4Q21 RESULTS

February 2022

SAFE HARBOR
This presentation has been prepared by El Puerto de Liverpool, S.A.B. de C.V. (together with its subsidiaries, “Liverpool”), is strictly confidential, is not intended for general distribution and
may only be used for informational purposes. This presentation may contain proprietary, trade-secret, and commercially sensitive information and neither this presentation nor the information
contained herein may be copied, disclosed or provided, in whole or in part, to third parties for any purpose. By receiving this presentation, you become bound by the above referred
confidentiality obligation and agree that you will, and will cause your representatives and advisors to, use the information contained herein only to evaluate a credit rating for Liverpool and for
no other purpose. Failure to comply with such confidentiality obligation may result in civil, administrative or criminal liabilities. The distribution of this presentation in other jurisdictions may
also be restricted by law and persons into whose possession this presentation comes should inform themselves about and observe any such restrictions.

Although the information presented in this document has been obtained from sources that Liverpool believes to be reliable, Liverpool does not make any representation as to its accuracy,
validity, timeliness or completeness for any purpose. The information set forth herein does not purport to be complete and Liverpool is not responsible for errors and/or omissions with
respect to the information contained herein. Certain of the information contained in this presentation represents or is based upon forward-looking statements or information. These forwardlooking statements may relate to Liverpool’s financial condition, results of operations, plans, objectives, future performance and business, including, but not limited to, statements with respect
to outlooks and growth prospects, liquidity, capital resources and capital expenditure, growth in demand for our products, economic outlook and industry trends, development of our markets,
competition in areas of our business; and plans to launch new products and services, and the effect of legal proceedings and new laws, rules and regulations and accounting standards on
Liverpool’s financial condition and results of operations. All statements contained in this presentation that are not clearly historical in nature are forward-looking, and the words “anticipate,”
“believe,” “continues,” “expect,” “estimate,” “intend,” “project” and similar expressions and future or conditional verbs such as “will,” “would,” “should,” “could,” “might,” “can,” “may” or similar
expressions are generally intended to identify forward-looking statements. The information in this presentation, including but not limited to forward-looking statements, applies only as of the
date of this presentation and is not intended to give any assurance as to future results. Liverpool and its advisors expressly disclaim any obligation or undertaking to update or revise the
information, including any financial data and forward-looking statements, and will not publicly release any revisions they may make to this presentation that may result from events or
circumstances arising after the date of this presentation.

Any projections included herein have been prepared based on Liverpool’s views as of the date of this presentation of future events and financial performance and various estimations and
assumptions, including estimations and assumptions about future events, may prove to be incorrect or may change over time. The projections have been prepared and are set out for
illustrative purposes only, and do not constitute a forecast. While the projections are based on assumptions that Liverpool believes are reasonable under the circumstances, they are subject
to uncertainties, changes (including changes in economic, operational, political, legal, and other circumstances) and other risks, all of which are beyond Liverpool’s control and any of which
may cause the relevant actual, financial and other results to be materially different from the results expressed or implied by such projections. No assurance, representation or warranty is
made by any person that any of the projections will be achieved and no recipient should rely on the projections. None of Liverpool, its affiliates, Citigroup Global Markets Inc., Merrill Lynch,
Pierce, Fenner & Smith Incorporated or any of their respective directors, officers, employees, partners, shareholders, advisers and agents makes any assurance, representation or warranty
as to the accuracy of the projections. Nothing contained in this presentation may be relied upon as a guarantee, promise or forecast or a representation as to the future. Liverpool undertakes
no obligation to update the projections or any of the information contained in this presentation.
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OMNI-EXPERIENCE
28 shopping malls across
21 Mexican states

+6.1m credit card

122 Liverpool

holders, including private
label and visa cards1

stores nationwide
7.4%

2.1%

164 Suburbia

As % of
revenue2

22.6% of comercial
revenue comes from digital
sales3

stores nationwide

116 boutiques across

90.6%

21 Mexican states
Retail

Credit Card

Real Estate

1 Liverpool

and Suburbia Cards
2 % of revenue as of 2021
3 as of 2021, digital sales include eCommerce, Click & Collect, Liverpool Pocket, extended catalog and market place
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RELEVANT FIGURES

4Q21 and FY2021 vs 2020
4Q21

4Q20

Var %

2021

2020

Var %

Revenues

56,069

47,088

19.1%

151,022

115,473

30.8%

Retail Sales

52,002

43,229

20.3%

136,793

100,940

35.5%

EBITDA

10,331

7,283

41.9%

23,909

9,006

165.5%

EBITDA Margin

18.4%

15.5%

290 bps

15.8%

7.8%

800 bps

Cashflow from Operations

16,831

12,124

22,524

11,963

CAPEX

2,590

1,579

5,975

4,514

Figures un Million Pesos

7 Suburbia store openings
during the year

64.0%

32.4%

1 Liverpool store opening
during the year
(moving to new location)
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RELEVANT FIGURES

4Q21 and FY2021 vs 2019
4Q21

4Q19

Var %

2021

2019

Var %

Revenues

56,069

50,903

10.1%

151,022

144,234

4.7%

Retail Sales

52,002

46,383

12.1%

136,793

127,323

7.4%

EBITDA

10,331

10,954

(5.7%)

23,909

23,877

0.1%

EBITDA Margin

18.4%

21.5%

(310 bps)

15.8%

6.6%

(920 bps)

Cashflow from Operations

16,831

12,239

22,524

12,192

CAPEX

2,590

3,082

5,975

8,731

Figures un Million Pesos

7 Suburbia store openings
during the year

(16.0%)

(31.6%)

1 Liverpool store opening
during the year
(moving to new location)
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LIVERPOOL’S STRENGHTS

Why invest in Liverpool?

1

5

Proven, resilient and innovative
business model

ESG focus

4

2

Solid financial
structure

Strategic plan

Innovation and digital presence
3
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1

STRONG BUSINESS MODEL

main business units

90.6%*

7.4%*

2.1%*

Retail

Credit Card

Real Estate

Liverpool’s department stores offer a
wide range of products, as well as
personalized service and strategic
locations to provide customers with a
complete and enjoyable shopping
experience.

Liverpool issues a non-bank credit card
in Mexico and is the third largest issuer
in the Country within the banking sector.
With more than 5.9 million card holders,
this is the Company’s most relevant
source of payment.

Liverpool owns and operates 28
shopping malls with a GLA of more than
550,000 square meters and more than
1,500 tenants, with high occupancy
rates. The shopping malls get more than
100 million visitors a year.

7
*%

of revenue as of 2021

FOCUS ON CUSTOMER EXPERIENCE

big data priorities

Segmentation

Customer 360° View

Clients, channels, products
payment methods, etc.

Holistic customer view

DIGITAL MAIN GOAL

Business Intelligence

HYPER
PERSONALIZATION

Advanced Analytics
Descriptive analytics
Predictive models
Prescriptive models
Cognitive models (AI)

Customer identification
Unique customer

Customer Service

Customer Knowledge
Comprehensive knowledge of
customer behavior
Experiences design & value
generation

Personalized communication
(CRM)
Increase R-F-M1
1

R-F-M: Recency, Frequency, Money
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LOGISTICS NETWORK

transformation

2025

35 Cross-docks

Store

changed
supply chain needs to evolve

Client expectations have

Soft line

PLAN
Vendor

Big Ticket

Soft line
Big ticket
E-commerce

7 Omnichannel
fulfillment

Client

centers
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LOGISTICS PERFORMANCE

FY 2021 and 4Q21

Successful deliveries
• 94% delivered on or before time during 2021

Click & Collect
• 38% participation rate during December
• “Curbside pickup” (Your order delivered to
your car)

Store Delivery
• Grew 124% during December vs. 2020

Increased capacity for order processing
• New delivery methods
• Internal capacity complemented with external delivery
services
• 40% reduction in average delivery time vs. December
2020
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LOGISTICS MASTER PLAN

Plataforma Logística Arco Norte
PLAN (Plataforma Logística Arco Norte)

Merchandise planning

•
•
•
•

More than 1.6 MM sqmt of available space, 400 acres
Capex through 2022: $7.4 MMPs
Capex during 2021: $1.9 MMPs
Operating principles: Sustainability, Flexibility and
Scalability
• Best in class technology and processes
• Startup date: 1H22

• Product lifecycle management
• Shorten lead times for store replenishment
• Strengthen data analysis for merchandise
planning

Logistics, DC and transportation
• Top selling SKU’s allocated next to the POS
• Increased level of service for replenishment
and eCommerce

Tultitlán

Order management and fulfilments
• OMS allocates inventory dynamically
• Optimization of store network and labor to
support pick/pack
PLAN
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INNOVATIVE STORE COLLABORATION

model

Free home delivery

Returns and
service

Store collaboration

Customer

Sales person app
Store
✓Physical
✓Extended catalog
✓Market place

- 94% of orders delivered on or before time

Fulfilment app

Other stores

Distribution Center

serving our customers
anytime, anywhere for life!

- Stores fulfill 91% of orders

- Improvement in delivery time of 40% vs
December 2020
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RESILIENT BUSINESS MODEL

Locations operating according to local and federal restrictions regarding:

Business hours

Store occupancy

Sanitary measures
and filters
13
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STRATEGIC PRIORITIES
Profitability Improvement

A

El Puerto de Liverpool’s
Footprint

D

B

Suburbia’s Growth

C
Digital Transformation
Omni-experience
Customer experience & Big Data
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PROFITABILITY

improvement
Remodel existing
stores instead of
opening new ones

Focus on profitability
and efficiency

Invest to improve
experience in existing
shopping malls

LIVERPOOL STORES,
GALERÍAS SHOPPING CENTERS
AND CREDIT CARDS
15

SUBURBIA’S GROWTH

based on seven pillars

Continuity to

Suburbia’s successful

Omnichannel model

business model

development

1

2

Accelerated expansion

3

Human resources:
CRM capabilities

4

New credit card model

5

talent management

6

7

Updated logistics
model
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THE ECOSYSTEM STRATEGY AND key initiatives WILL BE
BUILT UPON THE GROUP’S STRONGEST ASSETS
Brand

• Most recognized brand by consumers in many categories, ranking 1st and 2nd in awareness across several
categories; performs very well along the buying funnel

Loyal customer base

• ~12 M traceable unique customers
• Best customer satisfaction and NPS across dimensions compared with other B&M stores.

Financial services
capabilities

• Very relevant customer base (and growth)
• One of the credit cards leaders in the market
• Almost half of our sales are done with our credit cards – loyalty virtuous cycle
• A wide and attractive portfolio of financial services and a proven ability to cross sell products: PIF penetration
ranges 40-50% of current CC base

Footprint

• Extensive footprint with more than 400 points of sale and real state network
• One of the largest in-store sales teams with extensive cross-category knowledge

Brands and assortment

• Wide assortment in most relevant categories: Liverpool has the widest assortment in apparel compared to its
omnichannel competitors.
• Access to a broad range of exclusive and private label brands
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Ambition
Key
objectives

‘EPL es parte de tu vida’ for all customers in all channels; become the first shopping option for the Mexican shopper
1. Grow e-commerce 3X
in the next 5 years

Must-win
battles &
high-level
initiatives

2. Become the undisputed leader as an
omnichannel player in e-commerce market

3. Create a differentiated and sticky
experience for every customer journey

Best category offering according to customer’s needs

Provide the best
advice and inspiration

1-stop shop platform
•
•

Differentiate offering
w/ sticky value added services

Accessible through SBB
and LVP apps.
Best assortment that fully
leverages stores and real
estate footprint

Maximize ecosystem
reach

Loyalty and rewards
Financial Services Marketplace

Enablers

IT

Data analytics

Supply chain and logistics

Vendor management

18
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Digital
Performance

DIGITAL PERFOMANCE

4Q21

1.3% decrease in digital sales vs. 2020 (Q4)
2.4x growth in 4Q digital sales vs. 2019
7x growth in Marketplace sales in 4Q vs 2019
3.6x increase in Suburbia’s digital sales vs. 2019

21.3% digital participation in the quarter
19

DIGITAL GMV

Participation and Growth

20

EPL DIGITAL

EPL Digital Sales
•
•
•
•
•
•

Recent trends

Liverpool.com
Marketplace
Extended catalog
Services
Suburbia.com
Multisites

EPL Digital GMV
(2017 = 100)
716

278
214
100

2017

2018

2019

2020
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Marketplace
• Target 2025 ➔ 15.6x vs 2020

MARKET PLACE BECOMES

Engine Growth

• Share increases to 33.0% in
2025 from 6.1% in 2020
• Will account for 47% of growth
in the 2020~2025 period

EPL Digital GMV
(2020 = 100)
289

100

101

2020

2021

2025
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MARKET PLACE

key initiatives

• B&M sales
• Fulfilled by Liverpool
• 10X sellers increase
◦ New team structure
• Seller Center
• Full automation
• Hybrid vendors
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LIVERPOOL

Pocket

Our most important digital channel

Retail Capabilities
• Extended catalog
• Click and collect
5.1x sales growth

• Order tracking and follow up
• Real time inventory by store

80% increase in downloads

New features

Credit Card Support

• Express Checkout

• Credit card payments

• Improved browse & shop

• E-Wallet (+30K users)

• Better marketplace
assortment

• Account balance
• Monthly statements
• Safe transactions
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THE VISION

One-Stop Shop FOR FINANCIAL SERVICES
Service offering for 0-40% of retailers

Service offering for 80-100% of retailers

Credit products are
the most profitable in
financial services

Other financial
products

Savings

Insurance
Credit off-us
Credit on-us
‘Monedero
Digital’

Private label
cards

Co-branded
cards

Installments

Personal loans

Non- revolving
credit

Investment
funds

Extended
Warranty

Checking
account

Home
International
remittances
Life / accident

Foreign
Exchange

Auto

Secured Cards

Time deposits

Auto financing

Health
Available
Developing
Evaluating

Assistance
Services

Structured
Investment
products

Mortgage

25
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SOLID FINANCIAL PERFORMANCE

Trends

Revenues

EBITDA & EBITDA Margin 1

(Ps $ in millions)

2015

10.0%

2016

8.0%

2017

5.8%

2018

7.1%

2019

3.3%

2020

(21.7%)

CAGR: 2.0%

(Ps $ in millions)

91,293

100,442

122,168

135,535

144,234

100,940

SSS

2015

16.3%

2016

16.0%

2017

15.0%

2018

14.9%

2019

16.6%

2020

7.8%

14,870

16,051

18,350

20,237

23,877

9,006

CAGR: (9.5%)

EBITDA
Margin
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SOLID FINANCIAL PERFORMANCE
Operating Cash Flow

Trends

(Ps $ in millions)

2015

9.5%

2016

11.6%

11,691

2017

9.5%

11,650

2018

9.2%

2019

8.5%

2020

11.9%

8,652

Return on Invested Capital
(ROIC) 1

2015

12,453

12,192

11,963

11.1%

2016

9.6%

2017

8.9%

2018

9.4%

2019

2020

10.2%

2.3%

% Rev

1 2019

& 2020 includes IFRS 9 & 16
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CREDIT PROFILE 4Q21

2.1%

3.6%

NPL Liverpool

NPL Suburbia

45.8% +6.1M
of total sales
used Liverpool
Credit Card

Credit Card
Holders

The portfolio coverage index for
4Q21 was 11.3%, 5.2 p.p. lower
than 4Q20.
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CAPEX
CAPEX

Our 2022 CAPEX target is
9.0%

$10,000

$9,000
$8,418

$8,592

$10.0

$8,731

billion pesos

$7,958

$8,000

7.0%
$7,000

14%

$5,975

$6,000

CAPEX

5.0%
$5,000

$4,873

36%

Distribution

$4,514

for 2021
50%

$4,000

3.0%

$3,000

2015

2016

2017
CAPEX

2018

2019

2020

2021

Store Openings

Logistics & IT

Remodeling

% of revenue
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DEBT STRUCTURE

Maturity Profile

Total Debt

1

Total debt

$11,000

144A Reg S
Local bonds

million pesos

$8,250

$5,500

$10,205 3

$30,490
million pesos
• Average interest rate 7.78%
• Average life 5.3 years

$2,750
$3,400

$3,948

2

$5,000

$5,000

2029

2030

$3,500

$0

2022

2024

2026

2027

• Total debt is issued in Pesos (55%)
or fully hedged in Pesos (45%) and
at a fixed rate
As of December 31st, 2021

1 Not

including IFRS16. Includes derivative instruments acquired fo hedging purposes
2 LIVEPOL24 144A Reg S US$300 million, fixed exchange rate 13.15 MxPs/USD
3 LIVEPOL26 144A Reg S US$525 million, fixed exchange rate 19.39 MxPs/USD
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DEBT STRUCTURE

Leverage

Leverage After IFRS 9 & 16
3.9x

Leverage Pre-IFRS 9 & 16

3.4x

4.x

2.9x
2.4x

3.x

3.9x

1.9x
2.x

1.4x
1.x

.x

1.8x

1.6x

0.9x

0.06x
0.06x

2016

2017

0.9x

1.5x

1.4x
0.7x

2018

0.7x

2019

1.5x

0.4x
-0.1x

1.0x

0.6x

2019

2020

1.3x

2021 -0.1x

As of December 31st, 2021

Leverage ratios do not include lease liabilities
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ESG

strategy
CUSTOMER
EXPERIENCE
CUSTOMERS

EMPLOYEES
SUPPLIERS
COMMUNITY

COMPETITORS
INVESTORS
AUTHORITIES
MEDIA
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EL PUERTO DE LIVERPOOL’S

footprint

Company’s footprint
• Working environment
• Health and wellness programs
• Education programs

1
Environment

2

Responsible purchases
Certified suppliers

• Energy efficiency
• Waste management
• Sustainable shopping bags

4
3

Volunteering
•
•
•

Relationship within society
Donations
Education for communities
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FINANCIAL

Results

INCOME STATEMENT

4Q & FY 2021 vs 2019
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INCOME STATEMENT

4Q & FY 2021 vs 2020
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BALANCE SHEET

4Q21 & FY 2021
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CASHFLOW

4Q21 & FY 2021
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