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Safe Harbor Statement

Statements contained in this presentation may be forward-looking statements within the 
meaning of the Private Securities Litigation Reform Act of 1995 involving known and 
unknown risks, delays, and uncertainties that may cause the our actual results or 
performance to differ materially from those expressed or implied by these forward-looking 
statements. These risks, delays, and uncertainties include, but are not limited to: risks 
associated with the uncertainty of future financial results, our reliance on our sole supplier, 
the limited diversification of our product offerings, additional financing requirements, 
development of new products, government approval processes, the impact of competitive 
products or pricing, technological changes, the effect of economic conditions and other 
uncertainties detailed in the Company's filings with the Securities and Exchange 
Commission. The Company undertakes no obligation to update any forward-looking 
statements. 
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About RxElite

� RxElite (OTCBB: RXEI) 

� Total Shares Outstanding: 83.7 Million / Float: 16.5 Million

� Market Capitalization: $90 Million1

� Insider Ownership: 25.8%

RxElite Holdings, Inc., founded in 2000, develops, manufactures, and markets generic 
prescription drug products in specialty generic markets. These markets include products in 
the areas of anesthesia, sterile liquid dose drugs (including respiratory inhalation drugs, 
ophthalmics, and injectable drugs), and transdermal patch products. 

•Recently Closed
•$19.6M Equity Financing in July 2007 & 

•$10.5M Convertible Debt Financing in December 2007

1. As of October 25, 2007
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Our team drives our success – Entrepreneurial growth
Jonathan Houssian, CEO, President, Founder in 2000
�Developed key partnerships 

»Licensing in 7 FDA approved generic pharmaceuticals all in limited competition areas
»Cumulative revenue of over $91 million

�Recruited team with deep significant successful experience
�Raised $25 million in equity and $10 million in debt
�Negotiated and drove successful acquisition of unique manufacturing assets adding 5 additional FDA 

products, deep pipeline, $6 million in revenue and $2 million EBITDA

Earl Sullivan, Chief Operating Officer - 2002
�Managed all contract manufacturing operations for last 5 years for RxElite for 6 products in 4 FDA 

facilities.
�Audited and evaluated numerous pharmaceutical manufacturing operations throughout the U.S., 

Europe, India, and China for cGMP and FDA compliance for potential partnership and acquisition 
opportunities.  

�Featured speaker at international conferences in the U.S., Europe, and Asia on pharmaceutical 
outsourcing and partnering 

�Lead operations person on acquisition and integration of multi-million dollar API facility.
�Lead management of filing 5 ANDA's for RxElite
�Prior to RxElite - integrated major multimillion acquisition of health care service provider, realizing 

significant cost 
»Key operations person integrating 3 additional acquisitions and two customer list acquisitions
»Lead person on restructuring natural gas conversion company to public shell.  Including divestiture of 2 facilities, 

35 people, and all assets and liabilities associated with previous business model
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Profitable FDA manufacturing and product approval expertise demonstrated 
over long periods of time
Patrick Poisson, VP Sterile Operations - 2007
�17 years of industry experience with Genentech, Cardinal Health and RxElite.

�Co-author of 4 peer reviewed research papers which have been influential on industry practice and FDA 
guidance

�Directly managed contract production of over 30 sterile clinical trial drug products *Played a key role in 
the filing, approval and launch of 5 NDA and 20+ ANDA products which today produce approximately 2 
billion in worldwide revenue.

�Named co-inventor on 3 patents

�Recognized industry expert on BFS aseptic packaging technology, presented twice at FDA OGD and at 
numerous industry events worldwide

Dr. Arie Gutman, VP President FineTech - 2008
�Founder FineTech in 1990, specialty/complex API manufacturer

�Lead development and setup of over $8 million in unique API development assets – 6 building campus

�Developed 10 DMF’s and pipeline of 6 additional API’s

�Recruited, trained and manages team of 20 PhD scientists

�Developed non-infringing API’s and patent analysis winning 3 of 4 paragraph IV challenges resulting in 
over $80 million in profits for U.S. licensee partners

�Holds multiple patents
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Proven financial management – organic and acquisition growth

Rick Schindewolf, VP Business Development - 2008
�General Manager of largest (by volume) sterile manufacturing site in US

�Managed a $100MM+ revenue business with a ~40% EBITDA *Over 700 people in 
business organization, direct reports included Director and Sr Director levels

�In the last 6 years, signed commercial deals worth over $70MM in annual revenue

�Lead financial integration of 4 acquisitions (3 with Cardinal Health, 1 with Fisher Scientific)

Shannon Stith, VP Finance - 2008
�Managed all SEC reporting and compliance for small cap public company from 2005 

through 2008.

�Implemented full SOX compliance  in small cap company in 2006, including enacting 
additional internal controls

»Set up new report generation system for board of directors friendly to both financial personnel and 
non-financial individuals.  

�Successful integration of 2 Acquisitions

»Performed all due diligence included reviewing all financial statements, both historical and pro 
forma, as well as contracts, personnel, and how the company would best integrate with the 
current structure.

»Passed on 2 additional acquisitions after due diligence
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Product Development Team
�20 PhD level or higher scientists 

�Significant time working together for majority of team

�Won 3 of 4 Paragraph IV challenges resulting in $80 million plus in profits for clients 

�Development work for leading pharmaceutical companies including Teva, Purdue, Par, 
and European clients in regulated markets 

Sales Team – Successfully launched 30 plus products
�Steve Anderson (2005) (Guilford) – National Sales Manager, Director Hospital Accounts

»Regional team (2006) 

− Chad May (Abbott, Endo)

− Kevin Dycus (Baxter)

− Andrew Horrocks (J&J)

− Tom Lennox (Endo)

− Pete Haakenstad (Paddock Labs)

�Wholesaler/Distributor/Retail Chains - T Slaven (2001), Brad McElliott (2002)

Demonstrated product development capabilities and sales success
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RxElite Independent Board Members

Mark Auerbach – Director
» He was a director  at Par pharmaceuticals (NYSE:PRX) from 1990 to 2006 with his last position as 

its executive chairman of the board.  During this period Par grew from a young generic drugs 
company to over $500M in sales

Peter Williams – Director
» He served on the board at Par Pharmaceuticals beginning in 2003. Mr. Williams served on the 

board of the New York based Special Situations Fund, where he is Chairman of the Independent 
General Partners; and on the International Advisory Committee of RWE/Thames Water.  

David Rector – Director
» He serves as the Principal of The David Stephen Group, which provides enterprise consulting 

services to emerging and developing companies in a variety of industries.  From 2004 until 2005, 
Mr. Rector was the President and Chief Executive Officer of Nanoscience Technologies, Inc., a 
development stage company engaged in the development of DNA nanotechnology. Mr. Rector also 
serves as a director of Superior Galleries, Inc., Nanoscience Technologies, Inc., CallKey 
International, Inc. and Senesco Technologies, Inc. 
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Strategy – Leverage fully established distribution platform through focusing 
on complex generic drugs characterized by “limited competition” though 

partnership or select vertical integration –

� Expertise in complex generic drug products

� Characterized by 

» high barriers to entry

» Limited competition

» Perceived “niches” present larger generic markets then blockbusters

» Comparably more stable market opportunities

� 2 major Paragraph IV launches driving growth in 2008 and 2009 respectively

Scalable Profitable Growth - Scalable to grow $250 million plus with little to 
no increased fixed costs
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Strategy - Attractive Generic Segments

� IR Oral Solids

� Creams/Ointments

� CR Oral Solids

� Oral Suspensions

� Aerosols

� Cytotoxics

� Ophthalmics
� Injectables (in glass)

� Injectables (in 
plastic)
� Transdermals
�Complex API’s

� Schedule II Products

�DESI to 505(b)(2)

� Biogenerics

� Anesthetic Gases
� Intranasals

� Hormonals

Low HighMedium
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Strategy – Leveraging distribution strength through complex “Limited 
Competition” Generics

� Growth Strategy:  Driving organic growth through a growing pipeline of more than 
ten “limited competition” generic drugs
» Total addressable market from pipeline products exceed $2 Billion (Generic NOT 

brand market size)

» High barriers to entry include:

− Process patents

− Unique manufacturing capabilities with long lead times to add capacity & 
perceived small addressable markets

− Difficult product formulations, complex API’s

− FDA approval requirements and approval timelines that differ from oral solids

− Limited product know how and experience available in the market

− Non-U.S. advantages are typically limited

� Stable, high margin opportunities translate into strong potential profit growth
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Other Channels
• Homecare 

• Lincare, Apria, 300 
plus regional's

• Surgery Centers

• Symbion, Medsurge, 
Foundation, Cirrus, 
Ascoa, 200 plus 
regional's

•Veterinarian

• 10 distributors, 100 
plus vets

Major Chains

• Wal-Mart

• Walgreens

• CVS

•Right Aid

•30 plus regional's

• Hannaford Bros., 
Wegmans, Spartan 
Drug, Publix, High 
School, etc.

National and Regional 
Wholesalers

•McKesson

• Cardinal

• AmerisourceBergen 

•ANDA

• Harvard Drugs

• Kinray

All Major GPO’s

• Novation

•Premier

•MedAssets/HSCA

•Amerinet

•Broadlane

•HPG/Consorta

•Cardinal

•PACT

•30 plus regional 
systems

Product Distribution: All major US Generic Buyers
(top 50 = 95% of Generic Drug Market)

Market Credibility = National Distribution Strength

It takes longer to establish market credibility 
than to attain an ANDA

Strategy – Leverage Distribution Strength
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Organic Growth

� Sevoflurane

» New Business Wins (Sales / Gross Profit)

− Premier Award $6.5M / $1.5M

− Key Regional Awards $4.0M / $1.0M

$10.5M / $2.5M

» Sales Pipeline $60M / $12M

� Sterile Liquids – Blow Fill Seal (BFS)

» Facility groundbreaking in 4Q 2007

» 2 new products to be filed in 1 Half / 2008

» Licensing discussions ongoing on 2 other products for 2008 and 20 products for 2009-2011
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Acquisition Growth

� Completed financing for $10.5M in Dec 2007 ; the majority of funds to be used for 
acquisitions

� Goal of acquisition program is to add up to $10M in operating profits

� First acquisition closed in January 2008

» Vertically integrates company to manufacturing assets and API development and production; 
Expands product pipeline and international sales opportunities

» Adds approximately $6M in revenues and approximately $2M in operating profits in 2008

» Expected to add $10M in annual operating profits by 2010

� Actively evaluating several other potential acquisition candidates

» Strategic

» Profitable

» Right value
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Execution
Execution - Generic drugs are commodity items sold on 3 variables: price, deliverability, 

and quality.

� Price – Focus, Focus, Focus! - Low cost – Not low price

» Maintain low cost operations through FOCUS, with scalable infrastructure;

− Prescription generic drug, shipped out of the same warehouse, on the same 
truck, to the same buyer, billed on the same invoice, paid on the same check

» Limited competition with meaningful barriers to entry supports price stability

� Deliverability – RxElite has maintained an Unparalleled Service Record - 100% 
Service level 81 of 86 months of uninterrupted supply

» Customer First – Always!

� Quality – Should be a given - RxElite maintains its own independent QA/QC programs

� Better than industry financial management over time 
» Inventory turns well above industry average (2-6 times per year)

» 30-45 day receivables aging

» <.0025% bad debt
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Results

� 5 generic product launches with 10-20% market share in the first 12-24 months
» Unit dose Albuterol .083% $150 million U.S. market with 4 competitors, 19 years after patent 

expiration*

» Unit dose  Ipratropium .02% - $50 million U.S. market with 5 competitors, 9 years after patent 
expiration*

» Unit dose Albuterol .042% - $12 million U.S. market with 1 competitor 3 years after patent 
expiration*

» Isoflurane Inhalation Anesthetic - $7 million U.S. human market 20 plus years after patent 
expiration with 4 competitors

» Enflurane Inhalation Anesthetic - <$1 million U.S. market 20 plus years after patent expiration 
with 1 competitor

� 6th generic product launched in June 2007 –
» Sevoflurane Inhalation Anesthetic - $400 million U.S. market 2 years after patent expiration 

with 2 competitors

� * Divested product lines.  ANDA’s developed and owned for Albuterol .083% and 
Ipratropium .02%
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Current Finished Dosage Products
� Minrad International - exclusive manufacturing partner for anesthetic gas products

� Isoflurane, Enflurane – total U.S. market size of $7-10 Million – 3 U.S. competitors

� Sevoflurane – FDA approved in May 2007 

» US Market = $400M

» Market growing 11% - 15% per year (in units),

» Attractive competitive landscape with only 2 competitors (Abbott/Baxter);

� Market Strategies - Focus where Abbott and Baxter are not

» Ambulatory/Outpatient surgery centers

» IDN’s and Tier 2 GPOs

» Primary GPOs segments

� Defensible market position

» Vaporizer ownership, Experienced sales force, value-added selling with focus on service



18

API and Dossier Licensing Products 
� Cabergoline licensed to Par has made over $70 million for Par over last 18 months 

» US market is $65 million 
» Non-US market is $400 million – most non-US markets have no generic competitor and some 

have 1 competitor 
» Raw material is difficult to make and patented by Finetech and Teva and Pfizer
» Significant non-US licensing opportunities for this product - $10 million annual royalty 

opportunity over the next 3 years 

� Latanoprost – only billion dollar eye drop in history 
» Launching as only generic in $6 million Israel market in Q1 2008 - $1.5 profit per year expected 
» Several other non-US licensing opportunities 
» US launch in 2011 

� Donepezil 
» Licensed into Greek market with expected royalties of $1 million per year, starting 2009 
» Several other non-US licensing opportunities 
» Possible Paragraph four challenge opportunity – can license for milestone payments/royalties 

� 6 additional products under development 
» 2 Other prostaglandins
» US Paragraph Four challenges 
» Non-US license opportunities – can license for milestone payments/royalties 

Target Annual Profit Growth of $10 million Over Next 36 months
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Future product Pipeline
� Anesthetic Gases - Desflurane – Paragraph IV Challenge - $200 million plus market - FDA-Approval 

expected in 2008 / 2009 

» Attractive competitive landscape with 1 competitor until 2011 due to process patents, limited global 
manufacturing for all anesthetic gases

� Sterile Liquids in Plastic (Blow Fill Seal Technology) – Vertical integration and partnership
» Inhalation Respiratory

− 2010 launch - ANDA’s owned for Albuterol .083% and Ipratropium .02%

» Ophthalmics

− 2 ANDA’s filing in first half of 2008, 5 more in development

− 30 products identified/prioritized

» Injectables in plastic

− Initiation stability work started

� Transdermal Patches - Core Tech Solutions is our exclusive manufacturing (at cost, with profit share) 
partner for transdermal patch products;

» Fentanyl patch expected to launch in late 2009

� Other areas include

» Nasals, Hormonals, Creams & Ointments
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Current Product Pipeline

Transfer 
Price

50/50 Split

50/50 Split

50/50 Split

50/50 Split

Deal 
Terms

Minrad

RxElite

RxElite

Partner

Partner

ANDA 
Owner

$150MMQ1 2008Minrad
Non-sterile 
Liquid for 
Inhalation

#5

Q1 2008

Q1 2008

Q3 2007

Q2 2007

Initial 
Filing

Oral Solid

Oral Solid

Oral Solid

Oral Solid

Dosage Form

Partner

Partner

Partner

Partner

Filing 
Partner

$20MM**#4

$85MM#3

$40MM#2

$100MM**#1

Generic 
Mkt SizeProduct

**Estimated based on current brand only market (2006 IMS)
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Current Product Pipeline

$150MMQ2 2008 –
PASOwnedRxEliteN/ASterile Liquid 

Inhalation#10

Owned

50/50

50/50
Plus

50/50
Plus

50/50

Deal 
Terms

RxElite

Partner

RxElite

RxElite

RxElite

ANDA 
Owner

$40MMQ2 2008 –
PASN/ASterile Liquid 

Inhalation#11

Q3 2008

Q2 2008

Q2 2008

Q1 2008 -
PAS

Initial 
Filing

Transdermal 
Patch

Sterile Liquid 
Ophthalmic

Sterile Liquid 
Ophthalmic

Oral Solid

Dosage Form

Partner

Partner

Partner

Partner

Filing 
Partner

$400MM**#9

$75MM**#8

$7MM**#7

$58MM#6

Generic 
Mkt SizeProduct

** Estimated based on current brand only market (2006 IMS)
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Current Active Development Opportunities Under Negotiation

$33MMQ1 2009Tbd
RxElite

PartnerSterile Liquid 
Injectable#5

Tbd

Tbd

Tbd

Tbd

Tbd

Deal 
Terms

RxElite

RxElite

RxElite

RxElite

RxElite

ANDA 
Owner

$217MMQ3 2008Partner
Solid Dose & 

Oral 
Suspension

#6

Q1 2009

Q1 2009

Q4 2008

Q4 2008

Initial 
Filing

Sterile Liquid 
Injectable

Liquid Nasal 

Sterile Liquid 
Ophthalmic

Sterile Liquid 
Ophthalmic

Dosage Form

Partner

Partner

Partner

Partner

Filing 
Partner

$165MM#4

$18MM#3

$14MM#2

$7MM#1

Generic 
Mkt SizeProduct

** Estimated based on current brand only market (2006 IMS)
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Competition – Managed through strategy and execution

�Competitors:  

» Successfully competed with large industry players such as Dey Labs (Merck KGaA), IVAX (now 
part of Teva), Alpharma (now part of Actavis), and Warrick (generic subsidiary of Schering-
Plough), 

» Key competitors are Abbott and Baxter for RxElite’s anesthetic gases

� Top generic players compete on a limited basis – from acquisition

» Economies of scale through industry consolidation does not directly affect “limited manufacturing”
generics

� Limited market share targets matched to manufacturing capacity

» Avoid hitting billion dollar competitors “head on”

» 10-15% market share targets in 2-5 “limited competition” generic markets

− Will major competitors drop price 30% to keep 10-15% market share? - Long term rational 
behavior

» 2-3% market share targets in competitive “commodity” generic markets
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Risk - Managed through strategy and execution

� Limited product portfolio,

�Depending on a single, large market product, with 2 competitors for the next 12 months;

�Risk Mitigation

» Sevoflurane has few competitors, and a $400 M market that is growing between 11 to 15% per 
year,

» Successfully competing by

− Combining a highly competitive value, with flexibility, response, and service

» Strategic partners and ongoing corporate development efforts will continually diversify portfolio;
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Projected Revenues

� 2008:  $25 Million – $35 Million

� 2009:  $55 Million  - $ 65 Million

� 2010:  $95 Million – $ 105 Million
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Public Comparables – Small Cap Generic Companies

1. Market Cap Values as of 10/22/2007

($6,929,000)$82,578,000 $116,050,200 Lannett Co IncLCI

($10,644,000)$76,701,000 $82,267,090 Interpharm Holdings IncIPA

($3,955,000)$57,678,000 $123,313,700 Hi-Tech Pharmacal IncHITK

($11,471,000)$18,400,000 $216,061,800 Minrad International IncBUF

($16,886,000)$52,418,000 $606,109,300 Akorn IncAKRX

12-Month 
Operating 

Income
12-Month 
Revenue

Market 
CapitalizationCompany NameSymbol
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Reasons to Invest – 2008 Value Drivers In Place

� Budget to be profitable in 2008

� Sevoflurane business continuing exponential growth with key contract awards in place

� Significant sales pipeline of over $60M in potential new sales

� Proposed acquisition vertically integrates company, expands capabilities and pipeline 
products, and adds approximately $2M in additional operating profits in 2008

� Strong product pipeline with new filings and new products expected in 2008

� Experienced management team focused on growth, quality, and cost

� Attractive valuation relative to public comps
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Questions


