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Disclaimer
Cautionary Note Regarding Forward-Looking Statements
This communication may include “forward-looking statements.” Statements that include words such as “anticipate,” “expect,” “should,” “would,” “intend,” “plan,” “project,” “seek,” “believe,” “will,” and other words of similar meaning in
connection with future events or future operating or financial performance are often used to identify forward-looking statements. All statements in this communication, other than those relating to historical information or current conditions,
are forward-looking statements. We intend these forward-looking statements to be covered by the safe harbor provisions for forward-looking statements in the Private Securities Litigation Reform Act of 1995. These forward-looking
statements are subject to a number of risks and uncertainties, many of which are beyond control of Merck KGaA, Darmstadt, Germany, which could cause actual results to differ materially from such statements.

Risks and uncertainties relating to the proposed transaction with Sigma-Aldrich Corporation ("Sigma-Aldrich") include, but are not limited to: the risk that regulatory or other approvals required for the transaction are not obtained or are
obtained subject to conditions that are not anticipated; competitive responses to the transaction; litigation relating to the transaction; uncertainty of the expected financial performance of the combined company following completion of the
proposed transaction; the ability of Merck KGaA, Darmstadt, Germany, to achieve the cost-savings and synergies contemplated by the proposed transaction within the expected time frame; the ability of Merck KGaA, Darmstadt, Germany,
to promptly and effectively integrate the businesses of Sigma-Aldrich and Merck KGaA, Darmstadt, Germany; the effects of the business combination of Merck KGaA, Darmstadt, Germany, and Sigma-Aldrich, including the combined
company’s future financial condition, operating results, strategy and plans; the implications of the proposed transaction on certain employee benefit plans of Merck KGaA, Darmstadt, Germany, and Sigma-Aldrich; and disruption from the
proposed transaction making it more difficult to maintain relationships with customers, employees or suppliers.

Additional risks and uncertainties include, but are not limited to: the risks of more restrictive regulatory requirements regarding drug pricing, reimbursement and approval; the risk of stricter regulations for the manufacture, testing and
marketing of products; the risk of destabilization of political systems and the establishment of trade barriers; the risk of a changing marketing environment for multiple sclerosis products in the European Union; the risk of greater
competitive pressure due to biosimilars; the risks of research and development; the risks of discontinuing development projects and regulatory approval of developed medicines; the risk of a temporary ban on products/production facilities
or of non-registration of products due to non-compliance with quality standards; the risk of an import ban on products to the United States due to an FDA warning letter; the risks of dependency on suppliers; risks due to product-related
crime and espionage; risks in relation to the use of financial instruments; liquidity risks; counterparty risks; market risks; risks of impairment on balance sheet items; risks from pension obligations; risks from product-related and patent law
disputes; risks from antitrust law proceedings; risks from drug pricing by the divested Generics Group; risks in human resources; risks from e-crime and cyber attacks; risks due to failure of business-critical information technology
applications or to failure of data center capacity; environmental and safety risks; unanticipated contract or regulatory issues; a potential downgrade in the rating of the indebtedness of Merck KGaA, Darmstadt, Germany, or Sigma-Aldrich;
downward pressure on the common stock price of Merck KGaA, Darmstadt, Germany, or Sigma-Aldrich and its impact on goodwill impairment evaluations; the impact of future regulatory or legislative actions; and the risks and
uncertainties detailed by Sigma-Aldrich with respect to its business as described in its reports and documents filed with the U.S. Securities and Exchange Commission (the “SEC”).

The foregoing review of important factors should not be construed as exhaustive and should be read in conjunction with the other cautionary statements that are included elsewhere, including the Report on Risks and Opportunities
Section of the most recent annual report and quarterly report of Merck KGaA, Darmstadt, Germany, and the Risk Factors section of Sigma-Aldrich’s most recent reports on Form 10-K and Form 10-Q. Any forward-looking statements made
in this communication are qualified in their entirety by these cautionary statements, and there can be no assurance that the actual results or developments anticipated by us will be realized or, even if substantially realized, that they will
have the expected consequences to, or effects on, us or our business or operations. Except to the extent required by applicable law, we undertake no obligation to update publicly or revise any forward-looking statement, whether as a
result of new information, future developments or otherwise.
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A balanced portfolio of four divisions

Merck KGaA, Darmstadt, Germany

Healthcare Life Science Performance Materials

Leading in specialty Biopharma

 Life cycle management
 Biologics
 Emerging markets
 OTC

Top 3 in life science tools

 Global presence
 Innovation
 End-to-end solutions for 

pharma industry

No. 1 in display materials

 Customer intimacy
 Innovation power
 Cost and technology 

leadership
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We have added scale while strengthening the 
attractiveness of assets in our portfolio

1Proforma figure including FY 2013 sales of AZ Electronic Materials acquired as of 2 May 2014, 2Excluding “Crop Bioscience”, which was divested; 3Excluding “Theramex”, which was divested

Divestments Acquisitions

€7 bn €18 bn

merged

Ethicals3

Generics

Consumer Health

Liquid Crystals

Pigments

Electronic Chemicals

Analytics & Reagents

Life Science Products2

Laboratory Distribution

2002 revenues €7.5 bn Transformation volume 2013 revenues €11.6 bn1

Biopharmaceuticals

Consumer Health

Performance 
Materials

Life Science +

+

merged

Serono

Millipore

-

-

-

+- divested acquired

+
AZ
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1adjusted EBIT2and EBITDA pre divided by total revenues; 2adjusted EBIT is EBIT less exceptional items (e.g. impairments, integration costs, restructuring costs)
3Pro-forma calculation based on published FY 2013 results for  Merck KGaA, Darmstadt, Germany (including pro-forma AZ); based on 100% expected synergies; including Corporate & Other

Growth initiatives have fundamentally improved 
profitability

Group total revenues and adjusted EBIT and EBITDA pre margins1 2004-2013

3

6.017 5.887 6.310
7.081

7.590 7.747

9.291 10.276
11.173 11.095 11.621

12,9%
15,0%

17,5%

13,8%
14,9%

8,4%

12,0%
14,2% 14,6%

18,0% ~18%

21,3%

27,4%
26,5% 26,5%

29,3% ~30%

5%

15%

25%

35%

0

2.000

4.000

6.000

8.000

10.000

12.000

14.000

2004 2005 2006 2007 2008 2009 2010 2011 2012 2013 2013
pro-forma

Revenue (€m) Adjusted EBIT margin (%) EBITDA pre margin (%)

€m Margins

Acquisition of Serono
Divestment of Generics

Acquisition of Millipore

Acquisition of AZ 
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Strategic agenda beyond 2014 – Focus on growth

FF2018 efficiency
program

Early pipeline 
ramp-up

Continuous efficiency improvement measures~€385 m 
savings

~2012 - 2013 > 2014

Restructuring Growth initiatives

Potential pharma
launches

Lab Water 
platform

Disposable 
bioreactors

InnovationOrganic

Repatriation projects

Leverage regional 
platforms

Emerging Markets

AZ Electronic Materials

Inorganic

Sigma-Aldrich New advanced 
materials OLED

…       
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Sigma Aldrich acquisition - a compelling transaction 
rationale

*EPS pre one-time items and amortization, especially from purchase price allocation (PPA)

Financial fit

Further diversification of revenue stream

Substantial synergy potential

 Immediately accretive to EPS pre* and EBITDA margin

Solid investment grade rating will be maintained

Strategic and 
operational fit

 Increasing scale – expanding position in attractive life science industry

Enhancing value for our customers

Broadens product range and ease of doing business for Laboratories & Academia

Complements Process Solutions product offering

Closing the gap in U.S. – adequate presence in all geographies

Leveraging existing platforms for global innovation rollout
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Full-year guidance confirmed

Group guidance for 2014, including AZ1

Sales: ~ €11.0 – 11.2 bn

EBITDA pre: ~ €3.3 – 3.4 bn

EPS pre2: ~ €4.50 – 4.75

1Including AZ Electronic Materials from May to December 2014 
2Based on number of shares after the share split, which has been effective since June 30, 2014
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Strategic priorities for sustainable success: New
revenue streams and maximizing existing franchises

1.

2.
CREATE
SUSTAINED
GROWTH

ENFORCE
STABILITY IN
EXISTING
BUSINESSES

 Deliver on R&D pipeline
 Payor-centric devices strategy
 Expand regional portfolio 

through in-licensing

Generate new revenue streams

Market positioning
 Regions / emerging markets 

capabilities
 Life-cycle management including 

superior devices

Maximize existing franchises Growth initiatives
and pipeline

Rebif

Erbitux

Fertility

General Medicine2

Status quo1 2018E

1FY 2013; excludes Allergopharma and Biosimilars; 2including Cardiometabolic Care, Endocrinology, General Medicine and Others

Vision 2018
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The plan to maximize Biopharmaceuticals’ core 
franchises has paid off

Capitalize on strong efficacy and new smart devices to 
maximize differentiation and defend franchise

Continue to drive front-line mCRC share by increasing patient 
testing and expanding head and neck coverage

Build on No.1 position and ART1 channel access with embryo 
diagnostics and other innovative technologies

Harness strengths of existing business and build a new focus 
area driven by innovative devices and services for patients

Build on existing track record in Emerging Markets, drive 
brand and life-cycle management and expand business 
including asset repatriation

1ART = Assisted Reproductive Technology 
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Biopharmaceuticals’ goal: Success as a mid-sized 
specialty pharma player

Illustration

Return 
for 

Biopharma-
ceuticals

Risk 
for 

Biopharma-
ceuticals

Regional focus

Product 
positioning

Cost management & 
focused resource allocation

Several levers to develop 
Biopharmaceuticals’ ambition

Optimized operations: moderate risk-
reward profile from excellence in cost, 
product and regional positioning

High risk-reward profile from science-driven 
levers including devices

PerspectiveLevers for value creation and growth

Ambition: one compound or lifecycle management project a year

New molecular 
entities (R&D)

Science

Differentiation



 Substantial footprint in the U.S.
 Global oncology drugs already marketed
 Strong financial position to fully leverage 

potential of avelumab*
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Collaboration with Pfizer – two strong players 
combining forces in oncology

R&D capabilities
 Avelumab* with over 700 patients 

treated in Phase I/II study across 
multiple tumor types
 Interim analysis of expansion cohorts 

confirms promising risk/benefit on 
2nd line NSCLC and heavily pre-treated 
ovarian cancer patients
 On-going Phase II study in 

m-Merkel cell carcinoma 

Commercial strength
Well positioned in Europe and 

Emerging markets 

R&D capabilities
 Track record in drug development:

3 oncology product launches 
in 2011/2012
Multiple immuno-oncology and oncology   

assets with potential for combination    
therapies

Commercial strength

Strong commitment to immuno-oncology

Regulatory & Commercial track record

Compound and R&D expertise

*Avelumab = proposed International Non-proprietary Name (INN), formerly referred to as Anti-PD-L1 mAb (MSB0010718C)
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Three strategic drivers for collaboration

 Combine Biopharmaceuticals’ R&D 
and  Pfizer’s commercialization 
capabilities
 Speed up overall development process 

through joint R&D efforts
 Combine financial resources of two 

global Biopharma players
 Share development risk

Leverage avelumab*

 Enlarge pool of potential combinations 
through use of Pfizer’s pipeline assets 
and existing products of Pfizer
 Leverage scientific expertise through 

joint research efforts 
 Increase momentum to bring 

combinations to the market

Tackle combination therapies

 Co-commercialization of Xalkori
in major markets
 Build up Oncology infrastructure and 

capabilities, especially in North America
 Broaden experience and knowledge base 

in advance of potential avelumab * launch
 Additional income stream to drive 

R&D activities

Build new commercialization strength

  

+

*Avelumab = proposed International Non-proprietary Name (INN), formerly referred to as Anti-PD-L1 mAb (MSB0010718C)
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Financial implications of the deal with Pfizer

$850 m upfront cash payment, accrual to be released over several years

~50:50 R&D Cost split for drug development

Following regulatory approval, first potential sales of avelumab*

Milestone payments of up to $2.0 bn based on filing/approval and 
commercialization of the compound across various indications & markets 

Co-commercialization of Xalkori – 2015 reimbursement for ramping up 
infrastructure and capabilities; followed by profit sharing agreement 

*Avelumab = proposed International Non-proprietary Name (INN), formerly referred to as Anti-PD-L1 mAb (MSB0010718C)
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Current view on R&D project prioritization in 
Phase II and III

Only 10% of projects go from clinic to 
market – in the overall Biopharma
industry and at the group

The most successful pharma
companies strictly prioritize and have 
a high rate of project discontinuations

General

Evaluate

e.g.
Abituzumab

Self

e.g.
Atacicept

Partner

e.g.
Avelumab*

Discontinue

e.g.
ONO-4641
Tecemotide Fit for 

Biopharma-
ceuticals’ 
resources 

Asset’s 
market 
impact

All pipeline candidates are 
continuously monitored

Regular process to decide on further 
development of the asset

Assessment based on clinical data; 
and strategic and financial criteria

Biopharmaceuticals

*Avelumab = proposed International Non-proprietary Name (INN), formerly referred to as Anti-PD-L1 mAb (MSB0010718C)
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Commitment to scientific innovation makes a 
meaningful difference 

*Examples
*Avelumab = proposed International Non-proprietary Name (INN), formerly referred to as Anti-PD-L1 mAb (MSB0010718C)

Understand disease-led 
human immunology to build a 

competitive drug portfolio

Vision

Atacicept
ATX-MS-1467

BTK inhibitor

Key projects*

Immunology & Neurology

Leverage our presence in oncology 
to deliver the best benefit possible 

to patients

Vision

 TH-302
 c-Met inhibitor

 p7056K & Akt inhibitor

Key projects*

Oncology

Transform cancer into a 
chronic disease

Vision

Avelumab*
NHS-IL2LT

NHS-IL-12

Key projects*

Immuno-Oncology
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The role of hypoxia in cancer

Hypoxia is an attractive target for cancer therapy

1 Hypoxia is a common feature of many solid tumors

2 Tumor hypoxia can result from rapid cell proliferation and an 
inadequate disordered vascular network

3 Sustained hypoxia can be associated with an aggressive 
tumor phenotype

4 Hypoxia is associated with resistance to chemotherapy 
and radiotherapy

Source: Vaupel P, Mayer A. Cancer Metastasis Rev 2007; 26:225-239; Vaupel P, Höckel M, Mayer A. Antioxid Redox Signal. 2007 Aug;9(8):1221-35. Duan JX, et al. J Med Chem. 2008 Apr 24;51(8):2412-20
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TH-302: Potential broad application in many 
tumor types

Brain

Skin

Head & Neck

Soft Tissue

Stomach/BTPancreas

Liver/ BT

Kidney

Ovary

Lung

Blood/Lymph

Large phase II or III 
programs currently 
underway

 TH-302 is an investigational hypoxia-
activated prodrug designed to be 
activated under hypoxic (low oxygen) 
conditions

 TH-302 is essentially inactive under 
normal oxygen concentrations

 In areas of hypoxia, TH-302 becomes 
activated and converts to an alkylating
cytotoxic agent resulting in DNA cross-
linking

 This renders cancer cells unable to 
replicate their DNA and divide leading to 
apoptosis

 Potential application in multiple tumor 
types

 Less likely to produce broad systemic 
toxicity seen with untargeted 
comparable chemotherapies

Source: Vaupel P, Höckel M, Mayer A. Antioxid Redox Signal. 2007 Aug;9(8):1221-35. Duan JX, et al. J Med Chem. 2008 Apr 24;51(8):2412-20
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Atacicept targets both BLyS and APRIL

Atacicept binds to the receptors of 
two cytokines regulating maturation, 
function, and survival of B cells

 B-lymphocyte stimulator (BLyS)

 A proliferation-inducing ligand
(APRIL)

Also contains extracellular, ligand-
binding portion of the receptor TACI

BLyS and APRIL levels increased in 
patients with SLE, suggesting dual 
blockade may be more efficacious 
than blocking  BLyS alone

Receptors BAFF-R
BCMA TACI

Proteoglycans

B cell

Atacicept

Ligands BLyS/APRIL
heterotrimer

BLyS APRIL

Source: Dillon S, et al. Arthritis Res Ther. 2010.   Dillion SR et al, Nature reviews, Drug Discovery , March 2006

Mode of action



Placebo atacicept 75mg atacicept 150mg

2424

APRIL-SLE efficacy: Significantly longer time to first 
flare and reduced number of flares in 150 mg group

Source: Isenberg D. et al, Ann Rheum Dis. 2014

Treatment group Any increase in 
steroid

Increase to ≥20 mg  
prednisone (high dose)

Placebo 35.6% 32.1%
atacicept 75mg 29.8% 27.4%
atacicept 150mg 13.6% 12.3%

Post hoc analysis showed that atacicept was 
associated with a dose-dependent decrease in 
proportion of patients requiring higher doses of  
corticosteroids

APRIL-SLE

44
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Stringent R&D prioritization of oncology-tilted 
pipeline to yield first potential results 2016+

Focus on bolstering pharma R&D pipeline

More focused and better prioritized R&D pipeline to yield one 
compound and lifecycle management initiative every year
 Keep up stringent prioritization process for R&D projects
 Lower R&D pipeline risk via partnering, risk-sharing 
 Continuously develop innovation flow with external know-how

 Prepare launch readiness in mature markets
 Improved pipeline structure to yield first potential results 

from 2016+

 Oncology
 Phase III

TH-302

 Oncology
 Phase I

Avelumab*

 Systemic lupus erythematosus
 Phase II

Atacicept

Focus on optimal product development 

*Avelumab = proposed International Non-proprietary Name (INN), formerly referred to as Anti-PD-L1 mAb (MSB0010718C)
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Conclusion

1As measured by sales growth, product launches; 2E.g. mid-sized R&D budget of € 1-1.5 bn

Biopharmaceuticals’ ambition for 2015+

Leverage resilience of existing Franchises to achieve full 
potential

Access attractive markets and participate in 
above-average growth 

Increasing focus on scientific excellence in R&D

First potential pipeline contributions from 2016+ onwards

Ingredients for success1

Adequate innovation resources2

Highly focused on specialty indications

Commercial strength

Global and Emerging Markets presence 





Appendix 

Additional divisional information

Financials 9M 2014
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Emerging Markets are a key pillar of growth for 
Biopharmaceuticals

Emerging Markets are a key driver for 
the branded products as well as for 
Biopharmaceuticals overall

 ~30% of sales in Emerging Markets 

 ~50:50 breakdown between Latin 
America and Asia

Emerging Markets account for >60% 
of organic growth 2011-20132

Key facts
2013 Organic growth rates of Biopharmaceuticals in Emerging Markets

> 20 %< 10 % 10 – 20 %

AsiaLatin America

Attractive growth profile versus peers (2011-2013)1

%
av

er
ag

e 
gr

ow
th

 
in

 E
m

er
gi

ng
M

ar
ke

ts
 2

01
1-

20
13

% average share of Emerging Markets on total company sales 2011-2013

2

4

6

8

10

12

14

5 10 15 20 25 30 35

Abbott

AstraZeneca

Sanofi

Novartis

GlaxoSmithKline

Roche

Bayer

Pfizer

MSD

Johnson & 
Johnson

Bubble Size = 
€ 1bn sales in 2013 
in Emerging Markets

1Source: IMS MIDAS, 2012/2013 constant USD; 2Source: Biopharmaceuticals
Note: Size of bubble = € bn sales in Emerging Markets (2013)

Emerging Markets support
existing business and serve 
as a platform for strategic 

growth initiatives 

Merck KGaA, 
Darmstadt, 
Germany
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TH-302: Phase III in pancreatic cancer 
fully enrolled

Final analysis planned for 2016

Locally Advanced or 
metastatic PaCa

N=660 Placebo
+

gemcitabine

TH-302
+ 

gemcitabine

R

1

1

TH-302 – Pancreatic Cancer 

Double-blind, placebo-controlled, randomized, multicenter

Phase III (MAESTRO) – Study design

 Primary endpoint: overall survival
 Secondary endpoints include: 

Progression-free survival, overall 
response rate, duration of response
 Predictive biomarkers: CAIX, ENO-2+
 Under FDA Special Protocol 

Assessment  (SPA) agreement
 Locations: >120 sites including US, 

Europe, Latin America, Asia, Australia
 Initiated: Jan 2013
 Enrolment completed late 2014
Orphan drug designation in US and EU
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TH-302: Phase III in STS fully enrolled

Final analysis planned for 2016

Locally advanced 
unresectable or 
metastatic STS

N=620
doxorubicin

TH-302
+ 

doxorubicin

R

1

1

TH-302 – Soft Tissue Sarcoma

Open-label, randomized, multicenter

 Primary endpoint: overall survival
 Secondary endpoints include: 

Progression-free survival, overall 
response rate, duration of response, 
quality of life
 Crossover from control arm is not 

permitted
 Under FDA Fast Track Designation 

agreement
 Locations: >80 sites in 14 countries 

including US & Europe
Orphan drug designation in US and EU

Patients on the treatment arm who are responding or who have stable disease and have acceptable 
toxicity may elect to continue on maintenance therapy after 6 cycles of Doxorubicin with single-

agent TH-302 until PD

Phase III (TH-CR-406) – Study design

PD = progressive disease
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Implementation of biomarker strategy enables 
treatment of patients, not diseases

No predictive 
Biomarker identified

Biomarker concept identified /
Biomarker strategy implemented

Biomarker strategy with 
stratification 

potential implemented

Importance

TH-302

52%17% 

2011

26%49% 

2011

22%34% 

2011 TODAY TODAY TODAY

IL-17A-F Nanobody
NHS-IL12

avelumab*
Sym 004
atacicept

pimasertib
c-met inhibitor

2011: 17 projects in Phase I/II of which 0 with preclinically validated biomarkers; 
Today: 24 projects in Phase I/II of which 10 have validated biomarkers

*% for all projects in phase I/II/III, selected examples provided
*Avelumab = proposed International Non-proprietary Name (INN), formerly referred to as Anti-PD-L1 mAb (MSB0010718C)
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PD = programmed death

The targeting principle of PD-1/PD-L1 in the tumor 
microenvironment

Re-invigoration of  natural 
anti-tumor response

Suppression of immune 
response

Direct lysis of tumor cell and 
suppressive immune cells via 

ADCC

Anti-PD-L1

Anti-PD-L1

PD-1
Treatment

PD-L1

Tumor cell

Effector T cell

Suppressor immune cell

Fcγ Receptor

NK cell
 Expression of PD-L1 in the 

tumor microenvironment 
can inhibit anti-tumor T cell 
activity

 Fully human IgG1
 Blocks interaction of PD-

L1 with its known ligands
PD-1
 Exhibits  Antibody 

Dependent Cell-Mediated 
Cytotoxicity (ADCC)
 Binds with high affinity to 

human, monkey and 
mouse PD-L1



Current clinical program of avelumab*
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Large Phase I, open-label trial to 
investigate the safety, pharmacokinetics 
and clinical activity in patients with solid 
tumors
Expansion to selected indications
Overall enrollment target of 590 patients
Current recruitment status varies 

by indication
 Interim efficacy data for NSCLC (n=90) 

and ovarian cancer (n=23) shared at the 
Capital Market Day
Phase II in Merkel cell carcinoma  with 

ORR as primary endpoint. Enrolled first 
patient in Q3 2014

avelumab* studies
(10mg/kg IV 2q week)

Signal finder 
studies

Expansion 
cohorts

NSCLC 2nd line

Gastric Cancer

Breast Cancer

Merkel Cell Carcinoma 

P
ha

se
 I

P
ha

se
 II

Ovarian Cancer

Colorectal Cancer

Melanoma

Prostate Cancer

Interim data presented today

n = 20* n = 150*

*enrollment target
*Avelumab = proposed International Non-proprietary Name (INN), formerly referred to as Anti-PD-L1 mAb (MSB0010718C)
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Phase I efficacy result: Response rates in NSCLC

With minimum follow-up time of 3 months, the ORR is similar to other anti-PD-1/PD-L1 agents

Partial Response (PR)

Stable Disease (SD)

Complete Response (CR)

NSCLC
Intent-to-treat,

n = 90 (%)

Progressive Disease (PD)

1 (1.1%)

11 (12.2%)

30 (33.3%)

35 (38.9%)

Best Overall Response
by RECIST 1.1
unconfirmed

Non-evaluable (NE) 13 (14.4%)

Objective response rate* (ORR) 
[95% CI**]

13.3%     
[7.1%, 22.1%]

0 5 10 15 20 25 30 35 40 45

1620004

1300015

1020036

1010045

1710002

1220011

1020025

1020023

1220009

1550002

1220003

1020004

Weeks since treatment initiation

In
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s

*
*

Complete response
Partial response
Progressive disease
Ongoing response
End of treatment

Time to and duration of response

Data presented at Merck KGaA, Darmstadt, Germany Capital Markets Day, September 18, 2014, and based on an interim analysis
*Response rate per RECIST v1.1  is based on all treated patients. ORR includes both confirmed and unconfirmed responses (CR and PR); **Confidence interval
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Phase I results in ovarian cancer: Tumor shrinkage 
and duration of response

Stable Disease (SD)

Ovarian cancer
n = 23; n (%)

Progressive Disease (PD)

0

4 (17.4%)

7 (30.4%)

1 (4.3%)

Complete Response (CR)

Partial Response (PR)

Best Overall Response by RECIST 1.1
unconfirmed

17.4% 
[5.0%, 38.8%]

Non-evaluable (NE)

Objective Response Rate** (ORR) 
[95% CI***]

11 (47.8%)

First occurrence of new lesion
Subject off treatment

Patients with ovarian cancer (n = 21*)

0 5 10 15 20 25 30 35

1510010

1730003

1300014

1310003

Weeks since treatment initiation

In
di

vi
du

al
 p

at
ie

nt
s

* *

Complete response
Partial response
Progressive disease
Ongoing response
End of treatment

Time to and duration of responsePatients with ovarian cancer (n = 21*)

Stable Disease (SD)

Stable Disease (SD)

Data presented at Merck KGaA, Darmstadt, Germany Capital Markets Day, September 18, 2014, and based on an interim analysis
*Based on evaluable patients ; **Response rate per RECIST v1.1  is based on all treated patients. ORR includes both confirmed and unconfirmed responses (CR and PR); ***Confidence interval
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Safety
Overall summary of reported 
anti-PD-L1-related TEAEs

38

Avelumab*: Phase I dose escalation results 
presented at ASCO 2014

ADCC = Antibody-dependent cell-mediated cytotoxicity; ALC = absolute lymphocyte count; n= number of patients; NCI-CTCAE= National Cancer Institute Common Terminology Criteria for Adverse Events (v 4.0);
TEAE= treatment-emergent adverse event; Cmax= maximum concentration; AUCtau= area under the concentration-time curve for the dosing period; Rsq= square of the Pearson correlation coefficient
*Avelumab = proposed International Non-proprietary Name (INN), formerly referred to as Anti-PD-L1 mAb (MSB0010718C)

Favourable safety profile >90% PD-L1 occupancy in blood                     
at 10 mg/kg 

No evidence of ADCC against               
immune cell subsets

10 (35.7)
5 (17.9)
5 (17.9)
4 (14.3)
3 (10.7)
3 (10.7)
3 (10.7)

Most common, all grades
Fatigue
Influenza-like illness
Lymphopenia
Pyrexia
Chills
Diarrhea
Aspartate aminotransferase increased

All grades 20 (71.4)

Events, n (%) n = 28

NCI-CTCAE grade ≥ 3 3 (10.7)

Leading to permanent discontinuation 3 (10.7)

Serious events 1 (3.6)

Leading to death 0
Normal ALC range

Absolute lymphocyte count (ALC)
ALC changes during anti-PD-L1 treatment



39

Phase I safety results: Adverse Events

Related AEs

AEs, Grade ≥3 

AEs

Pooled expansion 
cohorts 

(n = 290)
n (%)

Related AEs, Grade ≥3 

262 (90.3)

198 (68.3)

124 (42.8)

38 (13.1)

Current safety information 
based on an analysis of 
290 subjects (expansion 
part of study -001)
Cut-off date: Jul 16, 2014
Minimum follow-up time: 

4 weeks

NSCLC
(n = 127)

n (%)

114 (89.8)

87 (68.5)

55 (43.3)

17 (13.4)

Ovarian cancer
(n = 23)
n (%)

23 (100.0)

18 (78.3)

9 (39.1)

2 (8.7)

Data presented at Merck KGaA, Darmstadt, Germany Capital Markets Day, September 18, 2014, and is based on an interim analysis
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Biopharmaceuticals pipeline

Pipeline as of Oktober 31, 2014; 1Combined with hDM2 inhibitor (SAR405838) from Sanofi, conducted under the responsibility of Sanofi;
2Sponsored by the National Cancer Institute (USA); 3Combined with PI3K/mTOR inhibitor (SAR245409) from Sanofi, conducted under the responsibility of Merck KGaA, Darmstadt, Germany; 
4Post-approval request by the European Medicines Agency

Neurodegenerative Diseases Oncology

Immuno-Oncology

EndocrinologyImmunology

Phase I Phase II Phase III In registration
 ATX-MS-1467 - Immune tolerizing agent

Multiple sclerosis

 Pimasertib1 - MEK inhibitor 
Solid tumors

 MSC 215611J - C-Met kinase inhibitor 
Solid tumors

 TH-302 - Hypoxia-activated prodrug
Hematologic malignancies and solid tumors

 Sym004 - Anti-EGFR mAbs
Solid tumors

 MSC 2363318A - P70S6K & Akt inhibitor
Solid tumors

 Beigene-283 - BRAF inhibitor
Solid tumors

 Beigene-290 - PARP inhibitor
Solid tumors

 MSB 0010718C - Anti-PD-L1 mAb
Solid tumors

 MSB 0010360N (NHS-IL122) –
Cancer immunotherapy
Solid tumors

 Abituzumab (DI17E6) - Anti-integrin mAb 
Colorectal cancer 

 Pimasertib - MEK inhibitor
Melanoma

 Pimasertib3 - MEK inhibitor 
Ovarian cancer

 Sym004 - Anti-EGFR mAbs
Colorectal cancer

 TH-302 - Hypoxia-activated prodrug
Melanoma

 TH-302 - Hypoxia-activated prodrug
Non-small cell lung cancer

 Sprifermin -
Fibroblast growth factor 18
Osteoarthritis

 Atacicept -
Anti-Blys/anti-APRIL fusion protein
Systemic lupus erythematosus

 MSB 0010445 (NHS-IL2) -
Cancer immunotherapy 
Melanoma

 MSB 0010718C - Anti-PD-L1 mAb 
Merkel cell skin carcinoma

 ALX-0761 - Anti-IL-17 nanobody
Healthy volunteers

 MSC 2364447 – BTK inhibitor
Healthy volunteers

 Kuvan®

(Sapropterin dihydrochloride)4

Phenylketonuria in pediatric patients
< 4 years of age

 TH-302 - Hypoxia-activated prodrug 
Soft tissue sarcoma

 TH-302 - Hypoxia-activated prodrug
Pancreatic cancer

 Pergoveris®

(follitropin alfa and lutropin alfa)
Assisted reproductive technology, 
poor ovarian responders

Fertility
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Executive Board as of January 1, 2015

Karl-Ludwig              
Kley

CEO

Deputy CEO

Kai 
Beckmann

HR, IT, Procurement

Marcus 
Kuhnert

CFO

Bernd 
Reckmann
CEO Performance 
Materials, Life Science

Belen             
Garijo

CEO Healthcare

*Responsibilities include Group Strategy & Organization, Regional Strategies, Public Affairs, Patents
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Sigma-Aldrich – A leading life science consumables 
supplier

*Company reports FY 2013

Business
Total revenues of $2.7 billion in 2013
 ~9,000 employees including ~3,000 scientists and engineers
Headquartered in St. Louis, MO
Chemical and biochemical products, kits and 

services provider to laboratories and pharma production
No. 1 eCommerce platform in the industry; ~1,600 sales people

Footprint
Balanced regional exposure; strength in North America
Operations in ~40 countries; products available 

in ~160 countries 19%

38%

43%

52%

25%

23%

Sales by division FY 2013*

Sales by region FY 2013*

Applied & Industrial

SAFC Commercial

Research

Europe
Middle East / Africa

Asia / Pacific

Americas
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Turning into a leading life science industry player

1Pro-forma calculation based on published sales for FY 2013 for Life Science and Sigma-Aldrich (FX conversion: EUR/USD 1.30);
2Pro-forma calculation based on 100% expected synergies and published figures for FY 2013 for Life Science and Sigma-Aldrich (FX conversion: EUR/USD 1.30)

Strong industry player with ~€4.7 bn sales1 and ~€1.5 bn EBITDA pre2

Combined activities
 Laboratory & Academia
 Broad offering in chromatography, specialty 

chemicals, antibodies, molecular biology tools

 Strong penetration in global academic segment

Bio-/Pharma production
Deep technical production expertise

 Broad service offering with strong
customer relationships

Other industries
 Strong product offering to meet rising 

regulatory requirements

 Businesses in e.g. food & beverage, 
environmental testing and diagnostics

Laboratory 
& Academia

Bio-/Pharma 
production

Life Science Sigma-Aldrich

~€2.3 bn 

~€0.5 bn

~€0.5 bn

~€1.2 bn ~€1.1 bn

Combined sales1

Other industries

~€1.1 bn ~€1.6 bn 

~€0.8 bn 

~€0.3 bn
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Broad and complementary product fit in 
attractive segments

*Key laboratory and academia areas illustrated

Laboratory & 
Academia*

BioPharma 
production

Microbiology Antibodies Biochemicals

Services

Buffers & media Bioreactors FiltrationChromatography

Upstream process Downstream process

Analytical standards

Life Science Sigma-Aldrich
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Leveraging operational excellence to deliver 
superior value to customers

Efficient work flow solutions and unique customer experience

Process 
innovation

Efficient supply chain for >300,000 products 

Best in class customer experience; 
e.g. 24 hour delivery in major markets

Top-notch customer interface supported by 
eCommerce platform

eCommerce platform Supply chain

Delivering innovative workflow solutions 
to increase customers’ efficiency

Broad technology and platforms

Recurring winners of renowned 
innovation awards AmnisMobius FlexReady

Product 
innovation

Duolink
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Sigma-Aldrich – Business and transaction financials

1Source: Company reports; 2FX conversion: EUR/USD 1.30; 3“Pro-forma“ calculation based on 100% expected synergies;
4Median consensus estimates from latest broker reports; 5Last reported as per H1 2014 report (June 30, 2014)

US$ m 2012 2013 2014E4

Revenue 2,623 2,704 2,796

% YoY at constant FX +3% +3% n.a.

EBITDA (adjusted) 809 821 852

% of sales 31% 30% 30%

D&A 136 138 132

% of sales 5% 5% 5%

Net financial debt (period end) -41 -357 -4665

No. of shares (diluted, m) 122 121 n.a.

Overview of financial data1

Equity value ~US$17 bn (€13.1 bn)

Enterprise value (EV) ~€12.7 bn including net cash ~€360 m

Financing through cash and debt; no equity

Assumed synergies: ~€260m 

 In line with core acquisition criteria

 Immediately accretive to EPS pre

Solid investment grade rating will be maintained

Proposed transaction details2

2013 2014E4

EV/Sales 6.1x 5.9x

EV/EBITDA 20.1x 19.4x

EV/EBITDA pro-forma incl. synergies3 14.3x 13.9x

Implied forward transaction multiples3
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Transaction enhances our financial profile

1Pro-forma calculation based on published sales for FY 2013 for Merck KGaA, Darmstadt, Germany (including pro-forma AZ Electronic Materials) and Sigma-Aldrich; 2Pro-forma calculation based on published sales 
for FY 2013 for Merck KGaA, Darmstadt, Germany (including pro-forma AZ Electronic Materials); 3Pro-forma calculation based on 100% expected synergies; excluding Corporate & Other; 4Including Corporate & Other

Pro-forma financial impacts
Group sales1 increase by ~19%
Group EBITDA pre3 rises by ~24% with 

margin4 expansion from ~30% to ~33% 
Synergies: ~€260m p.a. fully 

implemented in 3rd full year after closing
Expected PPA impact: 

Mid triple-digit €m p.a. 
 Immediately EPS pre accretive

Group - Pro-forma 20131

0

2

4

6

8

10

12

14
[€ bn]

Sales 

0

1

2

3

4

5
[€ bn]

EBITDA pre3

Stand alone2 Group with
Sigma-Aldrich

Stand alone2 Group with
Sigma-Aldrich

79%
139%

19%
24%

BiopharmaceuticalsLife SciencePerformance Materials Consumer Health
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Support from meaningful synergies 

Our experience Planned deliverySource of synergies

Consolidate manufacturing footprint

 Increase conversion to 
eCommerce channels

Optimize sales & marketing

Streamline admin functions 
and infrastructure

Save U.S. public company costs

Optimize R&D portfolio

Synergies: ~€260 m, i.e. ~12% of 
Sigma-Aldrich sales 

Fully implemented in third full year 
after closing

Expected integration costs: 
~€400 m; spread over 2015-2018

Significant restructuring and 
integration experience

Deep knowledge and 
understanding of the 
life science industry
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Sigma-Aldrich acquisition – Financing secured

1Indicative only; 2Enterprise value

Financing details
 100% cash and debt financed 
Bridge financing secured
Final financing structure to consist of mix 

of cash, bank loans and bonds
Strong combined cash flows available

for rapid deleveraging 
Solid investment grade rating will be 

maintained

Net cash 
Sigma-Aldrich

Bank loans BondsCash

Equity value

~€2 bn

~€4 bn

~€7 bn

~€13 bn

Take-out financing structure1

EV
2
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Strong businesses with attractive margins

1EBITDA pre margin in % of sales; 2Including Corporate/Others (-€44.1 m)
Totals may not add up due to rounding

Q3 2014 
EBITDA pre2:

€857 m

23%

20%

7%

50%

% of sales Margin1

18%

27%

5%

50%

% of EBITDA pre

Q3 2014 
Sales:

€2,906 m

30.6%

23.8%

42.2%

24.3%

Life ScienceConsumer HealthBiopharmaceuticals Performance Materials



204 227

971 1142

525
553

959
983

Q3 2013 Q3 2014
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Growth across all regions

*Australia/Oceania, Africa
Totals may not add up due to rounding

Group Q3 2014 sales by region Regional development of sales [€ m]

Europe

Japan & Others*

2,659
2,905

+2.5%

+5.2%

+17.6%

+11.6%Japan & Others*

Organic 
sales
growth

+1.4%

+6.7%

+9.1%

+1.5%

Europe

North America

Emerging
Markets

+9.3%

Emerging Markets

North America

39%

19%
34%

8%

Increased importance of Emerging Markets
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Guidance details

Group 2014 guidance*: ~ €3.3 to €3.4 billion EBITDA pre

Consumer Health

Sales

EBITDA pre

Moderate organic 
growth

~ €170 – 180 m

Biopharmaceuticals

Sales

EBITDA pre

Slight to moderate 
organic growth

~ €1,770 – 1,830 m

Life Science

Sales

EBITDA pre

Moderate organic 
growth

~ €640 – 670 m

Performance Materials

Sales

Slight organic growth

*Including AZ Electronic Materials from May to December 2014

EBITDA pre*

~ €860 – 880 m
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Additional financial guidance

Further financial details

Group royalty, license and 
commission income in 2015

Corporate & Other EBITDA pre

Underlying tax rate

Capex on PPE and software

Hedging / USD assumption

~€130 – 150 m

~€ -160 – 190 m

~23% to 25%

~€500 – 550 m

2014 & 2015 hedge rate ~30% 
at EUR/USD ~1.30 to 1.35
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All divisions post organic growth, currency 
headwinds soften

Portfolio reflects the acquisition of 
AZ Electronic Materials
Currency headwinds mainly driven 

by the U.S. dollar in H1

9M YoY sales Organic Currency Portfolio Total

Biopharmaceuticals 3.9% -3.5% 0.0% 0.4%

Consumer Health 5.0% -3.7% 0.0% 1.3%

Performance Materials 3.3% -3.7% 18.3% 17.9%

Life Science 4.1% -3.3% -0.6% 0.1%

The Group 3.9% -3.5% 2.7% 3.1%

EBITDA pre
9M 2013

Biopharma-
ceuticals

Consumer
Health

Performance
Materials

Life
Science

Corporate &
Other

EBITDA pre
9M 2014

2,458 -41 -2 +43 +21 +31 2,509

9M YoY EBITDA pre contributors [€ m] Performance Materials includes AZ 
 Life Science contributes with 

solid organic performance
Biopharmaceuticals affected by loss of 

royalty income (Avonex, Enbrel, 
Humira)
Corporate & Other includes higher 

hedging gains versus last year

Totals may not add up due to rounding



[€ m]
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9M 2014: Stable financials amid royalty income 
reduction and currency headwinds

Sales increase as organic growth and 
portfolio offset negative FX effects
EBITDA pre and EPS pre improve on 

solid organic performance and AZ 
despite loss of royalty income
Operating cash flow burdened by 

lower royalties and higher tax payments
 Jump in working capital reflects 

consolidation of AZ
 Increase in headcount includes 

employees from AZ

9M 2014[€ m]

Sales

EBITDA pre
Margin (% of sales)

EPS pre [€]

Operating cash flow

8,064

2,458
30.5%

3.33

1,785

8,315

2,509
30.2%

3.46

1,564

3.1%

2.1%

3.9%

-12.4%

∆9M 2014

∆

9M 2013

Sept. 30, 2014Dec 31, 2013

Net financial debt

Working capital

Employees

307

2,132

38,154

1,521

2,554

39,355

>100%

19.8%

3.1%

Net financial debt increases on AZ acquisition
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Reported figures impacted by lower royalties and 
acquisition effects

EBIT flat as organic growth and 
leaner cost structure are offset by 
lower royalties, one-time items & FX
Financial result improves on lower 

interest payments due to bond 
repayment and CTA* funding 
Tax rate impacted by Q3 solely 

tax-relevant gain from sale of Sigma 
financing derivatives
Reduction in net income and EPS 

driven by higher income tax

Reported results[€ m]

EBIT

Financial result

Profit before tax

Income tax

Tax rate (%)

Net income

EPS (€)

1,347

-159

1,188

-260

21.9%

922

2.12

1,338

-142

1,196

-313

26.2%

877

2.02

-0.6%

-10.6%

0.7%

20.5%

-4.8%

-4.7%

∆9M 20149M 2013

*Contractual Trust Arrangement
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Biopharmaceuticals: Solid performance supported 
by all franchises amid royalty income reduction

[€ m] 9M 2013 * 9M 2014 Comments

Sales
Marketing and selling
Admin
R&D
EBIT
EBITDA
EBITDA pre
Margin (% of sales)

4,269
-1,365

-149
-913
677

1,332
1,380

32.3%

4,286
-1,322

-164
-1,020

712
1,308
1,339

31.2%

XXX XXX

Organic growth partially offset by adverse currency effects 
Rebif organically stable, as U.S. pricing and Q1 wholesaler 

restocking overcompensate volume declines due to orals
Solid Erbitux performance driven by growth in Emerging Markets 

and support from Japan, while Europe is flat
Strong organic growth of fertility business as a result of good 

demand for entire portfolio especially from China
Marketing and selling benefits from efficiency initiatives
R&D reflects pipeline prioritization initiatives
 Lower profitability owing to royalty decline and FX

Sales bridge 9M 2014 share of group sales

*Restated for product reclassification of Neurobion and Floratil from Biopharmaceuticals to Consumer Health

9M 2013 Organic Currency Portfolio 9M 2014

3.9% -3.5% 0.0%€4,269 m €4,286 m

51%
Biopharma-
ceuticals
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Biopharmaceuticals organic growth by product

Q3 2014 organic sales growth [%] by key product [€ m] 9M 2014 organic sales growth [%] by key product [€ m]

Q3 2014 Q3 2013

61

98

100

137

223

460

60

104

117

147

232

466

9M 2014 9M 2013

175

302

296

438

659

1.413

174

276

326

461

670

1.389+2%

+6%

+7%

+18%

+6%

+1%

+1%

+6%

+9%

+13%

-5%

+4%
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200

Q3 2013 Q4 2013 Q1 2014 Q2 2014 Q3 2014

150

225

300

Q3 2013 Q4 2013 Q1 2014 Q2 2014 Q3 2014

Price 
increase
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Rebif – defending market leadership in Europe; 
competitive pressure in the U.S.

Rebif sales increase to €466 m in Q3 
Organic growth of +1.7% is driven by 

U.S. pricing and tender business in 
Russia, offset by volume erosion
Competition from orals main factor of 

U.S. and European volume decline
October price increase will support 

future U.S. performance
Despite competition, Rebif remains 

market-leading injectable on the 
European market

Rebif performance

Trend North America Q3 drivers

- Regional sales evolution [€ m]

Trend Europe

Price 
increase

Price

Volume

FX

Price

Volume

Q3 drivers

+0.5% organic

-2.5% organic
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Erbitux – strong in Emerging Markets

*Australia/Oceania, Africa

Sales increase to €232 m as volume 
gains in all regions outweigh adverse 
currency effects
Europe with solid organic growth 

supported by slightly higher volumes 
and easier comparables
Strong organic growth in Emerging 

Markets mainly driven by good
demand from private sector in Brazil
Growth in Japan normalizing as 

head and neck sales now included 
in base

Erbitux performanceErbitux sales by region

0

50

100

150

200

250

Q3 2013 Q4 2013 Q1 2014 Q2 2014 Q3 2014

Japan & others* Emerging Markets Europe

[€ m]
+6.5% Q3 YoY
organic growth

+5.5%

+1.1%

+11.7%
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Strong growth in Fertility and General Medicine

Gonal-f sales increase to €147 m 
with 7.5% organic growth driven by
all regions
Endocrinology with slight organic 

decrease amid a high base last year
Concor and Thyroid products see 

ongoing good demand from EM2 drive 
organic growth of General Medicine1

Glucophage growing organically due 
to healthy demand from EM2, partially 
offset by supply chain issues in Europe

Q3 driversSales evolution

Organic

Fertility Q3 drivers

150
180
210

Q3 2013 Q4 2013 Q1 2014 Q2 2014 Q3 2014

[€ m]

Endocrinology Q3 drivers

80
95

110

Q3 2013 Q4 2013 Q1 2014 Q2 2014 Q3 2014

[€ m]

General Medicine1 Q3 drivers

350
400
450

Q3 2013 Q4 2013 Q1 2014 Q2 2014 Q3 2014

[€ m]

Organic

Organic

1includes “Cardiometabolic Care & General Medicine and Others”; 2Emerging Markets
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Consumer Health: Focus on strategic brands in 
Emerging Markets drives performance

[€ m] 9M 2013 * 9M 2014 Comments

Sales
Marketing and selling
Admin
R&D
EBIT
EBITDA
EBITDA pre
Margin (% of sales)

562
-215
-18
-17
126
133
133

23.7%

569
-217
-20
-15
116
123
131

23.1%

 Slight increase in sales as good organic growth driven by 
Emerging Markets is almost offset by FX headwinds
 New strategic brands Neurobion and Floratil drive organic growth 

mainly from EM supported by consumer oriented marketing
 Europe solid, as demand for Femibion and some local brands is 

partially offset by soft demand for cough and cold products
Marketing and selling slightly increasing, while shift in promotional 

spending towards strategic brands continues
 Slight decrease in profitability due to investments in marketing and 

selling as well as higher cost of sales

9M 2013 Organic Currency Portfolio 9M 2014

5.0% -3.7% 0.0%€562 m €569 m
Consumer 
Health7%

Sales bridge 9M 2014 share of group sales

*Restated for product reclassification of Neurobion and Floratil from Pharma to Consumer Health
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Performance Materials: Solid performance amid high 
comparables and currency headwinds

[€ m] 9M 2013 9M 2014 Comments

Sales
Marketing and selling
Admin
R&D
EBIT
EBITDA
EBITDA pre
Margin (% of sales)

1,259
-117
-22

-107
519
611
613

48.7%

1,484
-129
-41

-120
441
574
656

44.2%

Sales increase as moderate organic growth and portfolio change 
overcompensate for negative FX effects
 Liquid Crystals with moderate organic growth; last year supported 

by subsidy program for consumers in China until May 2013
 Liquid Crystals flagship technologies see ongoing good demand
Pigments benefits from coating industry demand for Xirallic products
Cost base reflects portfolio effects from AZ
EBITDA pre increase contains organic growth and contribution 

from AZ; margin reflects inclusion of AZ

Performance 
Materials18%

XXX

9M 2013 Organic Currency Portfolio 9M 2014

3.3% -3.7% 18.3%€1,259 m
€1,484 m

9M 2014 share of group salesSales bridge
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Life Science: Growth in Process Solutions improves 
profitability

[€ m] 9M 2013 9M 2014 Comments

1,974
-629
-75

-121
211
444
475

24.1%

1,976
-613
-81

-119
234
464
496

25.1%

Sales stable as organic growth is offset by FX mainly driven by 
U.S. dollar and Japanese yen as well as DDS* divesture
Process Solutions growth driven by biopharma demand for filtration 

and single-use products mainly stemming from EM and Europe
Bioscience organically flat, as solid demand for cell culture and 

analysis systems mitigates soft U.S. academia demand
Demand for consumables and water purification solutions in 

Emerging Markets drives organic growth in Lab Solutions
Profitability increases due to solid volumes and pricing as well as  

ongoing cost discipline in marketing and selling

9M 2013 Organic Currency Portfolio 9M 2014

4.1% -3.3% -0.6%€1,974 m €1,976 m Life 
Science24%

Sales
Marketing and selling
Admin
R&D
EBIT
EBITDA
EBITDA pre
Margin (% of sales)

Sales bridge 9M 2014 share of group sales

*Discovery and Development Solutions
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Balance sheet: Financial strength

 Balance sheet reflects AZ’s assets and liabilities
 Positive currency effects account for ~1/3 of the increase in balance sheet total

Totals may not add up due to rounding

1.4 1.7
2.6 2.9

9.9
11.5

1.5

1.72.0

2.33.4

2.7

Dec. 31 2013 Sept. 30 2014

3.84.0

0.91.4 1.41.4
3.7

4.2

11.1
11.8

Dec. 31 2013Sept. 30 2014

Intangible assets

Inventories

Other assets

Property, plant & equipment

Receivables

Cash & marketable securities

Net equity

20.8
22.7

20.8
22.7

Assets [€ bn] Liabilities [€ bn]

Financial debt

Provisions for pensions / other
Other liabilities

Payables
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Underlying cash flow strength

Profit after tax decreases on lower 
royalty income and higher income tax
Changes in provisions mainly impacted 

by release for litigation and build-up 
for pipeline terminations
 Increase in changes in other assets 

and liabilities is mainly due to higher 
tax payments 
Operating cash flow decreases on 

lower royalties & higher tax payments
 Investing & financing cash flows reflect 

AZ and €750 m bond repayment in 2013

Cash flow drivers[€ m]

Profit after tax

D&A

Changes in provisions

Changes in other assets / liabilities

Other operating activities

Changes in working capital 

Operating cash flow 

Investing cash flow

thereof Capex*

Financing cash flow

883

980

0

-133

-8

-159

1,564

-497

-270

-758

-45

-16

-35

-77

39

-87

-221

114

-35

208

∆9M 2014

928

997

35

-56

-47

-72

1,785

-612

-235

-966

9M 2013

*Only PPE, not including software 
Totals may not add up due to rounding
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One-time items in 9M 2014

One-time items in EBIT

[€ m] 9M 2013 9M 2014

One-time items thereof D&A One-time items thereof D&A

Biopharmaceuticals 93 45 34 4

Consumer Health 0 0 8 0

Performance Materials 3 1 81 0

Life Science 31 0 32 0

Corporate & Other 34 0 42 4

Total 161 46 198 8

Totals may not add up due to rounding
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Financial calendar

Date Event

March 03, 2015 Q4 2014 Earnings release

April 17, 2015 Annual General Meeting 2015

May 19, 2015 Q1 2015 Earnings release

August 06, 2015 Q2 2015 Earnings release

November 12, 2015 Q3 2015 Earnings release
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