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Connecting leading Global Brands, Retailers,
Financial Services, and Shopping Centers

in a virtuous business cycle*®®

35 million clients /

Market position
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Focus on our five
growth engines:
enhancing their
value proposition
and improving

the customer
experience, while
restoring profitability

Omnichannel retail

SR SODIMAC.
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Climate action Circularity and waste

strengthening our 120% emissions } 7% food loss and waste
ESG |eader5h|p in Scopes 1 and 2 (vs 2021) (vs 2021)
LatAm and securing SR RO ReINIACIalElpy
|Oﬂg—term V3 | Ue(q) | Supply from renewable sources
B Diversity, equity and inclusion
39.4% 51.2%
Women in top and middle Women in total workforce

management position

Social impact

- FALABELLA)

+130k +100k +33K
Participants in training and/or commercial Boys and girls reached People benefitted by infrastructure
activities for entrepreneurs and sellers by educational initiatives improvement projects
Corporate governance
ESG risks integration Human Rights
Greenwashing, community conflicts due diligence processes in all our
and climate risks integrated into business units

ERM policy and model

(1) End of period figures as of 2023..




Evolving Digital &
IT Strategy to
Strengthen our
Virtuous Cycle

Building digital
capabilities

Leveraging digital capabilities
to drive growth & profitability




Strengthening Our
Brands’' and
E-commerce

Specialist Experience
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More Specialized Marketplace Partnering with the Best Brands

@hsobimMAc. _ 2 TOTTUS

S5

DESCUENTéN

Supermercado Electro hogar, tecnologia y mas
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Focused on
Driving

Profitability

through Disciplined Efficient cash flow management and

Expense Control, expense control
Capital Allocation

and Investment
Processes

Portfolio investment optimization

Capital allocation aligned with
strategic priorities
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Operations around our an Agile Organization management data-driven decisions
5 core businesses to respond quickly and to ensure better to anticipate market trends
effectively efficiency and flexibility and drive smarter strategies



CAIAIBCIII\
[ W cwwn
o0 0 0

We aim to capitalize ana

accelerate growth opportunities
N our 5 core businesses

22 SODIMAC. o ©) mallplaza Falabella
Strengthen our Strengthen Consolidate as the Leading Digital
leadership omnichannel leading shopping Bank in the
in the region offering mall operator in region

the region
< 1 Grow Loan
Accelerate Specialist ' . Consolidate K
@ expansion @ offering with ‘ ' expansic CI) operation (2 i Chile and
‘N Mexico the best brands 5z in Peru Mexico
ance value Brownfield :

@ Restore u Accelerate ‘ Iropositic @ growth + M&A in (D grrcl:il’ietability

profitability 3P growth : the Andean

In Peru and
Colombia

in Chile region




Trends that are shaping
The future of our industry
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Customers increasingly ”

value seamless become inseparable
omnichannel options from the product

Monetizing Core
Capabilities ta Drive Growth
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