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The information presented here may include statements regarding future
events and / or projected financial results . The results obtained may differ from
those projected in this presentation because they are subject to risks and
uncertainty that may change based on various factors that are not under the
control of the Company .
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Betterware At A Glance

Key Facts (as of 07/30/2021)

Stock Price $42.50 USD

Market Capitalization $1,586M USD

Net Revenue $10,800M - $11,300M  49%-56% increase over 2020
EBITDA $3,200M - $3,400M 48%-57% increase over 2020
EBITDA Margin 29.6% - 30.1% -20bps to +30bps vs. 2020

CAPEX $460M

Notes: i) Financial information in Mexican Pesos Source: Management



Outstanding Track Record of Consistent Growth

Unique Business Model Supported by Three Strategic Pillars:
Product Innovation, Technology and Business Intelligence

Powerful Distribution Model

O Two-Tier Independent Distributors and Associates

O  Compelling Primary or Secondary Income Opportunity
Key lnvestment 0  Convenient Work from Home

0 Technology Based Ordering and Delivering

Highlights
Critical Mass with Significant White Space potential
O 65K Average Distributors  and 1.2M Average Associates
0  24% Household Penetration in Mexico

O 20% Share of Wallet

Asset light Business with High Free Cash Conversion

For more information, please go to

our Investor Relations website, Talented Management Team
investors.betterware.com.mx



Outstanding Track Record of
Consistent Growth

Historic growth as of 2020
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2020 Growth Explained By Acceleration of Long

Trends

Long -Term trends, which are Betterware

Cleaning and Home
Organization

Consumer ‘s awareness on
cleaning and home
organization will continue to
increase. Betterware is
strategically positioned to
offer these solutions

Gig Economy

Today, people are
looking for additional
income sources.
Betterware offers the
unigue and attractive
opportunity that current
generations need

s key strengths, accelerated in 2020:

Technology
Solutions

Adoption to technology will
increase faster than
expected before Covid, and
Betterware is ready to take
advantage of these trends
with its technologic

developments

-Term

Big Data

Basing business decisions
in data is more relevant
than before. Our business
model provides us with
data from millions of
transactions that our
Business Intelligence unit
translates into assertive

business decisions




Unique Business Model Supported by
Three Strategic Pillars:




Product Innovation

Anthropological
Studies

Ongoing research studies
and interviews made by our
anthropologists to
understand our target
consumer's lifestyle needs in

their homes

Quick polls

Constant feedback from our
associates and distributors

network through our Mobile
App

Strategic
Roadmap

Innovation plan updated on
a yearly basis and monitored

with every new catalogue

Pipeline

Proprietary tecnology
platform that enables control
and agility through the

product development process



Product Innovation

- +300 New Products
| per Year
In -House Design: p
Proprietary designs developed by in -house : e ‘ "
department together with our manufacturers in Asia
and Mexico. :
e 4

Betterware Design Partners:

Community of freelance designers that increase our

innovation capabilities.

Betterware Design Lab:
Co-design partnership with more than 12 of the top
universities in Mexico and more than 1,500 industrial

design students yearly.




Product Innovation 9
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2021 Net Company Sales by Category

Kitchen Home Commuting

Source: Management



Technology

Providing a better experience for our Distributors, Associates and Customers

———
Bétterware

Mobile App New B2C digital platform

For Distributors and Associates New customers buy online, distributors and
Everything on the go associates deliver products to their homes

+1M Downloads Distributors and associates share contact info

Early digitalization: key to growth during and personal buying preferences, increasing

the pandemic our ability to proactively service their needs

Allows Cash on Delivery Payments



Technology

Expanding and Stregthening Digitalization of our Business

Mobile App 3.0
=———"—"—™>

Upgrading our digital
platform, focusing on

simplicity and usability

Artificial
Intelligence

Expanding our Al
capabilities by
launching a
sophisticated Chat
Bot

Product
Innovation 2.0
_———

Upgrading product
innovation management
technology to accelerate

the decision making

process

Home

Technology Order Tracking
s [

Providing an efficient way Enable our

to enter new markets and distributors to track

customer segments their orders in real -

adding technology based time

home solutions



Business Intelligence

Clear Strategy

Best -in -class Technological Tools

Product Intelligence

Tight Monitoring

Well -mapped distribution
network location and
penetration by socio -

economic region

Locate areas within the
business model scope
Identify nearby distributors
Contact distributor to trigger
the recruitment of associates
or cover the identified zone

Extensive product analysis to
track performance and
instant market reactions

A Strategy to create highly -

competitive and innovative
products

A Provide distribution network

with top -quality products to
attract new customers

A Big data analysis of client

behavior

Proprietary live performance
tracking platform

A Weekly performance
monitoring against sales
objectives

A Detailed information of each
distributor number of orders,
average ticket, type of items,
among others

A Adjusting objectives based
on live performance

Source: Management



Business Intelligence

Dots represent a

distributor. Color scales
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economic segments
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Source: Management



Powerful Distribution Network Model

Overview

Two -Tier Distribution Network

65K Average Distributors
A 82% of Distributors place orders every week

A Average weekly order ticket of ~US$400 (MXN$8.0K)
A High tenure

1.2M Average Associates
A Place orders to their assigned distributor and are either
final consumers or the selling point with other clients

A Do not receive commissions and are not paid for recruiting

Source: Management, as of June 30, 2021

Note: Associates need to recruit 3 individuals and
purchase a minimum of US$125 in order to upgrade
to Distributor level

Rewards for Distributors

BetterVVa re A 10-16% discount on its
0 . ' ¢ ¢ Ag 3sajgsdzo t
Distributor places A 20-40% of  Betterware
orders to Betterware Points earned by its
Associates
Distributor
N/
Distributor sells to a pool of Associates
Recruited ¢ (19 on average)
|

|
/\8 (-XE Rewards for Associates

A 24% discount on product

Associates Referred purchases

A 1 Betterware Point  for

. every MXN $1of purchase
9Assocnates purchase and sell products



Critical Mass with Significant White
Space Potential

Business is highly Strong distributor and Innovation supports Increased technology New marketing to
consistent and easily associate growth in continued expansion in support including web drive increased
replicated in new 2020 Rpaves the way existing and new platform upgrade and awareness
markets for continued double categories digital app to increased

digit sales gains sales

Source: Management



Growth
Opportunities



