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Disclaimer

Nothing in this presentation or in any  accompany ing management discussion of  this presentation (the "Presentation") constitutes, nor is it intended to
constitute: (i) an inv itation or inducement to engage in any  inv estment activ ity , whether in the United Kingdom or in any  other jurisdiction; (ii) any
recommendation or adv ice in respect of  the ordinary  shares (the "Shares") in ProStrakan Group plc (the "Company"); or (iii) any  of f er f or the sale, purchase
or subscription of  any  Shares.  
 
The Shares are not registered under the US Securities Act of  1933 (as amended) (the "Securities Act") and may  not be of f ered, sold or transf erred except
pursuant to an exemption f rom, or in a transaction not subject to the registration requirements of  the Securities Act and in compliance with any  other
applicable state securities laws.
 
The Presentation may  include statements that are, or may  be deemed to be "f orward-looking statements".  These f orward-looking statements can be
identif ied by  the use of  f orward-looking terminology , including the terms "believ es", "estimates", "anticipates", "projects", "expects", "intends", "may ", "will",
"seeks" or "should" or, in each case, their negativ e or other v ariations or comparable terminology , or by  discussions of  strategy , plans, objectiv es, goals,
f uture ev ents or intentions.  These f orward-looking statements include all matters that are not historical f acts.  They  include statements regarding the
Company 's intentions, belief s or current expectations concerning, amongst other things, the Company 's results of  operations, f inancial conditions, liquidity ,
prospects, growth, strategies and the industry  in which the Company  operates.  By  their nature, f orward-looking statements inv olv e risks and uncertainties
because they  relate to ev ents and depend on circumstances that may  or may  not occur in the f uture.  Forward-looking statements are not guarantees of
f uture perf ormance.  The Company 's actual results of  operations, f inancial conditions and liquidity , and the dev elopment of  the industry  in which the Company
operates, may  dif f er materially  f rom those suggested by  the f orward-looking statements contained in the Presentation.  In addition, ev en if  the Company 's
results of  operations, f inancial conditions and liquidity , and the dev elopment of  the industry  in which the Company  operates, are consistent with the f orward
looking statements contained in the Presentation, those results or dev elopments may  not be indicativ e of  results or dev elopments in subsequent periods.
Recipients of  the Presentation are adv ised to read the Prospectus dated 13 June 2005 issued by  the Company  f or a more complete discussion of  the f actors
that could af f ect f uture perf ormance and the industry  in which the Company  operates.  In light of  those risks, uncertainties and assumptions, the ev ents
described in the f orward-looking statements in the Presentation may  not occur.  Other than in accordance with the Company 's obligations under the Listing
Rules, the Company  undertakes no obligation to update or rev ise publicly  any  f orward-looking statement, whether as a result of  new inf ormation, f uture
ev ents or otherwise.  All written and oral f orward-looking statements attributable to the Company  or to persons acting on the Company 's behalf  are expressly
qualif ied in their entirety  by  the cautionary  statements ref erred to abov e and contained elsewhere in the Presentation.
 

The Presentation should be read in conjunction with the Company 's interim f inancial results f or the six month period ended 30 June 2005, copies of  which
are av ailable on the Company 's website (www.prostrakan.com). The Prospectus ref erred to abov e is also av ailable on the Company ’s website.
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Harry Stratford
(Executive Chairman)

Wilson Totten
(CEO)

Adrian Gardner
(CFO)

Alan Walker
(Commercial)

• Founder and former 
CEO of Shire 
Pharmaceuticals

• >30 years of pharma 
experience

• Former Director of R&D 
at Shire 
Pharmaceuticals

• Strong commercial 
focus from building 
Shire’s business

• >20 years pharma 
experience

• Former Managing 
Director at Lazard

• Extensive corporate 
finance background

• UK, European and US 
IPO and capital 
markets experience

• Extensive Sales and 
Marketing experience

• Director of 
International Marketing 
(US based) with 
Warner Lambert

• Regional President of 
Parke Davis in the UK, 
Italy, Scandinavia, 
Belgium and Ireland

• >30 years of pharma 
experience

ProStrakan – Senior Management
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Agenda

• H1 2005 Results Highlights Wilson Totten

• H1 2005 Financial Review Adrian Gardner

• Overview and concluding remarks Wilson Totten

• Questions & Answers All
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H1 2005 Operational Highlights

• IPO successfully completed June 2005, raising £40m (before expenses)
• Rectogesic (for chronic anal fissures) launched in UK in June

 Rapid uptake since launch
 EU MRP to be filed in second half of 2005

• Tostrex (testosterone gel for androgen deficient males) approved in 
Sweden
 Launch in Sweden due imminently
 EU Mutual Recognition Procedure (MRP) preparations underway for 

rest of Europe

• Positive pre IND meetings with FDA on transdermal anti-emetic patch 
(nausea following chemotherapy)
 Phase III trial due to commence by year end

• EU sales force roll out continued, particularly in Germany, Sweden & 
France

• Agreement with Duramed Pharmaceuticals* for development & marketing 
of Trimegestone patch (contraception) in USA & Canada
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H1 2005 Financial Highlights

• Revenues up 78% to £16.5m
 Sales of lead product, Adcal D3 (osteoporosis), up 59% to 

£4.5m (H1 2004: £2.8m)

• Gross profit rises 121% to £8.6m

• Retained loss of £14.5m; IFRS basic loss per share of 11.6p

• Net cash at period end of £56.1m
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IPO June 2005

• 40 million shares issued at £1 per share
 All primary offering – net proceeds to company £35m

• Market capitalisation on listing £186.8m
• Major shareholders:

 Warburg Pincus 39%

 Sanofi Aventis 14%

 LMS 8%

 3i Group plc 8%

• Inclusion in FTSE All Share Index from 19 September 2005
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Growing Revenues Experienced 
Management Broad Pipeline

• 3 drugs in 
registration

• 6 in clinical 
development

• World class 
discovery

• Significant up-
side potential

• History of 
building 
successful 
businesses

• 5 M&A deals in 
last 20 months

• 2 major in-
licensed products

• H1 05 - 78% 
growth in total 
revenues to 
£16.5m

• European 
specialty sales 
force 188 

ProStrakan – Differentiated Business Model

Rapidly expanding European specialty pharma company
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Now Soon Later

+

+
Lower risk development

In-licensing

Global IP

EU/US

Current products

EU

Lower risk development

In-licensing

Global IP

EU/US

Scale and Risk/Reward
Strategy Evolution…

NCEs

In-licensing

Global IP

EU/US

Current products

EU

Current products

EU
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Commercial Business

• Diverse portfolio with H1 2005 
product sales of £16.3m

• Significant growth potential from 
existing and already in-licensed 
products

• Establishing European sales and 
marketing infrastructure

• EU specialty sales force – 188 people

• Ready for new product launches in 
2005 and beyond 

• Provides strong platform for further 
in-licensing

Established commercial operations

Commercial presence

Limited export sales
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H1 2005 Financial Highlights

Adrian Gardner

10



ProStrakan

Financial Highlights 

H1-05 H1-04 Change

Product sales  16.3  9.2 +78%

Total revenue  16.5  9.3 +78%

Gross margin    8.6  3.9 +121%

Operating loss (15.6) (0.6)   n/m

Retained loss (14.5) (0.5)   n/m

Loss per share (11.6)p (0.9)p   n/m

Figures in £m except per share amounts
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Operating Expenses

H1-05 H1-04 FY 04

Gross margin   8.6  3.9    9.8
(%) 52.2% 41.9%    45.6%

Distribution costs  (9.5) (3.7)   (8.9)
R&D  (9.2) (1.8) (10.5)
Administrative expenses  (5.6) (1.9)   (7.2)
“Negative goodwill” *  2.9     3.0
Other    0.1     0.2

Operating loss (15.6) (0.6) (13.6)

IFRS 2 charge incl. above    1.7  0.1    1.7

Figures in £m

* Excess of acquirer’s interest in fair value of net assets over cost
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Cashflow H1 2005

• Net cash at 30 June 2005:  £56.1 million
• Proceeds of IPO before expenses:  £40 million

Figures in £m

-20.0 -10.0 0.0 10.0 20.0 30.0 40.0 50.0

Foreign exchange
movements

Cash from
financing activities

Cash used in
investing activities

Cash used in 
operating activities(13.1)

(2.9)

38.5

(0.4)
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Product Sales

H1-05 H1-04
• Adcal D3 4.5 2.8
• Isotard XL 2.0 1.9
• Tebetane 1.7 (2)

• Droperidol 1.6 1.3 (1) 
• Piprol 0.5 (2) 
• Sandoglobuline 3.7 (3) 2.3 (1) 
• Other products 2.3 0.9

Notes
11. Acquired on 26 Jan 2004 through acquisition of OTL Pharma SA
12. Acquired on 30 Nov 2004 through acquisition of Elfar SA
13. Licence period ended in Jun-05 – no further sales to be recorded

Figures in £m
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UK Principal Products – In-Market Sales
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Tebetane
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Continental European principal products – in market sales

Droperidol
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Overview and Concluding Remarks

Wilson Totten
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New Product Flow – Dual Strategy

Internal R & D

• Extensive development pipeline

• Proven development expertise 

• Substantial pre-clinical 
programme

• World class discovery 
 Discovery expertise in bone 

biology and steroid chemistry
 Spin-out from Aventis

Key drivers of sustainability and future value 
creation

Licensing and M&A

• Active in-licensing approach 
 Leverage European 

commercial infrastructure
 E.g., Tostrex and Rectogesic 

from Cellegy (2004)
 Position as in-licensing 

“Partner of Choice”

linked 
to
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Global OnychomycosisTopical NO for 
onychomycosis

GlobalAlopeciaTopical anti-androgen 
(PSK3841)

GlobalHypogonadismTestosterone-
glucoside

EUOsteoporosisAdcal D3 
reformulation

Global

Global

Global

EU

EU

GeographyLaunch
Phase 
II

HRT and 
contraception

Trimegestone patch 
(PSK3987)

Oestradiol-glucoside

Transdermal anti-
emetic patch

Rectogesic

Tostrex

Project

Hormone 
Replacement 
Therapy

Anti-emetic

Anal fissures

Hypogonadism

Indication
Phase 
III

Phase 
I

Sustainable Sources of New Products
Development Candidates
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20152008OsteoporosisLRP5

2007

2007/2008

2006

2006/2007

2006

First Candidate 
to Enter Clinic

2014Osteoporosis/
Hyperparathyroidism

Vitamin D3 
Receptor 
Modulators

SARMS

IRAM

OARA

PSK1594

Project

2015Male Osteoporosis/
Prostate cancer

2012/2013Bone metastases

2014Osteoporosis

2012/2013Hyperparathyroidism

Potential Launch 
DateIndication

Sustainable Sources of New Products 
Early Stage Pipeline
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Rectogesic
Successful UK Launch -  Near Term Revenue Driver

• Indicated for pain associated with 
chronic anal fissures
 Only registered product

 Alternatives made up in pharmacies

 Up to 800,000 individuals suffering
from anal fissures in the EU (est. 25% 
chronic)

• Pan-EU rights licensed from Cellegy

• Approved in UK, launched June 2005
 EU mutual recognition filing H2 05
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Rectogesic – Powerful UK Advertising Campaign
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Extensive Launch Platform

• Coverage (2 months post launch)
 500 GPs per week, 500 others (Pharmacists, Hospital 

Specialists, Pharmacy Advisors)

• Mailing x2
 N= 24000 (GPs, Hospital, Prescribing Advisors)
 20% response RPC for sales team access

• PR activity/ advertising
 medical, pharmacy, lay press

• Opinion Leader Conferences
 Colorectal surgeons – Dublin

• Rapid hospital formulary adoption
 107 inclusions to date
 48 at D&T Committee stage
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Tostrex
Another Near Term Revenue Driver

• Testosterone gel for androgen deficient males (PADAM)
 High strength, less gel to apply
 Accurate dose titration through dispenser system

• Pan European rights licensed from Cellegy
 Approved in Sweden
 EU Mutual Recognition for rest of Europe

• Underdeveloped market
 PADAM common in over 50’s 

 c.20%, increasing with age
 Low testosterone has high co-morbidity 

 Type 2 Diabetes, Cardiovascular disease

• c.$400 MM market in USA
 Gels driving market size

ProStraka
n
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Transdermal Anti-Emetic Patch 

• Unmet medical need: non-invasive 
treatment of acute CINV following multi-
day chemotherapy

• Internal project – wholly owned for US, 
EU and Japan

• Entering Phase III in late 2005
 Phase II results demonstrated peak 

efficacy of 85% prevention of acute 
CINV

• Target launch 2008 – regulatory path 
already under discussion with US/EU 
authorities

• Commercial manufacturer identified
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Major News Flow H2 2005

• Launch of Tostrex in Sweden

• MRP filing for Rectogesic

• Ostalis – product licence expected by end of year

• Further expansion of European sales force

• Adcal D3 takes market leadership by volume

• Submission of further MAs for Siklos and Droperidol

• File IND and initiate Phase III for transdermal anti-emetic patch

• Entry to FTSE All Share Index, September 19 2005
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Concluding Remarks

• IPO successfully completed, positioning company for growth and 
profitability

• Excellent first half

• Strong growth in product sales

• Recent product launches performing well

• Continued roll out of European sales capability
 Acquisition of APS Pharma, Germany
 Additional sales reps: France, Germany, Sweden, UK

• Progress in R&D pipeline:  transdermal patch moving to Phase III
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