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A remarkable growth story

Actavis in 1999 Actavis today

* 146 employees
* Present in 1 country
= EURS57 million in sales

11,000 employees

Present in 32 countries

EUR1.6 billion in sales - "07

650 products on the market

355 projects (224 molecules) in pipeline
24 billion tablets/capsules capacity and
strong access to low-cost manufacturing
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Disclaimer

Any statement contained in this presentation that refers to Actavis’
estimated or anticipated future results or future activities are
forward-looking statements which reflect the Company’s current
analysis of existing trends, information and plans. These forward-
looking statements are subject to a number of risks and uncertainties
that could cause actual results to differ materially depending on
factors such as the availability of resources, the timing and effect of
regulatory actions, the success of new products, the strength of
competition, the success of research and development issues,
unexpected contract breaches or terminations, exposure to product
liability and other lawsuits, the effect of currency fluctuations and
other factors. Actavis does not undertake the obligation to update or
alter these forward-looking statements beyond its duties as an issuer
of listed securities on the Iceland Stock Exchange.
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Track record of
outstanding value

creation
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actavis Creating shareholder value
Revenue Market value

2.9bn.

1.4bn.*
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* Revenue guidance for 2006 is EUR1,39 billion, with EBITDA margin of 20-21%

Cactavis. Financial highlights 9M

Nine Months ended 30th September

9M 2006 9M 2005 % change
Total revenue 1,029,738 384,717 167.7%
Total expenses (877,736) (312,715) 180.7%
EBITDA 217,586 96,312 125.9%
EBITDA % 21.1% 25.0% (15.6%)
Underlying net income 90,824 45,587 99.2%
Underlying diluted EPS 0.01749 0.01464 19.5%

Net Debt €1,150m
Net Debt/EBITDA 3.9x
Net Debt:Equity 53:47

Underlying net income and EPS, excludes the one off impact from the acquisition attempt of PLIVA dd.
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Strategic positioning




Cactavis Well placed in key markets

Other
12%

Central Europe

3%
Netherlands
3

North America
35% Core segments:
= Own label sales:
=Central and Eastern Europe and Asia
=North America
=West Europe, Middle East and Africa
= Third party sales

=Well positioned in key Western European
markets

Russia, Ukraine &CIS
6%

United Kingdol
7%

Nordic region
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Bulgaria (incl.Higia)
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Breakdown of sales includes sales and distribution of finished goods for 3Q 2006
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Cactavis Development status
Development Projects 121 134 19 274
Molecules/Products 87 126 11 224
Ongoing Registrations 26 59 85

Early Full
Development Development

Biostudy /

Stability Registration

96 133 45 85

Total pipeline: 359 projects

Cactavis  Actavis’ global manufacturing
footprint

Norway
. Vennesla
Iceland Serbia Russia
Wl o Leskavac Podohk
USA ki Bulgaria
Elizabeth, K UK Chupriitza Romania
Ltnle Falls, M) Barrtaple Traryan Buchaeest
Ealtimore, MO Fazgrad
s Malta || Turkey China
Zetjun Inaeibul Foshan

Indonesia
Jakarta

CReton Growing presence in India
B Fully integrated

Fully operational API research center in

Bangalore - 50 employees

e 10-15 DMF’s a year

* Low cost manufacturing facility

= Strong CRO business with over 200 bio-studies
a year

= Analytical lab to support global stability

studies

e Staff of 550




Cactavis Strong platform for growth

in the US market

Key facts:

= Actavis single largest market with one third of Group's
revenues

= Focus on solid-oral dose, semi-solids and controlled
release products

= 38 ANDA filings in 2006 / 59 pending - January 2007

= 170 products on the market - over 185 in pipeline

= Headquarters in Totowa, New Jersey

= 1400 people work for Actavis in North America

@qa.‘/'_'%_ Our view on the future

Continued consolidation
< Industry controlled by 5-7 global generic players

US market trend towards commodity market
= Low profitability from block busters
= Fewer areas of niches going forward

West European trend towards commodity market
= Low profitability
« Wholesalers gaining strength

Key growth drivers for CEE markets

« Product branding important for the coming years

= Trend towards commodity markets in the long term
= Further consolidation on retail and distribution level

Cactavis Market dynamics

@cta_vis_ Key to success in the
o competitive marketplace..

..I1s to have...

= Strong pipeline

= Well diverse product portfolio, covering all key
therapeutic areas

= Low cost production and infrastructure
= Strong alliances with the wholesalers-retailers
* At least top 5 position in all key markets
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structured
passion

Actavis integration
approach and M&A
strategy

@ctaw‘s Defined and focused
M&A strategy

= Build top-5 position in all key markets

« Balanced presence across major markets (US,
Western Europe, Eastern Europe)

Achieve critical mass

= Maximize leverage on broad product portfolio
and R&D efforts

= Grow in emerging markets (Eastern Europe,
Latin America, Asia)

Extend our geographical
reach

High-value products, e.g. oncology,
biogenerics, injectibles

Sindan acquisition—basis for global oncology
franchise

Enter attractive market
segments

Backward integration to
secure lower-cost
manufacturing

= Reduce production cost from APIs through to
finished products

= Improve strategic control
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[ Culture and experience
s the key to success in M&A

20+ acquisitions have given us the mindset... |l ...as well as the integration experience

= Dynamic, ambitious culture = Integration planning starts
focused on identifying before closing
opportunities in all areas = Critical tasks and timelines
established
= Integration part of day-to-day =~ = Dedicated integration team
business = Tightly managed and transparent
process
= Team leaders and responsibilities
defined

= Pragmatic approach improves

speed
= Focus on integration essentials that
add value
= Speed is critical to success

@gtaw’gm

The way forward




" (/_afctavis
Well positioned for future growth e
Pipeli = 359 projects (US and Europe) in development and registration - one of y
ipeline e B
the strongest pipelines in the industry
expansion = 38 ANDA’s in 2006, 59 pending for the US market
= Further strengthen pipeline with OTC, oncology and new dosage forms
Cost = Increased utilization of current low cost manufacturing sites
efficiency = Low cost production in India and China
= Own development of API - backward integration
= Healthy balance sheet
Financial = Strong relationship with world key banks ) USP T s o grom
= Strong financial control - Lo o p0g .
Market = Geographical strength in Europe and US - geographical diversity
reach = Gain critical mass in all key markets
“actavis
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