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This presentation contains forward-looking statements which involve risks and uncertainty factors. 
These statements are not based on historical facts but relate to the Company’s future activities and 
performance. They include statements about future strategies and anticipated benefits of these 
strategies. 

These statements are subject to risks and uncertainties. Actual results may differ substantially from 
those stated in any forward-looking statement. This is due to a number of factors, including the 
possibility that Orion may decide not to implement these strategies and the possibility that the 
anticipated benefits of implemented strategies are not achieved. Orion assumes no obligation to 
update or revise any information included in this presentation.
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Disclaimer





Growing net sales more rapidly than 

growth of the pharmaceuticals 

market. Achievement of this objective 

requires continuous investment in 

development of the product portfolio.

>
Maintaining profitability at a good 

level. The aim is operating profit 

that exceeds 25% of net sales.

≥ Keeping the equity ratio at 

least 50%.

€
Distributing an annual dividend that 

in the next few years will be at least 

EUR 1.30 per share, and increasing 

the dividend in the long term.

3

Orion’s financial objectives
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Net sales

Net sales, EUR million Growth, % Target floor
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Dividend

Dividend per share, EUR Target
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Financial objectives
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Operating profit

Operating profit, EUR million Operating profit margin

Target
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Equity ratio

Equity ratio Target
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Profits & 
dividends

R&D and 
other growth 
investments

Shareholder 
value
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Why growth is important
G

ro
w

th
Without growth margins will gradually 
decrease even with good cost control 
due to price competition and inflation

Larger scale of operations 

Easier to carry fixed legacy costs 
Improved margins & ROCE

Larger scale of operations

->  Improved capacity to proceed with 
growth opportunities

More/New opportunities for employees   

Retain & attract talent

Increased capability to take risks 
operationally and financially





Growing net sales more rapidly 

than growth of the 

pharmaceuticals market. 

Achievement of this objective 

requires continuous investment in 

development of the product 

portfolio.

6

Growth target made more concrete and easier 

to communicate

1.5

Net sales target 
in 2025

billion EUR
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Growing more rapidly than the growth in the market

- Ongoing initiatives

1

2 4

1.5

Net sales target 
in 2025

Capital gain from 
the sale of Orion 
Diagnostica, 
EUR 128 million, 
supports growth 
opportunities.

Own investments in 
new clinical trials:

E.g. EUR 60 million 
investment in 
Phase III trial on ALS 
(REFALS).

In-licensing and 
product acquisitions:

E.g. reacquisition of 
Stalevo sales rights 
in Europe.

Investments in sales 
and marketing:

E.g. strengthening 
the Easyhaler 
product family
sales force in Germany.

billion EUR

Investments 
supporting growth 
estimated 
at EUR 30 million 
in 2019.
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Ways to grow

Key focus on new innovative 
products

Achieving growth target requires 
agile use of many approaches

Many of the approaches are 
linked and thus finding right 

sequence of actions is essential 

Keep legacy business areas viable

Focused growth investments 

1
Innovative proprietary R&D programs, 

internally funded more than earlier

2

Geographical expansion = capturing larger

share of value of R&D than earlier (especially

US under consideration)

3
In-licensing of filed/approved proprietary molecules

to increase utilization of European presence

4
Expanding other business areas e.g. by

collaboration arrangements

5
Growing and at least stable sales in 

all other current business areas
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Ways to fund growth

1

2

3

4

5

More spending upfront, i.e. lower than maximum 
dividends mid-term to fund dividend/value growth 

in long term

Partnering with (Big) pharma

Divesting of existing 
business areas or assets

Others, like using financing that is carrying also risk 
to fund individual R&D (phase III) programs

Resource allocation and cost control to 
free up funding for growth initiatives



Elements of partnering

+ Risk sharing & Funding

+ Global presence and commercialization  

capabilities of large partners

+ High EBIT as % of Net sales (milestones,     

royalties)

10Capital Markets Day of Orion Corporation © Orion Oyj          22 May 2019

− Only relatively small share of market sales reported as 

Orion sales

− EBIT (in EUR) smaller assuming normal size sales 

expenses and capability to actually generate sales

− Limits geographical expansion opportunities by limiting 

available product portfolio

Some features of partnering with (Big) pharma

+ darolutamide + 
entacapone

CASE EXAMPLES:

Cost split Income split Territory split Manufacturing Milestones
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TOP Supply Chain: Continuous development

VISION: 
The most competitive, 

demand-driven supply chain.

Maximization of value for the customer 

through optimized operational network.

Quality and Compliance

• Positive trend development with work safety program 

• Compliance programs according to plan: serialization 

and traceability

• Key quality metrics development positive 

• Orion’s sustainability development program on-going

Service Level

• Positive service level development 

• E2E supply and demand planning in use 

• Centralized procurement policy and practices in use

• Supplier relationship management proceeding 

Productivity

• Lean methods in everyday use 

• Lean laboratory program on-going 

• Several improvement programs throughout organization 

and processes completed 
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Product sales gross profit stable
- Despite price erosion in Finland, Parkinson’s and Dexdor
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Totally over EUR 50 million negative effect of lower prices 

in the three most impacted areas (reference priced 

generics in Finland, Parkinson’s and Dexdor) in two years 

from 2016 until end of 2018
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SG&A expenses in good control
- Decline in sales in Finland and investments 

for growth have had an impact since 2016
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Ways to mitigate challenges

R&D risks Timing                            Market Risks

• Building of broad enough, 

but not too large portfolio

• Disciplined way to select 

projects

• Working with partners 

when applicable, 

decision case by case

• Good resource allocation 

decisions

• Use of proceeds from Orion 

Diagnostica to maintain 

dividend and to fund growth 

opportunities

• Good development of legacy 

business areas

• Good cost discipline

• Good execution of the growth 

initiatives

• Transparent communication 

with investors

• Entry only when product 

portfolio suitable for Orion

• Flexible partnering

• Step by step approach, 

resources added carefully

• Use of service providers 

instead of immediately 

recruiting own people -> 

Speed & Flexibility

• Thorough advance preparation
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Summary

- Value created by growth with good profitability

Growth EBIT > 25% of net sales Equity ratio ≥ 50%

• R&D pipeline development

• Geographical expansion 

with focused sales 

operations

• In-licensing

• Steady development 

of generic and other 

business areas

• Compliance, Service level 

and Cogs

• Sales growth

• Management of cost structure

• Management of product 

portfolio and complexity

• Resource allocation

• Good profitability

• Management of 

working capital

• Optimization and timing 

of capex

At least 1.30€/share and growing dividends

• Good profitability 

• Good cash flow 

• In short term also funds and equity 

from Diagnostica divestment



Thank you!


