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1. Introduction to DR.WU Skincare



DR.WU — TW’s No.1 Medical Skin Care Brand DRNU
- Quick Facts About Us
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DR.WU — TW’s No.1 Medical Skin Care Brand DR.WU
- Our Philosophy About Skincare
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DR.WU — TW’s No.1 Medical Skincare Brand DRWU

- Brand Origin of DR.WU
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DRWU —TW’s No.1 Medical Skincare Brand DRNU
- The Milestones of DR.WU
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DR.WU — TW’s No.1 Medical Skincare Brand DR.WU

- Competitive Advantages and Our Success Formula

Our Success Formula & Differentiation
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2.Forward Growth Strategies

- Channel Strategy
- Product Strategy
- Brand Strategy
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Channel Expansion: Distribution Channel DR.WU

- Regional Sales Channel Distribution Updates
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Channel Expansion: China Strategy DR.WU

- China Skincare Market Potential

CLINICAL SKINCARE

China’s Cosmetic Market Forecasts China Beauty Market Expected To Grow On A Per Capita Basis
: : China Medical
(USSbn) China Cosmetic Market (USSbn) Cosmetic Market Per-capita Skincare Spending(!) (2015)
70 - ob_x 664 12 - 10.7
A . . )
o Cosmetics purchased per capita
60 - [y 10 (US$ / person)
47.8 $150 ~ East Asian customers are generally more
50 ~ 8 & aware of anti-aging and lightening
40 - functions than Western customers —
6 inclined to purchase relatively more
30 -+ Expected functional and expensive skincare products
4 growth
20 - path to a level
10 - 2 aligned with
other Asian
0 - 0 countries
2014 2019E 2014 2019E $100 -
Per Capita Cosmetics Consumption 9
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Source: Company filings, Company website, Yuanta Investment Consulting, International Trade Administration, Euromonitor, broker reports. 12
1. Skincare, color, sun care, sets / kits products included; per-capita skincare spending excludes spending from duty-free stories.



Channel Expansion: China Updates DR.WU
- Online First Offline After Expansion

CLINICAL SKINCARE

2016 Q1 | 2016Q2 | 2016 Q3 2016 Q4
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Channel Strategy: Watsons Expansion DR.WU
- 2017 China Entry Plan in WATSONS (3,300 Stores)

TYPE 20171H 2017 2018Q1

Wall Units 76 236 237
4 13 14

Store in Store

North: 57 doors

Total

Beijing Counter

East: 30 doors

West: 48 doors
\ © WaLsons BE

' watsons ESR

Shanghai SUPER BRAND
Store in Store

-

LSy e -

- Watsons EER

DRWU . -

LM SNEREART

Shanghi Longemoht
L~ Store in Store

Middle: 52 doors

‘ South: 64 doors
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Channel Strategy: China Offline Expansion DRNU
- Offline Strategy CLINICAL SKINGAR

STAGE 1 STAGE 2 STAGE 3
2016 Q4 2017 5018
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Channel Strategy: China Online Expansion DR.WU
- Online Strategy
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Our Future Prospects: Market Expansion DRWU

- Global Skincare Market Potential EIRPERRIMLE
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Product Power

- New Product Development: Current Portfolio
- Complete Product Lines: 12 Key Lines x 72 SKU

HYALUCOMPLEX
HYDRATING SYSTEM
3 PR RS (R 0R £ 5

MANDALIC
RENEWAL SYSTEM
BCHIEE RS

AGEVERSAL
REPAIRING SYSTEM
HBIERIEERS

VITAMIN C +
WHITENING SYSTEM
VC+iBER %5

ACNECUR
ANTI-ACNE SYSTEM
FZ BE 32 2 5

CAPSULE MASK
ZERHERS

12 SERIES-
72 SKU

Average
Retail Price
USD 40

mild-O
Cleansing SYSTEM
m AR E 25

UV PROTECT
SUNCARE SYSTEM
EVRREEST]

PREMIUM SKINCARE
BEIERIRE R

SKINCARE FOR MEN
ST EUIRE ZS

SPECIAL CARE

SRGEIE R

DR.WU

CLINICAL SKINCARE
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Product Strategy DRNU

- 2018 New Products and Continue to Elevate Existing Series
Total of 17 SKU to be upgraded with new formulation
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Marketing Strategy: Brand Differentiation

- DR.WU — TW'’s No.1 Medical Skincare Brand
- Brand Positioning Among Derma Skincare and Doctors’ Brands

e DRWU is a PROFESSIONAL brand positioned
to offer Non-Surgical Cosmetic Medicine
Concept Skincare with fast effective functional

High
effectiveness

DR.WU

|

. 5
Perricone MD

Dr Sebagh
it PETERTHOMASROTH
CLINICAL SKIN CARE
[ i» 4SMOTH  F i,
o

skincare
«  Mid- to High-end Skincare solutions developed ?r'
by renowned Asian dermatologist for Asian
skins, targeting 18-40-year-old segment - Murad'l Fes
= DDF
DrJart+
A : ._ ) T[EAI T 4
Low price LASOCHEFOSAY  Tiatane
= Avene ” FOR
LRIAGE - BEL@VED
A P ONI
VICHY 2 r
Low
effectiveness

~
7

High price
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I Marketing Strategy: Endorser DR.WU

- Enlisted famous Actor as DR.WU Endorser

2015-2016 Endorser B& 2017 New Endorser i X iE
VERRELNBEDHLSA - VERRANEEE \ETRERSA -
VERTWETEAGLE « BRE7 Eemm v ENER2017EKIENSBBA00EMEE-=£=

AR AEIEAIRE EEE - (B GETS - M+ BHTCEER - N IR 4812588 |
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- New Endorser in China

I Marketing Strategy : China DR.WU

2018 China New Endorser
sREIE

SYERSR : 2018

BIFRE . BEEEZRS|

B2 113858 - BE15E 28952
(AE (ST

TV . HIEIRES - EEEE - REMNZ

Movie : FHZZ2

DN N N
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Marketing Strategy : Omni-Channel DR.WU

- From Transactions to Relationships

BIG DATA .;:_,eﬂ'“:'h PRM
g Relationships
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0 |
%ﬁ Prediction for Customization
SOCIAL MEDIA LOYALTY PROGRAM

| Cross-channel ntegration Ji kv [l LoaltyProgam

Guessing Preferences
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Marketing Strategy : New Social Media Concept DR.WU
- Build broad and depth of user generated contents (UGC) _

FiE BEN - BEX - EBMREE - BA - KOLE
ZHNUAMIBEESRXENBAEE NN EH
MESEFTE  URARBINBEEKROE -

Professionals: Media:

Doctors Beauty Editors

Professors Reporters

Beauticians

Industry Experts Celebrities:
Musicians Actors

KOLs: Artists

Internet Celebrities

Bloggers Loyal Customers:

Youtubers VIPs

IGmers Wu Club Fans

Channel Members

24



3. 2018 Q1 Recap and Financial Results



DR.WU

Financial Performance
- 2018 Taiwan Macro Economy Status

CLINICAL SKINCARE

o BE2017FEGDPEEZXR23%EHN2016F1.9% @ 2017F 5 _ZHEEEX£PELEZ TR - 2018FFE—Z=VIEERAE4.8% -
o 2016FEFFENHBEEIRS ARV - BEDZIRESZEEHEIE -

Taiwan GDP Growth 2016-2018Q1 Retail Sales

2.4% - 2.3% oo 2:3%
K o™ 1,100 - 6.0%
2.2% - 7 x ) 4.8% | 99”
- 5.0%
2.0% - 1.9% 1.9%!
18‘; 1,050 1 L 4.0%
. 0
L 3.0%
1.6% - 1,000 - o
: L 2.0%
1.4% - 950 - - 1.0%
1.2% - - 0.0%
1.0% . . . . 900 T T T T : : : . -1.0%
2015 2016 2017 2018E 2016Q1 2016Q2 2016Q3 2016Q4 2017Q1 2017Q2 2017Q3 2017Q4 2018Q1
Revenue =@=YQY
. . 2017-2018Q1 Derma Market Share
The Number of Chinese Tourists o
100%
500 L 20%
0,
200 o 80% 7.8%
(]
300 25.4%
200 [ ~20% 60%
L -40%
100
60% 40%
= T T T T T T T T T T T T T T T T T T T T T T = (]
EREEREEE EEEER s R R R 200 53.8% —
cot st attocat st wat ooy 0
Sfs<sSs3tzHo0288¢s<c3s32°3380288¢8s
0%
Chinese Tourists =8=—% change from benchmark level* 2017 2018Q1

*Benchmark level: the average monthly Chinese tourist visit during June 2015 to May 2016
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Financial Performance

- 2018Q1 Revenue Updates

(NT$’000)

350,000
300,000
250,000
200,000
150,000
100,000

50,000

0

Consolidated Revenues

Pr—

DR.WU

2016Q1 2016Q2 2016Q3 2016Q4 2017Q1 2017Q2 2017Q3 2017Q4 2018Q1
Sales 234,133 271,854 291,389 353,219 257,982 199,945 216,535 262,460 214,307
YTD net sales 234,133 505,987 797,376 1,150,595 257,982 457,927 674,462 936,922 214,307
=¢=YOY Change 60.4% 47.4% 17.0% 23.6% 10.2% -26.5% -25.7% -25.7% -16.9%
==t=YTD YOY Change 60.4% 53.2% 37.6% 33.0% 10.2% -9.5% -15.4% -18.6% -16.9%
==ie=Q0Q Change -18.1% 16.1% 7.2% 21.2% -27.0% -22.5% 8.3% 21.2% -18.3%

. 2018Q1%HQ$§£EWHHH/'\16 9% - TEHRESEZEWBEBRINEEFNEERERMEFKEE -

 2018Q1%

BRI =ZFABtE - BFFEWRD ZRE S & #E#E/)\
B3t & 55 5 B R B A (2018QIER = FE B HAIE IN30%) -

- EERH

- 80%

- 60%

- 40%

- 20%

- 0%

- -20%

-40%

EHEE T BREEES B R
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Financial Performance DR.WU
- 2016-2018 Monthly revenue Updates

Unit: NT$'000

I T

67,423 70,005 74,732 6.8% 6.8%

Feb 46,577 62,940 59,075 -6.1% 0.6%

Mar 120,133 125,037 80,500 -35.6% -16.9%

Apr 94,562 50,172 62,856 25.3% -10.1%
May 75,228 76,574
Jun 102,064 73,199
Jul 77,278 64,479
Aug 101,596 76,595
Sep 112,515 75,461
Oct 126,953 70,682
Nov 130,033 138,001
Dec 96,233 53,777

Total 1,150,595 936,922

o H2017.04%EE R D
. 52017Q1ﬁ_‘£,%‘§%$i%fﬁﬁgr%%&qﬂl‘**EEJZ//'\ - AMEEaEiE VHE -
- RN BEREEEREEFHEESEKELEE

e 2017.04ZWINTD63E & - Eﬁ%ﬁﬂﬁﬂimzs%’ s RFEZRBARZBFEERBEUN BN
EEHECEARSE - HANUEHEE

28



DR.WU

Channel Strategy: Distribution Split

- Sales Contribution by Channel

bEHISEREERE - H2014FM2%ZE2018Q1 218 MZE24% -
BE&5 T EIEILEEIEINES8% -

CLINICAL SKINCARE

NTS$'000
2016 2017 YOy 2017Q1 2018Q1 YOY
Offline Taiwan 696,218 504,062 -27.6% 167,513 124,796 -25.5%
Online Taiwan 161,445 108,731 -32.7% 36,967 25,443 -31.2%
Taiwan subtotal 857,663 612,793 -28.6% 204,480 150,239 -26.5%
Offline China 47,401 50,534 6.6% 18,681 13,317 -28.7%
Online China 179,026 219,409 22.6% 21,288 38,997 83.2%
China subtotal 226,427 269,943 19.2% 39,969 52,314 30.9%
Overseas 66,504 54,186 -18.5% 13,533 11,754 -13.1%
2016 2017 2018Q1
Online Online
China China

18%
[ONEIES Offline

0,
Overseas 2800

Offline

6%

Online Taiwan

Taiwan 60%
14%

Taiwan
58%
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Financial Performance

- 2018 Q1 Net Profit Updates

DR.WU

CLINICAL SKINCARE

NTS’000 . H
( ) Consolidated Net Profit
100,000 - 350%
90,000 - 300%
80,000 - 250%
70,000 | 00%
60,000
- 150%
50,000
- 100%
40,000
- 50%
30,000
A I A |
20,000 0%
10,000 —— —9 - -50%
—— N
-100%
2016Q1 2016Q2 2016Q3 2016Q4 2017Q1 2017Q2 2017Q3 2017Q4 2018Q1
Net profit 67,019 73,503 72,609 98,992 67,917 17,125 19,716 22,497 28,046
YTD net profit 67,019 140,522 213,131 312,123 67,917 85,042 104,758 127,255 28,046
EPS 1.58 1.71 1.58 2.19 1.48 0.37 0.43 0.50 0.62
==fe=Net margin 28.6% 27.0% 24.9% 28.0% 26.3% 8.6% 9.1% 8.6% 13.1%
===YQY change 78.1% 288.2% -9.6% 8.2% 1.3% -76.7% -72.8% -77.3% -58.7%
=@-=YTD YOY Change 78.1% 148.4% 55.7% 36.7% 1.3% -39.5% -50.8% -59.2% -58.7%

e 2018Q1FF*13.1%H2017Q4

8.6%IZNN - HEH2017Q28 B ERIZ €U E - ETEEHEFEFZEIZN(2018Q1FF

TF564.1% VS. 2017Q4FER R 561.7%) °
e 2018QLFFER2017Q1E58% - FEGEBAMISHE NE KRB AMEZERREFESEERILN - RMmMEEE
FHNEBEEFERERRD -
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Financial Performance DRWU

- Income Statement Summary
Consolidated Unit: NT$'000

YOY

Revenue 1,150,595 100.0% 936,922 100.0% -18.6% 257,982 100.0% 214,307 100.0% -16.9%
Cost of Sales 355,088 30.9% 347,034 37.0% -2.3% 81,145 31.5% 76,886 35.9% -5.2%
Gross Profit 795,507 69.1% 589,888 63.0% -25.8% 176,837 68.5% 137,421 64.1% -22.3%
Distributor costs 120,191 10.4% 151,863 16.2% 26.4% 29,923 11.6% 31,016 14.5% 3.7%
Advertising 93,071 8.1% 77,227 8.2% -17.0% 10,833 4.2% 18,692 8.7% 72.5%
Personnel 125,554 10.9% 124,949 13.3% -0.5% 28,586 11.1% 35,047 16.4% 22.6%
Other operational 73,949 6.4% 92,770 10.0% 25.5% 15,686 6.1% 25,422 11.8% 62.1%
Operating Expenses 412,765 35.8% 446,809 47.7% 8.2% 85,030 33.0% 110,168 51.4% 29.6%
Operating Profit 382,742 33.3% 143,079 15.3% -62.6% 91,807 35.5% 27,253 12.7% -70.3%
Non-Op Income & Expenses -7,873 -0.7% 5,147 0.5% -165.4% -10,264 -4.0% 4,127 1.9% -140.2%
Profit Before Taxes 374,869 32.6% 148,226 15.8% -60.5% 81,543 31.5% 31,380 14.6% -61.5%
Income Tax Expense 62,746 5.5% 20,971 2.2% -66.6% 13,626 5.2% 3,334 1.5% -75.5%
Net Profit 312,123 27.1% 127,255 13.6% -59.2% 67,917 26.3% 28,046 13.1% -58.7%
EPS (NTS) 7.06 2.78 1.48 0.62

% Operating expenses according to company internal classification 31



Financial Performance

- Balance sheet & key Indices

Consolidated

2016.12.31 | 2017.3.31 | 2017.1231 | 2018.3.31

R RETE
JESTRRR
=8
HitSmEE
BERE
&R
R
EZMEIEE
IR H
FiHEHE
53R HE
BB (%)
T 2 SR I 2 (%)

SEXEHZFRERA

. $ﬁ% E%FMZEII&X@%$I%§ bSO
- OB E R R ECEE - Em R

870,206
220,262
147,588
895,179

2,244,170

194,559

2,049,611

61
143

46

9

21
281,054

g2 -

667,418
243,025
175,758
1,084,907
2,280,079
168,663
2,111,416

82
191
69

13
-1,544

578,897
151,046
216,767
940,500
2,041,192
169,552
1,871,640

72

202
77

93,828

DR.WU

CLINICAL SKINCARE

Unit: NT$'000

440,364
186,775
219,010
940,500

1,960,809
134,441

1,826,368

72
272
65

-61,704

REHENDANHHETBREINERATIBE

32



11.\'“;’.'\1. bR h:-ﬂ"lmu LR
\,:“'?k‘ﬂf '-fn-'\.

ﬂﬂ' e Ln;.t-\. P

&L BT Futie Trm e
ﬁal‘ﬂﬂ'ﬁ*ﬁ’iﬁ'd 7 Lk
“thﬂ.i b'-‘la-:"rt"

@'j'?') Nurstiese Daliveng Syean @

00O MWE 0 PGl

DR.WU

A

CLINICAL SKINCARE

&=

i,
@, PR L TN

=

.-(,fw
o

nk You

Wr Personal Doctor
E@r Your Perfect Skin”
: -DR.WU

| G

Contact Information
Jennifer Tu, CFO ext. 830

' &II Fiona Chiu, Financial Manager ext. 702
i

TEL : +886-2-2369-9888
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Mobile : +886-905-685-503
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