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Outgrowing the market

Franz B. Humer
CEO Zurich, February 2006
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This presentation contains certain forward-looking statements. These forward-looking 
statements may be identified by words such as ‘believes’, ‘expects’, ‘anticipates’, ‘projects’, 
‘intends’, ‘should’, ‘seeks’, ‘estimates’, ‘future’ or similar expressions or by discussion of, 
among other things, strategy, goals, plans or intentions. Various factors may cause actual 
results to differ materially in the future from those reflected in forward-looking statements 
contained in this presentation, among others:

1 pricing and product initiatives of competitors;
2 legislative and regulatory developments and economic conditions;
3 delay or inability in obtaining regulatory approvals or bringing products to market; 
4 fluctuations in currency exchange rates and general financial market conditions; 
5 uncertainties in the discovery, development or marketing of new products or new uses of existing 

products, including without limitation negative results of clinical trials or research projects, unexpected 
side-effects of pipeline or marketed products; 

6 increased government pricing pressures; 
7 interruptions in production 
8 loss of or inability to obtain adequate protection for intellectual property rights; 
9 litigation;
10 loss of key executives or other employees; and
11 adverse publicity and news coverage.

Any statements regarding earnings per share growth is not a profit forecast and should not be interpreted 
to mean that Roche’s earnings or earnings per share for this year or any subsequent period will 
necessarily match or exceed the historical published earnings or earnings per share of Roche.

For marketed products discussed in this presentation, please see full prescribing information on our 
website – www.roche.com

All mentioned trademarks are legally protected
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2005: Record sales and record profits
Strong organic growth and improved quality of earnings

• Sales and profit at record level 

– Group added CHF 6 bn organic sales growth

– Net income at virtually the same level as the year before, despite 
income of CHF 2.3 bn from divested OTC business in 2004

• Strong cash flow from operating activities before income 
taxes (CHF 12 bn)

• Outstanding clinical and regulatory news flow 

• Fostered high level of promising late stage pipeline and 
entered new field of Autoimmune diseases 

• Rating obtained by S&P and Moody's (AA+, Aa1)
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CHF bn

Sales 29.5 35.5 +20 +19

EBITDA 9.0 11.4 +26 +25
% of sales 30.6 32.1 +1.5 p

Operating profit before exceptional items 6.8 9.0 +33 +33
% of sales 22.9 25.4 +2.5 p

Net financial income -0.2 0.3 -

Profit from continuing businesses
before exceptional items 4.9 7.0 +43

% of sales 16.5 19.6 +3.1 p

Net income 7.1 6.7 -5
% of sales 23.9 19.0 -4.9 p

Core EPS diluted (CHF) 5.72 7.68 +34
EPS diluted (CHF) 7.77 6.71 -14

2004 2005
% change

CHF local

Strong Group results 2005
Record sales drive profit and margin increase
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Focus on differentiated medicines pays off
A young and growing portfolio …

Rocephin
NeoRecormon/ 

Epogin

RoAccutane

CellCept

MabThera

MabThera

CellCept

Herceptin

Pegasys

CHF 1 billion or more

CHF 2 billion or more

CHF 4 billion or more

Diabetes Care

Centralized 
Diagnostics

Diabetes Care

Centralized 
Diagnostics

Molecular Dx

Tamiflu

Avastin

106Value drivers

2210Sales (CHF bn)

20052001
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2001 2002 2003 2004 2005

25.4%

22.9%
21.3%

20.2%

16.3%

Focus on differentiated medicines pays off 
… and more than doubling operating profit

1 before exceptional items, from 2004 including charges for all equity compensation plans

% of salesGroup operating profit1
CHF bn
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Roche: Leading growth rate in the specialty 
sector based on differentiated medicines
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Source: IMS
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Consumer-Focussed 
Offers

Convenient points of care, 
bundling of offers

Consumer 
Empowerment

More knowledgeable and 
demanding consumers

Consumer 
Demographics

Growing, ageing, wealthier

Consumer 
Needs

Healthcare
Innovation

Market
Dynamics

View
of the 
Future

Main focus of strategic direction
on drivers almost certain to occur 

Drivers of the Future
Four key areas influencing our strategy

Drivers likely to occur 
New Competitive Participation
Blurring of boundaries between traditional 

healthcare sectors

Payment and Funding Pressures
Continued pressure on healthcare margins

Integrated Health 
Information

Information Management plays a 
more central role 

Personalised 
Healthcare

Solutions customised to 
genetic profiles and sub-

groups

Continued Innovation
Momentum of healthcare 
innovation is maintained
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A first take of our do’s and don’ts
Innovation is ‘key’

• Develop medically 
differentiated products in 
areas with high medical 
need

• Keep the development risk 
low for late stage 
development phase 

• Invest in emerging 
technologies and portfolio 
adding opportunities

• Develop undifferentiated 
products in high need 
areas or develop 
differentiated products in 
low need areas

• Fundamentally change the 
Roche innovation network

• Engage in value destroying 
mega-mergers

Our do’s Our don’ts
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end '04 approved discontinued new entries end '05

An industry leading late stage pipeline
Again strengthened

31 7

0

17* 41

Full list of approved and newly entered projects can be found in appendix
* Including three projects previously combined and now listed as seven single indications

Phase III/ 
filed projects 

New Initiatives in 
Autoimmune Diseases

• CellCept in LN, MG
• MabThera in RA 

DMARD nonresp.

New Initiatives in 
Cancer

• Tarceva in NSCLC
• Avastin in prostate,                       

ovarian, CRC, BC
• Herceptin in gastric Ca
• Epogin in cancer anemia
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Making a difference for patients 
- and boding well for future growth

Early detection, risk stratification, and rapid 
treatment decisions

Diagnosis, prognosis and monitoring of 
heart failureNT-proBNP

Rapid and reliable detection in less than 6 
hours

Detection and identification of 25 bacteria 
and fungi causing bloodstream infectionsSeptiFast

ACR20, 50 and 70 of 51%, 27% and 12%Rheumatoid arthritis (REFLEX)MabThera

ACR20, 50 and 70 of 89%, 70% and 47%Rheumatoid arthritis (Japan)Actemra

20% reduction in risk of deathPancreatic cancer 1st line (CR UK)Xeloda

>17 months prolongation of PFSiNHL relapsed maintenance (GSLG)MabThera
51% reduction in risk of disease recurrenceBC adjuvant (BCIRG 006)

19% reduction in risk of deathPancreatic cancer 1st line (PA3)Tarceva

50% reduction in risk of deathiNHL relapsed maintenance (ECOG 20891)

46% reduction in risk of disease recurrenceBC adjuvant (HERA)

52% reduction in risk of disease recurrenceBC adjuvant (NSABP B-31/N9831)Herceptin
24% reduction in risk of deathmCRC 2nd-line (E3200)

50% reduction in risk of cancer progressionmBC 1st line (E2100)

23% reduction in risk of deathNSCLC 1st line (E4599)Avastin
BenefitIndication (clinical trial)Product
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Our short term priorities 

• Secure growth from assets on hand over the next 
years 

• Deliver on our strong late stage pipeline with 41 
phase III projects in Pharma

• Continue to drive productivity across the 
organization 
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Premium for innovation’ must be 
earned by ‘medical differentiation’ 
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Volume strategy  
high volume events

e.g. Generics

Roche FocusRoche Focus
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Roche has a unique profile for investors

CellCeptCellCept

PegasysPegasys NeoRecormonNeoRecormon

HerceptinHerceptin

XelodaXeloda

MabTheraMabThera

AvastinAvastin

Future pillars

Actemra (MRA)Actemra (MRA)

BonivaBoniva MabThera in RAMabThera in RA

Diabetes 
Care

Diabetes 
Care

Molecular 
Diagnostics
Molecular 

Diagnostics
Immuno-

Diagnostics
Immuno-

Diagnostics

R744 (CERA)R744 (CERA)

USAUSA (Greater)
Europe

(Greater)
Europe JapanJapan Asia ChinaAsia China Latin

America
Latin

America

TarcevaTarceva

Roche: unique geographic risk diversification

Roche: unique “pillars of value” risk diversification


