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P&L :

A Solid organic growth outside of the US and Chile :
A +6.1% in Europe
A +7.7% in the rest of world (outside of US and Chile)

A Slight sales increase in the US (+0.7%)
A Gradual ramp-up of production and sales of legacy products
A Sentinel sales decrease due to fierce competition and change in distribution model in
2015

A Improvement of EBITA @ constant exchange rate (+ 19M u)
A US Back to operating profit*: 2.2M$ in H1 2016 vs.-10.8M$ in H1 2015
A Good contribution of all regions except Chile
A Sustained R&D spending
A Exchange rate impacting profitability (-6.9M ()

* Before R&D



Average exchange

rate at the end of

June INR CHF CLP
H1 2015 1,11 0,73 134,1 16,9 1,42 1378 o2 70,1 1,06 690,2
H1 2016 1,11 0,78 123,3 20,2 1,52 17,2 4,11 75,0 1,10 770,5
Variance A16/A15 0,0% -6,3% 8,8% -16,3% -6,4% -22,6% -19,1% -6,5% =3 1% -10,4%



H1 2016 FINANCIALS - SUMMARY 053

P&L :

A Positive Net profit: 13.1 MU vs. -3.8 M U in 2015 :
A 2015 included 7.9 Ml of non-recurring expenses (IFRS principles related to
purchase price allocations in acquisitions)
A 2016 included -9.7 MU of taxes vs. 0 Mi in 2015



FINANCIAL SITUATION :

A Stabilization of total debt despite usual increase during H1
A Net Debt @ 607 MU vs. 605 MU in 2015

A On-going improvement of Net Debt on EBITDA ratio
A From 7.3 in June 2015 to 5.8 in June 2016



H1 2016

Million euros H1 2016 H1 2015
Consolidated sales 430.0 432.3 -0.5%
- Exchange rate impact vs. 2015 18.0

Consolidated sales at constant rates 448.0 432.3 +3.6%
- change in perimeter (0.5)

Consolidated sales, pro -forma at constant
exchange rates 447.5 432.3 +3.5%



H1 2016

*():2015

+4,5%
+4,0%
+3,5%
+3,0%
+2,5%
+2,0%
+1,5%
+1,0%
+0,5%
+0,0%

+.1ME
13.4% at cst rate

Semester: +3.6 %

+5.6 ME
1+3.9% at cst rate




10,0
+6.1%

0,5

+0.7%

5,2

+2.6%

+7.7%
without Chile

Y

-18,0

e +15.7 (+3.6%) at cst rates 430,0
Y
-2.3 (0.5%) at actual rates
A 2015 Europe us ROW Exchange rates A 2016

H1 2016




BREAKDOWN OF TOP 15 COUNTRIES

A H1 2016 at constant rates
H1l 2016
4 countries 'ar|]\| 1(\)A°£>gr<|3wth ;
Chile, Gern ., NewZealand
2cou ) 10% growth :
Spain and USA Mexico, Indiaand Italy

10



North America :

72.4M U
+0.7%

Latin America :

68.0 Mu
-2.9%

Europg: 171.2 MU
+6.1%

Africa/Middle East ;

14.5 Mu
+4.7%

H1 2016 at constant rates

Asia :
61.8 MU
+9.8%

Pacific:

42.1 Mu
+2.1%
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A 2015

Parasiticides

Endectocides

Biologicals

Antibiotics/Dermatology

Specialties

Petfood

Horses

Other

Exchange rate

A 2016

242.4
55.9(+5.9%)
43.6(-2.7%)
37.8(+3.3%)
33.1(+21.0%)
25.5(+5.0%)
14.8(+12.1%)
10.7 (-1.9%)

30.8(+13.0%)

252.2

H1 2016 at constant rates

6.0

1.2
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SALES GROWTH BY SEGMENT

H1 2016 at constant rates

A 2015 185.2
Bovine antibiotics 31.0(+16.8%) 4.8
Bovine parasiticides|  24.2(+0.3%) 0.1
Other bovine products| 56.9 (+1.3%) 0.8
Antibiotics swine/poultry 20.9 (5.4%) . -1.3

Other swine/poultry 11.8(+13.8%)

A 2016 173.1
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H1 2016

Companion
Animals

Food Producing
Animals

Others

58.6%
(56.1%)

40.3%
(42.8%)

1.1%

( ):2015

40.8%
(38.5%)

30.2 %
(27.9 %)

North America

Emerging countries
30.4%
(32.8%)

6.6 %
(6.9 %)

6,6 % 23.4 %
(6:8% (25.8 %)

* Australia. New Zealand. Japan. Korea
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H1 2016

Net sales 430.0 100.0 432.3 100.0 -0.5%

Gross margin on material cost 287.3 66.8 278.7 68.4 3.1%

External expenses 95.9 22.3 98.2 22.7 -2.3%
Personnel expenses 135.4 L5 127.4 29.5 6.3%
Other expenses a5, 1.0 11.1 2.6 -59.6%
Depreciation and amortisation 13.2 3.1 13.4 3.1 -1.6%
Net provisions (excluding inventories) -1.4 -0.3 1.2 0.3 -216.0%
Current operating profit - adjusted 39.7 9.2 27.4 6.3 44.8%

Amortisation of intangibles arising from acquisitions 8.2 1.9 9.6 2.2 -14.5%
Operating profit from ordinary activities S5 7.3 17.8 4.1 76.8%

Non recurring expenses 0.0 7.9

Operating profit 31.5 7.3 10.0 2.3 216.0%

Net financial expenses 7.0 1.6 9.9 2.3 -29.0%
Profit before tax 24.5 5.7 0.1 0.0 NA

Income tax expense 9.7 0.0 NA
Share in earnings - Equity method -0.4 0.6

Net result of consolidated entities 15.2 5.5 -0.5 -0.1 NA

Non-controlling interests 2.1 3.4
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6,1

1,1 2,2
mes

12,0

Patent Litigation

39,7

27,4

2085 us oW ot Ev.c.ev’t'\"“a\ akc‘t\'a“g’e'“ P-lm'e 16



CONTRIBUTION OF THE US OPERATIONS

L) ) O J H1 2016

s —

+5.3

-10,8
A 2015 Margin - Margin- Variance of Other*** A 2016
activity inventory risk
increase* depredation provisions**
variance*

*  Onlegacybusiness . - ' _ : 17
*  Both margin and OPEX (on legacy business) Other : IncludeSentinel Marginand Expenses& Other Expenses



H1 2016

52.0 +19.9%

+6.7 %

| Operating cash-flow
(« EBIT DA»)

:| Net cash-flow

30.06.2015 30.06.2016 e



H1 2016

MQ Net cash flow capex Working capital Dividends Acquisitions Other* = net debt
I increase
367.7
-0.2
— =
iz
56.2

0
Bllan™"
-33.0

* Including translation variance

19
H1 2015



H1 2016

Net debt Net Cash CAPEX  Working  Acquisitions Dividends Others Net debt
opening flow Capital closing

2 mm == el
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30/06/2015

30/06/2016 30/06/2015

30/06/2016

INVESTED CAPITAL CAPITAL EMPLOYED

H1 2016

Sharehol der 6s equit

Minority interests
+ LT reserves

Net financial debt
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H1 2016

A

2015.06 2015.12 2016.06
146.8 %

137.0%

-
N
J

Netdebt/ Shar ehol der 0 ¢
Groupbds share

Net debt / Net cash-flow

Net debt / Operating cash-flow 29




H1 2016

Public
49.1%

Number of shares : 8 458 000

In Shares

Treasury
shares
0.3%

Dick Family
49.7%

Employees
savings plan
0.9%

In Voting Rights

Treasury shares

0.0%
Public
33.1%
Employees Dick Family
savings plan 65.7%

1.2%
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2016 : FINANCIAL PERSPECTIVE

Sales organic growth :4.5% to 6.5%
EBITA perspective : above 10% at constant exchange rates

Net debt reduction : around 50M U

oS S S

End of year Net Debt /EBITDAratio: around 4.5 at constant
exchange rates

24
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Agquaculture

Antibiotics : Risks and opportunities
R&D portfolio

Non pharma regulated products and petfood

o To Io I» Do Io

Emerging markets
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A Inspection by the FDA of the St Louis site from August9 ™ to
September 7t

A 5 observations
A Responses by Virbac before September 28th
A Decision by the FDA expected in a 2 to 6 months period

A Legacy products

A Slow ramp up of Iverhart +
A Expected return of Iverhart Max before year end
A Gradual return of other legacy products

27



T LOUIS OPERATIONAL PERFORMANCE STAT

120

Number of SKUG® s Average production and

back in production quality review
lead time in  days
(major products )

28
Mid 2015 End 2015 Mid 2016



($ million, excluding Sentinel)

136.6

Around Around

90 90
54.2

2014 Actual 2015 Actual 2016 Perspective 2016 Perspective
(March ) (September ) 29

* linked to Iverhart Max relaunch



A Sentinel

A Market share loss following the agressive relaunch of

Interceptor, in the context of a slightly declining market

A New products

A Launch of Effipro Plus and Effitix Plus in the fall, providing
Virbac with a very comprehensive range of parasiticides for

companion animals

30



(DISPENSED DOSEYS)

Dispensed doses MAT Jul. 15vs Jul, 16
Brand n°5 42%
4,4%

0,
Brand n°4 (new) 6,6%

13,9%

Brand n°3
15,6%

0,
Sentinel 14,8%

(Flavor Tabs 15,9%
+ Spectrum) |

46,3%
Brand n°1 ’
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(DISPENSED $)

‘flavor

gpensed $ MAT Jul. 15vs Jul. 16

7,4%

Brand n°5
7,7%

F 5,0%
Brand n°4 (new r
( ) 0,8%
27,1%
Brand n°3 ’
] _ 30,0%

o,
e [, -
(Flavor Tabs 14,4%

+ Spectrum)

33,7%

Brand n°1
,2%
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ECTOPARASITICIDE ENDOPARASITICIDE
MOLECULES
J | Fleaadulticide | Tickadulticide Repellency Intestinalworms Tapeworm

( )
. Milbemycine
Sentinel TAB Lufenuron

Milbemycine )
Sentinel Spectrum Lufenuron
Praziquantel

C 3
Ivermectine
Pyrantel

lvermectine )
Pyrantel

Praziquantel

(" )
Fipronil

( )
Fipronil

Pyriproxyfene

L )
Fipronil
Permethrine

Fipronil )
Permethrine

Pyriproxyfene 33




AOQOUACULTURE

A Key factors in salmon production

A Sharp reduction of the Chilean salmon production in 2016 (-24% vs
last 4 years average) due to the massive algae bloom and to a lower
extent to SRS (bacterial infection)

A International price of salmon up 50% in 2016 to a 30 years high
due to an imbalance between demand (sushi consumption...) and
supply (Chilean production, but also 5% decline of Norwegian
production due to sealice)

A All time high consumption of antibiotics in Chile in 2015 to fight SRS
(x2 vs lowest level of 2010). In mid 2016, salmon health and fish
production companies have joined forces to curb the use of
antibiotics in fish farming (« Pincoy project »)
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AOQOUACULTURE

A Impacton Centrovet and perspectives

A Very high sales of Antibiotics in 2015 (Veterin), going down sharply
in 2016

A Decline of vaccine usage by salmon producers in 2015 (perception
of lower efficacy) resulting in reduction of vaccine sales in 2015 and
low sales in H1 2016

A Expected gradual recovery of vaccines in H2 2016 :
A Decline of use of antibiotics
A Higher value of vaccination linked to higher price of salmon
A New efficacy studies provided by Centrovet
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ANTIBIOTICS - RISKS AND OPPORTUNITIE

A Importanceto  Virbac
A Slightly more than 20% of global turnover, excluding aquaculture
A Region/specie split :
- 50% Europe / 50% ROW
- 40% companion animals /60% food producing animals

A European context : growing pressureto reduce consumption
A Consumer pressure

A Regulatory measures to fight antimicrobial resistance

- Restriction of use of  cephalosporines of 3" and 4 ™ generation and fluoroquinolones in
some countries like France

- Scientific advice on a reduced use of colistin in 2016

A Government sponsored plans to reduce the global volume of antibiotic

consumption in several countries
36



ANTIBIOTICS - RISKS AND OPPORTUNITIE

A ROW context : moderate or no pressure

A In the US, use of antibiotics as growth promoters banned from 2017
(more than a decade after Europe)

A In Asia / Pacific / Latin America : no sensitivity on the issue except
some specific cases (dairy in New Zealand for example)
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ANTIBIOTICS - IMPACT ON VIRBA

A Europe

A Expected decline of 3" and 4th generation cephalosporin based
products (Virbactan)

A Expected decline of Colistin based products (Multibio, Potencil)

A Gains expected on traditional penicillin based products (Shotapen) or
sulfamid based products (Amphoprim) and on recent products
(Curacef Duo in FPA and Easotic in CA)

Y Possible stability of the antibiotic segmentin Europe, but  very high difficulty to

develop new products
A ROW
A Growth expected in all regions, by around 4% p.a. globally

A Innovation
A Initiatives to find non antibiotic anti-infective molecules (but long
term impact)
A Investments in vaccines

38



ESTIMATED PEAK SALES POTENTIAL OF THE MAIN INNOVATION

2017

2018

2019

A
A
A

Companion Animals

External parasiticides (Europe)
Dermatology (Japan)

Anaesthetics (US)

A Dermatology (US)

Anti infectious (Europe)

Internal parasiticide (US)

External parasiticide (Japan)

Dermatology (US)

Endectocide (Europe)

Internal parasiticide (US)

15

25

20

Food Producing Animals

Swine vaccine (Asia)

Internal parasiticide for ruminants
(Pacific)

Parasiticide for ruminants
(LATAM)

Vaccine for ruminants (LATAM)

10
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GROWTH DRIVERS : NON PHARMA REGISTERED PRODUCTS &

> 2 billions € > 3 50 millions €

e | ‘
= 1) = i
P Adu" Virbac ‘
W ey

Non pharma M

registered
products

Petfood

in the vet channel A dermatology

A dentals
A nheutraceuticals

40



o 3> 3o Do P>

Growth potential

(>5% p.a.)
Short development cycles

Regulated , but not comparable to
pharma

Good margins , particularly
ROCE

Moderate , eventhough growing
competition (specialized companies |,
vet pharma, petfood manufacturers )

in terms of

Do P Do Do

Leadership position  with around 25%

market share

Strong credibility
dentals , a bit

in dermatology and
less in neutraceuticals

Well recognized brands: Epiotic,
Nutriplus Gel, CET chews
Required skills :innovation, regulatory ,

manufacturing (in house and third

parties, marketing)

41
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To o o Do

Sizable and growing market

Strategic value for the vet (repeat
purchase by petowners )

Strong but concentrated competition
(Royal Canin, Hills): opportunity fora
3" player in many markets

Short development cycle
Limited regulation

Well suited to digital initiatives
Good margins in terms of ROCE

Strong positions in France and

New innovative range (« HPM ») :

- high protein content (35% vs 25% in
average for competitors )

- Low carbo hydrate content (26% vs 44% in
average for competitors )
Preventive range inroll out phase in
Europe, therapeutic rangeto be
launched in 2017

Relatively limited resources , but strong
innovation skills and mastery of
manufacturing (ownsite + 3 ' parties),
marketing and sales

Belgium
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India

Mexico

Brazil

South Africa

China / Taiwan

Colombia

Viet Nam

Uruguay

1st half sales growth (constant exchange rate)

<0%

0/+5% +5%/+10%

+10%/+20%

>20%

2d half
perspectives

—

—

/

\

O 015
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2016 : FINANCIAL PERSPECTIVE

Sales organic growth :4.5% to 6.5%
EBITA perspective : above 10% at constant exchange rates

Net debt reduction : around 50M U

oS S S

End of year Net Debt /EBITDAratio: around 4.5 at constant
exchange rates
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October 13* Q3 sales

January 17,2017*Q4 1 Full year sales

* After market close 46



Thank you

for your attention




Disclaimer

This presentation contains forward -looking statements with respect to Vi
profitability and financial condition, business operations, projects and outlook.

rbacos

Although Vi r b anai@agement believes that such forward -looking statements are

based on reasonable assumptions, as made as of the date of this presentation, such
statements do not constitute guarantees of future performance. Actual results may

differ materially from the forward -looking statements as a result of a number of
risks and uncertainties, many of which are outside Vi r b acon@rd, including
not limited  to any risk described in the reports and documents regularly made
available to the public and filed to the AMF.

Investors and security holders may obtain a free copy of such documents at :

www.Virbac.com

but


http://www.virbac.com/

