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This presentation has been prepared by OAO Protek (the "Company"). By attending the meeting where the presentation is made, or by reading the presentation slides, you agree to the following
limitations and notifications.

This presentation is strictly confidential to the recipient, may not be distributed to the press or any other person, and may not be reproduced in any form, in whole or in part. Failure to comply with this restriction
may constitute a violation of applicable securities laws.

This presentation does not constitute or form part of an offer, solicitation, or invitation to subscribe for, underwrite or otherwise acquire, and should not be construed as an advertisement for, any securities of the
Company or any of its subsidiaries in any jurisdiction or an inducement to enter into investment activity in any jurisdiction. Neither this presentation nor any part thereof, nor the fact of its distribution, shall form the
basis of, or be relied on in connection with, any contract or commitment or investment decision whatsoever.

The information contained in this presentation has not been independently verified. The information in this presentation is subject to verification, completion and change without notice and the Company is not
under any obligation to update or keep current the information contained herein. Accordingly, no representation, warranty or undertaking, express or implied, is made by the Company, directors, officers or
employees as to, and no reliance should be placed on, the fairness, accuracy, completeness or correctness of the information or the opinions contained herein. The Company, directors, officers, employees,
affiliates, advisers or representatives shall have no liability whatsoever (in negligence or otherwise) for any loss howsoever arising from any use of this presentation or its contents or otherwise arising in connection
with the presentation.

In any member state of the European Economic Area, this presentation is made to and directed only at persons who are qualified investors within the meaning of article 2 (1)(e) of the Prospectus Directive
(2003/71/EC) ("Qualified Investors"). In addition, in the United Kingdom, this presentation is made to and directed only at: (i) investment professionals falling within article 19(5) of the Financial Services and
Markets Act 2000 (Financial Promotion) Order 2005 (the "Order") and (ii) high net worth individuals, and other persons to whom it may lawfully be communicated, falling within article 49(2)(A) to (D) of the Order
(such persons together with Qualified Investors, being "Relevant Persons"). In these jurisdictions, persons who are not Relevant Persons must not rely on or act upon the information contained in this presentation
or any of its contents. Any investment or investment activity to which this presentation relates is only available to Relevant Persons and will be engaged in only with Relevant Persons.

This presentation does not constitute an offer of securities for sale in the United States of America, its territories or possessions (the “United States”). Accordingly, neither this presentation nor any part or copy of it
may be taken or transmitted into the United States or distributed, directly or indirectly, in the United States or to any “US person” (as that term is defined in the US Securities Act of 1933, as amended (the
“Securities Act”)) except in reliance on an exemption from the registration requirements of the Securities Act. Any failure to comply with this restriction may constitute a violation of United States securities laws.
The Company’s securities have not been and will not be registered under the Securities Act and may not be offered or sold in the United States of America except pursuant to an exemption from, or a transaction
not subject to, the registration requirements of the Securities Act.

Neither this presentation nor any part or copy of it may be taken or transmitted into Canada, Australia or Japan or distributed directly or indirectly in Canada or distributed or redistributed in Japan or to Canadian
persons or to any securities analyst or other person resident in any of those jurisdictions. Any failure to comply with this restriction may constitute a violation of Canadian, Australian or Japanese securities law. The
distribution of this presentation in other jurisdictions may be restricted by law and persons into whose possession this presentation comes should inform themselves about, and observe, any such restrictions. The
Company has not registered and does not intend to register any of its securities under the applicable securities laws of Canada, Australia or Japan.

This presentation does not constitute an offer to the public or an advertisement of any securities in the Russian Federation, and is not an offer or an invitation to make offers to purchase securities in the Russian
Federation, and must not be passed on to third parties or otherwise made publicly available in the Russian Federation.

This presentation is not directed at, or intended for distribution to or use by, any person or entity that is a citizen or resident or located in any locality, state, country or other jurisdiction where such distribution,
publication, availability or use would be contrary to law or regulation or which would require any registration or licensing within such jurisdiction. The information contained in this presentation does not constitute a
public offer under any applicable legislation, or an offer to sell or solicitation of an offer to buy any securities.

Matters discussed in this presentation may constitute forward-looking statements. Forward-looking statements include statements concerning plans, objectives, goals, strategies, future events or performance, and
underlying assumptions and other statements, which are other than statements of historical facts. The words “believe”, “expect”, “anticipate”, “intends”, “plan”, “estimate”, “aim”, “forecast”, “project”, “will”, “may”,
“might”, “should”, “could” and similar expressions (or their negative) identify certain of these forward-looking statements. Forward-looking statements include statements regarding: strategies, outlook and growth
prospects; future plans and potential for future growth; liquidity, capital resources and capital expenditures; growth in demand for products; economic outlook and industry trends; developments of markets; the
impact of regulatory initiatives; and the strength of competitors.

The forward-looking statements in this presentation are based upon various assumptions, many of which are based, in turn, upon further assumptions, including without limitation, management’s examination of
historical operating trends, data contained in the Company’s records and other data available from third parties. These assumptions are inherently subject to significant uncertainties and contingencies which are
difficult or impossible to predict and are beyond the Company’s control and it may not achieve or accomplish these expectations, beliefs or projections. In addition, important factors that, in the view of the
Company, could cause actual results to differ materially from those discussed in the forward-looking statements include the achievement of the anticipated levels of profitability, growth, cost and its recent
acquisitions, the timely development of new projects, the impact of competitive pricing, the ability to obtain necessary regulatory approvals, and the impact of general business and global economic conditions.
Past performance should not be taken as an indication or guarantee of future results, and no representation or warranty, express or implied, is made regarding future performance.

These forward looking statements speak only as at the date as of which they are made, and none of the Company, directors, officers, employees, affiliates, advisers or representatives intend or have any duty or
obligation to supplement, amend, update or revise any of the forward-looking statements contained in this presentation, or to reflect any change in the Company's expectations with regard thereto or any change in
events, conditions, or circumstances on which any such statements are based or to update or to keep current any other information contained in this presentation.

Some of the information in the presentation is still in draft form and will only be finalised at the time of the Offering. The information and opinions contained in this presentation are provided as at
the date of this presentation and are subject to change without notice.
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0 Market Overview Q3 and 9 months 2011
3 Vadim Muzyayeyv, President of Protek Group
E Business Overview and Operating Highlights

- Vadim Muzyayev, President of Protek Group
3 Timofey Prokopov, CFO of Protek Group
: Igor Filatov, General Director of CV Protek

- Questions and Answers

Details of conference call:

October 27-th, 2011 17:00 — 18:00 (Moscow) / (14:00 — 15:00, London)

Participant Telephone Numbers: 8 499 272 4337 - Moscow
8 10 8002 1774011 - Russia (Moscow only) Toll Free
+44 (0) 20 3003 2666 - Standard International Access
0808 109 0700 - UK Toll Free

Participant PIN: 3420201#




Russian Pharmaceutical Market, Q3-2011

In Q3-2011, the Russian
pharmaceutical market grew by
15.6% y-0-y (in rouble terms) to
approx. RUB 180 billion

In package terms Q3-2011 saw the
market grow by 0.9%*, with
1,266 min. packages sold*

Commercial segment of the market,
which is strategic for Protek Group,
grew by 18.0% against Q3-2010 (in
rouble terms).

The market growth in Q3-2011 was
driven mostly by sales in the
commercial segment (up 18.0%), the
parapharmaceuticals segment (up
22.0%) and the state-funded segment
(up 12.8%).

Source: Preliminary data of DSM Group

Market Performance, RUB billion
Including Parapharmaceuticals

15.6% 180

m State-funded
= NMRP

Parapharma

m Commercial
FPP

Q3-2010

Source: Preliminary data of DSM Group

Q83-2011

Market Breakdown, 3Q-2011
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Market Performance, min. packages
Excluding Parapharmaceuticals

1.2 o 1,266
,256 2%—»

m Commercial
FPP

= State-funded

= NMRP

Q3-2011

Source: Preliminary data of DSM Group

Q3-2010

Segment Performance, 3Q-2011

22.0%
18.0%

12.8%

Source: Preliminary data of DSM Group

State-funded Parapharma  Commercial

-4.3%

Source: Preliminary data of DSM Group
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Market Performance, 9M 2011, min.

= In 9M 2011, the Russian Market Performance, 9M 2011, RUB billion packages*
pharmaceutical market grew by 11.1% Including Parapharmaceuticals Excluding Parapharmaceuticals
y-0-y (in rouble terms) to approx.
RUB 554 billion a9g 11.1% 24 3767 0.1% 3,770

75

/V
= The first nine months of 2011 saw the -

market grOW by 010/0*, Wlth 3,770 mln 96 wState-funded » State-funded

packages sold* 88 =NMRP = NMRP
= In 9M 2011, commercial segment of the Parapharma '(F:S?memial
market, which is strategic for the 208 il "Commercd

Group, grew 13.9% y-0-y
= [n 9M 2011, the market showed a

positive year-on-year trend in rouble oM 2010 M 2011 9M 2010 9M 2011
terms, driven mostly by inflation, higher Source: Preliminary data of DSM Group Source: Preliminary data of DSM Group
demand and the increases in the
average package price, due to shifts in Market Breakdown, 9M 2011 Segment Performance, 9M 2011
demand towards more expensive
medical products Statg;;unded 13.9%
NMRP Commercial 9 4% 9.3%
129% 61%
2.6%
Parapharma
17% ' ' '
NMRP State-funded Parapharma  Commercial

FPP

Source: Preliminary data of DSM Group Source: Preliminary data of DSM Group

Source: Preliminary data of DSM Group




Group Operating Highlights, Q3-2011 and 9M 2011

= The consolidated revenue of the

Group grew by 3.4% to
RUB 27,283 million in Q3-2011

In the first nine months of 2011, the
Group’s consolidated revenue grew
by 4.1% to RUB 74,794 million,
driven by sales in the Retalil
Segment (up 17.3%) and the
Production Segment (up 6.4%)

In 9M 2011, the share of the
Distribution Segment was 82.7% of
the total consolidated revenue, with
the Retail Segment and the
Production Segment accounting for
12.5% and 4.7% respectively
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Unaudited Revenue
in @3-2011, RUB min.

Unaudited Revenue
in 9M 2011, RUB min.

3.4% 27,283 71 ,842 4.1% 74,794

26,382

3Q-2010

Source: unaudited management accounts of Protek Group, preliminary data

3Q-2011

9M 2011

9M 2010

Revenue growth by Segment in Revenue Share by Segment in

9M 2011, % 9M 2011, %*
17.3% Production
4.7%
Retail
12.5%
6.4%
Distribution
050/0 8270/0
Distribution Retail Production )

Calculated in relation to the total revenue from each segment
(excluding retained earnings and eliminations)

Source: unaudited management accounts of Protek Group, preliminary data




Distribution Segment Operating Highlights, Q3-2011

* In Q3-2011, revenues in the Distribution Segment

remained almost flat year-on-year, growing by
just 0.1%. Sales in the commercial segment were
up 8% y-o0-y and down 29.6% in the state-funded
segment (incl. NMRP (-50.7%) and the hospitals
market (-26.1%))

= Sales of packages in the Distribution Segment
were down 15.4% against Q3-2010. Both the
commercial segment and the state-funded
segment saw lower sales of packages, though
the average package grew 18% (from RUB 95 to
RUB 112), driven by the Company’s measures to
optimize its product range

= The key drivers in Q3-2011 were: measures to
increase margins and average package price;
smaller product range (- 6%), due to the
elimination of certain low-margin products; and a
lower share of the state-funded segment

AWz
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Revenue in Q3-2011, RUB min.

24,253 24,273
0.1% l
Q3-2010 Q3-2011

Source: unaudited management accounts of Protek Group, preliminary data

217

Q3-2011

Sales in @Q3-2011, min. packages

257
-15.4%

Q3-2010

Source: Company data
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Revenue in 9M 2011, RUB min.

= The first nine months of 2011 saw the
revenue grow by 0.5% year-on-year. Sales
in the commercial segment were up 7.4%
against 9M 2010 and down 23.2% in the
state-funded segment (incl. NMRP (-71.2%)
and the hospitals market (+1.8%))

65,419 0.5% 65,749

= In 9M 2011, sales of packages in the
Distribution Segment dropped 10.9% y-o0-y,
with sales in the commercial segment falling
11.4% and sales in the state-funded '
segment down 5.0%, though the average 9M 2010 9M 2011
package price grew by 13% from RUB 94 to Source: unaudited management accounts of Protek Group, preliminary data
RUB 106

Sales in 9M 2011, min. packages

= In 9M 2011, the product range was cut by
6% y-0-y to 14,000 items 701 -10.9%

9M 2010 9M 2011

Source: Company data




Distribution Segment Operating Highlights, Q3-11 & 9M 2011 X%

= Commercial segment is central to the
Distribution Segment’s business
(accounting for over 80% of its
revenue in every quarter of 2011). In
9M 2011 the commercial sales have
shown continuous growth g-0-q

Commercial segment includes direct
sales to pharmacies and wholesalers

In 9M 2011, the share of the
commercial segment in the Distribution
Segment’s total revenue grew, while
the state-funded contribution shrank by
23.2% (including hospitals and NMRP),
due, inter alia, to changed regulatory
environment of the state-funded sector
and for economic feasibility reasons
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Distribution Segment: Revenue in the Commercial Segment in 9M 2011,
RUB min.

9.4%
8.0%

4.0%

Q1-2011/Q1-2010

Source: Company data

Q2-2011/Q2-2010 Q3-2011/Q3-2010

The Company’s Revenue Breakdown, 9M 2011, %

3% 2% 2%
14% 16% 14%

m NMRP
Hospitals
® Commercial

Q1-2011

Source: Company data

Q2-2011 Q3-2011




Retail Segment Operating Highlights, Q3-2011 1

Pharmacy performance in Q3-2011:

= 14 pharmacies were organically opened

= 6 pharmacies were closed

= As of 30 September 2011, there were a
total of 663 pharmacies

In Q3-2011, revenue in the Retail Segment
(Rigla) grew 12.9% y-o-y. The growth in the
comparable revenue bases including VAT
was 20.1%".

Tickets increased by 7.7% against Q3-2010

Revenue of Like-for-Like pharmacies
decreased by 1.2%, though the average
ticket price grew by 5.7% y-o0-y. The growth
in the comparable revenue bases including
VAT amounted to 5.6%, with tickets
decreasing by 6.6%.

In Q3-2011, the range of private label
products grew to 216 items (as compared to
92 in Q2-2011), accounting for 2.1% of the
revenue and 4.9% of the gross income

The number of “Bud Zdorov!” (Bless You!)
discount chain pharmacies grew to 94 (from
77 as of 30 June 2011)

A%
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Revenue in Q3-2011, gross of

Revenue in Q3-2011, RUB min. VAT, RUB mIn.*

3,199 3399"

12.9% 20.1%

2,834

2,834

Q3-2010 Q3-2011 Q3-2010 Q3-2011
Source: unaudited management accounts of Protek Group, preliminary data
L-f-L Revenue Indicators in Q3-2011, net of VAT, %
5.7% 5.6%

Revenue, net of VAT, %

-R

evenue, gross of VAT, %*
-1.2%

Tickets, %

Average ticket
price performance, %

-6.6 %

Source: unaudited management accounts of Protek Group, preliminary data




Retail Segment Operating Highlights, 9M 2011 %

Pharmacy performance in 9M 2011:

= 43 pharmacies were organically
opened

= 28 pharmacies were closed

= As of 30 September 2011, there were
a total of 663 pharmacies

In 9M 2011, revenue growth in the Retalil
Segment outstripped that of the commercial
segment (13.9%) having increased by
17.3% y-0-y to RUB 9,948 min. against
RUB 8,480 min. in 9M 2010. The growth in
the comparable revenue bases including
VAT amounted to 24.5%".

Tickets increased by 13.8%, with the
average ticket price growing 2.9% from
RUB 266 to RUB 273

In 9M 2011, revenue of the Like-for-Like
pharmacies decreased by 0.6%. A
decrease of 5.0% in tickets was largely
compensated by a 4.6% growth of the
average ticket price. The growth in the
comparable y-0-y revenue bases including
VAT was 6.5%".

A%
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Revenue in 9M 2011, gross of

Revenue in 9M 2011, RUB min. VAT, RUB min.*

10,544
9,948 24.5%

17.3%

8,480 8,480

9M 2010 9M 2011 9M 2010 9M 2011
Source: unaudited management accounts of Protek Group, preliminary data
L-f-L Revenue Indicators in 9M 2011, net of VAT, %
6.5 %

Tickets, % Revenue, net of VAT, %

Revenue,

Average ticket N ro
0.6% gross of VAT, %*

price performance, %

-5.0%

Source: unaudited management accounts of Protek Group, preliminary data
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Revenue in Q3-2011, RUB min.

* In Q3-2011, revenue of the Production
Segment grew by 18.8% y-0-y to 1074 18.8%
RUB 1,275 min. against RUB 1,074 min.
in Q3-2010, driven by sales of own
brands and licensed generics products

1,275

= Sales in packages were up 82.7%, driven
by a growth in licensed generics products
(Baralgin, Claforan) and own brands
(Amelotex, Neurox)

= Own brands in Q3-2011 included 35 items Q3-2010 Q3-2011
= In Q3-2011, sales own brands grew by —=— Own brands, %

66.3% y-0-Y, with their contribution going Source: unaudited management accounts of Protek Group, preliminary data

up from 15.4% to 21.5% to reach .

RUB 274 min. Sales in Q3-2011, min. packages

= Growth drivers in the own brands
segment include Amelotex, Neurox,
Cereton, and Flamax

Q3-2010 Q3-2011

Source: Company data




Production Segment Operating Highlights, 9M 2011 1

In 9M 2011, the Production Segment
revenue grew by 6.4% to RUB 3,758 min.
against RUB 3,532 miIn. in 9M 2010

Sales in packages dropped 14.2% — from
13.2 mIn. in 9M 2010 to 11.30 miIn., due to
lower sales of licensed generics like
Baralgin and Bactisubtil and focus on own
brands

In 9M 2011, own brands grew by 60.3% y-
0-y in revenue, with their revenue share
going up from 14.3% to 21.5% to reach
RUB 808 min.

Sales growth drivers included structural
shifts in the sales mix: stronger own
brands and certain licensed generics and
weaker licensed generics like Baralgin and
Bactisubtil

2
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Revenue in 9M 2011, RUB min.

3,758

3,532 6.4 %

9M 2010 9M 2011
®&—e (Qwn brands, %
Source: unaudited management accounts of Protek Group, preliminary data
Sales in 9M 2011, min. packages
13.2 -14.2%
11.30

9M 2010 9M 2011

Source: Company data




