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Agenda

Mercedes-Benz Trucks business status and challenges
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Continued challenging business environment
expected

Uncertain economic
climate

"Customer dedication” European markets
implementation of new still not back at
Sales & Marketing setup pre-crisis levels

Increasing

Tap growth and Y Mercedes-Benz

efficiency potential Truck competitive
Y P rucks you can trust pressure
Turnaround situation \ A ‘ New industry product
in Brazil landscape with Euro VI

High localization

requirements in
core markets outside EU
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Mercedes-Benz Trucks business status

Successfull portfolio upgrade to Euro VI

‘/First OEM with complete Euro VI product range - including special vehicles
‘/Strong customer and media feedback on new Actros

\/Significant fuel efficiency and TCO advantage

\/Product portfolio upgrade also in Brazil and Turkey (new Actros in 2016) decided

Strong market success in Europe and RoW - challenges in Brazil

‘/Market share expanded in EU 29 and Germany
\/Clear market leadership in Turkey
\/Critical market dynamics 2013 in Brazil stopped

Performance challenges addressed with MB Trucks#1

\/MB Trucks#1 program accelerated to improve earnings position
\/Brazil turnaround on the way
\/Earnings protection 2013/ 14
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Competitive product portfolio - successful Euro VI launch




DAIMLER -

Euro VI product portfolio for Europe successfully
launched
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A customer oriented product segmentation and
positioning is successfully accomplished

Heavy Duty Medium Duty

Long distance Distribution >18t Construction Distribution <18t

Em Loader - payload optimized

G

FHC: Volumer - ioad height optimized J Groum.ier—. .

g ¢ load capacity optimized

Comfort Class Power Value
Driving dynamics Handling Robustness Efficiency

Profitability Efficiency Efficiency Dedication
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The new Actros - the leader in long distance haulage

Flat floor

3 rooms, 2.13 headroom
Comfort

Living

SoloStar concept

Power delivery
Driving new engines up to 625 hp

dynamics Safe driving experience
steering, frame, rear axle guide

Consumption in Euro VI

. . up to-5% + PPC' + FleetBoard
Profitability

Repair & Maintenance
compensation Euro VI-Effect

1) PPC = Predictive Powertrain Control
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New Actros provides competitive edge with
remarkable TCO advantage despite Euro VI

Total Cost of Ownership (TCO)' Fuel Efficiency advantage for all segments

Toll fare

Purchase costs
Repair & Maintenance?

New Actros New Actros Antos Arocs
(Euro V) (Euro VI) (Euro VI) (Euro VI)

Miscellaneous

Insurance and tax
4%

Administration Basis: classic

Actros/Axor
Fuel Euro V
up to up to
-6.5% -6.5%
up to
Personnel Costs -6.5%
- Vehicle Predictive Powertrain Control (PPC)

1) Source: BGL, Stand 07 /2013, www.bgl-ev.de/ 2)incl. tyres
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Mercedes-Benz Trucks Brazilian product portfolio -
covers all segments from light to extra-heavy
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Mercedes-Benz Trucks Turkish product portfolio -
basis for clear market leadership
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Strong market and sales performance
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Strong global presence - seven of ten largest
markets outside EU29

Top 10 markets (M8 Trucks sales YTD 08/13) MB Trucks markets

'000 units
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I VB Trucks top 10 markets
I MB Trucks sales > 100 units
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Mercedes-Benz Trucks expanded market leadership

Truck market Europe! w

<| Market share Europe'! YTD 07/13

'000 units %
395

22.7
22.2

MB

MAN

DAF

Volvo

Scania

lveco

Renault

3.5 B v Do7/13
3.2 P ympo7/12

Other

1. Truck Market EU29 (MDT/HDT) > 6t SoM: Share of market
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Mercedes-Benz Trucks remains clear market leader
in Germany

GER
Truck market Germany' ’ Market share Germany' YTD 07/13

'000 units %

39.7
38.5

93 MB

MAN

DAF

Scania

Volvo

lveco

Renault

2.0 I YD o07/13

Other
1.4 P ympo7/12

1. Truck Market Germany (MDT/HDT) > 6t SoM: Share of market
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Mercedes-Benz Trucks Brazil is #2 in market -
goal to become #1 again

BRA

Truck market Brazil' ' Market share Brazil' YTD 07 /13

'000 units %

165 up to +10%

MB

VW

32.0

Ford

Scania

Volvo

Iveco

Agrale

I yo7/13

Others
P ympo7/12

1. Truck Market Brazil (MDT/HDT) > 6t SoM: Share of market
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Mercedes-Benz Trucks is also clear market leader
in Turkey

TUR
L

'000 units %

Truck market Turkey' Market share Turkey' YTD 07/13

44

VB 48.6

37 Ford

Iveco

MAN

Scania

Isuzu

Renault

I yo7/13

12 BMC
3.1 P ympo7/12

1. Truck Market Turkey (MDT/HDT) > 6t SoM: Share of market
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2013 sales volume on strong trajectory

Mercedes-Benz Trucks sales worldwide (YTD)

'000 units 170
160 159
148 146
142
137 135
121
+10%
108 e l
102 101
96
I 92 I
00 01 02 03 04 05 06 07 08 09 10 11 12 08/12 08/13
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Order intake increased more than 30% in EU29

Order intake EU29 (YTD) Comments

+31% — Euro V

e Some Euro V pre-buy demand
- especially DE, UK & F

* Mainly driven by long haulage segment

» Steering of derogation process implemented

Euro VI

e Intotal >11,000 units Euro VI in the market
(total 28,000 new HD trucks sold)

* Euro Vl order intake increasing as planned

e |n 2013 order intakes for New Actros Euro VI
YTD 08/12 08/13 in EU 29 >50% and in Germany >80%
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MB Trucks#1 business optimization - growth and efficiency
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MB Trucks#1 integral part of DT#1

I(//|| DT#1
Daimler Trucks C QU

Trucks Trucks Global
EU/LA Asia Powertrain

MB Road to FUSO GET Full
TRUCKS#1 Leadership 2015 Power 2
GET
..I_VIB TRUCKS#1 & F_E‘ga",s Egﬂ,erz
Topics in each program Cross-business initiatives to
* Sales and Aftersales push achieve global synergy effects, e.g.:
* Material cost optimization * Global Sales and Aftersales push
* Production cost optimization * Module strategy and global scale
e Quality push realization

People and high performance culture * Integrated Asia Business Model
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MB Trucks#1: Ten focus areas to ensure sustainable
competitive position

aMB TRUCKS #1

Operational (short-/medium-term) Strategic (longer-term)

Market performance push
(market share and price realization)

Product portfolio strategy

Downstream acceleration

Operations & footprint strategy
Brazil turnaround

Variable cost reduction

Customer & market strategy

Fixed cost reduction

Capex/funding optimization 0 Working and leadership culture
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Sales & Marketing: New setup will significantly
improve customer dedication

Current Structure New Sales & Marketing setup
Sales & Sales & Sales & Sales & Sales & Sales &
Marketing Marketing Marketing Marketing Marketing Marketing
MBC Trucks Van MBC Trucks Vans
Service Service Service
& Parts & Parts & Parts

Service and Parts-Business
Parts Logistics & Service Operations

Network- Network- Network-
Retail Network Development develop. develop. develop.
and Training
Training

Increased customer dedication
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Sales push: Fleet conquest program showing success

Initiative overview

* Conquest program launched
Focus: largest European fleets

» Special product offerings and
customer support

Impact: example of a new customer

e ~700 trucks in operation,
mainly from competitors

e 2013: 400 units ordered from MB Trucks
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We are committed to delivering sustainable results
for Daimler Trucks

Strategic levers Sustainable results

Superior customer value through J
strong TCO position
Continued focus on business excellence SIUBEIETIAE] W W o €1l
key stakeholders
Continued investment in product leadership Competmve product portfolio and
business model
Strong focus on performance culture Attractive working environment ‘

Expansion of global presence
- Sales & downstream -




Mercedes-Benz

Trucks you can trust
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Disclaimer

The figures in this document are preliminary and have neither been approved yet by the Supervisory Board nor
audited by the external auditor.

This document contains forward-looking statements that reflect our current views about future events. The words “anticipate,” “assume,”
“believe,” “estimate, plan,” “project,” “should” and similar expressions are used to identify forward-looking
statements. These statements are subject to many risks and uncertainties, including an adverse development of global economic conditions,
in particular a decline of demand in our most important markets; a worsening of the sovereign-debt crisis in the euro zone; a deterioration of
our funding possibilities on the credit and financial markets; events of force majeure including natural disasters, acts of terrorism, political
unrest, industrial accidents and their effects on our sales, purchasing, production or financial services activities; changes in currency
exchange rates; a shift in consumer preference towards smaller, lower margin vehicles; or a possible lack of acceptance of our products or
services which limits our ability to achieve prices as well as to adequately utilize our production capacities; price increases in fuel or raw
materials; disruption of production due to shortages of materials, labor strikes, or supplier insolvencies; a decline in resale prices of used
vehicles; the effective implementation of cost-reduction and efficiency-optimization measures; the business outlook of companies in which we
hold a significant equity interest; the successful implementation of strategic cooperations and joint ventures; changes in laws, regulations and
government policies, particularly those relating to vehicle emissions, fuel economy and safety; the resolution of pending governmental
investigations and the conclusion of pending or threatened future legal proceedings; and other risks and uncertainties, some of which we
describe under the heading “Risk Report” in Daimler’s most recent Annual Report. If any of these risks and uncertainties materialize, or if the
assumptions underlying any of our forward-looking statements prove incorrect, then our actual results may be materially different from those
we express or imply by such statements. We do not intend or assume any obligation to update these forward looking statements. Any forward-
looking statement speaks only as of the date on which it is made.

» » ”ou

expect,” “intend,” “may,
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