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IMPORTANT NOTICE (Disclaimer)

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. 
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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Protek Group: 
A leading vertically integrated pharmaceutical company

1 Consolidated Financial Statements of OJSC Protek for the three years ended 31 December 2009, 2008 and 2007 (“IFRS accounts”)
2 Calculated on the basis of revenue for each segment (excludes unallocated revenues and eliminations)
3 Calculated on the basis of EBITDA for each segment (excludes unallocated operating profits, D&A expenses and eliminations)

4 DSM annual market report 2009, by sales
5 Using 2009 RUR/US$ average exchange rate of 31.78
6 Pharmexpert data for 2009, by sales

#4 domestic player in Russia in 20096

Production plant certified for GMP 
compliance by Nycomed

Protek Group
2009 Consolidated Revenue1: RUR 91,581mln. (US$ 2,882 mln.5)

2009 Consolidated EBITDA1: RUR 5,837mln. (US$ 184 mln.5)

ProductionRetailDistribution

#2 player in Russia in 20094

Fast growing and profitable business:
2007-2009 Revenue CAGR: +37.1%
2009 EBITDA margin: 7.1%

#1 player in Russia in 20094

Nationwide coverage with over 168,000 
sq m of warehouse premises

2009 Sales1,2: RUR 3,484 mln. (US$ 110 mln.) 5

EBITDA1,3: RUR 699 mln. (US$ 22 mln.) 5
2009 Sales1,2: RUR 11,256 mln. (US$ 354 mln.) 5

EBITDA1,3: RUR 795 mln. (US$ 25 mln.) 5
2009 Sales1,2: RUR 83,121 mln. (US$ 2,616 mln.) 5

EBITDA1,3: RUR 4,290 mln. (US$ 135 mln.) 5

2009 EBITDA breakdown by segments32009 Revenue breakdown by segments2

Distribution 
(85%)

Production 
(4%)

Retail 
(11%)

Distribution 
(74%)

Production 
(12%)

Retail 
(14%)



Trading update

4

Trading summary

Since successful IPO in April 
2010, Protek has been 
outperforming the market and 
currently trades approximately at 
the level of the offering price 

IPO Summary

Share price  US$ 3.45 
Price change to IPO date -1% 
Market capitalization US$ 1.8 bln. 
Free-float 20% 
Free-float  US$ 0.4 bln. 
3m ADTV - RTS US$ 5.5 mln. 
3m ADTV – MICEX US$ 0.1 mln. 

Pricing Date April 26, 2010 
Common Stock Sold  114.3m shares 
Offering Price US$ 3.50 
Gross Proceeds  US$ 0.4 bln. 
Percent Primary Shares 50% 
Percent Secondary Shares 50% 
Net Proceeds to Company  US$ 0.2 bln. 
Market Capitalisation (post-money)  US$ 1.8 bln. 
IPO Enterprise Value  US$ 1.7 bln. 
EV/ 2009 EBITDA Pricing Multiple 9.4x 

Share price performance since IPO

0.0
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2.0

3.0
4.0

5.0

26-Apr 14-May 1-Jun 19-Jun 7-Jul 25-Jul 12-Aug 30-Aug
0.0

0.5

1.0

1.5

2.0

Share Price (US$m, LHS) RTS (LHS, rebased to Protek) Value traded (US$m, RHS)

Source:  Bloomberg, as of 3 September 2010

Source:  Bloomberg, as of 3 September 2010

-1%

-11%
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Russian Pharmaceutical Market in 1HY-2010

Source:  DSM report, 1HY-2010

Dynamics of the market, RUR bln. Dynamics across segments in packages

270 2814.1%

Source:  DSM report, 1HY-2010

Commercial pharmaceutical segment in 1HY-2010, packagesCommercial pharmaceutical segment in 1HY-2010, RUR

Source:  DSM report, 1HY-2010 Source:  DSM report, 1HY-2010
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24%

4%
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Value terms, RUR, bln.
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Russian Pharmaceutical market in 1HY-2010

Value terms, RUR, bln.

Volume terms, packs, bln. Volume terms, packs, bln.

Somewhat negative market 
dynamics in Q1- 2010 vs.     
Q1-2009 was compensated by 
strong performance in Q2-2010 
which allowed the market to 
demonstrate overall positive 
growth in 1HY-2010

The key drivers of the growth in
Q2-2010: increase in state-
financed sales, large volume of 
sales on the commercial market, 
stocking of pharmacies which was 
delayed in Q1-2010 until the 
changes in legislation and 
regulations on price markup
control for Life Essential 
Medicines came into effect

Strengthening competition and  
tightening regulation – key 
market themes of 1HY-2010 Start of large-scale regulatory inspections 

(investigations)
Establishment of the essential drug list with relevant 
pricing and registration procedures
Approval of a list of products and services to be 
provided to the Federal government through a public 
on-line auction from 1 January to 30 June, 2010
Strengthening of price competition

148

142

Q1-2009 Q1-2010

122

139

Q2-2009 Q2-2010

1.13

1.12

Q1-2009 Q2-2009

1.01

1.10

Q2-2009 Q2-2010

Introduction of a new procedure and 
maximum permitted retail and wholesale 
markups from 1 April 2010
Auction for Federal purchase of 
pharmaceuticals and diagnostic tools for RUR 
10.1 bln. held by the Ministry of Public Health 
& Social Development
Further strengthening of price competition

-4%
14%

-1% 9%

Key developments Key developments

Q2-2010Q1- 2010

Source:  DSM report, 1HY-2010

Source:  DSM report, 1HY-2010 Source:  DSM report, 1HY-2010

Source:  DSM report, 1HY-2010



8

Table of contents

1. Protek Group at a glance

2. Market performance in 2010

3. Group performance in 2010

4. Investment highlights



41,323
45,460

1HY–2009 1HY–2010

21,323 22,258
20,000

23,202

Q1–2009 Q1–2010 Q2–2009 Q2–2010

Consolidated sales dynamics, 
1HY-2010, RUR, mln.

Group Performance in 1HY-2010

Consolidated revenue of the 
Group in 1HY-2010 has 
increased by 10% and reached 
RUR 45,460 mln. 

The dynamics of sales growth of 
the Group in 1HY-2010 is well 
ahead of the 4.1% market growth 
for the same period. 

In 1HY-2010 the Distribution 
segment  accounted for c.84% of 
the consolidated Group revenue,
Retail and Production for c.11% 
and c.5% respectively

Consolidated quarterly sales 
dynamics, 1HY-2010, RUR, mln.

Segments performance in 1HY-2010 Segments share in sales, 1HY-2010*

Source: Protek Group unaudited management accounts 
1HY-2010

*Calculated on the basis of revenue for each segment 
(excludes unallocated revenues and eliminations

Distribution  
Sales value +11.7% 
Sales volume +12.0% 
Retail  
Sales value +1.0% 
Sales L-f-L -1.9% 
Average ticket +3.6% 
Production  
Sales value +50.8% 
Sales volume +48.0% 

Source: Protek Group unaudited management accounts 
1HY-2010

4.3%

10%
16.0%

Source: Protek Group unaudited management accounts 
1HY-2010

Distribution 
(84%)Production 

(5%)

Retail 
(11%)

9
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Performance of Distribution Segment in 1HY-2010

Sales Dynamics in 1HY-2010, RUR, mln.

Dynamics in packages in 1HY-2010, mln.

Source: Company data

1HY-2010 shows a stable growth of 
sales by 11.7%, to RUR 41,108 mln., 
compared to RUR 36,868 mln. in
1HY-2009 

The sales volume has increased by 
12.0% to 444 million packages vs.    
397 million packages in 1HY-2009

Key performance indicators in 1HY-
2010: customer base growth by ~8% to 
more than16,000 customers (14,870 in
1HY-2009), number of items in the 
product range increase by ~4% to 
c.15,000 (14,360 in 1HY-2009)

Key growth factors in 1HY-2010: 
increase in sales on the state-financed 
market, growth of the client base, 
improvement in the product range 
management

Source: Protek Group unaudited management accounts

36,868
41,108

1HY-2009 1HY-2010

+11.7%

397
444

1HY-2009 1HY-2010

+12.0%



Total distribution markup
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Markup dynamics in 2010

Retail markup (market average)

Trade distribution markup* Suppliers bonuses and rebates*

Strengthening competition 
along with tightening regulation 
drove markup down in 2010

Substantial changes in markup
structure - in 1HY-2009 over 
half of the total markup was 
contributed by trade markup
(as per shipping documents net 
of refunds and discounts) , 
while in 1HY-2010 it was 
mainly driven by manufacturers' 
bonuses 

Efficient work with 
manufacturers has become the 
key profitability factor in the 
distribution market 

30.8 %31.8 %32.1 %

0

10

20

30

40

1HY-2009 2HY-2009 1HY-2010

10.7%
13.2%

11.2%

(2.5)% (1.9)%

0.0%

-5

0

5

10

15

Commercial Budget Protek total

1HY-2009 1HY-2010

5.5%

9.3%
8.1%

6.0%

8.2%

13.5%

0

5

10

15

Commercial Budget Protek total

1HY-2009 1HY-2010

Source: Company data
* Calculated as % to total COGS

Source:  DSM report, 1HY-2010

Source: Company data
* Calculated as % to supplier to price 

Source:  Company data

19,7% 20,1%19.3%

9,6%
7,4%

13,6%

0

5

10

15

20

25

Commercial Budget Protek total

1HY-2009 1HY-2010
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Markup evolution

One can observe certain stabilization and recovery of markups in Q2-2010 supported by growth of bonus share in 
total markups

Total markup

Source: Company dataSource: Company data

Suppliers bonuses and rebates

0%

10%

20%

30%

Q1-2009 Q2-2009 Q3-2009 Q4-2009 Q1-2010 Q2-2010

Commercial Budget Total

0%

10%

20%

30%

Q1-2009 Q2-2009 Q3-2009 Q4-2009 Q1-2010 Q2-2010

Commercial Budget Total



Dynamics across pharmacies in 2010:
34 pharmacies were organically opened, 8
pharmacies closed

4 chains (49 pharmacies) were acquired

Total number of pharmacies as of September 
7th, 2010: 652* 

The sales dynamics of Retail in 1HY-2010
demonstrates a positive trend in line with market 
growth. The sales in Retail have grown by 1.0% 
reaching RUR 5,646 mln. vs. RUR 5,592 mln in 
1HY-2009

Like-for-Like pharmacies sales in 1HY-2010 showed 
negative dynamics (-2% to 1HY-2009), which is 
primary caused by the negative performance of -
4.3% in 1Q-2010

The main initiatives in Retail in 1HY-2010, aimed at 
increasing revenue and traffic: 

repositioning in terms of prices

adopting multi-format system

development of pharmacies and discount 
chains

increase of own private label products share

improvement in pharmacies’ staff productivity

13

Performance of Retail Segment in 1HY-2010

Sales Dynamics in 1HY-2010, RUR, mln.

Performance of Like-For-Like pharmacies in 1HY-2010, %

Source: Protek Group unaudited management accounts

Source: Protek Group unaudited management accounts

5,592 5,646

1HY-2009 1HY-2010

+1.0%

* incl. Zhivika chain

-11.3%

-0.8%

-5.3% -4.3%
-1.9%

+7.9%

+1.2%
+3.6%

+0.1%

1Q-10
vs.

1Q-09

2Q-10
vs.

2Q-09

1HY-10
vs.

1HY-09

1Q-10
vs.

1Q-09

2Q-10
vs.

2Q-09

1HY-10
vs.

1HY-09

1Q-10
vs.

1Q-09

2Q-10
vs.

2Q-09

1HY-10
vs.

1HY-09

# of tickets Average  ticket Sales dynamics
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Performance of Production Segment in 1HY-2010

1HY-2010 Sales dynamics, RUR, mln.

1HY-2010 Dynamics in packages, mln.

In 1HY-2010 the sales in the 
Production segment have 
increased by 50.8% and reached
RUR 2,458 mln. compared to 
RUR 1,630 mln. in 1HY-2009

Volume growth of 48% allowed 
the Group to produce 10.67 mln. 
packages vs. 7.21 mln. in 1HY-
2009

Share of own brands in revenue 
has increased from 14% to 22% 
and has exceeded RUR 339 mln. 
(+93% increase to 1HY-2009)

The growth factors: increase in 
sales of own brands on the state-
financed market, increase in 
sales of licensed drugs, targeted 
promotion of own brands

Source: Protek Group unaudited management accounts

Sotex own brands, %

1,630

2,458

14 22

1HY-2009 1HY-2010

50.8%

7.21

10.67

1HY-2009 1HY-2010

48.0 %

Source: Protek Group unaudited management accounts
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Key investment highlights

1 Defensive sector of consumer market with attractive growth dynamics

2 Successful business model built around distribution - the principal segment 
of the Russian pharmaceutical market

3 An established market leader in its business segments

5 Significant competitive advantages derived from vertical integration

4 Track record of profitable growth

6 Experienced management team
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Defensive sector of consumer market with 
attractive growth dynamics

Performance of various sectors in Russia, 2008-2009, 
YoY, in RUB terms

Estimated growth of pharmaceutical markets, CAGR 
2008-2013, in US$ terms

Source: IMS Health Consulting 2009 Source: DSM annual market report, 2009

1 2 3 4 5 6

One of the fastest growing pharmaceutical 
markets in the world

Strong performance of the sector 
in the crisis period
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Market is dominated by private commercial sector

YoY growth forecast by market segments, in RUB termsRussian pharma market (in retail prices, incl. VAT)

Commercial segment remains the largest 
and accounted for 75% of the total 
pharmaceutical market in 2009…

…and is expected to be the primary growth 
driver over the next three years

Source: DSM annual market report, 2009 Source: DSM annual market report, 2009

1 2 3 4 5 6
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Successful business model built around distribution

Distribution
Only 5 national distributors, controlling 82%2

Top 10 players account for 99% of total market share2

1 DSM presentation, 20.11.09
2 DSM annual market report, 2009
3 Pharmexpert, 2008 annual report 

Domestic producers
Nearly 620 domestic producers1

Top 10 producers account for 
31% of the domestic market 
share2

Foreign producers
Nearly 530 foreign 
producers1

Imports account for 76% of 
the total market3

Pharmaceutical retail Hospital segment / Healthcare services

Over 50,000 pharmacies in Russia1

Top 10 pharmacy chains account 
for just 18% of the market2

Over 22,000 hospitals and clinics in 
Russia4

Unconsolidated sector, primarily 
standalone state-funded hospitals

4 Rosstat, at the end of 2008

1 2 3 4 5 6
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1.1%
1.2%
1.5%

1.7%

1.8%

2.2%

2.8%

4.1%

1.0%
2.4%
2.8%
3.0%
3.0%
3.1%
3.1%
3.7%

6.0%

20.5%

2.0%
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Other 
81.5% 18.5%

Top 5 market share: 36.4% 

Strong market position across all business segments

Source: Pharmexpert data for 2009, by sales volumeSource: DSM annual market report, 2009, by sales value Source: DSM annual market report, 2009, by sales value

Note: Rigla market share represents the total market share of the 
Protek Retail segment

Distribution, 2009 Retail, 2009

Top 5 market share: 12.6% 

#2 player in Russia

Domestic production, 2009

#4 player in Russia

Top 5 market share: 82.0% 

#1 player in Russia

Other 
50.4% 49.6%

1 2 3 4 5 6

CV Protek
22.2%

SIA Intl
21.9%

Katren
15.7%

Rosta
13.2%

Alliance
Healthcare

9.0%

Other
18.0%

36.6

Rigla (Protek)

Pharmakor

Implozia

Raduga

Stolichnye apteki

Vita

Doktor Stoletov

Stary Lekar

Pervaya Pomosch

Pharmstandard

Stada

Valenta

Sotex (Protek)

Veropharm

Biotek

Polpharma

Farm-centre

Microgen

Krasnogorsklek
arstva
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Track record of profitable growth

Source:  IFRS accounts

Organic growth

Distribution: 
Investments of over RUB1.2bn (US$40mln2) in 2007-2009

Construction of a world-class logistics terminal, TST Transservice

Continuous modernisation and automation of logistics operations and IT platform

Retail: In the period of 2001-2009, Protek Retail segment has opened 347 pharmacies (~39 per year)

Production: Rapid product portfolio development, number of own brands reached 15 in 2009

Acquisitions

Retail: Since inception, Protek Retail segment has acquired 403 stores and continues to pursue a 
selective M&A strategy

Production: Sotex has entered an attractive biosimilar medicine market by acquiring control over 
Protein Contour, an R&D company

2 At US$/RUB = 30.0

Source: IFRS accounts

EBITDA and Profit margins
Revenue growth by business segment, 2007-2009 CAGR, 
in RUB terms

1 2 3 4 5 6

3.4%
4.5%

6.4%

0.9% 1.1%

3.6%

2007 2008 2009

19.6%

37.1%

19.2% 20.3%

Distribution Retail Production Group
EBITDA margin, % Adjusted Profit margin1, %
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Production-Distribution-Retail distribution channel 

Joint promotion programs 

Enhanced product quality control

Information exchange between companies of the Group

Integrated logistics infrastructure for all the Group 
segments

Integrated IT systems 

Uniform management, planning and reporting standards 

Significant competitive advantages derived from 
vertical integration

DISTRIB
UTIO

N

RETAIL

PRODUCTION

1 2 3 4 5 6
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Experienced management with long track record in 
pharmaceutical sector

Vadim Muzyaev
President, Protek
17 years with Protek

Alexey Molchanov
Head of Distribution
General Director, CV Protek
9 years with Protek

Sergey Anoshin
Chief Legal Officer, Protek
8 years with Protek                         

Dmitry Golub
Head of Production
Vice-President, Protek 
17 years with Protek   

Andrey Gusev
Head of Retail
General Director, Rigla
9 years with Protek

Timofey Prokopov, ACCA
CFO, Vice-President for Finance, Protek
6 years with Protek

Distribution Retail Production Group

1 2 3 4 5 6
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