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Forward-Looking Statements

*This presentation includes “forward-looking statements” within the meaning of the safe harbor provisions of the
United States Private Securities Litigation Reform Act of 1995. Such statements may include, but are not limited to,
statements about the benefits of the proposed merger between Merck and Schering-Plough, including future financial
and operating results, the combined company’s plans, objectives, expectations and intentions and other statements
that are not historical facts. Such statements are based upon the current beliefs and expectations of Merck’s and
Schering-Plough’s management and are subject to significant risks and uncertainties. Actual results may differ from
those set forth in the forward-looking statements.

*The following factors, among others, could cause actual results to differ from those set forth in the forward-looking
statements: the possibility that the expected synergies from the proposed merger of Merck and Schering-Plough will
not be realized, or will not be realized within the expected time period, due to, among other things, the impact of
pharmaceutical industry regulation and pending legislation that could affect the pharmaceutical industry; the ability to
obtain governmental and self-regulatory organization approvals of the merger on the proposed terms and schedule;
the actual terms of the financing required for the merger and/or the failure to obtain such financing; the failure of
Schering-Plough or Merck stockholders to approve the merger; the risk that the businesses will not be integrated
successfully; disruption from the merger making it more difficult to maintain business and operational relationships;
the possibility that the merger does not close, including, but not limited to, due to the failure to satisfy the closing
conditions; Merck’s and Schering-Plough’s ability to accurately predict future market conditions; dependence on the
effectiveness of Merck’s and Schering-Plough’s patents and other protections for innovative products; the risk of new
and changing regulation and health policies in the U.S. and internationally and the exposure to litigation and/or
regulatory actions. Merck and Schering-Plough undertake no obligation to publicly update any forward-looking
statement, whether as a result of new information, future events or otherwise. Additional factors that could cause
results to differ materially from those described in the forward-looking statements can be found in Merck’s 2008
Annual Report on Form 10-K, Schering-Plough’s 2008 Annual Report on Form 10-K and each company’s other filings
with the Securities and Exchange Commission (the “SEC”) available at the SEC’s Internet site (www.sec.gov).
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Merck and Schering-Plough to Merge

« Announced March 9, 2009
» Transaction to close later this year
* New company will be called Merck

* For Merck’s current partnering activities: Business as
usual
Combined company: Broader portfolio and Areas of
Interest

* WIll continue to invest in strategic external opportunities
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Merck & Schering-Plough: Commercial Portfolio

Therapeutic Area Schering-Plough Products

Merck Products
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Merck & Schering-Plough: Clinical Pipeline
(February, 2009)

Phase Il Compounds Phase Ill Compounds

Athero., MK-1903 ADHD & Depression, AMPAkine

Athero., MK-0524A Acute Coronary Syndrome, TRA

Alcohol Dependence &

AU ML Schizophrenia, Glycine Uptake Inh.

Asthma & COPD,

AT DO Mometasone/Formoterol

Allergic Rhinitis,
Mometasone/Oxymetazoline

Asthma & COPD, QAB
Mometasone Combination

Cancer, MK-0646
Athero., MK-0859

(anacetrapib) Contraception, NOMAC/E2

Cardiovascular, MK-0736

G, e Fertility, Corifollitropin alfa

(deforolimus; AP23573)

Diabetes, MK-0893 Cancer, CDK Inhibitor

CHF, MK-7418
(rolofylline; KW3902)

Grass Pollen Allergies, Allergy

Diabetes, MK-0941 Immunotherapy Tablet

Cancer, CHK-1 Inhibitor

+

+

Diabetes, MK-8245 Cancer, Robatumumab Diabetes, MK-0431C

. S Hepatitis C, B i
(Januvia / pioglitazone) epattis oceprevir
COPD, CXCR2 Receptor

Infect. Dis., MK-7009 Antagonist

HPV Vaccine, V503 HIV, Vicriviroc

Infect. Dis., V419 Emesis, Rolapitant

Migraine, MK-0974

” - Hot Flashes, Esmirtazapine
Hepatitis C, Protease Inhib (telcagepant)

Infect. Dis., V710 (SCH 900518)

Osteoporosis, MK-0822 . . .
o Reperfusion Injury, Acadesine
(odanacatib) pertusi jury. '

Insomnia, MK-4305 Parkinson’s, Preladenant

Neurologic, MK-0249

Osteoporosis, MK-5442

Psychiatric Dis., MK-5757

Respiratory Dis., MK-0476C

Merck - Schering-Plough
Respiratory Dis., MK-0633

Sarcopenia, MK-2866
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Merck’s Research & Development Strategy:
Continued Investment In Innovation

Extract greatest pipeline value from
Innovative internal and external R&D

* Ensure a strong internal research capability

Leverage this capability through collaborations

Openly collaborate with the best partners

Continually evaluate potential transactions
— From platform technologies to late-stage product opportunities

— In a coordinated approach across the company

Celebrate the global and distributed nature of inno  vation!



Partnerships — Number of Merck deals per year

Approximately 250 significant transactions over the past 5 years
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Selected transactions: 2006-2009 (to-date)

Licensing: Aligned with Our Six Franchises...
plus New Technologies

Anti-Infectives/
Antivirals/Vaccines

Cubist

Idera

Intercell

Kyorin
Medarex/MBL
Orchid

Ranbaxy
UTSA/Health
Science Center

Technologies

Abmaxis*
GlycoFi*
Insmed *
MicroDose
Nuevolution
Sirna*
Xencor

*acquisitions

Oncology

Ariad

Astra Zeneca

Celera

Dana Farber

Moffitt Cancer Center
Piramal Life Sciences

CNS/Ophthalmology

Addex (PD)

Addex (Schiz.)
Gladstone Institutes
Neuromed

Santen

Cardiovascular

Cardiome
KineMed
NovaCardia*
NicOx

Diabetes/Obesity

Marcadia
Advinus
Ambrx
Galapagos

Bone/Respiratory/
Inflammation/
Endocrine

Galapagos

GTx (Endocrine)
Harvard University
(Osteoporosis)

Japan Tobacco
(Osteoporosis)



Clearly defining the background...

 What is Merck seeking from Partners?
— Products & expertise

— Excellence in Science
* Quality of the science
* Subject Matter Expertise

— Enthusiasm to collaborate openly

— Shared vision of bringing the best medicine to patients
worldwide

* What partners need to know
— Merck’s Licensing process
— Merck’s Licensing interests
— Who to contact



Overview of the licensing process

Opportunity Opportunity _ Managing
} Initiation } Evaluation } Doing the Deal } Partnerships
* Worldwide scouts build * Initial nonconfidential * Term sheet * Alliance Management
relationships.a.md seek revievy by Review negotiationg conducted — Alliance managers assigned
out opportunities and quensmg by Transaction _ Alliance launched
, . Committees Manager .
* Nonconfidential — Monitor progress throughout
information submitted for < Confidentiality * Due diligence the agreement
review disclosure agreement o , ,
signed * Definitive agreements + Basic Research Collaboration
negotiated Implementation
* Confidential review - Agreements executed — Senior scientists dedicated
« Face-to-face scientific to successful execution of
meetings the research collaboration

* Senior scientific
management approval

« Commercial
assessment



We Have Defined Our Areas of Interest

Atherosclerosis & Cardiovascular
Diseases
Lipids

Neurosciences and Ophthalmology
Alzheimer’s Disease
Circadian Disorders

Vascular Wall/Metabolic Syndrome Migraine
Hypertension/Cardiovascular Ophthalmology
Pain

Bone, Respiratory, Immunology, &
Endocrine

Parkinson’s Disease
Schizophrenia

Anemia
Arthritis and Immune-based Diseases Oncology
Asthma/COPD
Bone
Sarcopenia
Urology Research Technologies
Biologic Platforms
Diabetes and Obesity Drug D_ellvery .
Drug Discovery Platforms — In Vivo Models
Infectious Diseases Peptide Therapeutics
Antibacterials Molecular Imaging — Translation Sciences
Antifungals RNA Therapeutics
Antivirals including HIV and HCV Targets and Biomarkers =~
Antiviral and Anti-infective Technologies -- |dentification and Validation
Vaccines
In addition, Merck will continue to pursue external licensing opportunities in other disease areas whe re
clinical proof of concept exists. Merck will also pursue niche acquisitions and partnerships in diagn ostics

and devices where it complements our pipeline, and not as a stand alone business.



Merck’'s Areas of Interest — on the Web

www.merck.com/licensing



Neurosciences
Alzheimer’s Disease

Areas of Interest: Tools and Technologies:
* Agents in late phase | or later with potential * Prognostic, diagnostic, and progression biomarkers of
disease-modifying activity disease and disease state (electrophys-, fluid-, or
— Specific interest in BACE inhibitors and imaging-based)
g-secretase modulators —Tau imaging agent (eg, PET ligand)
* Agents with the potential to modulate the — Fluid-based assays for Ab and tau oligomeric
formation of toxic Ab or tau species species
— Should preferably be validated in vivo * Novel animal models for target evaluation
— For tau, includes kinase inhibitors, tau — Models that develop both plaques and tangles
aggregation inhibitors, microtubule stabilizing _ Must have clear IP status

agents
Y * Novel genetic / RNA-based approaches to target

* Agents with the potential to influence brain validation or therapeutics

cholesterol homeostasis

— Examples include LXR agonists Not Interested in:

» Acetylcholinesterase inhibitors without additional
pharmacological activity

* Novel mechanism symptomatic improvement
agents with at least comparable characteristics
to existing approved medications

—May be used as monotherapy or in * The following agents:

combination with current therapies — Ab-based vaccines
— Brain penetrant HDAC inhibitors selective for — Antioxidants
members of Class 1/ 2, or acetylation — Metal chelators

activators selective for members of Class 3



ldentifying Innovation and Seeking Partnerships
Our Network of Regional Experts




Never forget... their project is their “baby”

You must
be very
proud!

/

Beauty is in the eye of the beholder!
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Dedicated Review and Licensing Committees
(RLCs) to review opportunities on a monthly basis

« Anti-Infectives * Neuroscience

* Antivirals * Oncology

* Arthritis & Respiratory * New Technologies

e Cardiovascular & Atherosclerosis « New Vaccine

- Diabetes & Obesity Technology

- Drug Delivery * Regenerative Medicine

In-depth initial review with Merck experts from bas IC
biology, chemistry, preclinical, clinical and marke ting.




How to Capture Big Pharma’s
Attention with  Your Opportunity




Know your Target Audience

* Research your targeted Pharma companies

« Appeal to their core values, for example Merck’s
strategy focuses on:

— Cutting-edge science
— Novel medicines that make a difference

 Merck — innovative, flexible deals

« Demonstrate how your offering fits into their
pipeline or research framework



Submit a Clear, Summarized
Package

* Highlight your main points, advantages and provide summarized non-
confidential scientific data

— A concise summary (ppt) is preferred
 Define the product or technology offered
» Define the therapeutic or area focus

« Explain how it fits into Merck’s strategy/pipeline

— Include written non-confidential scientific data with
summary information for a preliminary scientific review

« Some ideas: published patents, presentations,
published abstracts, journal articles, etc...

We review several thousand proposals per year — a
brief, clear summary will help yours stand out




Send to Appropriate Initial Contact

 Direct your information to the appropriate contact

— Merck’s system is centralized
— e-maill preferred

« Send your e-maill to the licensing / business

development group

— Sending information to the Chairman, CEO, or other high level
Individuals outside the licensing function will delay the review
process

Send your proposal to
manfred_horst@merck.com



Separate Yourself from the
Competition / Describe your IP

« Highlight your product’s unigueness

Demonstrate its position vs. current and future
competitors

Show the advantages of working with your company

Do you have freedom to operate?

Does your patent estate offer exclusive coverage?
Document your IP position

Filing status

* Type (e.g., composition of matter, use)

» Strategy and plans for additional filings



Common Responses

Move up to confidential assessment / meeting
Follow-up information requests
Insufficient data - too early

—  We will often let you know when you should come back to us and
what type of data we are seeking

Lack of biochemical mechanism can be an issue, but not if clinical POC
IS achieved or if there clear preclinical evidence of efficacy

Outside company’s business area
— For Merck, this may include medical devices, topical products etc.
Indication not of strategic interest
Insufficient patent protection
— lack of freedom to operate
— time remaining or territories
Toxicity concerns / Metabolism concerns / AEs



Doing the deal

e Transaction Manager assigned
* Term sheet negotiations conducted
Due diligence

Licensing Management Committee
approval

Definitive agreements negotiated
Agreements executed



Clearly defining success...

2008 Alliances

Key Acquisitions & Signed
Agreements

Although we may not be currently interested in
an opportunity, we will provide feedback whenever

possible. Please contact us again at the
appropriate time.




Alliance Management

* Merck is committed to ensuring our
partnerships succeed and flourish

 Alliance Management supports this goal
by:
— Creating added value across life-cycle
of partnership

— Providing partners with a clear and
enriching channel of communication

— Providing Merck management with a
center of expertise to share best
practices and learn from our partners

Signing the deal is only the first step



You've discovered something significant.
Now discover us!

« We are strongly committed to partnership success
* We are inspired by your innovation

« Together we can translate cutting-edge science into
breakthrough medicines

« We apply winning commercial strategies to reach the global
market

 Alliance Management: great relationships make great
partnerships



