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Disclaimer

This presentation contains certain forward-looking statements that reflect the current views and/or expectations of Grupo Supervielle and its management with respect to its performance,
business and future events. We use words such as "believe,” “anticipate,” “plan,” “expect,” “intend,” "target,” “estimate,” “project,” “predict,” "forecast,” “guideline,” “seek,” “future,” “should"”
and other similar expressions to identify forward-looking statements, but they are not the only way we identify such statements. Such statements are subject to a number of risks, uncertainties
and assumptions. We caution you that a number of important factors could cause actual results to differ materially from the plans, objectives, expectations, estimates and intentions expressed
in this release. Actual results, performance or events may differ materially from those in such statements due to, without limitation, (i) changes in general economic, financial, business,
political, legal, social or other conditions in Argentina or elsewhere in Latin America or changes in either developed or emerging markets, (ii) changes in regional, national and international
business and economic conditions, including inflation, (iii) changes in interest rates and the cost of deposits, which may, among other things, affect margins, (iv) unanticipated increases in
financing or other costs or the inability to obtain additional debt or equity financing on attractive terms, which may limit our ability to fund existing operations and to finance new activities,
(v) changes in government regulation, including tax and banking regulations, (vi) changes in the policies of Argentine authorities, (vii) adverse legal or regulatory disputes or proceedings, (viii)
competition in banking and financial services, (ix) changes in the financial condition, creditworthiness or solvency of the customers, debtors or counterparties of Grupo Supervielle, (x) increase
in the allowances for loan losses, (xi) technological changes or an inability to implement new technologies, (xii) changes in consumer spending and saving habits, (xiii) the ability to implement
our business strategy and (xiv) fluctuations in the exchange rate of the Peso. The matters discussed herein may also be affected by risks and uncertainties described from time to time in Grupo
Supervielle's filings with the U.S. Securities and Exchange Commission (SEC) and Comision Nacional de Valores (CNV). Readers are cautioned not to place undue reliance on forward-looking
statements, which speak only as the date of this document. Grupo Supervielle is under no obligation and expressly disclaims any intention or obligation to update or revise any forward-looking
statements, whether as a result of new information, future events or otherwise.

Statements about the effect of the Covid-19 pandemic on the firm”s business results,, financial position and liquidity as well as on Argentina and worldwide economies are subject to the risk
that the actual impact may differ, possibly materially, from what is currently expected. Unless otherwise indicated, all financial information of our company included in this presentation is stated
in terms of the measuring unit current at the end of the reporting period.
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Advancing on Our Six Strategic Pillars to Drive ROE SSBESV.E{E

Leading indicators confirm we are on track to positively impact results starting 2022 and into 2023
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CUSTOMER DIGITAL FUNDING
EXPERIENCE ADOPTION
CUSTOMER EFFICIENCY ASSET
ACQUISITION QUALITY

PROGRESS ACROSS BUSINESS SEGMENTS

* Digital Transformation, Scaling P * Transforming the -,"é: dial * Diversifying Revenue
)’ Customer Acquisition, Omnichannel lUD U Business Model to orcia Origination Beyond
SUPERVIELLE  strategy & Branch Transformation Achieve Profitability @ invertironine Argentina
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BANCO SUPERVIELLE: Scaling Digital Retail Customer
Acquisition and Further Digitizing Our Customer Base

KEY 2021 ‘. CUSTOMER 28, CUSTOMER ~o- DIGITAL )
( S TRATEGIC PILLARS EXPERIENCE }U{ ACQUISITION ADOPTION

ACHIEVEMENTS

* +53K new customers
in 2021, 84% digital

RETAIL BANK CUSTOMERS
[Million of Customers]
‘ (+3.8%)} |

* +32% YoY digitized

customers 145

» 143
1.39 1.39 ;

Mar 21 Jun 21 Sept 21 Dec 21

Dec 20

DIGITAL & AUTOMATIC PERSONAL LOANS -
RETAIL CUSTOMER [% Q2]

359% 40%

30% 33%

27%

26%

27%
20% 20%
Sept 21 Dec 21

16%

Dec 20 March 21 Jun 21

-O-Total Retail customers <O Retail customers excluding senior citizens

DIGITIZED CUSTOMERS
[Thousands of Customers]

+31.8%) |
486 542

411 425 436

298
2es 239 243 274

217
192
Dec19 Dec20 March21 Jun21 Sept21 Dec?21

<O~ Digital Customers” O~ Digital Customers excluding senior citizens

ASSET MANAGEMENT RETAIL CUSTOMERS & AuM
Customers & AR$bn.]

7,852
6,632 85

5,725

4347 2143

Mar 21 Jun 21 Sep 21 Dec 21
B AuM [AR$ Bn.]

Dec 20

<O- Asset management retail customers

1) Digital Customer: Active customer during last 90 days through Home Banking / Mobile / Senior Citizens app

2) Sales through ATM, Cash dispenser & HB, Mobile Banking
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(ap 2022

* Accelerate digital client
acquisition

* Increase share of
wallet

* Cross-sell digital
products, including
the launch and
expansion of PFM
products

* Leverage car loan
alliances &
consolidate leadership
in pre-owned car loan



| BANCO SUPERVIELLE: Boosting Share of Wallet and SSBESV.E{E
Transactionality Among SMEs and Corporate Customers

KEY 2021 TRATEGIC PILLA ~ CUSTOMER 2%, CUSTOMER . DIGITAL )
( STRATEGIC e EXPERIENCE ‘U ACQUISITION ADOPTION
ACHIEVEMENTS &p 2022
* Top #5in Brand ENTREPRENEURS, SMES & MIDDLE MARKET SHARE OF TOTAL SYSTEM (MANAGERIAL DATA) 3. GOALS
Awareness among CUSTOMERS [Evolution] [%]
private banks DEC-2020 SHARE DEC-2021 * Accelerate digital

* Increased customer [+3.5% | 4.86% Ko Ol ReiE 5.03% customer
base and share of : B TP IaMe e 1‘ acquisition
wallet 00 Payroll
21,344 2.08% HIC)IRIVI- 2.12% T * Increase share of
* Regained leadership ®  Total et elessi
position in leasing 1.36% Doep?ositsz 1.72% 1‘ :]V:Wie'arteuf:jng
1.33% || SDEBZSWS 1.51% 1‘ inclu.ding digital
lending
3.99% % Assets 416% ) T
11.36% [CANNISEI N 14.06% ) 1
3.27% EJ) Fx Loans 4.10% 1‘
Dec20  Mar21  Jun2l  Sept2]  Dec21 10.77% %% Factoring 8.66% )\,
1) Source: Brain Network

2) Market share estimated over total bank deposits

* 21% of sales to SMEs
were digital following
the launch of digital
onboarding early 2021




BANCO SUPERVIELLE: Driving Digital Adoption to Enhance CX

‘. CUSTOMER
EXPERIENCE

KEY 2021 ( STRATEGIC PILLARS

. DIGITAL >
ADOPTION

ACHIEVEMENTS
DIGITIZED CUSTOMERS AS % OF TOTAL

CUSTOMERS [%]
65.6%
58.0% 56.8% 61.9% 0
: 52.0%

Retail e

customers 30.0% 31.0% 31.4% 34.4% -

o0 O—O—

Dec 20 March 21 Jun 21 Sept 21 Dec 21

<O~ Digital Customers” =O- Digital Customers excluding senior citizens

COLLECTIONS AND PAYMENTS [% Q]

* Increased share of wallet selling a higher number of services

{+112% ) |
Corporates
avg 4Q-21
$121bn
avg 4Q-20
$57 bn Transactions per month

Nov 20 Dec 20 Feb21 Apr21 Jun21 Aug?2l Oct21 Dec?2]

MONETARY TRANSACTIONS BY CHANNEL [%]

100% 100% 100%
ATM,
TAS, Cash
dispenser
Online Banking
Mobile
Cashier 7%
2019 2020 2021 (Dec)
E-CHEQ
* Reached 200K active customers N°6 E-CHEQ
RANKING

65.5

172,206 194,662 3

4Q20 1Q21 2Q21 3Q21 4Q21
-O- Quarterly volume of E-cheqg [Ar$ Mill.] B E-cheqissues

()
132,462

22.0

()
101,356

1) Digital Customer: Active customer during last 90 days through Home Banking / Mobile / Senior Citizens app

78.6 |at December
21
|
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(=P 2022

* Continue to drive
digital adoption

* Scale digital
onboarding and
sales




BANCO SUPERVIELLE: Improving Funding Quality

KEY 2021 ( STRATEGIC PILLARS 2 FUNDING >
ACHIEVEMENTS
CORPORATE CUSTOMERS SIGHT RETAIL CUSTOMERS SIGHT DEPOSITS BANK COST OF FUNDING EVOLUTION -
DEPOSITS MARKET SHARE [%] MARKET SHARE [%] CORE DEPOSITS [%]
—[+18 bps]—‘ +5 bps ]—‘
1.51
148 233 3.38
: 228 237
133 3.15
312
3.08
Dec March Jun Sept Dec Dec March Jun Sept Dec Dec  Dec 1Q 2Q 3Q 4Q
2020 2021 2020 2021 2019 2020 2021

* Focus on transactional products to improve cost of funds
* Continuous management of reciprocities with corporate customers
* Increasing share of wallet and becoming the primary bank for more customers
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T2, GOALS

* Continue expanding
corporate sight
deposits



| BANCO SUPERVIELLE: Scaling Branch Transformation and SSBESV.E{E
Innovation

KEY 2021 ( STRATEGIC PILLARS ) CUSTOMER ‘o DIGITAL >
ACHIEVEMENTS EXPERIENCE ADOPTION -
(ap 2022
VIRTUAL HUB EXPANDS REACH ENABLING BANK BRANCHES TRANSFORMATION
ANYWHERE BANKING ‘e
« Implemented a new service model and modernized network. * Expand digital
footprint
Videocall through  Acquired SME & multi-segment businesses in 16 branches
Mail . s reviously solely dedicated to senior citizens *B
digital channels (P y y ) oost customer
* Increased “24H Lobby” area to 40% of total branch area acqu|5|fc|on
(Includes ATMs, SST, Biometric Cash Dispensers and Teller X) leveraging
transformed
Human branches & virtual
. hubs

* 3 Hubs implemented
18k interactions

=
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| BANCO SUPERVIELLE: Network Right-Sizing and Accelerated SSBE&V.E{E
Efficiencies

KEY 2021 () STRATEGIC PILLARS 'Eﬁj;‘ EFFICIENCY )

w

ACHIEVEMENTS -
RIGHT-SIZING BRANCH NETWORK WHILE RIGHT-SIZING HEADCOUNT [# of employees]

STRENGTHENING CX

* Close 16 branches

@ 185 | [ -11% ] (subject to BCRA)
) 168
3,936 * Headcount
Fully efficiencies
dedicated to
senior citizens * Seek additional
efficiencies
0o
7\

Multisegment

BANK EMPLOYEE
bank branches .

I T T T T T 1

Dec Dec Dec March June Sept Dec
Dec-20 Dec 21 (1) Dec 22 (p) 2018 2019 2020 2021

Leveraging hybrid work model, reduced rental space in corporate headquarters resulting in

cost savings of US$7.1 million over the next three years

1) 7 bank branches were expected to be closed in 2021 but approval from Central Bank still pending
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BANCO SUPERVIELLE: Enhancing Asset Quality cruro P>

Machinery & Equipment 1.0% 1.1%

35)

LS
STRATEGIC PILLARS @ ASSET QUALITY
(&p 2022
T
NPL [%] COST OF RISK, NET [%)] LOANS BREAKDOWN BY INDUSTRY =2, GOALS
Business Sector Dec20  4Q21
share__share * Maintain current
Families and individuals & 47.0% 48.7% .
Agribusiness v 142% 13.5% low NPL ratios
6.5 3.6 Food & Beverages v 9.2% 8.3%
Wine A 2.7% 3.2%
7.6 Utilities v 3.8% 2.5%
Financial v 2.6% 2.5%
Transport A 1.2% 21%
Chemicals & Plastics A 1.2% 1.7%
Public works v 3.9% 1.6%
Health A 0.8% 1.2%
Automobile A 1.0% 1.2%
A

--- 2.6 Sugar Industry A 0.9% 1.0%

20 Impacted by the Central Bank Oil, Gas & Mining A 03% 10%

reliefs related tO.COV'd'w Private construction 08% 0.8%

Dec 18 el 1z Pangec[,mfu el 21 Dec 19 Dec 20 Dec 21 Retailer v 1.9% 0.6%

Others A 82% 9.0%

IMPLEMENTED PORTFOLIO LIMITS - FURTHER ATOMIZATION OF ECONOMIC SECTORS & TOP 10 CUSTOMERS
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| 1UDU: Launch of Full-Digital Banking App Transforming Business

Model

*Transforming former consumer finance
business solely offering personal loans,
credit cards and some insurance

products on-site model, to a full digital
banking platform

«Launched IUDU app and releases with the broadest offering among digital banks in Argentina today
*295 K APP DOWNLOADS in 2021, accelerated in Jan & Feb 22 adding 105K new net downloads
*30k new DIGITAL CUSTOMERS, tripling in Jan & Feb"22 to +96K customers

* Growing APP Ranking: 4.4/5 in Apple Store and 3.7/5 in Play Store

*67K DEPOSITS ACCOUNTS opened in 3 months

*7% headcount reduction 2021 & additional 25% reduction expected in 1Q22 (13% in Jan & Feb 22)
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(=p 2022
3 GOALS

* Add new features
and services to boost
customer
engagement

* Drive strong digital
customer acquisition

* Accelerate retail
accounts funding

» Additional
headcount
efficiencies

* Branch closures
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