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FINANCIALS

Disclaimer

This presentation includes forward-looking statements within the meaning of Section 27A of the Securities Act of
1933, as amended and Section 21E of the Securities Exchange Act of 1934, as amended. These forward-looking
statements can be identified by the use of forward-looking terminology, including the words “believes,’

n "

“estimates,

n "

anticipates,

n "o n "

expects,” “intends,

n

goal,

n " n " n I

plans,” “assume,” “may,

n u n u

future, target,

n "

will,” “likely,” “potential,” “projects,”

n nu

“predicts,

n u

continue,

n ua

strategy,

n nu

forecast,

n u

outlook,” “project,” or “should,” or, in each
case, their negative or other variations or comparable terminology. There can be no assurance that actual
results will not materially differ from expectations. Such statements include, but are not limited to, any statements
relating to our financial outlook and guidance, including our mission to drive top-line revenue growth and
profitability and our ability to attain our long-term financial targets; our expected future financial and business
performance, including with respect to the Hims & Hers platform, our marketing campaigns, our market
opportunity, investments in innovation, and our infrastructure, and the underlying assumptions with respect to
the foregoing; statements relating to events and trends relevant to us, including with respect to our financial
condition, results of operations, short- and long-term business operations, objectives, strategy, and financial
needs; expectations regarding our mobile applications, market acceptance, user experience, customer retention,
our ability to invest and generate a return on any such investment, customer acquisition costs, operating
efficiencies, the success of our business model, our ability to scale our business, the growth of certain of our
categories and the impact of acquisitions, our ability to expand the scope of our offerings and experiences, and
our ability to comply with the extensive, complex and evolving regulatory requirements applicable to our
business, including without limitation state and federal healthcare, privacy and consumer protection laws and
regulations. These statements are based on management’s current expectations, but actual results may differ

materially due to various factors.

Forward-looking statements are neither historical facts nor assurances of future performance. Instead, the
forward-looking statements contained in this presentation are based on our current expectations, assumptions
and beliefs concerning future developments and their potential effects on us. Future developments affecting us

may not be those that we have anticipated. These forward-looking statements involve a number of risks,
uncertainties (some of which are beyond our control) and other assumptions that may cause actual results or
performance to be materially different from those expressed or implied by these forward-looking statements.
These risks and uncertainties include, but are not limited to, those factors described in the Risk Factors and other
sections of our most recently filed Quarterly Report on Form 10-Q, our most recently filed Annual Report on Form
10-K, and other current and periodic reports we file from time to time with the Securities and Exchange
Commission (the “Commission”).

Should one or more of these risks or uncertainties materialize, or should any of our assumptions prove incorrect,
actual results may vary in material respects from those projected in these forward-looking statements. The
forward-looking statements contained in this presentation are made only as of the date hereof. We undertake no
obligation to update or revise any forward-looking statements, or to update the reasons actual results could
differ materially from those anticipated in the forward-looking statements, whether as a result of new
information, future events or otherwise, except as may be required under applicable securities laws.

By their nature, forward-looking statements involve risks and uncertainties because they relate to events and
depend on circumstances that may or may not occur in the future. We caution you that forward-looking
statements are not guarantees of future performance and that our actual results of operations, financial
condition and liquidity, and developments in the industry in which we operate may differ materially from those
made in or suggested by the forward-looking statements contained in reports we have filed or will file with the
Commission, including our most recently filed Quarterly Report on Form 10-Q, our most recently filed Annual
Report on Form 10-K, and other current and periodic reports we file from time to time. In addition, even if our
results of operations, financial condition and liquidity, and developments in the industry in which we operate are
consistent with the forward-looking statements contained in such reports, those results or developments may not
be indicative of results or developments in subsequent periods.
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INTRODUCTION

Feeling good in your body
& mind transforms how
you show up In life

That’s why we're on a
mission to help the worla
feel great through the
power of better health
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INTRODUCTION

Bringing together the most
valuable elements of consumer
brands, technology companies
and healthcare to deliver an
experience unlike anything in
market

Remember to take
your medication at...
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INTRODUCTION

The result — an entirely new
platform that makes
feeling great personalized,
accessible, and affordable
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a Hi Malcolm, how can

Is it safe to take with my daily
multivitamin?

Welcome to your
Anxiety Guided Start
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INTRODUCTION

M+

Our unique approach is Subscribers
rapidly scaling with a aox
strong margin profile

S527M

Revenue

o
(o | Q4 ’22 (3.0%)

9 11 O /O =<  compounded annual growth rate PI‘O ﬁ tq bili '|'y 22
9 9 Oo/o ==  recurring revenue’

Adjusted EBITDA @567
9 750/o == gross margin profile margn

himsshers



INTRODUCTION

We continue to unlock growth
In our iImmediate markets
and are primed to capture
future, underpenetrated
opportunities

(o) as much as 90% of Through normalizing and
9 9 O /O applicable population innovating, our platform can
yet to seek treatment unlock solutions for millions
In some conditions of potential customers

Men’s Health est. US population  30M+

: ‘ Testosterone Prostate

Women's Health est. US population 50M+

Menopause Digestion

est. US population 80M+

\
é Eczema Rosacia

Mental Health est. US population 50M+
PTSD Substance
Abuse
Prospective Markets est. US population 100M+
Pain Fertility Weight Cardio Diabetes

Management

himsshers






STRATEGY

Our team is led by a visionary founder, with
support from a leadership tfeam that has

Andrew Yemi Melissa Soleill Mike Dr. Pat Brian
Dudum Okupe Baird Boughton Chi Carroll O’Shaughnessy
Chief Executive Officer Chief Financial Chief Operating Chief Legal Chief Marketing Chief Medical Chief Communications
& Co-Founder Officer Officer Officer Officer Officer Officer
ATOMIC 2. Uber BONOBOS G ZOLACID w
, . ONES *.

Braintree ZM&/&J/ ](I)jN&S INTERMIX ﬁgﬁﬁlga: TR@ER

£

7 GIL'T DARTMOUTH \G VERISIGN

himsshers



STRATEGY

An internal clinical advisory board and a
breadth of healthcare partnerships drive
clinical excellence

Medical review Partnerships & affiliations

XA ‘/Ochsner" iSINAT

naCare :-: Carbon Health goodpc

) 12 leading | High confidence provider recommendations 9 health | Access to best-in-class in-person facilities
experts partners : : . :
| Treatment plan excellence | Nationwide prescription fulfillment
| Tooling opportunities for better care | Leading customer educational tools

10
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STRATEGY

Success is derived from sound

execution across four strategic pillars

Trusted
brand

Consumer-centricity
Data security & privacy
Partnerships & ambassadors

Multi-channel brand development

2

Leadin
technology

e Proprietary technology stack
o Feedback & insights-driven platform

e Seamless customer experience

3

Innovative
products

e Personalized solutions
e Specialized content and tools
o Fulfillment facilities & R&D capabilities

A

Clinical
excellence

World-class providers
Fast and consistent access

Medical advisory & quality team

Medical group partnerships

11
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STRATEGY

Building the world’s most trusted health & wellness

brand is key to aftracting & retaining customers

sonsumer g
centricity &

We measure our success by their
success. What they need, what
they want, and what they want
that they didn’t even know they
could have. That's what drives us
and why everything we do
revolves around our customers.

Partnerships &
ambassadors

From Target, Walgreens, or one of
our 10+ trusted retailer partners to
ambassadors like Kristen Bell,
we're proud to be trusted to put
our name alongside theirs.

very closely associa

: W with other healtt

© issues that can incre

your risk of ED — suc

& high blood pressui
diabetes, and
atherosclerosis

(hardening of the

> 1.3M

Multi-channel
development

With 1.5M+ combined followers on
TikTok and Instagram or advertising
during prime time TV like Monday
Night Football and The
Bachelorette, we tend to show up
where most customers already are.

' . -
. e 8
| r Lo T
\ . ". L
1 « : ’ L.
’ -
4
k

Data, security,
& privacy

Our dedicated security feam,
adherence to applicable privacy
laws, and commitment to best
privacy practices provides peace of
mind to both patients and providers
on the platform.

12
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STRATEGY

Our leading technology platform enables a customer
& provider experience where bilateral insights drive
continuous iImprovements

Proprietary
tech stack

Our tech stack operates as a secure buffer
between our EMR, product layer, and
conditional logic, streamlining the customer
& provider experience while facilitating 2-
way transfer of insights driving efficiency
and quality of care.

Insights driven
platform

With over 10M medical consultations to date,
our platform’s advanced data analysis
extracts insights from customer interactions,
creating opportunities for volume to drive
improved treatment outcomes.

\.

Seamless
customer access

A reliable and intelligent technology stack
enables customers to access tools, content,
and medical solutions when they want and
how they want — across web, iOS,

and Android.
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STRATEGY

Innovative products and services enable us to treat
each customer differently — because they are different

Innovative
products

We pursue innovation in
personalized care and enable
customizable treatment options
that make feeling great easy

to achieve

Fulfillment
capabilities

o *
55%+
fulfillment through 350k+ sq.

feet of affiliated facilities
*as of 12/31/2022

Innovative
services

We answer burning questions and
educate in engaging ways. It's why
we created powerful content with
leading advisors and institutions, so
that success starts the moment you
glifelle\V2

Rx hair

Welcome to your
ED Guided Start

Solefelellgle
educational tools

step-by-step support throughout each
customer’s lifecycle

Compounding
pharmacy

Arizona compounding unlocks proprietary
products (Ohio anticipated in the future)

Chapter 1 « 2 mins

Aging and your skir
The truth about how, ¢
skin changes with age

14
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STRATEGY

15

Clinical excellence drives high quality outcomes &

reinforces trust in our brand

Acces 100% board-
certified

24/7

platform uptime

Fast & convenient Provider scale
on avg. from visit submit fo tfreatment’ world-class providers across the nation

(1) For telehealth visits in which a licensed healthcare provider determines a prescription is appropriate.

Quality Safety & efficacy
51 k + Clinical
standards
charts audited for quality in 2022 realtime monitoring of clinical standards

Specialized
training

Platform-integrated training and
adherence enable guidance from
our medical advisory and quality

team at scale
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STRATEGY

Trusted Leading

These four pillars Srand i Technology
Attract & retain cusTO DEM 4 Np Leverage feedback
COme 'I'Og e'l'her 'I'O customers & providers e _x" N T T

create a powerful
flywheel

himsshers

>
<4
SLHOISNI

Clinical . ol Innovative
Excellence WOoLno w3kt Products & Services
Deeper partnerships Offer more
& expertise personalized solutions
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FINANCIALS

Our subscriber footprint and
customer engagement drive revenue growth

Acquisition

Multi-channel
brand development

Brand
ambassadors

Partnerships

Retention

Customer N
experience

High clinical N
excellence

Specialized N
content & tools

Engagement

Multi-month
adoption

Proprietary
product adoption

Breadth of
product offering

18
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FINANCIALS 19

Our subscriber base continues to expand

Subscribers Revenue
$52 §50 $53 850 §52 851 $56 $55
1040 C’\O/O\O/O§Q/O§$1?37
S6

916

§ EOQ single-month subscribers ('000) (:) Monthly online rev. per avg. subscriber’

8 EOQ multi-month subscribers ('000) B Online revenue (S millions)

748

B Wholesale revenue ($ millions)

646

499

412
358

Q1’21 Q2 21 Q3’21 Q4’21 Q122 Q2’22 Q322 Q4’22 Q1’21 Q2’21 Q3 21 Q4’21 Q122 Q2 '22 Q322 Q4’22

(1) “Monthly online revenue per average subscriber” is defined as online revenue divided by “average subscribers’, which amount is then further divided by the number of months in a period. “Average subscribers” are
calculated as the sum of the Subscribers at the beginning and end of a given period divided by 2.
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FINANCIALS

$503

Both new and repeat usage power
online revenue growth

A

83%+

I New online revenue

i ans) CAGR
(S millions) b | o X
| Repeat customer online 83% + $259
revenue ($ millions)’
CAGR
2019 - 2022
S141
- _— B
FY 2018 FY 2019 FY 2020 FY 2021 FY 2022

(1) Represents total Hims & Hers online revenue, generated by customers acquired in each respective year shown. (2) Represents total Hims & Hers online revenue, generated by customers acquired in prior years.

20
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FINANCIALS

This has translated into an ability to scale our
platform at an atfractive margin profile

$527

Annual revenue <
S millions
v miens 110%+
Gross margin CAGR
(percentage) 2018 - 2022
S149

S83
54% -
S27
29%
o
FY 2018 FY 2019 FY 2020 FY 2021 FY 2022
— — A 209% A 80% A 83% A 94%
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FINANCIALS

Positive Adjusted EBITDA generated in Q4 '22,
and is projected to continue

Adjusted EBITDA' (S millions) $3.9
c:) Adjusted EBITDA margin' (percentage)
2.3%
($9.8)
(16.4%)
Q1721 Q2’21 Q3’21 Q4 21 Q1722 Q222 Q3722 Q422

A

+10.6%

year over year

Positive Adjusted EBITDA!'
expected going forward

Strong cash position
and no debt? provides

opportunity

Demonstrated ability to
scale with improving unit
economics

22
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FINANCIALS 23

With strong unit economics we're
scaling with confidence

Q119 Cohort > <lyr Q1’22 Cohort

less than one year payback’

(in line with our capital
allocation framework)

$51
$38
$1 $4 $6 58
O . .

8 Cumulative Online Gross Profit (Smillions) § Cumulative Online Gross Profit (Smillions)
Paid Marketing Expense’ (Smillions) Paid Marketing Expense’ (Smillions)
Q119 Q2"19 Q319 Q419 Q1722 Q2'22 Q3722 Q4 '22

(1) Payback period defined as the time it takes quarterly cumulative online gross profit generated by Hims & Hers online customers to exceed the quarterly customer acquisition costs to acquire those customers. Cumulative online gross profit represents total online revenue less costs directly attributable to the
products shipped and services rendered, including product costs, packaging materials, shipping costs, and labor costs directly related to revenue generating activities. (2) Paid marketing expenses (also referred to as customer acquisition expenses in our most recently filed Annual Report on Form 10-K and
our most recently filed Quarterly Report on Form 10-Q) represent total advertising and media costs associated with our efforts to acquire new customers, promote our brands and build awareness for our products and services. Paid marketing expenses include advertising in digital media, social mediaq,
television, radio, out-of-home media and various other media outlets.
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FINANCIALS

2023 outlook anticipates strong growth and

continued margin improvement

(S millions)

Revenue

YoY growth

Adj. EBITDA

Adj. EBITDA margin

Q12023

S175-$180

/3% - 78%

$3-$6

2% - 3%

FY 2023

$735-S755

39% - 43%

$20-S30

3% - 4%

2023 underlying themes

©

®» © ©

85%+ long-term retention’

Expanding portfolio of
personalized products

Strong unit economics with
payback period® < 1year

Expanding margin® from

continued leverage on H1
investments

24
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FINANCIALS

Our long-term guiding financial principles

Long-term 2025
profitability targets trajectory

/) /)

Long-term Adjusted Gross margin Revenue of
EBITDA margin in the at least

20-30% Mid/0’s BEIWi=E

Note: 2025 financial targets provided as of Hims & Hers Health, Incs earnings release dated February 27, 2023. Please reference the most recently filed Annual Report on Form 10-K for applicable risks and uncertainties. (1) This

and reconciliations to the corresponding U.S. GAAP financial measure.

is a non-GAAP financial measure.

Adjusted EBITDA of
at least

SIO0OM+

Please refer to pages 29 - 31 for definitions

25
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FINANCIALS

Three key components are expected to
drive future growth

Drive cc
Qd* option C
Hims products

Continued

scaling of the
Hers platform

 Discipline
category capability
expansion

Sample initiatives

Introduction of new
products and services

Expand proprietary
solutions

Expand footprint of
addressable conditions

Continued brand
development

Expand portfolio of
strategic partnerships

26
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FINANCIALS

Capital allocation principles will
guide future investment

1 2

Organic growth Maintain a payback

expected to be the period’ across our

primary growth driver portfolio of less than
1year

e
ol

<lyr.

3

Focus on investments
that drive long-term
margin’ expansion
potential

A

Invest in durable
long-term growth

channels

N

27
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FINANCIALS

are expected o

come from several areas over time

Q4 22

270

Adjusted
EBITDA margin

Long-term Adjusted
EBITDA margin

Benefits from scaling platform and
efficiency

Increased operational efficiency

from economics of scale, automation,

and opportunistic investment

Leverage on investment in brand
development and continued
seasoning of customer base

28
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FINANCIALS

Non-GAAP Financial Measures

In addition to our financial results determined in accordance with U.S. GAAP, we present Adjusted EBITDA (which
is a non-GAAP measure) and Adjusted EBITDA margin (which is a non-GAAP margin), each as defined below.
We use Adjusted EBITDA and Adjusted EBITDA margin to evaluate our ongoing operations and for internal
planning and forecasting purposes. We believe that Adjusted EBITDA and Adjusted EBITDA margin, when taken
together with our GAAP financial measures, provide meaningful supplemental information regarding our
performance by excluding certain items that may not be indicative of our business, results of operations, or
outlook. We consider Adjusted EBITDA and Adjusted EBITDA margin to be important because they help illustrate
underlying trends in our business and our historical operating performance on a more consistent basis. We
believe that the use of Adjusted EBITDA and Adjusted EBITDA margin is helpful to our investors as they are
metrics used by management in assessing the health of our business and our operating performance.

However, non-GAAP financial information is presented for supplemental informational purposes only, has
limitations as an analytical tool and should not be considered in isolation or as a substitute for financial
information presented in accordance with U.S. GAAP. In addition, other companies, including companies in our
industry, may calculate similarly-tited non-GAAP financial measures or ratios differently or may use other
measures to evaluate their performance, all of which could reduce the usefulness of Adjusted EBITDA or Adjusted
EBITDA margin as tools for comparison. Reconciliations are provided below to the most directly comparable
financial measures stated in accordance with U.S. GAAP. Investors are encouraged to review our GAAP financial
measures and these reconciliations, and not to rely on any single financial measure to evaluate our business.

Adjusted EBITDA is a key performance measure that our management uses to assess our operating
performance. Because Adjusted EBITDA facilitates internal comparisons of our historical operating performance
on a more consistent basis, we use this measure for business planning purposes. “Adjusted EBITDA" is defined as
net loss before stock-based compensation, depreciation and amortization, acquisition-related costs (which

includes (i) acquisition professional services; and (ii) consideration paid for employee compensation with vesting
requirements incurred directly as a result of acquisitions, inclusive of revaluation of earn-out consideration
recorded in general and administrative expenses), impairment of long-lived assets, income taxes, change in fair
value of liabilities, net interest, one-time bonuses and warrant expense in connection with the combination of
Hims, Inc. (“Hims”) and Oaktree Acquisition Corp. (“OAC"), with Hims continuing as the surviving entity and as a
wholly-owned subsidiary of OAC, which changed its name to Hims & Hers Health, Inc., and amortization of debt
issuance costs. “Adjusted EBITDA margin” is defined as Adjusted EBITDA divided by revenue.

Some of the limitations of Adjusted EBITDA include (i) Adjusted EBITDA does not properly reflect capital
commitments to be paid in the future, and (ii) although depreciation and amortization are non-cash charges,
the underlying assets may need to be replaced and Adjusted EBITDA does not reflect these capital expenditures.
In evaluating Adjusted EBITDA, you should be aware that in the future we will incur expenses similar to the
adjustments in this presentation. Our presentation of Adjusted EBITDA should not be construed as an inference
that our future results will be unaffected by these expenses or any unusual or non-recurring items. We
compensate for these limitations by providing specific information regarding the U.S. GAAP items excluded from
Adjusted EBITDA. When evaluating our performance, you should consider Adjusted EBITDA in addition to, and
not a substitute for, other financial performance measures, including our net loss and other U.S. GAAP results.

We have not reconciled forward-looking Adjusted EBITDA or Adjusted EBITDA margin to their most directly
comparable U.S. GAAP measures because we cannot predict with reasonable certainty the ultimate outcome of
certain components of such reconciliations, including market-related assumptions that are not within our control,
or others that may arise, without unreasonable effort. For these reasons, we are unable to assess the probable
significance of the unavailable information, which could materially impact the amount of future net loss.

29
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FINANCIALS

Reconciliation of non-GAAP financial measures

(S millions, unaudited)

Revenue

Net Loss

Stock-based compensation

Depreciation and amortization
Acquisition-related costs

Impairment of long-lived assets

Merger bonuses

Warrant expense in connection with Merger
Amortization of debt issuance costs
Provision (benefit) for income taxes

Change in fair value of liabilities

Interest (income) / expense, net

Adjusted EBITDA

Net loss as a % of revenue

Adjusted EBITDA margin

2018A

$26.7
($75.2)

$7.3

SO.1

($0.6)

($68.4)

(282.0%)
(256.3%)

2019A

$82.6
($72.1)

$8.0
$0.3

SO.1
SO.1
($1.0)
($1.5)

($66.1)

(87.3%)
(80.0%)

2020A

$148.8
($18.1)

$5.8
S1.1

$0.3
SO.1

S3.1
(50.4)

($8.1)

(12.2%)
(5.5%)

$271.9

($107.7)

$67.2
S4.1

$8.1

$5.2
S0.2
SO.1
($3.1)
($3.8)
(50.4)

($30.1)

(39.6%)
(11.1%)

S526.9
($65.7)

$42.8
$7.5

$1.2
S1.1

($0.1)
($2.6)

($15.8)

(12.5%)
(3.0%)

30
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FINANCIALS

Reconciliation of non-GAAP financial measures

(S millions, unaudited)

Revenue

Net Loss

Stock-based compensation

Depreciation and amortization
Acquisition-related costs

Change in fair value of liabilities
Impairment of long-lived assets

Merger bonuses

Warrant expense in connection with Merger
Amortization of debt issuance costs
Provision (benefit) for income taxes

Interest income

Adjusted EBITDA

Net loss as a % of revenue

Adjusted EBITDA margin

Q1’21

$52.3

($51.4)

$34.2
S0.4

S2.7
$5.2
$0.2
SO.1
SO.1

($0.1)

($8.6)

(98.3%)
(16.4%)

Q2'21

S60.7
($9.2)

$9.2
S0.5
$2.9

($8.0)

($0.1)

(54.7)

(15.1%)
(7.7%)

Q3’21

S74.2

($15.9)

S11.9
$1.5
$4.3

($8.3)

($3.2)
($0.1)

($9.8)

(21.5%)
(13.2%)

$84.7

($31.2)

$12.0

S1.6
$0.9

$9.8

(30.1)
(30.1)

($7.1)

(36.8%)
(8.3%)

$101.3
($16.3)

$8.9

S1.7
SO.1

(S0.4)

$0.1
($0.2)

($6.1)

(16.0%)
(6.0%)

S$113.6

($19.7)

$10.6

S1.8
$0.2

($0.1)

($0.3)

($7.5)

(17.3%)
(6.6%)

$144.8
($18.8)

S11.0

S1.9
(50.2)
($0.5)

S1.1

($0.6)

($6.1)

(13.0%)
(4.2%)

$167.2
($10.9)

$12.4
$2.0

S1.1
$0.9

($0.1)
($1.5)

$3.9

(6.5%)
2.3%

31
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APPENDIX

Sources

In order of appearance:

B. Kim, S. Lee, M Jun, H. Chung, S. Oh. Perception of Hair Loss and Education Increases the Treatment
Willingness in Patients With Androgenetic Alopecica: A Population-Based Study, 2018, Fig. 1B. Based on a
research study with 503 patients with AGA, 92% of the patients had no past treatment.

K. Nunes, H. Labazi, and R. Webb, PubMed Central, New Insights into Hypertension-Associated Erectile
Dysfunction, 2012- Guttmacher Institute, Contraceptive Use in the United States by Demographics, 2021. (Est
population rounded)

American Academy of Dermatology Association website, Skin Conditions by the Numbers

Hair Loss- Mental Health America website, Quick Facts and Statistics

YouGov website, Clifton Mark, 52% of the world’s adults are trying to lose weight. Who are they?, 2022. Est.
population calculated with Statista, Resident population of the United States by sex and age as of July 1, 2021
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