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By joining the world leader in implantology, Anthogyr has
taken a decisive step in its pursuit of international markets.
The company plans to expand its presence over the five
continents through powerful and efficient distribution
networks, while cultivating its own identity. Some figures
from this strategic choice, offering great opportunities.

A GLOBAL

BRAND WITH THE

STRAUMANNGROUP ”
INTERVIEW WITH ÉRIC GENÈVE

R&D

Can you tell us more about the history
of this partnership with Straumann?

8% TURNOVER

I first met with Marco Gadola, CEO of
the Straumann Group, in 2014. The group
had just launched a segmentation project
for its activity in implantology. The objective
was to build a strong network of high-potential,
high-performing companies capable of
producing a catalogue of brands covering
all market needs. I was initially approached
to consider a possible collaboration, but
at that time I believed Anthogyr had the ability
to continue its international growth whilst
remaining an independent player.
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Definitely, in 2015, after 10 years of marketing
Anthogyr products in China, the country became
our primary market in terms of growth. To seize
this development potential and increase our
sales, I have decided to entrust the distribution
of our products to the world leader, the
Straumann Group. Together, we have built
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Éric Genève,
CEO Anthogyr

Why did you choose to join
the Straumann group?

an innovative and unique partnership
that was formed in March 2016, with
the group’s entry into the capital of
Anthogyr at 30%. Our product range,
backed by Straumann’s trading power,
has generated a 30% increase in sales
per year in China. In view of these
excellent results, we extended
our partnership to Russia in 2017.

About a year ago, one thing became
clear: despite our very strong and
rapid growth, the gap with larger
groups was widening internationally.
We started in the implantology sector
just 10 years ago and we needed
more time to successfully conquer
international markets. In a context
of partnership and consolidation
of activities and actors, we have
the potential to take significant
market shares across all territories.
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For the long-term sustainability
of our company, we needed to focus
on accelerating our international
growth. As a result of our successful
partnerships in China and Russia,
a dynamic and efficient collaboration,
we decided to join the Straumann
group. After about a year of
discussions, we implemented
a project that resulted in the official
integration of Anthogyr on 21st May,
a result that I am very pleased to see.

“As a result of our successful
partnerships in China
and Russia, we decided to join
the Straumann group.”
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How does Anthogyr fit
into the overall strategy
of the Straumann Group?
We are part of the group’s multibrand strategy which aims to meet
all global needs. We are positioning
ourselves in the rapidly growing
sector of “Upper Value” implant
solutions.
Anthogyr solutions, with very
high added value and attractive
positioning, have a great growth
potential. In addition, the Straumann
Group’s policy creates synergies
between brands while allowing
all parties to cultivate their own
identities and strengthen their
positions. I was firmly convinced
by this appealing prospect.

Production hall,
Sallanches (France)
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Focus
Straumann Partnership
China & Russia

Guangzhou Show,
China, March 2019

To further its presence in China,

Anthogyr, the only French implant
manufacturer based in China,
signed an unprecedented
partnership with world leader
Straumann in 2016. Objective:
the distribution of implantology
products manufactured
in Sallanches. With +189% of
implants sold over three years

(+33% in 2018), the success is
evident and the future is promising.
By 2025, China will be the world’s
largest market in implantology.
Building on this success,
the partnership was extended
to Russia in 2017. Last year,
Straumann registered a 48.2%
increase in Anthogyr implants
sold in this territory.

Does this mean Anthogyr retains its identity?
The quality of our products, our skills and, of course,
our sense of customer relations have convinced
practitioners and the Straumann group, we have no
intention of changing the very essence of our added
value. We are entering a new chapter in the history of
our company in its perfect continuity, whilst maintaining
our culture, our values and our state of mind. We continue
to follow the strategy that has been in place for many
years. We consider ourselves to be an innovative, agile
brand, remaining close to our customers and providing
them with relevant and effective solutions.

“We are entering a new chapter in the history
of our company in its perfect continuity,
whilst maintaining our culture, our values
and our state of mind ”
Does proximity to practitioners remain an essential
part of your commercial relationships?
Yes, proximity is our primary value. We believe
more than ever in the customisation of our solutions.
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+189%
OF IMPLANTS SOLD
IN CHINA SINCE 2016

By keeping close contact with
our customers and building
a relationship of communication,
we continue to anticipate their
needs and offer them the best
support possible. As a supplier
of manufactured solutions,
it is with great pleasure and
satisfaction that we are now
complementing our product by
branching into the field of services.
Will the encounter dynamic persist
as well?

Head office and
production centre
for Anthogyr implants
and instruments
- Sallanches (France)

The company’s major appointments
with its customers (Multi-level® Tour,
training offered by Campus Anthogyr,
events, symposiums, etc.) continue
to take place and will intensify.
The Circle event took place on
5th July in Aix-en-Provence, giving
practitioners the opportunity, once
again, to share experiences between
colleagues and exchange with the
Anthogyr team.

7

Customised Simeda
prosthetics production site
- Anthogyr Mersch
(Luxembourg)
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The Anthogyr teams
gathered together for the
group’s 70th anniversary
in 2017

What benefits can practitioners
expect from this integration?

“In partnership with the Straumann
group, we will be offering
new product ranges such as
biomaterials…”
Our clients will be given the
opportunity to benefit from a larger
portfolio of products, and will
therefore have a wider choice
available.
In partnership with the Straumann
group, we will be offering new
product ranges such as
biomaterials… Our customers will
also benefit from an extensive
professional network and the sharing
of skills with international
colleagues.
By joining forces with the world
leader in implantology, Anthogyr also
ensures the long-term sustainability
of its brand. Practitioners and
patients alike will benefit from
this added security.
How will Anthogyr services
be structured? Are connections
being considered?
The main development coming
into play concerns our French and
international trading forces, which
will be joining the Straumann Group
subsidiaries in order to benefit
from their distribution networks.
For all other activities, Anthogyr will
continue to design, manufacture, and
promote all of its products as before.
There will no doubt be some degree
of pooling of internal operating
systems (sales administration,
logistics, etc.), in order to carry out

activities as effectively as possible in
a group context, although each brand
will keep its own entity. There is no
urgency to make changes, but we are
keen to push forward with our plans
to create added value, synergy and
coherence between all the teams.
Can you tell us what your next goals
are?

“Our short term goals include
the launching of the brand
in the United States.”
Anthogyr intends to impose a strong
presence in all major implantology
markets worldwide in the medium
term. Our short term goals include
the launching of the brand in the
United States to triple our volume
of implants sold.
Anthogyr has been growing strongly
for 10 years. We had 150 employees
in 2009, and today we have 430.
We are motivated, enthusiastic
and confident. With this new phase,
we are strengthening our growth
momentum and our sustainability
more than ever. We are Anthogyr.
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with

“

REINFORCES

ANTHOGYR
ITS ‘MADE IN FRANCE’ GROWTH

P

hilippe Neimark has been
contributing to the commercial
success of Anthogyr since 2004.
With his team, that has expanded
from 2 to 80 people, it has grown
by 210% in 10 years. Always ready
for a challenge, he will begin his
new role as Managing Director of
Straumann France in January 2020
with new objectives.
Details of future challenges.

Firstly, is there anything particular
about the French market?
Following the integration of Anthogyr,
France will become the second
largest European market of the
Straumann group, following Germany
and will enter the “top 10” worldwide.
The stakes are therefore very high
in our territory. Two strong brands
are united within the same entity,
whilst positioning themselves in
different market sectors: premium
for Straumann and "Upper Value"
for Anthogyr. This really is an
exceptional business opportunity.
Together we will hold 30% of market
shares with a leadership position
in our own country.
Potential for development still
remains, however.
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”

What will be your development
strategy?
To benefit from the full advantage
of the Group’s distribution power,
the Anthogyr sales teams are
integrating into the Straumann
subsidiaries in the country where
they operate. Our French sales
force is therefore joining the
Straumann France group.
My first goal is to set the conditions
for success within this entity.
Previously we existed as two
independent organisations, but
we will now be working together
as a joint sales organisation. Up to
the end of this year, I will be working
towards the success of this transition
phase. At the same time I will be
working on refining our future
strategy. Effective from 2020, it will
aim to develop our business while
consolidating the relationships that
Anthogyr and Straumann maintain
with their practitioner customers.
How will the sales teams
be structured?

“The Anthogyr sales advisers
of today will always carry
the Anthogyr of tomorrow”
In reality, the Anthogyr sales advisers
of today, will always carry the
Anthogyr of tomorrow, the same
goes for Straumann, in a context
of collaboration.

Philippe Neimark, future Managing
Director of Straumann France

We will become one, united sales
team working together but offering
different brands.
Will the product portfolio of the
Anthogyr sales team expand?
Thanks to our partnership with
the group, our customers will benefit
from additional product ranges.
As from the final four-month period
of 2019, Anthogyr sales advisers
will be proposing biomaterials, for
example. But I must make it clear
that the Anthogyr products, our price
positioning and our dynamism
in terms of innovation will remain
the same.
Will Anthogyr customer relations
change in any way?
The skills of communication,
consulting and service, make
Anthogyr sales advisers true partners
of the dental practices and
laboratories they work with. We will
absolutely preserve this customer
relations dynamic and we will always
be part of a global support process
structured around our trainings
and events deployed on the national
territory.
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“

around

the world

EUROPE: A TERRITORY OF AMBITION



AND

COLLABORATION ”

INTERVIEW WITH JENS DEXHEIMER
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Jens Dexheimer,
Vice President of the Europe Straumann Group

Could you tell us about your career
path in a few lines?
I started as a Hub Manager Iberia
in Straumann (Jan 2010).
After 5 years, I moved to Germany
taking over the position as Country
Manager. At the beginning of 2016,
I moved into the EMB as responsible
for Europe. Before Straumann
I was working as Managing Director
for Procter & Gamble/ Wella
in different assignments (Brasil,
Italy and Germany).
What is your role today
in the Straumann Group?
I'm heading the European Sales
Region composed by the UK,
Nordics, Benelux, France, Germany,
Switzerland, Austria, Iberia, Italy,
Hungary and Czech Republic.
How do you feel about the
integration of Anthogyr into
the group? What opportunities
do you think it will generate within
the different European territories?

“Anthogyr will be one of our
global brands having Sallanches
as our global HQ for it.”
Anthogyr is a marvelous and well
established brand. The brand
heritage is unique and the company
DNA is very similar to the one
from Straumann. Anthogyr will be
one of our global brands having
Sallanches as our global HQ for it.
Beside the international roll-out

(e.g. US) we see a lot of opportunities
in Europe. Anthogyr will be our brand
in the Upper Value Segment. Neodent
will be positioned in the Lower Value
Segment. We will strengthen the sales
growth of Anthogyr in France and the
roll-out in the already existing markets.
In a further step, we will investigate
further markets in Europe.
Most of our customers are working
with at least two implant brands.
Anthogyr will be a powerful choice
for them.
In specific terms, how will
the Anthogyr European subsidiaries
join the group?
We are planning that the integration
will be terminated until end of 2018.
As per Jan 2020, we will have only
one legal entity in the respective
countries outside of France. The new
Straumann Group organization will
start in January 2020. We are planning
to merge Anthogyr and Neodent outside
of France in one Value Sales Force.
The two brands do have a different
product positioning with distinctive
target groups. We will build a strong
collaboration with the Straumann sales
force since a lot of the dentists are
working with two implant brands at least.
Which countries will Anthogyr prioritize
for its integration?
All countries with Anthogyr presence
are top priority (France, Iberia, Benelux,
UK, Italy). Main objective is to initiate a
smooth integration making sure to maintain
business focus and the growth momentum.
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Could you tell us more about the French market
and your collaboration with Philippe Neimark?

“France will be our second biggest market
in Europe, just after Germany.”
We are focusing a lot on France since we will
become the undisputed market leader with Anthogyr,
Neodent & Straumann. France will be our second
biggest market in Europe, just after Germany.
The Anthogyr sales force will have access to
further product portfolio choices (e.g. Biomaterials)
satisfying the needs of our customers. Our plan
is to have one sales management being responsible
for the whole implant portfolio. We will keep
dedicated sales reps for Anthogyr, Straumann
and Neodent. Philippe is a well known and
recognized business leader. His contribution
to the Anthogyr success is remarkable. I enjoy
a lot the collaboration with him and I highly value
his opinion.
For Straumann and Anthogyr alike, what sort of
business relationship do the clients and teams enjoy?
Both brands have a unique brand equity and reliability.
The customers value the superior solutions we
are delivering and the support in terms of sales force,
education & customer service. Both sales teams
understand the need of the customer very well
and they act quickly.
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Anthogyr IDS Stand Cologne 2019

Are there similarities between
the two business cultures?
The cultures of the two companies
are very similar. They stand for
entrepreneurship, high customer focus
and high engagement of the respective
organization. We value our people and
we know that they make the difference
towards competition.
How do you plan to achieve
the success of this integration?
What are your priorities
and your objectives?
We have an integration team
established composed by Anthogyr
& Straumann. Eric as Anthogyr CEO
and his lead team are supporting us
a lot. It is very clear that integration
needs to help us to develop and grow
the business. We want to invest
further continuing to pave Anthogyr’s
success story in the future as well.
The top priority is to design &
implement the future Go-to-Market
organization in the countries.
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