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External environment |m| Boehringer

Ingelheim

A External environment for successful commercialisation
becoming increasingly challenging and real innovation
required

A Straight-forward licensing agreements declining

- Deals more complex, M&A transactions highly
desired

- OPurchase Agreementso6 for

Pharma is under pressure, Bl is an exception to this

- No mergers, acquisitions but smaller (Fort Dodge,
Actimis)

- Rock solid financial stability

Dedicated to innovation in difficult times
- Aggressive Early Licensing Strategy

- New BI Corporate Venture Fund dedicated to
seeding novel technology
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Our entrepreneurial beginnings |m| Boehringer

Ingelheim

1885  Albert Boehringer buys a small
tartaric acid factory in Ingelheim,
Germany,

28 employees

1895  Albert Boehringer becomes a
pioneer of large-scale biotech
production by using bacteria to
produce lactic acid

1917  First scientific department set up in
Ingelheim

1941 Introduction of highly innovative
Aludrin® for asthma treatment

1960s Bl establishes R&D in Japan
1970s Bl establishes R&D in USA

2009 3 blockbusters, 41,300 employees
worldwide with 138 affiliated
companies in 47 countries
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Start-u PS dwindli ng? Iml Boehringer

Ingelheim
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By BioCentury’s tally, the number of companies being founded has trended down since the height
of the genomics bubble in 2000. Even though 2007 was the second biggest year for biotech
fundraising overall, and the largest year for VC mvesting, only about 90 private biotechs were
founded in 2008 vs. 322 1n 2000. Startups in more recent years may be undercounted because some
companies choose to stay under the radar. BioCentury, ABack to School
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CROSSING THE VALLEY OF DEATH
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It is a Competitive Environment: even for early |m| Boehringer

Ingelheim
deals ©

We have the commitment to partner or invest in early innovation
However, deals throughout pharma are earlier and more expensive
How can a company like Bl compete with the giants today?

First step is to become self aware, raise the EQ of our Partnering Strategy

How do the biotechs that we work with, have negotiated with or

discussed
deals with view us?

How can we differentiate ourselves from other pharma today?

Strategically planning to focus on areas with excellent early,
Innovative
science

Like Australial 03 November 2009
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But Bl 6s attracti ve Wsﬁhﬁng&

Ingelheim

always what potential partners are looking for

Management Structure ——

Organizational strength [

Manufacturing expertise -

Alliance management
Scientific & devipmnt expertisj_—

Commercial expertise

B Bl's attractive elements

Criteria

Deal economics ® Top criteria for potential

Retention of rights partners

People and culture

Commitment to product

0 10 20 30 40

Percentage of Response
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Our vision T value through innovation |m| Boehringer

Ingelheim

A single phrase sums up our
objectives and philosophy: value
through innovation

nWe have a goal tha
want to serve humankind through
research into diseases and the
development of new drugs and

t her apChassian Boehringer

This presentation outlines our
philosophy and strategy for partnering
and what being a partner with
Boehringer Ingelheim could mean for
you and your programme
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Our partnering proposition |m| Boehringer

Ingelheim

A Q‘I‘ra‘l'agjo intent to Par'h\&ri hg, K /
commercial cxP&Y'HQ& and vniq}va cvltvre
will vndevpin our alliance
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Each partnership is unique i) Boehringer

I|||I Ingelheim

We understand the importance of your
programme to you and your company

We can offer individual solutions that
best reflect your strategic needs

Success is the right deal, with the right
partner at the right time
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