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Kalbe Farma at a Glance 
• The largest publicly‐listed pharmaceu5cals company in Southeast Asia, with market cap 
more than 3 billion USD 

• Over 10,000 employees and a marke5ng and sales force of 4,000 covering 80% of the 
Indonesian consumer health and 100% of the Indonesian prescrip5on pharmaceu5cals 
market 

• Kalbe markets 95% of its products in Indonesia as Indonesian pharmaceu5cal market s5ll 
presents a very aLrac5ve market: 

–   total value of 4 Billion USD and  
–   annual growth of more than 10% 

• Kalbe con5nuously expands its market. Today, it already promotes the products in 6 
major markets in Southeast Asia and some countries in Africa.  

• In addi5on, Kalbe also strives to penetrate highly regulated market such as Europe 
through its patented product, named Kalsolac™. But, it faced several challenges along the 
road… 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Kalsolac™ at a Glance 

•  Kalsolac is a lactate based infusion solu5on, invented by the 
late Prof. Xavier Leverve from France 

•  Kalsolac composi5on: 
–  consists of very old compounds and therefore the safety profiles of 

the individual compounds are highly known; mi5gated a lot of risks in 
drug development.  

•  Ini5al pilot clinical studies showed promising results for 
Trauma5c Brain Injury and cardiac surgery pa5ent.  

•  Based on the above considera5ons, Kalbe decided to acquire 
the project in 2003. 

•  Through its subsidiary, Innogene Kalbiotech Pte Ltd (IGK), we 
filed the patent and the EU patent was granted in 2006.  



Granted EU Patent 



Challenges in Penetrating EU Market 
1.  Availability of clinical data for the EU requirement to support the 

indica5on: 
–  The clinical trial cost was very high 
–  Challenges in finding suitable partners to co‐develop 

2.  Availability of the drug supplies for both clinical study and 
commercializa5on  
–  Challenges in finding manufacturer with EU GMP (Good Manuf. 

Prac5ce) with reasonable investment 
3.  Racing with 5me: 

–  The expiry of the patent 
4.  Commercializa5on challenge: 

–  Compe55on in the market 

Nevertheless, we do not give up and con5nue our strive to 
overcome all the challenges to go to EU by implemen5ng 

new and innova5ve strategies 



Thank you. 


