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This presentation and the information contained herein are strictly

confidential, are being provided to you solely for your information,
E may not be distributed to the press or other media and may not be
reproduced in any form or redistributed or passed on, directly or

indirectly, to any other person, in whole or in part, for any purpose.
Contents This presentation and the information contained herein do not
constitute or form part of an offer for sale or subscription or an
invitation or solicitation of an offer to subscribe for, purchase or
exchange any securities, and neither this document nor anything
contained herein shall form the basis of any contract or
commitment whatsoever.
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| Vision and The SUPV Value Creation Journey
Strategy of

GRUPO
SUPERVIELLE

Fast-growing Argentine

financial group focused W h at

on rendering tailored

banking and financial WE ACHIEVED > Prudent Risk Management

> Organic Growth and
Acquisitions

services to individuals SO far
and small and medium > Leadership in Relevant
size companies Products and Markets

supported by a
nationwide network
and digital services
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| Vision and Value Creation since IPO
Strategy of
GRUPO
SUPERVIELLE -
rgentina
Fast-growing Argentine
financial group focused G reat > Financial Sector Poised
on rendering tailored POTENTIAhL for Growth
banking and financial go|ng |nto J[ e . .
services to individuals > Differentiated Strategy
and small and medium FUTU RE

Operating Leverage
Acquire New Clients

supported by a

nationwide network Enhance UX and Loyalty

and digital services

size companies
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| Vision and SUPV is a great Selling machine
Strategy of

GRUPO
SUPERVIELLE

Fast-growing Argentine

financial group focused O U R > Agile, Simple, Friendly

on rendering tailored

> Focused on Prudent Growth

banking and financial C U |tu e D Empowerment
services to individuals
and small and medium > Bring in Better Talent than Us

size companies
supported by a
nationwide network
and digital services
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Banco Supervielle,

§ Retail Banking Segment
and Digital Strategy
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| Banco Strategic Agenda
Supervielle
MIDDLE S R MIDDLE SENIOR
(\ | MARKET @ INCOME U CITIZENS
=Cross sell = High margin =High deposits »Priority in Cuyo =| eadership
opportunity segment =s\Wealth Region = | ow credit risk
= Value chain = Attention management = Mortgage
oriented penetration

DIGITAL TRANSFORMATION

USER EXPERIENCE

INVESTOR N‘f



| Retail
Banking

Solid market
position with
significant room to
further expand
leveraging our
existing platform
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Retail Banking Priorities for 2018

MORTGAGES

=High growth ecosystem
=Client acquisition anchor

= Among top five originators

LOYALTY
=Expand NPS model
=Personalized attention in

CAR LOANS
=High long term spread potential
=Blue ocean opportunity

high value interactions RETAIL
Priorities
1w
DIGITAL SALES @)\ E AFFLUENT INDIVIDUALS

) Dr.|ve‘ adoption among = Tailored digital experience

existing customers sRewards
=Onboarding for new clients =Enhanced advisor

SENIOR CITIZENS /

= |nnovative service model
= Efficient traffic management
= |ncrease sales productivity

INVESTOR N\/‘



| Digital
Strategy

Our vision is that
over the next five
years Click &
Mortar Banking will
be the winner in
Argentina

Digital Boosts Our Strategic Initiatives

N

Alliances with
Fintechs

KEY PROJECTS

Digitalization of the operating model
UX in virtual channels
Mortgage process digitalization

Roll out devices to automate services
for senior citizens

Cloud strategy
Mobile development for SMEs

GRUPO )’
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| Our Talent Management and Culture Drive performance
People

CAPABILITY BUILDING
We share the belief

that our growth
strategy can be .2, TEAM SATISFACTION

accomplished only
with a high

performance EMPOWERMENT
organization as a
top priority
Gy PERFORMANCE
Ef CLIENT FOCUS

INVESTOR N\/‘
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Banking Segment



| Corporate
Segment

A comprehensive
suite of products and
services to address
the needs of SMEs
and Middle Market
companies

n
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Product Leadership and Specialty Business

LEASING

| — | ——

*14.6% market share among private
banks

= Service focus, Vendor financing,
Digitalization and Operating Leasing

|
SUPERVIELLE
Wine Division

= Segment serving over 200 wineries,
US$ 75 million in assets

= Eco system financing

= Product innovation

Note: Figures as of December 2017

S — T —
market share

Digitalization

/)

Mutual Guaranteed Agents
[MSG R"]
= US$ 50 million low risk loan portfolio
= Generate SMEs customers

= Source of deposits and asset
management clients

oy

PUBLIC INFRASTRUCTURE

= US$ 150 million loan portfolio

= Finance customers by discounting
contracts and invoices

ASSET BACKED LENDING

» US$ 50 million loan portfolio

= Financing soft commodities through
warrants in Northern Argentina

INVESTOR N\/‘
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> Why our Customers Choose Us

Satisfaction surveys identify our customers value the following differentiating
features




| Corporate
Segment

A comprehensive
suite of products and
services to address
the needs of SMEs
and Middle Market
companies

GRUPO )’
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/ .
How We become Our Customer’s Primary Bank
Significant room to expand following the superior growth experienced with our
customers
NON CREDIT RELATED TRANSACTIONALITY
REVENUES [%] @ [%]
= Transactional gross revenues + Sight 4 A = Measured as 2 transactional products or
Deposits gross revenues / Total Revenues ; d d deposits + at least 2 credit products
S n r
S 60 1st, 2" or 3" BANK G 54

ACCOUNT PAYROLL

PLANNING SERVICES
Strict account planning Increase payroll services to Increase cash management
execution synergize our retail bank  revenues

INVESTOR N\/‘



| Corporate
Segment

A comprehensive
suite of products and
services to address
the needs of SMEs
and Middle Market
companies

i
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How We Continue Growing

HOME BANKING/
SELECTIVE APPS
BRANCH
OPENING

NEW SYNERGIES

BUSINESS
LINES
= |mprove

NEW
SUB-SEGMENTS S \/
TICKET SIZE @ \_/
Corporate HB/
OPERATING CCP @ Further develop
BANK Checks App /

Digital formats

= Manage payments & = Higher = Targeting Qil&Gas, = Construction = Synergies with = Selectively open
collections, working tickets construction, and loans to real Retail Banking. branches following
capital and client other sub-segments  estate developers  Focus on High our strategy to
financing value and Operating Income customers,  grow in SMEs
chain Leasing payroll accounts

and Entrepreneurs INVESTOR N\f



| Corporate
Segment

A comprehensive
suite of products and
services to address
the needs of SMEs
and Middle Market
companies

il

Our 5-Year Vision: Focus on Middle Markets and SME

MARKET SHARE
Value Chain Financing = Mainly grow in customers, asset
Concentrate on Energy, volume and transactionality

Construction, Infrastructure
and Agribusiness sectors \

DIGITAL TRANSFORMATION

= Customer services and processes

VALUE ADDED SERVICES

= Customized value proposition for

GRUPO ’f relevant sub-segments
SUPERVIELLE =Gateway to Capital Markets

= Cash Management

REGIONAL FOCUS

=Cuyo Deepen specialists positioning
=Buenos Aires Metropolitan Area

=Develop a new core region

INVESTOR N\]‘
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Segment
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| Consumer A Winning Business in a Sustainable growth

Finance Environment
Consolidate our @ | MACRO %{? ‘ Direct effects on
leadership in consumer CONSUMER FINANCE
finance in Argentina, Sustainable economic growth ({b B o Cost to income (scale &

; efficiency driven)
with a broad product . ——

Loan to GDP growth Spread (enhanced in New potential alliances
portfolio, high positive cycles) w/mid & large retailers
prOﬂtab”ity and focus Inflation trending down L{b Credit Card profitability l.{b New segments opportunity
on the customer .

. Lower interest rates Approval rates / New Sales Finance as new
experience accounts quality customer generator

Unemployment declining C_—J Delinquency levels

GRUPO ” Funding / Management / Techpqlogy / FIeX|b|I|t.y &
SUPERVIELLE Governance Know How Digital Innovation

M—

INVESTOR N\/‘

\> CAPITALIZING on market OPPORTUNITIES



| Consumer
Finance

Consolidate our
leadership in consumer
finance in Argentina,
with a broad product
portfolio, high
profitability and focus
on the customer
experience

Consumer Finance Strategy

Accessibility / Flexibility

Instant cash / Card

W Value: Discounts, installments

benefits

’

Improve sales

.

\ Customer loyalty

n Additional fees

RETAIL

/ Great experience & simplicity

_—

Full product range offer

WHAT retailers want

GRUPO )’
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HOW we will further expand in consumer finance

Best time to Yes & Cash

~\Risk—based pricing model & regional strategies

\ Low acquisition and operational cost

Financial & non-Financial services & products

\ CONSUMER

FINANCE Consumer knowledge
'/I\/\anagement expertise & leadership

Strong financial retailer expertise

INVESTOR N\/‘



| Consumer
Finance

Consolidate our
leadership in consumer
finance in Argentina,
with a broad product
portfolio, high
profitability and focus
on the customer
experience

= 18-years of solid partnership

» 80 in store branches with full product range offer
» [nstant purchase & in store embossment

= £- statement and mobile app

GRUPO )’
SUPERVIELLE

Walmart >, < Alliance

Long-standing partnership with Walmart Our strengths
P T ——
= #1in MasterCard statements (private Banks) Relationship
= Exclusivity agreement Model

T\

Cordial's market share in Walmart [ %]
8450838

—
91 9,4 /
71 727 Salesforce Performance
Effectiveness Execution
il i d l I I

00 01 02 03 04 05 06 07 08 09 10 1 12 13 14 15 16 17 INVESTOR /‘/\]\




| Consumer
Finance

Consolidate our
leadership in consumer
finance in Argentina,
with a broad product
portfolio, high
profitability and focus
on the customer
experience
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Well Positioned Brands

MAIN COMPETITORS Tqriefq
[Portfolios in AR$ Bn] Automatica s.a.

lN'Namnja 24999 =Leader in the Patagonia region with 20 branches

,'565\7&;;&;;5;3}2; -------- 6 -g;g;-i *New branch model to boost walk-ins

Y Y Y Y Y T T T T T T T T T T T T T Y X T XX T T R g

l EFECTIVO 6,775 »Hub & spoke customer acquisition strategy
SHOPPING 6,009

 [sanco (couma 5,482

€'\ Home Improvement

SALES FINANCE |3 4 #uartesia (5

Hip

A epuelche

- ooty

=|Leading chain in Patagonia with 16 branches =New customer acquisition model
=Focus on home improvement & building materials = ower acquisition cost - faster TTY 10’
=15-year partnership and 11% share of sales =Main sectors: apparel, home appliances and

construction

INVESTOR N\/‘



| Consumer
Finance

Consolidate our
leadership in consumer
finance in Argentina,
with a broad product
portfolio, high
profitability and focus
on the customer
experience
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5-Year Outlook: Leading Change through
Digitalization, Smart Data and Customer Focus

CULTURE: TRANSFORMATION —‘

=Golden rules

=From Silos to Cross
Functional Model

=(Go the extra mile

=Drive profitability and extend the life cycle

=(Growth via external data
. More
Cross-sei .i. 5 i
A :sr?“ confirmation ,EI?Z::Z" / ) eXte:s]eDn

i f:‘c:s‘ir - //
H et

INITIATON  RATIFICATON MATURITY RECONVERSION

Life cycle
Mobile application
O]V [\ [[el V- [IAM =Archetypes and PP

EXPERIENCE customer journey @ E-statement

=\/oice of Customer (VOC) \ gg&al onboarding

CUSTOMER EXPERIENCE DIGITALIZATION
INVESTOR N\/‘
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o B
\C::/

=Process improvement
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GROWTH
strategy

FLEXIBILITY

and FAST

INVESTOR Day
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> 2018 guidance

2018 MACRO
ASSUMPTIONS

Total loan growth® Efficiency Ratio

45% - 50% 55% - 59%
FISCAL YEAR 2018
EXPECTATIONS

Net Income® NIM
AR$ 4.0 - 4.3 Bill. 18% - 20%

1) Source: Market Expectations Survey as of January 2018

2) Company estimate

3) Including leases and securitized portfolio

4) This represents an increase of between 64% and 76% in the year

5) The TIER 1ratio guidance includes net funds held at the holding company. Tier 1ratio coincides with CET1 ratio

-33-
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Cost of Risk
41% - 4.5%

Tier 1 Ratio>
14% - 15%

INVESTOR Day
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Questions & Answers
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