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This presentation contains forward-looking information and statements, within the meaning of 

applicable securities laws (collectively, “forward-looking statements”), including, but not limited 

to, statements regarding Bausch Health's future prospects and performance (including the 

Company’s 2019 full-year guidance and targeted three-year CAGR1 of revenue growth and 

Adjusted EBITDA (non-GAAP) growth), planned dermatology growth, anticipated revenue from 

our Significant Seven products, the expected impact on long-term growth of new product 

approvals, the anticipated submission, approval and launch dates for certain of our pipeline 

products and R&D programs, the anticipated timing of commencement of studies or other 

development work of our pipeline products and R&D programs, the anticipated timing of the 

loss of exclusivity of certain of our products and the expected impact of such loss of exclusivity 

on our financial condition, expected reported revenue growth and expected revenue generated 

from the Significant Seven and TRULANCE®, expected cash generated from operations and 

the anticipated uses of same, expected growth in R&D investment and the amount of such 

growth, anticipated continued improvement in operational efficiency (Project CORE) and the 

expected impact of such efficiencies, management’s commitments and expected targets and 

our ability to achieve the action plan and expected targets in the periods anticipated, the 

Company’s mission (and the elements and timing thereof) and the Company’s plans and 

expectations for 2019 and beyond. Forward-looking statements may generally be identified by 

the use of the words "anticipates," "expects," “goals,” "intends," "plans," "should," "could," 

"would," "may," "will," "believes," "estimates," "potential," "target," “commit,” “tracking,” or 

"continue" and variations or similar expressions, and phrases or statements that certain 

actions, events or results may, could, should or will be achieved, received or taken or will 

occur or result, and similar such expressions also identify forward-looking information. These 

forward-looking statements, including the Company’s 2019 full-year guidance and 

management’s expectations and expected targets for 2019 and beyond, are based upon the 

current expectations and beliefs of management and are provided for the purpose of providing 

additional information about such expectations and beliefs and readers are cautioned that 

these statements may not be appropriate for other purposes. These forward-looking 

statements are subject to certain risks and uncertainties that could cause actual results and 

events to differ materially from those described in these forward-looking statements. These 

risks and uncertainties include, but are not limited to, the risks and uncertainties discussed in 

the Company's most recent annual and quarterly reports and detailed from time to time in the 

Company's other filings with the Securities and Exchange Commission and the Canadian 

Securities Administrators, which risks and uncertainties are incorporated herein by reference. 

In addition, certain material factors and assumptions have been applied in making these 

forward-looking statements, including, without limitation, assumptions regarding our 2019 full-

year guidance with respect to currency impact, adjusted SG&A expense (non-GAAP) and the 

Company’s ability to continue to manage such expense in the manner anticipated, the 

anticipated timing and extent of the Company’s R&D expense, the expected timing and impact 

of loss of exclusivity for certain of our products, expected base performance, expectations 

regarding our newly acquired TRULANCE® product, assumptions in respect of our targeted 

three-year CAGR of revenue growth and Adjusted EBITDA (non-GAAP) growth including, 

without limitation, expectations on constant currency and mid-point of 2019 guidance, 

assumptions regarding our expectations regarding revenue growth in 2019, including, but not 

limited to, expectations on exchange rate and mid-point of our 2019 guidance, and that the 

risks and uncertainties outlined above will not cause actual results or events to differ materially 

from those described in these forward-looking statements, and additional information 

regarding certain of these material factors and assumptions may also be found in the 

Company’s filings described above. The Company believes that the material factors and 

assumptions reflected in these forward-looking statements are reasonable in the 

circumstances, but readers are cautioned not to place undue reliance on any of these forward-

looking statements. These forward-looking statements speak only as of the date hereof. 

Bausch Health undertakes no obligation to update any of these forward-looking statements to 

reflect events or circumstances after the date of this presentation or to reflect actual outcomes, 

unless required by law.

Forward-Looking Statements

1. Compound Annual Growth Rate.
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To supplement the financial measures prepared in accordance with U.S. generally 

accepted accounting principles (GAAP), the Company uses certain non-GAAP financial 

measures including (i) Adjusted EBITDA, (ii) Organic Revenue and Organic Growth, and 

(iii) Constant Currency. Management uses some of these non-GAAP measures as key 

metrics in the evaluation of Company performance and the consolidated financial results 

and, in part, in the determination of cash bonuses for its executive officers. The 

Company believes these non-GAAP measures are useful to investors in their 

assessment of our operating performance and the valuation of the Company. In addition, 

these non-GAAP measures address questions the Company routinely receives from 

analysts and investors and, in order to assure that all investors have access to similar 

data, the Company has determined that it is appropriate to make this data available to all 

investors.  

However, these measures are not prepared in accordance with GAAP nor do they have 

any standardized meaning under GAAP. In addition, other companies may use similarly 

titled non-GAAP financial measures that are calculated differently from the way we 

calculate such measures. Accordingly, our non-GAAP financial measures may not be 

comparable to such similarly titled non-GAAP measures. We caution investors not to 

place undue reliance on such non-GAAP measures, but instead to consider them with 

the most directly comparable GAAP measures. Non-GAAP financial measures have 

limitations as analytical tools and should not be considered in isolation. They should be 

considered as a supplement to, not a substitute for, or superior to, the corresponding 

measures calculated in accordance with GAAP.

The reconciliations of these historic non-GAAP measures to the most directly 

comparable financial measures calculated and presented in accordance with GAAP are 

in our first quarter earnings presentation on our website. However, for guidance and 

expected CAGR1 purposes, the Company does not provide reconciliations of projected 

Adjusted EBITDA (non-GAAP) to projected GAAP net income (loss), due to the inherent 

difficulty in forecasting and quantifying certain amounts that are necessary for such 

reconciliations. In periods where significant acquisitions or divestitures are not expected, 

the Company believes it might have a basis for forecasting the GAAP equivalent for 

certain costs, such as amortization, that would otherwise be treated as a non-GAAP 

adjustment to calculate projected GAAP net income (loss). However, because other 

deductions (e.g., restructuring, gain or loss on extinguishment of debt and litigation and 

other matters) used to calculate projected net income (loss) may vary significantly based 

on actual events, the Company is not able to forecast on a GAAP basis with reasonable 

certainty all deductions needed in order to provide a GAAP calculation of projected net 

income (loss) at this time. The amounts of these deductions may be material and, 

therefore, could result in GAAP net income (loss) being materially different from 

(including materially less than) projected Adjusted EBITDA (non-GAAP). 

Non-GAAP Information

1. Compound Annual Growth Rate.
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1. See Slide 2 for further non-GAAP information. The reconciliations of these historic non-GAAP measures to the most 

directly comparable financial measures calculated and presented in accordance with GAAP are in our first quarter 

earnings presentation available on our website.

2. Organic growth, a non-GAAP metric, is defined as an increase on a year-over-year basis in revenues on a constant 

currency basis (if applicable) excluding the impact of acquisitions, divestitures and discontinuations.

3. Compound Annual Growth Rate.

4.  Acquired U.S. rights from Eton Pharmaceuticals for investigational 

eye drop for the treatment of itchy eyes associated with allergies.

5. In Asia Pacific.

6. University of California, Los Angeles.

7. $100M reflects a prepayment notice delivered by Company, with 

repayment to occur this week.

Pivot to Offense Driving Strong Investment Case

Strong Start to 2019
• 5% total Company organic revenue growth1,2 in 1Q19 versus 1Q18, following 2018, which was the 

Company’s first year of total Company organic revenue growth1,2 since 2015

Sustainable Revenue Growth
• ~77% of total revenue is generated from the Bausch + Lomb/International and the Salix segments, 

which saw combined 7% organic revenue growth1,2 during 1Q19 compared to 1Q18

New Product Launches and Extensive Pipeline
• New launches: BRYHALI™, LOTEMAX® SM, DUOBRII™ and Thermage FLX® expansion5

• ~250 projects in global pipeline and anticipate submitting >125 of those projects for regulatory 

approval in 2019 and 2020

Strategic Transactions and Debt Management
• Reduced debt by >$200M in 2019 using cash on hand7, while still completing the acquisition of certain 

assets of Synergy Pharmaceuticals, acquiring EM-1004 and entering into two separate licensing 

agreements with UCLA6 and Mitsubishi Tanabe

Healthy Long-term Growth Outlook 
• Bausch Health expects 3-year CAGR3 from the mid-point of our 2019 guidance of revenue growth of 

4% - 6% and Adjusted EBITDA (non-GAAP)1 growth of 5% - 8% over 2019-2022 (constant currency)

✔

✔

✔

✔

✔



4 1. Revenue for the three months ended 3.31.19.

2. Includes Global Solta, U.S. Generics, U.S. Dentistry, Global Vision Care, Global Surgical, Global Consumer, International Ophtho and International Rx.

3. Includes U.S. Ortho Dermatologics, Salix, U.S. Neuro, U.S. Ophtho.

Diversified and Sustainable Revenue Streams 

Medical devices, OTC, 

prescription and branded 

generic products2

~60%

U.S. Branded 

Pharmaceuticals3

~40%

~60% of Bausch Health’s revenue is not 

exposed to U.S. branded prescription pricing1

Bausch + 

Lomb/International

55%

Salix

22%

Ortho 

Dermatologics

7%

Diversified 

Products

16%

Total Company Revenue 

Breakdown1
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Trusted Brands Driving Revenue Growth

1. See Slide 2 for further non-GAAP information. The reconciliations of these historic non-GAAP measures to the most directly comparable financial measures calculated and presented in 

accordance with GAAP are in our first quarter earnings presentation available on our website.

2. Organic growth, a non-GAAP metric, is defined as an increase on a year-over-year basis in revenues on a constant currency basis (if applicable) excluding the impact of acquisitions, 

divestitures and discontinuations.

Bausch + Lomb/International Organic Growth1,2 (Y/Y)
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Strong Brands with Large Opportunity2

1. Includes Salix 1Q pre-acquisition.

2. Excludes divested Ruconest and Fulzaq.

3. Co-promotion arrangement with third party; trademarks are owned by third parties.

2015 2016 2017 2018 2019

Xifaxan

All Other $979M

(62.5%)

$587M

(37.5%)

$932M

(62.2%)

$566M

(37.8%)

$564M

(46.8%)

$641M

(53.2%)

$1,566M

$1,499M

$1,205M

$1,499M

$1,195M

(68.3%)

$554M

(31.7%)

$1,749M

1Q19 - $306M

1Q19 - $139M

$445M

1

3

3
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New Products to Drive Future Growth

1. See Slide 2 for further non-GAAP information. The reconciliations of these historic non-GAAP measures to the most directly comparable financial measures calculated and presented in 

accordance with GAAP are in our first quarter earnings presentation available on our website.

2. Organic growth, a non-GAAP metric, is defined as an increase on a year-over-year basis in revenues on a constant currency basis (if applicable) excluding the impact of acquisitions, 

divestitures and discontinuations.

• Stabilizing the dermatology business despite 

recent LOE headwinds of ELIDEL® and ZOVIRAX®

• Launched Dermatology.com with cash pay model

Global Solta Ortho Dermatologics

New Products Fueling Growth

34% organic revenue growth1,2 in 1Q19 vs. 

1Q18, following 22% organic revenue growth1,2 

in FY18 vs. FY17

March 1st, 2017: New Management 

Takes Over Global Solta

Global Solta Performance



Product Launched Highlight

Sept. 2016
Achieved a monthly TRx retail dollar market share of >35% in the 

opioid-induced constipation category3

July 2017
New independent data released highlighting the speed of onset, an 

important biologic consideration, of SILIQ® as superior to other IL-17s7

Dec. 2017

TRx weekly scripts grew >300% in 1Q19 vs. 1Q18; patients who 

start on VYZULTA® are 34% more likely to stay on it than other 

branded agents6

May 2018 #1 in Redness Reliever category with ~28% market share4

First Launch 

Sept. 20181 Plans for global rollout: U.S. launch planned for 2020

Nov. 2018
Rapid prescription uptake by dermatologists within the first four 

months of launch5

June 2019
~30% covered lives expected at launch and growing to ~75% covered 

lives 12 months post launch

Over $1B

Significant Seven

<$100M
in annualized 

revenues as of 

end of 2017

Expected annualized 

peak total revenues by 

the end of 2022

1. In Japan.

2. Expected. See slide 1 for further information regarding forward-looking information.

3. IQVIA as of Feb 2019.

4. Retail Dollar Share for total United States (MULO) for 4 weeks ending Feb. 10, 2019, according to IRI.

5. IQVIA for three months through 3/29/19.

6. IQVIA patient level data.

2017

~$75M

2018

>$150M

2019

~$300M2

2020 2021 2022

8

7.  Yao CJ, Lebwohl MG. Onset of action of antipsoriatic drugs for moderate-to-

severe plaque psoriasis: An update. J Drugs Dermatol. 2019;18(3):229-233.

Significant Seven Revenue Increased >125% in 1Q19 vs. 1Q18

✔

✔

✔

✔

✔

✔

✔



9 1. Lebwohl, M.G. et al.  Long-term safety results from a phase 3 open-label study of a fixed combination halobetasol propionate 0.01% and 

tazarotene 0.045% lotion in moderate-to-severe plaque psoriasis. Journal of American Academy of Dermatology. 2019 Jan;80(1):282-285.

2. National Psoriasis Foundation 2018 Survey, N=314.

• Unique Combination Product: First and only 

topical lotion combining halobetasol propionate and 

tazarotene in one formulation

• Long Duration of Use: Safety was established in a 

long-term study of up to 24 weeks of continuous use 

and up to 52 weeks of as needed use1; compares to 

current high-potency steroids, which are typically 

indicated for up to two consecutive weeks

• Value Proposition: DUOBRII™ has the potential to 

delay some patients from switching to more 

expensive biologic treatments, which could 

potentially result in health care savings

• Patient Preference: >85% of patients on therapy 

use topical medication2

• Expected Coverage: ~30% covered lives expected 

at launch and growing to ~75% covered lives 12 

months post launch

LAUNCHING 

NOW!

DUOBRII™: Launching Now
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1. See Slide 2 for further non-GAAP information. The reconciliations of these historic non-GAAP measures to the most directly comparable financial measures 

calculated and presented in accordance with GAAP are in our first quarter earnings presentation available on our website.

2. Organic growth, a non-GAAP metric, is defined as an increase on a year-over-year basis in revenues on a constant currency basis (if applicable) excluding the 

impact of acquisitions, divestitures and discontinuations.

Bausch Health: Unique Health Care Solution

Durable Revenue Flow
• ~77% of total revenue is generated from the Bausch + Lomb/International and the Salix 

segments, which saw combined 7% organic revenue growth1,2 during 1Q19 compared to 1Q18

A Diverse Business
• Only one product accounts for >10% of revenue

• Operating in ~100 countries around the world

• Diversified by revenue type

• Opportunity to leverage global footprint

Insulated from U.S. Branded Prescription Pricing
• ~60% of Bausch Health is not exposed to U.S. branded prescription pricing; these products are 

not subject to significant LOEs

Critical Mass of People Consuming BHC Products
• Every day more than 150 million people around the world use a Bausch Health product

U.S. Branded 

Pharmaceuticals4

~40%


