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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. Recipients are cautioned not to
put undue reliance on such forward-looking statements, which are not a guarantee of performance and
are subject to a number of uncertainties and other factors, many of which are outside KOF’s control, that
could cause actual results of KOF and its businesses to differ materially from such statements. KOF is
under no obligation, and expressly disclaims any intention or obligation, to update or alter any forward-
looking statements, whether as a result of new information, future events or otherwise.

CONFIDENTIALITY
The nature of all the information in this presentation is proprietary and confidential.

ADDITIONAL INFORMATION AND WHERE TO FIND IT

Documents filed by KOF are available at the Securities and Exchange Commission’s public reference room
located at 450 Fifth Street, N.W., Washington, D.C. 20594. Investors and security holders may call the
Commission at 1-800-SEC-0330 for further information on the public reference room. Free copies of all of
KOF’s filings with the Commission may also be obtained by directing a request to:

COCA-COLA FEMSA
Guillermo Gonzalez Camarena No. 600, Col. Centro de Ciudad Santa Fé 01210, México D.F., México

Investor Relations
José Castro / (52) 55 5081 51 20 / jose.castro@kof.com.mx

Gonzalo Garcia / (52) 55 5081 51 48 / gonzalojose.garciaa@kof.com.mx
Roland Karig / (52) 55 5081 51 86 / roland.karig@kof.com.mx



Our history denotes our strong focus on COCA-COLA
growth through execution

the perfect consumer experience
at every point of sale

plcTura of cuccess

OUR PATH FoR




KOF is the largest Coca-Cola bottler in

Latin America...

12% of
Coca-Cola

Global volume
growth

Colombia

Mexico

¢ Venezuela
Guatemala—

Nicaragua Brasil

Costa Rica

Panama

COCA-COLA

FEMSA

35%
of Coca-Cola
LatAm volume

10% of
Coca-Cola
Global volume

Argentina

/ \ almost 70,000 employeey

over 24 Bn Unit Cases\

uUssS 7.9 Bn in Revenues
over 200 MM consumers

1.5 MM points of sale

Note: Percentage of. TCCC volume according to TCCC 2008 Annual Report and KOF’s estimates.



COCA-COLA

... with a solid growth track record » FEMSA

Revenues EBITDA
(USS Bn) 7.9 (USS Bn)
3.1
Growth 08-09
1.5 0.3 KOF EBITDA + 15%
- KOF Territories GDP - 4%
1999 2003 2009 1999 2003 2009
] ]
| CAGR 99-09: 18% | CAGR 99-09: 18%
] , II
| CAGR 03-09: 17% | CAGR 03-09: 14%

Note: Figures in Nominal Mexican Pesos converted to US Dollars using EOP exchange rate of each year.



As we continue growing, we face more

complex challenges...

Modern trade
development &
emerging channels
pressuring our
traditional service
model

Category convergence,
Industry consolidation
and tougher competitive
environment

Requires a more
comprehensive approach to

constantly improve
execution

Ever-changing consumer
trends requiring
constant innovation and
adaptation

COCA-COLA

- FEMSA

Multi-category and
segmentation driving
complexity
(e.g. more SKUs,
new capabilities and
service models)



... for which we prepare using a strategic

framework based on 5 cornerstones

Take our
operations
toward their
Full
Potential
Consolidate KOF
as a global
mulitcategory leader
Operate

under complex
environments
and control

Risks Agenda

Innovate
to drive top line
growth and
value chain
optimization

through
value creating

Acquisitions

COCA-COLA

FEMSA

Grow



COCA-COLA

Aiming at our full potential, we strongl focus.
; > e FEMSA

on leveraging existing asset utilization...

Manufacturing Productivity Distribution Productivity

(MM UC / Plant) (MM UC / DC)
78 12 Productivity
opportunities:
7
35 e Distribution network
+124% +66% restructuring - Brazil
e Asset reconfiguration —
Plants 52 30 DCs 244 208 Colombia
Assets per UC Capex per Incremental Volume e Reconfiguration of
(Uss/uc) (Uss/uq) (1)
16 . plantcs and DCs
Mexico
) e ... and we keep on
-39% 2.39-60% looking for more
2004
I 2009

Source: KOF Strategic Planning. Figures in Nominal Mexican pesos converted to US Dollars using EOP exchange rate.
(1) Property, Plant and Equipment Net
(2) Considers all CAPEX, including CAPEX to replace depreciated assets.



... and continuously invest and innovate in our COCA-COLA

FEMSA

value chain to maximize productivity

Packaging Processes and Technology
e Lightest Coca-Cola Contour e 2009 capacity increase of
e Short Cap in Mexico 100% 325 MM UC
(currently rollout in rest of e Improved water & energy usage ~
operations) USS 2 MM savings in 2009
e 15% recycled content in our e Currently evaluating investments in:
packages and doubling it — Warehouse automation (laser
e Savings: guided vehicles, automated

— 35,000 tons of PET / year picking, warehousing silos)

— US$ 40 MM / year — Toluca first 1 Lt / 1 Lt of water

usage facility
e New packages: Re-sealable can,

wrap-around labeling, etc. — Heavy manual labor elimination

e Cord stretch film rollout



Our multi-category focus allowed to grow f

¥ COCA-COLA
consistently, yet some opportunities remain FEMSA

untapped

KOF Sparkling, Water and Emerging

Categories Volume: 2004 - 2009
(Bn Unit Cases)

(g?g'; Opportunity
2.4 20% USS 1.5Bn
59 Opportunity

1.8 USS 2.0 Bn

Still -
Water

Opportunity Size
USS 4.2 Bn

Sparkling
7%

2004 2006 2009

Source: Nielsen, and KOF Strategic Planning Estimates.



Aligned with TCCC, we are broadening our COCA-COLA

portfolio to better satisfy our consumers... FEMSA

el e

. Leadership across
e catﬂg ories and
territories

b

Bottled Water

Resulting in a +50% SKU growth
.::::::::::::=5=::E:::.:... from 2006 tO 2009

g Market Leadership in some of our territories




.. and excelling our execution, aligning OUFEE COCA-COLA

FEMSA

value chain to deliver to each customer accordinghy

Winning Brands Portfolio

—
World—Class Capabilities

e A perfectly aligned system
allows to fully exploit market
opportunities

e Excelling our execution requires:

— — a total company strategy

Productive Supply Chain w/all functions involvement

— investing in capabilities along

Superior Customer the value chain

Management & Execution
— developing transfer
mechanisms across

Traditional Customized <3 yl-4:111]) :
operations / channels

— integrating and automating
all systems




We have transformed our commercial model to COCA-COLA

focus on our customers’ value FEMSA

Value Based Core Commercial
Customer Segmentation Processes
|' Improve \} / : Perfect multicategory\
| Service/ | Picture of shopper experience in
\ Efficiency /
[ — SLEEES every point of sale
Gold / A
I |
I I
I |
| | Customer Right offer to each
| L Value D retailer to implement
Silver | Maximize ot desired picture of success
' Topline | Proposition
' Growth |
| |
| |
I . . N Effective & efficient sales
I\ " Improve ‘: Service A and delivery model to
| o o
\_ 1 Efficiency | Model provide defined value

~N. /
N proposition
Customers Objective




For example, Valle Frut success shows how value e

creating acquisitions levered with innovation &
execution deliver growth

FEMSA

KOF Still Beverage Volume: 2007 - 2009

125

Transformed
a USS 300MM
into a
USS 600MM
60% business
in two years
of KOF’s 2007-
09 incremental
volume
2007 Organic Del Valle Innovation 2009
2% of Growth Acquisition / Execution 5% of

portfolio portfolio



COCA-COLA

Getting to Jugos del Valle, implied rethinking ou
FEMSA

business model & speeding up our go-to-marke

e New business models: Joint ventures with KO
— 50/50 profit split
e Leverage innovation: Jugos del Valle expansion...
— ...from 2 to 6 countries
— ... from 60 to 260 SKU’s
e Use of new technologies
— ..from Tetra Pak to PET
e Joint effort: KO — KOF Innovation Stewardship
— Launch of high quality low juice content product

e Important effort developing / transferring execution capabilities across
organization

Our innovation pipeline focuses on products that can transform
the category with relevant top line results




KOF not only executed, but delivered positive
financial results

KOF EBITDA and Debt: 2003-2009
(USS MM)

COCA-COLA

FEMSA

ADLA
Acquisition
Remil
Acquisition Acquisition /
, \ EBITDA
1,000 / A\ Brisa
' JDValle \Acg@on
500 - Acquisition Net Debt
0 I I I I I ]
2003 2004 2005 2006 2007 2008 2009
Focus Panamco Integration Multicategory Leadership
Volume
outside 12% —————=—=—=—=— == —— == - - 49Y%

Mexico



We will maintain our profitable growth track ® coca-coLA

in the following years FEMSA
KOF Market C(ap; 19)94 - Feb 2010 e A multi-category company with...
US$ B
’ 12.1 — Efficient asset utilization &

1994 1999 2004 2009

state-of-the-art systems

Value creation acquisitions
levered by compelling
innovation

Evolving commercial model &
capability transfer mechanisms

Flexible & experienced talent
pool

Strong financials

e

We are ready to continue growing through execution...





