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In addition to the other risks described in this report, the risk factors outlined below should be considered in evaluating our
business and future prospects. Several of the risks are part of conducting business in the industry and sales channel in which we
operate and will likely remain ongoing. The fact that these risks are characteristic of the dietary supplement industry or the direct
selling channel does not lessen their significance. The risks outlined below are not the only risks we may encounter. Additional
risks not currently known to us or that may currently reasonably seem immaterial also may have an adverse effect on our
business. Risks Affecting Our Business and Industry If we are unable to attract and retain independent associates, our business
may suffer. Our future success depends largely upon our ability to attract and retain a large active base of independent associates
and preferred customers. We rely on our non- employee independent associates to market and sell our products to customers to
generate growth and to attract new independent associates who are interested in building a business. Our ability to increase sales
depends on our ability to increase the number of customers in each of our markets around the world. Our success will also
depend on our ability to retain and motivate our existing independent associates and attract new independent associates. We
cannot give any assurances that the number of our independent associates will continue at their current levels or increase in the
future. Several factors affect our ability to attract and retain independent associates and preferred customers, including: * on-
going motivation of our independent associates; ¢ general economic conditions; ¢ significant changes in the amount of
commissions paid; ¢ public perception and acceptance of the wellness industry; ¢ public perception and acceptance of network
marketing;  public perception and acceptance of our business and our products, including any negative publicity; ¢ the limited
number of people interested in pursuing network marketing as a business; ¢ our ability to provide proprietary quality- driven
products that the market demands; and « competition with other direct selling companies and gig economy companies in
recruiting and retaining independent associates. The loss of key high- level independent associate leaders could negatively
impact our associate growth and our revenue. As of December 31, 26222023 , we had approximately 145, 000 active associates
and preferred customer positions held by individuals who purchased our products and / or packs or paid associate fees within
the last 12 months, of which +85-159 occupied the highest associate levels under our global compensation plan. These
independent associate leaders are important in maintaining and growing our revenue. As a result, the loss of a high- level
independent associate or a group of leading associates in the independent associates’ networks of downlines, whether by their
own choice or through disciplinary actions by us for violations of our policies and procedures, could negatively impact our
associate growth and our revenue. Changes to our associate compensation arrangements could be viewed negatively by some
independent associates, could cause failure to achieve desired long- term results and have a negative impact on revenue. Our
associate compensation plan includes components that differ from market to market. We modify components of our
compensation plan from time to time in an attempt to remain competitive and attractive to existing and potential independent
associates, including such modifications: ¢ to address changing market dynamics; ¢ to provide incentives to independent
associates that are intended to help grow our business; * to conform to local regulations; and ¢ to address other business needs.
However, changes could be viewed negatively by some independent associates, could cause failure to achieve desired long-
term results and have a negative impact on revenue. An increase in the amount of commissions and incentives paid to
independent associates could adversely affect our earnings. The payment of commissions and incentives, including bonuses and
prizes, is our most significant expense. Together, our commissions and incentives range from 35 % to 43 % of our consolidated
net sales. We closely monitor the amount of commissions and incentives as a percentage of net sales and may periodically adjust
our compensation plan to better manage these costs. There can be no assurance that changes to the compensation plan will be
successful in achieving target levels of commissions and incentives as a percentage of net sales and preventing these costs from
having a significant adverse effect on our earnings. Furthermore, such changes may make it difficult to attract and retain
independent associates or cause us to lose some of our existing independent associates. The loss of key management personnel
could adversely affect our business, financial condition, results of operations or independent associate relations. We depend on
the continued services of our executive officers and senior management team as they work closely with independent associate
leaders and are responsible for our day- to- day operations. Our success depends in part on our ability to retain our executive
officers, to compensate our executive officers at attractive levels, and to continue to attract additional qualified individuals to our
management team. Although we have entered into employment agreements with certain senior executive officers, and do not
believe that any of them are planning to leave or retire in the near term, we cannot assure you that our senior executive officers
or members of our senior management team will remain with us. As previously disclosed, on January 8, 2024, we were
notified by David A. Johnson, the Company' s Chief Financial Officer, of his resignation from his position effective
January 22, 2024. Additionally, as previously disclosed, on March 13, 2024, the Company announced the retirement of
Alfredo (Al) Bala, the Chief Executive Officer, on April 1, 2024. Landen Fredrick will be promoted to President and
Chief Executive Officer, and he will continue to serve as interim Chief Financial Officer. We are conducting a search for
a permanent Chief Financial Officer, but there is no assurance that we will be able to identify, attract or hire a
replacement in a timely manner. The loss or limitation of the services of any of our executive officers or members of our
senior management team, including our regional and country managers, or the inability to attract additional qualified
management personnel could have a material adverse effect on our business, financial condition, results of operations, or
independent associate relations. If we are unable to protect the proprietary rights of our products, our business could suffer. Our
success and competitive position largely depend on our ability to protect the following proprietary rights: * our Ambrotose ®



complex, a glyconutritional dietary supplement tagredtent-consisting of a blend of monosaccharides, or sugar molecules, which
is a stand- alone product and also used as an ingredient in many the-majortty-of our products; * the MTech AO Blend ®
formulation, our proprietary antioxidant technology used in the Ambrotose AO ® product; and * a compound used in our
reformulated Advanced Ambrotose ® complex that allows for a more potent concentration of the full range of mannose-
containing polysaccharides occurring naturally in aloe. We have filed patent applications for the technology relating to our
Ambrotose ®, Ambrotose AO ®, Ambrotose Life ®, PhytoMatrix ®, NutriVerus ™, and GI- ProBalance ® products in the
United States and certain foreign countries. As of December 31, 2622-2023 , we had +4-13 patents for the technology relating to
our Ambrotose ® formulation, all of which were issued, granted, and validated in 46-11 foreign jurisdictions. In addition, we
have entered into confidentiality agreements with our independent associates, suppliers, manufacturers, directors, officers, and
consultants to help protect our proprietary rights. Nevertheless, we continue to face the risk that our pending patent applications
for our products may not issue or that the patent protection granted is more limited than originally requested. As a precaution,
we consult with outside legal counsel and consultants to help ensure that we protect our proprietary rights. However, our
business, profitability, and growth prospects could be adversely affected if we fail to receive adequate protection of our
proprietary rights. Although several patents pertaining to our Ambrotose ® technology have expired, Mannatech continues to
actively explore additional patent protection of its technology and pursue expanded patent protection strategies. Our Ambrotose
® product formulation has proprietary elements and we have contractual arrangements with certain suppliers affording us
exclusive access to certain ingredients in those formulations. If we fail to maintain exclusivity with those suppliers, our business
could be adversely affected. We have a number of pending patent applications for additional protection of Ambrotose ®- related
technology. The pending patent applications are at various stages of processing, depending on the timeline of each market’ s
patent offices. Most of our patents for the Ambrotose AO ®, GI- ProBalance ® ™, PhytoMatrix ®, NutriVerus ™, and
PhytoBlend ® formulations and our patents in the field of biomarker assays do not expire for another three-two or more years.
Our inability to develop and introduce new products that gain independent associate, preferred customer, and market acceptance
could harm our business. A critical component of our business is our ability to develop new products that create enthusiasm
among our independent associates and preferred customers. If we are unable to introduce new products, our independent
associate productivity could be harmed. In addition, if any new products fail to gain market acceptance, are restricted by
regulatory requirements or have quality problems, this would harm our results of operations. Factors that could affect our ability
to continue to introduce new products include, among others, government regulations, the inability to attract and retain qualified
research and development staff, the termination of third- party research and collaborative arrangements, proprietary protections
of competitors that may limit our ability to offer comparable products, and the difficulties in anticipating changes in consumer
tastes and buying preferences . Qur inability to develop products, sales platforms, affiliate opportunities, and other
initiatives or maintain an affiliate salesforce and market acceptance for our new Trulu brand and products could harm
our business. The failure of our Trulu brand and products to attract or gain acceptance from affiliates or consumers
could negatively affect our operating results. Our operating results have been and could be adversely affected if the
Trulu products, affiliate platform, and business opportunity do not generate sufficient enthusiasm and financial benefit
to attract affiliates who are interested in selling the Trulu products, building a customer base, and promoting the affiliate
program. In 2023, our Trulu product sales and affiliate participation were below expectations. Potential factors affecting
interest in the Trulu affiliate program and its products include, among other things, perceived product quality and value,
similarities to other products, product effectiveness, growth of the gig economy, perceived economic success in the
affiliate business opportunity, our technology infrastructure and capabilities, restrictions in social or digital media for
sharing products and attracting consumers, and regulatory restrictions on claims. If we are unable to anticipate changes
in consumer preferences and trends, our business, financial condition, and operating results could be materially
adversely affected. Additionally, if we are unable to anticipate changes in the gig and sharing economies and adapt our
business opportunity accordingly, our ability to capture growth trends in the social- selling e- commerce marketplace
could be materially adversely affected . Our failure to appropriately respond to changing consumer preferences and demand
for new products or product enhancements could significantly harm our relationship with independent associates and preferred
customers, our product sales, as well as our financial condition and operating results. Our business is subject to changing
consumer trends and preferences, including rapid and frequent changes in demand for products, new product introductions, and
enhancements. Our failure to accurately predict these trends could negatively impact consumer opinion of our products, which
in turn could harm our independent associate and preferred customer relationships and cause the loss of sales. The success of
our new product offerings and enhancements depends upon a number of factors, including our ability to: ¢ accurately anticipate
consumer needs; ¢ innovate and develop new products or product enhancements that meet these needs; ¢ successfully
commercialize new products or product enhancements in a timely manner; ¢ price our products competitively; * manufacture and
deliver our products in sufficient volumes and in a timely manner; and ¢ differentiate our product offerings from those of our
competitors. If we do not introduce new products or make enhancements to meet the changing needs of our independent
associates and preferred customers in a timely manner, some of our products could be rendered obsolete, which could negatively
impact our revenues, financial condition, and operating results. If our outside suppliers and manufacturers fail to supply products
in sufficient quantities and in a timely fashion or fail to comply with our product safety and quality standards or applicable law,
our business could suffer. Outside manufacturers produce all of our products. Our profit margins and timely product delivery are
dependent upon the ability of our outside suppliers and manufacturers to supply us with products in a timely and cost- efficient
manner. Our ability to enter new markets and sustain satisfactory levels of sales in each market depends on the ability of our
outside suppliers and manufacturers to provide required levels of ingredients and products and to comply with all applicable
regulations. As a precaution, we have approved alternate suppliers and manufacturers for our products. However, the failure of
our primary suppliers or manufacturers to supply ingredients or produce our products could adversely affect our business



operations. We believe we have dependable third- party manufacturers. Our business depends in large part on our ability to
maintain consumer confidence in the safety and quality of our products. We have rigorous product safety and quality standards,
which we expect our third- party contract manufacturers to meet. However, despite our commitment to product safety and
quality, our contract manufacturers may not always meet these standards, particularly as we expand our manufacturing
operations and product offerings. Further, our manufacturing operations are subject to numerous regulations, including food and
drug, environmental, and labor regulations, which continue to expand and evolve and require substantial expenditures. If our
contract manufacturers fail to comply with our product safety and quality standards or applicable law, or if our products are or
become contaminated, damaged, adulterated, mislabeled, or misbranded, whether caused by us or someone in our supply chain
or events outside of our or their control, we may be required to undertake costly remediation efforts, which may include product
recalls, formulation changes, the destruction of inventory, and supply chain interruption, and may become subject to negative
publicity, regulatory action or fines, and product liability claims, which could materially harm our reputation, business, financial
condition, and operating results. The loss of suppliers et shortages of raw materials or our failure to satisfy minimum
purchase requirements could have an adverse effect on our business, financial condition, or results of operations. We depend
on outside suppliers for raw materials. Our contract manufacturers acquire all of the raw materials for manufacturing our
products from third- party suppliers. In the event we were to lose any significant suppliers and have trouble in finding or
transitioning to alternative suppliers, it could result in product shortages or product back orders, which could harm our business.
There can be no assurance that suppliers will be able to provide our contract manufacturers the raw materials in the quantities
and at the appropriate level of quality that we request or at a price that we are willing to pay. We are also subject to delays
caused by any interruption in the production of these materials including weather, disease, crop conditions, climate change,
energy costs, currency fluctuations, logistics service capacities, transportation interruptions, and natural disasters or other
catastrophic events. For example, in March 2020, the WHO declared the outbreak of COVID- 19 as a pandemic, which has
spread throughout our international regions and throughout the Unlted Statei Beglnnlng in 2020 and cont1nu1ng through 2622
2023 , the Company experienced : w-materialse : ; W
challenges in getting these-certain materlali and 1ngred1ent§ to our contract manufacturers and ﬁnl%hed products to our
distribution centers resulting from reductions in global transportation capacity and other logistical issues within the supply
chain. The extent to which COVID- +9-related factors tmpaets— impact our future operations will depend on future
developments, Wh1ch are hlghly uncertaln and cannot be predlcted W1th conﬁdence 1nclud1ng the du-f&t—teﬁ—contlnued use of
updated
eatses-COVID- 19 vaccmes aﬂd-the aeﬁeﬁs—te-eeﬂtam—lmpact of variants of COVID 19 eﬁ-feat—rts—rmpaet—er—t-he—s&fety—a
efﬁeaeye-ﬁt-he—vaﬂeus—vaeetnes—&ppfe%d-post- COVID conditions often referred to treat-as “ Long COVID ” or “ long-
haul COVID, ” among others. In particular, the spread of new COVID- 19 ;ameng-variants or ethers— other rapidly —n
partietlar-the-eontinted-spread-spreading communicable diseases of-COVID-—9-clobally could adversely impact our
operations, including among others, our manufacturing and supply chain, sales and marketing and clinical trial operations and
could have an adverse impact on our business and our financial results . We maintain supply agreements with our suppliers
and manufacturers. Certain of our supply agreements contain exclusivity clauses for the supply of certain raw materials
and products, some of which are conditioned upon compliance with minimum purchase requirements. One of our supply
agreements, under which the supplier provides us with certain aloe vera- based raw materials, requires us to purchase
raw materials in an aggregate amount of $ 4. 2 million through 2024. Failure to satisfy minimum purchase requirements
could result in the loss of exclusivity, which could adversely affect our business . [f we are exposed to product liability
claims, we may be liable for damages and expenses, which could affect our overall financial condition, results of operations and
cash flows. We could face financial liability from product liability claims if the use of our products results in significant loss or
injury. We can make no assurances that we will not be exposed to any substantial future product liability claims. Such claims
may include claims that our products contain contaminants, that we provide our independent associates and consumers with
inadequate instructions regarding product use, or that we provide inadequate warnings concerning side effects or interactions of
our products with other substances. We believe that we, our suppliers, and our manufacturers maintain adequate product liability
insurance coverage. However, a substantial future product liability claim could exceed the amount of insurance coverage or
could be excluded under the terms of an existing insurance policy, which could adversely affect our overall future financial
condition. Several years ago, a discovery of Bovine Spongiform Encephalopathy (“ BSE ), which is commonly referred to as
Mad Cow Disease ”, has caused concern among the general public. As a result, some countries have banned the importation or
sale of products that contain bovine materials sourced from locations where BSE has been identified. We have changed many of
our capsules to a vegetable base. However, if a vegetable base is not available or practical for use, certifications are required to
ensure the capsule material is BSE- free. The higher costs could affect our financial condition, results of operations, and our
cash flows. Concentration Risk A significant portion of our revenue is derived from our Ambrotose , Ambrotose Life ®,
TruHealth ™, Advaneed-Ambrotose-®-Manapol ® Rewder-, and Optimal Support Packets products . A decline in sales value
of %uch productq could have a materlal adverse effect on our earnlngi cash flows and ﬁnanc1al position. -Reveﬂue—ffoﬁa—t-hese

bu%lne%i is not currently exposed to customer concentratlon rlik glven that no 1ndependent a%socmte has ever accounted for
more than 10 % of our consolidated net sales. Currently, the Republic of Korea is our largest market. An economic decline
in the market, a shift in consumer demand for our products or business opportunity, or regulatory changes affecting our
business model, products, or compensation plan in this market could have a material adverse effect on our earnings, cash



flows, and financial position. If we incur substantial liability from litigation, complaints, or enforcement actions or incur
liabilities or penalties resulting from misconduct by our independent associates, our financial condition could suffer, and could
have a negative impact on our profitability and growth prospects. Routine enforcement actions and complaints are common in
our industry. Although we believe we fully cooperate with regulatory agencies and use various means to address misconduct by
our independent associates, including maintaining policies and procedures to govern the conduct of our independent associates
and conducting training seminars, it is still difficult to detect and correct all instances of misconduct. Violations of our policies
and procedures by our independent associates could lead to litigation, formal or informal complaints, enforcement actions, and
inquiries by various federal, state, or foreign regulatory authorities against us and / or our independent associates in each country.
Because we have expanded into foreign countries, our policies and procedures for our independent associates differ depending
on the different legal requirements of each country in which an independent associate does business. Any future litigation,
complaints, and enforcement actions involving us and / or our independent associates could consume considerable amounts of
financial and other corporate resources, which could have a negative impact on our business, profitability, and growth prospects.
The global nutrition and skin care industries are intensely competitive and the strengthening of any of our competitors could
harm our business. The global nutrition and skin care industries are intensely fragmented and competitive. We compete for
independent associates with other network marketing companies outside the global nutrition and skin care industries. Many of
our competitors have greater name recognition and financial resources, which may give them a competitive advantage. Our
competitors may also be able to devote greater resources to marketing, promotional, and pricing campaigns that may influence
our continuing and potential independent associates and preferred customers to buy products from competitors rather than from
us. Such competition could adversely affect our business and current market share. A downturn in the economy, including as a
result of continuing COVID- 49-related factors such as variants and post- COVID conditions . or other communicable
and rapidly spreading diseases could affect consumer purchases of discretionary items such as the health and wellness
products that we offer, which could have an adverse effect on our business, financial condition, profitability, and cash flows. We
appeal to a wide demographic consumer profile and offer a broad selection of health and wellness products. A downturn in the
economy, including as a result of the continuation of COVID- +5-related factors or other rapidly spreading communicable
diseases , could adversely impact consumer purchases of discretionary items such as health and wellness products. The United
States and global economies may slow dramatically as a result of a variety of problems, including turmoil in the credit and
financial markets, concerns regarding the stability and viability of major financial institutions, the state of the housing markets,
and volatility in worldwide stock markets. In the event of such economic downturn, the U. S. and global economies could
become significantly challenged in a recessionary state for an indeterminate period of time. These economic conditions could
cause many of our existing and potential associates to delay or reduce purchases of our products for some time, which in turn
could harm our business by adversely affecting our revenues, results of operations, cash flows and financial condition. We
cannot predict these economic conditions or the impact they would have on our consumers or business. Adverse or negative
publicity could cause our business to suffer. Our business depends, in part, on the public’ s perception of our integrity and the
safety and quality of our products. Any adverse publicity could negatively affect the public’ s perception about our industry, our
products, or our reputation and could result in a significant decline in our operations and / or the number of our independent
associates. Specifically, we are susceptible to adverse or negative publicity regarding: * the nutritional supplements industry; ©
skeptical consumers; * competitors; ¢ the safety and quality of our products and / or our ingredients; * regulatory investigations
of our products or our competitors’ products; « the actions of our independent associates; ¢ the direct selling / network marketing
industry; and « scandals or regulatory investigations regarding the business practices or products or our competitors, specifically
those competitors within the direct selling channel. If our information technology system fails or if the implementation of new
information technology systems is not executed efficiently and effectively, our business, financial position, and operating results
could be adversely affected. Like many companies, our business is heavily dependent upon our information technology
infrastructure to effectively manage and operate many of our key business functions, including:  order processing;  supply
chain management; ¢ customer service; * product distribution; « commission processing; ¢ cash receipts and payments; and ¢
financial reporting. These systems and operations are vulnerable to damage and interruption from fires, earthquakes,
telecommunications failures, and other events. They are also subject to break- ins, sabotage, intentional acts of vandalism and
similar misconduct. Although we maintain an extensive security system and business continuity program that was developed
under the guidelines published by the National Institute of Standards of Technology, a long- term failure or impairment of any of
our information technology systems could adversely affect our ability to conduct day- to- day business. Occasionally
information technology systems must be upgraded or replaced and if this system implementation is not executed efficiently and
effectively, the implementation may cause interruptions in our primary management information systems, which may make our
website or services unavailable thereby preventing us from processing transactions, which would adversely affect our financial
position or operating results. The regulatory climate for data privacy and protection continues to grow in scope and complexity
both domestically and in the international markets in which we operate. Although there is no single federal law in the United
States imposing a cross- sectoral data breach notification obligation, virtually every state has enacted breach notification
requirements. Additionally, many efthe-internatienrat-U. S. states and countries in which we operate have proposed or enacted
laws or regulations on the appropriate use and disclosure of financial and personal data. The EU adopted the General Data
Protection Regulation (“ GDPR ”) on April 27, 2016. The GDPR went into effect on May 25, 2018. The GDPR applies to
organizations based in the EU and organizations based outside of the EU that offer products or services to individuals in the EU
or that otherwise monitor individuals in the EU. While U. S. state laws generally cover specific categories of sensitive personal
data (e. g., social security numbers, bank account numbers, and credit card numbers), the GDPR notification requirements will
apply to incidents involving any personal data, meaning any data related to an identified person. In Canada, the Personal
Information Protection and Electronic Documents Act (“ PIPEDA ) went into effect on November 1, 2018. PIPEDA applies to



foreign organizations with a real and substantial link to Canada that collect, use, or disclose the personal information of
Canadians in the course of their commercial activities. Under PIPEDA, an organization must notify individuals of any breach of
the security of safeguards involving their personal information if it is reasonable to believe that the breach creates a “ real risk of
significant harm. ” Concurrently, the organization must also report to the Privacy Commissioner of Canada. As noted above,
many states have enacted data protection requirements. The California Consumer Privacy Act (" CCPA"), a state statute signed
into law on June 28, 2018 and effective on January 1, 2020, provides enhanced data privacy protections to California residents.
The CCPA applies to companies with annual gross revenues in excess of $ 25 million. The South Africa Protection of Personal
Information Act (“ POPI ”’) went effective on July 1, 2021. POPI shares similarities with both the EU GDPR and the CCPA.
Most recently, China passed the PIPL on August 20, 2021. The PIPL is designed to protect online users’ data privacy, effective
on November 1, 2021. Regarded as China’ s version of the GDPR, the PIPL lays out a comprehensive set of rules on how
business operators should collect, use, process, share, and transfer personal information in China. Our failure or inability to
comply with data protection regimes domestically and in foreign countries could result in fines, penalties, injunctions, or
material litigation expenditures. With increased frequency in recent years, cyber- attacks against companies have resulted in
breaches of data security. Our business requires the storage and transmission of suppliers’ data and our independent associates’
and customers’ personal, credit card, and other confidential information. Our information technology systems are susceptible to
a growing and evolving threat of cybersecurity risk. If our third- party vendors do not maintain adequate security
measures, do not require their sub- contractors to maintain adequate security measures, do not perform as anticipated
and in accordance with contractual requirements, or become targets of cyber- attacks, we may experience breach of
customer data or operational difficulties and increased costs, which could materially and adversely affect our business.
Any substantial compromise of our data security, whether externally or internally, or misuse of associate, customer, or employee
data, could cause considerable damage to our reputation, cause the public disclosure of confidential information, and result in
lost sales, significant costs, and litigation, which would negatively affect our financial position and results of operations.
Although we maintain policies and processes surrounding the protection of sensitive data, which we believe to be adequate,
there can be no assurances that we will not be subject to such claims in the future. We rely upon our existing cash balances and
cash flow from operations to fund our business and meet our contractual obligations. In the event that we do not generate
adequate cash flow from operations, we will need to raise money through a debt or equity financing, if available, or curtail
operations. The adequacy of our cash resources to continue to meet our future operational needs depends, in large part, on our
ability to increase product sales and / or reduce operating costs and some of these costs are fixed contractual obligations. As of
December 31,2023 and 2022 and-202+-, cash and cash equivalents held in bank accounts in forelgn countries totaled $ 3.5
mllllon and $ 11.3 mllhonaﬂd—ﬁﬁ%é-ﬁﬁ-l-heﬂ— respectlvely —

from operations, we could exhau%t our avallable ca%h resources and be requ1red to secure addltlonal funding through a debt or
equity financing, transfer cash in a manner that could be taxed, significantly scale back our operations, and / or discontinue
many of our activities, which could negatively affect our business and prospects. Additional funding may not be available or
may only be available on unfavorable terms . We are subject to liquidity risk, which could adversely affect our financial
condition and results of operations Effective liquidity management is essential for the operation of our business.
Although we have implemented strategies to maintain sufficient and diverse sources of funding to accommodate planned,
as well as unanticipated, changes in assets and liabilities, under various economic conditions, an inability to raise capital
through operations and other sources could have a material adverse effect on our liquidity. Our access to funding
sources in amounts adequate to finance our activities could be impaired by factors that affect us specifically or the direct
selling industry in general. Factors that could detrimentally impact our access to liquidity sources include credit
availability through commercial banking, foreign exchange controls, limitations on the repatriation of funds, and
changes in currency policies or practices of foreign jurisdictions. Deterioration in economic conditions may increase our
cost of funding and limit our access to some sources of liquidity . Risks Related to Our International Operations If our
international markets are not successful, our business could suffer. We currently sell our products in the international markets of
Canada, Mexico, Austria, the Czech Republic, Denmark, Estonia, Finland, Germany, the Republic of Ireland, Namibia,
Netherlands, Norway, South Africa, Spain, Sweden, the United Kingdom, Australia, Japan, New Zealand, the Republic of
Korea, Singapore, Taiwan, Hong Kong and China. We operate in China on a non- direct selling business model instead of our
traditional network marketing model. In China, multi- level marketing is prohibited by the Prohibition of Pyramid Selling and
direct selling without a license is prohibited by the Regulation on the Administration of Direct Sales. Our international
operations could experience changes in legal and regulatory requirements, as well as difficulties in adapting to new foreign
cultures and business customs. If we do not adequately address such issues, our international markets may not meet growth
expectations. Our international operations and future expansion plans are subject to political, economic, and social uncertainties,
including: * inflation; * the renegotiation or modification of various agreements;  increases in custom duties and tariffs; e
changes and limits in export controls; « complex U. S. and foreign laws, treaties and regulations, including without limitation,
tax laws, the U. S. Foreign Corrupt Practices Act, and similar anti- bribery and corruption acts and regulations in many of the
markets in which we operate; ¢ trademark availability and registration issues; ¢ changes in exchange rates; * changes in taxation;
e wars, civil unrest, acts of terrorism , conflicts and other hostilities; ¢ political, economic, and social conditions; ¢ the
continuing cffects of COVID- 49-related factors ; * changes to trade practice laws or regulations governing direct selling and



network marketing; ¢ increased government scrutiny surrounding direct selling and network marketing; * changes in the
perception of network marketing; and ¢ risk of our independent associates offering business opportunities in China. In February
2022, following Russia’ s invasion of Ukraine, the U. S. and the EU imposed various economic sanctions against Russia. If
Russia responds with retaliatory measures such as restrictions on the sale of oil or other energy resources from Russia to other
countries in the region, that could result in an increase in our global shipping expenses, reduce our sales, or otherwise have an
adverse effect on our European operations. Additionally, escalation by Russia beyond Ukraine and into other countries within
the region, could also reduce our sales and have a negative effect on our European operations. The risks outlined above could
adversely affect our ability to sell products, obtain international customers, or to operate our international business profitably,
which would have a negative impact on our overall business and results of operations. Furthermore, any negative changes in our
distribution channels may force us to invest significant time and money related to our distribution and sales to maintain our
position in certain international markets. Currency exchange rate fluctuations could reduce our overall profits. For the year
ended December 31, 2022-2023 , we recognized 78-77 . 3-1 % of net sales in markets outside of the United States and 69-67 . +
6 % in markets outside of the Americas. For the year ended December 31, 2024-2022 , we recognized 78. +3 % of net sales in
markets outside of the United States and 76-69 . 7 % in markets outside of the Americas. In preparing our consolidated financial
statements, we are required to translate certain financial information from foreign currencies to the United States dollar using
either the spot rate or the weighted- average exchange rate. If the United States dollar changes relative to applicable local
currencies, there is a risk our reported sales, operating expenses, and net income could significantly fluctuate. For example, our
2022-2023 net sales decreased #2 . 6-1 % on a Constant dollar basis (see Item 7, Non- GAAP Financial Measures), and
unfavorable foreign exchange caused a $ +6-2 . 5-3 million decrease in GAAP net sales as compared to 26242022 . In other
words, 2822-2023 sales would have been $ +8-2 . 5-3 million higher than the reported value, except for the impact of foreign
exchange. There can be no assurance that foreign currency fluctuations will not have a material adverse effect on our business,
assets, financial condition, liquidity, results of operations or cash flows. We are not able to predict the degree of exchange rate
fluctuations, nor can we estimate the effect any future fluctuations may have upon our future operations. To date, we have not
entered into any hedging contracts or participated in any hedging or derivative activities. Fre-COVID- related factors and the
possibility of other epidemics or rapidly spread-spreading communicable disease may continue to negatively impact our
business. Due to the person- to- person nature of our direct selling business model, our financial results have been, and
will likely continue to be, harmed if the fear of a communicable and rapidly spreading disease results in travel
restrictions or cause people to avoid group meetings or gatherings or interaction with other people. It is difficult to
predict the impact on our busmess, if any, of the emergence of C OVID 19 varlants ttﬂderseeres—eertamﬂsks—we—faee—
COVID- related factors such 4 ; torr-as to-“ Long
COVID ” or “ Long- haul COVID ” remain ongomg, new epldemlcs, or t-he—other crises. The outbreak ultimate-adverse
impaettous-of COVID- 19 in —~OaMareh1+5-2020 and ensuing pandemic resulted in significant contraction of economies
around the Woetld-world Health-Organization-deelared-and interrupted global supply chains as many governments issued
shelter- in- place orders to combat the spread of COVID- 19 a—pﬁﬂd'eﬂ‘ﬂe,—. Government- 1mposed restrictions and on
Mareh+3-public hesitance regarding in- person gatherings ,
respeettravel and visiting public places reduced our associates’ ab1hty to hold sales meetmgs, resulted in cancellatlons of
corporate- sponsored and associate- sponsored events, and incentive trips. Our supply chain and logistics incurred some
interruptions and cost impacts, and we could experience more significant interruptions and cost impacts or face more
significant closures in the future, whether due to the ongoing effects of COVID- 19 directly, or other related factors such
as resistance to vaccines or resistance to vaccine requirements . The-These spread-offactors and other events related to
COVID- 19 ttn&erseeres—eert&rn—rrsks—we—faee—rn—have negatlvely 1mpacted our sales and operatlons and could continue to
negatively affect our business that-are-deseribed-thisAnnual-Report-on 0-K—-Governmentat-and our financial results.
Although some of 0 tzatt tvely the negative impacts spread-and-severtty-of
COVID- 19 have 1mpr0ved and many government restrlctlons have been hfted , whieh-eould-adversely-this situation
continues to be fluid and there is uncertainty regarding its duration and future impaet-impacts eurprofitabitity-. For
example, fl"—he—adverse—eeeﬁeﬁne—effeets—ef—( OVID 19 varlants have caused some mayhmateﬂ&Hy—deefease-éemand—feeeur
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eould-be-matertally-adversely-affeeted-. Risks Related to Regulation If government regulations regarding network marketin
change or are interpreted or enforced in a manner adverse to our business, we may be subject to new enforcement actions and
material limitations regarding our overall business model. Network marketing is always subject to extensive governmental
regulations, including foreign, federal, and state regulations. Any change in legislation and regulations could affect our business.
Furthermore, significant penalties could be imposed on us for failure to comply with various statutes or regulations. Violations
may result from: « ambiguity in statutes;  regulations and related court decisions; ¢ the discretion afforded to regulatory
authorities and courts interpreting and enforcing laws; ¢ new regulations affecting our business; and ¢ changes to, or
interpretations of, existing regulations affecting our business. On January 4, 2018, the FTC issued “ Business Guidance
Concerning Multi- Level Marketing ” a non- binding guidance in question- and- answer format clarifying the FTC’ s
enforcement position regarding multi- level marketing. The guidance focuses on the characteristics of multi- level marketing
and delineates the factors that the FTC staff is likely to consider in assessing whether or not a compensation structure is
problematic. The FTC has broad enforcement authority and, while it issues guidance on how it interprets the applicable law, that
guidance is not ultimately binding on the FTC. As a result, the FTC could decide to investigate or bring an enforcement action
regarding practices that we interpret to be in line with applicable law and / or FTC guidance. For example, the FTC has
challenged the distributor compensation plans used by other multi- level- marketing companies over the last few years. The FTC
obtained consent decrees with those companies requiring those companies to (i) discontinue using all, or certain components of,
their compensation plans; and (ii) implement a compensation plan that received prior approval from the FTC. In 2019, the FTC
continued to challenge compensation plans and structures within the direct selling channel. In October 2019, following ongoing
discussions with the FTC pertaining to an enforcement action, one of our competitors changed its business model from multi-
level- marketing to direct- to- consumer as part of a stipulated order for permanent injunction. While consent decrees and orders
entered into by our competitors are not binding on the Company, it does provide an insight into the FTC’ s priorities regarding
its interpretation and enforcement of regulations pertaining to the multi- level- marketing business model. While we prioritize
ensuring that our business and compensation model are compliant, we cannot be certain that the FTC or similar regulatory body
in another country will not modify or otherwise amend its guidance, laws, or regulations or interpret in a way that would render
our current practices inconsistent with the same. FTC determinations such as these have created ambiguity regarding the proper
interpretation of the law and regulations applicable to direct selling companies, and in particular, companies that use a multi-
level- marketing business model, in the United States. While a consent order between the FTC and a specific company does not
represent judicial precedent and is not legally binding on other companies, FTC officials have indicated that companies within
the direct selling channel should look to these consent orders for guidance. Additionally, while communications and guidance
from the FTC to the direct selling channel in 2019 and 2018 reinforce the principles contained in these consent orders, these
communications have also created ambiguity and uncertainty regarding the proper interpretation of the laws, regulations and
judicial precedent applicable to direct selling in the United States. We continue to analyze the consent orders, guidance and
other communications issued by the FTC. Although we strive to ensure that our overall business model and compensation plans
are regulatory compliant in each of our markets, we cannot assure you that a regulator, if it were to review our business, would
agree with our assessment and would not require us to change one or more aspects of our operations. Any action against us in the
future by the FTC or another regulator could materially and adversely affect our operations. On October 28, 2021, the Company
received a letter from the FTC regarding “ Notices of Penalty Offenses Concerning Money- Making Opportunities and
Endorsement and Testimonials." The Company was among 1, 100 other companies to receive the letter which put companies on
notice that they should be aware of what constitutes false or misleading income, earning, or product claims. As the FTC made
clear in the letter, receipt of the letter is not a determination of wrongdoing. From a procedural standpoint, the FTC would still
have to file a formal action if they determine the Company is in violation of the parameters laid out in the letter and then
undergo an administrative hearing process. The letter is the first step in a process for the FTC to impose “ civil monetary
penalties of up to $ 43, 792 per violation. ” Nearly all Direct Selling Association (“ DSA ”’) member companies received the
notice along with non- members of the DSA in the direct selling channel, gig companies, franchise companies, and other
companies offering business opportunities. In March 2022 the FTC issued an Advanced Notice of Public Rulemaking: Trade
Regulation Rule on the Use of Earnings Claims that proposes to regulate how the Company and its associates advertise and
represent the business. Additionally, in November 2022, the FTC issued an Advanced Notice of Public Rulemaking regarding
changes to the Business Opportunity Rule, which requires business opportunity sellers to give prospective buyers specific
information to help evaluate a business or work- from- home opportunity. As a direct selling company, we are currently exempt
from the Business Opportunity Rule. A potential rule on the use of earnings claims by us or our independent associates or an
expansion of the business opportunity rule to include direct selling companies could have a negative effect on our business by
requiring burdensome administrative disclosure obligations that could prevent individuals from engaging in our business. We
cannot predict what effect additional governmental regulations, judicial decisions, or administrative orders, when and if
promulgated, would have on our business. Failure by us, or our associates, to comply with these laws, regulations, or guidance,
could have a material adverse effect on our business in a particular market or in general. Finally, the continuation of regulatory
challenges, investigations and litigation against other direct selling companies could harm our business and the direct selling
channel if the laws and regulations are interpreted in a way that results in additional restrictions on direct selling companies in
general. Independent associates could fail to comply with our associate policies and procedures or make improper product,
compensation, marketing or advertising claims that violate laws or regulations, which could result in claims against us that



could harm our financial condition and operating results. We sell our products worldwide to a sales force of independent
associates. The independent associates are independent contractors and, accordingly, we are not in a position to provide the
same direction, motivation, and oversight as we would if associates were our own employees. As a result, there can be no
assurance that our associates will participate in our marketing strategies or plans, accept our introduction of new products, or
comply with our associate policies and procedures. All independent associates sign a written contract and agree to adhere to our
policies and procedures, which prohibit associates from making false, misleading or other improper claims regarding products or
income potential from the distribution of the products. However, independent associates may from time to time, without our
knowledge and in violation of our policies, make non- compliant statements, create promotional materials, or otherwise provide
information that does not accurately describe our products or marketing program. In addition to policies prohibiting improper
product claims, we also have policies that prohibit our independent associates from selling our products or otherwise conducting
business in markets outside of the countries in which we operate or in a manner inconsistent with how we operate in a specific
country. There is a possibility that some jurisdictions could seek to hold us responsible for independent associate activities that
violate applicable laws or regulations, which could result in government or third- party actions or fines against us, which could
harm our financial condition and operating results. For example, Meitai does not operate as a direct selling company in mainland
China and does not hold a direct selling license in China. Additionally, direct selling regulations in China prevent persons who
are not Chinese nationals from engaging in direct selling in China. While we have policies that prohibit our independent
associates from conducting business in markets other than those in which we currently operate and we have provided
information on how Meitai operates in China as a non- direct selling business under an e- commerce model, we cannot
guarantee that our independent associates will not violate our policies or violate Chinese law or other applicable regulations, and
therefore, might result in regulatory action and adverse publicity, which would harm our business in China or our business
generally. We may be held responsible for certain taxes or assessments relating to the activities of our independent associates,
which could harm our financial condition and operating results. Our independent associates are subject to taxation and, in some
instances, legislation or governmental agencies impose an obligation on us to collect taxes, such as value added taxes, and to
maintain appropriate tax records. In addition, we are subject to the risk in some jurisdictions of being responsible for social
security and similar social taxes with respect to our distributors. In the event that local laws and regulations require us to treat
our independent distributors as employees, or if our distributors are deemed by local regulatory authorities to be our employees,
rather than independent contractors, we may be held responsible for social security and / or related social taxes in those
jurisdictions, plus any related assessments and penalties, which could harm our financial condition and operating results. Laws
regarding independent contractor status in certain jurisdictions, including the U. S., continue to evolve and have been
applied unfavorably to gig economy companies, platform companies, and some of our counterparts in the direct selling
channel. If federal, state, or local laws and regulations or the interpretation of those laws and regulations require us to
treat our independent associates or Trulu affiliates as employees, or if they are deemed by local regulatory authorities in
one or more of the jurisdictions in which we operate to be our employees rather than independent contractors, under
existing laws and interpretations, we may be deemed to be responsible for a variety of obligations that are imposed upon
employers relating to their employees, including social security and related taxes in those jurisdictions, wages, employee
benefits, plus any related assessments and penalties, which could harm our financial position and operations. Challenges
by private parties to the form of our network marketing system could harm our business. We may be subject to challenges by
private parties, including our independent associates and preferred customers, to the form of our network marketing system or
elements of our business. In the United States, the network marketing industry and regulatory authorities have relied on the
implementation of distributor rules and policies designed to promote retail sales to protect consumers, prevent inappropriate
activities, and distinguish between legitimate network marketing distribution plans and unlawful pyramid schemes. We have
adopted rules and policies based on case law, rulings of the FTC, discussions with regulatory authorities in several states, and
domestic and global industry standards. As a member of the U. S. DSA, we are required to adhere to a code of ethics that
protects our associates and their customers, and ensures all DSA members remain accountable to regulators, consumers,
independent distributors, and the public. On January 4, 2019, the DSA established a third party self- regulatory program to be
administered by the Council of Better Business Bureaus. The new entity, the Direct Selling Self- Regulatory Council (“ DSSRC
), will engage in active monitoring of the entire direct selling marketplace, including websites and social media of direct selling
companies and their respective independent distributors in the areas of income representations and product claims. The DSSRC
will report potentially non- compliant companies to the appropriate government agencies and will manage consumer / company
complaint resolution. Legal and regulatory requirements concerning network marketing systems, however, involve a high level
of subjectivity, are inherently fact- based, and are subject to judicial interpretation. Because of this, we can provide no assurance
that we would not be harmed by the application or interpretation of statutes or regulations governing network marketing,
particularly in any civil challenge by a current or former independent associate or preferred customer. If our network marketing
activities do not comply with government regulations, our business could suffer. Many governmental agencies regulate our
network marketing activities. A government agency’ s determination that our business or our independent associates have
significantly violated a law or regulation could adversely affect our business. The laws and regulations for network marketing
intend to prevent fraudulent or deceptive schemes. Our business faces constant regulatory scrutiny due to the interpretive and
enforcement discretion given to regulators, periodic misconduct by our independent associates, adoption of new laws or
regulations, and changes in the interpretation of new or existing laws or regulations. In addition, in the past, and because of the
industry in which we operate, we have experienced inquiries regarding specific independent associates. The Company may,
directly or indirectly, be affected by government laws and regulations related to climate change. Climate change, or legal,
regulatory or market measures to address climate change, may negatively affect our business and operations. There is growing
concern that carbon dioxide and other greenhouse gases in the atmosphere may have an adverse impact on global temperatures,



weather patterns, and the frequency and severity of extreme weather and natural disasters. In the event that climate change has a
negative effect on agricultural productivity, we may be subject to decreased availability or less favorable pricing for certain
commodities that are necessary for our products, such as Aloe Vera and other plant- based raw materials used in our products.
Adverse weather conditions and natural disasters can reduce crop size and crop quality, which in turn could reduce our supplies
of raw materials, lower recoveries of usable raw materials, increase the prices of our raw materials, increase our cost of storing
and transporting our raw materials, or disrupt production schedules. If we violate governmental regulations or fail to obtain
necessary regulatory approvals, our operations could be adversely affected. Our operation is subject to extensive laws,
governmental regulations, administrative determinations, court decisions, and similar constraints at the federal, state, and local
levels in our domestic and foreign markets. These regulations primarily involve the following:  the formulation, manufacturing,
packaging, labeling, distribution, importation, sale, and storage of our products; * the health and safety of dietary supplements,
cosmetics and foods; ¢ trade practice laws and network marketing laws (e. g., licensing and registration requirements;
regulations pertaining to commission payments); ¢ our product claims and advertising by our independent associates; ¢ our
network marketing system; ¢ pricing restrictions regarding transactions with our foreign subsidiaries or other related parties and
similar regulations that affect our level of foreign taxable income; * the assessment of customs duties; ¢ further taxation of our
independent associates, which may obligate us to collect additional taxes and maintain additional records; and ¢ export and
import restrictions. Any unexpected new regulations or changes in existing regulations could significantly restrict our ability to
continue operations, which could adversely affect our business. For example, changes regarding health and safety and food and
drug regulations for our nutritional products could require us to reformulate our products to comply with such regulations. On
May 4, 2022, the Company received notice from its customs broker that the FDA held, inspected, and took samples for testing
from shipments imported from Costa Rica of its Ambrotose Life ® and Ambrotose ® Complex products. We cooperated with
the FDA and supplied requested documentation from our third- party manufacturer. The products were eventually released with
the exception of one lot of Ambrotose Life ® powder which was denied entry. There was an inconsistency in the results
obtained by the FDA as compared to the results obtained by both the manufacturer and two independent labs engaged by the
Company to conduct testing. Additionally, we engaged a food- safety expert to analyze the testing results. The third- party
testing results were all within established specifications and at levels customarily seen with raw botanical powders. In addition
to the extensive testing and analysis completed by the Company, the food safety expert reviewed FDA’ s test results, the two
third- party labs’ test results, and the documentation and testing from our manufacturer. The expert’ s report was included as an
exhibit to the Company’ s response to the FDA. The expert’ s report concluded that the Company’ s analytical data from
samples of the same lot that the FDA tested, supported a conclusion favoring the Company’ s results. However, on February 9,
2023, we received notice that the FDA was refusing admission of the product. We scheduled return of that lot to the
manufacturer. On October 3, 2022, the Company received notice that the Ambrotose Life ® powder product was being detained
due to a labeling issue asserting that there are formatting issues on the supplement facts panel. The formatting issues, which
have been corrected, centered on stating “ O g ” or “ 0 % " instead of “ < 1g ” or less than “ < 1 % ” for sugar and sodium,
respectively. We were also asked to remove the statement, “ Not a significant source of saturated fat, trans fat, cholesterol,
protein, vitamin D, calcium, or iron. ” While the labeling issues raised by the FDA have been corrected, we continued to
experience FDA holds and future holds and requested changes could cause delays within our supply chain resulting in
potential back orders, which could reduce associate and customer confidence and have a negative impact on our sales. [n
some foreign countries, nutritional products are considered foods, while other countries consider them drugs. Future health and
safety or food and drug regulations could delay or prevent our introduction of new products or suspend or prohibit the sale of
existing products in a given country or marketplace. In addition, if we expand into other foreign markets, our operations or
products could also be affected by the general stability of such foreign governments and the regulatory environment relating to
network marketing and our products. If our products are subject to high customs duties, our sales and competitive position could
suffer as compared to locally produced goods. Furthermore, import restrictions in certain countries and jurisdictions could limit
our ability to import products from the United States. We operate a non- direct selling business in mainland China. In 2016, we
formed our China subsidiary, Meitai. Unlike Mannatech’ s business operations in other markets, Meitai operates under a cross-
border e- commerce model, where consumers in China can buy Mannatech products manufactured overseas via Meitai' s
website. Meitai is currently not a direct selling company in China nor can it operate under a multi- level marketing model in
China. Products purchased on Meitai' s website are for personal use and not for resale. Meitai offers a rewards program to
incentivize existing customers to refer other customers to purchase products from Meitai’ s website. Customs regulations in
China include purchase limits to ensure that purchased products are for personal consumption. Regulators in China may change
how they interpret and enforce regulations regarding e- commerce sales and how goods are imported through the free trade zone
for sale to consumers in China. As a result, there can be no assurance that the Chinese government’ s current or future
interpretation and application of existing and new regulations will not negatively impact our business in China, result in
regulatory investigations, or lead to fines or penalties against us. On January 8, 2019, China’ s State Administration of Market
Regulation, along with 12 other government ministries and agencies, jointly launched a nationwide “ 100- day campaign ” to
crack down on illegal practices involving health products, and in particular, those operating in the direct selling channel. The
campaign was initiated amid growing controversies surrounding, Quanjian, a licensed direct selling company suspected of
operating a pyramid scheme and engaging in marketing practices that exaggerated the effectiveness of its health products. Other
direct selling firms operating in China were cautioned to stop making false or exaggerated health claims through public
advertising and their distributors. As part of the 100- day campaign, China also suspended the registration, approval, and
issuance of direct selling licenses. The 100- day campaign was completed on April 18, 2019. Subsequent to the campaign,
Quanjian was fined approximately $ 14. 0 million and its founder and chairman was sentenced to nine years in prison and
assessed a fine of approximately $ 7. 0 million. The suspension of issuing direct selling licenses continues. Many direct selling



companies operating in China are still experiencing negative effects to their business operations including limited sales
meetings, media scrutiny, and unfavorable consumer sentiment towards direct selling companies. Chinese officials of various
ministries and agencies stated that they will continue to monitor healthcare product and direct selling companies. The
suspension on issuing direct selling licenses remains in effect and it is unclear whether there will be changes to the application
processes if and when the suspension is lifted. Increased regulatory scrutiny of nutritional supplements as well as new
regulations that are being adopted in some of our markets with respect to nutritional supplements could result in more restrictive
regulations and harm our results if our supplements or advertising activities are found to violate existing or new regulations or if
we are not able to effect necessary changes to our products in a timely and efficient manner to respond to new regulations. There
has been an increasing movement in the United States and other markets to increase the regulation of dietary supplements,
which could impose additional restrictions or requirements on us and increase the cost of doing business. On February 11, 2019,
the FDA issued a statement from FDA Commissioner, Dr. Scott Gottlieb, regarding the agency' s efforts to strengthen the
regulation of dietary supplements. The FDA will be prioritizing and focusing resources on misbranded products bearing
unproven claims to treat, cure, or mitigate disease. Commissioner Gottlieb established a Dietary Supplement Working Group
tasked with reviewing the agency' s organizational structure, process, procedures, and practices to identify opportunities to
modernize the oversight of dietary supplements. Additionally, on December 21, 2015, the FDA created the ODSP. The creation
of this new office elevates the FDA’ s program from its previous status as a division under the Office of Nutrition and Dietary
Supplements. ODSP will continue to monitor the safety of dietary supplements. In markets outside of the United States, prior to
commencing operations or marketing new products, we may be required to obtain approvals, registrations, licenses, or
certifications from an agency comparable to the FDA for the specific market. Approvals or registration may require
reformulation of our products or may be unavailable to us with respect to certain products or ingredients. We must also comply
with product labeling regulations, which vary by jurisdiction. In several of our markets, new regulations have been adopted, or
are likely to be adopted, in the near- term that will impose new requirements, make changes in some classifications of
supplements under the regulations, or limit the claims we can make. In addition, there has been increased regulatory scrutiny of
nutritional supplements and marketing claims under existing and new regulations. In Europe, for example, we are unable to
market supplements that contain ingredients that have not been previously marketed in Europe without going through an
extensive registration and approval process. Europe is also expected to adopt additional regulations in the future to set new
limits on acceptable levels of nutrients. South Africa has also implemented new “ complementary medicine  legislation, which
requires a significant dossier in order to register current and new products. Mannatech is working toward complying with the
new legislation and is in contact with the Direct Selling Association in South Africa. In August 2016, the FDA published its
revised draft guidance on Dietary Supplements: New Dietary Ingredient Notifications and Related Issues. If a company sells a
dietary supplement containing an ingredient that FDA considers either not a dietary ingredient or a new dietary ingredient (*“
NDI ”) that needs an NDI notification, the agency may threaten or initiate enforcement against the Company. For example, it
might send a warning letter that can trigger consumer lawsuits, demand a product recall, or even work with the Department of
Justice to bring a criminal action. Our operations could be harmed if new guidance or regulations require us to reformulate
products or effect new registrations, if regulatory authorities make determinations that any of our products do not comply with
applicable regulatory requirements, if the cost of complying with regulatory requirements increases materially, or if we are not
able to effect necessary changes to our products in a timely and efficient manner to respond to new regulations. In addition, our
operations could be harmed if governmental laws or regulations are enacted that restrict the ability of companies to market or
distribute nutritional supplements or impose additional burdens or requirements on nutritional supplement companies. Taxation
and transfer pricing affect our operations and we could be subjected to additional taxes, duties, interest, and penalties in material
amounts, which could harm our business. As a multinational corporation, in many countries, including the United States, we are
subject to transfer pricing and other tax regulations designed to ensure that our intercompany transactions are consummated at
prices that reflect the economic reality of the relationship between our entities and have not been manipulated to produce a
desired tax result, that appropriate levels of income are reported as earned by the local entities, and that we are taxed
appropriately on such transactions. Regulators closely monitor our corporate structure, intercompany transactions, and how we
effectuate intercompany fund transfers. If regulators challenge our corporate structure, transfer pricing methodologies or
intercompany transfers, our operations may be harmed and our effective tax rate may increase. Scrutiny has increased with the
advent of the Organization for Economic Co- operation and Development Base Erosion and Profit Shifting project. We are
subject to income taxes in the U. S. and numerous international jurisdictions. Our income tax provision and cash tax liability in
the future could be adversely affected by changes in earnings in countries with differing statutory tax rates, changes in the
valuation of deferred tax assets and liabilities, changes in tax laws and the discovery of new information in the course of our tax
return preparation process. We are also subject to ongoing tax audits. These audits can involve complex issues, which may
require an extended period of time to resolve and can be highly judgmental. Tax authorities may disagree with certain tax
reporting positions taken by us and, as a result, assess additional taxes against us. We regularly assess the likely outcomes of
these audits in order to determine the appropriateness of our tax provision. The amounts ultimately paid upon resolution of these
or subsequent tax audits could be materially different from the amount previously included in our income tax provision, and,
therefore, could have a material impact on our profitability. Risks Related to Owning Our Common Stock Our stock price is
volatile and may fluctuate significantly. The price of our common stock is subject to sudden and material increases and
decreases. Decreases could adversely affect investments in our common stock. The price of our common stock and the price at
which we could sell securities in the future could significantly fluctuate in response to:  broad market fluctuations and general
economic conditions; ¢ fluctuations in our financial results; ¢ future securities offerings; ¢ changes in the market” s perception of
our products or our business, including false or negative publicity; * governmental regulatory actions; ¢ the outcome of any
lawsuits; ¢ financial and business announcements made by us or our competitors; * the demand and daily trading volume of our



shares; ¢ the general condition of the industry; and ¢ the sale of large amounts of stock by insiders. In addition, the stock market
has experienced extreme price and volume fluctuations in recent years that have significantly affected the quoted prices of the
securities of many companies. The changes sometimes appear to occur without regard to specific operating performance. The
price of our common stock in the open market could fluctuate based on factors that have little or nothing to do with us or that are
outside of our control. For example, general economic conditions, such as the COVID- 19 pandemic, recession or interest rate or
currency rate fluctuations in the United States or abroad, could negatively affect the market price of our common stock in the
future. Certain shareholders, directors, and officers own a significant amount of our stock, which could allow them to influence
corporate transactions and other matters. As of December 31, 2022-2023 , our directors and executive officers collectively with
their families and affiliates, beneficially owned approximately 4745 . 22-1 % of our total outstanding common stock. As a
result, if two or more of these shareholders choose to act together based on their current share ownership, they may be able to
control a significant percentage of the total outstanding shares of our common stock, which could affect the outcome of a
shareholder vote on the election of directors, the adoption of stock option plans, the adoption or amendment of provisions in our
articles of incorporation and bylaws, or the approval of mergers and other significant corporate transactions. We have
implemented anti- takeover provisions that may help discourage a change of control. Certain provisions in our articles of
incorporation, bylaws, and the Texas Business Organizations Code help discourage unsolicited proposals to acquire our
Company, even if the proposal may benefit our shareholders. Our articles of incorporation authorize the issuance of preferred
stock without shareholder approval. Our Board of Directors has the power to determine the price and terms of any preferred
stock. The ability of our Board of Directors to issue one or more series of preferred stock without shareholders’ approval could
deter or delay unsolicited changes of control by discouraging open market purchases of our common stock or a non- negotiated
tender or exchange offer for our common stock. Discouraging open market purchases may be disadvantageous to our
shareholders who may otherwise desire to participate in a transaction in which they would receive a premium for their shares. In
addition, other provisions may also discourage a change of control by means of a tender offer, open market purchase, proxy
contest or otherwise. Our charter documents provide for three classes of directors on our Board of Directors with members of
each class serving staggered three year terms. Our bylaws provide that directors are elected by a plurality vote and that directors
can only be removed for cause upon the affirmative vote of the holders of a majority of the issued and outstanding shares
entitled to be cast for the election of such directors. Furthermore, our bylaws establish advance notice requirements for
nominations for election to our board of directors or for proposing matters that can be acted on by shareholders at shareholder
meetings. In addition, the Texas Business Organization Code restricts, subject to exceptions, business combinations with any “
affiliated shareholder. ” Any or all of these provisions could delay, deter or help prevent a takeover of our Company and could
limit the price investors are willing to pay for our common stock. Our failure to comply with The Nasdaq Global Select Market
continued listing standards may adversely affect the price and liquidity of our shares of common stock as well as our ability to
raise capital in the future. Our common stock is currently listed on The Nasdaq Global Select Market. Continued listing of a
security on Nasdaq is conditioned upon compliance with various continued listing standards. There can be no assurance that we
will continue to satisfy the requirements for maintaining listing on Nasdaq. If we are unsuccessful in maintaining compliance
with the continued listing requirements of Nasdaq, then our common stock could be delisted. If our common stock is delisted
and we cannot obtain listing on another major market or exchange, our common stock” s liquidity would suffer, and we would
likely experience reduced investor interest. Such factors may result in a decrease in our common stock’ s trading price. Delisting
may also restrict us from issuing additional securities or securing financing. As of the date of issuance of this report, we were in
compliance with the continued listing requirements. However, we cannot assure you that we will be successful in continuing to
meet all requisite continued listing criteria. We are not required to pay dividends, and our Board of Directors may decide not to
declare dividends in the future. The declaration of dividends on our common stock is solely within the discretion of our Board of
Directors, subject to limitations under Texas law stipulating that dividends may not be paid if payment therefore would cause
the corporation to be insolvent or if the amount of the dividend would exceed the surplus of the corporation. Our Board of
Directors may decide not to declare dividends or we could be prevented from declaring a dividend because of legal or
contractual restrictions. The failure to pay dividends could reduce our stock price. The reduced disclosure requirements
applicable to us as a" smaller reporting company" may make our common stock less attractive to investors. We are a" smaller
reporting company" as defined in Rule 12b- 2 of the Exchange Act. As a smaller reporting company we prepare and file SEC
forms similar to other SEC reporting companies; however, the information disclosed may differ and be less comprehensive. If
some investors find our common stock less attractive as a result of less comprehensive information we may disclose pursuant to
the exemptions available to us as a smaller reporting company, there may be a less active trading market for our common stock
and our stock price may be more volatile than that of an otherwise comparable company that does not avail itself of the same or
similar exemptions. Circumstances and conditions may change. Accordingly, additional risks and uncertainties not currently
known, or that we currently deem not material, may also adversely affect our business operations.



