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APEX Healihcare Bhd &5 pushing
head with its strategy bo become 4
rmaceutical and  consumer
ealt heare products. Based company
which owns the rights and intellec-
taal property of the brands.

Apex's plan s {0 seek partners and
Joint ventures with and
distribution cagability. Where i

s the marketing reach, it will
Acqun SiTlelc Stakes in compa

i s and rights 1o
consumes healtheare produces.

M g directar Dy Kee Kirk
Chin said the Laest corpoite exes-
cise was 1o wvest AMZSR.000 in
Singapore’s  Chassal  Marketing.
Chastal had rights ta 12 countsies for
threr products — logenges, mints
ani condoms — that went on sale i
akapaia st manth,

“Chastal is already scling i six
countries. [t has proven expertise in
mass market comamer market
and by working with its highly
skilled team. we can also benefit
from the smne marketing expertise
1o hidp increase sales of owr own
range of comsamer healtheare prod-
wers,” he said.

In & inderview with Starfiiz. Kie
sald e expected Chastal 1o oon-
tribute te the Apex: gronp's earsengs

sald  Apex,  with
RM1E7mel cash as at Dec 30 laa
yeis, was "always evaluating pessi-
ke acrpssicions and imvesments

These investments would be
those: that mmd bring the best
lonands thresgh its comprekensive
chaseels fo Ehe customers, he sad,
ciling Chastal 2 4 good example.

In 1962, Apex started a5 a retail
e phirmacy. Six years later,
 slared pharmaceutical mamafac-
nuring.

Herwarvr, i3 appaadct in mass-
facturing aned distribution had 10
ke up with globalisaion, Kee said
This 23w Apes Focusing am market-
ingg s brands to costomers via s
comprehensee channek.

Apex kas evohved from  pharma.
ceutical masmifacturer and dntribo-
toxt ik a brand oweer thal markets
RS v peod icts [0 comiamiers. MS
bwamd of geveric phamaceticals is

under the Sepa trademark and
15 second line of generic drugs pred-
wats undey the nanse Mes,

Wit have disnibesion operations
in Malaysia, Singapere, Indonesia
and the Fujlas provinee in China”
N hiex ek 29 e |

Apex amui A in an
!ujurumr&: ﬁuﬂmmullrﬁf’mﬂ
bealthcare  distritutor In Fujian
puovince. It als bought 205 of FT
Pentavalent. 4 phamucewtical dis-
tribator in Ilbdul

K saief the RMIOmil investment
i@ Luyan — 3 phammaoes
dmtnburin |m|nm with 42 retall
outhers — was pi . Im terms of
TRTUIN OB INVESTMERE. it was achiev-
ing 15% 1o 16% while the growp aver-
age was 175

TLuvan, will evowon the hack &

Back to Main

Apex evolves into
brand ownership

It plans to seek (ﬁ

»artners and joint ventures with

marketing and

continue to
attract the very
best people, we
will continue to
do well«

DR KEE KIRK CHM

the China boom and the increasi

demand m China for reputable a
efftive vluu\muum healt-
care prodhucts.” he

s for 1he mmn operations.
Kre sisd the earnings were not
miaserial a5 yet and he expected the
m.m...nﬂ How thromgh oy
from 2009

Apart for brandmg. Apex bas aio
boosted its local diug manufacturisg
under unit Nepa-Soul Patrinson Sdn
Bad o ils new plant in Malacca 1o

istribution t.apabzlxty

prodiuce syrups, creasm and sterile

eye deops.

On generic peoducts, Kee said
Avezal — am anti-fungal drug — was
the Frst_product undes the Awes
brand. Thiee meare products had
been_approved by the Govemment

g=d v et hree g o be
approved m 20087,

aver thie past elght years,
compounded annual growth rate for
e 2 pernlit was about 9% and “our
™ certainly expect i 1o
mmm
In the financial year (FY] ended

Diec 31, 2007, Ape’'s crm g5 s 1o
)l!‘l“:ml fromn RM13.38mil i FYD6
hack of higher sles.

saanable growih has come

from the sae of Xipa products,
g perkemane fom phar
wholesale. improved per-

formance from  distribution i
Singapare despite challenging coa-

increased contributions |
fauntChi, hope 1o maintain
o growh in 308" Kee sai

O Apex's trade receivables, Kee

sl they were EMBdmil ke 2006
and RMBEA5mil for kast year and the
company wirs Bocising a ot an
receivables management 10 improve
s cash flow,

“We have put m addstignal
resouces to mooiee the receiy-
abes, whach are about S0 days and
‘wilhin imsdbasiry fiovmas, Whike we s
quite: ormfortable with this, we
Want b g it ¢ ard.

He axddied that 75% of the products
sold were plamsaceuticals and the

The company also had 3 well-
dvenified customer base where o
O CHSTDMEE accounts: for more
than 5% of total recerables of for
more than % of ts penducts.

ATeaE & Penenc

"W must e 1 o with what
the market wasts, what daoctors and
pharmacksts ane using. while the sec-
cad reqaeement 15 10 ot cabented
TMNAZETS L0 manage (e kal opei-
ations.

 we can conginue 1o atract the
wery best poople, wee will on e o
dowell hi sad .




