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2020 Industry Update



Most major categories saw sales growth in the first
quarter of 2026

Total U.S. Medical Aesthetics Patient Spending - Q1 2026 (% YOY)

Neurotoxins
$1.7b (+4%)

Non-EBD Skin
Rejuvenation

$400m (+6%)
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Meanwhile, weight loss and dermal filler spendmg
continued to fall NAVAVAVAN

Total Medical Aesthetics Patient Spending - Q1 2026 (% YOY)

Weight Loss
$490m (-22%)
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New patient acquisition has slowed while
retention has stabilized

® CJ

New patients as % of total patients Average patient retention”

557% . 41% 517 - §53%

2021 2026 (TTM Mar) 2021 2026 (TTM Mar)
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Meanwhile, spending habits have changed
noticeably

Share of Non-Surgical Aesthetics Spending by Category
2021 vs 2026 (TTM Mar)

----------------- Weight Loss

- Other Treatments & Procedures - _

- Professional Grade Skincare --

* Skin Rejuvenation (Non-EBD) -

~"-Energy-Based Device --

Share of Patient Spend

2021 2026 (TTM Apr)
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Understanding the
patient journey



Neurotoxins are purchased in 35% of all fi sé—

non-surgical patient visits

Share of first-time patient visits at U.S. medical aesthetics
practices (top categories)

Neurotoxin

Professional Grade Skincare

Energy-Based Device

Weight Loss Dietary Lifestyle

Skin Rejuvenation (Non-EBD)

Dermal Filler

| 35%

| 20%

(0)74

10% 20%

Qsight Sales Measurement (last 24 months)
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About half of all neurotoxin-initiated patie

return for another procedure within a year
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% of patients
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% of patients returning after initial neurotoxin visit after X months
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12% of patients return within
the 3-to-4-month mark

1 2 3 4 5 6 7 8 9 10 11
Months after initial visit

Qsight Sales Measurement (last 24 months)
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207% of these patients will also purchase a né« ,. %

neurotoxin treatment or product during th

Top non-neurotoxin purchases made:
* Dermal Fillers
* Professional Grade Skincare

» Skin Rejuvenation (non-EBD)
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Bundling adds a huge uplift to total patient
spending during neurotoxin Visits

§<

Average per-visit spending during neurotoxin visits
$1,500

$1,265

isit

$1,000

$500 $478

Average Spend per V

$0

Neurotoxin only Neurotoxin + others
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owever, dermal filler cross-purchasin

nave been on the decline

% of neurotoxin procedures concurrent with dermal filler

30%

20% —

% of visits

10%

0%
2017 2018 2019 2020 2021 2022 2023 2024 2025 2026
YTD
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Gen Z: Arising tide
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Gen Z i1s now more than 10% of the aestbet AVAVAVAVA
patient population \>

Share of medical aesthetics patients by age group
2026 (TTM Mar)

100%
Gen Z & Younger (>=1997)

80%

Millennial (1981-1996)
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E 40%
7 36% Gen X (1965-1980)
20%
20% Boomers & Older («<=1964)

0%
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Surgery is Gen Z's biggest spending ca{egow AKX
\VAVAV/

Aesthetics Spending by Generation: Surgery vs Non-Surgical

Gen Z & Younger (>=1997) Millennial (1981-1996) Gen X (1965-1980) Boomer & Older (<=1964)

ESurgery BNon-Surgical
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. . . VANRVAVAVAYA
What drives Gen Z surgical spending? T
VAV
Gen Z Surgical Spending Breakdown
237%
Breast Implants
Qsight Sales Measurement (24 months ending March 2026) EiISDIEé'OI_II:lL



Gen Z have been harder to retain and als sper

less than older patients

Year-over-year retention Average spend per visit’

45%  54% $384 %524

Gen Z Others Gen Z Others

Qsight Sales Measurement (24 months ending March 2026). "Excludes surgeries
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GLP-1s impact on
medical aesthetics



6% of all non-surgical aesthetics speﬂdﬁq@ s G

Total Patient Spend

Billions
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Total Quarterly Patient Spending at U.S. Medical Aesthetics Practices
(hon-surgical)

--- 91% - Other Non-Surgical

,+ 6%-GLP-1

y--- 3% - Other Weight Loss

2018-Q1 2019-Q1 2020-Q1 2021-Q1 2022-Q1 2023-Q1 2024-Q1 2025-Q1 2026-Q1
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GLP-1 continues to bring waves of patgﬁtée to.
medical aesthetics > %
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In fact, 607% of everyone beginning GLP@§

medical aesthetics practices is a new patl
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Average Aesthetic Patient Spending: Before & After GLP-1
(12 month windows)

$3.500
$1.800
After GLP-1
Before GLP-1
Before GLP-1 After GLP-1

Qsight Sales Measurement
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Most of this is driven by the added cost of

itself

Average Aesthetic Patient Spending: Before & After GLP-1
(12 month windows)

$3,500

$1,800
I Other —
Aesthetics Aeg:::eetrics
Spendi i
pending Spending
Before GLP-1 After GLP-1

Qsight Sales Measurement
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Meanwhile, less than 207% of GLP-1 initiate
have returned for a non-weight loss purck

Returned for non-weight loss aesthetics purchase
+ Professional grade skincare: 5%

* Neurotoxin: 5%

*  Skin rejuvenation (non-EBD): 3%

+ Energy-based device: 2%

* Dermalfiller: 2%
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Regenerative
Aesthetics
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PDRNSs and Exosomes are driving growing Kég@%@%
adoption A%

% of aesthetic practices selling regenerative treatments
75%

//_—/ o —=o Autologous Platelet-Derived
50%

Growth Factors

Exosome / EV-Based

Share of Practices

25%

Polynucleotides (PN/PDRN)
Cell-Based Therapy

0%

2017 2018 2019 2020 2021 2022 2023 2024 2025
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547 of aesthetic patients are aware of VANVAVAVAVA

polynucleotides (PDRNS) W

Are you aware of polynucleotide (PDRN) treatments?

Aware
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Most of them are likely to try PDRNSs A
VAV
Are you likely to try polynucleotide (PDRN) treatments?
\
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607% of aesthetic patients are aware of @@sw‘ﬂw

therapies
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Are you aware of exosomal therapies?

Aware

60%
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Most of them are likely to try exosomalﬁhér@@%@%
N

Are you likely to try exosomal therapies?

Not likely
10%

IIIIIIIIII

QSIGHT
T T UBNNCBBEBOBTETTETETETETETETESESESSSSSS

Qsight Consumer Tracker



. ooking ahead



Aesthetics trends to keep an eye on in 2026

* The convergence between wellness and aesthetics

* The evolution of modern beauty standards and their impact on demand
for injectables and other treatments

« The lasting impact of GLP-1 on the medical aesthetics industry

« Emerging treatment combinations, intensifying brand competition, and
Increasing focus on loyalty programs
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