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1943-1999
CONSOLIDATION

Consolidation of one of the largest
and more significant financial
institutions in Brazil

Acquisition of more than 15
competitors

Customer base mostly made up of
companies

78 years of solid trajectory in the financial
industry with important changes over the

last years

2000-2008
SPECIALIZATION

Adaptation to the monetary
stabilization period

Automation of services

Payroll deductible loans and bank
agents

--------------------------------------------------------------------------

2009-2018
FOCUS ON INSS

Change of focus from companies to
INSS beneficiaries

More competitive bidder in payroll —
benefit auctions, leveraging its own
experience

Reduction of portfolio intended for
companies

BEGINNING 2019
NEW CHAPTER OF
GROWTH

Improvements of governance and
robust professionalization of business

New digital initiatives and strategy
set to accelerate the growth of public
of INSS beneficiaries, the group we
know best

--------------------------------------------------------------------------



630/ HEADS OF
31 % OF THE POPULATION O HouseHoLDS

IN 2030 WILL BE 50+

Source: IBGE 2020 2030
50+ Brazilian Population 54/\4/\4 70/\4/\4 920/ HAVE A CELL
O PHONE
2020 2030

Brazilian Population Z.ZZMM 225MM 80% CLASS C, D and E

50+ BANK
2 6 M M (O, OF THE CURRENT 8 9 o/ OF TOTAL LIFE WE SOUGHT TO BE RECOGNIZED AS
o 7 4 /0 CUSTOMER BASE O BENEFICIARIES THE BEST FINANCIAL ECOSYSTEM
CUSTOMER BASE FOR 50+ PUBLIC
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HOW WE CREATE VALUE

FOR THE MB CUSTOMER
DREAMS Payroll deductible loans 8. 6

EMERGENCY Personal credit
CONVENIENCE Financiel services and RECLAME AQUI
TRANQUILITY Insurance and investments

LONGEVITY Health and dental insurance NPS > 750/0
ADVANTAGES Discounts and draws EXCELLENCE ZONE

94% satisfaction Modern Consumer Award @ Smart Customer Award
Customer Service Quality 15t Place -Medium-size Banks Category QQ Gold - Respect to Customer Category D 1‘



WE ARE IN A UNIQUE POSITION
TO EXPLORE THIS MARKET

2009 2014 2019

NEW BENEFICIARIES

CAPTIVE MARKET



GREAT POTENTIAL

TO ACT AND EXPAND OUR

PORTFOLIO

MILLION
- 33.6 reone

Full access to be base of
beneficiaries of all
auctions

40% comprises beneficiaries whHo
have life benefits, such as retirees
due to age or accidents

OTHER WAYS OF
PROSPECTING
THE INSS PUBLIC

60% comprises beneficiaries
who seek temporary benefits, such
as unemployment insurance andyor
maternity pay

PLACE \
in 8 lots on the

last auction

‘ Lots won — I place
2009, 2014 and 2019

. Lots won — I place
2019

. Lots with participation of MB
2009, 2014 and 2019

APP FOR 50+ PEOPLE TO
OPEN ACCOUNTS
-]



Portfolio
expansion

Increase the volume of
commoditized portfolio, in
order to increase revenues

50+ SUCCESS

Customer base

ap o
growth Ny Pillars for our growth
Increase business potential, cross- Z\J:JN
selling and efficiency of scale
[T
Partnership %Cé?
ecosystems

Reach agreements with companies in
order to secure advantages for customers
and partners of MB

Data-driven
decisions

Reaffirm the strategic
planning and decision-
making through data

Technological
innovation

Develop optimizations and
new digital solutions focusing
on efficiency, security and UX



e PRODUCTS FOR s

50+ PEOPLE
HIGH CONVERSION

37%

PAYROLL
LOANS x DEDUCTIBLE 1 8 %
PERSONAL
I ARG CROSS-SELLING: 47% HOANS
CARDS > s

PRODUCTS ON AVERAGE 3 6 O/
INVESTMENTS P CHETOMER o) O
o INSURANCE

CREDIT CARD
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WE INNOVATE
WITH
SIMPLICITY AND
EFFICIENCY

® 8 0 0000000




virtual assistant of
accessibility

: virtual assistant for
. customers

ACCELERATION OF
h;’" DIGITAL
TRA NSFORMA TION virtual assistant for «
employees :
MEL's pet

50% 55% 13% DECREASE 0 TWICE AS MUCH
REDUCTION INCREASE IN DIGITAL  IN TOTAL FIXED IT 323, OGF'T,?,:VTH N pROCESSING
IN LEAD TIME TRANSACTIONS COST CAPACITY



TRUST PEOPLE TRUST DATA

growth in the number of increase in the volume of
O areas that use Al in their O hours used for data O

daily operations, such as processing, in particular to

growth in the use of Al-based the areas of operations of all sales are made digitally, structure correlations and growth in the number of

models for forecasts such as and commercial planning through recommendations evolve the Bank's Al employees who consult the

cash, infrastructure capacity, generated by propensity dynamic database at least

movement in bank branches models once a day as a basis for their
and performance of operations decision making




s OMNICHANNEL RELATIONSHIP

INVESTMENT IN INNOVATION

R$ MM

83

2020

46

2019

40

2018

29

2017

+278 ASSET :4 ’ BANK AGENTS
LIGHT STORE Qi #* )
Ny
i /\ E CALL
CENTER
uso 519% | =Y

CUSTOMER

J

p— APP MB
P/ S — EXCELLENCE IN —~
— SERVING A
IS EE— : +2K OWN
I +23K24H BANK
2019 2020 -
DIGITAL ASSISTANTS __,

SMS

SOCIAL NETWORKS
WHATSAPP




. Continuous evolution
: AGILE AND DIGITAL CULTURE :
: Own model for the organizational transformation that meets the :
: needs and interests, in a dynamic, committed and efficient way. :
: Innovation and optimization projects evaluated by certified
: professionals in different methodologies such as Agile and ~
PMBOK, to determine the appropriate format for their execution. g
Agile practices help to achieve expressive results and bring ~
the areas of the organization closer together. This ensures ~
: alignment with strategic guidelines, close financial monitoring, . ~ 2020 :
: and the presence of teams specialized in processes and customer :
: . ® Scrum training for employees :
experience. with potential .

. . . ® Implementation of the :

Keeping the bank in constant motion was the purpose embraced transformation office :

: by employees, who with a flexible mindset always seek ; "01 9 ® Development of new squads in
: continuous and sustainable improvement. @ Training in agiliy for MB :
: raining in agili :
: business and IT teams s governance el et .
: squads and projects :
: ® Pioneer teams :
® Creation of the first squad
: in MB :






: — I1SO. 9001 IN ALL ASSET .
: SP ) oicmassrenes RANKED AMON IHE :
: \ L ’ THE STATE OF MINAS :
: ‘HM GERAIS .
: ..“ &, :
: BANKABILITY (SIS AT AL L “¥  CHALLENGE NETWORK :
: COVID-19 o BORE :
. FEMALE PARTICIPATION :
. ADHERENCE TO THE 55% OF CUSTOMERS E
GLOBAL PACT 42% OF EMPLOYEES GREEN ENERGY :

- 33% OF EXECUTIVE BOARD .

Rede Brasil E

: DES ,ﬁ\ SUPPORT TO PROJECT l l g :
: - o BM&FBOVESPA :
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Board of Directors ?;// ,
NIVEL 1

_ BM&FBOVESPA
AP b )
Y& LUIZ HENRIQUE ARAUJO
S »r )
. - President
GUSTAVO ARAUJO
CFO
an
¥ S o
- r
SIMONE DUTRA TAISE CRUZ FELIPE BOFF RODRIGO QUEIROZ VALCI REZENDE UELQUES ALMEIDA
Chief Loan, HR Chief Services and Chief Proaucts, IT Chief Controllership Chief Chief Business and
and Marketing Ombudsman and Innovation Officer Officer Commercial INSS Officer Operations
Officer Officer Development Officer
33% CAROLINA DUARTE MARIANA ARAUJO HUMBERTO PEREIRA
OF FEMALE General Counsel and Chief Compliance Chief Commercial
PARTICIPATION Chief Investor and Risks Officer Individuals/Legal
Relations Officer Entities Officer
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PURPOSEAND VALUES ...............................................

HASSLE-FREE AND CLOSE

OUR VALUES
YOUR BANK OF CHOICE : -
People is our driving force
AND TRUST »  Our simplicity brings people closer
» We foster long-lasting relations
We live the customer »  We value the well-being of a
Our reason to exist balanced life
Sparkle in the eyes

* Our passion s overwhelming
« We inspire by setting the tone

 We are committed to getting
things done!

Differences are a plus

* We promote inclusion and diversity

« Different views render best deliveries
* We share experiences and knowledge

An aware result is a sustainable one

« We innovate with simplicity and efficiency
 We overcome each challenge

Ethics always
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S INSURANCE VOLUME s

236,046

95,864

LIFE NON-LIFE

41,776

4,606

2019 2020 2019 2020

BEST SELLERS BEST SELLERS
Live More Protected Card
Golden Age Protection ()/ GROWTHIN Household
More Protection (o) INSURANCE SALES Personal Accidents l!ﬁ,‘
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13,187 MM 15,303 MM
12,520 MM e
11,420 MM L 90580 [t — j
0/
34 %
GROWTH IN THE NUMBER
OF TRANSACTIONS USING
CARDS (4Q19 - 4Q20)
4Q19 1Q20 2Q20 3Q20 4Q20

Result due to the increase in customer base

and loyalty B q



...................................... LOAN PORTFOLIO R$ 6.4 Bl ......................................
5 R$5 thousand

Average ticket

5,369
4,475
4,070 AATS__—
3,626 3,923 "
18% ?
1,243 1,186 1,103 1,064 1,077 17% 17% 17%
O/
32%
4Q19 1Q20 2Q20 3Q20 4Q20 GROWTH IN 4Q19 1Q20 2Q20 3Q20 4Q20
PORTFOLIO —Firanc -
——Individuals ===Legal Entities (R$MM) (4Q19 - 4Q20) Financial Margin

89%

4Q19 1Q20 2Q20 3Q20 4Q20

===Individuals | Default > 90 days === | ega Entities | Default > 90 days
Total MB | Delay > 90 days

4Q19 1Q20 2Q20 3Q20 4Q20

—Loan Portfolio | Rating (AA and Q)
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LOAN PORTFOLIO

---------------------------------------------------

5,369
INSS BENEFICIARIES'
PAYROLL DEDUCTIBLE
o 4472 LOANS
3,923 : 2,851 MM
4Q19 1Q20 2Q20 3Q20 4Q20 1,409 MM —— 1 o 2 %
——Individuals (R§MM) _— GROWTH IN THE
—— D —— BALANCE OF PAYROLL
— e DEDUCTIBLE LOANS -
—— - NETWORK (12/19 -
12/20)
2,895
2,057 2,138
1547 2019 2020
1,186
ORIGIN . o
4Q19 1Q20 2Q20 3Q20 4Q20 10% BANK AGENTS
Assignment of Loans (R$ MM)




B FUNDING - RS 8.6 billign s §
: 3 Hon R$26 thousand

Average ticket -

22. 5months 18. 3months Individuals

Duration | Loan Portfolio CDB | Portfolio Stay

4Q19 5,828 568 569 375 237 312' 24
3Q20 6,378 649 417 66 584 I79
4Q20 6,593 703 417 147 739 I 88

m CDB
Foreign Funding
Demand Deposits, Savings and DI 101.9% 109.3% 118.5% 92.4% 93.8%
LFS -~ —o- —— I
Open Market Funding MB Cost

DPGEII

W LF, LCA and LCI 4Q19 1Q20 2Q20 3Q20 4Q20
B Assignments of Loans with Coobligation



..................................................... PROF/TABIL/TY ......................................................

ROAE Equity accounting of Bem Aqui (R$ MM)
51039  22-26% 22.24% : bem E
QqQui 10
I 12.08% 12.54% 7
6
I I I | I
4Q19 1Q20 2Q20 3Q20 4Q20 4Q19 1Q20 2Q20 3Q20 4Q20
Financial Intermediation (R$ MM) Service Provision (R$ MM)
62 64
291 54
241 i 248 252 i I I 48
4Q19 1Q20 2Q20 3Q20 4Q20 4Q19 1Q20 2Q20 3Q20 4Q20



: ............................................ CAPITALI CASHAND ............................................. g
5 RATING :

Capital Accounting Cash
(R$BI)
0 3,3 3,3 3,3
T 18% 18% 18% 179, 3 11 y
\ \
4Q19 1Q20 2Q20 3Q20 4Q20
13% 13%
Rating DEC 2020
4Q19 1Q20 2020 3020 4Q20
= Tier 1 Tier 2 =——Basel BBB- BBB+

Fitch S&P

*Investment Grade



.......................................... HIGHLIGHTS /N THE ...........................................
: QUARTER |

4Q19 1Q20 2Q20 3Q20 4Q20 A%
Total Assets R$ BI 10.0 10.1 10.7 10.2 10.7 7%
Total Loan Portfolio R$ BI 4.9 5.1 5.2 5.5 6.4 31%
Commoditized Loan Portfolio R$ BI 3.6 3.9 4.1 ) 53 47%
Funding R$ BI 8.1 8.3 8.8 8.2 8.6 6%
Equity R$ MM 931.8 979.6 1,000.7 1,026.3 1,033.9 11%

Gross Profit from Financial Intermediation R$ MM 367.9 330.1 360.2 385.6 461.0 25% B q



.......................................... HIGHLIGHTS /N THE ...........................................
: QUARTER |

4Q19 1Q20 2Q20 3Q20 4Q20 A%
Service Provision R$ MM 534 62.0 64.0 53.8 48.4 -9%
Personnel Expenses R$ MM 145.6 106.3 110.2 121.3 121.0 -17%
Provision Expenses + Discounts Granted R$ MM 110.0 83.3 97.4 98.9 915 -17%
Funding Expenses R$ MM 101.9 854 67.7 37.3 394 -61%
Administrative Expenses R$ MM 153.0 157.1 165.8 164.7 196.2 28%

Profit for the Peridod R$ MM 41.2 46.9 26.7 28.0 494 20% D q



51.77%

Controlling Group+
Related Parties
66.39% registered
common shares
27.75% registered
preferred shares

48.23%

Free Float
33.61% common
registered shares
72.25% preferred
registered shares

91.53%

Investment Bank
offering advice on
DCM, M&A and
structured credit
operations for
companies

ERCANTIL
(«%Z.IBRASJL

CORRETIIRA 54

99.99%

Trading of securities on
stock exchanges,
commodities and
futures exchanges or on
the OTC market
comprising financial
institutions and brokers
accredited by the
Brazilian SEC and the
Central Bank of Brazil,
including via the
Internet

ERCANTIL
(J}f!ﬂmsu

100%

Distribution of
securities,
administration
and management
of third party
portfolios, funds
and investment
clubs

ERCANTIL
so3RASIL

ERCANTIL
o JRASIL

]
TR

100%

Performance in the
real estate industry

85.95%

Direct consumer
credit with
emphasis on car
loans and INSS
beneficiaries’
payroll
deductible loans

100%

Insurance brokerage,
private pensions plans
and bank agents

3

ERCANTIL
(%Hﬂsu

100%

Performance in
the real estate
industry



relacoescominvestidores@mercantil.com.br

INVESTOR
RELATIONS

Carolina Gabrielle Marcela Joao
Duarte Barrozo Cancado Sad
DRI

gr_gestao_captacao@mercantil.com.br

INSTITUTIONAL
FUNDING

Ricardo
Santiago



This presentation was prepared by Banco Mercantil do Brasil SA
(“Company”) for exclusive use in its presentations to the market and
may include statements that represent expectations about future
events or results, such as economic, competitive, governmental and
technological factors, potential opportunities for growth and other
matters. These statements are based on certain assumptions and
analyses made by the Company in accordance with its experience and
the economic environment, market conditions and expected future
events, many of which are beyond the Company's control. The
statements also involve known and unknown risks and uncertainties
that could cause the company's actual results or results to be materially
different from those anticipated and discussed here. Accordingly, these
statements are not guarantees of future performance, considering the
existence of the mentioned risks and uncertainties and the existence of
events beyond the Company’s control.

The information and opinions contained herein are not to be
construed as a recommendation to potential investors. This
presentation has been prepared for informational purposes only and
should not be construed as a solicitation or an offer to buy or sell any
related securities or financial instruments. None of the Company's
advisors or related parties or their representatives will have any liability
for any losses that may arise from the use or content of this
presentation.

FOR MORE INFORMATION,
CLICK HERE AND ACCESS OUR WEBSITE


https://mercantildobrasil.com.br/Paginas/Home.aspx

