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INTRODUCTION
Brenntag is ConnectingChemistry globally
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World market leader in chemical
distribution with 5.9%*) market share

= EMEA

= North America

m Latin America
Asia Pacific
Rest of World

% of op. GP 2018: EUR 2.7bn

Network of 580+ sites in 76 countries
worldwide

~195,000 customers

Full-line product portfolio with more than
10,000 products

More than 16,600 employees thereof 1/3
dedicated local sales and marketing
employees

U_Stl;a”y 'eSS'thG:”'trUka'%aSRdg'gVO%ies We connect our customers and suppliers in a
with average value of C. ' winning partnership globally and locally.

*) As per end 2012: BCG Market Report (July 2013)
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INTRODUCTION
Global market leader with successful track record since IPO

Operating Gross Profit Operating EBITDA
(EUR m) (EUR m)

807 810 836

707 715 727
661

2.078

1.992
1.968 482 480
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BUSINESS MODEL
Chemical distributors fulfil a value-adding function in the supply chain

Chemical Chemical

Producer Slieireice User

Purchase, transport and storage of large-scale quantities of diverse chemicals

A Several thousand suppliers globally
A Full-line product portfolio of 10,000+ industrial and specialty chemicals

A Network of 580+ locations worldwide
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BUSINESS MODEL
Chemical distributors fulfil a value-adding function in the supply chain

Filling Mixing Extensive \ Vendor-
Storage Packaging ) Blending Technical })Managed
Labelling JFormulating J Support Inventory

Chemical

Bundling Chemical

Producer Transport User

A Repackaging from large into smaller quantities

AFilling, labelling, bar-coding and palletizing

A Marketed by more than 5,000 dedicated local sales and marketing employees
A Mixing and blending according to customer specific requirements

A Formulating and technical support from dedicated application laboratories
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BUSINESS MODEL
Chemical distributors fulfil a value-adding function in the supply chain

Chemical

Chemical
User

Producer

A Leveraging high route density based on local scale

A Providing just-in-time delivery and vendor-managed inventory service
A Utilizing transportation for drum return service

A Offering one-stop-shop solution

48 e@e

SR oy
SAP Easy Access
BDE &S @87 v

* &3 Favtotan
» [ Sspporists
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DISTRIBUTOR VS. PRODUCER
Chemical distribution differs substantially from chemical production

i Wh a't we ar e

BRENNTAG M Chemi
emical Producer
4
Business model B2B Services / Solutions Manufacturing

Product portfolio Full-line Narrow

Customer base Broad in diverse end-markets Narrow

Customer order size Small Large

Delivery method Less-than-truckload Truckload and larger
Fixed assets Low intensity High intensity

Fixed asset flexibility Multi-purpose Narrow purpose
Cost base Variable Fixed

Raw material prices Market Contract

Input / Output pricing Connected Disconnected
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INVESTMENT HIGHLIGHTS
Brenntag is a highly attractive investment case

Key
Investment
highlights

AGlobal market leader

ASignificant growth potential in an attractive industry

ASuperior business model with resilience

AExcellence in execution

AHighly experienced management team

AStrong financial profile
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GLOBAL MARKET LEADER

Third party chemical distribution estimated market size and market
shares

~EUR 165bn ~EUR 43bn ~EUR 30bn ~EUR 17bn ~EUR 63bn
BRENNTAG s h 5.9 BRENNTAG s h 10.4 Univar 10.3| | BRENNTACSmS h 5.1 Sinochem 3.8

Univar 47 Univar 42 BRENNTAC ms - 104 quantiQ 2.6 Chlecrrical 12

Nexeo” || 1.9 Azelis || 2.9 Nexeo 9.3 M.Cassab || 15 BRENN“&-;F 11
Top 3 12.5% Top 3 17.5% Top 3 39.0% Top 3 9.2% Top 3 6.1%

Still highly fragmented market with more than 10,000 chemical distributors globally

As per end 2012: BCG Market Report (July 2013)

1) Global includes not only the four regions shown above, but also RoW
2) Former Ashland Distribution.
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MARKET GROWTH
Third party chemical distribution outgrew total chemical demand

THIRD PARTY CHEMICAL DISTRIBUTION OPPORTUNITY

0/0
i
~EUR 1.9 trillion

~EUR 2.5 trillion —— A Total chemical demand

—— Anon-distribution relevant products

—— A Distribution relevant demand?

~EUR 1.7 trillion

207 40% of customer spend
|, <EUR 100k per annum

| EUR 165 bn [ A Third party chemical distribution
2008 2012

BCG Market Report (July 2013)
1) Excluding non-distribution relevant products like ethylene

\c;
®
P
<

gEUR 1.3 trillion
| |
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GROWTH DRIVERS
Multiple levers of organic growth and acquisition potential

Growth driver Brenntag global initiative

Chemical A Growth in chemical demand A Diverse business mix
distribution A Outsourcing A Turned-over business
industry growth A Value-added services A Mixing and blending

Scale A Share gain by scale distributors A Key accounts

distributor
share gain

Brenntag share A Brenntag business mix A Focus industries
gain A Acquisition growth A M&A strategy

I Significant organic and acquisition growth potential
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ACQUISITION OBJECTIVES
Significant potential for consolidation and external growth

Building up Br e nn taaguigison track record
scale and
efficiencies A161 transactions since 1991, thereof 90 since 2007%

ATotal cost of acquisitions? of EUR 2.0bn from 2007 to March
Expanding ) 2019
geographic AAverage investment amount of EUR 22.4m per transaction
coverage from 2007 to March 2019

ASynergy potential from cross-selling and cost saving
opportunities mainly due to building up of scale and
improved efficiency of acquisitions

AMarket remains highly fragmented facilitating significant
further consolidation potential

Improving full-
line portfolio

1) Without acquisitions performed by JV-Crest; including acquisitions performed until March 2019
2) Purchase price paid excluding debt assumed
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HIGH DIVERSIFICATION
Diversity provides resilience and growth potential

Geography End-markets Customers Products Suppliers
73 countries widespread ~195,000 >10,000 several thousand
2018 Sales split No material expo- Top 10 Top 10 Top 10

sure to any single ~9%* <20%** <30%***
end-market*

\4

*As % gross profit *As % sales **As % gross profit ***As % purchase value
B North America ACESY Large part of repeat- e.g.
B EMEA Chemical Processing order business Acetate, Alcohol,
_ . Cleaning &I Caustic Soda, Citric @ \
B Latin America Cosmetics @ Acid, Isopropyl Alcohol, © evanix
B Asia Pacific Food Phosphoric Acid, Ex¢onMobil
O RoW Lubricants HA'I'L'BUF'TON Sodium Hypochlorite, @ coLyay
Oil & Gas ') NOVARTIS Solvents Blends, 5
Pharma - o Sulfuric Acid, Toluene,
Polymers Prear ~ SY ngenta Xylene lyondellbasell

Water Treatment

Data for end-markets, customers, products and suppliers as per Management estimates
1) Adhesives, coatings, elastomers, sealants
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http://www.glaxosmithkline.de/index.html
http://www.syngenta.com/en
http://www.novartis.de/

BARRIERS TO ENTRY
High barriers to entry due to critical scale and scope

Permits and licences

Infrastructure availability

Regulatory standards

Know-how

Rationalization of distribution relationships

Global reach

Significant
capital
resources and

time required to
create a global
full-line
distributor
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