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Certain statements contained in these materials are not statements of historical fact constitute forward-looking statements, notwithstanding that such statements are not specifically identified.

Forward-looking statements are not guarantees of future performance. Rather, they are based on current views and assumptions and involve known and unknown risks, uncertainties and other factors, many of which

are outside the Company’s control and are difficult to predict, that may cause actual results or developments to differ materially from any future results or developments expressed or implied by the forward-looking

statements. Factors that could cause actual results to differ materially from those contemplated by the forward-looking statements include, among others: (i) global, regional and local economic weakness and

uncertainty, including the risks of an economic downturn, recession and/or inflationary pressures in one or more of the Company’s key markets, and the impact they may have on the Company, its customers and

suppliers and the Company’s assessment of that impact; (ii) continued geopolitical instability (including as a result of the ongoing conflict between Russia and Ukraine), which may have a substantial impact on the

economies of one or more of the Company’s key markets and may result in, among other things, disruptions to global supply chains, increases in commodity and energy prices with follow-on inflationary impacts, and

economic and political sanctions (iii) financial risks, such as interest rate risk, foreign exchange rate risk (in particular as against the U.S. dollar, the Company’s reporting currency), commodity risk, asset price risk,

equity market risk, counterparty risk, sovereign risk, liquidity risk, inflation or deflation, including inability to achieve the Company’s optimal net debt level; (iv) changes in government policies and currency controls; (v)

continued availability of financing and the Company’s ability to achieve its targeted coverage and debt levels and terms, including the risk of constraints on financing in the event of a credit rating downgrade; (vi) the

monetary and interest rate policies of central banks; (vii) changes in applicable laws, regulations and taxes in jurisdictions in which the Company operates; (viii) limitations on the Company’s ability to contain costs and

expenses or increase its prices to offset increased costs; (ix) the Company’s failure to meet its expectations with respect to expansion plans, premium growth, accretion to reported earnings, working capital

improvements and investment income or cash flow projections; (x) the Company’s ability to continue to introduce competitive new products and services on a timely, cost-effective basis; (xi) the effects of competition

and consolidation in the markets in which the Company operates; (xii) changes in consumer spending; (xiii) changes in pricing environments; (xiv) volatility in the prices of raw materials, commodities and energy; (xv)

difficulties in maintaining relationships with employees; (xvi) regional or general changes in asset valuations; (xvii) greater than expected costs (including taxes) and expenses; (xviii) damage to the Company’s

reputation or brand image; (xix) climate change and other environmental concerns; (xx) the risk of unexpected consequences resulting from acquisitions, joint ventures, strategic alliances, corporate reorganizations or

divestiture plans, and the Company’s ability to successfully and cost-effectively implement these transactions and integrate the operations of businesses or other assets it has acquired; (xxi) the outcome of pending and

future litigation, investigations and governmental proceedings; (xxii) natural or other disasters, including widespread health emergencies such as the COVID-19 pandemic, cyberattacks, military conflicts and political

instability; (xxiii) any inability to economically hedge certain risks; (xxiv) inadequate impairment provisions and loss reserves; (xxv) technological disruptions and threats to cybersecurity; and (xxvi) the Company’s

success in managing the risks involved in the foregoing. Many of these risks and uncertainties are, and will be, exacerbated by the ongoing conflict between Russia and Ukraine, and any worsening of the global

business and economic environment as a result. All subsequent written and oral forward-looking statements attributable to the Company or any person acting on its behalf are expressly qualified in their entirety by the

cautionary statements referenced above. Forward-looking statements speak only as of the date on which such statements are made.

The Company’s statements regarding financial risks are subject to uncertainty. For example, certain market and financial risk disclosures are dependent on choices about key model characteristics and assumptions and

are subject to various limitations. By their nature, certain of the market or financial risk disclosures are only estimates and, as a result, actual future gains and losses could differ materially from those that have been

estimated. Subject to the Company’s obligations under Belgian and U.S. law in relation to disclosure and ongoing information, the Company undertakes no obligation to update publicly or revise any forward-looking

statements, whether as a result of new information, future events or otherwise. These materials shall not constitute an offer to sell or the solicitation of an offer to buy any securities, nor shall there be any offer,

solicitation or sale of securities in any jurisdiction in which such offer, solicitation or sale would be unlawful prior to the registration or qualification under the securities laws of such jurisdiction. By attending the meeting

where this presentation is made, or by reading the presentation slides, you agree to be bound by the above limitations.

Legal disclaimer





J O I N E D  

A B I

F A M I L Y

MY CAREER IN ABI

M A N A G E M E N T  

R O L E S  I N  

S A L E S

R E G I O N A L  

S A L E S  

D I R E C T O R

L O G I S T I C S   

A N D  S A L E S  

D I R E C T O R

M E X I C O  

B U P R E S I D E N T

2 0 0 0 - 2 0 0 9

2 0 1 0  - 2 0 1 1

2 0 1 2 - 2 0 1 5

2 0 1 6 2 0 1 8 - 2 0 2 3

A F R I C A  

Z O N E  C E O

2 0 2 4

2 0 0 0
L O G I S T I C S

V I C E  P R E S I D E N T

H I G H  E N D  C O

V I C E  

P R E S I D E N T

2 0 1 7



D E V E L O P I N G  M A R K E T

F U L L  O F  P O T E N T I A L

K E Y  C O N T R I B U T O R

T O  A B I  G R O W T H

G L O B A L  S T R A T E G Y  

R E L E N T L E S S E X E C U T I O N

KEY MARKET TO DRIVE FUTURE GROWTH

G R O W T H  P O T E N T I A L

F O R  T H E  F U T U R E



128 MM +7%
HIGH+MID SEL 

POPULATION
10TH LARGEST IN THE WORLD

MEXICO FULL POTENTIAL 
PROMISING DEMOGRAPHIC PROFILE

MEDIAN AGE29
VS. USA 38 GERMANY 45

2020 VS 2016
(UNITED NATIONS, 2022)

(UNITED NATIONS, 2022)

(MEXICAN ASSOCIATION OF MARKET RESEARCH, 2020)



MULTIPLE
TRADE AGREEMENTS

#9
FOREIGN INVESTMENTS

WORLDWIDE

MEXICO FULL POTENTIAL 
ATTRACTIVE MARKET TO INVEST

STABLE
CURRENCY

(OECD, 2022)

+50
C O U N T R I E S



KEY CONTRIBUTOR TO ABI GROWTH

#4 #2
EBITDA

VOLUME
NET 
REVENUE

TOPLINE BOTTOM LINE

ABI INTERNAL FINANCIAL DATA FY 2022



MEXICO MOST VALUABLE BRANDS

OWNERS OF THREE

BEER

OF THE MOST
VALUABLE

IN MEXICO
BRANDS

KANTAR BRANDZ, MOST VALUABLE MEXICAN BRANDS 2023

#1 #3 #4BEER

ALL CATEGORIES #2 #8 #11



MEXICO
HOMELAND OF CORONA

A MEXICAN

PRESENT
ICON

COUNTRIES
IN 180+



GRUPO MODELO
CORPORATE REPUTATION

GENERAL 
SINCE 2020

98 YEARS
KEY ROLE IN MEXICO’S PROGRESS 

LOCAL BUSINESS WITH POSITIVE IMPACT
IN OUR COMMUNITIES

#2

BEVERAGES
SINCE 2017

#1

ALWAYS PRESENT
WITH MEXICO



GROWTH POTENTIAL
INDUSTRY EVOLUTION - MEXICO

ORGANIC
BEER
+ 4%

OTHER ALCOHOL 
+3%

GDP +2%

POPULATION +1%

2013 2022

52L

BEER
EVOLUTION

INDUSTRY 
CONSUMPTION LEVEL

ABI CONTRIBUTION 
TO INDUSTRY GROWTH

80%

DELIVERING

2017 2020

77L

2017-2022

*BEER VARIATION: BEER CHAMBER OF COMMERCE, 2022. CAGR 2017-2022 / GDP: BANXICO, 2022. CAGR 2017-2022 / POPULATION VARIATION: UNITED NATIONS POPULATION DIVISION, 2022. CAGR 2017-2022 / OTHER ALCOHOL: 
EUROMONITOR, 2017-2022.

*
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0

1
7
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0

2
2

GROWTH
INDUSTRY 

VOLUME / POPULATION, 
BEER CHAMBER OF COMMERCE, UNITED NATIONS 2022 BEER CHAMBER OF COMMERCE 2022



GLOBAL STRATEGY
RELENTLESS EXECUTION

PORTFOLIO STRATEGY

MORE CONSUMERS

MORE OCCASIONS

FULLY DIGITAL ROUTE-TO-MARKET

EMPOWERING CUSTOMERS AND CONSUMERS

LEVERAGING TECHNOLOGY, DATA & ANALYTICS

DELIVERING STRONG VALUE

CONSISTENT PROFITABLE GROWTH

MEGABRANDS



FELIPE AMBRA
V P  M A R K E T I N G  M E X I C O



LEAD & GROW
THE CATEGORY



PARTICIPATION OCCASIONS

CATEGORY EVOLUTION AND POTENTIAL

+6%

B E E R  C A T E G O R Y  D R I V E R S  ( 2 0 2 2  V S  2 0 2 1 )

+11%

G A I N I N G  B R A N D  E Q U I T Y I N D U S T R Y  B E N C H M A R K S

MEX

KANTAR BRAND GUIDANCE 2019-2023 YTD

BEL

ESP

GER

VOLUME / POPULATION,  PLATO LOGIC, 2022

A V E R A G E

ATLANTIA SEARCH, FY 2022 VS. 2021 ATLANTIA SEARCH, FY 2022 VS. 2021 

77L

86L

(TIMES PER WEEK)(% OF MONTHLY CONSUMERS)

MORE CONSUMERS MORE OCCASIONS



AND OPENING GAPS TO 
FIND OPPORTUNITIES

WE KEEP CHALLENGING

OURSELVES

WE DREAM BIG



CATEGORY EXPANSION LEVERS

O C C A S I O N S
D E V E L O P M E N T

C A T E G O R Y
P A R T I C I P A T I O N

C O R E  
S U P E R I O R I T Y B E Y O N D  B E E RP R E M I U M I Z A T I O N



CATEGORY EXPANSION LEVERS

O C C A S I O N S
D E V E L O P M E N T

C A T E G O R Y
P A R T I C I P A T I O N

C O R E  
S U P E R I O R I T Y B E Y O N D  B E E RP R E M I U M I Z A T I O N

CATEGORY INCREASING 
PACK OFFERINGS

PRESENCE OF BEER 
IN MEALS OCCASION



CATEGORY EXPANSION LEVERS

O C C A S I O N S
D E V E L O P M E N T

C A T E G O R Y
P A R T I C I P A T I O N

C O R E  
S U P E R I O R I T Y B E Y O N D  B E E RP R E M I U M I Z A T I O N



R E L E V A N T
&  V I B R A N T

Est.1925

Est.1865

+60%

VOLUME
F R O M  C O R E

N O  C O R E
N O  C A T E G O R Y

I C O N I C
M E G A B R A N D S

CORE SUPERIORITY



CORE SUPERIORITY

S U P E R I O R  
P R O D U C T

S U P E R I O R  
P O S I T I O N I N G  

S U P E R I O R  
P L A T F O R M S

S U P E R I O R  
V A L U E

M U S I C  + S P O R T S

M E A L S



CORE SUPERIORITY
RESULTS

V O L U M E  A B O V E  I N D U S T R Y
C A G R  2 0 1 7 - 2 0 2 2

G A I N I N G  S E G M E N T  M A R K E T  S H A R E

G A I N I N G  B R A N D  E Q U I T Y

S I N C E  2 0 1 7

Kantar Brand Guidance



PREMIUMIZATION

B E E R  A P P R E C I A T I O N R E L A X I N G  L I F E S T Y L E A C T I V E  L I F E S T Y L E  P I O N E E R

L O C A L  J E W E L S I N T E R N A T I O N A L  B R A N D



PREMIUMIZATION
RESULTS

3 X  C A G R  O U R  T O T A L  P O R T F O L I O

G A I N I N G  M A R K E T  S H A R E

G A I N I N G  B R A N D  E Q U I T Y

2 0 1 7  - 2 0 2 2

S I N C E  2 0 1 7

Kantar Brand Guidance



BEYOND BEER

M E X I C O  I S  T H E  C O U N T R Y  O F  M I X E S I N C L U S I V E  &  I N C R E M E N T A L  P O R T F O L I O

M I X E S   R E A D Y   T O   D R I N K 

A H E A D   O F   H E A L T H   &   W E L L N E S S   T R E N D

L O C A L  F L A V O R S

F A M I L I A R  F L A V O R S

L I G H T   &   R E F R E S H I N G 

F A M I L I A R  F L A V O R S

L I G H T   &   R E F R E S H I N G 



BEYOND BEER
RESULTS

SINCE 2020 
LEADING THE 
EXPANSION OF 
HARD SELTZER

#1



HOW WE LEAD AND GROW

SUPERIORITY 

FRAMEWORK

CLEAR 

BUSINESS ROLES

STRONG AND 

VIBRANT BRANDS

GROWTH

MOMENTUM



DIGITIZE &
MONETIZE OUR 

ECOSYSTEM



BEES IS RELEVANT, SCALABLE & REPLICABLE

Y T D  J U N  2 0 2 3

96%

>90%
D I G I T A L  N E T  R E V E N U E

C U S T O M E R S

F U L L  B U S I N E S S  T R A N S F O R M A T I O N

BUSINESS AND MARKET DEVELOPMENT

PLATFORM

KEY ENABLER TO LEAD AND GROW THE

CATEGORY

97% D I R E C T  
D I S T R I B U T I O N

66% W H O L E S A L E R S

+25 PP NPS (SERVICE LEVEL)
YTD 23 VS. FY 22



BEES

CORE 
BUSINESS

EFFICIENCY



INNOVATION TO INCREASE PARTICIPATION
THROUGH BEES + DATA & ANALYTICS

I N N O V A T I O N
T Y P E

SKU 

OPTIMIZATION

LINE

EXTENSION

NEW SKU

NEW 

BRAND

B E S T  
A U D I E N C E S

X 2

2019 2022 2023 YTD

70%

T R A N S F O R M A T I O N
R E S U L T S

S U G G E S T E D   
O R D E R

CUSTOMERS USE 
SUGGESTED ORDER

WEIGHT OF INNOVATIONS
IN REVENUE

2022 VS. 2021
ATLANTIA SEARCH, FY 2022 VS. 2021

PARTICIPATION

+6%



BEES

NEW 
GROWTH
SOURCES



NEW GROWTH SOURCES

70%

M A R K E T P L A C E

4%

D I G I T I Z A T I O N  J O U R N E Y

T O T A L  
R E V E N U E

C U S T O M E R
A D O P T I O N

F I N A N C I A L  S E R V I C E S U T I L I T I E S  P A Y M E N T SM O B I L E  D A T A  P U R C H A S E

~



VENDO

#

T R A D I T I O N A L  T R A D EM O D E R N  T R A D E M O B I L E  D A T A  R E C H A R G E

M O D E R N  T R A D E  V S . T R A D I T I O N A L  T R A D E V E N D O



POINTS OF SALE BUYERS 2023

VENDO FAST ESCALATION

+90K

VS.  40K

70%
WEEKLY 

RETENTION RATE

CONSUMERS 
ENGAGED

4 MM

~
POINTS OF SALE  
MODERN TRADE



( M O D E L O   P A Y M E N T )



DTC IN MEXICO

I N  P H Y S I C A L  

A N D  D I G I T A L  W O R L D
I N S I G H T S  L A B  F O R  
C A T E G O R Y  G R O W T H



MODELORAMA

B E S T  B E E R

E X P E R I E N C E
1 0 K

S E L F  O W N E D  S T O R E S

IDEAL ASSORTMENT RIGHT  PRICECOLDEST  BEER

U N L O C K

I N S I G H T S

V I A

S E L L  O U T  D A T A

SUPERIOR MARGINS

P R O F I T A B L E

C H A N N E L



E X C L U S I V E  B R A N D
E X P E R I E N C E S

T I C K E T S  T O T H E B E S T
M U S I C  F E S T I V A L S

E X C L U S I V E  S P O R T S
E X P E R I E N C E S

P H Y S I C A L R E D E M P T I O N

+

CLUB TADA

M A G I C A L V A L U E  
P R O P O S I T I O N  

F O R  B E T T E R  
C O N V E N I E N C E



#1 B E E R  D E L I V E R Y  
P L A T F O R M

300K O R D E R S  P E R  
M O N T H

U S E R S

MAGICAL RESULTS

>400K
~

TADA



LEAD & GROW THE CATEGORY

4 MM
CONSUMERS 

400K
USERS

96%  OF OUR 
CUSTOMERS

PORTFOLIO STRATEGY · PACK ASSORTMENT · PRICE STRATEGY 

3 MM 
TRANSACTIONS PER MONTH

UNIQUE DIGITAL ECOSYSTEM

DATA

&
ANALYTICS

~



OPTIMIZE
OUR BUSINESS



STRONG AND CONSISTENT 
COMPOUND GROWTH 

CATEGORY 
DEVELOPERS

FULLY 
DIGITAL BUSINESS

ABI STRATEGY IN ACTION
RELENTLESS EXECUTION

DRIVING 80% OF
INDUSTRY GROWTH



BALANCED PROFITABLE GROWTH

+ 1 1 %  C A G RTOPLINE

COST

EBITDA

S T R O N G  F I N A N C I A L  D I S C I P L I N E

R I G H T  I N V E S T M E N T  C H O I C E S

D O U B L E  D I G I T  C A G R

( 2 0 1 7 - 2 0 2 2 )

( 2 0 1 7 - 2 0 2 2 )



IN THE LAST 5 YEARS

TOP AND BOTTOM LINE GROWTH

BIGGEST CONTRIBUTOR TO ABI



STRATEGY 
IN ACTION

CHANGE PIC



ALCOHOL LICENCES

LICENSES REQUIRED
TO SELL ALCOHOL WITH LICENSES

POINTS OF SALE

30%~ 70%
DO NOT SELL ALCOHOL~



MARKET SHARE CONTEXT

>60%
NATIONAL MARKET SHARE

+15pp
VS NATIONAL AVG



CHANNELS AND COMPETITIVE CONTEXT

O N  P R E M I S ET R A D I T I O N A L  T R A D E C O N V E N I E N C E  S T O R E S S U P E R M A R K E T S O W N E D  R E T A I L

M O D E R N  T R A D E

EXCLUSIVE TO ABI EXCLUSIVE TO COMPETITORS MIXED

COMMERCIAL 

DYNAMICS

O N  P R E M I S E



WHAT TO LOOK FOR – LEAD & GROW THE CATEGORY

O C C A S I O N S
D E V E L O P M E N T

C A T E G O R Y
P A R T I C I P A T I O N

C O R E  
S U P E R I O R I T Y B E Y O N D  B E E RP R E M I U M I Z A T I O N

MULTIPLE PACK 
OFFERINGS FOR 

MORE 
ACCESSIBILITY

STRENGTH OF 
CORONA & 
VICTORIA

PORTFOLIO 
APPROACH IN 

MEALS

STRONG 
EXECUTION OF 

PREMIUM 
PORTFOLIO

BEYOND BEER 
FOR DIVERSE 
CONSUMER 

NEEDS



WHAT TO LOOK FOR – DIGITIZE & MONETIZE

T A D AB E E S V E N D O M O D E L O R A M A

EXPANSION TO NEW 
DIGITAL SERVICES

BEST IN CLASS EXECUTION 
DIRECT INTERACTION WITH CONSUMERS

BEES FOR CATEGORY 
DEVELOPMENT



CDMX
MARKET

VISIT



4 ZONES 9 ROUTES

MAIN POINTS HYATT HOTEL

TRANSPORT VAN  ROUTES

CDMX
MARKET VISIT

ZONE 1

ZONE 3

ZONE 4

TO VISIT 40 POCS

ZONE 2

HYATT HOTEL



· A L F R E D O  R I E R A ·

· D A Y A N N E  P E N A G O S ·

· J A F E T  M O N T E ·

· A U G U S T O  V A R G A S ·

· M A R I A  J O S É  L E B O R E I R O ·

· B E R N A R D O  A R A M B U R U ·

· R A F A E L  S A N D I N I ·

· P E D R O  M O R E N O ·

GROUP LEADERS

·  R Ô M U L O  M E N D E S ·



LOGISTICS & RECOMMENDATION 

FIND YOUR GROUP 

AND ENJOY  THE RIDE

YOUR FEEDBACK IS VERY 

MUCH WELCOME

LET’S MEET BACK

AT MID DAY



Thank you


