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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, (i) 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 Comisién 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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A clear path to profitability supported by structural drivers; (Sing(R)VIE{E
expect to return to profitability by the close of 2Q23

VALUE CREATION

) PATH TO PROFITABILITY SUPPORTED BY DIGITAL
TRANSFORMATION ACCELERATED SINCE 2020

Productivity

& Marginal
Cost

Driving

Revenue
Growth

Rightsizing
Headcount and
Consolidation of

Integration
of IUDU to Bank branches * More loans per employee
the Bank * New customers * More customers per branch
, * Higher engagement * Focus on transactional funds
* 47 branches downsized (25%)* . ‘ . .
. e Cross-selling * Agile working methodologies
. 96% head * 24% headcount reduction at Grupo ' . o .
96% headcount el « Leveraging service * Digital marketing / Al / APls
reduction ecosystem: PFM and / Datalake

¢ Includes Bank: - 10%

* Transfer of San Luis F.A. Business & serving
private clients with more efficient model

* Downsized HQ /

EXECUTED 2021 AND 2022 2023 AND BEYOND

Supported by Normalized Macro and Regulation
* 27 merged and 20 ongoing. Closing pending BCRA approval, expected during 2023

* Operational costs insurance product




| Deeper look at cost cutting initiatives driving efficiency

ludi

Operating efficiency from
transferring IUDU s loan
portfolio and customers to
the Bank. +90% headcount

reduction

ARS 3.7 BN

Anticipated
Savings in 2023
Stated in AR$ as of December 2022

IS—

Bank Headount
& Branches

Rightsizing headcount
including expected closing of
bank branches merged into
the Bank in 21/22

ARS 1.0 BN
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San Luis

Transfer of financial agent
operations with the province
of San Luis

ARS 0.6 BN



Retail digital customers increased to over half of the customer base; SSBESV.E{E

driving attractive cross-selling and engagement opportunities

4Q 2022 EARNINGS

STRATEGIC
PILLARS Experience ‘U Acquisition

ioi Retail Bank Customers -ﬁ?";'

+6.5%
(924 Yoy 38% 53% @ 23% 34% @
Dec-2021 | Dec-2022 0 2022 |

‘. Customer (28 Customer " Digital .
‘ Adoption ITE? Funding

Cross Sell & Funding

PFM- Personal Finance Manager
Available 24/7 - New products

+139% 59% (1)

2022 vs. 2027 | 2022 vs. 2021 ‘

Adoption &
4 SR Cross Sell
<—— Sales

Retail Digital Customers
As % of Total Customers [%]

[+0'6%] excluding ‘
San Luis
152 15 |

1,43 146 1,44

Dec 21 Mar22 Jun22 Sept?22 Dec?22

|§- 2023
=2, GOALS

DIGITAL CUSTOMERS Digital & Automatic

Personal Loans [% Q2]

+15% 50%

Car Insurance

4 . o PlayStore

DYV YW

4_6 App Store pgq?cL:gznsCoeld policies sold
I . though digital
N 22 vs. 21

channels in 22

* |Increase share of wallet
* Enhance engagement
* Focus on profitable products

* |ncrease x-sell

1) D\g\ta\ Customer: Act\ve customer durmq last 90 days throuqh Home Banking / Mobile / Senior Citizens app

5 2) Sales through ATM 1 dispenser & HB, Mobile Bank

AuM AR$ Bn Retail Customers
[VAR] [VAR]

Asset Management

+40% (1)

Clients using Investment
Products in 2022 vs. 2021

* Drive higher profitability from existing customers



Capturing increased share of wallet and transactionality among SSBESV.E{E

SMEs and corporate customers

4Q 2022 EARNINGS

STRATEGIC | x¢_ Customer (28, Customer Digital : IMPROVED
. o Y o j?,,] Funding
PILLARS Experience ‘UJ' Acquisition Adoption ny

IN ALL SEGMENT
ﬁ gn;;?dp;ﬁ:;irrsk’eiMEs ~» Cross Sell ? Transactionality
m m : > [%] > [%]
Customers [evolution]

[+13%|—‘ Entrepreneurs & SMEs Penetration 0 0
30.026 32.631 ‘ 5.0% 7.0% +50% ‘ 1-81% | 1.99% ®‘

Dec-2021 Dec-2022

2202 NI

33.462 J 2021 2022 Insurance
29.868 31.256 o Market Share Sight Deposits
Insurance 1_3x 1_4x S%Cl)ljl?(eoi(
Dec21 Mar22 Jun22 Sep22 Dec 22 Insurance Policies Cross-Sell 51_7% 58_9% @
Payroll . .
5.06% 5.31% (§)  sewices' 2021 2.48% 2022 2.63% (D bec2021 | Dec-2022
Dec21 Nov22 [L¥ETiet shere) Transactional Cross-sell
; Foreign Penetration 2
Mkt. Share Clients trade 2021 2_9% OM?22 3_8% @
[Market share]

'i' 2023 * Gain share of customers « Expand sustainable funding
GOALS * Gain share of wallet * Expand Digital Lending
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