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Disclaimer

Cautionary Statements
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Except for historical information contained herein, the statements in this presentation are fota@kdhg

and made pursuant to the safe harbor provisions of the Private Securities Litigation Reform Act of 1995.
Forwardlooking statements made herein relate to, among other things, future sales, earnings, return on
equity, cost savings, process improvements, free cash flow, share repurchases, capital expenditures,
acquisitions, benefits of investments and partnerships, business strategies and other matters. Such
statements can be identified by 2 NR& & dzOK | ayY GSELISOGSR=Z¢ &aSELISOGaA
GSaldAYIFIGSZ¢ agAfftzée 2N AAYAL I NI NBFSNByOSa (2 Fdzi

Forwardlooking statements are neither historical facts nor assurances of future performance. Instead, they
are based only on our current beliefs, expectations and assumptions regarding the future of our business,
future plans and strategies, projections, anticipated events and trends, the economy and other future
conditions. Because forwaldoking statements relate to the future, they are subject to inherent

uncertainties, risks and changes in circumstances that are difficult to predict and many of which are outside
of our control. Actual results could differ materially from those stated or implied in the forealdng
statements. For a list of factors, risks and uncertainties which could make our actual results differ from
expected results, please see our latest Annual Report on Fo#ih We undertake no obligation to publicly
update any forwaredooking statement, whether written or oral, as a result of new information, future
developments or otherwise.

This presentation also contains rGAAP financial information. Management uses this information in its
internal analysis of results and believes this information may be informative to investors in gauging the
guality of our financial performance, identifying trends in our results and providing meaningful yiefiod
period comparisons. For definitions of applicable AGAAP financial measures and reconciliations of non
GAAP financial information to GAAP financial information, see the Reconciliations of GAARGAARN
CAYlLIYOAIf aSl adzaNBa fingnddl dgoisRn Foyhs i Krfsl 16K anyd ielatgtidprass

releases.
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EXECUTING TO A
STRATEGY
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AGENDA

. INTRODUCTION Chuck Kummethrresident and CEO
. BUSINESS GROUPS DESCRIPTION Kevin GouldSr. VP Diagnostics
Bob GavinSr. VP Protein Platforms
DaveEansorSr VPBiotechnology
. PRODUCTS AND TECHNOLOGIES ROAB=MARdo Bazarghief Tech. Officer
. FINANCIAL RETURNS ON STRATEGY Jim Hippel, kief Financial Officer

. Q&A Al
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Corporate Leadership Team

Chuck Kummeth Gerry Andros  Dr. Fernando Bazan  Ruth Bright Peter Breloer
CEO Vice President Chief Technology = Managing Director Vice President
Sales Officer R&D Systems Asia Pacific
Europe

Dave Eansor  Brenda Furlow Bob Gavin Kevin Gould Jim Hippel
Sr. Vice Presidentgenjor Vice President Senior Vice President SrVice President Chief Financial
Biotech Division gnd General Counsel  Protein Platforms  Diagnostic Division Officer
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Corporate Leadership Team

Dave LePage Dr. Frank Mortari Karen Padgett Dr. Kevin Reagan
Chief Information Vice President Vice President Vice President
Officer Corporate Development Marketing Diagnostics Markets

Struan Robertson Dr. Wendy Shao Gary Stapleton Marcel Veronneau
Vice President Managing Director Vice President Senior Vice President
Human Resources R&D Systems EuropearOperations Clinical Controls
China
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What I1s our Mission?

EPIC TOOLS
FOREPIC SCIENCE

Empowerment
Passion

| nnovation
Collaboration
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Large Addressable Market Opportuniti

Vo

IVD Assays
and Reagents

$3.6B

Multiplex
Testing
Platforms

$0.7B

Neuroscience
$0.9B

2
Bioprocessing
and Media

$1.6B
Oncology

$0.8B

>%$10 Billion

Addressable Stem Cells
Market $0.9B

4-10% CAGR

-

L Immunology
$1.5B

Research
Antibodies

$1.0B

Customers Serveq

C Pharma

C Biotech

C Academia
C CROs

C Hospitals

C Foundations
C Government
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Bio-TechneSubsidiary Model

ALT/CEO R -

Area
SIREE P Leadershlp
Busmess/functlonal T Capital
Ownership man ~apita Area Ownership

hnolo Brand/ S t
latfor apital - stoml
Sets the Strategy H Customer -Owns the ExecutlonI
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3 Years Accomplishments

$310MM in Revenue growing to $500MM

[ 2YLI yeQa FANRG p €SFN AGNFXYGS3AIAO LX |y
$168MM in Adj. Operating Income to near $200MM

500% increase in first year produsiles

9 acquisitions in 3 years, cash and debt strategy strictly adhered to

12 new senior executivesThermoFisherlLifeTech 3M, Genentech)
Enterprise wide business systems ( SFDC, ERP, Hyperion{liig8&), etc.)
689 employees to near 1700

New company name and branding strategy

Complete new website with over 70+ active pathways for researchers
New EPIC Human capital and culture plan

200%+ growth in China ($14MM in revenue to near $40MM)

Global Subsidiary model implemented with 3 divisions and 3 regions
IR group and process to address investors

24,000 self manufactured products to over 40,000

120+ employees given bonus and equity incentive plans
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M&A Strategy Results

AP Advanced Cell )
W Diagnostics .@Zephyrus
@ SPHCE Targets with
e uE .- ROIC > WACC
ﬁ Targets that fill
SOV perceived gaps sivek

prote|nS|m Dle

Biosciences

L ¥
€ cuNIQA

Sound prioritization =
strategy '-'cmw .

BIONOSTICS

Healthy hopper of targets
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24 Global Sites

North America Europe Asia
s M T

b Minneapolis b Abingdon B Shanghai

b San Marcos b Langley Bl Beijing

L Devens b Bristol i Hong Kong
b Cambridge b Wiesbaden B Singapore
b SanJose W Lille

b Newark b Milan

L Emeryville

b Littleton

b Oakuville

L Toronto%i‘@.m%é%

g

. ; ; Total Geographic Sites24
d Wallingford Total WW Employees~1700
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Organic Sales GrowtlMainland China

1Core Busines®rganic Growth

FY 16

FY 15

FY 14

1Tocris R&D Systems, Novus products
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Key Initiatives to Support China Growth Strategy

A Hiring of an experienced commercial lead for Asia

A Increase in orthe-ground sales force for greater customer
visibility

A Integrated sales functions between the three business units in
China: BieTechnédegacy busines®rimeGeneand
ProteinSimple(ACD is next!)

A Greater regional coverage through the distributor network

A Continued emphasis on the use of wdiased marketing to
better serve our customers

A Broad based Trade Show plan, dozens occur in many cities
annually
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FY 16 Mainland China Sales Growth By Regions and Staffi

18 employees

protein@

North (4 employees): +25%

Be?]“lng

»ﬁ, East(32 employees): +1¢

Chengdu ‘ -

st mviee oo SR gy I v
'! South 2 employees)+26%

* R&D Systemdlocris 15 bi G‘te Chn e




Europe Summary

>90% 5 2
Direct Com_mermal Operating
Sales Sites Divisions

RegionalMfg >200
and Logistics | Employees

A4

bietechne

LIFE SCIENCE BRANDS

V=" 4

ohavs TOCRIS
. o y

In region > 30% of Selling moradirectly UK Protein
distribution and European with our customers ~ Germany Platforms and
manufacturing employees PhD Switzerland Biotech
qualified France divisions now
Italy operating

regional model
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f_ Europe(EMEA) KelinanciaMetrics

Sales by Major Territory

= Germany ® UX. = France = Benelux = Switzerland = Scandinavia = Other

BTD Sales in Europe PPD Sales in Europe

e el
— | —

= ROW = EMEA = ROW = EMEA

Europe continues to deliver strongd-single digit organic growth
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Prioritization Process: Why Prioritize?

A Prioritization provides clear direction for
Investment decisionsacross the whole business
that deliver or exceethe Strategic Plan goals

A Providel ya 4 SNA 02 X

A Which programs generate tHeest returnand should therefore
be resourced?

A Which programs generategoor return and should therefore be
put on hold or killed toelease resourceso invest in growth
programs?

A What investment is needed tiilly resourcethe programs that
maximize financial and commercial success?
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Process; Comparing strategic investents

Benefit Filters
Strategic Growth

Scoring Criteria Using Threpiestions:
1. Whatare the resources required
to deliver the project? Talent & Retention

[]

[l Competitive Differentiation

[]
2. Whatarethe benefitsof the project, [] Long Term Revenue ($)

[]

[]

assuming success?

_ . Gross Margin ($)
3. What is the probability of success?

Revenues ($)

Total Benefit

Total Benefit

Cost- $, FTE & other costs Cost-$, FTE & other costs

Option A Option B
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Bio-Techneg Optimized Portfolio

Benefit/Cost Prioritization Frontier
o 100
" DiviCorp Picks | g0
ot
[Sm—
(D)
c
e}
- 60 M
* Fixed Core + Existing G>J
=
G
- 40 [<5)
Y
- 20
_ Eixpd CORE only . . . 0
$OM Cost $367.3M
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=1 EPIC- Bio-Techne Pride

U EMPOWERMENT

& pAssion
BN\ NOVATION
COLLABORATION

A The guiding principle from which leaders lead

A The cultural heartbeat connecting each and every site

A The mobilization of a global workforce

A The benchmark by which all people initiatives are measure
A The word that challenges us to imagine what is possible
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EPIC- Bio-Techne Pride

A Global Recognition Program
®1 A Bio-TechneTraining Squad

A Community Affairs

A Groundbreaking Performance Mgt
A Women In Science Program

A EPIC Top Banana and Minions

A Global Leadership Development
A Total Compensation Focus
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Bio-Techne Training Squad
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