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We are driven  
by a two-fold  

approach.
The issue of affordable and sustainable healthcare management that even goes the extra mile to care for its patients and its 

employees does not have to remain a mere vision, as the example of the AMEOS Group, headquartered in Zurich, demonstrates 

day after day. In the past twelve years, the company has turned into one of Europe’s leading health service providers, operating 

61 healthcare facilities with a workforce of 10,200 people. Truly impressive figures, but the impact of modern healthcare services 

for the patient himself is significant, showing how healthcare services of the future might be operated.

HEALTHCARE IS OUR PRIME CONCERN

AMEOS Group

Bahnhofplatz 14 
8021 Zurich 
Switzerland

Phone:+41 87 83533-66
Fax:+41 87 83533-29

info@ameos.ch
www.ameos.ch

www.ameos.ch
AMEOS Group

Dr. Axel Paeger Founder and CEO
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“We are driven by a two-
fold approach really,” stresses 
CEO Dr. Axel Paeger, who 
founded AMEOS back in 2002. 
The physician was driven by 
the desire to implement new 
efficient medical services in 
hospitals and related health-
care institutions. “No doubt, 
the patient and the employee 
have to stand central. Howe-
ver, modern hospital manage-

tures deserves top priority. “We 
are currently operating capaci-
ties of 6,900 beds in our hos-
pitals and healthcare centers, 
which means that we have a 
high responsibility towards our 
patients who entrust us with 
their health problems,” adds 
Dr. Paeger.

At the beginning, there was the 
idea to establish a hospital 

ment has to focus on appropri-
ate concepts and strategies to 
remain competitive while at the 
same time it has to offer high-
quality services that are well 
above average hospital servi-
ces,” adds Dr. Paeger.

For AMEOS, success is not 
limited to the introduction of 
new concepts, but their integ-
ration into local hospital struc-

We set out to deploy a business model  
that focuses on reorganization and sustainable 

management.

www.ameos.ch
AMEOS Group
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management that would care 
for maintaining healthcare for 

the region.

 “Many hospitals today are 
dealing with a crisis as funda-
mental management know-
how or structures imposed by 
local authorities are not given 
to provide healthcare on the 
highest level. This was the 
basic idea behind the founda-
tion of AMEOS. We set out to 
deploy a business model that 
focuses on the acquisition, the 
reorganization and the sustai-
nable management of hospitals 
and long-term care facilities,” 
points out Dr. Paeger. “And, 
of course, we wanted to do 
things differently from other 
competitors by combining both 
in-patient and out-patient ser-
vices within a strong regional 
network, with a clear focus on 
German-speaking countries.”

Probably, the first milestones 
in the company’s development 
were centered on the attempts 
to establish reputable health-

care services. “It is all about 
references when you start but 
we have managed to establish 
regional structures which have 
helped increase productivity, 
turnover and profits. Regiona-
lity is an important means to 
increase overall efficiency in 
healthcare services,” explains 
Dr. Paeger.

Today, AMEOS operates 61 
facilities, including 39 general 
hospitals, and generates a tur-
nover of more than 650 million 
EUR.

 “We have shaped healthcare 
services outside the large ci-
ties, offering a broad spectrum 
of medical services like internal 
medicine, surgery as well as 
ENT, urology, amongst others. 
Not all hospitals offer the same 
services. Some have been fo-
cusing on basic care plus one 
specialisation in order to pro-
vide regional coverage. It does 
not make sense to offer several 
specialized units within a regi-
on; it is important to cover 

www.ameos.ch
AMEOS Group
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all options in a region so the 
patients get everything they 

need,” says Dr. Paeger.

AMEOS has introduced op-
timized purchasing and ma-
nagement operations, making 
its facilities very cost-efficient. 
“Of course, all our concepts, 
like regionality, specialization 
and reorganization of hospital 
and care centers, are not new 
to the market but we have ma-
naged to introduce all of them 
full-heartedly. We are doing a 
good job locally, and we are 
very resolute about translating 
concepts into everyday hospi-
tal operations. And this is what 
gives us a competitive edge,” 
adds Dr. Paeger.

In the coming years, AMEOS 
aims to expand its activities in 
its designated areas. Regional 
presence will remain an issue 
on the company’s agenda in 
order to establish as the lea-
ding regional healthcare provi-
der.

“We are already leading the 
way in some regions, and in 
two federal states we have 
become the largest operator of 
healthcare services. In Saxony-
Anhalt, for instance, we are 
larger than all the other priva-
te operators,” points out Dr. 
Paeger. “Expansion beyond the 
German-speaking region might 
become another topic for the 
near future.”

www.ameos.ch
AMEOS Group



Our goal is to enable as 
many people as possible to 
produce their own green 

electricity.

A photovoltaic plant on your roof can be a substantial investment which only pays for itself after several years or even decades – de-

pending on its efficiency. There is a low-cost alternative, however: using instead of buying. This pioneering concept is offered by MEP 

Werke GmbH. The green electricity supplier equips private home owners with their own solar power system for a small monthly fee  

starting at just 49 EUR and also takes care of everything else, from the planning of the perfect plant to periodical, expert maintenance.

USING INSTEAD OF BUYING
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MEP Werke GmbH

Mies-van-der-Rohe-Strasse 6 
80807 Munich 
Germany

Phone:+49 89 4423287-0
Fax:+49 89 4423287-10

info@mep-werke.de
www.mep-werke.de

www.mep-werke.de
MEP Werke GmbH

Konstantin Strasser Managing Partner
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MEP (Munich Energy 
Partners) is a full-service 

provider of renewable energy 
solutions with a focus on pho-
tovoltaics. The company plans, 
delivers, installs, finances and 
maintains made-to-measure 
solar energy systems for pri-
vate home owners, commercial 
enterprises, agricultural busi-
nesses and municipal clients.

Founded in 2010, MEP is 
owned by Strasser Capital, an 
investment company with a 
broad portfolio of holdings in 
the renewable energy sector, 
ranging from solar, biogas and 
wind power plants to alter-
native infrastructure projects. 
The group currently manages 
assets valued at over 250 
million EUR. MEP is convinced 

that private home owners play 
a significant role in shaping a 
greener future.

“Our goal is to enable as many 
people as possible to produce 
their own green electricity,” 
Managing Partner Konstantin 
Strasser describes the philoso-
phy of the Munich-based com-
pany. “This way, consumers 

can reduce their dependence 
on conventional energy sup-
pliers as well as rising electrici-
ty tariffs.”

MEP offers its customers a 
unique solution for generating 
their own green electricity: they 
use an MEP photovoltaic sys-
tem which is available starting 
from a fixed monthly rate of 

just 49 EUR – which is guaran-
teed for as long as 20 years 
– and can thus cover up to half 
of their total electric power 
consumption. The other half is 
supplied by the local electricity 
supplier.

“Our business model is the 
ideal solution for producing 
your own green electricity 

www.mep-werke.de
MEP Werke GmbH
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With our solution, consumers can reduce their depen-
dence on conventional energy suppliers and contribute 

actively to the energy transition.

and meeting a large part of 
your daily electric power de-

mand,” explains Mr. Strasser. 
“It represents a completely new 
perspective for green electrici-
ty: using instead of buying.”

In addition to only having to 
pay a small monthly fee instead 
of making a large investment, 
MEP customers benefit from 
the company’s complete ser-
vice, which includes everything 
from planning, delivery and as-
sembly to installation, starting 
up and maintenance.

MEP also offers custom-engi-
neered green electricity solu-

tions for commercial, industrial, 
agricultural and municipal 
clients – customers with a 
higher energy demand than 
private home owners but also 
with larger roof areas to install 
high-performance photovoltaic 
systems for a secure long-term 
energy supply. The solutions 
provided by MEP include both 
centralized and decentralized 
electricity supply services.

Besides enabling its custo-
mers to use solar energy for 
a monthly fee, MEP also sells 
complete photovoltaic plants 
and offers smart home sys-
tems. Until four years ago, 

Strasser Capital was selling 
the majority of its photovoltaic 
systems.

“Many customers, however, 
who wanted to invest in green 
energy, refrained from buying 
because of the huge invest-
ment,” says Mr. Strasser. “This 
is how we came up with the 
idea of renting solar electricity 
systems for a moderate month-
ly fee. To this date, this idea 
has not been copied, because 
of the complexity of the busi-
ness model, in particularly as 
regards logistics and establi-
shing an efficient sales orga-
nization. A photovoltaic plant 

is a high-value product. With 
our unique concept, we have 
managed to transform it into an 
easy-to-use, low-cost con-
sumer article that is no more 
complicated than a mobile 
phone contract.”

The main target group of MEP 
are home owners in Germany. 
“We are currently investigating 
opportunities in neighbouring 
countries,” states Mr. Strasser. 
“And from 2015, we shall also 
offer green electricity solutions 
for tenants.”

MEP also has a number of 
additional innovative, mass-

market green energy products 
in the pipeline, such as the fi-
nancing of household products 
with low electricity consump-
tion through their energy 
savings.

www.mep-werke.de
MEP Werke GmbH
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BabyBjörn AB

Pipers Väg 2
17073 Solna
Sweden

Phone: +46 8 544968-00
Fax: +46 8 544968-29

www.babybjorn.com
BabyBjörn AB

Our biggest  
market is already 

the USA.

“Our biggest market is al-
ready the USA,” says Vice 
President Andreas Zandrén. 
“The potential there is huge. 
Also, Japan, the UK, France 
and Germany are important 
markets for us, and, of course, 
our home market Sweden. Our 
future goal is to become a well-
established global player.”

The baby carrier is the core 
product of BabyBjörn. The 
most recent innovation is Baby 
Carrier One, which can be 

The babies’ and kids’ industry keeps booming. Recent surveys have found that today, almost three times as much is 

spent per child as used to be. Especially when it comes to safety and health, parents, of course, only want the very 

best for their little gems. In addition to this, modern parents – and babies – are much more mobile than in the past. As a 

result, the demand for travel and mobility equipment has been continuously rising in the last years.  Today, prams, car 

seats and baby carriers are high-tech equipment and the consumer is spoilt for choice. One of THE big names in this 

field is BabyBjörn from Sweden. The company is the synonym for innovative and ergonomic baby carriers. Drawing on a 

leading market position in Europe, the company is now reaching out to enhance its global presence.

Making the lives of parents easier

info@babybjorn.com
www.babybjorn.com

Andreas Zandrén Vice President
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used for newborns and for 
kids of up to three years of 

age. “Developing a baby car-
rier is a very difficult thing,” 
ex-plains Mr. Zandrén. “A 
newborn baby trebles its birth 
weight during the first year. 
Therefore, you need equipment 
that can ‘grow’ with the baby. 
In order to ensure total quality 
and the greatest flexibility and 
comfort possible, we do not 
buy standardized products. We 
cover the whole development 
and production process in-
house. Our approach to in- 
volve medical experts, insti- 
tutes and test families in the 
development of every single 
new product makes us unique. 
We invest much in product 
development and improvement 
and try all the time to come up 
with an innovative product that 
solves a problem for parents. 
Of course, all our products 
meet the different national 
standards and regulations.”

Besides baby carriers, the 
product portfolio of BabyBjörn 
also boasts baby bouncers, 
travel cots and cradles, toilet 
trainers and kitchen equip-

ment.  Altogether, the compa-
ny offers 17 different product 
families. One of the latest 
developments is a new high 
chair. “This was a challenging 
project,” Mr. Zandrén contin-
ues. “We were approached by 
the Swedish consumer agency 
to solve a widely spread prob-
lem. Often, very small babies 
slip through the high chair. Our 
chair is particularly safe, and 
even small babies fit snuggly 
into the chair. There is no  
chance of slipping through.”

The company was founded 
in 1961 by today’s President 
Bjorn Jakobson. His idea 
was to offer safe and good 
products for babies to make 
the everyday lives of parents 
easier. The first product was a 
baby bouncer which was alrea-
dy launched in the foundation 
year. This is still an important 
product for BabyBjörn. Of 
course, it has been improved  
several times over the last 
years.  Early, the company 
founder realized the necessity 
to cooperate with medical ins-
titutions in order to be able to 
offer functional and healthy 

www.babybjorn.com
BabyBjörn AB
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products. In 1970, the com-
pany moved into the carrier 

product range. Since then, the 
story of BabyBjörn has been a 
true success story, characte-
rized by many innovations and 
developments. Today, Baby-
Björn has a staff of 95 and 
achieves an annual turnover 
of around 47 million EUR. Mr. 

Zandrén is optimistic about the 
future. “We had a great launch 
with Baby Carrier One,” he 
says. “This will be our focus 
in the coming year. In general, 
we aim to reach out all over 
the world with great innovative 
products that keep our pro- 
mise: to make parents’  
everyday lives easier.”

Developing a  
baby carrier is  
a very difficult  

thing.

www.babybjorn.com
BabyBjörn AB
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We are the home of 
leading brands.

“Wine plays an important 
role in Switzerland,” says Ma-
naging Director Daniel Caro. 
“Zurich leads the way in per 
capita wine consumption in 
terms of both quantity and 
quality. When my partners and 
I founded Globalwine in 1998 
as a wine trade, we specialized 
in outstanding quality – a winn-
ing strategy. Right from the 
start, we experienced ongoing 
growth, especially over the 
past few years. Since 2009 we 

Wine is far more than a beverage. Wine is a cultural asset and a collectors’ item.  

These collectors’ items, wine rarities, are the specialty of the Swiss company  

Globalwine AG. Based in Zurich, the Swiss wine merchants have earned an  

excellent reputation in Switzerland and abroad for the impressive assortment  

of rarities and carefully selected top-quality wines. 

Focus on top quality
Globalwine AG 

Räffelstrasse 25
8045 Zurich
Switzerland

Phone: +41 44 4501616
Fax: +41 44 4501619

office@globalwine.com
www.globalwine.com

have been backed by a strong 
partner, the German Hawesko 
Group, hold-ing 70% of the 
shares. Today, we rank among 
the top ten importers of se-
lected premium quality wines 

in Switzerland.” Globalwine is 
a mail-order business serving 
the special-ized wine trade 
and companies in Switzerland 
and abroad. “We offer a unique 
spectrum of services from 

www.globalwine.com
Globalwine AG 
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a single source,” underlines 
Mr. Caro. “In addition to 

Swiss trade, rarities and our 
own brands, we are active in 
consulting.” Globalwine offers 
an impressive assortment of 
top quality wines. “We are the 
home of leading brands,” adds 
Mr. Caro. “Our own Mavino 
brand comprises of selected 
Majorcan wines, which are in 
high demand in Switzerland, 
and our Silvino brand provides 
a selection ‘all about Italy.’  
Rarities are a secondary mar-
ket with first-class wines from 
Burgundy or Porto,” explains 
Mr. Caro. “The wines have 
been stored in private cellars 
and are offered again. We have 
a network of collectors and act 
as a broker. You have to be a 
trusted partner to be success-
ful, and we have earned the 
trust of customers over the 
past 15 years. At present 70 

to 80% of rarities are sold to 
foreign markets. What makes 
us unique is our consulting 
and engineering service. We 
provide complete concepts 
for the establishment and the 
management of a winery.  
Our team of three specialists 
including an experienced  
vintner supports customers in 
the successful realization of the 
concept through to marketing.”  

Mr. Caro is looking forward to 
increasing the present turnover 
of 30 million CHF. “We have a 
young and dynamic staff of 40, 
many of whom are high-grade 
experts, and we have brands 
which fully meet consumer 
trends. We will continue to pro-
vide an exceptional wine expe-
rience in the future, especially 
for young people, to facilitate 
access to the complex world 
of wine.”

www.globalwine.com
Globalwine AG 

DAniel VCaro Managing Director



15

www.internationaltradenews.com

witrainlrdcly

In
te

rn
at

io
na

l T
rade News ePaper 2014June

2014
Advertisement

www.internatio-

naltradenews.com/

en/epaper/epaper.

html

www.internationaltradenews.
com/en/epaper/epaper.htmlSubscribe



16

www.internationaltradenews.com

witrainlrdcly

In
te

rn
at

io
na

l T
rade News ePaper 2014June

2014
Advertisement

We are the leader in  
laser technologies for clinical and 

dermatological purposes.

The enterprise was estab-
lished as a spin-off of a Danish 
diagnostic company in 1997. 
“A few years later, in 2004, 
Ellipse was purchased by a 
private equity group,” explains 
Jacob Kildegaard Larsen, ma-
naging director of Ellipse and 
with the company since 2005. 
“A management buyout was 
initiated in 2010, and the enter-
prise was bought back. Today, 
Ellipse is privately owned by its 
management and received 

Nowadays, an increasing number of people are affected by skin 

diseases. About 5 to 8% of all people, for example, suffer from 

athlete’s foot and are subject to pills with severe side effects. In 

this regard, Ellipse A/S from Hørsholm in Denmark offers pro-

found help. The Danish company specializes in high-end der-

matology and hospital segment IPL and laser technology for the 

domestic and foreign markets.

Clinical  
intelligence Ellipse A/S

Agern Allé 11
2970 Hørsholm
Denmark

Phone: +45 45 768808
Fax: +45 45 768889

sales@ellipse.com
www.ellipse.com

www.ellipse.com
Ellipse A/S

Jacob Kildegaard Larsen Managing Director
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an Entrepreneur of the Year 
in Life Science award in No-

vember 2012, which makes us 
very proud.”

At the present time, a team 
of 35 people, amongst them 
29 in the Danish R&D and 
sales department, guarantee 
comprehensive products for a 
highly competitive market. “In 
contrast to other providers of 
IPL and laser technology, we 
can pro-vide thorough medical 
and multi-center studies on the 
effectiveness of our solutions,” 
states the managing director. 
“Studies on Caucasian and Asi-
an skin types prove a high level 
of clearance. Apart from that, 
we make use of a patent-ed 
light filtering system that elimi-
nates harmful wavelengths at 
both the lower and higher ends 
of the wavelength spec-trum. In 
this way, safe treatment wit-
hout further need for cooling is 
achieved. Additionally, doctors 
rely on our simple handling. 
They only have to enter infor-
mation about the patient’s skin 
type, its tan level and the size 
of the target, for example the 
vessel size, and the device will 
adjust an optimal pulse.”

In terms of sales and mar-
keting, Ellipse makes use of 
worldwide distributors. “Cur-
rently, our export rate amounts 
to 98%,” says Mr. Larsen. “We 
are active in more than 45 
countries around the world. 
At 50% and 25%, Europe and 
Asia, respectively, make up our 
core markets abroad. Due to 
strict regulations and high im-
port taxes of up to 75%, new 
single markets, for example 
Brazil, are difficult to enter.”
At Ellipse, a clinical emphasis 
is seen as the most important 
factor of success. “Furthermo-
re, we offer highly flexible and 
perfectly tai-lored business 
solutions for registered doctors 
and clinical institutions, depen-
ding on their possibilities to 
make large-scale investments,” 
explains the managing direc-
tor. In the future, Ellipse strives 
to maintain its good market 
position. “We are the leader in 
laser technologies for clinical 
and dermatological purposes,” 
summarizes Mr. Larsen. “Still, 
we will have to constantly 
adapt to the market’s require-
ments and continue to provi-
de attractive products.”

We are active  
in more than 45 countries  

around the world.

www.ellipse.com
Ellipse A/S

www.ellipse.com
Ellipse A/S
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ourselves in a niche segment. 
Naturally, there are competi-
tors, but time and again, we 
try to find something special to 
arouse the consumer’s atten-
tion. We are able to implement 
embellishments into valuable 
watches.” Normally, customers, 
among them many prominent 
watch manufacturers, supply 
the parts that require decora-
ting. While some manufacturers 
know exactly what they want, 
others rely on Décotech’s 
expertise and taste. “We de-

We try to find  
something special to arouse 

the consumer’s attention.

Many watch lovers, who are 
able to afford watches cashing 
100,000 CHF and more are 
looking for the extraordina-
ry – and they will find it with 
Patrick Baumgartner, founder 
and owner of Décotech. “In 
the high-end segment, many 
watches boast a transparent 
bottom, which means that the 
inside of a watch is visible. 
And this is where we come in 
as we decorate and embellish 
these parts,” points out Mr. 
Baumgartner. “We have settled 

The art of decoration
Décotech SA

Dr. Kern 25
2300 La Chaux-de-Fonds
Switzerland

Phone: +41 32 9249797
Fax: +41 32 9249798

info@decotechsa.ch
www.decotechsa.ch

www.decotechsa.ch
Décotech SA

The city still represents the art of finest watchmaking: La Chaux-de-Fonds in the Swiss Jura is truly the cradle of 

the world’s top watch brands. Likewise, it is also the home of Décotech SA. The company is closely linked to the 

watchmaking industry in Switzerland as it has specialized in the decoration of movement parts. Since its foundation 

in 2004, Décotech has become one of the leading manufacturers in this segment. Until today, demand for precious 

watches with special detailing has continued to be high – without doubt, a good development for Décotech.
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velop innovative concepts 
which we test ourselves. With 

our decorations, we manage to 
create an added value for these 
watches.” The type of decorati-
on varies depending on custo-
mer specifications. Apart from 
perlage, a coating that is rea-
lized in various steps, Décotech 
provides gilding as well as ni-
ckel coatings that prevent oxi-
dation. In addition, movement 
parts can be engraved and 
coloured. “We are able to de-
velop new ideas and introduce 
new ways in movement deco-

ration. This ability has made us 
an attractive partner in the past 
ten years,” states Mr. Baum-
gartner. Mr. Baumgartner foun-
ded the company in 2004, and 
at first he worked on his own. 
Soon, he had made a name 
for himself and continuously 
acquired new customers. As a 
consequence, Mr. Baumgartner 
took on staff members and re-
alized new investments. Today, 
Décotech employs a workforce 
of 40 peo-ple and operates a 
state-of-the-art workshop. “We 
do not work with suppliers or 

contract manufacturers, but re-
alize all production stages with 
our own personnel,” points out 
Mr. Baumgartner. “Once a year, 
we exibit at the EPHJ fair in 
Geneva, where the entire watch 
industry is present. You know 
each other, and we have estab-
lished many personal contacts. 
It is here that we gener-ate new 
orders and customers.” Cur-
rently, the company is satisfied 
with its company’s develop-

ment. After the financial crisis 
in 2009, which was noticed by 
Déctoech, things have been 
looking up again. “We aim to 
continue our work, and we 
want to satisfy our customers 
with new ideas and projects,” 
adds Mr. Baumgartner. “We will 
invest in new machinery and 
new technologies in order to 
remain up-to-date and surpri-
se our customers with new 
ideas.”

www.decotechsa.ch
Décotech SA
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