Max India Limited

Investor Presentation

This presentation is a compilation of unaudited financial and other information. This may also
contain statements that are forward looking. These statements are based on current
expectations and assumptions that are subject to risks and uncertainties. Actual results could
differ materially from our expectations and assumptions. We do not undertake any

responsibility to update any forward looking statements nor should this be constituted as a
guidance of future performance.
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Max India — An Introduction

Max India Limited is a multi-business corporate, driven by the spirit of Enterprise, focused
on Knowledge, People and Service oriented businesses of Life Insurance, Healthcare and
Clinical Research. Max’s other businesses are Speciality Plastic Products for the packaging
industry and Healthcare Staffing.

& Max Speciality Products
_ Healthcare § N\ vz o IS HealthStaff
Your Partner for Life Caring for you... for life
T : : A VISION
Protecting Life  cCaring for Life  Improving Life “To be one of India’s Most Admired Corporates
L] e HAreUE T for Service Excellence”
Life Insurance Healthcare Clinical Research
MISSION
Life Our Focus... e Establish niche service businesses in Life

Insurance, Healthcare and Clinical Research
Life Insurance and Healthcare...convergence!
Rank amongst top 3 players in each niche
Partner with best-in-class world leaders
Create service excellence in all businesses

www.maxindia.com

BSE Scrip Code: 500271, NSE Ticker: Max, Bloomberg: Max IN




Max India — Key Highlights

e Promoted by Mr. Analjit Singh a prominent Indian industrialist, in 1988

e Amongst one of the leading conglomerates in India
» Life Insurance —74:26 JV with New York Life... 5% Market Share amongst Private Players
» Healthcare — 70% Owned... 8 Healthcare Facilities with 770 Beds
» Clinical Research —100% Owned... over 200 Active Sites
» Speciality Packaging — Division... Capacity of 29,000 TPA; 100% Utilization
» Health Staffing — 100% Owned... 500 Nurses in the Program

e 2.5 Million Customers... 12,000 Employees... 38,500 Agents... 1,250 Doctors...

e Track record of successful international Business Partnerships over last 20 years
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Consolidated Performance Snapshot

US$ Mn
CONSOLIDATED FINANCIAL HIGHLIGHTS
Particulars 2007-08 2006-07 Growth %
Operating Revenue 811.0 454.8 78%
Investment and Other
Income 91.6 43.6 110% Revenue Trend
Total Revenue 902.6 498.4 81% 903
EBITDA 17.6 51 245% | 76 |
EBIT 1.1 (6.4) 72
498
Net Income Before Tax (10.8) (13.9) _
= .
6%9 278
Shareholders' Funds 385.9 150.7 156% | ~ 178 4
Preference Shares** 62.5 0.0 —r——
Borrowings*** 94.4 96.1 -2% . . .

. 2004-05 2005-06 2006-07 2007-08
leed Assets (Net BlOCk) 179.6 157.1 14% @ Life Ins. @Healthcare @ Speciality Pdcts O Cthers
Treasury Corpus 315.3 71.3 342%

Life Insurance Investments 893.7 458.9 95%
Net Current Assets 64.6 29.1 122%

* Excludes one-time revenue of US$ 106.9 Mn on sale of stake in Hutchison Essar Ltd.
** |ssued by Max Healthcare *** Excludes option deposit from New York Life US$1=INR 40



Max India — Shareholding

Shareholding Pattern — March 31, 2008

Number of Outstanding Shares

222,022,720

Promoter Group —
Mr. Analjit Singh
33.8%

Others FDI —

15.9% Warburg

Market Capitalization Pincus

A US$ 1 Billi 5%

rox. Hion
PP FIl — Warburg

FIl — Others Pincus
27.7% 9.1%

Note: Number of Outstanding Shares and Market Capitalization is as on . US$ 1 =INR 40 S



Max India — Management Team

Name Profile

Mr. Analjit Singh, Chairman & Managing Director, Max India has been the driving force behind Max Group’s sustained
Mr. Analjit Singh growth and success since the early 80’s. Mr. Singh a prominent industrialist is an alumnus of Doon School; University
of Delhi, and the Graduate School of Management, Boston University




Max New York Life Insurance

www.maxnewyorklife.com
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MAX & vax [
- Your Partner for Life

Premium Trend - Private Life Insurers

9T 420% - 150%
6+ 84% 0% 1 100%
& ~
~3 4 1 50% e Low Penetration Level
0 0% e Increasing Per Capita Income
2004-05 2005-06 2006-07 2007-08

e Strong GDP Growth

I R remium ey 1o wih (%)

e Absence of Social Security Cover
Life Insurance Density & Penetration 8.9%

8.3% 5 .
i — 7.3% ol 7 e Increasing Awareness
4000 1 1 6% e Better Distribution
2000 11.89 | s e Availability of Multiple Products
T
34 33 .
I s Mt TP & R S 0% e Increased Life Expectancy
s 2 % %8 5 8 8 § %
=l =] = < 8 5 §
[% B = n " '}

‘I:IPremium per Capita =g cnetration Levels ‘

Source: IRDA, Swiss Re Report 2007, SSKI
*APE — Annualised Premium Equivalent (Individual Non-Single Premium + 10% of Individual Single Premium)
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- Your Partner for Life

Max New York Life Insurance [ MNYL ]

Joint Venture between Max India and New York Life International [ NYL ]

NYL, one of Fortune 100 companies, is the oldest mutual life insurance company in
the US with around $250 billion in assets under management

Max India and NYL jointly drive the growth strategy

Max provides Indian industry perspective and manages the regulatory environment

Peak equity comm




Lmax

Your Partner for Life

MNYL road map to becoming
India’s most admired Life Insurance Compan

Key Public Messages

. . Become the most admired Life Insurance Company in India
A trusted life insurance specialist

Customer centric guartile new Life Insurance Companies
Financially responsible and strong

A great place to work

An admired member of the community

Key Differentiators
Financial Strength & Security
Quality of agents
Flexible Products
Service Excellence
Fair Terms of Business




MNYL — Management Team

Name

Profile
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 MAX S vax [

- Your Partner for Life

MNYL — Key Differentiators

e One of India's leading private providers of life insurance, a well recognized brand
name and strong parentage

e Full suite of products with a focus on protection

e Long tenor products (Average Tenor — 26 Years), Young Customer Base (Average Age
— 33 Years)

e Highly productive agency led sales force with best —in-class training infrastructure

e Strong and extensive distribution channels
= QOver 38,500 exclusive sales agents in 266 offices across 170 locations
= 18 bancassurance relationships
= 14 corporate agents
= QOver 800 people strong direct sales team

e Strong customer trust and credibility

e Superior and innovative customer support network

-
12
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- Your Partner for Life

Protection Oriented, Longer Tenor Life Insurance

PROPORTION OF Tenure Age of Insured

PRODUCT TYPE POLICIES (%, by (Years) (Years)
number) l
|
ENDOWMENT I
16 :
|
|
DEFERRED 0.4 '
ANNUITY :
I
MONEY BACK 11 |
|
I
|
UNIT LINKED 49 - I
I
As on Mar 31,2008 '

MNYL Average MNYL Average
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 MAX S vax [

- Your Partner for Life
Established Ourselves amongst

the Leading Agency Sales Force

Adjusted Single premium

New Business
Apr — March 08 Agents Premium per Agent * ($) Cases per Agent *
(Agency) (US$ Mn)
133 290,000 358 0.83
- = 1085
@ ICICI PRUDENTIALT 1065 291,000 338 0.54
[ cire T nsuR

Rael l/MAaiNacCse
e e 434 185,000 257 0.60
365 40,000 931 1.36
BEH2ES 285 150,000 207 0.35
w 248 100,000 264 0.62
Saax 233 36,896 621 1.46
135 53,000 258 0.65
O1ta 129 40,000 332 0.48
A I 92 40,000 226 0.60

TATNA
a o B 86 35,000 257 0.37
86 34,000 228 0.44

N, N T N AN,

* |n terms of highest new business premium (Agenc

Source: IRDA Journal, media reports and company’s internal estimates
US$1=INR 40

14



| &, MAX
\'W ﬁr%'!r‘vr@
Market Position — FY 2007-08

Insurance Sales (US $ Mn

Individual New Business Individual Policies (‘000)

Company Premium (FY 2007-08) (FY 2007-08)
ICICI Prudential 1,671 2,913
Bajaj Allianz 1,411 3,744
SBI Life 663 926
HDFC Standard Life o054 949
Reliance Life 468 1,074
Birla Sunlife 428 688
Max New York Life 327 | [ 873 6
Aviva 246 390
Tata AIG 677 497
All Others 198 1,205
Total Private Life Insurers 6,643 13,259

MS of Private Players (%) 50 26

Source: Insurance Regulatory & Development Authority, Adjusted to include only 10% of Single Premium 15
All Others include: ING Vysya, Metlife, Reliance, Sahara, US$ 1 = INR 40
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‘fer Partner for Life

MNYL — Key Highlights

Annualised First Year Premium & Inforce Business
eoo . Assets Under Management (US$ Mn) _ ., 20 ¢ 1750 - 2000
894 9 Mn Policyholders ]
450 1 AFYP US$ 2 Bn A 1| g00 15 + by 2011 1098 11500 __
by 2011 - g ) §
300 45/ 1600 Q10+ 695 = 1 1000 ¢
223 — = 375 <
150 1 121 1 300 5 1 1 500
FAS
0 —— : 0 0 : : . 0
2004-05 2005-06 2006-07 2007-08 2004-05 2005-06 2006-07 2007-08
=3 AFYP hcome  =sr=—AUM | | = Sum Assured === Policies in force |
Agency Strength Sales Offices Expansion
36,896 .
200,000 Agents 600 Sales Offices, 242
400 locations by 2011
by 2011 25, 048 y 165
$ 15,285 2 105
8,017 65
2004-05 2005-06 2006-07 2007-08 2004-05 2005-06 2006-07 2007-08

-
16
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MNYL — Key Highlights

Lmax

Your Partner for Life

Key Business Drivers Unit SIS Q0-Q oar e ronr
Mar-08 Mar-07 | Growth | mar-08 Mar-07 | Growth
a) Sales Value (Annualized first
year premium) US$ Mn 143 79 81% 419 243 73%
b) Average case size USs$ 519 577 -10% 549 547 1%
c) Case rate per agent per month No. 1.50 1.58 -5% 1.46 1.63 -10%
d) Number of agents No. - - 36,896 25,048 47%
e) Net agents added No. 6,992 4,061 11,848 9,763
f) Conservation ratio* % 86% 74% 83% 78%
g) Gross written premium income US$ Mn
First year premium 120 64 87% 332 188 7%
Renewal premium 98 50 95% 279 147 90%
Single premium 20 14 43% 68 40 69%
Total 238 128 86% 679 375 81%
h) Paid up Capital US$ Mn 258 183 41%
i) Individual Policies in force No. 1,750,725 | 1,098,230 59%
j) Sum insured in force US$ Bn 17 11 56%

* Conservation Ratio = Renewal Premium for the current period / (First Year+Renewal Premium for the previous period)

US$1=INR 40

17



MAX & vax [
- Your Partner for Life

MNYL — Growth Strategy

e Continue to focus on protection oriented, long tenor products and enhance product
offerings

e Grow from 38,500 agents to 200,000 agents while optimizing on costs by agency
segmentation

e Expand Footprint — Pan India presence with 600 offices covering over 450 locations

e Expand Other Distribution Channels
e Seek alarge bancassurance partner with pan India presence
e Strengthen alternate distribution channel
e Scale up direct sales team

e Product offerings across the spectrum of saving needs — Life, Health, Retirement &
Child benefit

e Tap bottom of the pyramid by launching low value high volume products

-
18



Max Healthcare
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, Caring for you... for life

Indian Healthcare

Market Size
2100

indian Healthcare industry e Shift to Lifestyle-Related diseases

;:J" expected to grow at a 15% e Growing Middle class
o CAGR till 2012 to . .
3 TR B o [ e Changing Spending Patterns
e |[nfrastructure Needs
- 250
I 34 | 19 137 e Health Insurance
[ .
o
I. India | Brazil China Germany USA Medical Value Travel
- =l

Healthcare Industry 2012 - US% 78.6 Bn

hiedical EqU|pment Health Insurance

Medcal o M T e Revenue generated by private hospitals
Oonsumables maical Textles
\ 1 currently estimated at US$ 15.5 billion, likely to
oUE‘Zi'?Smg increase to US$ 35.9 billion by 2012
\/Qimcmas e Industry expected to add 1 million beds by 2012
1%

\&

g

Training &
Education
3%

" eratorin : — private sector to contribute 89% of these beds
3% . —_—
o Ceutic ale Medcal Value nfrastucure at an investment of US$ 70 billion
Travel o
160126 2012{0

Source: Medistat World Market Analysis, 2006; E&Y Report, 2007 20



Lmnx 7 Mo

» Heart and Vascular

= Neurosciences

= Joint Replacement and Orthopaedics
Obstetrics and Gynaecology
Paediatrics

e Heart and Vascular Institute
e Super Speciality Hospital

= Surgery and inpatient facilities
»= High-end Diagnostics:

MRI, CT

octor Consultation

and Dental Care

e Hospitals —4
e Speciality Centr

=Specialist doctor consult
and full time nurse.

asic diagnostics like
ology Collection

e Clinics /Impla

Enable retention of patient traffic
Enable ‘start-to-finish’ comprehensive, seamless care: Consult and Diagnostics,

Diagnostic tests, surgeries, post-surgical care
]
21



Lmnx 71 o

Max Healthcare Credo

Passion

Vision

Mission




Max Healthcare — Management Team

Name

Profile

23



Max Healthcare — Key Physicians

Name

Profile

24



Key Differentiators

Comprehensive, integrated and world-class healthcare services with state-of-the-art
infrastructure and facilities

Proven reputation in Medical Quality and Service Excellence.

Seamless delivery of services at every level of care

Established brand name throughout India with a network of specialist doctors

Network of hospitals with a geographical spread that covers the entire National Capital

Region

Leadership in Key Super-Specialties in Tertiary Care
= Centres of Excellence in Cardiac, Orthopeadics and Joint Replacement, Neuro Sciences, Pediatrics,
Obstetrics & Gynaecology and Aesthetic & Reconstructive Surgery

High Quality Nursing and Paramedic Care supported by Nursing and Paramedic College
Extensive emphasis on Medical Training and Education.

Memorable Brand Experience
= ‘Star’ & Quality Physicians
Infrastructure and Equipment
No Surprises — Cost of Care, Pricing, Medication
Signage
Look — Feel — Smell — Touch

25



Key Differentiators

CLINICAL
LEADERSHIP &
MANAGEMENT

EVIDENCE
BASED
MEDICINE

ACCREDITATION

MONITORING
OF
TRIGGERS

AUDITS, MEASURES &
PATIENT FEEDBACK

SYSTEMS

AND

PROTOCOLS

Caring for you... for life

STANDARDS

CONTINOUS
PROFESSIONAL
DEVELOPMENT

INFECTION
CONTROL &
PATIENT SAFETY

26



Accreditations and Awards

National Accreditation Board
for Hospitals & Healthcare Providers

Certificate of GFlccreditation

Max Super Speciality Hospital,
1, Press Enclave Road, Saket,
New Delhi-110017, India
has been assessed and found to comply with NGABFH
GAccreditation requirements, Ahis certificate is valid for
the Scope as specified in the annexure subject to continued

e with the accreditati qui

PO —— S
Vet e 8 2o et
s D e fores
Chairman

Chief Executive Officer
v

Cornificanon

Max Healthcare Institute Ltd.

National Accreditation Board
for Hospitals & Healthcare Providers

Certificate of PAccreditation

Max Devki Devi Heart and Vascular Institute,
2, Press Enclave Road, Saket,
New Delhi-110017, India
has been assessed and found to comply with cNCABH
GAccreditation vequirements, his cevtificate is valid for
the Scope as sper_iﬂed in the annexure subject to contirtued

compliance with the accreditation requirements.

VaRdfrom: Fobruary 06, 2007
VaRdihru - Febnuary 05, 2010

ity ,
AT~

Chiel Exccutive Officer

t )
S
National Accreditation Board for
Testing and Calibration Laboratories
Department of Science & Technalogy, India

MAX LABS 24X7, MAX SUPER SPECIALITY HOSPITAL,
[AUN]TUF MAX HEALTHCARE INSTITUTE LTD.
hasheen assessed and accredited in accoedance with the standard
4 150 15189:2003
ez LB et
forits faclities at
NEW DELHI
in the field of
MEDICAL TESTING
i et {1 P g | g, Mg 4 g, ity by

Conificate Number M7

Vel URS! gl

TR ——
omal NABL

Sagrod e and o bedall of NABL
Anit i e Sutbina M. Gupta -
‘Demcser Ourman

“Innovative Marketing Practices”

G
HEALTTR

“Best Managed Healthcare Program
(Health Insurance/TPA)”



, Caring for you... for life

Max Healthcare — Key Highlights

Fact Sheet Shareholding pattern
Healthcare Eacilities 3 Number of Outstanding Shares 237,094,548
Physicians 1,250* Max In;j(i)all(;jmited
Other Support Staff 2,700 |
Patient Base Over 560,000
Patient Transactions Over 135,000 pm
Beds 770
ICU Beds 196
OTs 20 |
Cathlabs 3 Others
MRIs 6.O(T)FC, Washington Warb;gi;:“cus
CTs 4 3.8%

*Includes 500 physicians on Rolls 28



, Caring for you... for life

(Nos.)

Revenue & Contribution Margin Trend Average Operational Beds &
100 - 53.1% - 55% .5, _Average Revenue per Occupied Bed Day
52.7% 473
75 4 53%
+ 51-V 389
50.6% | 374 8T |
o 504 E 24/ g
3 1 49% £ 2
250 1 4 200
25 +
1 47%
0 f f f 45% 0 } f } 0
2004-05 2005-06 2006-07 2007-08 2004-05 2005-06 2006-07 2007-08
| Revenue === Contribution % ‘ Number of Beds === ARR /OBD
50000 Inpatient Trends 2000 Outpatient Trends
T 1,620 T 1600 11 11 12
o e —
40000 —+ 9
1,344/ T 1500 1200 + 8 19
30000 + g E -
750 + 1000 == '“ 800 + T+ 6@
20000 + ) -
£
+ 500
10000 | 400 1 T3
0 } } } 0 0 " " } 0
2004-05 2005-06 2006-07 2007-08 2004-05 2005-06 2006-07 2007-08
| hpatient Transactions == Average Revenue per Patient| | Outpatient Transactions =d=—Average Revenue per Patient|

29



e 200 patient beds (including 56 critical care beds)
e 3 0Ts, 2 Cardiac Catheterization Labs

e Post Surgery Critical Care Unit

e High Dependency Unit

e Apex and Advanced Coronary Care

e Exclusive well equipped ‘Observation Bay’ and
‘Post Cath. Recovery’

e Nuclear Diagnostic Services with Variable Angle
Dual Head Gamma Camera

ISO 9001:2000 Certified e Centralized Emergency Command with
NABH Accredited Advanced Cardiac Life Support Ambulances and
Air Evacuation Service

e High-end General Surgery

30



Jf' Healthcare

Caring for you... for life

MAX SUPER SPECIALITY HOSPITAL
(May 2006)

NABH Accredited

188 beds (including 63 critical care beds)
7 OTs, 20 Consult Chambers

Tower Specialties — Orthopaedics, Neuro
Sciences, Obstetrics & Gynaecology and
Paediatrics

Brain Suite (first in Asia) and Intra Operative MRI
DSA Lab (for Neuro Sciences)
Emergency Services

High end Radiology facilities with 64 slice Cardiac
CT

31



| | Caring for you... for life

= 90 inpatient beds = 147 inpatient beds

= 20Ts = 30Ts

= Lithotripsy = Mother and Child care

= Mother and Child care = Orthopaedics

= Non-Invasive Cardiology = General Surgery

= Plastic and = Critical care including Dialysis
Reconstructive surgery = Non-invasive Cardiology (incl.

= Physiotherapy Cardiac Catheterization Lab)

= Full range diagnostics = ENT, Ophthalmology

= PHP, OPD and Dentistr‘ = Qther allied SEeciaIties

32



= 108 Inpatient beds = 39inpatient beds

= 30Ts = 20Ts

= Ophthalmology (Anterior and Posterior) = Mother and Child care

= Woman and Child (including Infertility) = Non-Invasive Cardiology
= Medical & Surgical Intensive Care = Laparoscopic Surgery

= Orthopaedics = Orthopaedics

= Nephrology and Urology = ENT, Ophthalmology

= Aesthetic and Reconstructive Surgeries = Urology and Nephrology
= General and Minimally Invasive surgeries » Full range diagnostics

= PHP and OPD = PHP, OPD and Dentistr‘

33



OPTHALMOLOGY AND DENTAL CARE SPECIALIST CONSULTS AND
(November 2005) HIGH-END DIAGNOSTICS
(August 2006)

» Lasik, OPD and Diagnostics » GP and Specialist Consults
» Dental — 3 chambers » Full Diagnostics (including MRI)
= Support Services and Offices » Neurology (EEG and EMG)

= Preventive Health and Chronic Care
» Physiotherapy

= Minor Procedures and Emerﬂencies

34



, Caring for you... for life

Second Phase of Expansion

National Capital Region

e Around 270 inpatient beds with 6 OTs and 1 e Potential Bed Capacity around 300 Beds
Cathlab — Launch expected by August 2009 e Expected launch by 2011
e Tower specialties to include: e Funding to be tied-up
= Oncology  mememem e e e e e e e m === === = -
= IVF Outside National Capital Region
= Orthopaedics and Joint Replacement
= Neurosciences
= Cardiac Care _ _
= Critical Care e Around 100 inpatient beds — Launch

expected by June 2009

Emergency and Trauma care
Non-invasive Cardiology

Joint Replacement and Orthopaedics
Minimally Invasive Surgeries

All support Specialities

e Around 85 inpatient beds with 2 OTs —
Launch expected by September 2009
e Tower specialty — Oncology

12 Facilities in and around Delhi expected by 2011 with a capacity of around 1500 beds

-
35



Max

MAX Healthcare
, Caring for you... for life

Max Healthcare
Project Cost and Funding

e Max India

Eq u |ty = Current — $42 Mn
» Future — $13 Mn

— Capital e Warburg Pincus — $35 Mn
US$ 108 million . IFC, Washington — $13 Mn
e Other Foreign Investors — $5 Mn
: Preference
Project Cost Capital e IFC, Washington
USS$ 275 million .
$ US$ 62 million
e Indian Banks and Financial
Debt Institutions
> Funds = Current — $70 Mn
T = Future (tied-up) — $20 Mn
US$ 105 m|”|0n = Unfunded — $15 Mn

-
US$ 1 = INR 40 36



, MAX R
- Caring for ,'O?E?(-)[:?.

Growth Strategy

e Deliver service focused, world-class healthcare by creating institutions committed to

the highest standards of medical and service excellence

e Enhance Service Offerings — Organ Transplant, Oncology, Cord Blood Banking, Stem
Cell Research...

e Grow with a Flexible Expansion Program — Own and Build; Management Contracts;
Brown Field expansions and Public Private Partnerships

e Explore Retail Pharmacy and Diagnostics opportunity

e Human Capital Development through Medical and Nursing Colleges, Technical
Training Institutes and tie-up with International Academic and Research Institutes

e Improve Capacity Utilization and Outpatient Volumes

37



Max Speciality Products
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Global BOPP Industry

BOPP -Global Demand Supply

KTA
10000 - 100%
7500 1 — g
5000 1 1 B0%
2500 | 1 a0%
0 20%
2007 2008 2009 2010 2011
= Capacity 6710 65981 7261 7580 7778
= Production 5264 5602 5967 6362 6756
—ir=%% Ulilization 78% 80% 82% 84% 87%

Global Per Capita Consumption of BOPP Film

1.9
BOPP per capita
consumption in
0 12 India lower than
X the global average
0.5 0.4 0.4
0.3
0.1
| | |
Western North Asia Latin Eastern India World
Europe America America Europe Average

Global flexible packaging industry market size
US$ 50 billion, of which BOPP Films contribute
70%

Growth of flexible packaging Industry, nearly
15%

Competitive advantage of BOPP films over
other plastics and traditional products

Shift from PET to BOPP. (In India BOPP:PET
products ratio is nearly 1:2 while globally it is
nearly 3:1)

BOPP films in strong demand from consumer
goods industries

Organised retail and changing urban life styles
to further expand demand for BOPP films

Competitive cost advantage for export markets

Source: AMI & Access

39



|
: iali [ : : |
Commodity = Speeellyy W eellece Coated Films Foils
I (Preferred) Films I
I |
I |
I |
I |
: . : |
Packagl-ng, | Pacl-<ag|.ng, Pacl-<ag|.ng, Packaging, Lifestyle, !
Industrial, | | Lamination, Lamination, industrial Apparels
Textiles | | Capacitors* Industrial, PP !
|
e e e e e e e e e e e e e e e e e e e e e e = =
Our Focus

*To launch 40



Existing Infrastructure / Operations

Plant location
Land
Offices

Plant Capacity

Business Quantum

Employee Strength
Quality Certification

: Near Chandigarh (250km North of Delhi)
. 26 Acres (Additional land being acquired)
: Chandigarh, Delhi, Mumbai, Kolkata, Hyderabad,

Chennai

: 29,000 TPA — 3 BOPP Film Lines, 3 Metallizers,

5 Coating Lines

. (@) Domestic — 80%

(b) Exports — 20%

: 380 (Average Age — 39 years)
: () ISO 9000

(b) ISO 14001 — 2004 (Environment Management
System)

(c)OHSAS 18001 - 1999 (Occupational Health
Safety Standards)

41



Max Speciality Products

e Manufacturer/Supplier of Niche (high margin) and High Barrier Speciality polymer films
e Pioneer in introduction of value added products / technology in India
e International market reach with demonstrated export track record

Long term relationship with Blue chip customers

/,\ > PG =

e F'EF'5’ N stle

e Tripled capacity to 29,000 TPA — Achieved over 100% utilization within a year
e Good Human Resource Management — unique record of no union

e High skilled team with good operational controls

e Cost & Project management skills

e Strong world class quality systems

e Continually expand market share by capacity enhancements ahead of competition

e Explore new markets outside India by leveraging high-quality products manufactured at lower cost
in India

42
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Revenue & Profitability Trend (US$ Mn)

1007 6.1 8
Track Record of Strong  ” = 1
01 24 2.5 2'9/ 4
Performance... , q
251 - 2
0 0
2004-05 2005-06 2006-07 2007-08
| Revenue=a— PBY
_ _ _ Quarter Ended -o- Year Ended Y-0-Y
Key Business Drivers Unit ar-08 a7 (Srow(t?h 08 07 Sl
a) Sales Quantity - BOPP Tons 7,180 3,308 117% 23,929 11,985 100%
b) Revenue US$ Mn 22.9 11.7 96% 76.5 41.5 84%
c) Profitability:
Contribution Margin US$ Mn 9.3 4.4 111% 30.0 15.5 94%
% 40.6% 37.6% 39.2% 37.3%
EBITDA US$ Mn 4.2 1.6 163% 12.4 5.3 134%
% 18.3% 13.7% 16.2% 12.8%
PBT US$ Mn 2.5 0.9 178% 6.1 3.0 103%
% 10.9% 7.7% 8.0% 7.2%
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Max Neeman Medical International
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W Ll M EcMAN MEDICAL
Ll |NTERNATIONAL

Indian Clinical Research Industry

Revenue Mix - Clinical Trials

Phase-lll

Phasedl 30%
40% . .
e Huge Patient Population base

PhasedV . ) ] _
Q 'H 10% with Therapeutic Diversity
Phase- o Cost Arbitrage
20%
e Huge Talent Pool

Need availability gap in years to come

e Data Processing Infrastructure

No. of trials 142 600 6,000
Investigators 46 250-300 4,000-5,000 e Favorable Patent Regulations
Trained to catalyze exponential growth
manpower 200 3,000 50,000 _ y | P g
Met A class All A class towns, and improving
Study Sites Oenrlos cities, few B many B and
y class towns C class towns

Source: E&Y Report, 2007; Thomson CentreWatch Analysis, 2007 45
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Max Neeman Medical International

e Service offerings include...
= Project Management
Site Management
Data Management, includes Bio-Statistics and Report Writing
Monitoring Services
Clinical Trial Material Supply Chain Management Services

e Turns profitable backed by strong order flows
= Revenue grows three-fold to US$ 3 Mn

e Confirmed order book of US$ 8 Mn and BD pipeline of US$ 20 million

e Strengthening of Business Development efforts...
* Presence on the East and West Coast in US
= Strategic alliances for outsourcing clinical trials with mid-sized CROs in US, Italy and Russia
= Strategic alliances for outsourcing BD efforts in US

e Database of 750 GCP/ICH Principal Investigators

e Position India as a destination for clinical trials
e Target medium and small-sized biotech and pharma companies for clinical trials

© Identifz mid-sized CROs for exclusive strateﬂic alliances in US and Euroge
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Neeman — Select List of Clients
BALSCH
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OTheéa 11 ALTANA W gﬁ LMWOHWVW

. : %
sanofi aventis w

LUPIN  ThpegH D'

C A PNIA gﬂ PHARMACEUTICALS
Onconova ‘Er | P WE*‘"?C“
iotec
. GogeImmune /2

In Support of Life
ACHILLION
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Max HealthStaff International

Max HealthStaff International Limited is a training and healthcare staffing
company, founded on world-class quality and service excellence offering
trained Indian professionals to healthcare institutions in India and abroad

Big Gap in Demand/Supply of Healthcare Resources Globally,
especially US...projected to increase further

US Supply and Demand Projections for

Registered Nurses 2000 to 2020 = Current Shortage of Nurses: 200,000

3,000,000 -

et * Increasing every year — Expected to be over
2,500,000 De'“""d_ o 400,000 by 2008 and 850,000 by 2020
2,000,000 4=y eattttt ey, = Shortage of allied healthcare staffing
Supply resources such as occupational and physical
1,500,000 therapists, pharmacists, radiographers etc.
estimated to be more than 360,000 by 2008
1000000 +—+—7F—F—7F—F—T—"T—T—T—T"—"T"TT 7T T
,9:33 SO S I T G\ qg;? = Shortage of healthcare professionals extends
to other geographies such as Singapore,
Source: Bureau of Health Professions, RN Supply and Demand Ireland Canada Mlddle East Australiaetc.

Projections

-
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Max HealthStaff International

e Annuity based revenue model with cash inflows expected for periods upto 36 months for each
placed candidate

e 7 Sourcing and Training centers across Delhi, Chandigarh, Kerala and Chennai
e Alliance with leading healthcare staffing companies in US

e 60 Nurses placed in US working with various hospitals such as Stony Brook, Parkway, Tenet
Health, North Shore, Maricopa

e Over 500 nurses in different stages of pipeline — 240 nurses in various immigration stages

e Exploring geographies beyond US such as Middle East, Canada, Denmark and Australia for
training and placement of nurses

e Expand beyond nurses to other allied healthcare staffing resources

e Develop long-term annuity based arrangements with multiple established healthcare staffing
companies

e Focus on healthcare resources with prior experience in critical care segment

e Develop a new vertical for placement of healthcare resources in India and Internationally

e Capitalize on domain expertise in English / IELTS training — make it available to other professionals

and corporates
(.
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Disclaimer

This presentation has been prepared by Max India Limited (the “Company”). No representation or warranty, express or implied, is
made and no reliance should be placed on the accuracy, fairness or completeness of the information presented or contained in
the presentation. The past performance is not indicative of future results. Neither the Company nor any of its affiliates, advisers or
representatives accepts liability whatsoever for any loss howsoever arising from any information presented or contained in the
presentation. The information presented or contained in these materials is subject to change without notice and its accuracy is
not guaranteed.

This presentation does not constitute a prospectus or offering memorandum or an offer to acquire any securities and is not
intended to provide the basis for evaluation of the securities. Neither this presentation nor any other documentation or
information (or any part thereof) delivered or supplied under or in relation to the securities shall be deemed to constitute an offer
of or an invitation.

No person is authorised to give any information or to make any representation not contained in and not consistent with this
presentation and, if given or made, such information or representation must not be relied upon as having been authorised by or
on behalf of the Company any of its affiliates, advisers or representatives.

The Company’s Securities have not been and are not intended to be registered under the United States Securities Act of 1993, as
amended (the “Securities Act”), or any State Securities Law and unless so registered may not be offered or sold within the United
States or to, or for the benefit of, U.S. Persons (as defined in Regulations S under the Securities Act) except pursuant to an
exemption from, or in a transaction not subject to, the registration requirements of the Securities Act and the applicable State
Securities Laws.

This presentation is highly confidential, and is solely for your information and may not be copied, reproduced or distributed to any
other person in any manner. Unauthorized copying, reproduction, or distribution of any of the presentation into the U.S. or to any
“U.S. persons” (as defined in Regulation S under the Securities Act) or other third parties (including journalists) could prejudice,
any potential future offering of shares by the Company. You agree to keep the contents of this presentation and these materials
confidential.

-
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MAX INDIA LTD.
Max House, Okhla, New Delhi — 110 020
Phone: +91 11 26933601-10 Fax: +91 11 26933619
Website: www.maxindia.com
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