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Zuellig Pharma has consistently built a business 

that delivers operational efficiency while 

being able to stand the test of time. Given the 

opportunities and gaps we see in healthcare 

today, our approach is now to defend and expand 

Distribution, scale up Solutions and drive Digital. 

We speak to three executives who have been 

spearheading Asia-wide divisions for a download 

on where they see opportunities in the time ahead.

Tell us more about your new role 
at Zuellig Pharma.
Tom: I started with sales, business 

development and operations roles in 

Vietnam, before heading up our businesses 

in Korea and later North Asia. Most recently, 

I led our Client Development division at the 

group level. My current role is to strengthen 

our focus and sharpen the execution of 

our distribution business, which forms the 

very core of our operations. This involves 

tightening market efforts with our Area 

Directors, rolling out new data and digital 

tools to support our clients and strengthening 

our relationships with them.

What keeps you going? 
Tom: Every market is unique, and I’m proud 

to work for a business that understands the 

intricacies by hiring great local talent. What 

keeps me going is seeing how our people, 

from diverse backgrounds, are strongly 

unified on our purpose to make healthcare 

more accessible in Asia. Our teams have 

contributed significantly to this area and as 

we keep transforming, we have many future 

opportunities to continue doing so.

Tom Vanmolkot 
EXECUTIVE VICE PRESIDENT 
DISTRIBUTION & CLIENT SERVICES

Share your predictions for  
the healthcare industry in the 
coming year.  
Tom: Actionable data will help companies 

make real-time decisions that boost business 

performance. The ability to track customer 

purchase patterns and inform stock decisions 

instantly helps to optimise supply chains. 

For instance, increasing the supply of flu 

medications at specific pharmacies during flu 

season, will immediately address patient needs 

and ensure more efficient resource allocation.  

We will see more technology being 

used throughout the entire distribution 

journey. Automating warehouse operations, 

having oversight of consignments in real-time 

and optimising delivery routes all contribute 

to prompt and seamless deliveries. For drugs 

that are temperature sensitive, innovations 

in cold chain management from packaging to 

equipment will help us reach more people in 

remote areas.

We’ve seen developments in the 

use of blockchain to trace drugs and ensure 

patients are consuming authentic products. 

In future, we will see many more uses of 

blockchain to help us with various checks like 

temperature excursions. 

What are your most important 
priorities for 2020? 
Tom: My priority is to continue ensuring 

smooth and excellent operations in our 

core services, while experimenting with 

new ways to revolutionise processes. Our 

team also anticipates new partnerships with 

like-minded clients who will join our existing 

clients that are working with us to improve 

access to healthcare.

Growth

In future, we will see 
many more uses of 
blockchain to help us 
with various checks 
like temperature 
excursions. 
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You’ve been in the industry for 
37 years, tell us more about your 
experience. 
John: I came into Zuellig Pharma as SVP 

for Commercial Solutions in 2018 with 

rich experience in the Pharmaceutical and 

Biotechnology industry. This involved a host 

of roles from senior operations to C-suite 

strategic advisory. I’ve supported the success 

of multiple organisations and start-ups and 

had the chance to live and work across the 

globe. Every day in healthcare is enriching. 

While the climate can be complex and 

litigious, the benefit of bringing healthcare to 

the unreached always reignites my passion to 

continue in the industry.

John Graham 
CEO & EXECUTIVE VICE PRESIDENT  
COMMERCIAL SOLUTIONS 

Moses Hee 
SENIOR VICE PRESIDENT  
CARECONNECT

What are your predictions for 
the healthcare industry in the 
coming year?  
John: The rise of Femtech - products, apps 

and hardware that address women’s health 

and wellbeing - will lead to greater awareness 

amongst organisations on the need to focus 

resources on women’s health. Today we see 

dedicated digital resources and tools tailored 

towards women to provide insights on 

conditions like uterine fibroids and its various 

treatment options. We’re also a long-term 

partner with many manufacturers who are 

bringing innovative healthcare to Asia and we 

expect many great products we can help to 

represent in our markets.

Digital experiences have become an 

expectation from consumers and clients. 

This extends to healthcare professionals 

who are tapping on the medical 

e-community to inform their decisions

and receive the latest information on new

products and interventions.

What can we look forward to from 
Commercial Solutions in 2020?
John: This year, our priorities include driving 

our Women’s Health and Consumer Health 

portfolio to various markets. We will continue 

to engage healthcare professionals and 

drive conversations to support the medical 

community in making more developments 

in these areas. The team is also looking 

forward to growing our clients’ products 

across diverse categories to ensure patients 

get access to the healthcare they need. 

More specifically, we are also very excited 

about our Diabetes & Specialty treatment 

portfolio with innovative medicines in the 

areas of diabetes, oncology, men’s health, 

bone health, diseases impacting the central 

nervous system and immunology.

Tell us more about your current 
role as SVP CareConnect.
Moses: CareConnect is made up of 

PatientCare and payor services. Leading the 

team, I work with regional and in-market 

colleagues to oversee the development 

of integrated healthcare and healthcare 

administration services that deliver value to 

clients, payors and patients. 

Share about your experience in 
leading CareConnect for the past 
7 years. 
Moses: CareConnect has come a long way 

from humble beginnings. Our goal has 

always been to provide innovative healthcare 

delivery and cost management solutions 

that encourage healthier lifestyles, drive 

adherence and manage healthcare costs. Our 

PatientCare services have increased patient 

adherence rates by 300% and our payor 

business serves almost 11 million members in 

Malaysia, Thailand and the Philippines today. 

These are results of the team’s relentless 

efforts, which have also contributed to 

continual growth over the years.

Share your predictions for  
the healthcare industry in the 
coming year.  
Moses: In light of the COVID-19 situation, 

governments and healthcare entities will 

review their response efforts and channel 

more resources into preparing communities 

for pandemics. This includes updating 

preparedness plans and checklists. We will 

also start to see more campaigns and public 

health materials being rolled out to raise 

awareness about pandemics and suggest 

ideal community responses in different 

situations. On digital healthcare, patients 

will be able to get even more out of mobile 

applications - from detecting diabetic 

retinopathy through retina scans to charting 

glucose levels in their blood - so we predict 

plenty of development in this area from 

software to hardware and partnerships within 

the healthcare ecosystem.  

What can we look forward to 
from CareConnect in 2020? 
Moses: In 2020, we are looking to grow the 

membership base of our payor business and 

bring our services to more markets. We will 

also be focusing on the launch of our first 

integrated pharma-payor programme. We 

also prioritised the development of platforms 

like i-Switch+ which supports patient access 

and affordability programmes by helping 

patients manage the cost of their long term 

medication. This allows HCPs to easily track 

patients’ rebates and provide alerts when 

they are entitled to free medication.

Digital experiences 
have become an 
expectation from 
consumers and clients.

Soon, patients will 
be able to get even 
more out of mobile 
applications.


