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Life Science’s business model has LS
attractive fundamentals
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Stability —the result of Life Science’s i

diversification

Stability — Life Science

Consumable exposure ~90% of sales

~38% Europe
Geographic balance ~27% North America
~35% Emerging Markets / Rest of World

Customer breadth ~200,000 customers
and diversity ~Small transaction sizes

Balance between lab Lab: ~60% of sales, high profits, short lifecycles
and drug manufacturing Production: ~40% of sales, long-term business




Stable sales performance even during i
economic or industry downturns

Stability — Life Science
Annual organic revenue growth
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* first six months prior to the completion of the Millipore acquisition
*The Group’s legacy life science tools business



Profitability — based on Life Science’s
fundamental strengths
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All three business units
with attractive profitability

Premium supplier

Continuous innovation

Commercial scale

)

Fi

)

i Capture value by improving customer productivity

EBITDA pre ~ 20%—-30% of sales for all
business units

Leading brands that customers pay a premium for

Operating leverage generated by global sales force




Profitability reflects differentiated products an

operational excellence

Merck KGaA

Darmstadt - German Y

Profitability — Life Science

Gross
margin

Profitability

Gross margin® of ~59%: shows structural health

of business

Attractive profitability: EBITDA pre margin® ~24%

High cash generation, free cash flow yield” ~19%

* first nine months 2012



We will incur costs of ~€160 m and deliver
~€40 m of net savings by 2017
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Low risk profile reflected by high barriers to fRds
entry and low customer/product concentration

Low risk profile — Life Science

Product diversification ~50,000 products

Bl HEIELE } Consumables not discretionary unlike instruments
capital budgets
Sticky market share i Customers are brand loyal and face switching costs

High barriers to entry }* Customer intimacy, high regulatory requirements
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Life Science’s business profile bears low risk =t

across various dimensions

Low risk profile — Life Science

Business
risk
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) cycles

high
Customer
concentration

Economic
cyclicality

@ Geographic
concentration

med

@ Technology

obsolescence
Loss of market
share Merck KGaA

Darrmstadt - Germa oy

Life Science’s Life
low med high exposure Science

low

11



Merck KGaA

Agenda a& e

= Stability, profitability, low risk

= Conclusions



_ife Science has reduced the prominence of
_iquid Crystals on the overall Grou

D
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Contribution of Liquid Crystals to Group EBITDA pre

non-Liquid
Crystals ~80%

63%

Liquid

37% _
’ Crystals 20%

2006* 2011

"EBITDA before exce

ptionals
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Industry attractiveness leads to high valuation <5

multiples for companies in sector

Snapshot of life science tools valuations
P/E 2013 Average:
I 16.0
MEI'II.ER// TOLEDO SBM oy wates O Kfe
Strong industry fundamentals, low-risk financial profile drive high valuations

Source: Jefferies, as of Nov 6, 2012
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Life Science — a leader in one of the most e

attractive segments of the healthcare market

We serve a broad set of industries with a

<z011l134 | high share of consumables and attractive

growth drivers

Differentiated products and operational

Sfeiiizellliys  excellence lead to sustained
profitability levels in the future

Merck KGaA
Darrmstadt - Germa oy

(L€ elielill=  generation across all economic cycles Life
Science

Attractive Business with proven resilience and cash
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