SALES & CUSTOMER
EXPERIENCE UPDATE




UNLOCKING BRAND POTENTIAL
TO DRIVE PROFITABLE GROWTH

GLOBAL VOLUME TARGET LEVERS

(in million units)

BRAND
Approachable

Top-End Share PRODUCTS
Desirable
~40%
0 W
XEV Share CUSTOMER
EXPERIENCE

2025 Midterm target

Superior
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140 YEARS AGO, WE INVENTED THE AUTOMOBILE -
AND WE ARE STILL SHAPING ITS FUTURE.

1 YEARS OF
INNOVATION



STRONGEST BRAND. UNIQUE SUB-BRAND PORTFOLIO.
HIGHLY SATISFIED CUSTOMERS.

4.9

Customer Satisfaction
Sales & Service*

#1 Most valuable luxury
automotive brand

#10 Most valuable brands
in the world

$50 1 Billion brand value

(Numbers according to Interbrand 2025)
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* Global 5-Star-Rater in 2025 | n > 1 million customer feedbacks per year



STRENGTHENING OUR BRAND THROUGH GREATER
APPROACHABILITY AND EVERYDAY VISIBILITY

‘ FI\ H E
BRAND STUDIOS
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BRANDED REAL ESTATE

WTA tournaments in 2026

Sports sponsoring to connect with customers,
prospects and fans worldwide - all year long -
through tennis, F1, golf and beyond.

Brand studios in 2026

Building brand presence in key cities,
strengthening customer loyalty and
activating new target groups.

Licensed apartments until 2029
Licensing our brand to select luxury real-estate
developers extends the Mercedes-Benz
experience beyond automotive.
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FRONTRUNNER LAUNCHES:
EXCELLENT FEEDBACK AND STRONG ORDER INTAKE

Iconic MB design Superior, custom-fit
# technology & partnerships

Duality of drivetrain
# [ # for ICE & xEV

offering

NEURRMERCEDES CLARQIMTEST MOTORTREND The 2027 Mercedes GLC EV Proves the Future 2 ( (
Der Elektro-Benz ist der Beste Doesn't Have to Look Futuristic b
Das neue elektrische Einstiegsmodell von Mercedes hat im auto-motor- s ' The Mercedes GLB is back as an electric SUV
und-sport-Test das beste Ergebnis aller getesteten Autos bislang erzielt. and it’s better in just about every way
_.”/u;\\\‘.\ The Mercedes-Benz CLA wins the 2026 Mercedes-Benz GLC EV: A 440-Mile
=5/ 2026 The Car of the Year award Elecfrlc Do-Over Wlth MuIﬂ-Agent Al
enz GLC with £Q Technlogy i s most importan EVyet. And  cames with 2 on of Al estures 2




REJUVENATED PORTFOLIO TO
WIN CUSTOMERS ACROSS ALL SEGMENTS

__>40

New models
2025 - 2027
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New models 2025 - 2027



SUPERIOR CUSTOMER EXPERIENCE TO DRIVE
LONG-TERM LOYALTY

>50%
~90%
4.9

L 7
CUSTOMER EVENTS

* 0 - 4 years after vehicle purchase

Outlets transitioned to new retail concept

Accelerating modular retail concept rollout to
provide a modern, seamless & digital in-store
experience

Service retention* and 28 m car park
Providing innovative service offers, enhanced
Customer Care Center and customer
feedback management

Customer satisfaction AMG Events
(5-Star-Rater)
Offering extraordinary customer experiences

such as racing programs and exclusive
Silver Arrow events
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INTEGRATION OF ALL CUSTOMER OFFERINGS
UNDER ONE ROOF

]

—

STOMER
) ‘ ‘

» Today, 70% lease/finance and/or service contract penetration rate*
= Further maximisation of customer lifetime value via integrated steering
= Competitive pricing: Price/volume steering based on Al-supported, data-driven elasticity analysis
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* Example: top-six financial services markets (w/o China). Penetration rate for leasing/finance and/or service contracts incl. extended warranty based on 2025 retail sales.



PROFITABLE GROWTH THROUGH TARGETED PORTFOLIO STRATEGY
AND FOCUS ON BEV MOMENTUM

e f‘4 3 ,ﬁ‘: ‘@ | S— - | F’,rﬂ
O TOp-EI’]d share Closmm-t,es ots wi2iE -specific products ==+
0 (Actuals MB 2025) (e.g. C-Class & GLC BEV) (e.g. Shooting Brake BEV)

509% e EENIINOIREY

35% of sales.in 2025

40()/ xEV share (~635 k units in:2025)
O (Actuals MB 2025) e

VV‘Gé'rmany B (- 18% vs. 2019)
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IN THE USA, AMBITION 400 K UNITS WITH FOCUS ON
US-TAILORED SUV & TOP-END MODELS AND LOCALISATION

()/ Top-End share LeveF§§Tng
0 (Actuals MB 2025) ‘ US-tailored SUVs

0/ SUV/SUCshare S R o & (e R \C; ey ]
O (Actuals MB 2025) w ¢ ' < J. 4 i B Introducing high-

performance BEVs
16% of sales in 2(52*

8 0/ ICE share (~285k units in 2025)
5 O (Actuals MB 2025)

‘ExpandedTocal
production
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INVEST IN OVERSEAS REGIONS WITH A DEDICATED
STRATEGY FOR EACH MARKET

Asia-Pacific (excluding China)

= g
network-in

ﬁ; EzFost ande :M

Middle East e |

Fally utilisin'g"‘"“
trade agreements

Latin America

via re orv Jora du |
centrgM -

vr—ﬂl -.

~18% of sales in 2025
(~330 k umts in 2025)

o, 9
b '~ L

Expandlng regloﬁa

sourcing & serwce hubs

Turkey

olk}u‘fag'e
model (>30%:in 2025)

India

28



WE HAVE GOOD REASONS TO BE CONFIDENT

140

YEARS

> 4 O BACK TO

LAUNCHES

We build on one of the world’s
strongest brands, elevating the
customer experience

We cover all key segments with We set a clear path
an attractive and rejuvenated to profitable growth with dedicated
portfolio to address customers regional growth strategies

in all regions

29



	STRATEGY UPDATE
	As rules shift, we gear up with even greater drive.�We’RE turning our strengths into momentum
	The destination is set:�our strategic midterm goals 
	Our areas of attack 
	Carbon-neutrality remains OUR ULTIMATE goal …  
	… while MERCEDES-benz CUSTOMERS HAVE FULL CHOICE
	we’RE rolling out mb.os with lightning speed
	WE’VE MADE MAJOR ADVANCES IN ASSISTED DRIVING –�AND WE’RE JUST GETTING STARTED
	We’ll have a complete and compelling portfolio.�Our Design language: QuintessentiaLlY Mercedes-Benz
	MAINTAINING MOMENTUM: �SEVEN WORLD PREMIERES IN THE NEXT THREE MONTHS
	the FOCUS ON THE TOP-END SEGMENT REMAINS �A CORNERSTONE OF OUR STRATEGY
	WE STRENGTHEN OUR COMPETITIVENESS across REGIONS …
	… and double down on our china presence
	We are reinventing ourselves – �as a team and as a company
	We’Ve built financial strength and will keep generating attractive shareholder returns
	We’re proud of 140 years of innovation – �and our pioneering spirit has never been stronger
	Sales & Customer �Experience Update
	Unlocking brand potential �to drive profitable growth
	140 Years AGO, we invented the Automobile – �and WE are still SHAPING ITS FUTURE.
	strongest brand. unique sub-brand portfolio. �highly satisfied customers.
	Strengthening our brand through greater approachability and everyday visibility
	Frontrunner launches: �EXCELLENT feedback and STRONG order intake
	rejuvenated portfolio to �win CUSTOMERS across all segments
	Superior Customer Experience to drive �Long-Term Loyalty
	Integration of all Customer offerings �under one roof
	profitable growth through targeted portfolio strategy and focus on BEV momentum
	In the USA, Ambition 400 K units with focus on �US-tailored SUV & TOP-end models And localiSation
	invest in OVERSEAS Regions with a dedicated �strategy for each market 
	We have GOOD REASONS TO BE Confident
	China UPDATE
	Slide Number 31
	LEVERAGING THE FOUNDATION: �EXCELLENCE AT EVERY TOUCHPOINT
	AGILITY IN 2025 - WE CALIBRATE. WE INVEST. WE SHAPE. 
	ROAD AHEAD:�CLEAR STRATEGY. FOCUSED IMPLEMENTATION.
	ACCELERATE IN THE UNIQUE ECOSYSTEM
	CREATING NEW CUSTOMER EXPERIENCE:
	DEFINING SAFETY ENGINEERING IN ADAS:
	The First OEM to Deliver Cutting-Edge Intelligence �across all Drivetrains 
	SETTING THE STAGE FOR FUTURE GROWTH
	THE FORCES BEHIND: DUAL R&D ENGINES IN CHINA WITH �FULL AUTONOMY WHILE LEVERAGING GLOBAL RESOURCES
	BBAC: Extended portfolio with deeper localiSation
	RESILIENCE AS SUCCESS FACTOR: 
	DELIVERING ON TARGETS:
	MERCEDES-BENZ IN CHINA
	Financial Momentum 
	Stable global outlook with heterogenous �macro and market momentum
	product pipeline DRIVES Midterm growth target
	focus on Top-End and BEV
	Product substance translating into�sales and revenue growth
	Tailoring industrial base to market demand
	Tailoring industrial base to market demand
	Strengthening local-for-local�from 60% to 70%
	Next level production
	material cost reduction and cost engineering
	BEV/ICE margin parity by end of the decade
	Investment peak behind us
	Significant fixed cost reduction achieved
	strategic margin target of 8-10% including tariffs
	>130% Total Shareholder Return �Between 2019 and 2025
	Benchmark capital allocation framework
	Full Speed Ahead

