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Common Headwinds of Fitness Peers

Many people hold stereotypes about the gym ind

caused by factors such as:

Over -Expansion

* Immediate Cash Flow, Long-
‘erm Liabilities

uture Revenue

« Poor Member Retention

* Legal and Financial Woes

Poor Financial Planning

« Mismanagement of Funds

» Debt Accumulation

ry due to numerous past failures.

“Inability to Adapt

e Economic Downturns

» Changing Consumer Behaviors






INVESTMENT

World Gym Taiwan (“WGT") is the No.1 hea
Taiwan with an unrivaled club footprint,
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SUSTAINABLE SIZEABLE & SCALABLE STRONG CASHFELC

20+ years of proven operation 120 clubs | 3 formats capturing ALL >33% new club return; Clu
track record and without price points | 400K+ members EBITDA-profitable on
closing down any store opening
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LEADERSHIP PREDICTABILITY GROW (
2-2.5x the clubs, members, 99.7% of revenue is recurrin e i
: A% g 100+ club opportunities in
revenues, and unit growth of monthly dues and personal ToRE witr?llgicenses ing

R titog training experiences incremental overseas markets



WORLD GYM AT A GLANCE

2001 Founded The Largest Gym Operator in Taiwan

2024 Listed 2X Iarger than 2nd competitor by revenue

Revenue Breakdown Taiwan Market Share Landscape
(2023) (2023)
Membership Personal Training By Revenue 20%

e E son
55%

Financial Performance
(NT$mn)

25%

9,465 8,863 2428 By Members

8,159 7,834
6,352
5,076
49%
1
96 72 92 42 32 04 50

2017 2018 2019 2020 2021 2022 2023
m Revenue ®mNet Income Il world Gym Il Fitness Factory (PWHI) [l Others

22%

29%

Notes: 1. COVIDImpact



BUILT THROUGH 20 YEARS OF UNPRECEDENTED GROWTH

A Started club
acquisition from /\/9 A 14 new clubs opened
other local operators, 2 in total, including the
E-i |

d
while continuing club 2" ELITE format club

A In 2017, CDIB invested a g

el
l\‘ minority's sake in WGT *M.'
&g A 54 new clubs including 38 “

full service, 13 Express

2001 - 2004 $p_ening in Taipeiand 2009 - 2011 (Taipei Minsheng) 2015 - 2016 and 3 Fit Zone opened 2021 - 2023
ainan

A 1st WGTfranchised A Acquired 6 California 12 new clubs opened A 9 new clubs opened in 2021
and 1st WGT-owned $ Fitness clubs in during 2015-2016 al (4 full-service and 5 Express)
club opened = Taiwan N Y [ A 5 new clubs opened in 2022

> é A Further expansion in — (3 full-service and 2 Express),
> == Taipei including the m— A 2 relocated

first ELITE format club 7 new clubs opened in 2023
g - 2008 in Taipei 101 2012 - 2014 2017 - 2020 (3 full service and 4 Express),

1 relocated

WGT Clubs Evolution (2012V2024)

CAGR 20122024
16%

2012 2013 2014 2015 2016 2017 2018 2019 2020 2021 2022 2023 2024



OUR CLUBS OFFERINGS

Comprehensive Portfolio of 3 Formats, Each Targeting Different Markets and Customer Demands

| 550-0077 '

»- World Gym

» Big Box format with full-services offering:

- 72 Regular clubs

- 17 Sports clubs with additional sports
function

- 2 ELITE clubs in upscale areas to
target high-end market

» Average size of ~46,300 sq.ft.
» Average ~4,000 members per club

« Membership: NT$1,080 per month /
NTS$1,800 for ELITE

» Average ROIC of c. 35%' on average
capex of USS3.6mn per club

As of Aug. 2024
Notes: 1. Return on Invested Capital
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World Gym EXxpress

Smaller size and HVLP format with fewer
value-added facilities (e.g. pools, SPAs,)
services (e.g. Group X classes, spinning
studios, towels).

Average size of ~21,400 sq.ft.
Average ~3,600 members per club

Membership: NTS600 per month

Average ROIC of c. 50-60%" p.a. on
average capex of c. US$2.2mn per club

rt = P s -2 ’_;_-—' /. =
v i H ..VJ—'.’mD _ e = '. l;‘»"-' Gma

FITZONE .,FI]‘ZQNE.

FITZONE (3

=1 EEREENOEE W e
. =5

Boutique store format that offers class-
oriented High-Intensity Interval Training
(HIT).

Target wealthier demographic.
Incorporates heart rate training —
exclusivity with MyZone

Average size of ~5,300 sq.ft.
Average ~580 members per club

Membership: NT$2,850 per month



OUR FITNESS CLASS

WGT offers the most comprehensive programs, adopting the latest trends and innovative technologies to create a
unique experience. Such offerings allow us to attract traffic during pre-sale and help retain members in the long term.

Cardio & Sculpt Dance International System Static Stretching

Energetic classes focused on Both exercise dancing (e.g. Zumba) Introduced from the Les Mills System Healing stretching and yoga classes

improving cardio function, energy and professional dancing focused on (e.g. Body Pump, Body Combat) and as well as traditional exercises

level, and muscle strength techniques (e.g. ballroom dancing, the MOSSA System (e.g. Centergy, modified into modern workouts
jazz, hip hop) Blast) including Tai Chi

3 - g’ . , : 7 i , \ §Z A
Basic Happy Life Indoor Cycling Small Group Course FITZONE 1
Intro level classes for beginners and Dynamic cycling classes for all levels,  Specialized courses in smaller groups  Crossfit / HIIT training with running
also classes dedicated to middle- utilizing virtual reality, MYZONE heart including aerial yoga and rowing machines, TRX and
aged and the elderly rate tracking system, etc. for the best weights. Burn up to 1,000 calories per
experience and results session

Notes: 1. Only available in the 3 Fit Zone clubs



WITH A BROAD PORTFOLIO ACROSS TAIWAN

® (Taipei) AT*
® (Taoyuan) 12
o (Hsinchu) 5
(Miaoli) 3 Headquarter (Taichung)
(Taichung) 20
® (Changhua) -
® (Chiayi) 1
® (Tainan)
® (Kaohsiung) 10
(Keelung) 1
® (Yilan) 2
(Hualien) 1
® (Pingtung ) 4
(Nantou ) 1
(Yunlin) 1
Total Clubs 120

*Including 2 Elite JV clubs in Taipei (2 silver dots per above map)
Notes: 1. Taipei 101 and Taipei Minsheng.
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Location Selection & Permitting Design & Construction Pre-sale Club Opening
Lease Negotiation
AClear site selection A Maintained good A Experienced club W A Tightly executed, time- A Well-planned Grand .‘
strategy and rigorous relationships with design team with close tested pre-sale process Opening event to
internal approval relevant government relationship with generating ¢.2,000 new maximize member
process o authorities to obtain construction members and ¢.800 PT participation and local
AFgdimonnuey i e relevant permits contractors ensuring packages before the 4 market awareness held
N irack recorc? of promptly best-in-class renovated new gym opens v ~6 weeks after initial
capitalizing on real ﬁ:ﬁ;ﬁ;ﬂ?ﬁiﬁgnance A Cash flow positive on club opening
estate opportunities in required Day 1 A Encourage new
the changing retail g \ members to introduce
landscape A Strong equipment friends & family p further
o sourcing capability with driving membership and :
AStrong partnership with X :
bulk purchase
high-quality landlords P Pl '

arrangement with - il
international branded '
equipment providers

T p 9-12 Months T p 6-8 Months T p 3-4 Months T p 2-3 Months T (Opening Date)

*6-8 months before site handover *In parallel with construction



PROVEN PRE -SALE PROCESS AS BACRBONE OF SUCCESS

@ Pre -sale @ClUb ODM Q

; A10,000+ names and numbers of
Lead Generation interested local consumers

Weeks ahead of Pre  -sale Center Opening AGenerating hundreds of appoints /
day for Pre-sale Center

A Social media outreach
A Street marketing
A 15-20 highly motivated, high-energy sales

A3,500 sqft. high-éﬁ“;é“'r;‘gymembership sales and

information center _ A~2,000 new members before the fitness
ALocated in high traffic area Pre -sale Center Opening center even opens, accounting for ~50%
AFurnished with 3D renderings, floor plans, select 2-3 Months of the total members of a mature club
pieces of equipment, and sample class schedules,,* AAttracts potential customers for PT sales
ANT$500 processing fee discount offered e
TS e
AFree physical assessment at Pre-sale Center with Personal Training
state-of-the-art eqUIpmqm\t\\ﬁww Sales Kick -off A~800 members will purchase a Personal Training
> BRRRREE LY T
AFollowed by an introduction ‘F&WGT personal training Erom Einal Month package
Alnteraction with personal trainers in person of Pre -sale
Ongoing <
PT Sales

New Club Cash Flow Positive on Day 1

e : 12



ROBUST MEMBER GROWTH
WITH STRONG USIBILITY

AT

3 -y%r membership contract.

97% of the customer base is currently under the
82% of those customers committed to a2 to

Members Breakdown by Type of Membership

3%

Monthly Dues
m Prepaid

97%

Monthly Dues Member by Tenure & Membership Type

18% 6%
35%
36-Months 570, Sl_ngle
H 24-Months m City
12-Months All Island
67%

Notes: As of July. 2024

Member Breakdown By Age Group

I y dues payment scheme, with

Age Dec 2018 Dec 2023 Difference (%)
<24 1.53% 7.99% 6.46%
25-34 28.22% 31.15% 2.93%
35-44 30.98% 24.39% -6.59%
4554 19.94% 18.24% -1.70%
55-64 12.58% 12.09% -0.49%

> 65 6.75% 6.15% -0.60%
el 100% 100% -
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BEST-IN-CLASS PERSONAL TRAINING

WGT's personal training performance results from its diverse and up-to-date programs, best-in-class full time personal trainers, as well as an
incentive structure clearly aligning interests. The exceptional revenue contribution and member stickiness form the base of WGT's sustainable

growth.
Personal Training Key Facts

Notes: As of Dec. 2023

of current active members have purchased PT
packages at least once during their membership

Notes: As of July. 2024

of packages sold are renewals by existing PT customers,
demonstrating high retention

Personal Training Revenue Evolution Notes: As of July. 2024

(NT$mn) o
Personal Training Revenue -—as % of Total Revenue
12,000
(o) 0,
50% 50% 49%
8,000
40% 40% 4473 4,694
4,000 2 660 SR S 2.745
’ 1,775 2,047 : ;
0

2016 2017 2018 2019 2020 2021 ALY 2023  Janp Jul
24

Personal Training Revenue Contribution vs. Global Peers

Notes: As of July. 2024

49%
39%
25%  24%
16%  16%  15%  15%
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I
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ROOKIE | 7% -
MOST PROFESSIONAL B ) "L,
WORKOUT APP IN TAIWAN

18 | 4% | MR

 Rookiz B

WGT has developed an online workout portal to provide better services 0 fo = ‘:&;f ' I "
- w= Stretching Yogaan

Meditation

. -s:LlJ

to members. There is no major operator in Taiwan currently offering
online portals with such a wide range of functions and offerings.

IDance Studio Family
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Subscription = 8 Major Themes Sports Types Videos

%N {7 AWG Online %
How ) Use WG Online 1

e WG (

Existing Member Corporate
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For 1 month For 1 month

.

[

<~ Free 30 Days Trial ~~ Free 14 Days Trial

Access to all videos
and LIVESTREAM

Access torall videos

Access to all Vitleos
~~
and LIVESTREAM. %

~and LIVESTREAM

~”" Customize your workout*

~~~ Customize your workout R <~ Customize your workout







