FINANCIAL PERFORMANCE

Driving sustainable success
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Disclaimer

This information contains forward-looking statements which are based on current estimates and assumptions made by the corporate
management of Henkel AG & Co. KGaA. Statements with respect to the future are characterized by the use of words such as “expect”,
“intend”, “plan”, “anticipate”, “believe”, “estimate”, and similar terms. Such statements are not to be understood as in any way
guaranteeing that those expectations will turn out to be accurate. Future performance and results actually achieved by Henkel AG &
Co. KGaA and its affiliated companies depend on a number of risks and uncertainties and may therefore differ materially from the
forward-looking statements. Many of these factors are outside Henkel’s control and cannot be accurately estimated in advance, such
as the future economic environment and the actions of competitors and others involved in the marketplace. Henkel neither plans nor
undertakes to update any forward-looking statements.

This document includes — in the applicable financial reporting framework not clearly defined — supplemental financial measures that
are or may be alternative performance measures (non-GAAP-measures). These supplemental financial measures should not be viewed
in isolation or as alternatives to measures of Henkel’s net assets and financial positions or results of operations as presented in
accordance with the applicable financial reporting framework in its Consolidated Financial Statements. Other companies that report or
describe similarly titled alternative performance measures may calculate them differently.

This document has been issued for information purposes only and is not intended to constitute an investment advice or an offer to sell,
or a solicitation of an offer to buy, any securities.
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Successful performance

Adhesive Technologies continuously improves all major KPls
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Our portfolio

Sales breakdown by business areas and geographies®

Business Areas

Electronics Consumer,

q Craftsmen,

and Building
€9.4

bn

General

Packaging and 15%  Industry

Consumer
Goods

24%

Transport and
Metal

*FY 2018

Geographies

Asia-
Pacific

Latin America

.-

North America

Western
Europe

26%

12%

Africa /
Middle East

Eastern Europe



Balanced growth profile

Result of successful portfolio management
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Strong profitability increase

Active portfolio management and continuous efficiency measures

EBIT Margin Adj. in %
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Price / volume development

Strong pricing offsetting raw material price increases

Recap: IAD 2016 Today
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Profitability increase

Driving operations & supply chain as competitive advantage

Asset-light business model

Continuous optimization

Productivity improvements

EBITDA % Total Assets

High

Low
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Profitability increase

Continuously optimizing our structures / SG&A efficiencies

Go-to-market /
target structure process

" Continuously adapt to
changing market conditions

® Drive efficiencies

Focus 2018:
Consumer, Craftsmen &
Building

Focus 2019:
Operations & Supply Chain

Focus on higher growth
categories & channels

More efficient organization

" Global organizational
blueprint for E2E supply chain

® Standardization and further
automation
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NWC level consistently outperforming peers

Maintain leading position in a volatile environment
Levers for further
NWC % of sales Peer comparison 2018 improvement

Implement new digital tools:

= |mprove anticipation of
demand swings for
11.9 inventory management

= Targeted accounts
receivable management

2012 2015 2018 Peer 1 Peer 2 Peer 3 Peer4
Adheswe
Technologies
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ROCE

Constantly high level achieved through efficient governance

ROCE Major contributors
18.4 133
16.5 = Active portfolio management
= Efficient target setting
= Rigorous capital allocation
2012 2015 2018
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Q1 2019

Key financials

Sales in € m, OSG! in %

Drivers of performance

EBIT Margin Adj. in %

-0.8%

2,270

Q1/18

1Volume: -3.7% Price: 2.9%

2,309

Q1/19

Organic sales development
impacted by weak Automotive
and Electronics in Asia Pacific
and North America, supported
by strong pricing

EBIT margin below prior year
due to negative volume / mix
effects; direct material
headwinds compensated by
pricing and cost efficiency
initiatives

-130bps

18.1

16.8

Q1/18 Q1/19
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Q1 2019

Robust portfolio

®  Aerospace
" Metal Packaging

" Food & Beverages

®  Automotive

®  Consumer Electronics

Less cyclical segments compensate
for markets with soft demand
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Priorities for remainder of 2019

= Focus on most attractive markets and customers to outbalance some declining markets
= Further drive gross margin improvement through pricing and savings initiatives

= Complete implementation of target structure projects to drive efficiency and adjust
resources to market developments

17



Levers for long-term success

Continuous focus on excellence in execution

Topline drivers Profitability drivers

Digitalization
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= Leverage megatrends = Efficiencies
* Innovation = Value based pricing

= Exploit our data treasure
= Enrich customer journey
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Key take-aways on our financial performance

= Attractive market and unique business model
= Active portfolio management as integral part of value creation
= Differentiated resource allocation supporting profitable growth

= Continuous adaptation of our structures, processes and systems
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