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DISCLAIMER

Except for the historical information contained herein, statements in this presentation and the subsequent discussions may constitute "forward-looking 

statements". These forward-looking statements involve a number of risks, uncertainties and other factors that could cause actual results to differ 

materially from those suggested by the forward-looking statements. These risks and uncertainties include, but are not limited to our ability to 

successfully implement our strategy, our growth and expansion plans, our ability to obtain regulatory approvals, technological changes, fluctuation in 

earnings, foreign exchange rates, our ability to manage international operations and exports, our exposure to market risks as well as other risks.

The investor presentation is not intended to endorse, advertise, promote or recommend the use of any products listed in it which are for 

representation purpose only, some of which are reference listed drugs of which the Company has approved, under approval or under 

development generic equivalents. The prefixes “g” and “generic” used interchangeably indicate the generic versions of the named brand 

drugs.

Information relating to any medical products or medical devices contained herein is provided by Cipla for general information purposes only. 

Information on any of the medical products or medical devices may vary from country-to-country. A reference to a medical product or a 

medical device does not imply that such medical product or medical device is available in your country. The commercial availability of the 

medical products or medical devices listed herein in your country is dependent on the validity and status of existing patents and/or marketing 

authorizations related to each. An independent enquiry regarding the availability of each medical products or medical device should be 

made for each individual country.

The product information contained herein is not intended to provide complete medical information, and is not intended to be used as an 

alternative to consulting with qualified doctors or health care professionals.

Nothing contained herein should be construed as giving of advice or the making of a recommendation and it should not be relied on as the 

basis for any decision or action. It is important to only rely on the advice of a healthcare professional.
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Strong performance1 in focused markets; upward operating profitability trajectory

1. Ex-QCIL; Divested in Q3FY24| 2. Market data IQVIA MAT May’24 | * Adjusting Gx revenue growth of Q1FY25 to be same as FY24 YoY growth of 11%

Business Performance Snapshot

Revenue EBITDA PAT

INR 6,694 Cr 7%
(YoY)

INR 1,716 Cr
14%

INR 1,178 Cr
17%

$ 250 MnINR 2,898 Cr
5%

13% 11%ZAR 1,044 Mn $ 102 Mn 7%

India Rx grew at 10%, led 
by chronic therapies 

ramp-up; 
Gx transition completed

Highest-ever quarterly 
sales

Ranked #1 in the 
prescription market2

Growth driven by focus 

on key markets 

Q1FY25

154 bps 156 bps

(YoY)

(YoY) (YoY) (YoY)

One India North America South Africa Private
Emerging Markets & 

Europe
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Q1FY25
25.6% 

of Revenue

17.6%
of Revenue

9% (YoY)*

(YoY) (YoY)



Financial Performance1 – Q1FY25

Revenue2 Break-up

India, 43%

North America, 31%

SAGA, 

10%

Emerging Markets & 

Europe, 13%

API, 2%
Others, 1%

Revenues INR 6,694 Cr EBITDA INR 1,716 Cr

4

Actuals
(INR Cr)

vs Q1 FY24

Total Revenue from 
Operations

6,694 7.0%

EBITDA 1,716 13.8%

EBITDA % 25.6% 154 bps

PAT 1,178 17.4%

PAT % 17.6% 156 bps

Q1FY25 (Consolidated)

R&D3 1%

1. Ex-QCIL | 2. India includes Rx + Gx + CHL; SAGA includes South Africa, Sub-Saharan Africa and Cipla Global Access;| 3. Opex including depreciation; Figures have been rounded-off 

5.3% of revenue
YoY growth



7,143
7,708

8,449

Dec'23 Mar'24 Jun'24

449 
559 547 

Dec'23 Mar'24 Jun'24

Total Debt1 

Healthy Cash Position – Continued focus on building balance sheet strength

1. Total debt includes lease liabilities and working capital loan| 2. Cash & cash equivalents includes current investments, fixed deposits, margin deposits and excluding 

unclaimed dividend balances | 3. Net Cash is Cash balance, net of Total Debts
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INR Cr

Net Cash3

Figures have been rounded-off

7,591 

8,267 

8,996 

Dec'23 Mar'24 Jun'24

Cash Balance2 



Key Highlights of Q1FY25

North America quarterly 

revenue at $ 250 Mn

South Africa prescription business 

ranked #1 in the market2

Launched generic version of 

Lanreotide injection

Healthy Net Cash of INR 8,449 Cr

India Branded Prescription – 

Chronic share improved by 

~100 bps YoY to 61.5%1

Patalganga & Kurkumbh facilities 

classified ‘VAI’ by USFDA

1. As per IQVIA MAT Jun’24|2. As per IQVIA MAT May’24
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Branded Prescription

❖ Delivered a reported growth of 

10% YoY

❖ Improved Chronic mix in the 

overall sales to 61.5% 

(maintained second rank in IPM3)

❖ Respiratory, Cardiac and 

Urology outpacing the market3

Trade Generics

❖ Business impacted for first couple of 

months due to change in distribution 

model

❖ Increase in direct touchpoints 

positioning the business closer to the 

market

❖ The business transition is completed in 

Q1FY25 and back on growth path

Consumer Health

❖ Anchor & transitioned brands 

continue to grow bigger despite of 

tough summer impacting sales

❖ Sustained EBITDA trajectory

❖ Nicotex4, Omnigel5 and Cipladine5 

ranked #1 in the market

One India1 : Driving long-term growth with a legacy of sustainability

TTM Jun-22 INR 8,964 Cr

TTM Jun-23 INR 10,162 Cr

TTM Jun-24 INR 10,992 Cr

CAGR2

 11%

1. India includes Branded Prescription, Trade Generics and Consumer Health| 2. CAGR is calculated on Ex-covid numbers | 3. Market data as per IQVIA MAT Jun’24| 4. Market data as per 

IQVIA Mar’24 | 5. Market data as per AC Neilsen May’ 24
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Q1FY23 INR 1,834 Cr

Q1FY24 INR 2,045 Cr

Q1FY25 INR 2,248 Cr

CAGR

 11%

One India revenue trend Branded Prescription revenue trend



India Branded Prescription – Accelerating growth via focused approach

81. Market data as per IQVIA MAT Jun’24 | 2. For calculation of brand revenues, SKUs have been grouped

21 Brands

IPM1 Brands in Top 300 

ranks

Cipla crosses INR 12,000 Cr in the IPM1

IPM1 Brands with 

revenue >INR 100 Cr

INR ~900 Cr

Steady uptake in Chronic portfolio1 growth (%) Rank

1st 

11.3

15.0

9.2

10.5

13.3

1.0

Cardiac

Urology

Respiratory

Market Growth Cipla Growth

2nd 

7th

INR ~370 Cr

INR ~470 Cr

18% YoY

17% YoY

19% YoY

6 Therapies

With IPM1 Top 5 ranks

24 Brands

Market Sales and Growth2

#1 Foracort

Biggest Brand in IPM1



Strategic offerings in chronic therapies across ‘Continuum of Care’

91. Benign Prostatic Hyperplasia

Urology Diabetes Oncology

BPH1 awareness camps 

Mitra: Engaging 80,000+ 

patients 

Breast Cancer Awareness 

program

Cardiac

Patient support for heart failure risk

Digital  

Counsellors 

Paramedic

Counsellors 

Respiratory

Berok Zindagi: Partnership with Filter Copy 



Trade Generics – Building a future-fit business

India’s largest Trade 

Generic business

#1

Stockiest Network

5,500+

Pin codes serviced 

across India

15,000+

Distribution Model change

Chemist coverage

150,000+

500+
Retail field team (RTF)

Enhanced control leading to 

improved customer relationship

Increased direct touchpoints 

thereby getting closer to the 

market

Operational efficiencies 

due to de-layering of 

distributors

Deepening the channel connect 

with 1.5 Lacs+ chemists

Implementing best distribution 

practices

Driving digitization through 

digital engagement

Transition completed1 

in Q1FY25

101. Business impacted for first couple of months due to change in distribution model.
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Q1FY25: Global Consumer Wellness Franchise demonstrating promising outcomes

1. Market ranks as per IQVIA Mar’24 | 2. Market ranks as per AC Neilsen May’ 24 | 3. Actor pharma brand | Above numbers exclude sales of wellness brands through 
prescription channel

INR 70+ CrINR 80+ Cr INR 25+ Cr INR 15+ Cr

Pain relief Cold & coughSkin infection
Hydration

One India : Revenue INR 378 Cr

Cough, cold & fluCough, cold & flu

ZAR 45+ Mn ZAR 40+ Mn ZAR ~20 Mn ZAR 15+ Mn

South Africa : Revenue ZAR 394 Mn

Nasal spray

ZAR ~20 Mn

Cough, cold & fluImmune booster

INR 45+ Cr

Nicotine Replacement

3

12 2 2 2



North America: Consistent growth trajectory backed by traction in key assets

$ Mn 

12

13%

155 
179 

195 204 
222 229 230 226 

250 

Q1FY23 Q2FY23 Q3FY23 Q4FY23 Q1FY24 Q2FY24 Q3FY24 Q4FY24 Q1FY25

• Highest ever quarterly revenue at $250 Mn with a growth of 13% YoY

• Lanreotide 505(b)(2) market share ~20%1; to be further strengthened by launch of generic version during the quarter

• Improvement in market share of Albuterol by ~4% during the quarter, increased to ~17%2

Key Business Highlights

1. As per IQVIA MAT May 2024 | 2. As per IQVIA week ended 21st June 2024



79

8

55

9

18

8

62

3

17

14

2

3

Approved

ANDAs & NDAs

Tentatively

Approved ANDAs & NDAs

Under Approval

ANDAs & NDAs

Cipla Ltd PEPFAR Invagen Partnered ANDAs/NDAs

ANDA & NDA Portfolio & Pipeline (As on 30th Jun 2024)

1. PEPFAR approved ANDAs can be commercialised in US

164
Approved 

ANDAs & NDAs

31
Tentatively 

Approved ANDAs & NDAs

83
Under Approval 

ANDAs & NDAs

278
Total 

ANDAs & NDAs

13
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Market Segment2 Rank Share Cipla Growth Market Growth

South Africa  Prescription 1 8.6% 10.1% 2.6%

South Africa OTC 3 8.5% 3.7% 0.3%

South Africa Overall 3 8.6% 7.8% 1.7%

SAGA1: South Africa Private growing 5x faster than the market

1. SAGA - South Africa, Sub-Saharan Africa (SSA) and Cipla Global Access (CGA); numbers are Ex-QCIL | 2. Market data as per IQVIA MAT May’24
14

In the prescription market2

SA Ranked #1

Across multiple therapies in Q1FY25

8 new launches

SA Key Highlights2

8 brands with MAT market revenue 

> 100 Mn ZAR

Healthy performance across key 

therapies like Respiratory, CNS 

and Anti-infectives

SA OTC growing at robust 19.4% 

833 
939 

1,044 

Q1FY23 Q1FY24 Q1FY25

50 56 

12 
19 

20 
8 

Q1FY24 Q1FY25

SAGA Revenue

SA Private SA Tender Others (SSA & CGA)

SA Private Revenue trend
$ Mn ZAR Mn 

Highest number of brands in top 30 

(7), top 50 (13) and top 100 (21) 

within generics segment



Q1FY25 : Emerging Markets & Europe and API

Emerging Markets & Europe1

$ Mn

15

API

$ Mn

95 

102 

Q1FY24 Q1FY25

Revenue

17 

12 

Q1FY24 Q1FY25

Revenue$ Mn $ Mn 

1. North Africa region from Emerging Markets will be classified under SAGA henceforth.



ESG Update

Baddi facility certified as zero waste to landfill with a 
diversion rate of 99.56%

Addition of solar rooftop with annual capacity of 
0.7 mn units

Human right assessment in line with SA8000 
completed for major offices in India (Social)

Goa facility wins the British Safety Council 
International Merit Award 

Progress on ESG

16

Note :1. Green house gases: Scope 1 (fuel based) & Scope 2 | 2. Renewable energy | 3. Excluding Construction & demolition waste
These numbers are for India manufacturing and subsidiaries of India wr.t our commitment of Dec 2025 & Numbers are for FY 24 compared with FY 20

44 % waste 

to landfill3

61 %

Waste 

disposal

12.9 % 

Water 

withdrawn

48% Recycle 

water vs 37% 

in FY20

33.6 % RE2 

compared 

to 9% in 

FY20

28 % 

GHG1

Water neutralZero waste to landfill Carbon neutral

Progress from baseline (FY20)



Profit and Loss statement summary (Reported) 

17
Note : Figures have been rounded-off

Particulars Q1FY25 Q1FY24 

Revenue from sale of products 6,625 6,269 

Other operating income 69 60 

Income from operations 6,694 6,329 

Material cost 2,193 2,237 

Employee benefits expense 1,194 1,067 

Other expenses 1,591 1,532 

Total expenses 4,978 4,835 

Finance costs 18 16 

Depreciation, impairment and amortisation expense 247 239 

Other income 160 136 

Profit before tax 1,611 1,375 

Tax expenses 435 378 

Share of associate -1 1 

Profit for the period 1,175 998 

Non-controlling interest -2 2 

Profit for the period attributable to shareholders 1,178 996 

INR Cr



Balance Sheet (Reported) 

18
* Cash & cash equivalents includes current investments, fixed deposits, margin deposits and excluding unclaimed dividend balances | Figures have been rounded-off

Key Balance Sheet Items Jun-24 Mar-24 Jun-23

Equity 28,058 26,802 24,620 

Total Debt 547 559 803 

Inventory 5,531 5,238 5,297 

Cash and Cash Equivalents* 8,996 8,267 6,941 

Trade Receivables 4,990 4,771 4,310 

Trade Payables 2,742 2,474 2,741 

Net Tangible Assets 6,210 6,047 5,750 

Goodwill and Intangibles 4,941 4,713 4,426 

INR Cr



Thank You

Registered Office :

Cipla Limited, Cipla House, Peninsula Business 
Park, Ganpatrao Kadam Marg, Lower Parel, 
Mumbai 400 013

For any queries, please contact

Diksha Maheshwari

Investor.Relations@cipla.com

Ajinkya Pandharkar

Investor.Relations@cipla.com

For more information please visit 

www.cipla.com 
19
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