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Safe Harbor

Except for the historical information contained herein, statements in this presentation and the

subsequent discussions, which include words or phrases such as “will”, “aim”, “will likely result”,

“would”, “believe”, “may”, “expect”, “will continue”, “anticipate”, “estimate”, “intend”, “plan”,

“contemplate”, “seek to”, “future”, “objective”, “goal”, “likely”, “project”, “should”, “potential”, “will

pursue” and similar expressions or variations of such expressions may constitute "forward-looking

statements". These forward-looking statements involve a number of risks, uncertainties and other

factors that could cause actual results to differ materially from those suggested by the forward-

looking statements. These risks and uncertainties include, but are not limited to our ability to

successfully implement our strategy, our growth and expansion plans, obtain regulatory approvals,

our provisioning policies, technological changes, investment and business income, cash flow

projections, our exposure to market risks as well as other risks. Ranbaxy does not undertake any

obligation to update forward-looking statements to reflect events or circumstances after the date

thereof.



Ranbaxy Overview

Global Presence

• Top 10 Global Generic Company

• Sales in ~125 Countries
• 2009 Revenue: $ 1.5 Billion

• 77% International; 23% India

• Ground Presence in 46 Countries

• Global Team with Global Mindset
• 13,000 Employees; Over 50 

nationalities

Unique Strengths & 
Capabilities

• Entrepreneurial & Empowering 
Culture

• Strong Presence in Emerging 
Markets : 59% of DF Sales

• Foray into Biosimilars and 
Specialty Injectables

• Global Regulatory Prowess

Vertically Integrated

• Manufacturing – DF and API
• 21 sites in 7 countries

• R&D
• #1 Cumulative ANDA Filer from India

• > 1300 R&D Personnel

• World-class Drug Discovery 
Infrastructure

• NCE collaborations

• Demonstrated NDDS capabilities

Largest pharmaceutical company out of India
with global reach and competencies across the value chain
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 Significant patent expiries through 2011

 Rationalizing Healthcare costs a key priority for Governments                             

 Advanced markets: Increasing 

genericisation

 Russia  South Africa

US $ Bn

Value of Drugs going off patent 2008 - 11

 Emerging Markets: accelerating branded 

generics

~ $ 50 Bn

~ $ 90 Bn

2005 2010

Key Growth Drivers

 India
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Wide range of low cost, high quality products

Manufacturing 
Efficiencies

Marketing R&D
Capabilities

Wide & Experienced 
Front-End  

Highly competitive 
domestic market

Labor 

Infrastructure 

Global Quality Structure

Skilled Scientist Pool

IP & Regulatory   

Process Chemistry

Competitive Advantages
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Global Reach 

• Developed Markets

North America, EU, Japan 

• Emerging markets

India, Romania, CIS, Africa

Therapeutic 

Width & Depth

Product Portfolio

Research & Dev.

• Generics

• Branded Generics

• Branded  

• OTC 

• Acute

• Chronic

• New Chemical Entities

• Generics / NDDS

• Complex / Niche/ FTF 

Business Model



Perhaps the largest front-end in the generic industry

Ground presence in 46 countries; products sold in 125

North America & 

Japan

Europe

Other Emerging 

Markets 

BRICS

• No. 1 in India

• Large, reputed player in 

CIS; growing rapidly

• No. 6 in Brazil

• No. 5 in S. Africa

• 43/54 countries in Africa

• Latam & Asia Pacific: 

long standing presence; 

good understanding; 

robust businesses 

• Pioneer entrant from 

India

• Strong local platform

• Canada: New market, 

growing rapidly

• Well established

• 23/25 EU markets

• No. 1 Generic+OTC player 

in Romania 

http://images.google.com/imgres?imgurl=http://www.molsci.csiro.au/library/gifs/compass.gif&imgrefurl=http://www.molsci.csiro.au/library/compass.html&h=344&w=333&sz=5&hl=en&start=5&um=1&usg=__sF-kZKyOnm_27RqfytHy2J4-u9Q=&tbnid=bojfNRH6EAixTM:&tbnh=120&tbnw=116&prev=/images?q=compass+image&um=1&hl=en&rlz=1T4GGLG_en___IN298&sa=N


Revenue Profile

$1,339 

$1,619 $1,667 
$1,519 

$1,700 

2006 2007 2008 2009 2010 (F)*

Global Revenue

Asia
$460, 33% 

North 
America  

$397 , 28%

CIS
$86, 6% 

Europe  
$269, 19% 

RoW
$196, 14% 

DF Revenue Breakdown- 2009

44%
54%

43%
39%

13% 7%

2005 2009

Market Mix

Emerging Developed Others

$ Million

Extensive ground presence, especially in high-growth brand-driven emerging markets

Favourable Market Mix

 Revenues spread across geographies

 Growing share of high growth, sustainable branded 
business in Emerging Markets

 Substantial presence in regulated, western markets: 
high volume base business + large Para-IV / FTF 
opportunities

=> Stability and sustainability of profits

* 2010 Guidance is based on INR-USD exchange rate of 46.00



One of the largest ANDA and FTF Pipeline

141 
Approvals

98 
Pending 

Approvals

231 
Cumulative 

Filings

53 Other 
ANDAs

13 P-IV 
FTFs

$ 21 
Billion

$ 24 
Billion In

n
o

vato
r

M
arket Size

*FTF for the 80 mg dosage strength respectively. Market sizes at innovator prices (Source :IMS); **BI – Boehringer Ingelheim

^ Including supply agreements beginning 2009 thru 2014 & 180 days exclusivity in 2014. Anticipated FTF launches 

depending on regulatory approval & litigation outcome,where applicable

Ability to monetize FTF opportunities…

Proven R&D and IP capabilities for developed markets => large base business + consistent 
upsides through Para-IV FTFs

Molecule Innovator
Market 

Size
Status Year

Simvastatin* Merck (Zocor®) $ 0.5 Bn Launched 2006

Pravastatin* BMS (Pravachol®) $ 0.2 Bn Launched 2007

Sumatriptan GSK (Imitrex®) $ 1.0 Bn Launched 2008

Valacyclovir GSK (Valtrex®) $ 1.3 Bn Launched 2009

Esomeprazole^ AZN (Nexium®) $ 5.5 Bn Settled 2009-14

Tamsulosin BI**/Astellas (Flomax®) $ 1.2 Bn Settled 2010

Atorvastatin Pfizer (Lipitor®) $ 8.0 Bn Settled 2011

Pioglitazone Hyd. Takeda (Actos®) $3.0 Settled 2012

138 
Approvals

66 
Pending 

Approvals

204 
Cumulative 

Filings
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Recent US Developments – Multipronged Strategy

We are working on all fronts to resolve all matters and minimize business impact

Further strengthening 
processes in 

Manufacturing

Realigning Supply Chain
• Sourcing opportunities
• Site transfers

Engaged in constructive 
dialogue with 

authorities 

Resolving the USFDA Import Alert and AIP is the highest priority

Warning 
Letters &

Import Alert on 
30 products 

from 2 Indian 
facilities; AIP 

Working with USFDA 
for an early solution 



Prepared for the future



Pharma & Business Imperatives…

Market Dynamics 
Necessitating 

Geography and Cost 
Re-evaluation 

• Developed Markets stagnating

• Healthcare Cost Containment

• Tightening Regulations

• Emerging Markets are Growth Drivers

• Price Sensitive; “Branded Generic”

Disruptive 
Technologies 
Challenging 
Established 
Portfolios

• Biologics, Genomics, 
Nanotech, others

• Enter and increase exposure

Productivity 
Under 

Pressure

• Increase Partnering:

• S&D, Collaboration, Licensing, 
Investment/ Equity

• Increase LCM focus

• Fewer Blockbusters 

• Reducing Patent Expiry Pipeline

With increasing pressures in the developed world, high-growth emerging markets necessitate higher focus
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• High Cost, Low Volume, High Margin Generic Products?
• Low Cost, High Volume, Lower Margin

Developed Markets?
• High Cost, Low Growth

• High Entry Barriers

Emerging Markets?
• Low Cost, High Growth

• Low Entry  Barriers

Acquire Capabilities?
• Higher Risk, High Cost, Higher Returns Partner for Capabilities?

• Lower Risk, Low Cost, Lower Returns

Going forward, will “pure-play” models be able to cater to shareholder expectations?



Combining Capabilities will Drive Growth

Originator 
Company

Generic 
Company

Hybrid 
Company

 Access to high growth, 
high volume markets

 Access to low cost R&D 
and Manufacturing

 Access to proprietary 
products

 Access to advanced 
competencies and 
capabilities

 Product portfolio spanning 
market segments

 Wider reach
 De-risked business model

Increasing trend of leveraging both models



Launch of DS 
products by 
Ranbaxy  in 
emerging 
markets

Leveraging 
Ranbaxy’s DDR 
infrastructure

Leveraging 
Ranbaxy’s low 
cost back-end

Accessing the 
large generics 
opportunity in 
Japan

Ranbaxy-Daiichi Sankyo: Key Synergies

A win-win for Daiichi Sankyo and Ranbaxy



In Summary

 A vertically integrated global pharmaceutical Company

 Presence across all key developed & emerging markets

 Strong distribution network & brand building capabilities

 Cost efficient India based Research & Development and 
Manufacturing

 Robust generic product flow 

 New high growth specialty segments  



Thank You


