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What we take caye of

» Exclusive distribution of DRL products for ES and PT

P Various partners on a Customer protection basis per product and customer (IPCA, Concord, Huahai,
APT MSN, etc.)

P Scope: Limited to Spain and Portugal

P Represents 30% of the budgeted revenues for 2018 and 21% of the budgeted GM for 2018

P License of the Finished Products developed internally and sale of the products with the client
brand through supply agreements for at least 5 years

\:DP P Scope: WW, with active sales mainly in EU

P Represents 70% of the budgeted revenues for 2018 and 79% of the budgeted GM for 2018
(including DPs)

P Manufacturing of Pharma products for the lines we have free capacity (liquids/ creams/ ointments)
Scope: WW
P Not ongoing business/budget for creams/ ointments in this model for 3" parties.

CN\O
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,,é' B2B activities are segmented in 3 different units: API, FDF & CMO businesses.
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Acpirations of the Salec team
L) Creafe value for the organication

HOW? P Meeting and exceeding the Sales budget for the year
' Meeting and exceeding the established Prospection targets

Generating Business opportunities* to the organization, which have not been assessed/
considered:

Business opportunities® understood as products suggested to the organisation not

considered for development.

}.;"’ Consolidation of the team should also encourage the business suggestion to the organisation.
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Acpirations of the Salec team
2 ) Be 3[0\004 in The value cyeation
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Cost control
Rationalization Improvement
profitability

\ d New territories (Russia, China Turkey, USA, Japan)
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— GH also should start belng more selective in the new business engagements as WeII as ratlonallsmg the
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Acpirations of the Salec team

i Cyeate knowledge for the organication

HOW? P NEW! Building specific business plans for new products (ie. Gliptins) with the aim to

revenues/profits generate at X point of time. WHY?

@ Anticipation to support the specific business (ie. Investments needed, capacity)
@ Trends to be applied to the Portfolio assessment of future products
@ Next products in the pipeline: D/T, Micafungin, Dabigatran, Betamethasone gel

P NEW! “Best estimate” of revenues per month. WHY? Anticipation to support the specific

business (ie. Investments needed, capacity)

@ Help Finance in the cash-flow management
@ Track budget performance & encourage achievement of the targets

= Knowledge will be built .
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Acpirations of the Salec team

@ Contyrivute to cyreate a leading OTgMiCOL‘ITOV\
. \

[ H \ » Alignment of the values of the organisation with the behaviour of the Sales team in the
| ow'( ) market:
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ﬁ‘ We are the visible face of the orga-niza_tion in front of our customers.
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Relationchip with all depaytimente — Global vicion

Regulatory

Finance HR

Sales

Supply
Chain R&D
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Working in cales for the phayma. induetiry

What is the market looking
for

One day in the office

- Analytical and problem solving - Lunch with a costumer
- 0On-going POs update

- Leadership
- Enthusiastic and self motivated - Price negotiation

- Willing to travel

Career development

- Sales internship
- Area Manager
- FDF / API BU Manager
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Conclugiong

@ Helping the company grow with new opportunities
@ In contact of the different department of the organization

@ Being an entrepreneur inside an organization

| = Alot to be built, a lot to be done! |
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