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Disclaimer

Statements included herein that are not historical facts are forharking

statements. Such forwaildoking statements involve a number of risks and

uncertainties and are subject to change at any timeMaodergPharma does

not undertake to update, complete, revise or keep current the information or

statements contained hereiitn the event such risks or uncertainties A A
materializeMobergt KI NI Qa4 NBadzZ 6§a O2dzZ R 0S YFUOSNRI @&

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 A o
approvalMobergt K NI Qa oAt AGeée (G2 aSOdzNB yS¢g LINERdJzO
commercialization and/or development and other risks and uncertainties A
detailed from time to time iMobergt KI NXY I Qa4 AYUOSNAY 2N | yydzZ f NBI
prospectuses or press releases.

The information in this presentation does not constitute an offer to sell or an
Invitation to buysecuritean MobergPharma



Creating shareholder value investment case

mmp Aligned interests and
diversity
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Moberg Pharma- a leader in topical niche categories

OTC Sales in the U.S. Distributor sales

Innovation Engine

-

MOB015- $250500m
BUPI $50-100m

Future market leaders in
their respective niches

2 PHASLS

PIPELINE ASSETS

A Distribution in all major retailers A #1-3in many markets
A #1 in nail fungus A 3 Top50 partners
#1 in liquid bandages Mylan, Menarini, Endo
#2 in pain reliefsprays 7
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Commercial businessRevenue mainly from direct sales

A Share from direct sales continues to grow after acquisitions

Channel Product Geographies

Dermoplast

20% Nalox/
Fiber KerasaNail

Choice 35%

Direct 12%

0,
90% Other Americas

(mainly New Skin) 89%
33%

Distribution of revenue, Januayyune 2017



Rapid growth

Net Sales, MSEK
434

A Market Cap ~0.7 BSEK ($75m, MOB.ST)
A Longterm EBITDA margin, 25%

372excl
Fiber Choic¢

2010 2011 2012 2013 2014 2015 2016 LTM



Growth in Salesand EBITDAollowing acquisitions

Key figures, Q2

A Net sales, 136 MSEK (+91%)

A EBITDA, 10 MSEK (+18 MSEK)
A EBITDA margin, 7%

Sales revenue, rolling 12 months EBITDA margin, rolling 12 months  —e—Incl capital gains
MSEK % Excl capital gains
434
500 - 369 30% = 23%  23% 25%
400 559 276 286 282 57 29° o 17% 16% 17%
20% -15% °
300 = 12% e
0 10% o 7% 16% 16%
0
100 15% 12% 13%
0 10% 10%
0% 59
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2015 2015 2015 2016 2016 2016 2016 2017 2017 2015 2015 2015 2016 2016 2016 2016 2017 2017
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Rolling 12 months revenue was 372 excluding Fiber Choice



Seasonality in our commercial business

Direct sales
A Many orders each month, advertising increases during high season

Distributor sales
A 2-3 orders/year for each market
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U INVENTORRUILBUP U HIGHSEASQBALEBEAK U HIGHSALES U SALES BENEFITING FROMHIGH
SEASOADVERTISING
U ADVERTISISGARTS U HIGHADVERTISINE®DSTS U0 MIDADVERTISIE®DSTS

U LOW ADVERTISING COSTS
U STRONG CABHOWEBITDA



Commercial business




Attractive portfolio - Main brands are niche leaders

Direct sales; driving growth for our major brands

A #1-3 positions in the US four major brands oomebors et
] . . . skin irritations and rashes . a::’n pr:,eentr :ti:m:’f:;:]"eat
A MainlyKerasaNail®, New Skin®, abdrmoplas®, accounting __ T

for >2/3 of revenue and an even higher share of profitability

Distributor salesc 40 markets

A Market leader or #B positions in Nordics, several EU and ¥l T ) = o
Asian countries; Japanese launch ongoing ""'”"' P &

A Ca 10% and a declining share of our total sales

COMPLETE

Transactions in 2016 and 2017 ol
A Acquisition oDermoplas®, New Skin®, Fiber Choice® and . e BT gl
Pedlaca@ fOr 88 MUSD Wea\:erp::ofliquid bandage E;rtn:;?;?sotfpam and itch a Visible Difference in Foot Care

A Divestment of nortore brandslointfle®,Fergoi®, Vanquish®
andPediaCar® for 15 MUSD

A Divestment of Fiber Choice® in Q3 2017 for 6.7 MUSD



Scalable infrastructure in the U.S.

¢ Consumer Healthcare Focus

Contract Manufacturers Sales Force Retailers/Wholesalers

: -\ [e MCOSTA g]%c“ﬁfﬂm} / CVS/pharmacy’ \

ricAn, .
%,7&5& Sales and marketing/Brand Management

|

8

e ) Walmart > < @
SmortSc ience Save money. Live better.
LABORATORIES, INC.

TARGET
Publix.

meijer

A KIK
X\ CUSTOM PRODUCTS

@ CONTRACT PHARMACAL CORP ) ) Ame?éoumeBergen‘ y
Logistics CardinalHealth

S ,C_SB ) {e Emerson Healthcare G@s } \ MESKESSON /

Wi logistic your growth
Note: Largest retailers, contract manufacturers and wholesalers only, not an all inclusive list.
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KerasalNall®c¢ new clinical data drives strong growth

Ourlargestbrand developswell
A All time high 29% market share (U.S.) in Q2 o
A Stronger claims thanks to new data, recently published VISIBLE IMPROVEMENT AFTER
1 WEEK
¢ The early effects of treatment wikerasal
Nail®Emtrix® (K1003) on nails affected by
onychomycosis and/or nail psoriasis
¢ Openlabel, multicenter clinical trial of 103 Y0
" patients at eight study sites in Italy in 2016 VISIBLEMPROVEMENT
l ¢ The results were just published in the journal AFTER 4 WEEKS
L Dermatology and will be presented at EADV
5 | Renewal Geneva in September 2017
| K ¢ Data from patients with nail psoriasis, and the
‘ 1WES study as a whole, support stronger claims, which )
L DEE is of great importance for future efforts in all VISIBLE IMPROVEMENT OF PSORIASIS
e markets AFTER 8 WEEKS

. . . . . o = T CONFIDENTIAL s——
Title: Early visible improvements during kKQ®ireatment: an opesfabel multicenter clinical investigation

in patients with onychomycosis and/or nail psoriasis hitgk//www.karger.com/DOI1/10.1159/000478257



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

Transformativeacquisitionsdriving growth

Dermoplast

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

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

A Acquired for 8.9 EBITDA, integration finalized Q2 2017

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

New Skin

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

A High EBITDA margin

A Portfolio acquired for 8x EBITDA, integration finalized Q4 2016

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

AIn June, a nationwide television campaign was launched to strengthen brand
positioning resulting i27% growthduring Q2

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






