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Banco Santander Chile caution that this presentation contains forward looking statements within the
meaning of the US Private Securities Litigation Reform Act of 1995. These forward looking statements are
found in various places throughout this presentation and include, without limitation, statements concerning
our future business development and economic performance. While these forward looking statements
represent our judgment and future expectations concerning the development of our business, a number of
risks, uncertainties and other important factors could cause actual developments and results to differ
materially from our expectations. These factors include, but are not limited to: (1) general market, macro-
economic, governmental and regulatory trends; (2) movements in local and international securities
markets, currency exchange rates, and interest rates; (3) competitive pressures; (4) technological
developments; and (5) changes in the financial position or credit worthiness of our customers, obligors and
counterparties. The risk factors and other key factors that we have indicated in our past and future filings
and reports, including those with the Securities and Exchange Commission of the United States of
America, could adversely affect our business and financial performance.

Note: the information contained in this presentation is not audited and is presented in Chilean Bank GAAP
which is similar to IFRS, but there are some differences. Please refer to our 2016 20-F filed with the SEC
for an explanation of the differences between Chilean Bank GAAP and IFRS. Nevertheless, the
consolidated accounts are prepared on the basis of generally accepted accounting principles. All figures
presented are in nominal terms. Historical figures are not adjusted by inflation. Please note that this
information is provided for comparative purposes only and that this restatement may undergo further
changes during the year and, therefore, historical figures, including financial ratios, presented in this report
may not be entirely comparable to future figures presented by the Bank.

Important information
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■ Macro environment and financial system

■ Successful execution of our strategy leads to 
positive results in 2017

■ Outlook

Agenda
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Chile: a stable and diversified economy

1. Source: Central Bank of Chile, BCCh, and National Statistics Institute, 2016.  2. Source: International Monetary Fund, 10/2016.  3. Source: Moody’s 

Population: 17.6 mn

GDP: US$234bn

GDP per capita (PPP): US$24,000

Exports / GDP: 26%

Investment / GDP : 22.3%

Net public debt / GDP: -0.1%

Sovereign ratings: Aa3/A+/A

Chile: key economic indicators 1,2 Chile’s economy is well diversified 1

GDP by economic sector, %

Macroeconomic environment 
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Total Wages 2

% with positive view of economy
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The economy is accelerating

Macroeconomic environment 

Job Creation 2

YoY change and contribution, %

Sectorial Indicators 2

YoY growth, %, moving quarters

1. IMCE = Indice Mensual de Confianza Empresarial - Global Country Situation. 2. Source: Banco Central de Chile and estimates Santander 
Chile, except Car Sales, ANAC, and IMCE, UAI
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GDP

Central Bank ST Reference Rate 

YoY real growth, %

%

GDP growth expectations rise for 2018-19

Macroeconomic environment 

Inflation

Annual change in UF inflation, %

Unemployment

% of workforce, %
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Source: Banco Central de Chile and estimates Santander Chile 
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Total Loans 1

Customer funds 1,2

US$bn

US$bn

Financial system with good growth potential

Financial system is currently growing at a moderate  pace

Source Superintendency of Banks of Chile.  1. Excludes Chilean assets and deposits held abroad.  2. Demand and time deposits plus mutual funds. 

� Growth of consumer loans offset by slower 
commercial loan growth due to weaker 
macroeconomic environment

� Mortgage lending leading deceleration after 
extraordinary growth in 2015-16

� Stable asset quality

� High liquidity in the system to fund business 
growth

� Deceleration of customer fund growth due to 
shift of investment flows away from deposits 
to bonds given low interest rates

216 220 221 225 227

3,9%

5,7% 5,5% 5,2% 4,8%

S'16 D'16 M'17 J'17 S'17

217 221 222 226 229

4,6% 4,7% 4,1% 4,6%
5,7%

S'16 D'16 M'17 J'17 S'17
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Non-performing loan ratio (%) 1

Asset quality has performed well in this low growth  cycle

1. Loans with at least one installment 90 days or more overdue / loans.

Mortgages NPL (%)

Consumer NPL (%) 

Commercial NPL (%) 

Financial system with good growth potential
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High income Chile Brasil Colombia Peru Mexico

Loan /GDP ratio is between developed and developing  world levels

1. Or latest available information, High Income is defined as the OECD countries. Source: World Bank, weighted by size of world economies. Chilean loan include bank 
and non-bank lending. Source Chile: Santander Chile based on information from SBIF, BCCh, Superintendency of Securities of Chile, SVS, and www.cajasdechile.cl.

1

1 Loans to individuals / GDP

Loans to GDP, 2016 (%) 1

Financial system with good growth potential

2 Loans to companies / GDP

49 2
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High growth potential in Middle-market and SME cust omers…

Source: SBIF, 2016

1. Or latest available information. Source: World Bank, weighted by size of world 
economies. Chilean loan include bank and non-bank lending. Source Chile: 
Santander Chile based on information from SBIF, BCCh, Superintendency of 
Securities of Chile, SVS, and www.cajasdechile.cl.

Loans to GDP, 2016 (%) 1

95.4

12.1

3.3

7.5

1.3

80.5

N° of debtors Total debt

SME Middle-market Corporates

35

160

84

50
47

36

22

High
income

Chile Brasil Colombia Peru Mexico

Commercial lending by type of client

Financial system with good growth potential

2 Loans to companies / GDP

49
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The market has high growth potential in loans to in dividuals… 

35

160

84

50 47
36

22

High
income

Chile Brasil Colombia Peru Mexico

1. Source: J.P. Morgan estimates, Bloomberg, Central Bank of Brazil, Superintendencia 
de Bancos e Instituciones Financieras Chile, Superintendencia Financiera de Colombia, 
Comision Nacional Bancaria y de Valores (Mexico), Banco Central de la Republica 
Argentina, and Superintendencia de Banca, Seguros, Y AFP (Peru). 

1

1 Loans to individuals / GDP

Individual loans penetration and DSR 2Loans to GDP, 2016 (%) 1

49

Financial system with good growth potential

35%

8%

25%

15%
17%

27%

Chile Mexico Brasil

Mortgage Debt servicing ratio

24%

9%

4%

4%
11%

Individual loans penetration and DSR 2

16%

2. Debt servicing ratio, DSR: Total debt payments including amortization and 
interest / Disposable income. Sources: for Chile: SVS, SBIF and SVS; for Brazil 
and Mexico: JP Morgan, Scotiabank and Felaban

Consumer

% of GDP
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Loan growth should accelerate to 6% -8% in 2018

1. Calculated using nominal loan growth per year over nominal GDP growth per year. Source: SBIF and Central Bank

Loan growth multiplier 1

A loan growth to GDP growth multiplier of 1.5-1.7x is sustainable

Financial system with good growth potential
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Total

Elasticity = 1.0x
Mar ’10 – Sep ’11

Elasticity = 2.1x
Sep ’11 – Mar ’15

Elasticity = 1.7x
Mar ’15 – Mar ’17

AVG:1.7x
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■ Macro environment and financial system

■ Successful execution of our strategy leads to posit ive 
results in 2017

■ Outlook

Agenda
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Business and Results 9M’17 Var. YoY

Gross Loans 43.4bn 2.2%

Deposits 31.1bn 3.2%

Equity 4.7bn 6.8%

Net inc. business segments 845mn 21.2%

Net income 673mn 18.3%

Network and Customers 9M’17 Var. YoY

Clients 3.5mn 21.4%2

Internet banking 1.7mn 38.6%3

Branches 405 18.3%

Market Share 1 % Rank

Loans 19.2% 1

Deposits 18.1% 2

Checking accounts 21.4% 1

Bank credit cards 4 33.8% 1

1. As of September 2017 or latest available figures using the period-end exchange rate.  Excludes Chilean bank loans and deposits held abroad. 2. Market share of clients with 
checking accounts., as of July 2017, latest available information. Source: SBIF. 3. Average yearly market share over clients that enter a website with a passkey. Excludes 
BancoEstado. Source: SBIF. YTD avg as of July 2017. 4. Market share in terms of credit card purchases. As of July 2017, latest available information. Source: SBIF.

Santander Chile is the nation’s leading bank
Figures in US$

Strategy and results
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I.  Focusing growth on segments with the highest 
contribution, net of risk…

II.  … by increasing client loyalty through an impro ved 
client experience and quality of service and expand ing 
digital banking capabilities

III. Optimizing profitability and capital use to in crease 
shareholder value in time

Strategy and results

3 objectives for healthy growth / higher profitabil ity
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26.868 27.206 27.453 27.156 27.762 

Sep-16 Dic-16 Mar-17 Jun-17 Sep-17

Loans up 3.3% YoY with a focus on retail lending

Total Loans

Ch$bn

9M’17 YoY (%)

Individuals 1 15,117 4.5%

Consumer 4,477 3.8%

Mortgages 8,936 5.5%

SMEs 3,773 4.6%

Retail 18,889 4.5%

Middle Market 6,617 3.5%

Corporate 2,069 (10.9%)

Total 2 27,762 3.3%

Ch$bn3.3%

1. Includes other commercial loans to individuals.  2. Includes other non-segmented loans and interbank loans

Strategy: I. Growth focused on segments with highes t contribution, net of risk
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% of loans

2.9% 2.9% 2.8% 2.7% 2.6%
2.3% 2.3%2.4%2,5%2,4%

82% 86%

109% 106%

129%
144%142%145%

136%131%133%

NPL(1) Coverage (2)

2.9% 2.9% 2.8% 2.7% 2.5%
2.1% 2.1%2.2%2,2%2,1%

99% 102%
109% 106%

117%

146% 145%
135%136%137%

NPL(1) Coverage (2)

Total loans

Consumer loans Mortgage loans
% of loans

Commercial loans

% of loans

2.8% 2.7% 2.7% 2.6%
2.3%

1.9%
1.7%1.8%1,8%1,7%

27.8% 28.0% 27.2% 27.4% 27.9%

42.8% 41.4%
36.8%37,5%

43,9%

NPL(1) Coverage (2)

2.9% 2.9% 2.8% 2.7% 2.7% 2.1% 2.2% 2.4% 2,0% 2,0%

9.7%

9.6% 9.3% 9.1%
7.0%

6.6% 6.6% 6.6% 6,9% 7,3%

285%
314%

262% 252%
227%

307%319%
301%

282%

329%315%

NPL(1) Impaired Loans(3) Coverage (2)

% of loans

Positive evolution of asset quality...

1. 90 days or more NPLs. 2. Loan loss reserves over NPLs  3.Impaired NPLs + restructured loans

Strategy: I. Growth focused on segments with highes t contribution, net of risk
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As economic growth gains strength, loan growth amon g middle income earners should 
gain momentum

Loans to high, middle and low income individuals 1

1. As a percentage of loans to individuals

59.3% 61.2%
63.8%

66.4% 67.2% 67,9%

33.6% 32.3% 30.8% 29.3% 29.1% 28,7%

7.1% 6.5% 5.4% 4.3% 3.7% 3,4%

Dec -13 Mar-14 Jun-14 Sep-14 Dec-14 Mar-15 Jun-15 Sep-15 Dec-15 Mar-16 Jun-16 Sep-16 Dec-16 Mar-17 Jun-17 Sep-17

High income Middle income Low income

…with a focus on higher income segments

Strategy: I. Growth focused on segments with highes t contribution, net of risk
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20.040 20.691 20.109 19.255 19.862 

S´16 D´16 M'17 J'17 S'17

Deposits: focus on funding mix and costs

9M’17 YoY(%) 

Demand 7,271 5.2%

Time 12,592 (4.1%)

Total deposits 19,862 (0.9%)

Mutual funds 1 5,524 4.8%

Loan to deposit 2 101.0%

Total Deposits

-0.9%

Ch$bn

Ch$bn

1. Banco Santander Chile is the exclusive broker of mutual funds managed by Santander Asset Management, a subsidiary of SAM Investment Holdings Limited.                                  
2. (Net Loans – portion of mortgages funded with long-term bonds) / (Time deposits + demand deposits). 

Strategy: I. Growth focused on segments with highes t contribution, net of risk
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Lower funding costs

Cost of time deposits 1

3.4% 3.4% 3.2% 3.0%
2.6%

Sep'16 Dec'16 Mar'17 Jun'17 Sep'17

Quarterly average time deposit cost

1. Quarterly Interest expense from time deposits / average quarterly balance of time deposits

Strategy: I. Growth focused on segments with highes t contribution, net of risk
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940 
1.003 

25 

(23)

9M16 9M17

Client NII Other NII

965

Total

4,4% 4,3%

2,3%

1,2%

9M16 9M17

Client NII rises 6.7% YoY offset by lower inflation   

NIM2 & UF Inflation 3

Total NIM

Net Interest Margin (NIM), %

UF Inflation

Client and total net interest income 1

Ch$bn

+6.7%

980

Rate cuts and the improved funding mix has partiall y offset impact of lower inflation

1. Client Net interest income (NII) is NII from Retail, Middle-market and GCB segments. Other NII is NII mainly from the Bank`s ALCO positions and includes the effects of inflation on the Bank’s 
NII. 2. NIM = net interest income / average earning assets. 3. UF inflation is inflation measured using the Unidad de Fomento an inflation index. Source Central Bank of Chile

+1.6%

Strategy: I. Growth focused on segments with highes t contribution, net of risk
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NIM net of risk 1 & Cost of credit 2Provision expense

256 

222 

9M16 9M17

1.2% 1.0% 

3,2% 3,3%

9M16 9M17

Cost of credit NIM net of risk

Ch$bn % of average loans

Positive evolution of asset quality lowers the cost  of credit

1. NIM net of risk = NII less provision expenses annualized  / average interest earning assets. 2. Cost of credit = provision expense annualized / avg. interest earning assets

-13.0%

NIM, net of risk increases 10bp

Strategy: I. Growth focused on segments with highes t contribution, net of risk
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I.  Focusing growth on segments with the highest 
contribution, net of risk…

II.  … by increasing client loyalty through an impro ved 
client experience and expanding digital banking 
capabilities

III. Optimizing profitability and capital use to in crease 
shareholder value in time

Strategy and results

3 objectives for healthy growth / higher profitabil ity
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42

46

9M16 9M17

Rising customer loyalty with room for further growt h

Loyal High and Middle 
income customers 1

thousands

Loyal SME + Middle market 
customers 2

1. Customers with 4 products plus a minimum profitability level and a minimum usage indicator. all differentiated by segment. 2. Mid-market & SMEs cross-selling 
differentiated by client size using a point system that depends on number of products, usage of products and income net of risk

+7%

29% of clients

21% of clients

Total Clients : 3.5Million

Total Active Clients: 1.5 Million

Total Loyal Clients: 617 Thousand

41% Total 
Clients

17% Total 
Clients

Client base

Going forward we will renew our focus on middle inc ome clients

121

373 

133

385 

High income Middle income

9M16

9M17
+10%

+3%

thousands

Strategy: II. Increasing client loyalty and expandi ng digital capabilities 
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In 2017, we focused on improving the functionalitie s of our APP…

APP Companies Touch ID

Specialized APP for 
corporate clients

Client and non-client 
identification directly via 

APP

Specialized APP for 

insurance products

and assistance

Clients select 

Notifications they

want to receive

APP Insurance Notifications

Strategy: II. Increasing client loyalty and expandi ng digital capabilities 
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…we launched our Digital On-Boarding platform…

Digital On Boarding

• First 100% digital platform for non-clients 

to become clients

• With Touch-ID (digital fingerprint) it is 

possible to buy a bank product in seconds

• Easy and simple to use with no human 

interaction

• Automatic credit scoring and data check

Strategy: II. Increasing client loyalty and expandi ng digital capabilities 
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…and we introduced Santander Life

Strategy: II. Increasing client loyalty and expandi ng digital capabilities 

Checking
account

Debit card

Credit card

A new model for the mass consumer market

New generation of digital products through 
Digital Onboarding- Life checking account, 
life credit card and life consumer loan

Meritolife- Rewards positive payment 
behavior, accumulating merits to reach a 
new levels with more benefits such as:

• Ch$10,000 cash back on first purchase
• 5% discount at supermarkets
• flexibility for payment of installments
• Up to 40% discount on interest rate of 

consumer loans by 4 th year
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1,406 

937 

Sep-16 Sep-17

Improving and reducing the physical distribution ne twork

-10.0%

ATMsBranches Employees

-33.4% -4.4%

441

397

Sep-16 Sep-17

11,557 
11,052 

Sep-16 Sep-17

Strategy: II. Increasing client loyalty and expandi ng digital capabilities 
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• Hi-tech / Hi–touch branches. 
Improvement of client and non 
client service and advice

• New CRM and incentive model 
aimed to improve profitability 
and productivity

• Lower costs due to merger of 
branches and no-human tellers

• Centralized operative process 
and post sale support

High Income Low Cost 1st Class Experience

Core revenues
+13% 

v/s Traditional Branch

Direct Cost / Income
15% v/s 17%

Traditional Branch

Customer Satisfaction
95%

WorkCafé: combining a high-end experience in an inn ovate platform

Strategy: II. Increasing client loyalty and expandi ng digital capabilities 
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Net fee income

Ch$bn

Fee income from business segments

Ch$bn

11.2% YoY growth in fee income in 9M17

Fees from Corporate are driven by greater financial  advisory services

9M’17     YoY (%)

Retail 1 139.1 7.1

Middle Market 27.3           (4.9)

Corporate 22.1           10.4

Subtotal 188.5 5.5

Others+ ATMs 24.3 92.9

Total 212.8 11.2

191 213

9M16 9M17

+11.2%

1. Excludes fees from ATMs included in other fees

Strategy: II. Increasing client loyalty and expandi ng digital capabilities 
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9M17 YoY%

Personal exp. 295       0.4

Adm. exp. 172      2.0

Depreciation 55      19.2 .

Op. expenses 522 2.6

Improving our efficiency and productivity

Operating expenses

Ch$bn

Volume 2 per branch 117,590     16.3%
Volume 2 per employee               4,309       6.2%

Efficiency Ratio 1 40.2% -195bp 
Cost / Assets 1.9%   

1. Efficiency ratio: Oper. Expense excluding impairment / Net interest income + fee income + financial transactions, and Other operating income, net. 2. Loans + Deposits (Ch$mn)

Costs should grow at or below inflation in 2017 and  2018

509 522 

9M16 9M17

+2.6%

Strategy: II. Increasing client loyalty and expandi ng digital capabilities 
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I.  Focusing growth on segments with the highest 
contribution, net of risk…

II.  … by increasing client loyalty through an impro ved 
client experience and quality of service and expand ing 
digital banking capabilities

III. Optimizing profitability and capital use to in crease 
shareholder value in time

Strategy and results

3 objectives for healthy growth / higher profitabil ity
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Core capital ratio increases / Attractive dividend paid in 2Q17

Dividend per share 

1.41

1.75 1.79 1.75

2014 2015 2016 2017

60% 

Payout

60% 

Payout

75% 

Payout

Strategy: IV. Optimizing profitability and capital

Ch$ per share 

70% 

Payout

Core Capital ratio 1

%

A higher and more sustainable ROE is resulting in b etter capital ratios and greater 
dividend yields

10.3% 10.5% 10.7%

13.4% 13.4% 13.6%

Dec-15 Dec-16 Sept-2017

Core capital BIS ratio

1. Under SBIF BIS I guidelines
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%% %

17.3
20.0

9M16 9M17

1.8% 

2.1% 

9M16 9M17

1.4% 

1.7% 

9M16 9M17

446
540

9M16 9M17

364
430

9M16 9M17

Ch$bn Ch$bn

In 9M17 net income up 18.3%, ROAE 20.0% & RoRWA 2.1%

Segments’ net contribution 2Net income 1

ROAE3

1. Net income attributable to shareholders. 2. Net interest income + Net fee and commission income + Financial transactions, net - Provision expense – Operating expenses from 
our reporting segments. 3. Attributable income / average equity. 4. Attributable income / average assets. 5. Attributable income / average risk-weighted assets. 6. SBIF BIS I.

+18.3%

RoRWA5ROAA4

+21.2%

High profitability levels sustain high core capital  ratios

+200bp

Strategy: IV. Optimizing profitability and capital
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■ Macro environment and financial system

■ Successful execution of our strategy leads to posit ive 
results in 2017

■ Outlook

Agenda
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Sound outlook for Santander Chile

BSAC: stronger Client contribution driving profitabi lity in 2017, in line with strategy 

� Business segment contribution up 21.2% YoY in 9M17 

� Loan growth at 3.3%, led by segments with highest c ontribution, net of risk, with retail loans 
growing 4.5%

� Demand deposits grow 5.2% YoY with improving fundin g costs

� Client NII grew 6.7% YoY in 9M17 offset by lower in flation

� Customer loyalty and satisfaction continue to impro ve, driving fee income

� Stable asset quality: coverage lowers to 137% / NPL s at 2.1% / cost of credit decreases to  
1.0% with a favorable outlook

� Cost growth under control: up 4.7% YoY in 9M17. Bran ch optimization plans underway

� ROE reached 20% in 9M17.

In 2017 and 2018 we expect these sound business tre nds to continue with higher 
volume growth

Outlook

ROE guidance increased to 19%-19.5% for 2017 & 2018
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Annexes

Agenda
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Balance sheet
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Income statement
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Income statement
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Key indicators



Nuestra misión es contribuir al progreso de 
las personas y de las empresas.

Nuestra cultura se basa en la creencia de 
que todo lo que hacemos debe ser

Thank You

Simple  Personal  Fair


