


FORWARD-LOOKING STATEMENTS
This presentation contains “forward-looking statements”. These forward-looking statements relate to Coca-Cola FEMSA, S.A.B. de C.V., its subsidiaries (“KOF”), and their businesses and are based on
KOF management’s good faith expectations regarding KOF and its businesses. Forward looking statements involve known and unknown risks, uncertainties and other factors, many of which are beyond
KOF’s control and which may cause the actual results, performance or achievements of KOF and its businesses to be materially different from those expressed or implied by the forward-looking
statements contained herein or in oral statements made by members of KOF’s management. There can be no assurance that the results and events contemplated by the forward-looking statements in
this presentation will in fact occur. These forward-looking statements are based on numerous assumptions regarding KOF’s present and future business strategies and the environment in which KOF
operates and are not a guarantee of future performance. Therefore, recipients should not place undue reliance on them. Forward-looking statements speak only as of the date they are made. KOF
undertakes no obligation to update or revise any forward-looking statement, whether as a result of new information, future events or otherwise.

The content of this presentation is intended for informational purposes only and does not constitute a representation and/or warranty made by KOF and/or any of its affiliates and subsidiaries. The use
in any manner of the information contained herein is of the sole responsibility of the recipient and/or attendant, therefore, recipient and/or attendant does not reserve any action or claim of any
nature against KOF or any of its subsidiaries or affiliates, for any damage or harm that recipient and/or attendant may suffer due to the use that they give to the information contained in this
presentation. Recipient and/or attendant to this presentation expressly and irrevocably acknowledges to have read and understood, in its integrity, the content and extent of this disclaimer, therefore,
their permanence in this presentation constitutes their express and irrevocable acceptance to the terms contained herein.

CONFIDENTIALITY
The nature of all the information in this presentation is privileged and confidential and belongs to KOF. By electing to view this information, you represent, warrant and agree that you will not disclose,
release, copy, take away, record or otherwise attempt to re-transmit this information, in whole or in part, directly or indirectly to any other persons (whether within or outside your organization/firm).
Distribution of this information to any persons other than the person to whom this information was originally delivered and such person’s advisors is unauthorized and any disclosure, release and/or
reproduction of these materials, in whole or in part, or the divulgence of any of its contents is prohibited, directly or indirectly. By attending this presentation, you are expressly and irrevocably agreeing
to be bound by the foregoing restrictions and to maintain absolute and strict confidentiality regarding the information disclosed in these materials and any other oral and/or written information given
during this presentation.

ADDITIONAL INFORMATION AND WHERE TO FIND IT
Documents filed electronically by KOF with the Securities and Exchange Commission’s (“SEC”) are available to the public on the Internet at the SEC’s website at www.sec.gov and at our website at
www.coca-colafemsa.com. Free copies of all of KOF’s filings with the SEC may also be obtained by directing a request to:

COCA-COLA FEMSA
Mario Pani # 100, Col. Santa Fe Cuajimalpa 05348, Mexico City, Mexico



(1) Unit cases 

(2) Adjusted EBITDA = operating income + depreciation + amortization & other operating non-cash charges
(3) As of December 31, 2017, Venezuela is reported as an investment in shares, as a non-consolidated operation.

+4.0 B UC
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11,457
TRUCKS

252
DISTRIBUTION CENTERS

+2.1 M 
POINTS OF SALES

+272 M
PEOPLE SERVED

2.4 M
COLD DRINK EQUIPMENTS







(1) 2023 vs 2022 Results

¿En vidrio
sabe mejor?







(1) 2023 KOF MX volumes include 59 million UC from aquisition of Cristal bulk water business. Organic growth in 2023 was 5.5%
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Customers Sales Force

End-to-end Personalized Customer Experience at every touchpoint engineered by Gen AI & Platform Analytics

KO Portfolio

Grow The Core

Monetize

Enable our Salesforce with 
new tools and activities to 
develop our clients 

Personalize our customers 
experience through 
analytical products 



Revenues
FY’23

Digital Orders 
FY’23



Collaborative filtering 
and Implicit feedback

Clustering and 
optimization models

Large Language Models 
Image generation
(DALL-E)

Financial & Commercial

Supply Chain

Sociodemographic from 
statistics bureau

Market research

Variables



▪AI Driven image & 
text generation 

▪Push & In-app 
notifications

▪Customer Insights near real time

▪ “Pedido Rápido”

▪ Implemented via our 
omnichannel phygital
platform

▪Recommendations 
based on similar & 
near clients

▪AI driven dynamic clustering, 
at a customer level

▪Productivity Improvement [Min]

All our algorithms are developed in-house together with key partners, and are KOF proprietary

Clients
Enabled

Clients
Enabled

▪Considering what, how 
and when to     
promote

▪Generate optimal price scenarios, 
increasing granularity and 
automation of process

ROI Uplift vs 
human

▪10 additional engines 
integrated into Juntos+ 
Advisor

70 8 8.8x

28 0.5 56.0x

35 7 5.0x

To  From 

Revenue 
Uplift

Target 
Group

Initiatives 
Creation 

Initiatives & 
Target Association



Juntos+ Clients 
adoption 

Back-end program capabilities
customer satisfaction

Monthly Clients 
w/redemption



Guided 
Missions

Categories 
development

Juntos+ Advisor

Incentive 
Model

Juntos+ 
V4

Lean 
Processes

Order 
Taking

Self-
Execution

Juntos+ Advisor 
MVP

AI-based Sales Force activities 
definition, personalized for 
each client

Redefining how to engage with 
our Sales Force via a gamified 
user interface

In-cloud online data integration, 
order entry agnostic
(360° Customer view for Sales Force)



Productivity
+4pp MX
+1pp BR

On Shelf Availability
+1pp MX
+3pp BR

Points of 
Sale▪ Sell-out & Inventory

▪ Smart Tasks 
▪ Segmented information
▪ Universal product code scanner MEX BRA

Collaboration with clients and 
KOF areas, through dashboards 
and routines

▪ Improve Fill Rate
▪ Prevent Out of Stock

Close-the-loop Customer Service 
initiatives with large clients

Expanding to Guatemala & Colombia in 2Q’24



• Building on the growth momentum of our core business

• Taking Juntos+ v4.0 to the next level with the deployment of advanced AI capabilities 

• Continue fostering a customer-centric and psychologically safe culture
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