)

Thomas Sul 
Co-Head Business 
Unit Performance 
Materials 
(1965, Dutch)

Natale Capri 
Co-Head Business 
Unit Performance 
Materials
(1970, Italian)

Christopher Pollard 
Head Supply Chain 
Management 
(1971, British)

Hanno Elbraechter 
Head Business Unit 
Technology  
(1980, German)

Our Group Management
Our business activities are managed through four 
highly specialized Business Units. Country organi-
zations implement Business Unit strategies and 
enable region-wide coverage.

Our Executive Board
At Group level, DKSH is led by a lean management 
team with extensive experience in Asia. The 
Executive Board has executive management re-
sponsibility for the Group and ensures the imple-
mentation of our strategic goals across markets 
and Business Units.
 
Read the full biographies of our Executive Board 
at: www.dksh.com
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Our people, values and promise to employees

People – the key to our success  
Our people are the most valuable asset  
we have. It is their ideas, initiatives and  
decisions that drive our success. United by 
a shared corporate culture, we empower the 
best professionals in our industry to grow 
in their careers and to work together to 
achieve our vision of being known as the 
world’s leading company in Market 
Expansion Services with a focus on Asia. 
 
At DKSH, our people shape the long- 
term growth of our business as part of  
an energetic and successful team, and  
positively touch the lives of millions of  
people by providing them products that 
meet their daily needs.  
 
A shared commitment  
DKSH’s success in the Asian markets is 
based on the fact that as a Swiss company 
– well known for quality and reliability – we 
have become familiar with many local envi-
ronments and have adapted to them. While 
we are a truly multinational company, we 
are deeply rooted in the local communities 
we serve.  
 
Today, our 30,320 specialists representing 
77 nationalities, with hugely diverse  
cultural and educational backgrounds, work 
together in 36 countries serving clients and 
customers alike. We thereby ensure that 
there are always people who speak our  
clients’ and customers’ language and  
understand their culture.  
 
Diversity comes naturally  
Operating a business in a way that respects 
the inherent values and differences  
between countries and cultures is an  
essential success factor for multinational 
companies.

At DKSH, diversity is not just a concept that 
gathers dust in management manuals; nor 

is it a question of implementing quota  
policies.  
 
Diversity comes naturally to us and we have 
always recognized its value. After all, from 
the very beginning, DKSH’s Swiss founders 
embraced cultures new and foreign to 
them. This legacy is reflected today  
in the highly diverse composition of our 
workforce.   
 
Unique opportunities   
for unique people  
Given the complexity of DKSH’s business 
and the dynamic markets in which we op-
erate, coupled with the ever-evolving needs 
of our business partners, we depend upon 
employees who can live up to the challeng-
es we face every day.  
 
Success in our business requires people with 
an entrepreneurial mindset who can easily 
adapt to change, self-starters with leader-
ship qualities and high potential. True to the 

spirit of our founders, our business model 
leaves employees a great deal of entrepre-
neurial freedom to run the business within 
a centrally managed general framework 
providing IT, Finance, Strategy, Legal and 
Compliance, Communications and HR, 
known at DKSH as People & Organization 
(P&O).
 
The flexibility to execute on a local level  
enables employees to take on responsibility 
to grow businesses and expand their  
professional expertise. Working in a  
dynamic environment alongside experienced  
colleagues is what makes them excel in their 
careers. At the same time, our incentive  
systems and performance management are 
geared to recognize achievement and  
development opportunities for high-per-
forming individuals.

At DKSH, our people are the most valuable asset we have.
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Empowering growth –   
the DKSH Fantree Academy  
Having enough of the best fitting people is 
crucial to enable our strategy for sustain-
able, profitable and inclusive growth. DKSH 
is dedicated to empowering our staff to 
grow professionally and aims to attract and 
retain the top talent in the businesses and 
markets it serves.   
 
That is why we have established the DKSH 
Fantree Academy, our own in-house training 
and development center, providing a broad 
series of programs to develop the capabili-
ties of our employees. The DKSH Fantree 
Academy offers a focused Group-wide 
aligned architecture that bundles our  
development needs into customized  
programs. It has two main branches:  a 
leadership program and a skills program.  
 
The leadership programs focus on develop-
ing core leadership competencies required 
at the different levels of seniority: from front 
line managers in their first leadership roles, 
right up to our DKSH top executive team, 
who carry substantial responsibilities at 
Group-wide, regional and country levels. 
The programs aim at establishing a common 
DKSH leadership culture, strengthening  
our capabilities for strategy execution as 
well as supporting the development of our 
internal pool of talents at all levels of the 
organization.   
 
The skills programs support staff members 
to further develop specific competencies 
relevant to their respective functions and 
areas of development. While the essential 
skills programs cover the soft skills required 
at various levels across Business Units and 
support functions, like “presentation” and 
“operational finance,” the functional skills 
trainings are specialized by functional job 
area, such as Client Management, Category 
Management, Field Sales, Customer Account 
Management, Trade Marketing or Business 
Development.

We invest in our people by creating an environment of continuous learning and personal development that 

enables them to deliver their best.

Our corporate values

In a world where products, processes and 
technologies become easier to duplicate, 
true competitive advantage stems not just 
from organizational capabilities, but re-
quires a corporate culture that is hard to 
imitate or reproduce. Despite the diversity 
of our people, the geographies we are in 
and also the diverse industries we serve, 
a very unique corporate culture has  

 
 
emerged over the decades. Five meaning- 
ful values reflect this unique culture and 
are reinforced in all aspects of our busi-
ness. DKSH’s reputation is based on our 
authentic, pragmatic and entrepreneurial 
approach to finding tailor-made solutions. 
Our commitment and passion drive the 
sustainable business results we achieve 
for our business partners and ourselves.

Passionate
We take people seriously

and act with passion

Pragmatic
We are hands-on and

act with common sense

Authentic
We are dependable and act
in a straight forward way

Committed
We take charge and
act results-oriented

Entrepreneurial
We are self-driven and act

with a pioneering spirit



30

> DKSH Corporate Brochure 2017 > About us

Corporate responsibility

Throughout our more than 150 years of 
history, being a responsible corporate citizen 
has been the foundation of our success. At 
DKSH, we do business in a way that is prof-
itable while also delivering long-term value 
creation. 

We are currently formalizing our approach 
to corporate responsibility through a review 
of the sustainability issues that are most 
material to our business, to help DKSH 
leverage sustainability challenges into in-
creased profitability and long-term growth. 

The following guiding principles support 
DKSH’s commitment to corporate responsi-
bility and sustainability:
• As a services company, people are our 

greatest asset. Their last-mile dedication, 
can-do attitude and passion drives the 
long-term success of our business 

• We strive to continuously create value for 
our stakeholders and achieve sustainable, 
profitable growth. We do this to be able 
to invest and innovate, create employment 
opportunities and pay attractive returns 
on invested capital

• We strive to maintain the highest profes-
sional standards and ethical values 
through compliance with our Code of 
Conduct

• We are committed to conducting our busi-
ness in a manner that respects the rights 
and dignity of everyone affected by our 
business activities

• We seek to minimize the environmental 
and ecological impact of our activities 
along the value chain 

• We are deeply rooted in the communities 
we serve and through our activities in 
Asian countries, we create opportunities 
and developments across society

By integrating these principles into all as-
pects of how our business is conducted, we 
not only better manage risks and opportu-
nities, but also meet the evolving needs of 
our internal and external stakeholders.

Delivering long-term value creation
Along with growing our business, we con-
tribute to the development of infrastruc-
tures and the promotion of economic de-
velopment across Asia. As a company with 

a long-term focus, we offer employment 
security and provide stability to local com-
munities. With us, local talents in Asia re-
ceive training, knowledge and opportunities 
to develop themselves in an international 
environment. Our capillary distribution net-
work enhances the quality of life of millions 
of people as we distribute consumer goods 
and healthcare products to meet their daily 
needs. 

DKSH actively invests in the local communi-
ties in which it operates. We encourage and 
empower our local entities to start their 
own initiatives, as well as cooperate in re-
gional or Group-wide ones, that may be 
centered on infrastructure development, 
disaster recovery, environmental programs, 
education or philanthropic projects. DKSH 
also continues to support local charity pro-
grams through donation and volunteering 
efforts of our local employees. 

As we are deeply rooted in the communities we serve, we actively engage in a wide range of local initiatives.

DKSH supports Right To Play
Since 2006, DKSH supports Right To Play 
in Thailand, a global humanitarian or-
ganization that uses the transformative 
power of play to educate and empower 
children facing adversity. Right To Play 
reaches 15,000 children in 200 schools 
and 400 young people in juvenile deten-
tion centers through play-based learning 
activities. In addition to monetary dona-
tions, DKSH supports the organization 
through voluntary work offered by its 
employees and hosts Right To Play’s lo-
cal office at DKSH’s company campus in 
Bangkok.
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Governance, risk and compliance

DKSH is firmly committed to good gover-
nance at all levels in the organization. Whilst 
our Annual Report provides top level infor-
mation in line with regulatory requirements, 
we execute governance operationally via a 
comprehensive framwork of policies and 
guidelines.  
 
Governance and compliance –   
ensuring responsible behavior  
We are firmly committed to lawful and eth-
ical behavior and compliance with laws, 
regulations and international standards in 
all our business activities.   
 
We place great emphasis on the principles 
of trust and integrity, and most of all,  
the preservation of our good reputation, 
which is of paramount importance to us. 
Adherence to applicable laws and our  
compliance standards and policies is expect-
ed by our employees and our appointed 
business partners. Our Code of Conduct 

provides clear guidance what these expec-
tations are. DKSH employees are encour-
aged to report any actual or suspected in-
stances of non-compliance. 

In addition, our corporate values reflect our 
unique culture and are reinforced in all as-
pects of our business. All complaints are 
adequately reviewed or investigated. DKSH 
strictly prohibits any form of retaliation 
against an employee who raises genuine 
concerns in good faith, while it also protects 
the rights of employees reported for 
non-compliance.  
 
Compliance standards and policies at DKSH 
Group level are centrally co-ordinated through 
Governance Risk Compliance (GRC), a unit 
within Corporate Affairs. GRC assists local 
Country Management Teams with policy  
implementation, monitoring and related train-
ing activities to foster compliance with ap-
plicable laws and standards.  
 

Risk management – keeping your  
business and our people safe   
Our dedicated central Risk Management 
function actively supports DKSH’s strategy 
for sustainable, profitable growth by  
focusing on key risks for the Group.
 
We have put in place a systematic risk man-
agement framework adopted from best 
practices to identify, evaluate, manage and 
prioritize the principal risks of the Group 
and to implement appropriate actions to 
manage these risks.  
 
Risks are assessed, monitored and managed 
either directly in the business or in the var-
ious corporate Functions, such as Finance 
and Supply Chain. This process is facilitated 
by the Group’s Risk Function and involves 
evaluation at a country and Business Unit 
level before being examined at a Group  
level and from a strategic perspective. 
Strategies to manage threats typically  
include avoiding the threat, reducing the 
negative effect or probability of the threat 
or transferring all or part of the threat to 
another party. For the latter, DKSH operates 
a number of centrally managed and super-
vised global insurance schemes.
 
In today’s interconnected and interdepen-
dent world, disruptions in the supply chain 
represent enormous risks to business. From 
a corporate perspective, we are addressing 
these risks by establishing Group-wide  
business continuity planning and crisis  
management. DKSH’s business model has 
proven to be highly resilient even in the 
event of disasters – such as the extensive 
flooding in Thailand in 2011 – due to high 
diversification and diligent risk management 
at all levels of our organization.

Ethical behavior and compliance are at the core of DKSH’s value system.
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DKSH: more than 150 years of business 
expansion in Asia

Our story 
The DKSH story charts the path of globali-
zation. For more than 150 years, DKSH 
has embarked on a successful journey to 
become the leading Market Expansion  
Services (MES) group with a focus on Asia. 
En route, DKSH has created solutions to 
myriad business challenges. By doing so, 
the firm has constantly reinvented itself  
to meet the evolving needs of clients and 
customers in Asia. 
 
“Go east, young man”
The DKSH journey began in 1865. Asia’s  vast, 

untapped opportunities encouraged three 
adventurous Swiss entrepreneurs to jour-
ney into the unknown. Caspar Brennwald 
(who later partnered with Hermann Siber- 
Hegner), Wilhelm Heinrich Diethelm and 
Eduard Anton Keller followed the prevailing 
advice of the day to: “go east, young man.” 
Independently, they sailed the oceans  
and endured many setbacks to reach new 
territories in Asia.

The three adventurers established flourish-
ing trading houses. In 1865, Siber & Brenn-
wald was founded in Yokohama, Japan. In 

In the 1920s, SiberHegner was the largest exporter of Japanese silk in the world.

the Philippines in 1868, Eduard Anton Keller 
joined C. Lutz & Co. in Manila, which he  
acquired in 1887 and renamed Ed. A. Keller 
& Co. And in Singapore, Wilhelm Heinrich 
Diethelm joined Hooglandt & Co. in 1871, 
which he took over in 1887 and set-up  
Diethelm & Co. Ltd. 

By the turn of the 20th century, Siber & 
Brennwald was a leading player in the silk ex-
port industry in Japan. In the Philippines, gar-
ment trading was the soul of Diethelm & Co. 
Ltd., and in Singapore, Ed. A. Keller & Co. 
focused on importing consumer goods.
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a record profit in 2001. Diethelm Keller 
Holdings’ Board of Directors monitored 
the turnaround, and negotiations began 
to repeat the exercise by merging the two 
companies that were well matched in terms 
of service offerings and country coverage. 
 
New chapter in the DKSH success story
On June 19, 2002, the merger between 
Diethelm Keller and SiberHegner was com-
pleted, forming the DKSH Group. By rein-
venting the conventional trading company 
and creating a distinctive new category, 
Market Expansion Services (MES), DKSH has 
achieved strong annual growth each year 
since 2002, and created more than 15,000  
jobs. The MES model has navigated a new 
path along the irreversible road to globali-
zation. Our services take outsourcing to a 
new level, adding value for our clients and 
helping them to achieve unprecedented 
success in Asia.

To continuously improve our business mod-
el, DKSH concentrates on three main pil-
lars. First, we expand existing markets and 
Business Units through organic growth, 
business development and rolling out suc-
cess stories across Asia, complemented 
with strategic bolt-on acquisitions. Second, 
we continually strengthen and expand our 
range of service offerings across the entire 
value chain. Third, we continuously strive 
to improve the efficiency of our processes.  

At DKSH, people are our most valuable as-
set. Today, our 30,320 people, represent-
ing 77 nationalities, work together in 36 
countries. Each one positively touches the 
lives of millions of people by providing the 
products that meet their daily needs. DKSH 
is dedicated to empowering its people to 
grow personally and professionally. This  
is achieved through the DKSH Fantree 
Academy, our corporate in-house training 
and development center that offers Group-
wide programs focused on core leadership 
capabilities and functional skills. 

DKSH of tomorrow
Digitization is perceived as the major top-
ic of the 21st century and offers increased 
opportunities for companies to enhance 
growth, improve efficiencies and develop 
their business operations in new and exist-
ing markets. Digitization is reshaping and 
opening up new paths for companies to in-
teract with and influence customers, using 
tools such as social media, digital marketing 
and big data analysis. 

DKSH is well positioned to provide our  
clients and customers with the best mix  
of Market Expansion Services, including  
digital transformation solutions. While  
digital specialists only serve specific steps  
of value creation, omni-channel MES  
providers like DKSH offer an integrated  
approach to supporting companies along 
the entire value chain and are in an optimal 
position to drive market expansion in both 
traditional channels such as retail stores  
or supermarkets and online channels. 

By continually staying ahead of the game 
and adapting to new trends, we look for-
ward to remaining the leading Market  
Expansion Services provider  with a focus on 
Asia, into the future.

Their business achievements saw the entre- 
preneurs assume diplomatic responsibilities 
to help build Switzerland’s commercial in-
terests. Caspar Brennwald became the first 
Swiss representative in Japan and Eduard 
Anton Keller was appointed Consul in  
Manila. 

20th century opportunities and   
challenges
The three founding fathers had created 
strong legacies for the next generation, 
but the 20th century presented formidable 
challenges with two world wars, the Great 
Depression, social unrest, natural disasters, 
plus unprecedented economic prosperity. 

In 1923, Japan’s Great Kanto Earthquake 
and the onset of the Great Depression 
destabilized SiberHegner & Co. It was 
transformed into a public limited com-
pany headquartered in Zurich, and Willy 
M. Keller came onboard as shareholder 
and Vice Chairman in 1932. Meanwhile, 
Diethelm & Co. had expanded its South 
East Asian footprint, opening offices in 
Penang (Malaysia), Saigon (Vietnam) and 
Bangkok (Thailand), and recorded strong 
growth, particularly in the travel industry. 

The final quarter of the 20th century reju-
venated Asia’s economic landscape, with 
China starting to open up and the Tiger 
Economies delivering impressive growth. 
The three companies prospered, but in 
1997 the Asian financial crisis was a costly 
wake-up call.

Ties between the Diethelm and Keller dy-
nasties dated back to the early 20th cen-
tury, so when the fourth generation of 
the two families collaborated to chart 
their companies’ future, they did so with 
a strong sense of tradition. The founding 
of Diethelm Keller Holding Ltd. on June 
16, 2000, was a testament to changing 
times. Around the same time, SiberHegner 
was successfully restructured, and posted 
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DKSH locations worldwide

Australia
dksh.com/australia

Brunei 1

dksh.com/brunei

Cambodia
dksh.com/cambodia

Chile
dksh.com/chile

China
dksh.com/china

Denmark
dksh.com/denmark

Finland
dksh.com

France
dksh.com/france

Germany
dksh.com/germany

Great Britain
dksh.com/uk

Guam
dksh.com/guam

Hong Kong
dksh.com/hongkong

India
dksh.com/india

Indonesia
dksh.com/indonesia

Italy
dksh.com/italy

Japan
dksh.com/japan

Korea
dksh.com/korea

Laos
dksh.com/laos

Latvia
dksh.com

Macau
dksh.com/hongkong

Malaysia
dksh.com/malaysia

Myanmar
dksh.com/myanmar

Netherlands
dksh.com

New Zealand
dksh.com/newzealand

Philippines
dksh.com/philippines

Poland 
dksh.com/poland

Portugal
dksh.com/portugal

Saipan
dksh.com/saipan

Singapore
dksh.com/singapore

Spain
dksh.com/spain
 
Sri Lanka
dksh.com/srilanka

Sweden
dksh.com

Switzerland
dksh.com/switzerland

Taiwan
dksh.com/taiwan

Thailand
dksh.com/thailand

USA
dksh.com/usa

Vietnam
dksh.com/vietnam

1 Incorporated under DKSH Malaysia
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