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PRESENTATION

Operator

Good day, ladies and gentlemen, and welcome to today s conference call to discuss the combination of Invitrogen and Applied Biosystems.
(OPERATOR INSTRUCTIONS). I would now like to hand the call over to Ms. Amanda Clardy, Vice President of Investor Relations for
Invitrogen. You may proceed, ma am.

Amanda Clardy - Invitrogen - VP IR

Good morning everyone. We are very pleased to be here today discussing the combination of Invitrogen and Applied Biosystems. If you haven t
received a copy of today s press release, you may obtain one from our website at Invitrogen.com or at AppliedBiosystems.com.
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On the call this morning we have representatives from both companies. From Invitrogen we have Chairman and CEO Greg Lucier, and Chief
Financial Officer David Hoffmeister. Representing Applied Biosystems we have Applera Chairman and CEO Tony White, Applied Biosystems
President and COO Mark Stevenson, and Applera s CFO, Dennis Winger.

Before we begin, I want to reminder our listeners that our discussion today will include forward-looking statements including, but not limited to,
statements about future expectations, plans and prospects for the company. We believe these statements are based on reasonable assumptions,
but actual results may differ materially from those indicated. It is our intent that these forward-looking statements be protected under the Safe
Harbor created by the Private Securities Litigation Reform Act of 1995.

On the next page, additionally we will be discussing GAAP and non-GAAP measures. A full reconciliation of the non-GAAP measures to
GAAP can be found on our website. For today s call we will be referencing a presentation that you may view online. Instructions to access the
webcast are on our website. Additionally the presentation is posted on both company s IR sites.

We will begin today s call with remarks by Tony White. Then Greg and Mark will discuss the strategic rationale of this transaction, and David
will follow with a financial overview.

With that, I would now like to hand the call over to Tony White.

Tony White - Applera Corporation - Chairman, CEO

Good morning, everyone. This is an important day for both of our companies. My board and I and our management team are excited about the
combination of these two fine companies and the even stronger company that will result from this combination.

I would like to provide some quick background of how we got to today. In January the Applera Board of Directors authorized Morgan Stanley to
consider options to enhance value for the Applied Biosystems shareholders. We have been through an extensive process, including conversations
with multiple parties. Our financial advisers and our Board concluded that this transaction is the best option to deliver premium value today and
even greater value tomorrow for the Applied Biosystems shareholders.

The strategic options that the Applera Board considered including, first, continuing to make acquisitions and increase our portfolio; second,
restructuring and remaining independent; and third, selling to another company.

Today s transaction is a hybrid of the second and third options, as we re combining with a very complementary life sciences tool provider to
create a new company that will have the strength of each, as well as synergies that will make the combination much more than the sum of its
parts. Personally I m excited about this powerful combination.
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Many in the investment community know that a key part of our business strategy over the past few years has been to diversify our revenue base.
One critical part of that strategy has been a strong focus on building our consumables business, both organically and through the acquisition of
Ambion. This strategy has been quite successful, and to the point that AB s revenues from consumables now exceed revenues from instruments.

The second part of our growth strategy has been to increase the use of our molecular technologies in high growth applied markets not only
forensics where we have had great success, but in other applied markets, including quality and safety testing. The agreement to combine
Invitrogen and Applied Biosystems is a giant leap towards further diversifying our business and accelerating the strategic push into consumables
and applied markets.

Importantly the business, now joined with a very able partner, remains absolutely committed to the instrument platforms and the research
markets that are core to our mission.
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Now it is my pleasure to turn the meeting over to Greg Lucier.

Greg Lucier - Invitrogen - Chairman, President, CEO

Thank you very much, Tony, and good morning everyone as well. We appreciate you calling in to hear about the very exciting news we
announced earlier. This transaction is going to transform our company and create significant value for our shareholders and customers.

Let me start by giving you a quick overview of the transaction. Invitrogen will be purchasing 100% of the outstanding common stock of Applied
Biosystems of Applera at $38 per share, or a total deal value of $6.7 billion. ABI shareholders will receive a combination of cash and Invitrogen
stock. The estimated split of cash and stock is 45% and 55%, respectively.

Invitrogen shareholders will maintain a majority ownership of the new company. The cash portion of the transaction will be paid by cash on
hand, and approximately $2 billion in new debt. The total debt of the combined company will be approximately $3.5 billion, or 3.6 times debt to
EBITDA ratio.

Upon closing, the company will be named Applied Biosystems, but we will maintain and build upon the great brand of Invitrogen for selling and
merchandising high-quality reagents. As you can imagine, there was much discussion on the corporate name of the combined company.
However, we believe that Applied Biosystems is a name that best describes the company we hope to build, a system s company in the biological
sciences that has an emphasis on taking technology from the research lab and applying it to commercial application.

Our headquarters will be Carlsbad, California. The closing of the transaction is expected to occur of the fall of this year, pending regulatory
approvals, as well as Invitrogen and Applera shareholder approval.

Now I will remain CEO of the company, and David Hoffmeister will remain as the CFO of the new Applied Biosystems. I m extremely pleased
to announce that Mark Stevenson has agreed to take on the role of President and Chief Operating Officer of the combined company. Mark and I
have already formed a good working relationship, and I look forward to getting going with him on the integration planning soon.

Our new Board will consist of our current nine Invitrogen Board members and three Applera Board members. Those members are still being
determined, but we welcome the new ideas and insights they will surely bring.

Moving to slide 7, both companies have a long history of success in our respective areas. We, as of the premier provider of scientific reagents,
and ABI as the premier supplier of systems and services. We both have leading brand recognition in our markets, driven by an innovation
culture in both parties.
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In fact, both companies have sizable patent estates, and the combined company will have more than 3,600 patents and exclusive licenses. This is
an impressive IP portfolio, and we intend to continue the tradition that both companies have of using best innovation to fuel profitable growth.

On slide 8, you will see that the companies also share a common vision, which makes it far easier to integrate the two into one. As we have our
quests here at Invitrogen, which focuses on the goal of improving the human condition and solving our customers workflow challenges, Applied
Biosystems has their five strategic enablers, which focus on the very same things as well.

Looking at slide 9, we believe it is important to look at how the industry is changing, what are the trends that we see on the horizon, and have
this new company will be positioned to benefit from emerging macrotrends.

10
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As you can see from this slide, by bringing these two companies together we will benefit from each of these industry dynamics, whether it be
taking advantage of the convergence of genomics with systems biology with the rapid growth we are seeing in emerging markets, such as China
and India.

In addition we are particularly pleased that our new company will take the leading role in the development of new technologies to drive down
the cost to sequence a genome to $1,000, an extraordinary scientific breakthrough. And we are well positioned to benefit from this explosion of
genetic discovery via our combined positions in scientific validation, applications and commercialization.

Now if we turn to slide 11,1 m going to turn my attention to describing the strategic rationale for this deal. As I have said, there are some very
compelling macrotrends that make this combination very attractive. And it is even more attractive when you consider how highly
complementary our best-in-class product offerings really are.

This combination also gives us a significant commercial network, unmatched at many customer sites around the world. In addition, it gives both
our companies access to high-growth markets, opening up opportunities for accelerated revenue growth.

And lastly, this transaction makes a lot of sense because it will create value for our shareholders through the strong financial profile of the
combined company that we can achieve in the future.

Simply put, this merger combines the industry s premier consumables provider with the industry s premier systems provider to create a
world-class biotechnology tools company that is uniquely positioned to accelerate and drive new discoveries in commercial application.

Let us now take a few minutes to expand upon each of these first three strategic reasons for doing this deal. On slide 12, you can see that each of
our two companies possess a range of complementary product offerings in each of the major biological fields of study.

Our customers are doing important research with a lot of difficult variables to decipher. As a result, trusted brands are key to customer loyalty,
and brands such as TagMan and Ambion from ABI, and TOPO, SuperScript, Lipofectamine, Novex, GIBCO and molecular probes by
Invitrogen have come to represent everyday lab technologies that represent superior quality, reliability, and workflow innovation.

In addition to these consumable brands, the brand of Applied Biosystems has come to represent these same attributes for trustworthy sequencing,
real-time PCR and mass spec instruments. These work horses of the lab are anchor points for reagent consumption and repeat services, and
represent an excellent source of synergy for both the companies best-in-class consumables.

On slide 13, you can see that most of Applied Biosystems revenues already from occurring strains, such as consumables, royalties and services,
much like Invitrogen. As a result, almost three-quarters of our combined company s revenues will be a runrate repeatable business in the form of
consumables, royalties and services, all of which have very high margins, making for an attractive profile for a company in the life science
industry.

11



Edgar Filing: APPLERA CORP - Form DEFA14A

Now let me take a few moments on slide 14 to explain why this combination of the leading reagent provider with the leading instruments
supplier is so compelling to our customers. In biotechnology a typical customer s day is spent planning experiments, obtaining samples,
preparing and processing those samples, conducting analysis, typically with some form of instrument, and then interpreting the data. Historically
Invitrogen has innovated around the first part of this workflow.

In this stage the permutations can be endless on how to best prepare a sample, and flexible kits and optimized general-purpose reagents are
critical. By contrast, ABI with its roots in instrumentation traditionally focused on optimizing reagents for its own systems.

12
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The promise of this combination is that when joined, we re the best positioned company in the industry to achieve reagent instrument
optimization across all the key workflows many of the key workflows in the laboratory. Now innovation around optimized workflows requires
insights into all aspects of the application at a deep, detailed level that is not possible across separate organizations.

Invitrogen brings customer knowledge to a wide range of customers. Cell biology, that can be leveraged into creating new system opportunities
as an example. And ABI brings customer knowledge for genetic analysis and applied market workflows that it can inform Invitrogen efforts.
And given that invention and discovery is 80% knowing where the problem is, the new ABI will know where the problems are first in the
industry.

On this slide we have depicted the typical workflow for next generation sequencing. Prior to analysis a sample requires high fidelity PCR,
specified fragmentation, electrophoretic reparative separation, enzymatic litigation, and so forth. These are ideally suited for Invitrogen s
competencies. Such collaboration would not have been possible without this combination.

You can see that on slide 15, that we as a combined company will also be very well positioned in our industry in terms of research and
development scale to achieve breakthrough innovation. Our two companies will have $300 million in R&D spend, representing approximately
10% of combined revenues, and over 1,000 of the most dedicated and creative scientists in biotechnology.

And perhaps the most impressive metric is that these combined companies will have over 3,600 patents and licenses, which is an impressive
amount, and which we plan to continue the historic practice of both companies by defending and proactively monetizing our IP.

On slide 16 you can see the second main strategic reason for combining our two companies is the commercial team we are creating. This new
company joins together two of the broadest, most extensive, most respected commercial networks in life sciences.

More importantly, each have distinguished themselves with highly complementary skill sets. Invitrogen field representatives excel at harvesting
repeat business, working their customer relationships with the bench scientists, and ensuring our customers always have easy access to our
products, whether that be through setting up an easy ordering system on our e-commerce engine, or utilizing the significant network of supply
centers we have set up.

On the other hand, ABI reps are terrific at placing new systems that carry large price tags and require a lot of upfront selling. They have a global
service infrastructure set up already to continue the customer relationship beyond the first-time sale. And they have very high level customer
contacts. In addition, they have moved beyond life sciences to create a customer network in applied markets, which we think are very attractive.

Together we will have over 3,000 sales and service representatives worldwide. With the complementary skills of each group, we will be able to
capture more of the lifetime value of the customer revenue stream. And importantly, we believe we will be able to offer our customers more
enhanced service and support for the life of the relationship.

13
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I will have now hand the call over to Mark Stevenson to go over the third strategic reason why this combination is so compelling, which is that
this deal increases our companies opportunities to expand in some of our industry s most attractive, highest growth markets. Mark, over to you.

Mark Stevenson - Applied Biosystems - President, COO

Thank you, Greg. As we have already stated, and as you can see from the slide 17, this combination brings together leading brands, products and
commercial networks, which in turn strengthens our respective positions in complementary growth

14
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segments. Specifically, we will leverage each other s capabilities and channels in cell biology, applied markets, next generation sequencing, and
emerging geographies.

I will discuss in some greater depth the first three of these segments during the next couple of minutes. Before we discuss cell biology, however,
let me note on this page that each of our companies see emerging markets, such as those in the Asia-PAC region as attractive markets and
sources of talent today. And we believe that these fast-growing geographies will increasingly be where our customers, suppliers and employees
are located.

This will require significant investments in infrastructure, commercial operations and talent management. By combining our two companies, we
will enjoy economies of scale that can be used to dramatically accelerate our growth in these geographies.

Let s now take a few minutes to discuss how this combination will create a powerful cell biology franchise. On page 18 you can see that the cell
biology it is a $6 billion market, with growth being driven by such macrotrends as increasing funds for cell therapy and stem cell research, and
more use of primary and other disease relevant sales.

Importantly, Invitrogen is the number one cell biology brand by a wide margin in an otherwise highly fragmented market. With a wide range of
antibody content, media and reagents and customer access, Invitrogen is well positioned in these markets.

However, many of the applications in cell biology workflows require not only reagents, but also complete systems. In addition, cell biology is a
highly content specific area, and has a strong link with RNAi application. On both of these fronts, systems development and RNAi through
Ambion, AB s strength in these areas complement Invitrogen s strength.

Between our companies will be able to capture increasing market share of this $6 billion market, providing a substantial and material platform to
grow the top line of our company at over 10% in this segment.

Let s now move onto the next slide to talk about our next growth markets. On page 19 you can see that in this case AB has a strong presence in a
number of applied markets. AB s capabilities include presence with sales and service people in a number of high-growth applications.
Additionally, AB has tremendous capability in automation and systems development, ISO and regulatory expertise, and significant validated
assay development capabilities.

Invitrogen has targeted a number of entry points in applied and regulatory markets, including water, biodefense, bioproduction, HLA, histology
and cytology.

Perhaps of more importance, Invitrogen has capabilities via its antibodies, beads, labels, enzymes and assay development and kit assembly
competencies to significantly enhance AB s product offering, and to leverage our systems capability to create new applied market systems.

15
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We see a continuing trend shifting traditional tests away and across the molecular testing, with new content from biomarkers being validated
every week. Our combined companies will invest heavily to develop new solutions for customers in these new applied markets.

Turning to the next slide, and in the area of next generation sequencing, with our SOLiD system we have the highest output program of any
platform. Our 2 base encoding yields the highest accuracy of all short-read next generation sequencing platforms. And our best-in-class field
service and support is yielding a rapid sales uptake of SOLiD 2.0.

As we further develop the SOLiD platform with walkaway automation and dramatically reduce the turnaround time, we can combine this focus

with Invitrogen s expertise and capabilities in labeling and molecular biology to develop optimized reagent and applications workflows.

16
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In addition, Invitrogen is currently investing in third generation sequencing technologies and would have been required to spend considerable
resources to commercialize a system independently. By combining our efforts in this area, the new company can accelerate these efforts and
drive the cost of sequencing down towards the $1,000 genome, enabling new applications across research and applied markets.

As we look at the next slide, and as SOLiD drives down the cost of rare SNP and gene expressor discovery, we expect that increased validation
of this new content using our RT-PCR Systems for functional analysis will occur as researchers increase their understanding of gene products in
the context of the cell, and then apply these discoveries to transform various markets, including the diagnostic market. The new company will be
well positioned to capture these downstream revenue opportunities in both the research and applied applications.

I will now turn the call over to David Hoffmeister to cover the financial highlights of this transaction.

David Hoffmeister - Invitrogen - CFO

Thank you, Mark. And if you please turn to Page 23, I thought I would start by going over the synergies we expect to achieve by combining our
companies, because we believe these synergies will create significant value for our shareholders in both the short and the long term.

We have spent a considerable amount of time leading up to today in estimating how much we can get from both costs and revenue synergies.
Based on this review, we are confident we can achieve a runrate of at least $125 million in cost synergies by the third year of combination, with
the vast majority completed by the end of year two.

These cost synergies will come from raw material savings, elimination of overhead duplication, facilities rationalizations, and increased R&D
efficiency and effectiveness. We would expect the raw material synergies, will be some of the first savings to be achieved, followed quickly by
the overhead savings.

We expect to achieve our costs synergy targets with these types of savings in the first year, while the second and third year savings will come
from facilities rationalizations and other areas.

In terms of revenue synergies, we expect to achieve at least $50 million in annualized operating income by the third year of combination. The
revenue synergies we achieve are going to be a result of cross-selling into existing and new markets and new product introductions. You heard
Mark talk earlier about some of the more exciting opportunities we have on this front.

On page 24 the combined company is to have a very strong financial profile, with 25% EBITDA margins and over $800 million in operating
cash flow. This will allow us the flexibility to quickly repay our debt and/or buyback our shares.

17
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On slide 25, you can see that the company will also have a very well diversified revenue base by geography, end markets and product. Similar to
Invitrogen stand-alone, the new company will not be highly dependent on any one customer, product or geography.

On slide 26, in our press release is some guidance for what we expect to achieve in the first full year after close. We expect the combined
company will achieve mid single digit organic revenue growth. Non-GAAP EPS will be neutral to slightly accretive to the $2.60 Street estimate
for 2009, depending on how quickly we close and when the synergies begin to be realized.

This assumes $60 million of operating income from synergies achieved in the first year, a blended interest rate of approximately 6% on our debt,
a 30% effective tax rate, and approximately 190 million shares outstanding.

18
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Beyond 2009 we are confident we can grow revenue in the mid single digits and perhaps more, depending on how quickly we can achieve the
revenue synergies. We believe the combined company operating margin can reach the high 20s in the next several years, as we continue to
realize costs synergies and optimized price across both companies product offerings. We expect EPS will grow in the double digits in 2010 and
beyond. This type of earnings growth will increase our return on invested capital to above our WACC within the next several years.

We are very excited about this strategic combination, and upon closing we will update our shareholders on an ongoing basis on our progress
towards achieving our synergies and capturing the full promise of this transaction.

I will now hand the call back over to Greg to take you through the immediate next steps.

Greg Lucier - Invitrogen - Chairman, President, CEO

As you can see on slide 28, as I said earlier, we expect to close this transaction this fall, pending regulatory and shareholder approval. Upon
closing we will quickly integrate the reagent businesses, while leaving the instrument businesses largely stand-alone, with the exception of joint
R&D projects that we already have our sights on. Our cost-saving programs will be implemented immediately.

On slide 29 I think it is worth spending a moment on why we feel so strongly that we can create value for our shareholders with this transaction.
Other than the very compelling strategic reason for our companies to combine, we believe the financial benefits are very attractive as well. We re
confident that we can deliver the full promise of this transaction, both strategically and financially, because our company now has a strong track
record of success.

Now I recognize that we have had our issues a few years ago when we tried to integrate 15 acquisitions onto a very unstable company
infrastructure. Those investors and analysts who know us well, know that our company is a radically different one today than it was three years
ago. We have a very solid and stable infrastructure from people to processes to systems. We have a leadership team that has demonstrated we
can deliver upon a significant improvement to company performance in a very short period of time.

This quarter we are again solidly on track to deliver yet another quarter of strong organic growth and double-digit EPS growth. Our company
could not be in a better position to take on something of this nature. Yes, it will be complex. Yes, it will be time-consuming. And, yes, there will
be challenges. But our team and the ABI team are up for the challenge, and I m extremely confident that we can deliver upon our commitment
and then some.

Trust me when I say, we did not take this decision lightly. We did not jump into it. We evaluated this potential combination long and hard, and
did extensive due diligence. Although I can t possibly know this company as well as Tony or Mark does yet, I feel I know it better than any other
company [ have acquired in my entire career. I know the challenges. [ know the potential it has, and most importantly, I know the potential that
we can achieve together. The bottom line, our two companies combined is one that will create great things for shareholders, employees and
customers.
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On slide 30 let me just say that I will end my prepared remarks by reiterating the strategic and financial reasons for this transformative
combination. Our companies are highly complementary from our products to our commercial network.Together we will have the ability to drive
further growth in markets we could not have won alone. The combined company has significant free cash flow, and the synergies we re confident
we can achieve will create short and long-term value for our shareholders.

I hope you join me in my enthusiasm for this deal. We re now happy to answer any further questions you may have. Amanda, over to you.

20



Edgar Filing: APPLERA CORP - Form DEFA14A

Amanda Clardy - Invitrogen - VP IR

Thank you. Operator, we can now open it up for the question-and-answer period.

QUESTIONS AND ANSWERS

Operator

(OPERATOR INSTRUCTIONS). Quintin Lai, Robert Baird.

Quintin Lai - Robert Baird - Analyst

Good morning and congratulations on the deal. As we take a look at the deal, diving a little bit deeper, could you talk about
some of the ongoing partnerships that both Invitrogen and AB have now? Will there be any changes that you foresee
through that 2009/2010 period that you gave with your financials?

Greg Lucier - Invitrogen - Chairman, President, CEO

All the existing partnerships and alliances that each company had remain intact, and will be continue to run for the success of those partnerships
and alliances. Now let me be a little less circumspect and perhaps address a question that may be harboring out there on mass spec business.

I just want to say a few words about that. When you look at this total combination, look about 90% of it is an absolutely perfect
fit. When we looked at the mass spec business, it is a good business and we intend to run it with great success with our
partner.

Now going forward when we think about other instruments we want to provide and create, I think it is clear that we want to do that in a way that
the instrument will consume reagents and services down the road. But again, about 90% of this deal is a perfect fit. And that mass spec business
is a good one. It is a leader. And we intend to run it for success.

Quintin Lai - Robert Baird - Analyst
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As a follow-up, and then I will jump back in the queue because I know there are a lot of people in the queue. As you proceed with this merger,
could you talk a little bit about other acquisition and opportunities, the more niche ones that both AB and Invitrogen have pursued? Will they be
tabled for now or is that part just business as usual?

Greg Lucier - Invitrogen - Chairman, President, CEO

I think it is first and foremost very focused on achieving the synergies we re committing to our shareholders today. Now having said that, I think
we would also continue to do the smaller technology acquisitions, licenses, things to continue to add into this very I think broad vast portfolio of
technologies. But we re not planning on any acquisitions from here in the near term, because we think we have a great platform that we want to

bring together in the most efficient way.

Operator

Ross Muken, Deutsche Bank.

22



Edgar Filing: APPLERA CORP - Form DEFA14A

Ross Muken - Deutsche Bank - Analyst

As we look at the next gen sequenced opportunity, that is obviously something you highlighted as an exciting new area for you guys. Can you
talk about two things. One, sort of the competency you bring to the R&D effort in sequencing, and what your vision is to help move the
instrumentation closer to that $1,000 point, where it could be potentially a diagnostic?

And then two, in the short term do you think there will be any disruption in that market, given the transaction? And how do you counteract that
with the customers who may be potentially nervous about purchasing from a company that is in the midst of a large combination?

Greg Lucier - Invitrogen - Chairman, President, CEO

Let me say a few words from an Invitrogen standpoint. One of the areas of due diligence that we did an incredible amount of work on was the
SOLIiD platform that ABI has developed. This SOLiD platform 2.0 that Mark spoke about, we believe is a real winner, and is going to be
demonstrated over the next couple of years here. That is point one.

Point two, Invitrogen had already started up a fairly large team to develop next generation or let s say the current generation of sequencing
technology, developing reagents for those platforms. There are a number of different product planning cycles that will happen here to develop
sample preparation, optimize chemistries for the SOLiD platform and the [Celexa] platform for the benefit of customers. This combination can
accelerate that work.

Thirdly, as Mark also mentioned, Invitrogen very confidentially had a very large team developing next generation sequencing technology. The
combination of these two companies now is going to accelerate that work and continue to build upon this great platform of SOLiD well into the
future. If anything, I would summarize that this transaction really creates, I think, a dynamo in sequencing technology now and well into the
future.

Ross Muken - Deutsche Bank - Analyst

And in terms of the customer disruption angle, so you don t assume there s going to be any sort of change in market
dynamics?

Greg Lucier - Invitrogen - Chairman, President, CEO

I will let Mark Stevenson answer that point.
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Mark Stevenson - Applied Biosystems - President, COO

I am going to keep this team very focused. It is going very well on the 2.0. Our sales and support organization will keep very focused on the
current customer rollouts. We see both the upgrades we are doing for our current customers are well received, as well as the new systems.

As Greg mentioned, we already have a relationship between the two companies, as we have discussed, both the beads and dyes already use
technologies that come from Invitrogen. And as we integrate these workflows, I would like to improve the workflow for these customers both in
their sequencing and gene expression applications.

Unidentified Company Representative

I would also add in our dialogue, that whole business is going to be really untouched in this whole integration planning. So it is business as
usual, as you say, and let s keep the momentum going.
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Ross Muken - Deutsche Bank - Analyst

David, you mentioned that you thought the pro forma revenue guidance would be sort of mid single digits. You have been tracking towards the
end of the towards the top end of that. Can you talk about the growth expectations you have for the various ABI businesses, or what has been
assumed, if you can? Or can you comment on your view, or the view you took on what you think will happen to the CE market on the research
side, and how that was factored into the sort of pro forma growth rate?

Greg Lucier - Invitrogen - Chairman, President, CEO

Why don t we break that question up into a few different answers. And why don t we start with, Mark can give his commentary
on the CE market and how we see things.

Mark Stevenson -Applied Biosystems - President, COO

Well firstly the CE market is pretty much as we have explained before. Interestingly as part of the due diligence the Invitrogen team engaged
with L.E.K and did another survey of the market. We updated our point of view about just the number of applications that these will be
continued to be used for as we go into the diagnostic space. And there are some interesting opportunities for applications as we combine these
two companies in the applied markets with the CE application.

So our view of that business has not changed. We continue to see the consumables uses both in forensic and the applied markets. And we will
just see more complementary, so there is no change in that view.

Greg Lucier - Invitrogen - Chairman, President, CEO

I would also say the area that we looked into was just the future of qPCR and the patent estate. And just a few comments we could make is that,
first, the future for RT-PCR we think is fantastic. And we will follow the great work going into next generation sequencing.

Secondly, in terms of patent expiration out there in the 2011, 2012 timeframe, you can be assured that we have key development efforts already
identified that we can take that issue off the table relative to revenue growth over the next several years.

I will turn in over to David to give any other color commentary on revenue growth.
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David Hoffmeister - Invitrogen - CFO

I think the only other thing that I would add is as two companies start to work together, we will have more to say about what we think the growth
rate will be from the combination and what impact it will have on the individual products, market segments and businesses. But for now, we feel
very comfortable with that mid single digit projection.

Operator

Jon Wood, Banc of America.

Jon Wood - Banc of America -Analyst

Greg, I understand your comments on mass spec. Would you be willing to comment, if there s an opportunity to divest that business, would you
pursue that avenue?
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Greg Lucier - Invitrogen - Chairman, President, CEO

I m not willing to have that dialogue. We re going to run that business. We re going to run it for success with our partner, and it is business as
usual.

Jon Wood - Banc of America - Analyst

Can you give us a sense of the size of the royalty payments between both companies annually? Is that considered a revenue or a call synergy?
Can you give us some idea around that?

Greg Lucier - Invitrogen - Chairman, President, CEO

No, that would really just be lined out, so we didn t consider that to be a synergy at all.

Jon Wood - Banc of America - Analyst

If Dave could break out the buckets for the first year of operating income synergies, could you do that?

David Hoffmeister - Invitrogen - CFO

Again, just as a top level, we have said that we are expecting over basically a three-year period $175 million in total synergies. $125 million in
costs. $50 million in revenue, and that $50 million is operating income impact. And we expect in the first year that we would get $60 million in
synergies, the vast majority of that would be cost synergies.

Jon Wood - Banc of America - Analyst

So there is some revenue synergy built into that first year?
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David Hoffmeister - Invitrogen - CFO

Very small amount of revenue synergies. The revenue synergies we are really not anticipating to really kick in until years two and three.

Operator

Tycho Peterson, JPMorgan.

Tycho Peterson - JPMorgan - Analyst

Greg, in your comments you talked a little bit about some of your history in terms of integrations and things. It has been a while since you have
done a big acquisition. So I am just wondering if you can talk qualitatively about that the team maybe you have in place to handle the integration
here, and maybe your plans to keep key R&D personnel? And then if there are any plans to try to improve the performance of some of the
businesses, like mass spec, that have maybe underperformed recently?
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Greg Lucier - Invitrogen - Chairman, President, CEO

Over the last couple of weeks Mark Stevenson and I would have had discussions about how we would bring these two companies together. And
we have a really solid framework for combining Invitrogen and Applied Biosystems. So we start with a good understanding of what has to be
done.

In terms of the team, we have also talked through of what people we have on each team, if you will, and how we would deploy those people in
order to really get these synergies to happen very quickly. So I think Mark and I feel comfortable that we re going to have a tremendous
combined leadership team to go get the synergies.

The other good benefit here is that both companies have global IT systems up and running now. And so, unlike our problems of a few years ago
where we were trying to integrate a lot of little companies on to a lot of little information systems, we don t have that complication here. So I
think it is going to make the integration in key areas very straightforward.

Finally, in terms of mass spec, look, I think that we went through that in detail with AB, as we are doing our due diligence. And I m very excited
by the plans they have in that business. And it is a leader, and I think it will continue to be a leader. So that is really my comments on your
questions. Mark, maybe you want to add anything?

Mark Stevenson - Applied Biosystems - President, COO

No, I would just add, Tycho, as you know from the mass spec business, and we saw these last couple of weeks on the ASMS conference this
business is driven as we introduce new product cycles. We saw that and engaged with many of our key customers this last week in Denver. We
have discussed with our joint partner and spoke with them about this transaction occurring here as we come out and float some new product
cycles to drive the revenue. And we are expecting that to go forward. And Greg touched on that as he looked into what is the pipeline coming
forward here.

Tycho Peterson - JPMorgan - Analyst

In the comments that you guys made earlier, you didn t talk a lot about diagnostics. Can you just comment anecdotally as to how important that
opportunity may be over the next couple of years. And is there any change in the timing in terms of when AB Instruments may be applied to the
diagnostic market, given the agreement today?

Greg Lucier - Invitrogen - Chairman, President, CEO
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Maybe I can differ to Tony, who knew about the Celera spin, and then we can answer  the first part of your question about the movement of this
new company into diagnostics.

Tony White -Applera Corporation - Chairman, CEO

I think that in the sort of medium to longer term there is a major opportunity for this combination. The Celera spin that we have discussed
publicly many times, both the arrangements that were made there, with the exception of sort of a noncomplete for us for a period time of a few
years, in the very specific areas where Celera has gone to market, certain tests, and so forth, this combined company would be free to do
whatever they think is appropriate in the diagnostics market. So they re not going to be constrained in any meaningful way. Other than not
directly competing with Celera in a few of the tests that they are already marketing. Which wouldn t be their focus anyway.

I think the technology evolution that is in front of these guys is really exciting. If you take next generation sequencing, for example, and what we
think this technology that we have today is capable of doing in terms of the limits of this technology, it is clear to us that breakthroughs in
disease management are going to be available from this type of technology.
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You re going to be able to look, for example, at individual cancers at the genomic level, and we think shape therapies around that type of
information that will be available on a portable on a timely basis for clinicians. And that is just an example. I think the convergence of the
clinical markets and these types of technologies that are today being used in the research market is in front of us and represents a major new
plateau for this company to achieve.

Mark Stevenson - Applied Biosystems - President, COO

I would just add that as we have been preparing for this spin we have been investing in our product commercialization process, so that we can
operate better our systems in this more regulated environment. We recently acquired the notice that our Singapore facility will now meet ISO
1345 registration, which will allow us during this next calendar year to launch our first system we have been developing that will CE IVD
Marked for the European market.

So we are slowly building up our capabilities to operate in these emerging opportunities, so that we can both better support our clinical research
customers and also launch more complete systems into this CE IVD market in the future.

Tycho Peterson - JPMorgan - Analyst

Then just finally one for David. Can you comment on your targets for debt paydown, either generally or as specifically as you want?

David Hoffmeister - Invitrogen - CFO

I think in general we re goin
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