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Investment Highlights



Brenntag is the undisputed leader in a structurally expanding
market, delivering reliable earnings growth

Our unique platform Delivering on our strategy

Global leader with superior offering . Resilient and reliable growth with >|
in attractive markets Operating EBITA ~7% Op. EBITA CAGR since IPO

Unparalleled product portfolio,
application know-how and
innovation capabilities

COVID-19 Asset light business model with T~ ¥

consistent ROCE = 14% :|

Financial

+ Unique distribution network, Crisis EUR 10.0bn cumulative FCF
combining global reach with since IPO, with more than EUR 3bn¥
last mile ownership returned to shareholders

Trusted partner to suppliers and

(&)) M&A track record with EUR ~3.5bn
customers at the center of a s .
. spent on >100 acquisitions since |IPO
digitally-enabled ecosystem
Customer Net Promoter Score Customer Effort Score Employee Net Promoter Score
Easiest to 48 (vs. 36 in 2020) 1.8 (vs. 2.1 in 2021) 16 (vs. -1in 2021)
o . . \ 4 v v
dobusinesswith | mummme | TS EEEE < AEEES B | S
-100 +100 -100 +100

Note: as of FY 2023
Q 4  YEUR 2.5bn dividends and share buyback of EUR 750m as of Q3 2024 YTD



Two global divisions:
Brenntag Specialties and Brenntag Essentials

Brenntag Specialties Brenntag Essentials

EUR 1.5bn
FY 2023 Op. Gross Profit

1,000’s
Suppliers

78

I&ACs globally

EUR551m
FY 2023 Operating EBITA

~100k

Customers

>400

Sites and value-added facilities

Highly specialized performance chemicals & ingredients

Industry focus

Attractive supplier portfolio
Strong customer relationships
Innovation capabilities
Value-added services
Application and formulation
expertise

Regulatory expertise

Brand awareness

EUR 2.5bn EUR 849m
FY 2023 Op. Gross Profit FY 2023 Operating EBITA
1,000’s ~150k
Suppliers Customers
>70 ~100
Countries Last Mile Service Operations

Process chemicals

=

Cross-industry products

Global product & marketintelligence

Local market know how & Cost- efficient last mile
excellence

High barriers to entry with a broad global asset base
Broad and in-depth regional supply chain network
with Inter-regional connectivity

Strong service excellence mindset

Regulatory expertise

=



Brenntag operates a highly diversified global footprint with
around 600 sites in 72 countries

rapp, mar, Li du to
* * LQ
Global Serving multiple Several > 20,0000 ~ 180,000
coverage industries thousand
Largest geography Largest end market
A(F(;% Gross Profit FY23) Various (Op. Gross Profit FY23) < 30% < 20% < 10%
@ manuchturin@%%od
E
amorioas || Otherend (B @ Servioas Multi-supplier ~ EUR 4,000 Very diversified
EMEA <5% -7 @ Water approach @ order size client portfolio
% % Treatment
Personal Care 4
Pharma @% CASE

Lubricants Chemical processing

Share of Top 102

Q 1 Chemical substances, including the quality grade and concentration level (in the case of diluted products) or the product form (in the case of solid substances), are recorded as chemicals B
6 2 Suppliers share as % of purchase value, Products share as % of Op. Gross Profit and Customers share as of % sales (all FY23)
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Track record of sustainable, resilient and accretive growth

Qp. EBITA and ROCEY Il 0. EBITA
in EURmM — ROCE

20% m l

. 15:% 170 LOLI2\ 159,
18% | 19% \.’I I\j_@% 16% 16% 1,2.65
17% 17% .\140/0/.\ 14% L
L a—0" 1,082
14%
754 758 ©9°

699 695 717

570 611 897 627

519

399 398
325

Financial IPO
Crisis

2007 2015

COVID-19 2022 2023

equivalents)

Consistent growth profile

Ability to protect profitability
even in macro downturns

ROCE significantly above
WACC (~6-9%)

Countercyclical cash flow
profile

Recurring bolt-on M&A
compounds earnings growth

D Return on Capital Employed = EBITA/(the average carrying amount of equity + the average carrying amount of financial liabilities - the average carrying amount of cash and cash

=



M&A is a core part of the growth story

Compounding value creation over time? M&A since implementation of new operating model?

T

- EUR ~5.5bn of acquired revenue © veoula’ @ﬂ ——
WATER
Ecamerx®
ZEARBON ATTIV € MEDIA FLTRANT /4 0
EMEA (9 SOLVENTIS 3 sogall il 2 PRIME
- . oy . " R )
[\/j EUR ~3.5bn spent on >100 acquisitions F}klg!. Shermex weve IR

Chemicals division

.h:uacjuﬂg_r & J IM SWANK

+ . ) North = :
.t, ~8x average EBITDA pre-synergies multiple America % / (o sphoCramico 2\ Cotony Gusis
Old World ludustries, LLC R B
\ 5 RAVENSWOO0
r.a o . = T
1] ~3% annual Op. EBITA growth contribution APAC (%) AIKMOH || &Y BT

>400 potential targets in the M&A pipeline for BES & BSP

12010 - 2024 YTD February, including signed and closed deals
22020 - 2024 YTD February, including signed and closed deals
Q 8  9Categorized as BES following portfolio shift

[NEUTO



Capital allocation framework

0 o

Capital allocation

framework

Shareholder
returns

Leverage

c Reinvestment in the business through annual Capex of EUR 300-400m
apex
& » Capex guidance also including DIDEX investments

Continued investment in value-generating bolt-on M&A where strategically attractive
EUR 400-500m annual M&A spend, implies contribution of ~3% annual Op. EBITA growth

M&A

= 35-50% of consolidated profit after tax is paid to shareholders as dividend on an annual basis

= Additional capital returns will be considered if value-maximizing for our shareholders

Investment grade credit rating Target leverage: ~2.0x Current leverage: ~1.8x

D As of Q3 2024, Net Debt / LTM Op. EBITDA



Our growth formula for 2027

Key components contributing to our Op. EBITA CAGR

Chemicals Growth multiplier Divisional
market growth from outsourcing growth
initiatives

Group cost and
efficiency
initiatives

c]

2%

Organic CAGR: 7-9%

Total CAGR: 10-12%

M&A
Contribution

{3

3%

10



Overview Investment highlights

Brenntag: the undisputed and resilient leader of the chemical distribution industry

Qll

Two global market leaders
with superior offering:
Brenntag Specialties &

Brenntag Essentials

Trusted partner
with access to
global supply chains and
ownership of last mile delivery

Sound financial profile
with consistent growth and
strong dividend track record

vl

e

Significant growth potential
in an attractive industry

Unparalleled product portfolio,
application know-how
and innovation capability

Leading consolidator
in a highly fragmented market

Q)

Superior business model
with resilience
through the downturn

Frontrunner in Digital & Data
to connect supply partners
and customers

Sustainability leader
in chemical distribution
with ambitious
mid-and long-term targets

=



Chemical Distribution Business Model



Distribution is an attractive and indispensable market,
growing faster than chemical manufacturing

...and are outpacing manufacturing growth

Distributors are an indispensable channel...

Chemical suppliers Sales CAGR
%
° ChemiCQl

Reinforce suppliers' strategy, e.g., brand proposition, value versus
volume strategies, new product introduction and sustainability manuchtu”-n
Complexity reduction L4x larger than
3-5% Chemicq
dlstribution
2-4%
2.6%

Chemical distributors
Connect 1,000s of suppliers and customers
Extensive technical and application know-how
Highest safety and compliance standards
Capability to manage complexity

T 2015-2019 2023-2027
Actuals ¥ Forecast?

OEMs and customers
Value-added and cost-efficient service provider . Global Chemical Distribution . Global Chemical Manufacturing®

Reduced complexity for small volume purchases _
Source: 2021, 2022 BCG market analysis

DYear 2020-2022 is excluded to avoid one-off Covid-19 impact B

2 Forward looking growth rates are real growth rates
Q 13 9 Global Chemical Manufacturing is defined as global sales minus global exports plus global imports, implying that Global Chemical Manufacturing equals global sales



Distributors perform a value-added function with economies of
scale

B BRENNTAG Know-how, Innovation &

Sustainability

Innovation & application development

Drive suppliers’ and customers’
sustainability agenda

Sourcing from various suppliers,
leveraging global scale and regional
network

Storage Mixing, Blending & Formulating

Mixing & blending according to
customer specific requirements
Formulating & technical support from
dedicated application laboratories

Storing and inventory management

Bundling Transport

Leveraging high route density based
on local scale

Utilizing transportation for drum
return services

Provide logistics solutions
Managing transportation complexity

Filling, Packaging & Labelling Vendor-managed Inventory

Repackaging from large into smaller
quantities

Filling, labelling, bar-coding and
palletizing

s
Iﬁ 14 B

Providing just-in-time delivery and
vendor-managed inventory services




Comparison of different ecosystem key constituents

Business model
Product portfolio
Customer base
Customer order size
Delivery method
Fixed assets

Fixed asset flexibility
Cost base

Raw material prices

Input / Output pricing

“What we are”
2 BRENNTAG

B2B Services / solutions
Full-line

Broad in diverse end-markets
Small

Less-than-truckload

Low intensity

Multi-purpose

Variable

Market

Connected

“What we are not”

Chemical Producer

Manufacturing
Narrow

Narrow

Large

Truckload and larger
High intensity
Narrow purpose
Fixed

Contract

Disconnected

Chemical distribution substantially differing from chemical production

() 15




Brenntag is the undisputed global leader in a highly fragmented
chemical and ingredients distribution market

Chemical and ingredients distribution sales-based market share (%), 2023V

Top 6 have 11% market share

A
v

89%
I
1]
100%
T
=
2 BRENNTAG Univar IMCD Azelis Kolmar Sinochem  Rest of market Total market

Q 16 Source: ICIS Top 100 Chemical Distributors (2024), Global third-party chemical distribution market size as of BCG study 2023 “Chemical Distribution: The New Age of Winning”
1) Excluding Helm, Tricon, and Nagase & Co (traders)

=



Industry Dynamics



Brenntag growth & leadership drivers aligned with industry trends

Industry trends

Brenntag growth & leadership drivers

1 Continued outsourcing and increase of value-added Attractive distribution market with mid-term underlying sales
services growth of 3 to 5% p.a.V)
Continued economic and geopolitical uncertainty Globalreach providing highest security of supply & ability to
impacting supply chains optimize product flows
Increasing regulations and need for sustainability- Uniquely positioned across the ecosystem to connect
driven portfolios & solutions suppliers & customers and deliver sustainable solutions

4 Exponential growth in available data, processing Industry-leader through DIDEX and further data and
power and Al tech-driven initiatives

H Bifurcation of supplier and customer needs between

Industrials & Specialties ONE BRENNTAG with two differentiated divisions, supported
Accelerating consolidation & specialization supported by alean joint services backbone
by sponsor-backed platforms

Delivering the Horizon 3 strategic vision

Q 18 DSource: BCG chemical distribution report (2023)



Bifurcation of supplier & customer needs requires distinct business
models, making full-line value propositions obsolete

Supplier needs

* Broad global access to SME
customers across industries

» Capabilities & infrastructure to
manage complexity

Ex¢onMobil LyondellBasell 4@}

= Exclusive distribution
mandates

» Sales & marketing extension
for suppliers

Specialties

Cargill

WACKER] @D

() 19

Chemicals and ingredients distributors

) | v

Broad supplier
portfolio & global
sourcing

Cost efficient,
last mile
excellence

Operational
sales & service

Industrial distributors Q

i Full-line distribution model not aligned
with supplier & customer needs

O Specialty distributors

¢ o =

Innovation &
application
expertise

Technical sales
& value-added
services

Deep market
and customer
understanding

Customer needs

= | owest cost-to-serve
= Safe delivery &

security of supply

= Reliable and fastest customer

service

@& MK @

= Growing need for technical

and innovation support

= Comprehensive product

portfolio

= Higher relevance of

formulation capability and
re-packing

------

Walmart



Consolidation in chemical distribution has accelerated...

Global chemical distribution market sales Number of deals executed by Top 50
chemical distributors

@ ‘ Top 50 players have gained

10%-points market share

~ 145

over last b years
Others

Trend supported by 70%

Top 50 chemical more M&A activity

distributors

2017 2022 2017-2019 2021-2023

Q 20  Source: ICIS chemical distributors data, company information, Dealogic B



... With larger and more specialized platforms and nhew ownership
models

Market share of Global Chemical Distribution Players 20221

Brenntag is

proactively Industrial crona27  Specialty? CAGR 2327
participatingin

shaping the industry 097

218

M&A is a key strategic
pillar to Brenntag

AN
AN

]
]
]
]
' []
]
_____________-_________
Saivco N
e
]
L]
[
[
[
|

= ) » N & V] .
Creating two ' f. B s 8 W oW 5 : ISIE o | N 3 CINE

<128 0O veg B2 % "1 X 1z s & & ¢ G 2
autonomous leaders i & $53 § z @ G | o 5ii S 8 = a : R
. . . o s° 4 ¥ ? L %) u X -
in an evolving industry m R I ® e M 9 o < Q
landscape s

Top 10 op
4 _________ ________ ‘ < ___________ _ 15% ________ ‘
M Distributor L1 (Partial) Trader PE-backed
D Sales as % of distribution market size; market size in €bn; market data based on BCG chemical distribution report and sales based on ICIS Top 30 chemical players report (both 2023) B
Q 21  2Excludes (partial) traders; Caldic adjusted to incl. Connell acquisition in 2023; Actylis revenue estimate in line with historical sales on Capital IQ (2018A)



Horizon 1-3:
Corporate Strategy & Advanced
Operating Model



Brenntag is continuing its transformation journey initiated in 2020

Before 2020 2020-2022 2022+ 2027+

CEO change to initiate Path to Horizon 3
transformation

Horizon 1 = One Brenntag with two

differentiated divisions,
serving distinct needs of customers

. “Strategy to win”
Pre-Horizon gy

13 H L g
Project Brenntag = Differentiated divisional and suppliers
“Legacy Model” strategies accelerating organic = Supported by lean joint backbone
growth

Market-focused - Epenclng elgiel eepelolhiss CMD 2023 - Legal & Operational

" Legal entity-driven, full- operating model * |Leadership in sustainability

line distribution model disentanglement

Making Brenntag * Doubled M&A investment

“fit” for future growth = Foundation for Horizon 3 ‘

Targeted disentanglement with
focus on performance
improvement and cost-takeout

Clear focus to deliver on our
promises

I
I
I
I
I
I
with local operating focus |
I
I
I
I
I
I

() 23



Distinct, high performing businesses aligned with business drivers
and market requirements

’

Ewout van Jarwaarde Dr. Christian Kohlpaintner Dr. Kristin Neumann Michael Friede
Chief Executive Officer Chief Executive Officer Chief Financial Officer Chief Executive Officer
Brenntag Essentials Brenntag Specialties

Brenntag Essentials ExCo?

Brenntag Specialties ExCo?

Brenntag Essentials Brenntag Specialties
Regional Segments? Global industry segments?

I Cost efficiency ' LATAM APAC AN Customlzeq solutions Material
[ Secure and safe handling and expertise Science

of supply chains 75 Deepindustry and
@ Globalreach and last EMEA North product knowledge ,

mile deliver America Innovation and application Life

e delivery A ovation and applicatio Science

center capabilities

Business steered by Regions o Business steered by Global End Markets

More autonomous and independent
decision-making through divisional CEOs
supported by ExCos

Reduced Board size and new
reporting structure

Shift of specific support functions
to divisions (including DiDEX)

Q 1 Executive Committee B
24 2 Ppreliminary, unaudited FY23 Op. Gross Profit post portfolio shift



Portfolio sharpening to increase business model coherence

Water treatment

Brenntag Essentials Brenntag Specialties

Finished lubricants

Selected semi-specialty products

Consolidating Pharma ecosystem

Unleash true potential through superior
last mile delivery supported by efficient
regional operations and global sourcing

Global leader for innovative specialty and
ingredients distribution in Life Science
and Material Science

il

Transfer of businesses according to

Product shift to align with industry Supporting ecosystem concept to
reduce complexity in commercial

execution

market drivers to improve value
creation potential

segment demands and foster business
model coherence

() 25



Brenntag Essentials: Unleashing the true potential of the
platform

Executing our ‘Triple’ strategy to unleash the potential of BES’s unrivalled platform

Resilient and Unleashing Brenntag M&A as an
structurally growing Essentials’ true potential accelerator

Global Sourcing and
Interregional
Optimization

Last Mile Service Regional Sourcing and
Operations Supply Chain Services

Leverage global scale,
global optimization and
product trade flows

network and service access and supplier
excellence relationships




Brenntag Specialties: Power to perform

Clear and comprehensive strategy to accelerate BSP’s financial performance and close the performance gap

Optimizing Closing BSP’s Delivering
BSP’s platform performance gap consistent growth

Focused M&A to

Expand margins Prioritize cost base Drive product Leverage value shift portfolio
by value-based adjustment portfolio added services towards Life
pricing management Science

Initiatives

M 27 B



Accelerating ongoing initiatives and resetting the cost base

Some measures
overlapping

G&A operating
model & function
redesign

End-to-end
indirect spend
management

Supply chain
cost reduction

= Streamlining of overhead structure
= Cost synergies from portfolio shift: more efficient, go-to-market approach
» Leverage shared services and lean corporate center

= Consolidation of spend across organizational units

= Standardization and harmonization within different spend categories

* Further improve last mile management

= Site network and supply chain optimization

= Hardwire excellence to sustain market outperformance

» Leader in Digital & Data to connect suppliers and customers

Cost take-out of around EUR 300m p.a. by 2027 included in mid-term guidance

Free up resources

Lift conversion ratio
(absolute OPEX expected to
increase in line with volumes)

Offset inflationary impact
on OPEX

Reinforce continuous
improvement culture

() 28



Brenntag Essentials

Resilient and
structurally growing

Unleashing Brenntag
Essentials’ true potential

M&A as an accelerator

BRENNTAG




B o
Brenntag Essentials operates in a highly attractive, globally
growing market

Increasing outsourcing Structurally growing market globally Fragmented market structure

/\/-l and demand for Global industrial chemical distribution Global chemical distribution players market share?

: CAGR
H )
reduced complexity market (in EUR bn)*
2019 -2027 ( ~6% 5 BRENNTAG
~7%

+ Rising need for
l | value-added

252
224 o
* * services ~23%
Remaining top 10
155
Sustainability
@ creates new
opportunities
+ Struc.turally ~70%
l J] growing global Other distributors

* * chemicals demand 2019 2023 2027
D Source: BCG 2023 market analysis; (forecasts on fixed price assumptions, i.e., volume only) B
Q 30 2 Base year 2022; Sources: ICIS Top 30 chemical players report and BCG chemical distribution report (both 2023)



- A
Brenntag Essentials is a market leading, global and diversified
platform

Market leader

i e | e

Global Market Leader FY23 Op. Gross Profit Average Cash Conversion?V

70 >10 million >80%

of global chemicals demand

Global reach

Countries Transactions per year covered with same day delivery
End markets Regionally Product range
Other end APAC Acids

LATAM

markets Solvents

|

Diversified portfolio? Lubricants . 150K

Various
manufacturing

Services

Customers North
CASE Energy America
Services
EMEA
Chlor
Food Alkali Performance
Materials
Chemical Processing Water
Treatment
D Average through the cycle cash conversion, calculated as (EBITDA - Working Capital - Capex) / EBITDA
Q 2 Preliminary, unaudited FY23 Op. Gross Profit post portfolio shift
31 3Stock Keeping Unit



@

Brenntag Essentials is resilient and structurally growing

Growth through the cycle... ... with low volatility

Last 10 years growth evolution

Typical chemical

9 6.8% A / producers sales >15%
Number of years / \ /

35% A of growth (
/ [\ Commodity
5% / / chemicals
(] market sales

]
15% -
Industrial
distributors GP "
5% A /
T * T T /, T T I\\ T ,_/ T T 1
(5%) 2013 2014\ « 2015 29!6 2017 2018 é019 2,050 2021 2022 Brenntag
\ \\ -, \\’ / Essentials <5%
- = Op.GP
(15%) - ) o 1)
e Brenntag Essentials Op. GP e |ndustrial distributors GP
== == Commodity chemicals sales == = Producers sales
Consistent performance . . -
throughrfche cycle High quality growth Demonstrably lower volatility
Note: Total Brenntag Op. Gross Profit growth rate used as proxy for BES from 2012-2017; IHS total commodity chemicals market sales, global (no BES-specific
regional weights). Based on IHS; Brenntag financial data
Q 32  Dincludes Bunzl, Diploma, Fastenal, Ferguson, RS Group, W.W. Grainger



Our business model

Global Sourcing
and Interregional
Optimization

Regional Sourcing
and Supply Chain
Services

Last Mile Service
Operations

®33

D BRENNTAG

Interregional

business / trading

Source
regionally

Source
locally

Value chain

v

Shipping

Tollgate / First mile
Production transport

Warehousing
/ Ops and
Services

Customer
service

R
The ‘triple’ business model caters to the needs of our customers
and supply partners and provides unique network optionalities

Business partner needs

Customers

Access to
products
worldwide

Supply partne

rs

Market reach

and
insights

Sustainable, cost efficient
supply chain with optimum
inventory level

Safe, cost
efficient and
reliable delivery

Complexity
reduction and

access to
demand

=



Unleashing the true potential of the platform

Op. EBITA uplift

5-7% CAGR

2

\/ -
FY23E Portfolio shift FY23E Volume growth Inflation Drive last mile  Strengthen Leverage global FY27E Targeted
(Prior to PS) (Post PS) and market operational regional sourcing and M&A
normalization excellence sourcing and network

supply services capabilities

Q 34 Note: Steps 1-3 are organic initiatives B



e

1 Unleashing the true potential of the platform:
Driving last-mile operational excellence

Key initiatives

» Establish common last mile service
operations globally with full
responsibility for last mile P&L

= Common performance framework for
customer service, supply chain,
operational & finance * Next wave of site * Improve ease of doing
= Reverse lower quartile network optimization business

= Significant site network investments

plus site exits LMSO to the mean = Exit smaller & third-party = Leverage Al to create
» Standard performance sites value from data
framework globally = Invest in network = Automate to lower cost-
infrastructure to-serve

. Conversion Customer /
(o)
>10%

o | o

Second wave [ >25 countries

warehousing cost savings of site network optimization live

®35
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2 Unleashing the true potential of the platform:
Strengthening regional sourcing and supply chain services

Key initiatives

* Increase regionally sourced product
catalogue and steer portfolio towards
sustainable products

=Driven demand

Tollgates foﬁ‘fe'c‘asting

» Expand regional supply chain
capabilities to capture efficiency and

) lv chai t = Simplify regional & local = Contribute to = Use algorithmic demand
ower supply chdin Costs product catalogues to decarbonization with forecasting tools to
« Roll-out global Al-driven demand improve efficiency sustainability optimized optimize inventory
forecasting and supply chain visibility * Further expand tollgate product supply chains €.g. planning
more rail, less road

tools network, e.g. in APAC

. Conversion Customer /
Gross Profit supplier NPS

| |

= Roll-out digital carbon

" Optimizefirst and middle footprint optimization tool

mile delivery to last mile

Digital tool already covers
Cash Conversion

Conversion Ratio thousands of product

supply chains

®36
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3 Unleashing the true potential of the platform:
Interregional optimization to tap into network optionailities

Opportunity: NA vs. EMEA (a large global product)
EUR/t —— EMEA prices —— US prices [l Volume / pricing optimization

. . 3000 1~
= Marketintelligence team monitors

producer actions, trade flows and
pricing, using insight and digital for 2500
supply decisions

Peak optimization
2000 A opportunity

= Globalinterregional optimization uses
price / volume arbitrage to supply
regional tollgates to tap into network
optionalities secured by regional/local

demand 1500 A

» Driving additional value for business
partners 1000

. Conversion Customer / 500 A

' ' . 0 J
Q1-22 Q2-22 Q3-22 Q4-22 Q1-23 Q2-23 Q3-23 Qb

No optimization
opportunity

Q 37  Source: Internal analysis market data I ;
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4_ Disciplined and targeted M&A strategy will drive further
growth and margin upside

Disciplined M&A strategy

» Targeted M&A strategy criteria:

Create leading market positions in
attractive markets

@ Invest into access to infrastructure

@ Acquire digital and data services
businesses

» >200 targets in scope monitored across
the supply chain

= Multi-billionrevenue opportunity in
current M&A pipeline

. Conversion Customer /
Gross Profit supplier NPS

| | o

®38

@ oilils s
.Mctlaysiu Philippines

AIKMOH  Sroewee

° '
o INdONesia
LI °

® Existing BES Sites
® Aik Moh Sites

v' Create leading position in Singapore and
Malaysia in tank infrastructure in our Last
Mile Service Operation

v Uplifting our Brenntag Essential service
capabilities in Mixing & Blending for APAC

Highlighted examples

OWI Chlor
Alkali

® Brenntag
® OWI Chlor Alkali

v Leading position for our largest volume
product (Caustic Soda) in NA

v Increasing strategic tank hub
infrastructure for Regional & Supply chain
service capabilities

M 2M 48 UM M a8

=



Brenntag Specialties

d
./

Optimizing BSP’s platform

Closing BSP’s
performance gap

Delivering consistent growth

~, BRENNTAG



B ©
Strengthening BSP’s operating model and increasing divisional
autonomy

Shift from geographical to globalindustry business unit steering
| Life Science i Leveraging global insights
EMEA ! ; e
: % : & scalability
i Nutrition i
Primary :
steering Americas | 99 i
E Pharma :
i : Clear, global P&L
! ﬁ ; accountability
APAC | Beauty & Care i
! Business steered by global end markets !
i Supply Chain Steering i
Group shared || ohared | Group Dedicated | Strengthened
Suppgrt support Supply Chain | shared BSP Supplier & Customer Excellence i °perati°ns & gl°bal
functions funotion between BES | support support : functions
& BSP | function? functions® i
| HR |
1 Coatings, Adhesives, Sealants and Elastomers
Q 2 Certain group support functions will continue to remain in place (e.g. group strategic direction functions, accounting and finance, investor relations, capital and
40 talent allocation, governance, compliance and policies)

%e.g. Controlling, etc.



Accelerating BSP’s performance to deliver higher organic growth
and profitability, with further upside from M&A

Op. EBITA Conversion Margin (%)

3 4 43-45%
1
38-40%
37-39%
FY23E Portfolio shift FY23E Price and ¥ Cost-out /" Portfolio?  Value-added FY27E M&A
(Prior to PS) (Post PS) margin efficiency management services
management improvement  and strategic
choices

Margin Impact

Organic
Growth Impact

Note: Steps 1-4 are organic initiatives
DIncludes DIDEX benefits
41 2 Portfolio management around product, high growth industries and geographic expansion
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1 Actively managing pricing and margins to improve
profitability

Optimizing pricing
strategies

Utilizing DIiDEX to
support dynamic
pricing strategy

|ldentifying individual pricing
requirements

Ensuring sustainability
of products

Simulate pricing scenarios

|ldentify the ideal pricing

D Excluding New / Regained / Not assigned Customers

2 Gold / Silver / Bronze: Classification by size of customer; High / Medium / Low: Classification by future potential with customer

Illustrative example: Pricing strategy optimization?-2
Average Selling Price (EUR)
A

Bronze / Low ‘ Bubble size is reflective

f GP val
Bronze / Medium \ 0 value

== Typical portfolio price
Silver / Low \ distribution

Silver / Medium \
\ Median ASP
N

tt ~.

Gold / Medium
. Silver / High

Volume



i< ~

2 Cost-out program to underpin structural margin
improvement

Transport management ‘ Warehousmg Corporqte overheads Commerecial
\/ Joint cost-out projects and ability to structure SLAsY at arm’s length Upgrading salesforce
efficiency
Digital support from new BSP with dedicated supply Optimize usage of Group Enhancing go-to-market
Transportation Management chain capabilities to further business services in BSP to make BSP more cost
System and Track & Trace optimize asset-light setup effective
capability

Significant structural cost reduction

Q 43 DService-level agreements B



3 Driving further growth and profitability through
enhanced product mix

Fill white spots through
strategic supplier partnerships

Improve product portfolio
in line with market trends via
active supplier management

Focus on
specialty products

Fewer non-branded
ingredients

Develop own
branded products and
leverage global sourcing

Leverage ‘accelerators’
to grow sustainable
product share




Further scale value-added services with customers and
suppliers

Application and
innovation support

Regulatory services Re-packing Mixing and blending

Upgraded and specialized Scaled-up global network of Advanced capabilities Increase own-brand offering

I&AC footprint by investing in industry-focused regulatory offering tailored re-packing in  for blends in all business units

technical sales and experts leveraging strong all business units, incl. GMPY by expanding and upgrading

innovation know-how presence across regions and and clean room capabilities mixing and blending facilities
business units for Pharma

Enabled by expert knowledge Enabled by specialty assets

Q 45 Y Good Manufacturing Practice B



5 Strengthening BSP’s footprint and capabilities through M&A

2023 2027 M&A objectives
EMEA NA LATAM APAC China EMEA LATAM APAC China
Add scalable
capabilities
in high growth areas
l Accelerate

market entry

Increase presence
in APAC across
all segments

BSP Presence B Market leader in all su bsegments

. Established presence or market Building scale White space
leader in selected subsegments

(A 46 B



5 Strong M&A track record with significant pipeline

Selected acquisitions from 2018 - 2023

=) COLONY GUMS" = = TU rkiye
=/ Hydrocalloid & Stabifizer Sstems — Avebe Business
2023 Blending solutions ~EUR 40m 2023 Nutrition ~EUR 15m
RAVENSWOOD @ “ =gt T O
AUSTRALI A= ’ SAIFUCHEMICAL
2023 Blending solutions ~EUR 45m 2023 Specialty chemicals distributor ~EUR70m
B \_ ¥ @ BEYOND CHEMICALS ————
<@ Chemgrit SA (Py) Lid b); ASHRENAZI =
2023 Specialty chemicals distributor ~EUR 15m 2022 Specialty chemicals ~EUR 40m
< IM SWANK £ || (p na=Em )
g — a8y ZHONGBAI GROUP
2021 Specialty food ingredients ~EUR 500m 2021 Specialty food ingredients ~EUR 150m
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B Nutrition

I Beauty & Care

i< ~

Medium-term opportunity

#1

global market
leader

>200

potential targets
in the M&A
pipeline

<6%

global market
share

Multi-
billion

revenue
opportunity

=



e |
Unique end market strategies to capture potential of structurally
attractive growth markets and strengthen leadership positions

| s T Bl =, Lo

' - g gl A After portfolio shift?)

TP i L
Market FY23
GDP +++

Globally leading Strong technical Growth trackrecord in Technical expertise,
innovation and expertise and broad volatile market and strong global network
BSP strengths i ioi i - i .
g development expertise product po.rtfollo incl. industry leao.llng ' and broao.I p-roduct Further Improvement of
through our global IRAC sustainable regulatory services in portfolioincl. .
network alternatives EMEA sustainable product portfolio and M&A
. Broaden portfolio of End market
Focus on sustainable . s
Further scale #1 . .. . value-added services, specialization, focus on
e o innovative ingredients . . .. .

positionin Nutrition while differentiating value-added services

and value-added . .
. through regulatory and dedicated portfolio

services .
excellence steering

- Life Science

M&A focus + 4+ Material Science

Q 48  DPreliminary, unaudited FY23 Op. Gross Profit post portfolio shift B
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Connecting the most comprehensive global hetwork of

Innovation & Application Centers to drive growth

; <. Burope ~
ot @
e A ... *) o
e Asia Pagific
“ £ Middle East
A /8 18ACs o Africa
globally I

-
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ceq

* > 400 BSP sites
and value-added
facilities

Latin America

() 49

@ #of I’ACs

I&AC by end market
Material
Science Life
Science

Strategy to optimize network

&
¢

—>
¢l
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=

Enhance global connectivity

Scale innovation capabilities

Deeper knowledge sharing

Leverage state-of-the art
digital infrastructure

=



Sustainability



Based on our strengths and high ambitions, we developed a
“Future Sustainable Brenntag” picture

Responsible distribution... ... of sustainable chemicals and ingredients

-V
Brenntag’s operations & suppliers L__E m Brenntag’s products & services

Climate protection
Strive for zero CO, emissions

Certified sites according to sustainability standards

Circular economy
Significant value-added services with circularity

All packaging recycled/reused

Safety performance

Ambition for zero accidents and releases Sustainable and safe products