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EXXON MOBIL CORPORATION ANALYST MEETING
MARCH 11, 2010
New York, NY
9:00 a.m. ET

David Rosenthal (Vice President of Investor Relations and Secretary of the Corporation)

Good morning. For those of you that I have not met, I am David Rosenthal. I’m the Vice President of Investor Relations and Secretary for ExxonMobil, and I'd like to welcome
everyone today to ExxonMobil’s 2010 Analyst Meeting.

Before we begin the formal agenda, I would like to familiarize everybody with the safety procedures here at the New York Stock Exchange. There is an exit in the back of the
room and one through the doors on my right.

In the event that there is an emergency, the New York Stock Exchange personnel will provide us with the instructions on how to respond. They will also, in the case of an
evacuation, direct us to the nearest exit. So, please wait for instructions if this were to occur. I would also ask everyone to please ensure that your cell phones and BlackBerrys
are turned off at this time.

Next, I would like to draw your attention to the cautionary statement that you will find in the front of your presentation material. This statement contains information regarding
today’s presentation and discussion. If you have not previously read this statement, I would ask that you do so at this time.

I would also refer you to our website; exxonmobil.com, for additional information on factors affecting future results as well as supplemental information defining key terms that
we will use today.

Our review today will begin with Rex Tillerson’s remarks on the Corporation’s performance and strategies. Mark Albers and Andy Swiger will then present an overview of the
Upstream business. Don Humphreys and Mike Dolan will follow with a review of our Downstream business, and Mike Dolan will then present an overview of the Chemical
business. We will then take a short break after which Rex will have some closing comments and then we will conduct our question-and-answer session. The meeting will end at
noon.

It is now my pleasure to introduce our Chairman and CEO, Rex Tillerson. Rex.

Rex Tillerson (Chairman and CEQ)

Thank you, David, and good morning, all. It is always nice to visit New York City — heavy emphasis on the visit. It is always a pleasure to be here at the New York Stock
Exchange, and we really do want to express our appreciation to the folks here at the Exchange for allowing us to
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hold this meeting here now for the eighth year in a row and the assistance they provide us, and it’s much appreciated. We want to welcome all of you who’ve joined us for the
2010 Analyst Meeting, whether you’re here in person or you’re listening via telephone or listening via the webcast.

As all of you will remember, 2008 was a record year for ExxonMobil and the industry at large. In 2009 the business environment was dramatically different, however,
ExxonMobil’s business, in that environment, though, delivered very strong performance in what was a pretty challenging time. Not just in 2009 — but if one thinks back to
how we exited 2008 with a lot of price uncertainty, and then the conditions that presented themselves in 2009.

It is my pleasure this morning to share our 2009 results with you and discuss how we continue to keep ExxonMobil positioned to deliver very strong performance in the years
ahead, including continuing to deliver good value for our shareholders. We do remain focused on our business plan, which consists of a robust exploration program, continued
record capital investments and a relentless focus on operational excellence.

Our business model, which those of you who have attended before are quite familiar, our disciplined approach and our dedication to our rigorous decision-making and long-
term planning continue, in my view, to distinguish ExxonMobil from our competitors.

Before we proceed I would like to mention, and I don’t think it’ll come as a surprise to you, that today’s presentation does not include any prospective information about the
XTO Energy merger or the post-merger effects on our combined results since that is still pending various approvals, it would be inappropriate for us to comment in that regard.
However, given that I know there is some interest in that, at the end of the presentation and before we get to the Q&A period, I will make a few comments just on the status of
where the merger stands.

Overall, I am pleased with our 2009 performance. We delivered strong results in a period of significant market challenges. Our safety performance, excellence in operations and
superior financial results, once again, led our industry. Earnings of $19.3 billion and a return on average capital employed of 16% were strong despite the significant drop in
commodity prices and the impact of the global recession on demand.

Cash flow from operations and asset sales was $30 billion. This allowed for distributions to shareholders through dividends and share purchases of $26 billion, demonstrating
our on-going commitment to maximize shareholder value. We continued our robust, disciplined investment program in 2009; investing a record $27 billion back into the
business.

Our financial strength and technical operational expertise allow us to invest through the business cycle, growing long-term value. In 2009, we again added more reserves than
we produced. This marks the 16th consecutive year our reserves replacement rate has exceeded 100%.

Total shareholder return was a negative 12.6%, reversing the strong relative performance in 2008 following the global financial crisis. While a single year result is never a good
way to measure the long-term performance, I am, nonetheless, not happy about the negative shareholder return.

However, as indicated, I am satisfied that our financial performance allows us to continue to invest for the long term, and leaves us positioned well to capitalize on opportunities
on offer in



the current business environment. These results are a tribute to the hard work, the diligence and the focus of the more than 80,000 men and women who work on ExxonMobil’s
behalf the world over.

Now I'd like to review our safety performance, as it is a key indicator of how well our enterprise is operating. As many of you have heard me say before, nothing receives more
management attention at ExxonMobil than the safety and health of our employees, our contractors, our customers and the people who live and work in the areas where we
operate.

In 2009, we achieved best-ever lost time incident rates for our combined employee and contractor workforce. Our safety performance continued to lead the industry and we are
proud of this achievement. Within ExxonMobil we know that good safety performance leads to good business performance.

Our vision that Nobody Gets Hurt is a central element of daily operational excellence. At ExxonMobil we pursue excellence in safety performance using a systematic, proactive
and globally aligned approach. We and the people of ExxonMobil are dedicated to the highest standards of safety and health, and remain committed to maintaining and
improving upon these already very high levels of performance.

To do so requires diligence and innovation. An organization cannot become complacent nor content with past safety performance, and we are determined not to be satisfied
until we can conclude each day where Nobody Gets Hurt.

Let’s now take a look at environmental performance. Meeting the world’s growing need for energy while managing impacts on the environment is, today, one of society’s
grand challenges. Meeting the energy needs of the present generations while protecting the environment for future generations has to be our collective objective. At
ExxonMobil we achieved this through rigorous environmental management programs that deliver consistent, continuous improvement in our global environmental performance.

Through flare reduction and energy efficiency steps taken since 2005, we have reduced greenhouse gas emissions by more than 8 million metric tonnes in 2009, which is the
equivalent of taking 1.7 million cars off the road in the United States. One of our most important areas of improvement is energy efficiency. For example, we are on track to
meet targets for improving energy efficiency across our worldwide refining and petrochemical operations by at least 10% between the years 2002 and 2012.

We continue our initiatives to reduce hydrocarbon flaring associated with our operations. In 2009 Upstream hydrocarbon flaring was over 20% lower than in 2008, and is now
down almost 50% from levels only a few years ago. Ongoing improvements in reducing spills and releases, resulted in zero oil spills from company owned and operated marine
vessels in 2009. In our current operations and as we develop projects for the future, we will continue working to Protect Tomorrow. Today.

Let’s now look at the 2009 financial results. During a period of volatile and changing industry conditions in 2009, ExxonMobil earned $19.3 billion. These results led the
industry. Each of our three business segments Upstream, Downstream and Chemical, achieved industry-leading

4



results. These results were achieved while maintaining our commitment to operational excellence, and are reflective of competitive advantages that have been years in the
making.

A high-quality portfolio of assets that is differentiated from our competition by scale, geographic diversity and the level of integration throughout our global operations, our
consistent commitment to technology and the strength of our global functional organization, are distinct competitive advantages that allow ExxonMobil to deliver industry-
leading results across a range of market conditions.

To give these results further context, let’s look at return on average capital employed and how that compares to competition. In 2009, ExxonMobil’s ROCE was an industry-
leading 16.3%; that’s more than 50% higher than the nearest super major competitor. We manage each of our business lines for the long term and each of our three business
lines also led the competition across all segments. A disciplined approach to investing through the business cycle with no write-down of assets, has established a long record of
responsible stewardship of our shareholder’s money.

Turning to cash flow. Strong cash flow provides important flexibility to fund our business plans and generate robust returns for our shareholders. In 2009, cash flow from
operating activities was $28.4 billion. The reduction in cash flow is in-line with lower commodity prices and lower margins. Importantly, these cash flows enabled us to fund all
attractive investment opportunities and prudently grow the annual dividend.

In 2009, we invested record levels of Capex to position the business for long-term growth and sustainability. Over the past five years we have invested over $110 billion,
demonstrating our commitment to invest through the business cycle. We pursue opportunities in all regions of the world and across all business lines. Our disciplined approach
to investments is to advance attractive opportunities that will be robust across a broad range of industry and market conditions while maintaining capital efficiency.

In 2009, we executed our business plans, aggressively capture — to aggressively capture market savings on offer with the changing economic conditions. I’ll comment on our
future Capex plans later. For now, let’s look at another way we deliver shareholder value through sustained and growing dividends.

We continue to evaluate and manage our dividend policy to build long-term shareholder value and provide real dividend growth through the cycle. Over the past five years, we
have distributed over $38 billion in dividends to shareholders. During this same period, we increased per share dividends 57% representing an average growth rate of more than
9% per year, compared to the U.S. CPI of about 2.6% annually.

Since 1983, through business cycle ups and downs, shareholders have received annual per share dividend increases. In addition to growing dividends, we have provided added
flexibility in returns to shareholders via share repurchases. In 2009, we distributed $18 billion to shareholders through share purchases while our major competitors
discontinued their programs. On a cumulative basis, distributions to shareholders were $119 billion over the last five years. Purchases have reduced shares outstanding by 26%
since the beginning of the year 2005.



We continue to believe the share purchase program is an effective way to distribute value to shareholders while at the same time, maintaining the flexibility to balance the cash
needs of the Corporation. One of the ways the share purchase program benefits all shareholders is by increasing the per share ownership of ExxonMobil’s underlying assets and
operations.

Each share of ExxonMobil has an interest today in 26% more production volumes than in 2005. Over the same period, each share now owns 34% more proved reserves and
22% more of our refining throughput. Comparing these results to our competition reinforces how beneficial the share purchase program has been to shareholders.

For instance, since 2005, ExxonMobil has delivered annual oil-equivalent production per share growth of 6%. That’s more than 2% higher than our nearest competitor. The
combination of ExxonMobil’s industry-leading business results and share purchase program, represent a powerful approach to increasing shareholder value. This value is
further reflected in earnings per share.

In 2009, earnings per share were $3.98, demonstrating strong underlying business performance during a challenging set of industry conditions. The chart on the left shows the
cumulative impact of the share purchase program on earnings per share since the ExxonMobil merger. Earnings per share in 2009 were 44% higher than would have been the
case if 2009 earnings were divided by the number of shares outstanding in the year 2000 — the first year of the merger. Importantly, this impact is ongoing through each cycle
and is a benefit to all of our shareholders.

Now, I’d like to share our views on the current business environment and the long-term trends that will shape ExxonMobil’s business plans. 12 months ago, as I stood, not quite
at this same podium — it was over there — I reviewed with you the dramatic swings in commodity prices and product margins that we experienced in the year 2008. We talked
about the emerging global financial crisis, and the impact that it would likely have on investment plans and the broader economy.

Those of you who were with us last year will recall that I expected the near term business environment would present serious challenges for many in our industry. However,
what I hope you remember most is that I discussed the importance for ExxonMobil in particular, of ignoring the noise generated by short term fluctuations in the business cycle
and staying focused on the long term.

As we look back, or as we look at today’s business environment, most of those expectations have been realized. While financial markets are stabilizing, we continue to have a
slow and uncertain recovery from the global recession. Lower economic activity is impacting near term supply/demand balances causing uncertain commodity prices and
continued depressed margins. Longer term economic growth will drive a recovery in demand; we just don’t know how fast or at what rate or when.

The economic downturn has caused some competitors to reevaluate their near term business plans. This includes massive write-downs of assets and loss of shareholder equity,
publicly disclosed corporate reorganizations, delay or cancellation of projects and, for some, new strategies.
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In my view, ExxonMobil stands apart from our competitors. While the past and the current environments present a unique set of challenges, it also presents opportunities and
ExxonMobil remains well-positioned to capture the opportunities necessary to meet long-term global energy demand.

Despite the recent economic downturn global energy demand is expected to return and is expected to grow almost 35% by the year 2030, as populations grow, living standards
improve and global economies expand. To meet these growing needs and ensure reliable and affordable energy, all economic energy sources will be needed.

The bar chart on the left shows projected demand growth from 2005 to the year 2030 by energy type. In 2005 fossil fuels provided approximately 80% of the world’s energy,
led by oil, gas, coal. Nuclear, hydro, geothermal, biomass along with wind, solar and biofuels provided the remaining 20%.

Now if we look to the year 2030, the global energy mix remains largely unchanged. Oil still dominates but natural gas surpasses coal on anticipated very strong growth,
particularly as the favored fuel of choice for power generation. The total global energy demand in the year 2030 is expected to rise by about 160 quadrillion BTUs or 1.2%
annually with growth concentrated in non-OECD countries.

Importantly, this outlook anticipates that energy efficiency will play an increasing role in meeting future growth. The bar on the far right shows that the energy saved through
projected efficiency gains, is expected to be about twice the growth in global energy demands. Without these gains, energy demand will be much higher in the year 2030. This
long-term view is the basis for our future investment plans.

ExxonMobil is committed to investing through the business cycle. Our capital spending plans have been largely unaffected by the current global recession. Our projects have
always been evaluated over a range of pricing and a range of business conditions to ensure robust returns across a variety of business conditions and business cycles.

We are executing a large inventory of projects and many others are under development. Actual spending in any given year will vary depending on the pace and the progress of
each project; however, we are anticipating an investment profile of approximately $28 billion in 2010 and a range of $25 billion to $30 billion per year on average through the
year 2014.

In developing these estimates, we attempt to factor in uncertainty in the cost environment. While prices have declined for a number of key commodities and services since the
highs of 2008, we continue to aggressively pursue cost reductions throughout all of these opportunities. With those caveats, these estimates represent our best view as we look to
the year ahead.

I will close my remarks by reflecting on what I view to be ExxonMobil’s strengths. ExxonMobil’s strengths, from which our competitive advantage derives, are the product of a
decade-long process to fully realize the strengths of two great corporations, Exxon and Mobil. That event, now ten years ago, presented us with the unique opportunity to view
the energy challenge and the opportunity, in a truly global way. The result, ten years on, is the foundation for our business success.
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The Corporation’s diverse portfolio of businesses and our level of global integration are without equal. We bring a unique level of discipline and consistency to the
management processes in all aspects of our business. This supports a relentless focus on maximizing the value of our assets. We plan and execute on the basis that ours is truly a
long-term business that requires decisions to be consistent with that time horizon.

Underpinning these strengths are our technology leadership, a unique global functional organization structure and our outstanding financial strength. We believe these strengths
have and will continue to position ExxonMobil for industry leadership throughout any set of business conditions.

I’1l now turn the podium over to Mark Albers and Andy Swiger, who will now give you a more detailed review of our Upstream business. I’1l be back to talk to you later.

Mark Albers (Senior Vice President)

Thank you, Rex, and good morning, everyone. In the next 45 minutes Andy and I will highlight our Upstream performance and our business plans. I’ll start with a summary of
our 2009 Upstream results and strategies, and then I’ll follow that with a review of our exploration activities including our recent discoveries and our near term project
developments.

Andy will then take you through how we manage our business day-to-day to deliver superior value. He will review our long-term production outlook and wrap up with an
overview of our global Upstream business.

So, turning now to our Upstream highlights. 2009 was a strong year for the Upstream. We maintained industry-leading earnings of $17 billion, and a return on average capital
employed of 23%. Annual production was 3.9 million oil-equivalent barrels per day. We added 2.9 billion oil-equivalent barrels to the resource base from our by-the-bit
discoveries and undeveloped resource capture and in addition to this, we added a further 1 billion oil-equivalent barrels from revisions to our existing fields.

For the 16th consecutive year, we more than replaced production with proved reserve additions, totaling 2 billion oil-equivalent barrels, and we also replaced production on an
SEC pricing basis. Capital expenditures totaled almost $21 billion, up $1 billion from 2008, driven by disciplined investment in new development projects, exploration
opportunity pursuits and selective enhancements to our existing assets. Of course, fundamental to achieving these results are the underlying Upstream strategies which I’11
highlight on the next chart.

Consistent with our long-term view of the business, these strategies have not changed. First, we place the highest priority on operational integrity in everything we do, in safety,
health, environment and security. We aim to identify and pursue the highest-quality exploration opportunities. We invest in projects that deliver superior returns, and we strive
to maximize resource value by developing and deploying the highest-impact technologies and integrated solutions.

As we will show you today, we maximize the profitability of production from existing assets and we are capitalizing on growing natural gas and power markets. Now these
strategies may sound



similar to those cited by other companies, but I think what differentiates ExxonMobil is our ability to execute these strategies consistently, globally, every day.

Now, let’s take a look at our resource base. At 74.8 billion oil-equivalent barrels, this is the largest, most diverse, high-quality resource base among the international oil
companies. The chart on the left shows the strength and the diversity of the resource base with respect to resource type.

The largest single component remains, conventional oil and gas which makes up about 25%. Heavy oil predominantly in Canada accounts for just under 25% of the resource
base. And as you can see from the remaining 50% of the resource base, we have a significant position in each of the main resource types.

The resource base is also geographically diverse. Around 45% is located in the Americas with the rest distributed fairly evenly around the globe. What makes our resource base
unique is the underlying scale and the quality of these resources. This allows us significant flexibility and selectivity as we progress and maximize the value of each
development in the resource base. We continue to grow our resource base through by-the-bit drilling success, undeveloped resource capture and also increasing recovery from
our existing fields.

This next chart will highlight 2009 results. In total, we added 3.9 billion oil-equivalent barrels to the resource base in 2009. Let me break that down to you a bit. Our by-the-bit
exploration program added 2.1 billion oil-equivalent barrels from additions spanning the globe and multiple resource types. We drilled 45 exploration wells with a 64% wildcat
success rate. Our by-the-bit resource additions have averaged about 2 billion oil-equivalent barrels per year across the past decade.

We also continue to pursue resources that have been previously discovered but are either undeveloped or underdeveloped. In 2009 we added a further 800 million oil-equivalent
barrels per day in this category, predominantly in the Athabasca in Canada. In 2009 our finding and acquisition costs for new discoveries and undeveloped resource acquisitions
was around $1.30 per barrel consistent with the last year.

Finally, on top of all of that, we added another 1 billion barrels of resource through revisions to our existing fields, underpinned by additional recovery in our operated field
areas including the U.K., West Texas and East Canada. That’s a good example of how we continue to add value to the resources that we have under management. Combined,
these additions provide an attractive and diverse range of development opportunities for the future.

Based on our global seriatim of the highest-potential basins around the world, we continue to capture material prospective exploration acreage in 2009. In a number of areas we
identified and captured new play acreage ahead of competition through the integration of geological studies, proprietary technologies and commercial expertise.

These captures provide broad exposure to multiple, high potential plays in underexplored basins. They are also in areas that are close to major energy demand centers. This map
shows the major acreage captures that we made in 2009; let me highlight a few of those.
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Starting in Canada, we continue to build an extensive acreage position in the Horn River shale gas and Athabasca Oil Sands plays. In the U.S. we added onshore acreage in the
Marcellus play as well as offshore in the Gulf of Mexico. We are also active in Europe, significantly increasing our exposure to prospective, unconventional gas acreage.

With our acquisition in Turkey, we increased our position in the Black Sea and now hold the largest acreage position of any international oil company. In Asia Pacific, new
offshore opportunities were also added in Vietnam and Indonesia. In addition we captured coal-bed methane acreage in Indonesia.

Over the last five years, we have increased prospective net exploration acreage to 72 million acres, that’s about a 17% increase over the period. As you’ll see in the upcoming
examples, we acquired this acreage at a very competitive cost, ensuring we were well-positioned for profitable life-cycle development.

Let’s take a look at the near term activities we have planned on our acreage. In 2009 we drilled 45 wildcat wells and plan to continue that level of activity this year and next.
These wells have been identified based on our global seriatim of the highest-quality opportunities in each resource type. Overall our 2009 program met expectations, delivering
the expected resource additions in total, and we have further appraisals planned on a number of these areas to assess their full potential.

The 2010 and ‘11 program spans the globe. We are testing offshore plays in Southeast Asia, the Turkish sector of the Black Sea, Libya, Canada’s East Coast, the U.S. Gulf of
Mexico, Brazil, Africa and Australia. Onshore, we are pursuing unconventional gas potential in North America, Europe and Indonesia.

I’d now like to provide a little more detail on some of our recent exploration results. We have a strong acreage position in the Gulf of Mexico. In 2009 we continued to add
acreage in the prospective deepwater area and now have a total 2.2 net million acres. We made a significant discovery at Hadrian on our Keathley Canyon blocks, and we plan
further appraisal there this year.

We are continuing development planning for the Julia Paleogene development. And finally, we are acquiring large scale Wide Azimuth and Coil seismic surveys over our
recently acquired leases in the Perdido fold belt area shown on the left between the Great White and the Tiber fields.

In 2008 and 2009, we established a material position in the high-quality Marcellus shale gas play. We now hold 290,000 gross acres in a 50/50 joint venture with Pennsylvania
General Energy, an experienced local operator. We acquired this position early; very cost effectively and well-ahead of the recent run-up in lease acquisition costs. We have a
very active exploration and appraisal program in progress and have been encouraged by the initial well test results, which reflect on the quality of the acreage.

Another shale gas play where we were able to gain a significant early position is in the Horn River Basin in Canada. We have established the largest acreage position in this
basin at a cost
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40% lower than industry. We are drilling 11 wells this winter season and acquiring 3D seismic to plan the long-term development and production ramp up.

In 2009, we added 17,000 net acres to our existing strong position at Firebag in the world class Athabasca resource. This brought our total Firebag acreage to 89,000 net acres.
Its proximity to the Kearl project will provide execution in operational synergies and position us well to efficiently develop the Oil Sands resource in the future. We are
conducting additional coring and seismic as we speak.

In 2009, we made a discovery on our first deepwater well in the Sandakan Basin in the Philippines South Sulu Sea. We have now completed drilling our second well in the
basin in a separate play area. There are multiple follow-up opportunities in this basin with a third well being evaluated for this year.

Finally, we have established the largest international oil company acreage position in the deepwater Black Sea with a net 6.6 million acres under lease. We have completed
recently large scale seismic surveys and have just spudded our first well. We have a number of play tests planned across this frontier basin in 2010 and next year.

With that overview of our exploration highlights, let me take you now through the quality and the depth of our development project inventory. We have over 130 projects in the
portfolio, spanning all resource types and regions in the world. To give you a sense for the scale of this inventory, at 24 billion net oil-equivalent barrels, it is equivalent to our
current total proved reserves base.

We have experienced global project execution teams applying industry-leading project management capabilities. We apply a disciplined, gated development process from initial
development planning all the way through to start-up. Getting the initial design right, including the application of fit-for-purpose technology, ensures we develop our projects
with the lowest unit development costs concept, maximizing the value of the resources and positioning us well for long-term profitable production growth.

Let’s now take a look at some of the recent project activity in some of the recent start-ups. In 2009, we started up eight major projects. These projects are forecasted to produce
almost 400,000 net oil-equivalent barrels per day in 2010. In partnership with Qatar Petroleum we began production from the three largest LNG trains in the world and
commenced send-out from our two LNG terminals in Europe, all supported by a fleet of the most efficient LNG carriers in the world.

In addition, the Al Khaleej Gas Phase 2 project started up in late 2009, enhancing our position in the growing domestic gas market in Qatar. At Piceance in Colorado, we started
up Phase 1 and expect production of 150 million cubic feet per day in 2010, about three times the initial phase. We have five rigs running in 2010 and our approach continues to
deliver significant cost savings. In Europe, we also achieved start-up of the Tyrihans field offshore Norway. Overall, 2009 was a very significant year for project start-ups.

We continue to deliver industry-leading project execution results. The chart on the left is one you’re familiar with, shows the average variance between actual and funded costs
for the projects we started up between 2005 and 2009. The red bar represents ExxonMobil operated projects. The
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blue bar reflects those that are operated by others. Over the last five years we have delivered operated projects within 6% of initial funding estimates.

While we have not been immune to cost increases that have been seen in the market over the last five years, you can see that our rigorous processes, coupled with the expertise
and the experience of our project management teams, have enabled us to effectively manage costs throughout the market cycle.

In addition, across that period, we continued to deliver comparable projects in lower cycle time than our competitors, whether it’s in the deepwater of West Africa, the Arctic
conditions of Sakhalin, or with LNG facilities. Bringing projects on-line consistent with initial budget and time estimates, is absolutely essential to delivering profitable volumes
growth and superior shareholder value.

Let’s now take a look at some upcoming project start-ups. This chart shows eight of the 12 major projects that we plan to start up by 2012. The projects are diverse, spanning the
globe in many resource types. RasGas Train 7, the final of the 7.8 million ton per annum LNG trains in Qatar, started up last month and the Golden Pass LNG regasification
terminal will start up in the second half of this year. We’ll also start up Odoptu, our second development at Sakhalin-1 in the second half of this year.

During 2011 to 2012 we have five further developments coming on-line in Angola and Nigeria. We have two new developments in Australia with the Kipper/Tuna and Turrum
projects, and one in the U.K. Finally, the first phase of our Kearl Oil Sands development in Canada will start up.

Let’s now take a look at the production contribution from these projects. This chart shows the increase in net production capacity we expect to add from start-ups from 2009
forward. In 2010 we will deliver almost 400,000 net oil-equivalent barrels per day from the 2009 start-ups. We have just brought RasGas Train 7 on-line and combined with the
other projects in our portfolio; we anticipate adding 1.5 million net oil-equivalent barrels per day by 2015.

As you can see from the chart 80% of these new additions are long-plateau volumes. These are flow streams that maintain their plateau rates literally for decades. Examples
include the Qatargas and RasGas LNG projects, the PNG project, the Gorgon Jansz project, Kearl Phases 1 and 2, Syncrude Aurora, and Kashagan. These projects provide
ExxonMobil with a very strong foundation for future production and growth.

I’d now like to highlight just a few of the near term projects. In 2009, we fully funded the first phase of the Kearl Oil Sands project and have commenced project execution. This
resource is among the highest quality in the Athabasca. Based on the use of our proprietary technology and execution plan, we expect to also make it the lowest-cost oil sands
project in industry on a unit basis.

I’m also pleased to advise that since last year’s analyst meeting, we have been able to boost our estimate of the Phase 1 plateau from 110,000 barrels per day to 140,000 barrels
per day based on on-going engineering optimization studies and development planning.

We have also recently commenced front end engineering and design on the Phase 2 project which we expect to start up around two years after Phase 1. In 2009 we fully funded
the Papua
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New Guinea LNG project and have commenced project execution, awarding all our major contracts by the end of last year.

This high-quality resource is located in a very challenging project execution environment and will require industry-leading project development capabilities. We will construct a
gas conditioning plant in the Highlands, over 450 miles of pipelines and a two train, 6.6 million ton per annum LNG plant near Port Moresby.

It is the largest ever private investment in Papua New Guinea and it is forecasted to double PNG’s gross domestic product. We have secured long-term sales and purchase
agreements under attractive terms to underpin this project, and are well-positioned to maximize value in the growing Asia Pacific gas market.

In 2009, we achieved early oil start-up at Banyu Urip in Indonesia. This is the first stage of development. Based on appraisal drilling we have increased estimates of the
recoverable reserves under full development from 350 million barrels to 450 million barrels.

A full field development would deliver 165,000 barrels per day and utilize a 60-mile pipeline to an offshore floating storage and off-take vessel in the Java Sea. We also
continue to evaluate development concepts for the discovered gas in the Cepu contract area to meet Indonesia’s growing domestic needs.

Let’s now take a look at some of the technology we are deploying across the Upstream to capture value. Our long-term commitment to research continues to deliver advantaged
technologies to our business. Let me highlight just a few examples. As we look across the phases of our Upstream activity, our exploration focus is on discerning subsurface
images that today industry cannot visualize.

Our high-end seismic technology on Full Wavefield Inversion is beginning to achieve that and we are also working on advanced seismic pattern recognition to identify subtle
geologic features. In drilling, building on our Fast Drill results, we are now working on the next step change: reduction in drill string vibration to further increase drilling speed.

In Canada, we have an active field trial under way to demonstrate our innovative hydrate mitigation technology on a large scale. This has the potential to dramatically extend
subsea tie-back distances and significantly reduce costs, not only in the deepwater but also in Arctic. Initial field tests of our Electrofrac technology for oil shale extraction were
encouraging this past year. We are progressing further field tests to progress full evaluation and demonstration of that technology.

Finally, we continue to develop and test improved oil recovery processes which are benefiting our existing fields, such as Tapis in Malaysia and also enabling access to new
resources such as Upper Zakum in Abu Dhabi. Our long-term commitment to research and development continues to be a significant competitive advantage for ExxonMobil.

I’d now like to hand over to Andy, who will take you through the rest of the Upstream business and how we continue to deliver superior shareholder value. Thank you.

Andy Swiger (Senior Vice President)
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Thank you, Mark, and good morning, everybody. I’d like to begin by taking you through three cornerstones that ensure we maximize the value of our resources — superior
resource recovery, capital efficiency and operational excellence. Let’s first look at how we maximize the recovery of our resources.

In 2009, as a result of focused studies on 15 of our existing fields, we added 600 million oil-equivalent barrels to our resource base. How did we do this? Firstly, we have
developed best practices in reservoir management that incorporate what we have learned from decades of operations and we apply them consistently around the world.

This illustration here shows the continuous cycle of reservoir management activities from depletion planning and target setting through surveillance and measurement,
performance prediction and opportunity generation. These ensure we extract maximum value from the reservoir.

The application of technology is a key enabler to all of this. Tools such as our proprietary reservoir modeling software, allow us to accurately characterize the reservoir, identify
how to increase the recovery and develop the resource most cost effectively. We also make very selective investments in work programs to enhance the value of our assets. We
achieve this through a rigorous global opportunity prioritization to ensure that we are always pursing the most profitable opportunities to develop the resources efficiently.

I’d like to share two examples of how we are applying this expertise. In Abu Dhabi, we are working with our partners to maximize recovery from the Upper Zakum field, one of
the world’s largest oil fields. We are doing this by applying an innovative development approach here, such as the use of artificial islands and extended-reach drilling with
targeted completion designs.

Together, these will minimize the investment required in drilling and infrastructure, ensure maximum reservoir contact, increasing recovery from this field most cost effectively.
To support this world class project, we have established a dedicated ExxonMobil technology center. It is co-located with the operating company to facilitate the application of
proprietary ExxonMobil technology and guide the use of best practices in the development of this resource.

More recently, we were awarded the contract for the redevelopment of the West Qurna-1 field in Irag. We are confident in our capability to develop this field to achieve its
maximum potential. Our global organization’s experience in production enhancement, project planning and execution, facility integrity management and operations
management will be fully leveraged to support this work effort.

We have established our team to commence working on this project and they have been in-country to engage with their counterparts, gather data, including the initial
production tests and begin the development planning. We are looking forward to working with the Iraqi Ministry of Oil and the South Oil Company on this world class field.

Maximizing the value of our portfolio requires disciplined capital spending. ExxonMobil takes a long-term view of our investment decisions. The chart on the left illustrates our
2009 capital spending. We invested $20.7 billion, the highest since the merger. This was driven by a selective pursuit of quality exploration opportunities, by disciplined
investment in our project portfolio to
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deliver near and mid-term volumes and investment to add value to our existing operations such as additional drilling programs.

We anticipate our near term capital spending to be at or slightly above this level as we continue to pursue opportunities in our portfolio. ExxonMobil has the financial strength
to invest in attractive projects through the business cycle to profitably grow our business.

The final cornerstone to maximizing resource value is operational excellence. ExxonMobil’s proven global functional structure combined with rigorous management systems
enables operating units around the world to continuously benefit from new learnings and technical expertise.

Operational excellence ensures safe operations, which is the most important result, but along with this we also achieve superior profitability. One measure of an excellent
operation is facility reliability which is typically measured by uptime. We continue to see our operated uptime at two percentage points higher than the fields operated by others
in our portfolio. This is equivalent to around 40,000 barrels a day of additional production which is achieved without any incremental capital investment.

Similarly, our relentless focus on cost management ensures that we are constantly identifying and capturing efficiencies in our operations and sharing these for global
application. We have deployed our best practices to our new project start-ups. It has ensured smooth and efficient start-up of the facilities, positions them well so they achieve
superior life-cycle profitability.

These three cornerstones, superior resource recovery, capital efficiency and operational excellence, ensure that we maximize the profitability of our business and provide
confidence in our ability to deliver future plans.

Let’s now take a look at the production outlook. The chart on the left shows our outlook for total production through the year 2013. In green is showing the base values from all
our fields currently on-line, and this area also includes future work programs on those base fields. This production base is currently forecast to decline at about 5% per year.

The next wedge is our buildup from project start-ups from 2009 onwards. This includes both the major projects we showed you earlier, and also the many hundreds of smaller
projects we believe are sufficiently attractive for us to pursue. Finally, we have shown a wedge associated with new resource additions, be they the results of exploration
programs or the pursuit and capture of undeveloped resources. Examples of these would be Horn River and Iraq, respectively.

On the right-hand side we can see the shift in the composition of our portfolio driven by the increasing number of long-plateau projects we have starting up. These build on a
strong base of long-plateau production from fields we already have; such as Groningen, the Qatar trains, Tengiz, Cold Lake and Syncrude.

Long-plateau volumes provide a very solid and reliable foundation for our production outlook. Of course, the actual outlook in any specific year can vary above or below what
is reflected here due to variables in price, quotas, weather, regulatory changes and, in fact, geopolitics.
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With that understanding, and on that basis, you can see that we continue to expect production to grow between 3% and 4% this year driven by the 2009 and 2010 project start-
ups. When we include the total potential new resource additions to our portfolio we would expect our overall growth to be about 2% to 3% per year on average through 2013.

Let’s now take a look at our gas marketing activities, and how we are maximizing the value of our gas production. 2009 was a busy year. We achieved first sales from a number
of projects that have been under development. Our integrated LNG projects, the Al Khaleej Gas Phase 2 project and the Piceance Phase 1 project.

We also achieved a number of milestones in 2009. We joined with TransCanada to progress the Alaska Gas Pipeline project and entered into front end engineering and design
on a Nigeria domestic gas power plant project at our Qua Iboe terminal.

In Asia Pacific, despite a backdrop of challenging market conditions, we secured attractive long-term sales and purchase agreements which allowed the Gorgon Jansz and PNG
LNG projects to progress. This early mover advantage has put these projects ahead of the other opportunities being pursued in the region. In our Energy Outlook we see this
region being the fastest growing gas market, and we are well-positioned to help supply the region’s future gas demand.

The size and diversity of our gas portfolio is a key competitive advantage. We have 69 trillion cubic feet of proved gas reserves. We employ a team of worldwide commercial
experts, with detailed understanding of global market dynamics to maximize the value of these gas reserves. On the chart you can see a projection of our 2010 gas sales. The
portfolio is balanced between oil- and gas-indexed contracts and also has a degree of flexible volumes that provides us with the optionality to maximize value in dynamic global
markets.

As we look forward we expect to continue to expand our gas sales through projects that develop high-quality resources by applying innovative technology, project execution
excellence and global commercial expertise.

I’d now like to switch gears and take you through a number of measures as to how we are continuing to develop superior shareholder value from all of our activities. Let’s first
discuss reserves replacement. The chart on the left shows our average reserves replacement ratio from 2005 through 2008. We continue to out-perform our competitors.

The chart on the right shows the reserves replacement cost. This is the capital expenditures made in acreage acquisitions, exploration and Upstream development activities
divided by the proved reserves additions. ExxonMobil’s unit average reserves replacement costs from 2005 to 2008 were $6.86, well ahead of competition. As you can see our
disciplined approach ensures we are consistently adding reserves at the lowest cost and thus delivering greater value to shareholders.

ExxonMobil’s ability to maximize asset value through operational excellence is also the result of effective cost management. This slide shows ExxonMobil’s total cost indexed
to 2004 versus competitors over the same period. Note that the chart runs through 2008 as 2009 data is not yet available for all of the competitors.

As you can see while we saw up to 70% increase from the recent overheated cost environment in the industry, we mitigated these market factors more effectively than
competitors. Our
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disciplined approach to cost management involves the consistent application of global best practices to deliver efficiencies, employment of mature, contracting strategies and the
continuous high-grading of our portfolio. Our approach has continued to serve us well and it is continuing to capture value in 2010.

Our growing competitive advantage is further illustrated by this chart which shows production per share indexed to 2005. Our production per share has grown on average,
6% per year leading the competition. In addition, our reserves per share has grown an average of 8% per year over the same period, as a result of our success in adding more
proved reserves than we produce each year and the benefits of the share purchase program.

Turning now to earnings per barrel. This chart shows earnings per oil-equivalent barrel produced. We have consistently led the competition in this indicator of value.
ExxonMobil’s average earnings per barrel from 2005 to 2009 were almost $17.50, over $2 per barrel higher than the next closest competitor. At approximately $12 per barrel,
our 2009 earnings illustrate the competitive advantage provided by the underlying strength of our disciplined approach to the business.

The final measure of shareholder value I’d like to discuss today, is return on average capital employed. We continue to lead the industry. Our continued disciplined approach to
capital investment during this period of significant project expenditure has ensured we maintained an efficient capital base. Combined with our strong earnings, our return on
average capital employed continues to lead competition. 2009 Upstream return on capital employed was 23%, some five percentage points higher than the nearest competitor.

Let me now wrap up with a summary of our portfolio by resource type. ExxonMobil has built a significant global LNG portfolio. We are actively leveraging the project
expertise developed in Qatar, as we progress the PNG development.

Along with the Gorgon Jansz development and other projects we are pursuing, we expect to participate in a 100 million tonnes per annum of LNG capacity in the coming years.
We are actively evaluating opportunities at Scarborough in Australia, in Nigeria and the offshore Blue Ocean Energy regasification terminal off the coast of New Jersey.

As we look forward, our unconventional gas business is currently our fastest growing resource type. We have established a strong acreage position in Europe. We have
significant exposure in the Marcellus shale, Horn River basin and elsewhere in North America, and we continue to add opportunities all over the world to our portfolio.

At Piceance, by applying our technology and a disciplined approach, we are cost effectively developing this world class resource of about 45 trillion cubic feet, and we are well-
placed to leverage this experience to our growing portfolio.

Our technology development is positioning acid/sour gas to be a future growth area in our business. Our Controlled Freeze Zone demonstration plant will start up in the next
month or so, and it has the potential to provide a cost breakthrough that will allow commercialization of additional sour gas resources around the globe, and potentially make
carbon capture and storage more efficient and affordable for reducing greenhouse gas emissions.
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In the Arctic we have an exciting portfolio of oil and gas opportunities. Our experience in Arctic development is positioning us very well to continue developments in Sakhalin,
to bring forward our projects in Alaska and Canada to meet the future needs of North America. In addition, we have exploration pursuits in the Canadian Beaufort, offshore
eastern Canada and offshore Greenland.

Another growth area is heavy oil sands. Our decades of experience at Cold Lake and Syncrude provide us with a strong foundation, and we have a further phase of development
under way at Cold Lake. Kearl remains the lowest-cost oil sands project in development. We are currently progressing Phase 1 with future phases planned. Finally, our recent
acquisition of acreage at Firebag North has increased our position in this attractive resource area. We are well-positioned to maximize the synergies in this large portfolio.

We continue to hold a strong deepwater position. We have best-in-class performance for our producing assets. In Angola, our operations uptime was above 99% in 2009. In
addition, we have a significant portfolio of development projects and we are actively exploring to add more to the portfolio. Our industry-leading project execution capabilities
in the deepwater will ensure we are well-placed to maximize the value of these opportunities.

Finally, the high quality of our conventional portfolio continues to be a strong foundation of our overall asset base. It is here that we have developed many of the best practices
that we continue to successfully leverage around the globe, and we continue to identify opportunities and efficiencies in these operations to ensure leading life-cycle
profitability.

In summary, the differentiating results that I’ve shared with you today flow directly from the Corporation’s strengths and the consistent application of our clearly defined
strategies. We have the largest, most diverse and highest-quality portfolio of exploration and development opportunities in the industry and, as you have seen, we are
successfully growing that portfolio.

We deliver the lowest life-cycle costs from initial acreage capture to mature field production. We develop and deploy proprietary technologies that are delivering competitive
advantage today and will position us for continued technology leadership in the future.

With the substantial increase in exploration opportunities that we have captured, our industry-leading resource base, our superior project execution and operations capabilities
and our financial strength, we are uniquely positioned to deliver superior value to our shareholders.

Thank you for your attention. I would now like to introduce Don Humphreys, who will begin a review of our Downstream business.

Don Humphreys (Senior Vice President and Treasurer)

Thank you, Andy, and good morning to everyone. Like last year’s presentation I’'m going to provide an overview of our Downstream business and then share details of our
Fuels Marketing and Lubricants and Specialties businesses. Mike will follow with a review of Refining and Supply, and conclude with a Downstream summary.

In 2009, ExxonMobil continued the trend of delivering industry-leading Downstream results. Despite a difficult business environment, especially in the refining sector, our full
year segment
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earnings were $1.8 billion, which equates to a return on average capital employed of 7%. Over the past five years, our Downstream return on capital employed has averaged
29%. Our refinery throughput was 5.4 million barrels per day and petroleum product sales were 6.4 million barrels per day.

Last year, we invested nearly $3.2 billion in our Downstream business. We have managed our capital well, and our 2009 Downstream average capital employed was 10% lower
than a decade ago. We continue to focus on improvements in all aspects of our operations including safety, environmental performance, energy efficiency, reliability and margin
enhancement including the benefits from our integration with Chemicals.

Let’s now take a look at the downstream industry environment. By 2030, we expect energy demand for the transportation sector to increase about 35% versus 2005. This
increase is driven by growth in the non-OECD or developing countries. OECD demand is projected to be essentially flat. Despite the potential positive effects of this energy
demand growth on the downstream industry, we expect very challenging business environment. This reflects a global increase in industry refining capacity and potential
regulatory related policies and mandates.

So now, let’s take a look at our strategies. We believe our strategies are effective in all types of industry conditions. They are straight-forward, but the keys to success are
commitment to the strategies in good times and bad and disciplined execution of the strategies. ExxonMobil’s Downstream has delivered industry-leading returns in large part
because of our global functional organization, which aligns stewardship metrics, key initiatives and investment plans consistent with the strategies.

Now, I’ll turn to the strengths of our Downstream operation. Our focus on operational excellence extends to all parts of our business. It sustains our license to operate and is
fundamental to our competitive advantage. In the important area of safety, last year we achieved best-ever results in our lost time incident rate for combined employee and
contractor workforce.

ExxonMobil is a leader in downstream technology. Our long-term commitment to developing and deploying proprietary technology is a primary reason for our superior
business performance, and Mike’s going to say more about that later.

We maintain an unwavering approach to capital discipline. This includes divesting assets and selectively investing in advantaged projects through the business cycle. This
approach allows us to keep our capital employed trending lower and generate superior shareholder returns over the long term. Integration is an ExxonMobil competitive
advantage. We remain focused on identifying opportunities to extract value from the integration of our Downstream and Chemical businesses.

We are very proud of being an efficient operator. Whether that is defined in terms of unit operating costs, energy efficiency or personnel efficiency, ExxonMobil’s Downstream
has a proven record of leadership in these areas. These strengths exist because of our talented global workforce and the effectiveness of our global functional organization. Our
Downstream employees are the force that turn our strategies into our strengths.

Now, let’s take a brief look at the Downstream overview. Our Downstream portfolio is represented by three global businesses that are individually strong. However, we see
even greater
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value created for ExxonMobil shareholders when we capture integration synergies. We are the world’s largest refiner with many of our refineries integrated with Chemical,
Lubes or both. We also realize benefits from our integration with the Upstream business as we optimize equity crude placement.

Refining and Supply has been making investments in fuel efficiency and cogeneration, for example at the Antwerp and Fujian refineries; investments in diesel production
represented by our $1 billion investment in clean diesel; and in key growth markets such as Asia Pacific.

Our Fuels Marketing business provides access to many channels, both retail and business to business. Our previously announced transition of the remaining owned retail sites to
distributors in the United States is progressing well. Globally, we have about 28,000 retail sites and we expect that to continue to trend downward over time.

Lubricants and Specialties enjoys close integration with the Refining and Chemical businesses and we continue to grow ourMobil 1 and Mobil SHC flagship brands by building
on our leadership in synthetics technology.

I’d like to now talk about each business in more detail and we’ll start with Fuels Marketing. This graph shows the spectrum of sales channels in our Fuels Marketing business.
While our branded retail business is well known, the business to business portion of our portfolio which includes industrial and wholesale, marine, and aviation, is also a
significant contributor to the Fuels Marketing portfolio. It makes up over 50% of total Fuels Marketing sales and has a very low capital base.

Over the years, we have implemented global systems, processes and practices that help ensure efficient execution of our business strategies worldwide. Our Integrated Business
Teams are a global, cross-functional group of marketers, refiners and supply chain specialists who are charged with optimizing product placement. The value captured by these
teams has been significant and we continue to see margin improvement benefits each year.

The Fuels Marketing business has diverse sales channels that provide secure, ratable and profitable outlets for our refineries. Operating efficiency is also vital to our success in
the highly competitive Fuels Marketing business. Our Fuels Marketing operating expenses continue to trend lower, in part due to the savings realized from our global approach
to this business.

Our global resources include investments in work processes, centralization of support activities and innovative technologies. The result is improved productivity and enhanced
ability to meet our customers’ needs. While we expect to continue to see operating cost benefits from our retail transition in the United States, we plan to deliver additional cost
savings from continued application of our global resources and other cost reduction initiatives.

Productivity improvement is also an important metric for our Fuels Marketing business. As a result of our capital discipline our Fuels Marketing average capital employed
continues to decline. In the coming years, we expect to maintain that downward trend.

Our productivity as measured by sales divided by average capital employed is improving, driven by capital discipline, selective investments and high graded operations. Our
asset optimization
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initiatives and focus on productivity have enabled our Fuels Marketing business to deliver significantly improved performance.

I’d like now to talk about our Lubricants and Specialties business. Our Lubes and Specialties business delivers very strong performance by leveraging integration and
maximizing the contributions from our proprietary technology and global brands. As the largest global producer of lubricant basestocks, our Refining and Supply, Chemical and
Lubricants and Specialties businesses capture benefits from integration. This level of integration is unmatched in the industry.

Lubricants and Specialties have a value-growth strategy, founded on proprietary synthetic technology and the strength of our world-class synthetic brands. Also supporting our
focused growth are the creation and deployment of efficient business models in key developing markets such as China and Russia.

In the finished lubricants business, we have seen considerable high-value product growth due to our focus on synthetic oils, including our flagship passenger vehicle engine oil,
Mobil 1. We continue to grow this brand, which helps strengthen our market-leading position.

In 2009, we set a sales record forMobil 1. The Mobil SHC brand of synthetic industrial oils has also seen strong growth in recent years, as customers are choosing to protect
their equipment and increase productivity by using our differentiated products and lubrication engineering services.

Our global brands have tremendous appeal and are recommended by numerous original equipment builders. Customers value our products, in part because they are built on a
legacy of ExxonMobil technology leadership. Examples of endorsements are the Mobil I label on the oil fill cap of every new Porsche engine, and theMobil SHC name plate on
equipment of leading wind turbine manufacturers.

Approximately 60% of new gear-driven wind turbine manufacturers use Mobil-branded industrial lubricants in their products. The strength of these brands and technology is
supported by an integrated, global, reliable and efficient supply chain. As this chart shows, we have also become more efficient in our Lubricants and Specialties business.

Since 2005, our ongoing efforts to optimize the business have resulted in significant improvements. These include the consolidation of order centers by over 50%,
rationalization of our blend plants by about 40% and streamlining of our product offering by over 25%.

We have further leveraged these efficiencies by moving to consistent global processes and fostering a world-class workforce. These and other efficiency steps have driven
improved results for our Lubricants and Specialties business. We continue to be focused on improving our operating efficiencies while still investing in select growth markets.

Superior growth in high-value segments and markets supports our strategy of long-term, profitable growth. Both of these graphs tell a similar story and illustrate significant
growth since 2005. Through technology and brand leadership, we have demonstrated higher growth versus industry in the synthetic oil category.
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By leveraging our equipment builder relationships and efficient business models, we have grown our business in developing markets, such as China and Russia, considerably
more than industry. By focusing on high-value products, select growth opportunities and maintaining our focus on efficiency, our Lubricants and Specialties business is
positioned to remain a strong contributor to Downstream business results.

Now let me turn the presentation over to Mike Dolan.

Mike Dolan (Senior Vice President)

Well, thank you, Don, and good morning. 2009 was a very challenging margin environment for refiners. Weak demand and increased global refining capacity drove industry
margins to low levels worldwide.

Despite these near-term challenges, our Refining and Supply business remains well-positioned. We are the largest global refiner, and our refineries are 60% larger, on average,
than the industry. We have industry-leading conversion capacity, and we are the largest lubricant basestock manufacturer.

Our size gives ExxonMobil refineries a scale advantage versus competition. Also, our refineries are among the most efficient in their geographies due our long-term focus on
energy efficiency, cost reduction, reliable operations, capital investment discipline and proven project management skills.

We’ll look next at integration advantages. Integration is more than a refinery and chemical plant located next to each other. We have built processes and systems that allow our
organizations to identify the highest value for each of our molecules.

We employ optimization tools that help us decide real-time whether molecules should be made into fuel products, a lubricant basestock or sent to our Chemical company for
further upgrading. With our Upstream, we also capture integration benefits from optimizing our equity crude placement.

At our integrated refinery and chemical plants, we have common site management, utilities and infrastructure. Importantly, common global processes and our global functional
organization help maximize the potential of integration by setting high expectations and driving global best practices quickly and efficiently through our global system.

We will now look at another competitive strength for ExxonMobil, the ability to process a wide range of crude oils to take advantage of feedstock discounts in the market place.
We focus on what we call challenged crudes. These are crudes that are typically discounted in the market place. These feedstocks present an opportunity to reduce feedstock
costs and increase margins. However, the discounts are due to unfavorable characteristics, which make the crudes difficult to process.

These limitations may prevent others from processing them. But with our virtual molecular assays, capital investments to expand feedstock flexibility and proprietary
technology advantages, we are able to process about twice the volume of challenged crudes as the industry
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average. We have plans in place to improve our capabilities further through additional technology application and real-time global data sharing.

Last year, we processed a record number of challenged crudes in our global refining network. Since 2004, we have increased the volume of challenged crudes processed by
more than 50%.

I’ve talked about scale, integration and reducing feedstock costs. An equally critical area is cost efficiency. The 2008 Solomon Associates benchmarking data plotted on this
graph shows that our operating expense performance continues to be strong, and the gap between ExxonMobil and the industry is growing. In fact, we are an industry cost
efficiency leader.

Cost management is very important in our business, and we work diligently to maintain and grow this advantage. We don’t do this with ad-hoc programs that can disrupt
reliability. Rather, we do this with firm plans and excellent implementation over a long period of time.

We leverage our integration synergies to capture operating expense savings. We maximize the benefits of our scale, and we rigorously steward our business on cost efficiency
performance.

Now we’ll look at energy, which is the largest component of cash costs for refiners. As you can see on this chart, our refineries’ energy intensity declines while industry’s has
increased, growing our competitive advantage. Continuing cogeneration investments, including the Antwerp and Fujian refineries combined 375 megawatt startups in 2009, and
our Global Energy Management System are helping our refineries become more and more energy efficient. In these challenging times, our energy cost advantage is even more
critical.

Now, we’ll look at the important area of total workforce efficiency. ExxonMobil has a highly-talented workforce in all of our facilities worldwide. Our unique culture and
world-class workforce help to set us apart from competition.

In personnel efficiency, as shown on this chart, we have a 25% advantage versus industry. We achieve this high level of efficiency by utilizing our scale, extensive automation,
global processes and by supporting our workforce with high-tech global networks and state-of-the-art computer-based and classroom training.

Our Downstream success is underpinned by technology. At ExxonMobil, we maintain world-class research, development and technical support capabilities. Let’s look at some
examples.

ExxonMobil has a rich legacy of downstream technology leadership. There are many technological “firsts” pioneered by ExxonMobil. Our scientists and engineers developed
and patented many of today’s core refining processes, such as Fluid Catalytic Cracking, Fluid Coking and Catalytic Reforming.

ExxonMobil developed the world’s first synthetic lubricant, and Mobil 1 synthetic engine oil remains the gold standard in automotive lubricants. ExxonMobil continues to build
on our downstream technology leadership to help provide the energy solutions the world needs today and in the future by investing in research for both high-impact, near-term
technologies and potential game-changing longer-term technologies.
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In the near term, we are developing advanced catalysts and processes to efficiently upgrade a wide variety of crudes into even cleaner burning fuels. We are progressing
development of proprietary heavy oil characterization technology that will enable us to more effectively process heavier feeds, and a variety of technology programs are under
way to improve energy efficiency.

For the longer term, we are working on new technologies for gasification and on-board vehicle hydrogen generation. Our alliance with Synthetic Genomics Incorporated in the
area of advanced algae-based biofuels still requires years of research and development, but if successful, could help the world’s growing demand for transportation fuels.

As we conclude our Downstream section, I’d like to talk about our portfolio management efforts and how those relate to our return on capital employed. As the graph shows,
we have reduced Downstream average capital employed consistently since 1999. For comparison, the average of our key competitors’ downstream average capital employed
has actually increased over the same time period.

Our reduction and Downstream average capital employed results from a combination of factors. First, disciplined capital investment helps ensure we invest wisely in new plant
and equipment. A second reason for this reduction has been our active, ongoing portfolio management activities.

Disciplined portfolio management is not a new focus for us. We did not wait until times were difficult to evaluate our portfolio. We constantly evaluate our assets and take
appropriate action to maximize shareholder value. Over the past decade, we have divested our interest in ten refineries, almost 5,000 miles of pipelines, about 140 product
terminals and had a net reduction of about 40 lube blend plants and over 20,000 retail sites.

While portfolio activity levels vary year-to-year, we have had significant activity in each year. In fact, a high percentage of the activity took place in the past five years during
the height of the high-margin downstream environment. When we divested, we sold our interests for more than they were worth to us and generated shareholder value.

Portfolio management is a long-term, ongoing effort for us. If someone is interested in our assets and they value those assets more than we do, we may elect to sell. If a change
to our portfolio is deemed good for our shareholders, regardless of the industry margin environment, then we will carefully evaluate those opportunities.

Finally, let’s review an important financial metric, the Downstream return on capital employed. This graph shows ExxonMobil’s superior performance in Downstream return
on capital employed. Downstream returns vary due to the cyclical nature of the business. However, from the last downturn in 2002, through the peak in 2007, to the most recent
year, ExxonMobil is the return leader.

If you look back at the average return we have achieved over the 2002 to 2009 cycle, as shown by the red dashed line, our Downstream return on average capital employed of
23% is nearly double our nearest major competitor and more than double the average of competition, as shown by the blue dashed line.

In summary, ExxonMobil’s Downstream is the industry’s most efficient and has the highest return. Now this concludes our Downstream overview, and I’ll now move to our
Chemical
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business. ExxonMobil Chemical is one of the world’s three largest chemical companies. Its financial performance exceeds that of other oil companies’ chemical divisions and
major chemical competitors.

In 2009, earnings were $2.3 billion, with a return on average capital employed of almost 14%. Despite the economic downturn, prime product sales volume was 24.8 million
tonnes, about the same as 2008 and we invested $3.1 billion in the business, our highest level in the last ten years.

We’ll start by looking at some of the key drivers of our chemical business. Chemical markets continue to grow. The graph shows year-on-year changes in global GDP in blue,
and year-on-year demand growth for our key chemical commodities in red.

You can see that from 1995 to 2006, global demand grew annually at about 3% above GDP. In 2008, demand contracted more than GDP due to inventory destocking. Longer-
term, we expect demand growth to average about 2% above GDP. Growth in mature regions will be about equal to GDP, while growth in developing regions will be well-above
GDP.

Chemical growth is driven by penetration into new markets as lighter-weight, lower-cost chemical products continue to replace materials such as paper, aluminum, glass and
steel. Material substitution is also the result of products helping create sustainable solutions for consumers. In fact, a recent study shows that for every unit of carbon dioxide
emitted by the chemical industry over the product lifecycle, more than two units of carbon dioxide are saved by society through the use of chemical products and technologies.

Lastly, it is worth noting that about 60% of global chemical demand growth will be in Asia Pacific, with almost half of that global demand growth in China alone. Later, we’ll
discuss in detail how we are helping to meet this growth.

As shown on this chart, the commodity chemical business is cyclical, with swings in capacity utilization shown in red, resulting in swings in margins shown in blue. In late 2009,
industry demand began to recover, but the capacity utilization and margins spent much of the year near bottom of cycle levels. Looking ahead, approximately 10% additional
ethylene capacity is expected to come on stream in the next two years, continuing the historic boom and bust cycle and resulting in weakened margins in the near term.

Next, we’ll review the strengths of our Chemical business, or the strategies of our Chemical business. Now you’ve seen these strategies before. They are not new and have
served us well over multiple business cycles. We are confident in our strategies, remain committed to them and have the discipline to execute them consistently throughout the
business cycle. We believe these strategies allow us to outperform both other oil company and major chemical competitors.

Key strategies I’ve shown on this chart, our portfolio is unique, with a global mix of commodity and specialty businesses. We capture value through integration with the
Upstream and the Downstream. We relentlessly focus on operational excellence in every aspect of our business.

We have a disciplined approach to investments to ensure our projects are advantaged to support growth and add value. Underpinning all of these strategies is our technology
leadership in both processes and products.

25



Now, let’s take a closer look at how each of these strategies deliver value to our Chemical business. Our portfolio consists of both commodity and specialty businesses. The
scale of commodities allows us to capture the upside earnings potential at the peak of the cycle.

The graph shows the commodity earnings in red. From 2004 to 2007, commodities averaged over $3 billion per year in earnings. Within these cyclical commodity products, we
have developed premium grades, such as our metallocene and polyethylene, that provide enhanced value to our customers and command a premium in the marketplace. As a
result, even with the weaker industry margin environment, our commodity businesses earned almost $1.4 billion in 2009.

Specialties, shown in blue on the graph, are less cyclical and have provided a stable, yet growing earnings base, averaging over $1 billion per year over the last four years.
Lastly, 90% of our businesses maintain either a number one or number two global market position. In addition to the strength of our portfolio, we add further value to the
Chemical business through integration.

Over 90% of the chemical capacity that we own and operate is integrated with our large refineries or natural gas processing plants. On a real-time basis, we ensure that refinery
and gas molecules are upgraded to the highest value. Using proprietary technology, we have engineered flexibility into our assets so they can utilize a wide range of feedstocks,
reducing input costs and increasing margins.

Additional synergies include the sharing of facilities, expertise and best practices at our large integrated sites, allowing us to implement efficiencies faster and on a global scale.
We believe we do this better than anyone else and on a scale that is unmatched in the industry.

Our relentless focus on operational excellence is not limited to integration, but covers all aspects of our business and creates a competitive advantage. This page highlights two
examples where we have driven efficiencies in our ethylene steam crackers.

The chart on the left shows steam cracker operating costs for North America. We held our costs in red, flat to slightly down over a time period when industry costs in blue
increased by about 30%. Our focus on continuous improvement is a fundamental approach we apply consistently year after year, not something we do only during the bottom of
the business cycle.

The chart on the right shows energy intensity, which is how much energy is used per unit of production. Energy typically accounts for more than half of the variable costs of
making petrochemicals. Once again, you see that our performance in red was better than the industry in blue and improved at a faster rate than the industry.

To achieve these improvements, we leveraged our global functional organization, which is structured to identify best practices and efficiently implement them around the world.
We apply this approach to all aspects of our business, from safety to environmental to capital project management to cost control.

We are currently in the process of submitting data for industry benchmarking based on 2009 performance, and we expect the results will once again demonstrate our
commitment to operational excellence creates a competitive advantage and enhances the overall value of the business to our shareholders.
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Our Chemical business is a growth business, and about 60% of that demand growth is expected to be in Asia Pacific. As you can see in the blue bars, we lead our competitors
today in manufacturing capacity in Asia and the Middle East, a key supplier to Asia.

The gold bars show the announced capacities in Asia Pacific in the Middle East of ExxonMobil, our major oil competitors, and Dow Chemical. As you can see, we expect to
maintain our leading position serving these growing markets.

A highlight for this past year was the startup of our new integrated complex in Fujian Province China. Fujian is China’s first fully integrated foreign joint venture petrochemical
complex, combining for the first time refining, chemical and Fuels Marketing. This capacity complements our existing facilities in Singapore and our joint ventures in the
Middle East.

Let’s now review our projects currently under development aimed at supporting Asia Pacific growth. We strive to develop projects that are advantaged versus competition. Our
key advantages are proprietary technology and generally falls in three areas shown across the top.

The first, is advantaged feed. Our technology allows us to process a wide range of feedstocks, reducing input costs and opening up integration benefits with our refineries and
gas plants. The second is lower-cost processes. Our world-class catalyst expertise is a key enabler for improving process efficiency.

The last is through premium products. These products provide enhanced benefits to our customers, resulting in more sales and higher margins. While this sounds simple, very
few companies consistently deliver all three advantages in their investments.

This chart shows on the left the three large investments under development. First, our Singapore expansion is currently under construction and will combine our most flexible
cracker with premium products that we are producing in Asia for the very first time.

In Saudi Arabia, at our existing joint ventures with SABIC, we are developing a project to complement our large commodity base with specialties, such as thermoplastic
elastomers, compounded thermoplastic polyolefins and various types of rubber. In Qatar, we are developing a project that includes the world’s largest ethylene steam cracker.
The project sources advantaged feed from Qatar’s North Field and includes production of premium polyethylene products.

Finally, a little on our chemical technology; technology anchors nearly all of our competitive advantages. Our technology portfolio is focused on delivering value through
advantaged feeds, lower-cost manufacturing processes and premium products.

For example, proprietary technology being used in our Singapore project will allow us to access a wide range of lower-cost feeds, including several advantaged feeds that
conventional chemical plants cannot process. Technology also plays a critical role in developing lower-cost manufacturing processes.

Advanced processes and proprietary catalysts deliver improved energy efficiency and greater reliability, which lead to increased asset utilization. Breakthroughs in catalyst and
product
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technologies deliver innovative products that create value for our customers and command premiums in the marketplace.

Now, let’s see how all of the strategies and competitive advantages that [ have discussed deliver a superior return for our shareholders. As you can see from this chart, the
chemical business remains cyclical.

From 2002 to 2009, our Chemical business delivered an average return on capital employed of more than 21%, as shown by the dashed red line. Our average return during this
cycle was more than double any of our oil company or major chemical competitors. As shown by the dashed blue line, from 2002 to 2009, our major competitors’ average
return was below 8%.

We have outperformed our competitors because we have consistently executed our strategy. We have also captured value from the combination of our unique scale and
integration. As you can see in the graph, our financial results are simply unmatched.

I will close with this chart summarizing both our Downstream and Chemical performance. While we operate these businesses separately, both Don and I have spoken about the
unique integration between them, and how the businesses are optimized together to maximize shareholder value. No one harvests the benefit of integration better than
ExxonMobil.

Across the last cycle, from 2002 to 2009, our Downstream and Chemical businesses shown in the chart in red had combined average earnings of $8.8 billion per year and a
combined average return of 22%, more than double the competitor average shown in blue. These results speak for themselves and show we are delivering unequal benefits
across the Downstream and Chemical platforms.

Thank you very much. With that, I’ll turn it back to David who will review the remaining agenda.

David Rosenthal

Thank you, Mike. At this point, we will take a quick break. I would like to limit the break to about ten minutes or so. So if everyone would please plan to be back here at 11:05,
we will have some concluding remarks from Rex Tillerson, followed by the Q&A session. Thank you.

BREAK

David Rosenthal

Okay, if we have everybody back, I would ask you to take your seats, please. At this point, I would like to turn the program back over to Rex Tillerson who will make a few
concluding remarks, and then we’ll open up for our Q&A session.

Rex Tillerson

Well, welcome back. To the folks, again, on the telephone and the webcast, hopefully you were able to get a break as well. I do want to thank Mark, Andy, Don, and Mike for
their presentations
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and effort they put into those and providing those overviews for you — the Upstream, the Downstream, and Chemicals. They’ll join me here in a moment for the Q&A period.

So some of you I know have some additional questions. I was getting a few of them, and I asked you if you would to ask those in the broader group so everyone could hear the
response to those because I know they will be interested in those questions.

As I reflect back on the last year and all that we have kind of dealt with, I really am quite proud of both our operational and our financial performance. I hope this morning we
have been able to give you an appreciation of how on a very continuous basis we really manage this business for that level of performance, dealing with the conditions that we
have at the time and continuing to take steps recognizing that that’s a today event and that today is important to us — from a financial, cash management, ensuring we can meet
our obligations on dividends, and keep paying our people and keep investing.

But beyond that, today’s conditions are really not all that important to what we spend most of our time doing. Most of our time is spent, as you’ve heard us say many, many
times, thinking about ten years from now, 15 years from now, what does this need to look like and can we put it in a position that, given that I don’t know what the world will
look like ten or 15 years from now, but whatever I put in place, I’'m confident it’s going to continue to produce industry-leading results.

That’s really what this is all about, and that’s what we have tried to give you — some sense of how do we do that because we really do believe it is different than what other
people do.

Now as we navigate the global recession, we will continue to employ this business model that many of you have seen to implement our strategy, and that is this constancy that
I’m talking about. Most of you, if you’ve been here before, you’ve seen this model. You understand that it’s important to us, and you understand why we don’t change it.

We test it. We test it against a range of conditions, and we keep coming back to — this has proven itself time and again at top-of-cycle conditions or at the bottom-of-cycle
conditions. We want to be the industry leader.

By employing this model, we have delivered shareholder value over many years by capturing greater value from strong margins in the up-cycle, and you saw that in the metrics.
The gap really opens up when you get in positive business conditions and by outperforming our competition and the broader market when you get into a down cycle. That’s how
we have really built this business.

Our discipline, effective implementation of this model and our superior results are closely linked. The way ExxonMobil utilizes this model and all of the associated processes
that are part of our global operations provide, in our view, that unique, competitive advantage.

Embedded in our business model is our approach to risk management. The risks inherent with major energy projects and the day-to-day operations we undertake are
considerable. Our focus on long-term planning, common processes and procedures and our global functional organization are not only competitive advantages, but are also
fundamental to our approach to risk management.
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In addition to operational risk, our Board of Directors regularly discusses the risk to our industry-financial, geopolitical, environmental and technology. ExxonMobil’s approach
to risk mitigation and risk management are also discussed early with them.

We manage financial risk by maintaining a strong balance sheet and rigorously assessing risk factors and incorporating them in our investment decision processes. Our long-
term investment horizon means the geopolitical factors must be assessed in each investment opportunity in order to understand the upside and the downside sensitivities.

Diversity of supply, geographic location and partner selection are all elements to mitigate risk. Our employees are guided by ourStandards of Business Conduct, ensuring that
they conduct business operations in the highest, ethical manner.

While environmental risks are frequent headlines in the news, ExxonMobil actively manages these risk areas as part of daily operations through rigorous processes. OuQutlook
for Energy forecasts that oil and gas will continue to be the leading source of energy for at least the next 30 years because that’s all we publish, but clearly, it won’t fall off the
cliff in 30 years. So it will be well beyond that 30-year horizon.

Our environmental business plans identify risks associated with the delivery of these energy sources as well as our own consumption. That’s what drives our improvement
efforts.

Finally, we understand the importance of technology in our industry and invest consistently over long periods of time. Our leadership in energy innovation gives us the
confidence in our ability to deliver innovative solutions. The current business environment is challenging, but at ExxonMobil, again, we remain focused on the long term, long-
term business success and long-term growth and shareholder value.

Financial results and stock market returns are also best viewed over a longer time period, consistent with our investment horizons. We have generated greater shareholder value
than the broader market and greater value than the average of our industry competition over the last 20, ten and five-year periods.

Most dramatically, over the last decade, the S&P 500 annualized return was a negative 1% versus ExxonMobil’s annualized return of 8%. When looked at over a 20-year
period, ExxonMobil has returned on average 12.2% annually, or 1.4 percentage points higher than the average of our competitors. As we look to the future, we remain
committed to growing long-term shareholder value.

In closing, we are proud to be a leader in providing reliable, affordable energy in a safe, secure and environmentally responsible way. We are also proud of our ongoing efforts
to identify and develop new technology that enables us to be more competitive and efficient. ExxonMobil is strong, resilient and very well-positioned for the future.

Our portfolio of opportunities is healthy, and we will continue to strive to deliver superior returns. Our global functional organization remains a very unique competitive
advantage. We are steadfast in our disciplined approach to our businesses. Technology leadership has been a defining characteristic of ExxonMobil for many years and will
remain so through many business cycles to come.
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Our financial flexibility positions us for many outstanding future opportunities. We will not be distracted from our focus on maximizing long-term shareholder value. Finally, I
believe that because of these characteristics and the exceptional talent of our employees, ExxonMobil is uniquely positioned for the future.

Now before we begin the Q&A portion of the meeting, as I promised you, I will take a quick moment to discuss the XTO Energy transaction by reviewing the strategic
incentives and giving you an update of the regulatory approval process. The agreement with XTO Energy is the result of an ongoing, disciplined evaluation of timely investment
opportunities to position ExxonMobil again for a long-term success.

XTO has assembled substantial, high-quality U.S. unconventional gas and oil resources across multiple basins. They also have extensive technical capabilities and operating
expertise in unconventional resources and the proven ability to grow profitable production and reserves from such a resource base.

Looking ahead, we believe the transaction creates a catalyst for significant, long-term growth potential. This includes moving forward the development of global unconventional
resources as well as the ability to optimize investment programs across this type of resource opportunity.

These resources are attractively positioned to increase natural gas production and to meet the growing demand for gas, which you have seen is a central element of our view for
the future of energy. Gas is expected to contribute more significantly to the U.S. and to the global energy mix over the coming decades.

Finally, we plan to create a premier global unconventional resource organization located in XTO’s current offices in Fort Worth, Texas. It will function similar to our other
Upstream global functional organizations.

The opportunity to capture significant value from the combined ExxonMobil and XTO resources, in my view, is compelling. However, the ultimate value of the transaction will
be measured over many years to come, even decades, by the long-term shareholder value that we believe will be created.

In my view, the combination of XTO and ExxonMobil will enable us to more effectively play our part in addressing the world’s energy challenges and will help create the
integrated solutions that provide consumers with energy supplies, the energy security, the environmental protection and the economic growth they expect and they deserve.

With regard to the current status of the XTO transaction, we continue to work cooperatively with the regulatory agencies involved in reviewing the proposed transaction. These
include the Federal Trade Commission and the Securities and Exchange Commission in the United States as well as the competition authority in the Netherlands.

Initial filings have been made with each regulator, and we expect the necessary clearances to be obtained in the near future. Subject to final regulatory clearance and XTO
shareholder approval, we do remain confident that we will close the merger during the second quarter and are developing our transition plans based on that timeline.
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That concludes my prepared remarks. We’ll now turn the lights up, and I’'m going to ask the other members of the management committee to join me up here.

I’11 be happy to take your questions. I would ask that you wait for the microphones which are available so that not only can we and the others in the room hear you, but the
people listening in on the telephone and the webcast can hear your question as well. So if you’ll give me a second to let these gentlemen get positioned. Right down here.

QUESTION AND ANSWER
Question 1

I’d like to see if you might elaborate a little bit on your expectations for Iraq, both your own production expectations, net to ExxonMobil by the end of your forecast period, say
2013, as well as any expectations for total country production capacity by that point in time.

In particular, I’d be interested in any color commentary you might have on some of the constraints highlighted by others in terms of potential export capacity constraints,
personnel issues, of course the security situation, and then perhaps anything on water availability as mentioned as a possible bottleneck by some.

Rex Tillerson

Well, that’s a big question. Let me say, first, that, as you know, we are in very early days, having just concluded the signing of that agreement, having it ratified. We have had
our first work planning meetings, I would call them, where our technical people have been in Iraq, both in Baghdad and down in Basra where the Southern Oil Company offices
are located that affect the West Qurna operations.

We have run production tests. We have agreed on what the baseline production is, which is important in the contract that establishes the volumes above which we participate.
We are now in the drafting stages of the first set of work programs and plans that would govern the next year plus of activity. What kind of well activity do we need to undertake
from just a rework, what kind of new drilling facilities works?

So it’s a fairly extensive plan. I would just say that those planning meetings, and the team just returned from about ten days of those about a week or so ago, those are going
very well, very good cooperation from our counterparts in the Iraqi Southern Oil Company. I think a real commitment to the collaborative effort. I would say they have been
more enthusiastic about our joint work perhaps than we anticipated even.

So I think the right elements in terms of where everyone’s mind is are in place for the technical people to be able to do what they need to do. Specifically as to how that
production buildup will look, I don’t want to comment on because until we get agreement on the work program, it would be premature for me to say what it would be because
we do need their concurrence on the work activity, and that will govern how rapidly there’s an impact on volume. So, it’s just too early for us to even say that.
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The production curves you saw, and I think Andy referred to it, there was a hatched area of production above what we had in the base and the projects. That’s where there’s a
component we have kind of notionally put in there for Iraq, but again, I wouldn’t want to say much more than that because I think we need to get this first stage with them.

With respect to the challenges, you’ve listed some of them that are pretty well-known. Clearly, if the volume buildup occurs as the Iraqis hope it will, then there will be need for
additional export capacity. We don’t see any obstacles to adding that export capacity on a pace that’s probably accommodative of the buildup in volume say over the next five to
six to seven years.

Water is going to be an issue because most of these fields do need some injection of water in order to support production levels. There are already discussions under way about
how that might be carried out in a joint fashion. It is not within our current contract, but the Iraqis know that they need to come up with a solution. So whether they provide that
or whether many of the industry IOC players who have either of these developments join together in some other structure to accomplish that is still open for discussion with
them.

So I guess at this point, what I would say is it’s going well. Its going as well as we could hope for. The security situation will continue to be a challenge for some period of
time. I think we are all hopeful that once the post-election forming of the new government moves forward and begins to reach its conclusion that some of that will subside. But
we know that we are going to have that issue to deal with for a long time to come.

What I would say we have observed is that when those incidents occur now, they really do appear, unlike the past, to be very one-off incidents, and they are not destabilizing to
the population. So the people around us in the communities and the areas where we are working, in the past when those occurred, it tended to throw everything into turmoil.
Today, we just don’t see that happening.

I think that’s a real tribute to the stability that the Iraqi government has been able to institute around a lot of their major population areas and around these areas of activity that
they know we are going to be working.

So I’'m encouraged. We are going to have to be very diligent, though, to ensure that we protect our people, which we will do. But at this point, I think we feel reasonably
positive about moving forward now with that.

Question 2

Rex, U.S. onshore has classically been a cost-of-capital business at best. While some E&P companies have done well delivering and promising strong production growth, they
have never been about returns on capital.

If T put aside the XTO acquisition premium, which I fully appreciate you can’t comment on at this point at time, and I know you’re pursuing global unconventional strategies as
well, core onshore U.S. E&P is going to be a sizable portion of your spending. It is very difficult to understand, even as part of ExxonMobil, why it’s going to deliver much
more than a cost-of-capital or slightly better than cost-of-capital of return. I appreciate any thoughts you have in regards to that.
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Rex Tillerson

Well, it will be managed as you see us manage our portfolios more broadly. I think one of the attractions here is that we will have a large portfolio of unconventional
opportunities in a global sense from which we can now prioritize and select those that we think are going to deliver the best returns.

I would tell you if you just look at the publicly available information on XTO from their own filings, as they are still a standalone company, they have a fairly efficient cost
structure around what they do here in the United States. We intend to not just take the benefits of that against their own holdings, but begin to take some of the benefit of that
against our broader holdings. So, we are looking for some improvement in our U.S. holdings broadly.

So I take your point that if you look at the way people have been doing it, I wouldn’t disagree with your observation. Obviously, we are not making this transaction so we can
keep doing what everybody’s been doing. We will do all the things that we always do when we have a major new opportunity like this, and we will be integrating it with our
global processes and businesses and then looking at how do we get the returns to acceptable levels and do that in a very programmatic way.

We will be driven by different things than perhaps they have been driven by in the past or that the players in that space at large are driven by because we are a, as you point out,
we are a return-based model. Most of those players are not return-based. They’re driven by other metrics.

So that’s part of what we are excited about doing is bringing that in now and going to work on it. We are confident with all of the strengths that you’ve heard us talk about
between the two, that down the road — and that’s why we cautioned everybody in the past. Don’t look for anything in the next year or two. This is not about this year or next
year. This is about what I said earlier. How do we get positioned ten to 15 years from now, now that we are still the industry leader?

Question 3

Rex, you guys have been a major player in the global gas business for many decades. I think one of Andy’s charts showed that 40% to 45% of your gas sales this year is going
to be indexed to oil. But when you think about the evolving global LNG profile and also Gazprom’s recent price shift or pricing shift in Europe, there could be structural
changes underway.

So my question involves what do you think that the strategic and the financial implications are for some of these changes, both for the industry and for Exxon in over, say, three,
five or ten years? How do you think that that 40% to 45% oil index number is going to evolve?
Rex Tillerson

Well, I’'m going to make a real broad comment, and then I’m going to turn it to Andy and let him really get more into your question. Again, for those of you that have been
around for a number of presentations and our Energy Outlooks of years past, we have talked about how global gas markets would evolve and have been evolving.
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Really, it’s been going on for almost 20 years now, starting with the deregulation processes here in the United States and how gas, the deregulation, led to a completely different
type of pricing structure here in the U.S.

T use that pricing structure with a big P, including transportation and storage and all the elements of the value chain, from resource development to delivery to the customer. We
have talked about how that will move to other parts of the world as supply dynamics change.

The next place was Europe. Europe is still a bit of a market that’s somewhat in transition because they’re still undergoing a lot of the regulatory change dictated by the EU. So
we are seeing those evolutions occur.

The LNG business we talked about globally, how that will evolve globally as more supply becomes available and more customers have receiving capabilities. That will evolve.
So all of these market structures are in a, what I would call, a period of transition that’s been going on for some time.

1 think what our people have done — I think a very good job in the past of doing — is they’ve seen that coming. They’ve seen it, I think, ahead of when maybe others have seen
it, and much of what we have today has been positioned with that view in mind. So with that broad comment, let me just let Andy comment.

Andy Swiger

Yes, I think the evolution of a gas market is going to be an extremely complicated business driven by a mix of what customers want, what regulators want to happen and what
overall politics dictates might happen. We have, as Rex said, spent a lot of time positioning ourselves to give us the optionality based on how those variables play out.

We continue to have discussions with customers around the world, and a lot of those customers are now thinking about where they want to go. They’re looking at what’s
happened in the last few years. They’re trying to project out where things are.

But even though you’ve seen some movements, some more publicized than others in recent about some marginal changes and things, most people don’t have the desire yet to
move out of their comfort zone. I think you’re seeing things happen in Atlantic basin, driven by LNG fungibility there.

Then, you could logically project will happen around the world over some period of time. But what that period of time is going to be is very, very hard to say because it will
come down to what customers think they want to do and, indeed, what governments allow those customers to do, whether those customers might be regulated or subject to
some sort of a government fee over what they do.

We will continue to do what we have done in the past, which is to look very closely at everything, maintain as much optionality as we can, commit carefully and continue
dialogues with customers to try to get a fix on where things are going. But it would be as hard to project, as oil prices are right now, what the real direction of the market is
going to be. The best thing is to stay flexible, be ready.
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Question 4

Rex, besides the returns challenge of XTO that you mentioned, would you agree that the second biggest risk is going to be retaining the staff of XTO? Can you talk a little bit
about how you’re going to mitigate risk of staff leaving?

Rex Tillerson
Well, again, I don’t want to say too much in detail about the transaction with XTO. I think we made it clear when we announced the transaction that an important element of this
is not just the quality of their resource holdings and their position in the unconventional space, but also that they had a purpose-built organization.

They really have been created for this resource. They don’t do anything else. This is it; And that one of the real attractions to us is we have evaluated their capabilities as an
organization. We have been very impressed.

So a key element of it is to retain that capacity, do so, leave it intact where it’s currently located and then bring our global portfolio into that organization. We’ll be putting some
people there as well, obviously, to then manage it in the way that I described.

So that is the objective. All of the steps we have taken both in how the transaction is structured and how we evaluate all of their compensation and the benefit programs are
structured around that objective in mind. Beyond that, I really wouldn’t say anymore.

Question 5

I wanted to follow up on the gas question and then a second question, please. I would imagine that one thing that customers would want is not to pay oil parity prices when gas
prices might be half that on a spot basis. So do you expect in the near term to see an erosion of your oil-linked prices for gas, let’s say, over the next three years? Or do you
think that will be able to hold near term?

Rex Tillerson

Andy, do you want to respond?

Andy Swiger

Sure. I think that the premise that you set out is one that we might logically think would be happening. The reality, though, is a lot of the customers, particularly on the oil base
side, also take very long-term views of the market. They got into oil-based contracts many years ago for a reason that was strategically important to them or important to their
governments.

Now when they look at it, they have questions in their mind whether we are in an aberration period right now, what the long term is really going to be. Fundamentally, if you’re
in a place that’s far away from a liquid gas market now, the question they have to answer is, well, what liquid index would you trust? If you’re going to jump off an oil-based
contract, what gas index do you
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want to tie yourself to? If you’re an Asian customer, do you trust the Henry Hub or the NBP? How does your government or your regulator feel about that?

Those are the sort of things that I think are stewing around in people’s heads right now, driven by the disparity that you put, but also driven by taking a very long-term view on
things. So different customers will probably reach different conclusions at different times. Again, it’s hard to project what that will look like.

Question 5 — follow-up

Yes, a second question on M&A. I guess I was surprised. It is easy in hindsight to think that Exxon didn’t consolidate more at the worst time of the downturn, given the strong
financial condition. I’'m sure you considered some moves back at that time. But what’s the answer as to why you didn’t buy more assets or companies at the end of ‘08 or early
‘09?

Rex Tillerson

Well, the answer is the same one I give every time someone asks. It’s purely and simply a matter of value proposition. You’ve got to believe that you are acquiring it at good
value and, in particular, that it has long-term growth potential for you. To just pick up a portfolio asset and milk it out, I mean, certainly you can do that. We don’t have the need
to do that necessarily.

So there’s a lot of factors, obviously, that go into when you evaluate one opportunity versus another. But we are typically looking for things that would be material, that we can
have some degree of influence on so that we can improve it and that we believe has longer-term upside potential, has growth in it because that’s where we can really then begin
to pull the value out of it on a go-forward basis.

So the real answer to your question is during that time, notwithstanding the fact that conditions maybe you can say were at their bottom, people’s financial situation wasn’t
necessarily at the bottom then. So in view of values, we are still not aligned with how we would value some things.

But that’s a dynamic, and things don’t always happen with the price curve precisely. There’s usually a bit of a lead lag effect in there as people digest what’s happened in a big
market correction, begin to understand, well, what does this mean for me and my asset holdings going forward? Then, they begin to think about, well, okay, maybe I should be
exiting this or I should be entering that. That’s what sets up the dynamic, then, for us to have conversations with people about opportunities. Over here.

Question 6

I was wondering with the boost in U.S. natural gas production, do you think there’s an increased likelihood of exports of gas in North America? Then, also, I was wondering
your opinion on the outlook for refining margins and how long you think it might take for some of this overhang and refining capacity worldwide to be taken out of the market.

Coming out of this depressed refining environment, which region do you think will be best-positioned in terms of the refineries? The U.S. has quite sophisticated refineries, but
they’re building a bit of capacity in Asia. Particularly in China, there is some new capacity on stream.
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Do you think this is, like, a challenge for European and U.S. refining markets? Or do you think a lot of that is going to be eaten up by the China demand? Thanks.

Rex Tillerson

Andy, do you want to quickly answer the first one? Then, Mike, I’'m going to ask you to respond just to the refining environment.

Andy Swiger

Yes, with respect to the prospect for LNG exports for North America, every year, we go through ouEnergy Outlook quite comprehensively, just released the latest version in
the last few months or so.

As we continue to look at all the components of gas supply in North America, we look at the demand that we project in North America driven by power generation, driven by
other things and so forth, we do not see a case where we would anticipate there would be scope driven by just supply and demand factors for LNG exports.

In fact, we see the U.S. and North America, in particular, and overall continue to require a level of imports, even through the sloppy period that we are entering into in natural
gas markets right now.

A lot of it is driven by the fact that conventional supplies are declining fairly rapidly. Even with substantial growth in the unconventional, the sort of substantial growth rates
that we are seeing right now, we still see the need for imports. So in our view, our Energy Outlook does not show a case where we see exports of LNG for North America.

Mike Dolan

The question on the refineries, as you state, there is an overhang in capacity today around the world. If you look at the developed areas, Europe, North America, Japan, what we
see is a flat demand type of scenario as well.

Now what happened back in the ‘80s, if you want to look back that far, when we had a similar type of environment in the refining industry, it actually took quite a long time for
capacity to come out. I kind of remember off the top of my head. It was kind of five, six years back then.

The reason for that is that it’s difficult to shut refineries down. They’re very complex. They employ large amounts of people. There’s obligations on shutdown. Sometimes they
change hands and become terminals and other things.

But typically, what we have seen in the past is that it’s very difficult for people to shut down. So it’s almost impossible to say how long it’s going to take. The difference
between now and the ‘80s, of course, is what I said, and that’s that we are not really in a growth environment for transportation fuels, as we talked about earlier in these markets.
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There is growth in Asia, of course, and the Middle East and somewhat Africa and South America. So that growth will help absorb some of that refining overhang that is out
there.

In terms of the complexity, it’s true that we have the most sophisticated refineries in these developed nations. But in the developing nations, if you look at what people are
building, they’re also starting to build some fairly sophisticated refineries.

So what’s there on the ground is not as complex. But if you look at some of the new plants that are coming up, the one we built in Fujian that I mentioned, you look at the
Reliance plant in India, which is quite complex, it is moving in that same direction. Inevitably, that would have to move to be larger, more efficient, more like the model that we
have had in developed nations.

There is going to be a lot of pressure on the developed areas. You can see Japan already with utilization rates kind of down in the high 60s. It is actually quite low from a
historical standpoint for refiners.

So most of the discomfort is going to be felt in these regions and, in particular, the Atlantic basin where product moves back and forth between Europe and North America, but
impossible to predict how long it’s going to take. It is a function of how long some of the marginal players can hold on.

As we talked about, we position our assets so we are at the top end of the cost curve in all markets. So while we don’t like the current margins any better than anyone else does,
we think from a competitive standpoint in all the regions, we have tried to position our assets over the long period of time to be competitive and relatively as positive as they can
be versus the competition.

Question 7

I’ve got two questions, first, of a more specific nature. I was wondering if you’d help me understand how with respect to either the Kearl project or Horn River or perhaps any
other assets oncoming in Western Canada, you make the decision in terms of the allocation of interest between yourselves and Imperial. Any clarification you might offer in
that regard would be appreciated.

Secondly, of a more general nature, it’s always seemed to me that it’s the task of any given management team to try to strike what they would consider to be a proper balance
between return and growth. I think, again, very clearly this morning, Rex and your colleagues, have indicated where Exxon has stood on that, namely a high degree of emphasis
on the return.

My sense is that that may be shifting a little bit toward a little bit more balanced position. I was wondering if you could comment on the validity of that observation and, in
particular, where you see the returns on Iraq fitting into that particular spectrum.

Rex Tillerson

Well, the answer to the question on Canada is pretty simple. Think of it as a Canadian-wide AMI, 50/50 AMI, where any new opportunity that comes up we, Exxon Mobil
Corporation and Imperial, have the option to participate on a 50/50 basis. We don’t have to participate.
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If Imperial has an opportunity they like, and we don’t like, we don’t have to participate as Exxon Mobil Corporation. If we identify an opportunity and Imperial doesn’t think it
fits with them very well, they don’t have to participate. So when you do the sums, we are 50%. If we both participate, we are 50%. Then, we are almost 70% of Imperial’s 50%.
It is not any more complicated than that.

With respect to the question around a shift of emphasis on returns, that would be perceived only because there is no shift. As I indicated, our objective is to be an industry
leader.

So returns will certainly go up and down, as we have seen. Our objective is to always be the industry leader from a return standpoint, and we think if we do that well, then we
will always offer an attractive return relative to the S&P 500 as well. Looking backwards, that’s proven to be the case. Looking forward, that’s still our objective.

Iraq meets those return criteria. If we execute Iraq the way we think we will be able to execute it, barring security problems or things that would prevent us from executing the
plan that we are talking to them about, Iraq will deliver for us a double-digit return that meets our criteria of being acceptable.

Question 8

If I could, I have two questions. One, there’s an article talking about you guys may be exiting some of your unconventional gas properties in Hungary. I wanted to see whether
you can comment on that. So far, what have you learned about the unconventional resource base in Europe comparing to what you see in the U.S.?

The second question is have you seen any signs or early signs of cost inflationary pressure reappear in any part of the Upstream supply chain. Thank you.

Rex Tillerson

With respect to Hungary, when we went in, we indicated it’s a new play, high risk, but high reward, high potential. We have drilled a couple wells there. We have tested it. It
does not appear to be commercial.

We did find hydrocarbons, but the nature of the reservoir and the nature of the geology doesn’t look, in the area where we have tested, to be particularly attractive. Mark, if you
want to add any additional comment on Hungary and then more broadly, I guess, is the question.

Mark Albers

Yes, on Hungary, we had a commitment to go in and drill three wells, which we have done. It was a very challenging resource, and going in, we assessed a number of risks. As
Rex said, we did find hydrocarbons, but they were not commercial. We did fulfill all of our obligations on the lease commitments, so we are moving on.

With respect to European and east European shale gas potential, it’s very early days, obviously. We are in the stage now where we are defining drilling wells, drilling core wells
and doing some
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initial testing, running seismic. We plan to complete that program over the next year or two and then be in a position to evaluate what’s the most optimum way forward.

Rex Tillerson

Another part of the question ...

Question 8 — follow-up

(inaudible question—microphone inaccessible)

Rex Tillerson

I can ask either Andy or Mark or Don or anybody that wants to comment. Don has our Global Procurement organization. If anyone wants to kind of comment on broad market
trends, which is all we could really offer up.

Don Humphreys

Well, we are seeing some abatement. Certainly, our procurement folks this past year were able to get some very nice savings in terms of working with folks. In some of the
higher cost areas, deepwater rigs especially, we have not seen a huge abatement in costs. I think it’s something that everybody is focused on. I see us making good progress in
it. I think 2010 will probably be a good year for it.

Mark Albers
If you look at some of the CERA indexes that are publicly available, costs have come down about 15% or so from the peaks on average in the middle of 2008. Of course, what

we are trying to do is to look at that through our technology, through our development concepts and come up with the absolute lowest-cost concept and then define that so well
that when we go into execution, we can execute that at a lower cost than anyone else.

So we are not only capturing what the market gives, but as Don says, through our Global Procurement activities, capturing a reduction because of our scale, but also from our
technology, such as at Kearl, and our concept selection, such as at the deepwater vessels in West Africa, and then our execution, such as we have done in Qatar. All of those
together would then give us an enormous competitive advantage, whatever the cost market is.

Question 9

I’m just curious. You obviously have a pretty well-defined production ramp for the next few years. But if you sort of get to the end of that ramp, and this is a little bit
hypothetical, but if at some point in the future you got to the point where the aggregate reserves and the aggregate production went into decline, but on a per-share basis they
were growing at a satisfactory rate, is that a situation that would be problematic for you and for the Company? Or would you be content with something like that?
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Does the giant of the whole thing have to move forward for the business to be successful, or can it just move forward on a per-share basis and be successful?

Rex Tillerson
Well, as we have said many times, volumes are a result, not an objective. So if the volumes at some point in the future were lower or declined at some point, then that would be
because we had concluded that that’s the best way to deliver value, that the incremental volumes that are on offer would be negative to value. They’d be eroding value.

So typically when that happens, that’s a transient event. So, again, if you take a snapshot in time, you can take a snapshot in time and really get fixated on that and come to a lot
of conclusions that wouldn’t be necessarily correct in a longer-term perspective.

But we have got 74 billion barrels in the resource base. We have got a lot of things to work on. We are blessed with the ability to pick and choose those that we think are ready
to move forward in the environment and in our view of what the future will be. That will continue to be the way that we will add those increments of volume.

Back to your other question of M&A, and all of that is part of what we are constantly doing, is if we can see an opportunity that looks attractive, meets our objectives over the
long term, we’ll undertake it. The fact that the volume curve is bending one way or the other, that’s a result of mathematics of adding up everything, and there’s the volume. We
don’t have a volume target. Back over here.

Question 10

One question, one point of clarification, please. The question is back in 2006, you showed a chart which demonstrated your ability to capture the environment on a weighted
basis for your oil and gas mix. In 2009, that trend seems to have kind of fallen apart somewhat.

As we look forward to Kearl, more gas in the mix, XTO, regional gas — I guess like Al Khaleej — and so on, I’m just curious. What gives you the comfort? Or what comfort can
you give us, rather, that you can sustain that sector leadership?

The point of clarification is, on your production volumes, you didn’t give a price deck. You didn’t give the normal caveats about OPEC and PSC effects and so on. Can you just
clarify what that outcome looks like under the current price environment?

Rex Tillerson

Well, let me answer the second very quickly. The basis for those volume charts we show you are the same every year. We do have a price deck that is our planning basis. It is
not a price forecast. It is just a planning basis, and we do not share that publicly, unlike some of my competitors. I think there are some people in the Justice Department one
day that may be interested in that.

It does not anticipate future asset sales unless we already know — unless we know we have got something working. Then we do go ahead and include that. It doesn’t make
much of an assumption on OPEC.
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So it’s kind of if we produce what we have got and the price basis that we have assumed, this is what you’ll get. An interesting analysis if somebody out there had the energy to
want to do it because I know every year we get the publication of our prior year’s production lines and how we didn’t make those.

If you go back and reconstruct those at the time and add back in assets sales, and add back in price effects, and add back in OPEC effects, I’ll let you do the analysis. That’s
what you all are paid to do. You’re analysts.

Your first question about whether I’m concerned about — and I think it’s a profitability question, erosion of the profitability of the Upstream barrel. This gets back a little bit
too... I always caution people about getting fixated on a data point. One year does not the future make, and it certainly doesn’t make the future of our results.

So I would just say that, yes, you may see from time to time because of the timing of investments, the start-up costs that come with some of these major projects that we are
starting up, and you do get — there is an Opex effect when you start something up. Then, you can get it running, and then you can begin to drive things back down. Part of the
start-up costs [has] come out.

But you also then have the opportunity to now go to work on that and begin to drive that down. That’s really what we do with each of the assets. So when you’re in a period of
pretty high-activity start-up like we have been in the last couple of years, there’s an effect in there that’s often hard to discern.

So, no, I’'m not overly concerned about it. I think as you’ve heard others say, the organization is intensely focused on those cost metrics because in the kind of environment we
have been in and the questions have been asked about the cost pressures, we see those, and we do not want those to become embedded, nor to set a new baseline.

So we are not satisfied and the organization’s not satisfied with allowing that to happen. But I do think we are in a period of a lot of activity, a lot of major multi-billion dollar
start ups. So you’re going to see some impact of that when you bump things against trend curves. You may see a data point that looks off trend one year.

I would just say, take a look at longer-term trends, because that’s what we are driving towards. We have got time for one more question, right there in the middle.

Question 11

In your estimate of energy demand at 2030, you said gas would grow 1.8%, mostly for power generation. Could you discuss the opportunities in the Transportation sector?

Rex Tillerson

For gas?

Question 11 — follow-up
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For gas. Yes, sir.

Rex Tillerson

Well, we think gas as transportation fuel has a lot of limitations. There have been a number of studies done. We have done our own. I could also refer you to the EIA’s recent
study just done in 2009 that they published, and we would concur with their conclusions, and that’s that natural gas as a transportation fuel will probably never be particularly
attractive. But it’s due to basic physics.

The density of the fuel that you can put on board the vehicle is a limitation. It is a gas. It is not a liquid. So when it competes with whether it’s conventional gasoline, diesel or
biofuels, liquid biofuels, density is a problem. To get more comparable energy on board means you’ve got to either pump it up to higher pressures or you’ve got to put bigger
storage tanks.

So it has some limitations with respect to the range of the vehicle operation. It has some limitations with refueling, not just the fact that there’s an absence of refueling stations,
but a refueling modification to it at conventional retail site is about $1 million. If you’re a mom and pop dealer, that’s next to impossible to do without a lot of help.

Then, when you pull up to that station to refuel, it takes a little longer than when you’re putting on board liquid fuel. The question of using it in tractor trailer, cross-country
transportation, I just, for all the reasons I just described, that one, I can’t make the math work on why anybody would do that.

Now having said that, there are — and CNG vehicles have been around a long time. They’ve been around in fleet service for 30, 40 years. I mean, the technology itself, there’s
nothing new about it, and there’s not much you can do to the basic physics and thermodynamics to improve it.

But where you have fleet operations, municipal buses, taxi cabs, a company, that have large fleets of service vehicles, utilities where the vehicles all come back to one central
location every night, you can afford the cost of installing a refueling system where you can refuel these vehicles simultaneously overnight. You can get enough fuel on board
that they basically can make their daily rounds and come back. That could make sense for someone.

The cost of converting a vehicle is not insignificant. So you’ve got an upfront capital cost. So for all of those reasons, we just do not see natural gas as a viable transportation
fuel. We don’t think the consumer is going to particularly be pleased with what they have to do.

From an economic standpoint, there’s really not the kind of gain that people think there is. From an emission standpoint, the kind of best case, you do get about a 15%, best
case, 20% reduction in CO2 emissions, well-to-wheels on a CNG vehicle versus a conventional internal combustion gasoline engine.

An internal combustion gasoline engine has got a lot of room to get better, and it’s going to get better. It is getting better. So that’s going to always compete against this other
alternative as well.
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Well, that concludes our Q&A time for today. I do want to thank all of you for joining us today. I hope that we have provided you some additional information from what you
otherwise could get and have reinforced to you kind of what our whole message and what our intent is and try to expose you to the capabilities and the competencies of the
ExxonMobil organization.

We are blessed with, in my view, some of the best people in the world working on our behalf in all of these business lines you’ve seen. They are enormously creative,
enormously innovative. What we try to do is point them in the right direction, hands-on meet with them and say, what can we do to allow you to be successful and make the
greatest contribution you can? Year-in and year-out, they don’t disappoint us.

So thank you for being with us today, and safe travels.
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Cautionary Statement

Forward-Looking Stat 1its.  Outlooks, projections, estimates, targets, business plans, and other statements of
future events or conditions in this presentation or the subsequent discussion period are forward-looking
statements. Actual future results, including demand growth and mix; ExxonMobil’s own production growth and
mix; the amount and mix of capital expenditures; resource additions and recoveries; finding and development
costs; project plans, timing, costs, and capacities; revenue enhancements and cost efficiencies; industry
margins; margin enhancements and integration benefits; product mix; the impact of technology; and benefits of
the XTO Energy transaction could differ materially due to a number of factors. These include changes in long-
term oil or gas prices or other market conditions affecting the oil, gas, and petrochemical industries; reservoir
performance; timely completion of development projects; war and other political or security disturbances;
changes in law or government regulation; the outcome of commercial negotiations; the actions of competitors;
unexpected technological developments; the occurrence and duration of economic recessions; unforeseen
technical difficulties; our ability to integrate effectively XTO Energy's business with our own; and other factors
discussed here and under the heading "Factors Affecting Future Results" in the Investors section of our Web site
at exxonmobil.com. See also Item 1A of ExxonMobil’s 2009 Form 10-K. Forward-looking statements are based
on management’s knowledge and reasonable expectations on the date hereof, and we assume no duty to update
these statements as of any future date.

Frequently Used Terms. References to resources, resource base, recoverable resources, and similar terms
include quantities of oil and gas that are not yet classified as proved reserves but that we believe will likely be
moved into the proved reserves category and produced in the future. Unless otherwise noted, "proved reserves"
discussed in this presentation are presented on ExxonMobil's basis using the same prices and costs we use to
make investment decisions, not the SEC basis that uses historical costs. For definitions of, and information
regarding, reserves, return on average capital employed, normalized earnings, cash flow from operations and
asset sales, and other terms used in this presentation, including information required by SEC Regulation G, see
the "Frequently Used Terms" posted on the/nvestors section of our Web site. The Financial and Operating
Review on our Web site also shows ExxonMobil's net interest in specific projects.
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2009 Results

ExxonMobil delivered strong results during a year of significantchallenges.

B Industry-leading safety performance

B Solid financial performance

« Earnings $19.3 B
- ROCE 16 %

» Cash flow from operations
and asset sales $30 B

B Total distributions to

shareholders* $26 B
B Capex $27 B
B Reserves replacement™* 133 %
B Total shareholder return -12.6 %

* Includes dividends and share purchases to reduce shares outstanding

**Determined on ExxonMobil’s basis and including asset sales E)f(OnMObll




Safety

We achieved best-ever lost time incident rates for our combined employee

and contractor workforce in 2009.

Lost Time Incident Rate

Incidents per 200K hours

0.4
U.S. petroleum industry
03 contractor benchmark*
0.2 \
-

U.S. petroleum industry W Employee

0.1 employee benchmark* m Contractor
'05 '06 '07 '08 '09

* 2009 industry data not available

2009 safety performance
continued to lead the industry

Our Vision: Nobody Gets Hurt

Committed to maintaining and
improving our performance
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Environmental Performance

We are committed to reducing our impact on the environment while
expanding energy supplies needed to fuel economic growth.

Hydrocarbon Flaring from
Upstream Oil and Gas Production

" .
Million Metric Tons Strong environmental management
8

® Improving energy efficiency
6
. ®m Reducing flaring, spills, and

releases

2

m Protect Tomorrow. Today.
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ExxonMobil earned $19.3 billion in 2009 during a period of volatile and
challenging industry conditions.

Earnings Excluding Special Items

$B m Upstream ® Industry-leading results in
50 m Downstream all business segments

m Chemical

m Earnings

40
® Commitment to
30 operational excellence

m Capitalizing on
10 competitive advantages
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Return on Capital Employed

Our 2009 ROCE continued to lead industry across all business segments.

Return on Average Capital Employed*

Percent m Strength of integrated portfolio
25 MW Upstream
m Downstream

20 m Chemical m Consistent execution of
business model

15

10 m Disciplined investment through
the business cycle

5

0

XOM CVX RDS BP

* Competitor data estimated on a consistent basis with ExxonMobil, and based on public information
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Cash Flow

Strong cash flows underpin our investment plans and shareholder
distributions.

Cash Flow from Operating Activities*
$B m $28.4 billion in 2009
60

50 m Reduction in-line with lower

40 commodity prices and margins

30
m Funded all attractive

20 investments and dividends

10

0
'05 '06 '07 '08 '09

* Excludes asset sales EKQ“MOb"
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Capex

We invested record levels of Capex, despite the economic downturn,
growing the business for the long term.

Capex by Business Line
$B

30 m Upstream

m Downstream
25

m Chemical

20

15

10

11

E Invested over $110 billion
during the past five years

m Maintained capital efficiency

® Executing business plans
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Dividends

We provide reliable and growing dividends through the business cycle.

Dividends per Share

$ m Dividend growth through the cycle

1.80
® Per share increase of 57%

over the last five years

135 * Average growth 9.4% per year
* U.S. inflation average
0.90 2.6% per year*
0.45 ® Annual per share increases
since 1983
0.00

'05 '06 '07 '08 '09

* All Urban CPI, compound annual growth rate 2004-2009
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Share Purchases

In 2009, we distributed $18 billion to shareholders through share purchases.

Cumulative Purchases to

ggd“"e Shares Outstanding m $119 billion distributed over

the last five years
120

90 ® Reduced shares outstanding by
26% since the beginning of 2005

60

m Effective way to distribute

30 value for shareholders

'05 '06 ‘07 '08 '09
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Increasing Ownership

Strong business results and share purchases increase per share
ownership for our shareholders.

Growth per Share Since 2005*

Percent —— m Strong per share growth in

40 m BP key business metrics
B CVX

30 m RDS

20 m Ahead of competition
10

0
-10
-20

Production Proved Refinery
Reserves™ Throughput

* Competitor data estimated on a consistent basis with ExxonMobil, and based on public information
** Reserves based on SEC pricing bases, including oil sands and equity companies; 2008 reserves data used for

competitors as 2009 data not yet available EKQ“ Mabil
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Value per Share

Earnings per share is enhanced by our share purchase program.

Impact of Share Purchases on EPS

Since ExxonMobil Merger = 2009 EPS $3.98 per share

Percent
50
m EPS 44% higher than

40 without share purchases*
30
20 m Ongoing benefit to all shareholders
10
0

'05 '06 07 08 '09

* Average shares outstanding reduced 30.4% since beginning of 2000

ExgenMobil
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Business Environment

ExxonMobil is well-positioned for the unique set of challenges and
opportunities in the current business environment.

B Financial markets stabilizing

B Pace of economic recovery uncertain

B Near-term supply / demand balance linked to economic recovery
B Uncertain commodity prices and depressed margins

B Some competitors re-evaluating near-term business plans

ExgenMobil
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Energy Demand to 2030

Global energy demand is expected to grow almost 35% by 2030 — led by
economic progress in developing nations — even with large efficiency gains.

Energy Demand
Quadrillion BTUs
300

Annual Growth
Rate to 2030

250
200
150 % o
100 /
%
.
.
0 '05 '30  '05 '30 '05'30 '05 '30 '05-'30
Qil Coal Gas Other*  Total
Energy
Growth

* Other includes nuclear, hydro, geothermal, biomass, wind, solar, and biofuels

m Global energy mix will remain
relatively stable to 2030

» Fossil fuels continue to provide
about 80% of the world’s energy

m Strong growth in natural gas
» Driven by power generation
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Energy Demand to 2030

Global energy demand is expected to grow almost 35% by 2030 — led by
economic progress in developing nations — even with large efficiency gains.

Energy Demand

Quadrillion BTUs m Global energy mix will remain
300 relatively stable to 2030
Annual Growth . . .
Rate to 2030  Fossil fuels continue to provide
250 about 80% of the world’s energy

0.8%
200

1.8% 1.2% m Strong growth in natural gas

150 1.9% . .
» Driven by power generation

0.5%
100

m Energy savings in 2030 about twice
the growth in projected energy use

50

.

ST
RN
DAY

'05'30 '05 '30 '05'30 '05 '30  '05-'30 '30

Qil Coal Gas Other* Total Annual
Energy Energy
Growth Savings

* Other includes nuclear, hydro, geothermal, biomass, wind, solar, and biofuels EK’O“ M L] b ||
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Investment Plan

ExxonMobil is committed to investing through the business cycle. We
expect to invest $25 to $30 billion per year through 2014.

Capex by Business Line
$B M Upstream

[ Downstream Estimate Range
30 B Chemical / Other

: !

20 B Aggressively pursuing cost
reduction opportunities

m Progressing large inventory of
high-quality projects

15
10 . . .
m Delivering advantaged projects
5
0
'08 '09 10 "11-"14
Average
Estimate

ExgenMobil
19




ExxonMobil Strengths

ExxonMobil’s strengths form the foundation of our business and sustain
our success.

® Portfolio quality

B Global integration .
Industry leadership
® Discipline and consistency through the

business cycle

B Value maximization
B Long-term perspective
Underpinned by superior technology, organization, and financial strength

ExgenMobil
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Ex¢onMobil

Taking on the world'’s toughest energy challenges’

Upstream Overview

Mark Albers

Senior Vice President

Andy Swiger

Senior Vice President
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2009 Upstream Highlights

We maintained our industry-leading earnings position, delivered superior
returns, and added profitable volumes to our resource base.

* ExxonMobil basis

B Earnings

m ROCE

B Production volumes

B Resource adds

B Proved reserves adds*

B Capex

22

$17.1B
23.4 %

3.9 MOEBD
2.9 BOEB
2.0 BOEB
$20.7B

ExgenMobil




Upstream Strategies

Consistent execution of our clearly defined strategies delivers
superior results.

B Ensure operational integrity: best-in-class performance

® |dentify and selectively pursue the highest-quality
exploration opportunities

B Invest in projects that deliver superior returns

B Maximize resource value through highest-impact
technologies and integrated solutions

B Maximize profitability of existing oil and gas production
B Capitalize on growing natural gas and power markets

ExgenMobil
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2009 Resource Base

ExxonMobil has the industry’s largest, high-quality resource base and is
well-positioned for profitable future growth.

Resource Base

BOEB

80

Deepwater

Unconventional Gas
Arctic

Liquefied Natural Gas

40 Acid/Sour Gas

Heavy Oil/Oil Sands

Conventional

YE 2009

24

® High-quality resources in all

geographic regions

m Continued to grow our resource

base through:

» By-the-bit drilling success
* Undeveloped resource capture
* Improved recovery from existing

fields

ExgenMobil




2009 Resource Base Increase

We added 3.9 BOEB to our resource base from consistent by-the-bit
success, undeveloped resource capture, and additional field recovery.

Canada *
Hibernia

Nigeria
Major 2009 Increases
Heavy Oil/Oil Sands
Unconventional Gas
Conventional

Deepwater
LNG

Australia

ExgenMobil
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2009 Acreage Acquisition

We acquired material acreage positions across the world in
highly prospective plays.

Indonesia
. Offshore

2009 Acreage Captures

@ Heavy Oil/Oil Sands

i+ Unconventional Gas

@ Conventional

@ Deepwater

Onshore

ExgenMobil
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Key Exploration Wells

We are executing a major exploration program focused on
high-potential opportunities.

i
‘ Vietnam

= @ Philippines
. sia
~ TS‘ =y

Australia

@ Planned wells

2010 /2011 . 3 e /}-

% . ExgenMobil
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U.S. — Gulf of Mexico

We have made significant discoveries at Hadrian and Julia and have a
strong acreage position to provide future growth opportunities.

m 2.2 million net acres with exposure to
Pliocene, Miocene, and Paleogene plays

B Successful Hadrian discovery
B Progressing Julia development planning

® Drilling and seismic acquisition program
in 2010

eathley Canyon g

Sigsbee EscarpmentAmery Terrace

"1 Planned Seismic Data [J ExxonMobil Acreage Interest

ExgenMobil
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We have established a material position in this high-quality
U.S. shale gas play.

B Growing acreage position
» 290K gross acres

B Cost effective acquisition

B Active exploration/appraisal program
* Production testing under way

ExgenMobil
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Canada - Horn River

We achieved early entry and have established the leading acreage position
in this emerging high-potential shale gas basin.

B Acquisition cost 40% less
than industry average

B Ramping up drilling and
seismic activities

® Building infrastructure for
year-round access

ExgenMobil
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Canada - Firebag

Successful acquisition of additional oil sands acreage in a world-class

resource area.

Firebag,

6 miles
Firebag North |

[ 1 ExxonMobil / Imperial Oil Acreage

31

Firebag North acquisition,
extended existing strong position

Potential synergies with Kearl

Attractive acquisition cost
under $0.20/0OEB

Active winter exploration program

ExgenMobil




Philippines — Sulu Sea

Successful exploration in frontier basin utilizing our extensive

deepwater capabilities.

B Successful Dabakan-1 wildcat well

» Encountered hydrocarbons in
multiple reservoir intervals

B Multiple prospects remaining to

be drilled
» Additional wildcat well in 2010

ExgenMobil
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Black Sea Exploration

We have established a significant acreage position in the Black Sea and
have commenced an active deepwater exploration program.

m Largest IOC acreage holder

m Completed large-scale
seismic surveys

m Multiple exploration play tests
planned for 2010/2011

ExxonMobil
Acreage

ExgenMobil
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Major Project Inventory

Our extensive portfolio of over 130 major projects allows selective
investment decisions to deliver superior financial performance.

Major Project Distribution by Region

Percent, number of projects ® Develop 24 net BOEB, across all
regions and resource types
. Europe
Asia
Pacific

fmericas B Industry-leading project management

Russia / capabilities
Caspian

B Cost-effective implementation

Middle

Mide ® High-impact technology

Africa

ExgenMobil
34




2009 Project Start-ups

Delivered eight major start-ups with forecast production of 400 KOEBD net
in 2010.

Qatargas 2 Qatargas 2 RasGas South Hook
Train 4 Train 5 Train 6 LNG Terminal

Adriatic LNG Al Khaleej Gas Piceance Tyrihans
Terminal Phase 2 Phase 1

ExgenMobil
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Project Execution

Our rigorous, high-quality project management processes consistently
deliver industry-leading project execution performance.

Cost Performance

Percent m Unmatched ability to implement
150 complex projects

115%

m Deliver projects faster than
our competitors

50 m Track record of superior cost

and schedule delivery

ExxonMobil Operated Operated by Others

Variance: actual versus funded (%), '05 to '09 start-ups

ExgenMobil
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Near-Term Project Start-Ups

Twelve major project start-ups planned between 2010 and 2012.

Arctic Conventional
Sakhalin-1 Nigeria Satellites Ph 1

Odoptu

Deepwater Deepwater Conventional Oil Sands

Kizomba Satellites Pazflor Kipper / Tuna Kearl Phase 1
ExkconMobil
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Major Project Production Outlook

Significant long-plateau production contribution from our major projects
supports our long-term growth.

Major Project Production Outlook

MOEBD, net m Over 1.5 MOEBD added by 2015
1.6

[ Other Flowstreams

Long-Plat
B Long-Plateau = 80% long-plateau volumes

1.2

08 m Long-term growth supported by
______________ diverse portfolio

04 F el

ExgenMobil
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Canada - Kearl Oil Sands Project

The efficient development of Kearl, coupled with the highest-quality
resource, delivers the lowest-cost oil sands development.

\ LG~

[ Mining |
Production

KOEBD, net
400

300 3! : Phase 3

200

100

2012 - Phase 1

0
e 30 Years ———————p

39

® Highest-quality oil sands resource

B Proprietary bitumen treatment
technology, upgrader not required

m Increased Phase 1 plateau
production outlook to 140 KBD

ExgenMobil




Papua New Guinea — PNG LNG Project

We will develop the PNG LNG project utilizing our global LNG experience,
and grow our presence in the attractive Asia Pacific gas market.

B High-quality 9 TCF gross resource

B Two-train 6.6 MTA LNG plant

B Secured long-term SPAs

B Anticipate start-up in 2014

ExgenMobil
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Indonesia — Banyu Urip Project

We are progressing full field development of this significant conventional oil
project in Indonesia.

B Achieved early oil start-up in August
2009, 20 KBD capacity

® Full field development to deliver 165
KBD

B Evaluating gas commercialization

ExgenMobil
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Upstream Research and Development

Delivering advantaged technologies across our business and progressing
significant breakthrough research.

Exploration Development Production

Imaging Drilling Flow Assurance Oil Shale Extraction Improved Recovery

® Recently commercialized breakthrough technologies delivering benefits

m Developing high-reward technologies for the future

ExgenMobil
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Resource Recovery

Proven track record of maximizing recovery through accurate resource
characterization and efficient ongoing development.

Uag:""ﬁﬂﬂ B Reservoir management best practices
' applied globally

B Technology application
* Reservoir characterization
Subsurface * Improved reservoir recovery
Characterization « Efficient development and
operation

B Global opportunity prioritization
delivering profitable volumes

ExgenMobil
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Abu Dhabi — Upper Zakum

Applying high-impact technology and cost effective design to maximize
recovery from one of the world’s largest oil fields.

B Pursuing innovative development
approach
* Atrtificial islands
» Extended-reach drilling
» Targeted well completions

® ExxonMobil Technology Center
established, co-located with the
operating organization

ExgenMobil
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Iraqg — West Qurna-1

ExxonMobil is well-positioned to redevelop this field to achieve its
maximum potential.

B Signed agreement in January 2010
« Effective date March 1, 2010

B Completed initial production tests

B |everaging global experience to
achieve significant production ramp-

up

ExgenMobil
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Capital Spending

ExxonMobil’s financial strength allows ongoing investment in our portfolio,
positioning us for future growth.

Upstream Capex

$B m Pursuit of quality exploration
25 opportunities

20
Exploration L . .

m Disciplined project investment
15
Major New Projects
10 m Selective investment in

existing operations to add value

Existing Operations

2009

ExgenMobil
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Operational Excellence

Global best practice deployment delivers superior reliability and life cycle
cost performance.

Standardize Operate and Maintain

B Achieving superior reliability
» Operated uptime 2% higher than
assets operated-by-others

® Relentless focus on cost management
« Efficiency identification and capture
Plan and Execute » Market savings capture

gl et b m Deployment of global best practices
- ; to new start-ups

ExgenMobil
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Production Outlook

Production outlook delivered by strong base performance, high-quality
projects, and new resource potential.

Total Production Outlook
MOEBD, net MOEBD, net

New Resource Additions 5 New Resource Additions

Project Volumes

Base Production Long-Plateau

ExgenMobil
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2009 Gas Marketing Activities

We leveraged our global gas marketing footprint to commercialize our
natural gas resources.

: d : b - .PNG LNG
' S e
Major 2009 Activities y e
: : Gorgon Jans
@ Sales Start-ups . ; i3 '
@ NewSPA’s :

@ Project Milestones

- 4
ExgenMobil
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Gas Marketing Position

Significant gas portfolio of quality operations and advantaged projects,
spans all major markets, resource types, and contract structures.

Projected Gas Sales Portfolio
2010 ExxonMobil-Interest

*

69 TCF proved gas reserves

Diverse global portfolio

QOil-Indexed Gas-Indexed

Range of contracts ensures
market access optionality

Advantaged developments will
secure future markets

Other Flexible

* ExxonMobil basis

ExgenMobil
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Reserves Replacement

ExxonMobil consistently replaces more reserves than we produce,
at a lower cost than competitors.

Reserves Replacement Ratio* Reserves Replacement Cost**

Percent, '05-'08 Average $ per OEB, '05-'08 Average
20

150
15

100
10

50

| ]
0 0
XOM BP RDS CVX XOM BP

* Reserves based on SEC pricing bases, includes oil sands and equity companies; excludes asset sales.

** Costs incurred in property acquisition & exploration plus development activities, divided by proved oil-equivalent E OI"IMObil
reserves additions, including purchases. Competitor data estimated on a consistent basis with ExxonMobil, and K
based on public information.

RDS CvX




Cost Management

We have effectively mitigated cost growth through the business cycle,
delivering superior cost management.

Total Costs per OEB*

Indexed ® Mature contracting strategies
200 CVX + Capturing savings
. RDS » Mitigated market impact
180 BP
XOM

160 = Underpinned by operational

excellence and disciplined

140 approach

120

100

'04 '05 '06 '07 '08

* Upstream technical costs normalized using 10-K/20-F information; 2009 competitor data not yet available.

ExgenMobil
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Growth per Share

Delivered best production growth per share versus competition.

Production per Share

Indexed* m Significantly enhanced share value
130 over 5-year period
XOM
120 .
® Annual average per share increase:
CVX . o
Bp * Production 6%
110 * Reserves 8%**
100 ] Unde_rpinned by superior and
RDS consistent reserves replacement
)
'05 '06 '07 '08 '09

* Competitor data estimated on a consistent basis with ExxonMobil, and based on public information.
** Reserves based on SEC pricing bases, including oil sands and equity companies; 2008 reserves data K i
used for competitors as 2009 data not yet available 53 E onMOb“




Earnings per Barrel

Underlying profitability of portfolio continues to ensure industry-leading

earnings per barrel.

Earnings per Barrel*

$ per OEB
20 M '05-'09, average
# 2009

NN\
MMM
NN\

N\

XOM CvX RDS BP

* Competitor data estimated on a consistent basis with ExxonMobil, and based on public information

m Strength of portfolio

m Benefit of disciplined approach

m Delivered over $2/BBL above

nearest competitor over 5-year
period

ExgenMobil




Upstream Return on Capital Employed

Our disciplined approach continues to deliver industry-leading returns
through business cycles.

Return on Average Capital Employed*

Percent = 2009 ROCE 23%
60
50 m Maintained consistent leadership
40 position
30
XOM ® Underpinned by strong earnings
20 BP and disciplined capital investment
CvX
10 RDS

'05 '06 '07 '08 '09

* Competitor data estimated on a consistent basis with ExxonMobil, and based on public information

ExgenMobil
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LNG

ExxonMobil is a significant LNG producer with a strong global position.

Adriatic LNG Terminal, Italy

ExgenMobil
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Unconventional Gas

Our active exploration is building a leading global unconventional gas
portfolio, and we are leveraging our technology to maximize asset value.

Horn River Basin, Canada

ExgenMobil
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Acid/Sour Gas

Controlled Freeze Zone™ technology has the potentialto commercialize
additional sour gas resources and assist meeting the global GHG challenge.

Controlled Freeze Zone™ Demonstration Plant, Wyoming, U.S.

ExgenMobil
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We are well-placed to deliver our portfolio of projects, applying our
experience and proprietary technology in this challenging environment.

Sakhalin-1 Odoptu, Russia

ExgenMobil
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Heavy Oil / Oil Sands

We have extensive oil sands experience and a high-quality project portfolio.

Cold Lake, Alberta, Canada

ExgenMobil
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Deepwater

Our industry-leading deepwater development capabilities will be deployed to
commercialize discoveries from our active exploration program.

Kizomba C Mondo FPSO, Angola

ExgenMobil
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Conventional

Our attractive conventional assets are developed efficiently to maximize
value, with best practices leveraged globally.

¥ Py L1y
— | 5 _

Jerneh B, Malaysia i
Ex¢conMobil
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Upstream Summary

ExxonMobil is well-positioned to continue to deliver superior value
to our shareholders.

® Largest, highest-quality opportunity portfolio

B Successfully growing the portfolio

B Lowest life-cycle cost, exploration to production

B Proprietary suite of industry-leading technologies

®m Uniquely positioned for attractive growth

ExgenMobil
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Ex¢onMobil

Taking on the world's toughest energy challenges”

Downstream Overview

Don Humphreys

Senior Vice President

Mike Dolan

Senior Vice President
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2009 Downstream Highlights

ExxonMobil delivers industry-leading Downstream ROCE.

B Earnings $1.8 B
® ROCE 7 %
B Refinery Throughput 5.4 MBD
B Petroleum Product Sales 6.4 MBD
B Capex $3.2 B

ExgenMobil
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Downstream Industry Environment

Long-term demand is expected to increase, but the current business
environment remains very challenging.

Transportation Energy Demand

MOEBD m Long-term demand growth driven by
60 developing countries

50

Non-OECD ® Investments in new capacity
impacting supply / demand balances

40
30

20 m Significant regulatory pressures

10 continue

'05 10 15 '20 ‘25 '30

Source: ExxonMobil Outlook for Energy: A View to 2030

ExgenMobil
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Downstream Strategies

Consistent strategies drive our performance in both high- and
low-margin periods.

B Maintain best-in-class operations, in all respects

m Provide quality, valued products and services to our customers
B Lead industry in efficiency and effectiveness

m Capitalize on integration with other ExxonMobil businesses

® Selectively invest for resilient, advantaged returns

B Maximize value from leading-edge technologies

ExgenMobil
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Downstream Strengths

Our Downstream strengths provide long-term competitive advantage.

Integration

£
Efficiency Global Functional
Organization
ExgonMobil
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Downstream Business Overview

The ExxonMobil global Downstream portfolio is robust and includes unique
integration synergies.

Refining & Supply Fuels Marketing Lubricants & Specialties

® Global refiner m Diverse portfolio B Global brands

B Highly integrated sites B U.S. retail transition B Synthetic technology
m Diesel & cogeninvestments B Robust B2B businesses ® Growth opportunities
®m 6.3 MBD refining capacity m 28,000 retail sites ® 30 blend plants

ExgenMobil
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Fuels Marketing

Diverse sales channels provide secure, ratable, and profitable outlets for
our refineries.

Global Fuels Marketing Sales
m Access to broad spectrum of
customer channels

Industrial and

i Retail
Wholesale 4

m Global systems, work processes,
and best practices

® Integrated Business Teams drive

Marine highest -value outlets

Aviation

ExgenMobil
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Operating Cost Efficiency — Fuels Marketing

ExxonMobil’s competitive cost advantage is captured by global solutions.

Operating Expense

Indexed m Global resources drive lower
100 operating expenses
» Functional organization
« Systems
95 * Processes

m Continuous focus on optimizing

% productivity

85 m Global solutions enhance ability to
05 06 07 '08 ‘09 meet customer needs

ExgenMobil
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Capital Productivity — Fuels Marketing

Asset optimization initiatives and productivity increases underpin

improved results.

Average Capital Employed

Indexed
100

80
60
40
20

0

'05 '06 '07 '08 '09

® High-grading assets and selectively
investing in attractive opportunities

72

Productivity (Sales/Avg. Capital Employed)
Indexed
150
100
50
'05 '06 '07 '08 '09

® Focusing on long-term,
sustainable growth areas

ExgenMobil




Lubricants & Specialties

Our Lubricants & Specialties business adds value by leveraging integration,
technology, and brands.

Basestock Manufacturing Product Technology Select Market Investments

B [ntegration advantages ® Well-positioned to m Efficient global
» Refining capture value growth business models
* Chemical
ExconMaobil
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Brands and Technology — Lubricants & Specialties

Globally recognized brands and leading-edge technology deliver value to
our customers.

Synthetic Market Share

Mobil SHC

15
m Market leader in high-value synthetic lubes
10
m Legacy of technology leadership
5
m Global and reliable distribution network
: B
XOM BP RDS CVvX

Source: ExxonMobil estimates based on available industry data and public information; YE 2009 =
Ex¢conMobil
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Operating Efficiency — Lubricants & Specialties

Our focus on operating efficiencies drives long-term competitive advantage.

Operating Efficiencies

Number, Percent Change m Operational excellence
0

m Optimized asset base

20 Products
m Consistent global processes

Blend Plants

-40

®m Productive world-class workforce

Order Centers
-60

‘05 ‘07 '09

ExgenMobil
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Growth — Lubricants & Specialties

Growing high-value opportunities faster than industry drives our
strong performance.

Synthetic Lubricants Sales Growth Developing Markets Sales Growth*
Percent Change versus 2005 Percent Change versus 2005
40 40

30 30
20 20

10 10

0 0

ExxonMobil Industry ExxonMobil Industry

m Technology and brand leadership m Equipment builder relationships
m Superior growth m Efficient business models

Source: ExxonMobil estimates based on available industry data and public information

* Passenger, commercial, and industrial finished lubricants EK’O“ M 0 b |I
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Refining & Supply

ExxonMobil is the largest global refiner and has a scale advantage.

Average Refinery Size
KBD m Refineries 60% larger than industry*
250 » Most conversion capacity

* Largest lube basestock capacity

200 m High-performing assets
« Efficient and cost effective
» Disciplined operations
150 I * Proven project management skills
B
XOM BP RDS

Industry
Average

Source: Equity share capacity calculated on consistent basis using public information; YE 2009 =
* ExxonMobil average global refinery distillation capacity compared to industry E)f(OnMObll
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Integration — Refining & Supply

Our integration with Chemicals or Lubes reduces costs and
increases margins.

Integration with Chemicals or Lubes

Percent ® Integrated molecular optimization
75
m Higher-value products
0 m Common site management, utilities,
and infrastructure
XOM RDS Industry BP
Source: Calculated on consistent basis using public information; YE 2009 EK’O“MOb"
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Feed Flexibility — Refining & Supply

ExxonMobil improves margins by processing raw materials sold at a
discount in the market.

Challenged Crudes*

Throughput, Indexed m Lower-cost feedstocks
160 improve margins
140 m Technology advantages

 Virtual molecular assays
« Expanding feed flexibility

120
100 B Processing 2X industry average
 Increasing capability
- Global real-time data sharing
80

'04 '05 '06 '07 '08 '09

* Crudes discounted in market due to properties that make them challenging to process

ExgenMobil
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Operating Cost Efficiency — Refining & Supply

We continue to increase our cost advantage over the industry.

Unit Cash Operating Expense

Indexed ® Maintaining cost leadership
130 « Global circuit average in
top quartile
Indust
120 naustry

B Leveraging scale and integration

110
ExxonMobil
100 m Focusing on efficiency capture
90
04 '06 '08 ‘09

Source: Solomon Associates fuels refining benchmarking data through '08 available on even years; data at constant =
foreign exchange rates and energy prices; ExxonMobil estimate for '09; Data indexed to ExxonMobil ('04) E)f(onMobll
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Energy Efficiency — Refining & Supply

Our energy efficiency initiatives improve our competitive advantage.

Energy Intensity

Indexed m Cogeneration investments
110
Industry
—— m Global Energy Management System
105

m Energy saving investments

worldwide
100 ExxonMobil
95
'04 '06 '08 '09

Source: Solomon Associates fuels refining benchmarking data through '08 available on even years;

ExxonMobil estimate for '09; Data indexed to ExxonMobil ('04) EKQ“ M [+ b il
81




Personnel Efficiency — Refining & Supply

Our scale, global processes, and talented workforce drive superior
productivity.

Personnel
Indexed m High-quality workforce
150 Industry
m Extensive automation
125
ExxonMobil
—/—"‘ m Global support / networks
100
m Standardized, state-of-the-art training
75
'04 '06 '08 '09

Source: Solomon Associates fuels refining benchmarking data through '08 available on even years;

ExxonMobil estimate for '09; Data indexed to ExxonMobil ('04) EKQ“ M [+ b il
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Downstream Technology Leadership

ExxonMobil continues to build on our Downstream technology leadership to
help provide the energy solutions the world needs today and for the future.

B Legacy of technology leadership

B Near-term technologies include:
» Advanced catalysts and processes
» Heavy oil characterization and conversion
* Energy efficiency / management

B Longer-term opportunities include:
+ Gasification
* On-board hydrogen generation
» Second generation biofuels (algae)

ExgenMobil
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Downstream Portfolio Management

We actively manage our capital employed through all parts of the

business cycle.

Average Capital Employed
$B
30

25

20
'99 '04 '09

* Asset management activities, reductions YE 1999 — 2009

® Disciplined capital management

B Robust portfolio management
processes

| Significant portfolio activities™
* 10 refineries
» 5,000 miles of pipeline assets
* 140 product terminals
* 40 lube oil blend plants
+ 20,000 retail sites

ExgenMobil
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Downstream Return on Capital Employed

Operational excellence and capital discipline deliver advantaged returns
for our shareholders.

Return on Average Capital Employed*
Percent ® Proven business strategies
40 ExxonMobil

m Leveraging corporate strengths

30
________________ Average
20 m Well-managed portfolio
Competition**
10 — - F————-—-——-—="%— 8 Average
0

'00 '02 '04 '06 '08 '09

* Competitor data estimated on a consistent basis with ExxonMobil, and based on public information

** BP, RDS and CVX E)}’(OI"IMOb"
85




Ex¢onMobil

Taking on the world's toughest energy challenges”

Chemical Overview

Mike Dolan

Senior Vice President
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2009 Chemical Highlights

ExxonMobil Chemical financial performance exceeded our major chemical
competitors.

B One of the three largest chemical
companies in the world

B Earnings $2.3 B
® ROCE 139 %
B Sales volume 24.8 MT
B Capex $3.1 B

ExgenMobil
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Global Demand

Our products feed a wide range of growing markets and applications.

Commodities Demand and Global GDP

Year-on-Year Change

Percent
12 == Chemical Commodity Demand*
= Global GDP
9
>
6 RalH o
-
a
3 ;‘. Emn
.
0
n
-3
'95 '00 '05 10 15

* ExxonMobil estimates; Includes Polyethylene, Polypropylene, and Paraxylene

88

m Global demand growth above GDP

m Driven by penetration into new
markets and material substitution
« Significant sustainability benefits

m Asia Pacific 60% of future growth

ExgenMobil




Chemical Industry

Chemical industry capacity utilization and margins are cyclical.

Key Chemical Commodity Trends*

Nominal Margin Capacity Utilization B Industry recovering from
Indexed Percent
weak demand
250 . Capacity Utilization 95
= Margin

200 . . .

0 ® Additional capacity coming
150 on stream

85
100

” m Near-term margins weakened
50

0 75
'90 '95 '00 '05 ‘09

* ExxonMobil estimates; Includes Polyethylene, Polypropylene, and Paraxylene

ExgenMobil
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Chemical Strategies

The consistent execution of our strategies over multiple business cycles is
the foundation of our financial return leadership among our competitors.

® Unique portfolio of global businesses

B Integration across ExxonMobil operations

H Relentless focus on operational excellence

® Disciplined investment in advantaged projects

B Technology leadership

ExgenMobil
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Business Portfolio

Our portfolio captures the benefits of scale from commodities while
maximizing the value of specialties.

Earnings

$B _ m Commodities capture upside

5 W Specialty earnings potential at peak of cycle
B Commodity

m Specialties provide stable
earnings base

m Over 90% of our businesses have a
#1 or #2 global market position

‘00 '01 '02 '03 '04 '05 '06 '07 '08 '09

ExgenMobil
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Integration and Feed Flexibility

Our ability to extract value from integration is a competitive advantage.

Refinery Chemical Plant

Crude and

> Commodities
Feedstocks

and Specialties

B Molecules upgraded to highest value
B Assets with unparalleled feed flexibility

B Shared facilities / best practices

ExgenMobil
92




Operational Excellence

Our relentless focus on operationalexcellence in all aspects of our
business creates a competitive advantage.

Operating Costs*

North America Steam Cracker Fixed Costs, Indexed

140 B ExxonMobil
B Industry

120

100

80

‘03 '05 ‘07

m Continuous improvement across
business cycles

Source: Solomon Associates

*Only odd-year Solomon data available '03 —'07; Data indexed to ExxonMobil ('03)

Energy Intensity*

Global Steam Cracker Energy Intensity, Indexed

105 B ExxonMobil
w ”
100
95
90
'03 '05 '07

m Global functional organization
leverages best practices
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Asia Pacific Growth

We have been a key supplier in Asia Pacific and are increasing our
capacity to meet future demand growth.

Asia Pacific / Middle East Capacity
Et.hyle"e .& Paraxylene m Asia Pacific 60% of future growth
Million Metric Tons
6 W Existing
™ Announced . .
m Middle East exports strategic to

support Asia Pacific growth

m Fujian start-up in 2009

XOM RDS TOT CVX DOW

Source: Chemical Market Associates, Incorporated =
Ex¢conMobil
94




Advantaged Growth Projects

Our major investments maximize returns through a unique combination of
advantaged feeds, lower-cost processes, and premium products.

Advantaged Lower-Cost Premium
Feeds Processes Products

v Sianif
Singapore Significant feed

Expansion flexibility
; ¥ Ethane

Saudi

Elastomers

Qatar ¥ Ethane

Petrochemical

Complex

95

¥

Proprietary
Technology

Scale

Proprietary
Technology

Scale

Proprietary
Technology

Scale

v

Metallocene
Polyethylene

Elastomers

TPE / TPO
Butyl Rubber

Metallocene
Polyethylene
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Chemical Technology

Development and deployment of industry-leading chemical technology
provide a competitive advantage.

B Advantaged feeds
+ High level of feed flexibility

B Lower-cost manufacturing processes
« Advanced processes and catalysts
» Improved energy efficiency and reliability

B Premium products
 Innovative, higher-value products

ExgenMobil
96




Chemical Return on Capital Employed

ExxonMobil Chemical has outperformed our major competitors across the

last cycle.

Return on Average Capital Employed*

Percent

40 B ExxonMobil
M Major Competitors™*

30

o W - - Average

10 - = Average
0

'95  '97  '99  '01 '03 '05 '07 '09

* Competitor data estimated on a consistent basis with ExxonMobil, and based on public information

** BP (through '04), RDS (through '08), CVX, Dow Chemical

m Consistent strategy execution

m Unique scale and integration

m Unmatched financial performance
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Summary

ExxonMobil has unequaled performance across the Downstream and
Chemical platforms.

Return on Average Capital Employed*

2002 - 2009 ® Industry-leading integration
Percent
Downstream Chemical
2 m Businesses optimized together
20 to maximize shareholder value
15
10 m Combined 2002 — 2009
average annual results
5 - $8.8B earnings
0 * 22% ROCE
XOM  Competitor XOM  Competitor
Average™* Average***

«» Competitor data estimated on a consistent basis with ExxonMobil, and based on public information

« BP,RDS, CVX E)}’(OI"IMOD"

=+ BP (through '04), RDS (through '08), CVX, Dow Chemical 98




Ex¢tonMobil

Taking on the world’s toughest energy challenges”

Rex Tillerson
Chairman and CEO
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Proven Business Model

ExxonMobil's business model delivers superior results and provides a
unique, competitive advantage.

Growth In
Shareholder
Value

ExgenMobil
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Risk Management

We manage risk with well-developed processes and Board oversight.

Financial

Geopolitical

Environmental

Technology

ExgenMobil
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Shareholder Value

Financial results and stock market returns are best viewed over a longer
time-frame, consistent with our investment horizon.

Annualized Shareholder Returns
Percent

14 B ExxonMobil
m  Competitor Average*
m S&P 500

12

10

20 years

10 years

5 years

2

*RDS, CVX and BP
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ExxonMobil is strong, resilient, and well-positioned for continued success.

B Industry-leading portfolio of businesses and assets

® Disciplined and consistent approach across the business
® Commitment to technology leadership

B Superior financial flexibility

E Relentless focus on maximizing long-term value

® Uniquely well-positioned for the future

ExgenMobil
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XTO Energy Transaction — Strategic Incentives

The agreement between ExxonMobil and XTO Energy will provide
long-term benefits to shareholders in both companies.

® Outstanding resource base

B Extensive unconventional technical capabilities
and operating expertise

® Complements ExxonMobil’s strengths
B Significant long-term growth potential

m Creation of a premier, global unconventional resource
organization

®m Sustainable, long-term value creation

ExgenMobil
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XTO Energy Transaction — Status Update

The regulatory clearance process is proceeding as planned.

B Proxy

B Shareholder approval

B Regulatory clearance

B Timing

ExgenMobil
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EX-99.3 FREQUENTLY USED TERMS AND ADDITIONAL INFORMATION

Exhibit 99.3
Frequently Used Terms

Listed below are definitions of several of ExxonMobil’s key business and financial performance measures and other terms. These definitions are provided to facilitate
understanding of the terms and their calculation. In the case of financial measures that we believe constitute “non-GAAP financial measures” under Securities and
Exchange Commission Regulation G, we provide a reconciliation to the most comparable Generally Accepted Accounting Principles (GAAP) measure and other
information required by that rule.

EARNINGS EXCLUDING SPECIAL ITEMS

In addition to reporting U.S. GAAP defined net income, ExxonMobil also presents a measure of earnings that excludes earnings from special items quantified and described in
our quarterly and annual earnings press releases. Earnings excluding special items is a non-GAAP financial measure, and is included to facilitate comparisons of base business
performance across periods. A reconciliation to net income attributable to ExxonMobil is shown on page 5. We also refer to earnings excluding special items as normalized
earnings. Earnings per share amounts use the same average common shares outstanding as used for the calculation of earnings per common share and earnings per common
share — assuming dilution.

OPERATING COSTS

Operating costs are the combined total of production, manufacturing, selling, general, administrative, exploration, depreciation, and depletion expenses from the Consolidated
Statement of Income and ExxonMobil’s share of similar costs for equity companies. Operating costs are the costs during the period to produce, manufacture, and otherwise
prepare the company’s products for sale — including energy costs, staffing, maintenance, and other costs to explore for and produce oil and gas, and operate refining and
chemical plants. Distribution and marketing expenses are also included. Operating costs exclude the cost of raw materials, taxes, and interest expense. These expenses are on a
before-tax basis. While ExxonMobil’s management is responsible for all revenue and expense elements of net income, operating costs, as defined below, represent the expenses
most directly under management’s control. Information regarding these costs is therefore useful for investors and ExxonMobil management in evaluating management’s
performance.

(millions of dollars) 2009 2008 2007 2006 2005
Reconciliation of Operating Costs
From ExxonMobil’s Consolidated Statement of Income

Total costs and other deductions 275,809 393,962 333,073 309,182 310,449
Less:
Crude oil and product purchases 152,806 249,454 199,498 182,546 185,219
Interest expense 548 673 400 654 496
Sales-based taxes 25,936 34,508 31,728 30,381 30,742
Other taxes and duties 34,819 41,719 40,953 39,203 41,554
Subtotal 61,700 67,608 60,494 56,398 52,438
ExxonMobil’s share of equity-company expenses 6,670 7,204 5,619 4,947 4,520
Total operating costs 68,370 74,812 66,113 61,345 56,958
(millions of dollars) 2009 2008 2007 2006 2005

Components of Operating Costs
From ExxonMobil’s Consolidated Statement of Income

Production and manufacturing expenses 33,027 37,905 31,885 29,528 26,819
Selling, general, and administrative expenses 14,735 15,873 14,890 14,273 14,402
Depreciation and depletion 11,917 12,379 12,250 11,416 10,253
Exploration expenses, including dry holes 2,021 1,451 1,469 1,181 964

Subtotal 61,700 67,608 60,494 56,398 52,438
ExxonMobil’s share of equity-company expenses 6,670 7,204 5,619 4,947 4,520

Total operating costs 68,370 74,812 66,113 61,345 56,958

TOTAL SHAREHOLDER RETURN

Shareholder return measures the change in value of an investment in stock over a specified period of time, assuming dividend reinvestment. We calculate shareholder return
over a particular measurement period by: dividing (1) the sum of (a) the cumulative value of dividends received during the measurement period, assuming reinvestment, plus
(b) the difference between the stock price at the end and at the beginning of the measurement period; by (2) the stock price at the beginning of the measurement period. For this
purpose, we assume dividends are reinvested in stock at market prices at approximately the same time actual dividends are paid. Shareholder return is usually quoted on an
annualized basis.
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CAPITAL AND EXPLORATION EXPENDITURES (Capex)

Capital and exploration expenditures are the combined total of additions at cost to property, plant and equipment and exploration expenses on a before-tax basis from the
Summary Statement of Income. ExxonMobil’s Capex includes its share of similar costs for equity companies. Capex excludes depreciation on the cost of exploration support
equipment and facilities recorded to property, plant and equipment when acquired. While ExxonMobil’s management is responsible for all investments and elements of net
income, particular focus is placed on managing the controllable aspects of this group of expenditures.

CAPITAL EMPLOYED

Capital employed is a measure of net investment. When viewed from the perspective of how the capital is used by the businesses, it includes ExxonMobil’s net share of
property, plant and equipment and other assets less liabilities, excluding both short-term and long-term debt. When viewed from the perspective of the sources of capital
employed in total for the Corporation, it includes ExxonMobil’s share of total debt and equity. Both of these views include ExxonMobil’s share of amounts applicable to equity
companies, which the Corporation believes should be included to provide a more comprehensive measure of capital employed.

(millions of dollars) 2009 2008 2007 2006 2005
Business Uses: Asset and Liability Perspective
Total assets 233,323 228,052 242,082 219,015 208,335
Less liabilities and noncontrolling interests share of assets and liabilities
Total current liabilities excluding notes and loans payable (49,585) (46,700) (55,929) (47,115) (44,536)
Total long-term liabilities excluding long-term debt (58,741) (54,404) (50,543) (45,905) (41,095)
Noncontrolling interests share of assets and liabilities (5,642) (6,044) (5,332) (4,948) (4,863)
Add ExxonMobil share of debt-financed equity-company net assets 5,043 4,798 3,386 2,808 3,450
Total capital employed 124,398 125,702 133,664 123,855 121,291
Total Corporate Sources: Debt and Equity Perspective
Notes and loans payable 2,476 2,400 2,383 1,702 1,771
Long-term debt 7,129 7,025 7,183 6,645 6,220
ExxonMobil share of equity 110,569 112,965 121,762 113,844 111,186
Less noncontrolling interests share of total debt (819) (1,486) (1,050) (1,144) (1,336)
Add ExxonMobil share of equity-company debt 5,043 4,798 3,386 2,808 3,450
Total capital employed 124,398 125,702 133,664 123,855 121,291

RETURN ON AVERAGE CAPITAL EMPLOYED (ROCE)

Return on average capital employed is a performance measure ratio. From the perspective of the business segments, ROCE is annual business segment earnings divided by
average business segment capital employed (average of beginning- and end-of-year amounts). These segment earnings include ExxonMobil’s share of segment earnings of
equity companies, consistent with our capital employed definition, and exclude the cost of financing. The Corporation’s total ROCE is net income attributable to ExxonMobil
excluding the after-tax cost of financing, divided by total corporate average capital employed. The Corporation has consistently applied its ROCE definition for many years and
views it as the best measure of historical capital productivity in our capital-intensive, long-term industry, both to evaluate management’s performance and to demonstrate to
shareholders that capital has been used wisely over the long term. Additional measures, which are more cash-flow based, are used to make investment decisions.

(millions of dollars) 2009 2008 2007 2006 2005
Return on Average Capital Employed
Net income attributable to ExxonMobil 19,280 45,220 40,610 39,500 36,130
Financing costs (after tax)
Gross third-party debt (303) (343) (339) (264) (261)
ExxonMobil share of equity companies (285) (325) (204) (156) (144)
All other financing costs — net (483) 1,485 268 499 (35)
Total financing costs (1,071) 817 (275) 79 (440)
Earnings excluding financing costs 20,351 44,403 40,885 39,421 36,570
Average capital employed 125,050 129,683 128,760 122,573 116,961
Return on average capital employed — corporate total 16.3% 34.2% 31.8% 32.2% 31.3%
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ENTITLEMENT VOLUME EFFECTS

Production Sharing Contract Net Interest Reductions *Production Sharing Contract (PSC) net interest reductions are contractual reductions inExxonMobil’s share of
production volumes covered by PSCs. These reductions typically occur when cumulative investment returns or production volumes achieve thresholds as specified in the PSCs.
Once a net interest reduction has occurred, it typically will not be reversed by subsequent events, such as lower crude oil prices.

Price and Spend Impacts on Volumes  Price and spend impacts on volumes are fluctuations in ExxonMobil’s share of production volumes causedy changes in oil and gas
prices or spending levels from one period to another. For example, at higher prices fewer barrels are required for ExxonMobil to recover its costs. According to the terms of
contractual arrangements or government royalty regimes, price or spending variability can increase or decrease royalty burdens and/or volumes attributable to ExxonMobil.
These effects generally vary from period to period with field spending patterns or market prices for crude oil or natural gas.

FINDING AND RESOURCE-ACQUISITION COSTS

Finding and resource-acquisition costs per oil-equivalent barrel is a performance measure that is calculated using the Exploration portion of Upstream capital and exploration
expenditures and proved property acquisition costs divided by resource additions (in oil-equivalent barrels). ExxonMobil refers to new discoveries and acquisitions of
discovered resources as resource additions. In addition to proved reserves, resource additions include quantities of oil and gas that are not yet classified as proved reserves, but
which ExxonMobil believes will likely be moved into the proved reserves category and produced in the future.

2009 2008 2007 2006 2005

Exploration portion of Upstream capital and exploration expenditures (millions of dollars) 3,718 2,871 1,909 2,044 1,693
Proved property acquisition costs (millions of dollars) 676 61 37 234 174
Total exploration and proved property acquisition costs (millions of dollars) 4,394 2932 1946 2,278 1,867
Resource additions (millions of oil-equivalent barrels) 2,860 2230 2,010 4270 4,365
Finding and resource-acquisition costs per oil-equivalent barrel (dollars) 1.54 1.32 0.97 0.53 0.43
PROVED RESERVES

Proved reserves of oil and gas in this report are determined on the basis that ExxonMobil uses to manage its business. On this basis, “proved reserves” means quantities of oil
and gas that ExxonMobil has determined to be reasonably certain of recovery under existing economic and operating conditions under our long-standing, rigorous management
review process. We only book proved reserves when we have made significant funding commitments for the related projects. ExxonMobil’s reserves are different from proved
reserves as defined by U.S. Securities and Exchange Commission (SEC) rules and included in our Annual Report on Form 10-K and Proxy Statement.

A principal difference between the ExxonMobil and SEC definitions is the price assumption used. Proved reserves in this report are based on the same price and cost
assumptions we use to make investment decisions. Proved reserves as defined by the SEC are based on historical market prices: beginning in 2009, the average of the market
prices on the first day of each calendar month during the year; for prior years, the market price on December 31. References to “price/cost effects” mean the effect of using SEC
historical prices and costs.

For years prior to 2009, another key difference was the treatment of oil sands reserves extracted in mining operations, as well as reserves attributable to equity companies. In
this report, oil sands reserves and our share of equity company reserves are included in ExxonMobil’s proved reserves for all periods. Under SEC definitions applicable to the
prior years, these volumes were separately reported.

The table below shows year-end proved reserves on these different bases:

(billions of oil-equivalent barrels) 2009 2008 2007 2006 2005
Basis

ExxonMobil 23.3 22.8 22.7 22.7 22.4
SEC 23.0 23.0 22.5 22.8 22.4

RESOURCES, RESOURCE BASE, AND RECOVERABLE RESOURCES

Resources, resource base, recoverable resources, recoverable oil, recoverable hydrocarbons, and similar terms used in this report are the total remaining estimated quantities of
oil and gas that are expected to be ultimately recoverable. The resource base includes quantities of oil and gas that are not yet classified as proved reserves, but which
ExxonMobil believes will likely be moved into the proved reserves category and produced in the future. The term “resource base” is not intended to correspond to SEC
definitions such as “probable” or “possible” reserves.

PROVED RESERVES REPLACEMENT RATIO

Proved reserves replacement ratio is a performance measure that is calculated using proved oil-equivalent reserves additions divided by oil-equivalent production. Both proved
reserves additions and production include amounts applicable to equity companies. Unless otherwise specified, ExxonMobil reports this ratio on the basis of the company’s
definition of proved reserves. See “Proved Reserves” above.
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PROVED RESERVES REPLACEMENT COSTS

Proved reserves replacement costs per oil-equivalent barrel is a performance measure ratio. Proved reserves replacement costs per barrel are costs incurred in property
acquisition and exploration, plus costs incurred in development activities, divided by proved oil-equivalent reserves additions, excluding sales. Unless otherwise specified,
ExxonMobil reports these costs on the basis of ExxonMobil’s definition of proved reserves. See “Proved Reserves” on previous page.

(millions of dollars) 2009 2008 2007 2006 2005
Costs incurred
Property acquisition costs 1,285 663 194 597 453
Exploration costs 3,111 2,272 1,762 1,685 1,420
Development costs 17,130 14,633 11,570 12,103 10,561
Total costs incurred 21,526 17,568 13,526 14,385 12,434
(millions of dollars) 2009 2008 2007 2006 2005
Proved oil-equivalent reserves additions
Revisions 853 211 1,793 390 377
Improved recovery 15 8 35 29 31
Extensions/discoveries 1,118 1,413 251 881 1,461
Purchases 1 — 2 755 122
Total oil-equivalent reserves additions 1,987 1,632 2,081 2,055 1,991
Proved reserves replacement costs (dollars per barrel) 10.83 10.76 6.50 7.00 6.25

HEAVY OIL AND OIL SANDS

Heavy oil, for the purpose of this report, includes heavy oil, extra heavy oil, and bitumen, as defined by the World Petroleum Congress in 1987 based on American Petroleum
Institute (API) gravity and viscosity at reservoir conditions. Heavy oil has an API gravity between 10 and 22.3 degrees. The API gravity of extra heavy oil and bitumen is less
than 10 degrees. Extra heavy oil has a viscosity less than 10 thousand centipoise, whereas the viscosity of bitumen is greater than 10 thousand centipoise. The term “oil sands” is
used to indicate heavy oil (generally bitumen) that is recovered in a mining operation.

CASH FLOW FROM OPERATIONS AND ASSET SALES

Cash flow from operations and asset sales is the sum of the net cash provided by operating activities and proceeds from sales of subsidiaries, investments, and property, plant
and equipment from the Summary Statement of Cash Flows. This cash flow is the total sources of cash from both operating the Corporation’s assets and from the divesting of
assets. The Corporation employs a long-standing and regular disciplined review process to ensure that all assets are contributing to the Corporation’s strategic objectives. Assets
are divested when they are no longer meeting these objectives or are worth considerably more to others. Because of the regular nature of this activity, we believe it is useful for
investors to consider sales proceeds together with cash provided by operating activities when evaluating cash available for investment in the business and financing activities,
including shareholder distributions.

(millions of dollars) 2009 2008 2007 2006 2005

Net cash provided by operating activities 28,438 59,725 52,002 49286 48,138

Sales of subsidiaries, investments and property, plant and equipment 1,545 5,985 4,204 3,080 6,036
Cash flow from operations and asset sales 29,983 65,710 56,206 52,366 54,174

DISTRIBUTIONS TO SHARE HOLDERS

The Corporation distributes cash to shareholders in the form of both dividends and share purchases. Shares are purchased both to reduce shares outstanding and to offset shares
issued in conjunction with company benefit plans and programs. For purposes of calculating distributions to shareholders, the Corporation only includes the cost of those shares
purchased to reduce shares outstanding.

(millions of dollars) 2009 2008 2007 2006 2005

Dividends paid to ExxonMobil shareholders 8,023 8,058 7,621 7,628 7,185
Cost of shares purchased to reduce shares outstanding 18,000 32,000 28,000 25,000 16,000
Distributions to ExxonMobil shareholders 26,023 40,058 35,621 32,628 23,185
Memo: Gross cost of shares purchased to offset shares issued under benefit plans and programs 1,703 3,734 3,822 4,558 2,221

4
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FUNCTIONAL EARNINGS®)

(millions of dollars)
Earnings (U.S. GAAP)
Upstream
United States
Non-U.S.
Total
Downstream
United States
Non-U.S.
Total

Chemical
United States
Non-U.S.
Total
Corporate and financing

Net income attributable to ExxonMobil
(U.S. GAAP)

Earnings per common share® (dollars)
Earnings per common share — assuming dilution® (dollars)

Special Items

Upstream
United States
Non-U.S.
Total
Downstream
United States
Non-U.S.
Total
Chemical
United States
Non-U.S.
Total
Corporate and financing

Corporate total

Earnings Excluding Special Items®

Upstream
United States
Non-U.S.
Total
Downstream
United States
Non-U.S.
Total
Chemical
United States
Non-U.S.
Total
Corporate and financing
Corporate total

Earnings per common share® (dollars)
Earnings per common share — assuming dilution® (dollars)

2009 Quarters
First Second Third Fourth 2009 2008 2007 2006 2005
360 813 709 1,011 2,893 6,243 4,870 5,168 6,200
3,143 2,999 3,303 4,769 14,214 29,159 21,627 21,062 18,149
3,503 3,812 4,012 5780 17,107 35,402 26,497 26,230 24,349
352 15 (203) (287) (153) 1,649 4,120 4250 3,911
781 527 528 98 1,934 6,502 5,453 4,204 4,081
1,133 512 325 (189) 1,781 8,151 9,573 8,454 7,992
83 79 315 292 769 724 1,181 1,360 1,186
267 288 561 424 1,540 2,233 3,382 3,022 2,757
350 367 876 716 2,309 2,957 4,563 4382 3,943
(436) (741) (483) (257) (1,917) (1,290) (23) 434 (154)
4,550 3,950 4,730 6,050 19,280 45,220 40,610 39,500 36,130
0.92 0.82 0.98 1.27 3.99 8.70 7.31 6.64 5.74
0.92 0.81 0.98 1.27 3.98 8.66 7.26 6.60 5.70
— — — — — 1,620 — — 1,620
— — — — — 1,620 — — 1,620
— — — — — — — — (200)
— — — — — — — — 310
— — — — — — — — 110
— — — — — — — — 540
— — — — — — — — 540
= 140) — — (140)  (460) — 410  —
— (140) — — (140) 1,160 — 410 2270
360 813 709 1,011 2,893 6,243 4,870 5,168 6,200
3,143 2,999 3,303 4,769 14,214 27,539 21,627 21,062 16,529
3,503 3,812 4,012 5780 17,107 33,782 26,497 26,230 22,729
352 15 (203) (287) (153) 1,649 4,120 4250 4,111
781 527 528 98 1,934 6,502 5,453 4,204 3,771
1,133 512 325 (189) 1,781 8,151 9,573 8,454 7,882
83 79 315 292 769 724 1,181 1,360 1,186
267 288 561 424 1,540 2,233 3,382 3,022 2,217
350 367 876 716 2,309 2,957 4,563 4,382 3,403
(436) (601) (483) (257) (1,777)  (830) (23) 24 (154)
4,550 4,090 4,730 6,050 19,420 44,060 40,610 39,090 33,860
0.92 0.85 0.98 1.27 4.02 8.48 7.31 6.57 5.38
0.92 0.84 0.98 1.27 4.01 8.44 7.26 6.53 5.34

(1)  Total corporate earnings means net income attributable to ExxonMobil (U.S. GAAP) from the consolidated income statement. Unless indicated, references to earnings,
special items, Upstream, Downstream, Chemical, and Corporate and Financing segment earnings, and earnings per share are ExxonMobil’s share after excluding amounts

attributable to noncontrolling interests.

(2)  Computed using the average number of shares outstanding during each period. The sum of the four quarters may not add to the full year. Consistent with 2009 reporting,
the calculation of prior period earnings per share has been updated to include unvested share-based payment awards that contain nonforfeitable dividend rights.

(3)  See definition on page 1.
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RETURN ON AVERAGE CAPITAL EMPLOYED®» BY BUSINESS

(percent)
Upstream
United States
Non-U.S.
Total
Downstream
United States
Non-U.S.
Total
Chemical
United States
Non-U.S.
Total
Corporate and financing

Corporate total

(1)  Capital employed consists of ExxonMobil’s share of equity and consolidated debt, including ExxonMobil’s share of amounts applicable to equity companies. See

additional information on page 2.

Return on Average
Capital Employed

W Upatream B Downstream B Chemical
(oarcent)

2005 2006 2007 2008 2009

AVERAGE CAPITAL EMPLOYED®) BY BUSINESS

(millions of dollars)
Upstream
United States
Non-U.S.
Total
Downstream
United States
Non-U.S.
Total
Chemical
United States
Non-U.S.
Total
Corporate and financing
Corporate total

Average capital employed applicable to equity companies included above

2009 2008 2007 2006 2005
18.2 42.6 34.7 37.1 46.0
24.8 56.7 43.7 47.9 45.6
234 53.6 41.7 45.3 45.7
2.1) 23.7 65.1 65.8 58.8
10.9 34.8 28.7 24.5 22.6

7.1 31.8 37.8 35.8 324
17.6 16.0 24.9 27.7 23.1
12.6 22.4 39.0 36.5 30.9
13.9 20.4 34.0 33.2 28.0
N.A. N.A. N.A. N.A. N.A.
16.3 34.2 31.8 322 313

2009 2008 2007 2006 2005

15,865 14,651 14,026 13,940 13,491

57,336 51,413 49,539 43,931 39,770

73,201 66,064 63,565 57,871 53,261

7,306 6,963 6,331 6,456 6,650
17,793 18,664 18,983 17,172 18,030
25,099 25,627 25,314 23,628 24,680

4,370 4,535 4,748 4911 5,145

12,190 9,990 8,682 8,272 8,919

16,560 14,525 13,430 13,183 14,064

10,190 23,467 26,451 27,891 24,956

125,050 129,683 128,760 122,573 116,961

27,684 25,651 24,267 22,106 20,256

(1)  Average capital employed is the average of beginning- and end-of-year business segment capital employed, including ExxonMobil’s share of amounts applicable to equity

companies. See additional information on page 2.

Average Capital Employed

B Upstream B Chemical
B Downstream Corporate and
Financing
{billionz of daolfars)
140

2005 2006 2007 2008 2009






