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Disclaimer

Statements included herein that are not historical facts are forward-looking 
statements. Such forward-looking statements involve a number of risks and 
uncertainties and are subject to change at any time and MobergPharma does 
not undertake to update, complete, revise or keep current the information or 
statements contained herein. In the event such risks or uncertainties 
materialize, MobergtƘŀǊƳŀΩǎ ǊŜǎǳƭǘǎ ŎƻǳƭŘ ōŜ ƳŀǘŜǊƛŀƭƭȅ ŀŦŦŜŎǘŜŘΦ

The risks and uncertainties include, but are not limited to, risks associated 
with the inherent uncertainty of pharmaceutical research and product 
development, manufacturing and commercialization, the impact of 
competitive products, patents, legal challenges, government regulation and 
approval, MobergtƘŀǊƳŀΩǎ ŀōƛƭƛǘȅ ǘƻ ǎŜŎǳǊŜ ƴŜǿ ǇǊƻŘǳŎǘǎ ŦƻǊ 
commercialization and/or development and other risks and uncertainties 
detailed from time to time in MobergtƘŀǊƳŀΩǎ ƛƴǘŜǊƛƳ ƻǊ ŀƴƴǳŀƭ ǊŜǇƻǊǘǎΣ 
prospectuses or press releases.

The information in this presentation does not constitute an offer to sell or an 
invitation to buy securitesin MobergPharma.
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Creating shareholder value ςinvestment case
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Commercial niche player

Growing and profitable business

Late-stage pipeline 

Strong team and track record

TM
TM

TM

Organic and M&A, leader in 3 niches

Distributors and Direct Sales

Innovation Engine

Aligned interests and 
diversity



Moberg Pharma in brief

Commercial business

Pipeline assets

Focus next 12 months



Moberg Pharma  - a leader in topical niche categories
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OTC Sales in the U.S.

ÅDistribution in all major retailers
Å #1 in nail fungus 

#1 in liquid bandages
#2 in pain relief sprays

Distributor sales

Å #1-3 in many markets
Å 3 Top-50 partners

Mylan, Menarini, Endo

Innovation Engine

Å MOB-015 - $250-500m
Å BUPI - $50-100m 
Å Future market leaders in 

their respective niches 

5
BRANDS

40+
COUNTRIES PIPELINE ASSETS

2 PHASE 3

COMMERCIAL BUSINESS
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Commercial business - Revenue mainly from direct sales

Channel Product Geographies

Fiber 
Choice
12%

Distributors
10%

Direct
90%

Other 
(mainly New Skin) 

33%

Nalox/ 
KerasalNail

35%

Dermoplast
20%

ROW
5%

Europe 
6%

Americas
89%

Distribution of revenue, January ςJune 2017

Å Share from direct sales continues to grow after acquisitions
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Rapid growth

2010 2011                 2012              2013 2014 2015               2016 LTM            
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56

112

157

200

286

334

434
Net Sales, MSEK

372 excl
Fiber Choice

62 Fiber ChoiceÅ Market Cap ~0.7 BSEK ($75m, MOB.ST)
Å Long-term EBITDA margin, 25%
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Growth in Salesand EBITDA following acquisitions

CONFIDENTIAL

Rolling 12 months revenue was 372 excluding Fiber Choice

Key figures, Q2

ÅNet sales, 136 MSEK (+91%)

ÅEBITDA, 10 MSEK (+18 MSEK)

ÅEBITDA margin, 7%



ü INVENTORYBUILD-UP

ü ADVERTISINGSTARTS
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Seasonality in our commercial business

Q1 Q2 Q3 Q4

Q3 Q4
ü HIGHSEASON/SALESPEAK

ü HIGHADVERTISINGCOSTS

Direct sales

ÅMany orders each month, advertising increases during high season

Distributor sales

Å2-3 orders/year for each market

ü HIGHSALES

ü MID ADVERTISINGCOSTS

ü SALES BENEFITING FROM HIGH 
SEASON ADVERTISING

ü LOW ADVERTISING COSTS

ü STRONG CASH FLOW/EBITDA



Moberg Pharmain brief

Commercial business

Pipeline assets

Focus next 12 months



Attractive portfolio - Main brands are niche leaders
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Direct sales ςdriving growth for our major brands

Å#1-3 positions in the US for our major brands

ÅMainly KerasalNail®, New Skin®, and Dermoplast®, accounting 
for >2/3 of revenue and an even higher share of profitability

Distributor sales ς40 markets 

ÅMarket leader or #1-3 positions in Nordics, several EU and 
Asian countries; Japanese launch ongoing

ÅCa 10% and a declining share of our total sales

Transactions in 2016 and 2017

ÅAcquisition of Dermoplast®, New Skin®, Fiber Choice® and 
PediaCare® for 88 MUSD 

ÅDivestment of non-core brands Jointflex®, Fergon®, Vanquish® 
and PediaCare® for 15 MUSD

ÅDivestment of Fiber Choice® in Q3 2017 for 6.7 MUSD



Scalable infrastructure in the U.S.
ςConsumer Healthcare Focus
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Retailers/WholesalersContract Manufacturers Sales Force

Logistics

Sales and marketing/Brand Management

Note: Largest retailers, contract manufacturers and wholesalers only, not an all inclusive list.

Emerson Healthcare

http://www.google.com/imgres?imgurl=http://hunt4freebies.com/coupons/wp-content/uploads/2009/08/meijer.gif&imgrefurl=http://hunt4freebies.com/coupons/meijers-free-danimal-yougurt/&usg=__NMcoOsxrpz4cCK_lPT--H9rfjSs=&h=255&w=575&sz=5&hl=en&start=2&um=1&itbs=1&tbnid=NE0UgnU6b047uM:&tbnh=59&tbnw=134&prev=/images?q=meijer&um=1&hl=en&sa=N&rlz=1T4GFRB_enUS240US241&tbs=isch:1
http://images.google.com/imgres?imgurl=http://www.listphile.com/Fortune_500_Logos/Rite_Aid/image/Rite_Aid.png&imgrefurl=http://www.listphile.com/Fortune_500_Logos/Rite_Aid&h=375&w=375&sz=7&hl=en&start=2&sig2=He858RgNAgGQ9ZznpSZ1Uw&usg=__0_-0kCd1tTZVSob98k39lYZh4V0=&tbnid=gvM3pueYwpiRVM:&tbnh=122&tbnw=122&ei=6bvaSPLgJ6DAeoq7tb4G&prev=/images?q=Rite+Aid+company+logo&gbv=2&hl=en
http://www.publix.com/Home.do
http://www.google.se/url?sa=i&rct=j&q=&esrc=s&frm=1&source=images&cd=&cad=rja&docid=ug_LQtdybz_IAM&tbnid=aLZoskAwn_rezM:&ved=0CAUQjRw&url=http://www.ecodesk.com/sustainability/mckesson&ei=c7A4UYrgHOuO4gTinIC4Bg&bvm=bv.43287494,d.bGE&psig=AFQjCNHa3hGGLYmVtVFeH7bUuTeVUm3f1g&ust=1362756078124735


Our largestbrand developswell

ÅAll time high 29% market share (U.S.) in Q2

ÅStronger claims thanks to new data, recently published
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KerasalNail® ςnew clinical data drives strong growth

CONFIDENTIAL

76%
VISIBLE IMPROVEMENT AFTER 

1 WEEK

93%
VISIBLE IMPROVEMENT 

AFTER 4 WEEKS

94%
VISIBLE IMPROVEMENT OF PSORIASIS 

AFTER 8 WEEKS

Title: Early visible improvements during K101-03 treatment: an open-label multicenter clinical investigation 
in patients with onychomycosis and/or nail psoriasis Link: http://www.karger.com/DOI/10.1159/000478257

ς The early effects of treatment with Kerasal
Nail®/Emtrix® (K101-03) on nails affected by 
onychomycosis and/or nail psoriasis 

ςOpen-label, multicenter clinical trial of 103 
patients at eight study sites in Italy in 2016

ς The results were just published in the journal 
Dermatology and will be presented at EADV 
Geneva in September 2017

ςData from patients with nail psoriasis, and the 
study as a whole, support stronger claims, which 
is of great importance for future efforts in all 
markets

http://www.karger.com/DOI/10.1159/000478257


Transformative acquisitionsdriving growth
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Source: Symphony IRI, Brand ranking according to Pharmacy Times Prestige Brands Earnings call, Nov 3, 2016

Dermoplast

Å#1 pharmacist recommended brand, #2 with 21% market share in retail pain 
relief market, significant hospital business

ÅNet sales $12m, growing high single digit, EBITDA margin 45%

ÅAcquired for 8.9 EBITDA, integration finalized Q2 2017

ÅRetail presence was expanded as of Q2, reaching 3,500 Walmart stores and 7,500 
CVS stores 

New Skin

Å#1 liquid bandage in U.S. retail, an antiseptic which kills germs and dries rapidly 
to form a clear protective cover

ÅHigh EBITDA margin

ÅPortfolio acquired for 8x EBITDA, integration finalized Q4 2016

ÅRetail presence was expanded as of Q2, reaching 3,900 Walmart stores and more 
than 1,500 Walgreens stores

ÅIn June, a nationwide television campaign was launched to strengthen brand 
positioning resulting in 27% growth during Q2




