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Important information

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.
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Macroeconomic environment

GDP growth expectations rise for 2018-19
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Source: Banco Central de Chile and estimates Santander Chile



Macroeconomic environment

Exports and consumption driving growth in 2017-18

Internal Demand (YoY growth, %) Growth by sectors (YoY growth, %) 1
Sector 2015 2016e 2017e 2018e
Communications 6.1 3.1 1.8 2.9
' 11 1.7 Agro / Fishing 6.7 4.5 35 4.0
. . . . Public adm. 3.9 3.0 3.3 2.9
2015 2016  2017(e) 2018(e) 2019 () Transportation 3.7 3.3 3.0 3.1
Services 2.3 2.3 2.1 2.7
Exports (YoY growth, %)
Construction 3.9 25 -1.1 1.2
10.7% Manufacturing 0.2 -0.9 0.0 1.0
6.1%
1.3% ﬁ Commerce 2.3 3.4 3.7 4.2
5.4% -
2017 2018 Utilities 3.5 1.6 2.5 3.0
Mining 0.0 -2.9 1.0 2.5
—o—Total GDP 2.3 1.6 1.8 2.6
17.2% —a—Non Copper Exports
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Source: Banco Central de Chile and estimates Santander Chile



Financial system: loan and customer funds

Financial system outstripping GDP growth

Total Loans !

USs$bn
212 212 ( h
201 202 206 209 =  Growth of consumer loans and export sectors
drives loan growth
YoY . . .
(%) m  Mortgage lending leading deceleration after
83% 79% 74% 4900 57% 4.7% extraordinary growth in 2015-16
m Stable asset quality
- Y
D'15 M'16 J16 S'16 D'16 F'17
Customer funds 12
USsbn
e N
204 206 208 209 213 212 = High liquidity in the system to fund business
growth
Voy m Deceleration of customer fund growth due to
(f/’) 48% [58% 49% [, | 47% 4.4% shift of investment flows away from deposits
’ —— to bonds given low interest rates
g J
D'15 M'16 J'16 S'16 D'16 F'17

Source Superintendency of Banks of Chile. 1. Excludes Chilean assets and deposits held abroad except for Banco de Estado deposits. 2. Demand and time deposits
plus mutual funds.
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Results in 1Q17
Sound results in 1Q17 driven by client activities. ROE reached 19.5%

%

Net income 1 Net contribution from
business segments 2

Chs$bn Chsbn
+13.5% +31.9% +140bp.
187 18.1 19.5
142 141
125 I
3M16 3M17 3M16 3M17 3M16 3M17
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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.



Results in 1Q17
61% of our client revenues are generated by non-len  ding activities

Net operating profit from business segments 1

Chs$bn
+15.0% 352
306 Non-
lending
client
revenues
' 61%
1Q16 1Q17
Net lending revenues 2 Client non-lending revenues 3
Ch$bn Ch$bn
120
! =
1Q16 1Q17 1Q16 1Q17
& Santander 9

1. Net client op. profit = net interest revenue + fees + client treasury - provision expense from business segments. 2. Net interest income from loans, net of provisions, from
business segments. 3. Revenues from non-lending client activities such as cash management, deposits, fees and client treasury from business segments and capital



Strategy and results

4 objectives for healthy growth / higher profitabil

-
|. Focusing growth on segments with the highest /\/'
contribution, net of risk... .'
\_
("
Il. ... by increasing client loyalty through an impro ved
client experience and quality of service
.
4
lll. Deepening ongoing commercial transformation by &
expanding digital banking capabilities —
. i
-
V. Optimizing profitability and capital use to inc rease
shareholder value in time *
.

& Santander

10




Strategy: |. Growth focused on segments with highes

Total Loans

t contribution, net of risk

Loans grow 6.7% YoY, with retall loans expanding 7. 6%

Mar-17

Chs$bn
| 6.7%
. 0.9%
25.726 26.401 26.868 27.206
Mar-16 Jun-16 Sep-16 Dic-16
& Santander

Ch$bn 3M'17 YoY (%) QoQ(%)
Individuals * 14,950 7.6 1.2
Consumer 4,502 8.7 1.3
Mortgages 8,747 8.0 1.5
SMEs 3,723 7.8 1.6
Retail 18,673 7.6 1.3

Middle Market 6,535 6.4 0.7

Corporate 2,162 0.3 (1.4)
Total 2 27,453 6.7 0.9

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

Non-interest bearing demand deposits increase 4.7% YoY
Total Deposits
Chsbn
1.5% =
| Chsbn 3M'17  YoY(%) QoQ(%)
-2.8%

[ " Demand 7409 47 (L7

19.802  20.236  20.040 20691 20.109 Time 12,700 (0.2) (3.4)

Total deposits 20,109 1.5 (2.8)

Mutual funds 1 5,490 16.9 9.2

Customer funds 25,599 4.5 (0.5)

M"16 J'16 S'16 D16

generating mutual funds

Rate cut drives shift of time deposits towards fee

& Santander 12

1. Banco Santander Chile is the exclusive broker of mutual funds managed by Santander Asset Management, a subsidiary of SAM Investment Holdings Limited.



Strategy: |. Growth focused on segments with highes t contribution, net of risk

Client NIl increased 6.5% YoY. Lower inflation lowe rs total NIM

Client and total net interest income 1 NIM & Client NIM

Ch$bn Net Interest Margin (NIM), %

Client NIM

323 317 319 49%  48% 49% 450  4.8%

Total NIM

459  4.6%  459%

4.2% 4.2%

0.6% 0.5% UF Inflation

0.9%
0.7% 0.5%

313 328

1Q16 2Q16 3Q16 4Q16 1Q17

1Q16  2Q16  3Q16  4Q16  1Q17

Total m Client NII Non-client NIl

Rate cuts and higher inflation should support NIMs during the rest of 2017

& Santander 13

1. Client Net interest income (NII) is NIl from Retail, Middle-market and GCB segments Non-client NIl is NIl mainly from the Bank's ALCO positions and includes the
effects of inflation on the Bank’s NII



Strategy: |. Growth focused on segments with highes t contribution, net of risk

Sound asset quality indicators. Cost of credit at 1 1%

Provision expense & cost of credit 1! NPL and coverage ratio

Ch$bn % of loans

1.29% 1.3% 1.4% 1.3% 1.1% 1409 146% 145% 1369

- ’ - 1W —

78 83 o4 88
2.5%
'\Z':O/i 2.1% 21%  2.2%
—_——
1Q16 2Q16 3016 4Q16 1Q17 Mar'16 Jun'l6 Sep'l6 Dec'16 Mar'17
Ch$bn —@— Cost of credit (%) —J— NPL?2 —l- Coverage?
& Santander 14

1. Annualized quarterly provisions expense/total loans. 2. 90 days or more NPLs 3. Loan loss reserves over NPLs.



Strategy: |. Growth focused on segments with highes t contribution, net of risk

Client NIMs, net of risk starting to rise, in line with strat

Client NIM and Client NIM, net of provisions 1

egy

4.9% 4.9%

Client NIM

4.8% 4.8% 4.8%

WM_‘

Client NIM,
net of risk

3.7%

3.6%
0,
3.5% 3.5% 3.5%

1Q16 2016 3016 4Q16 1Q17

& Santander

1. Net interest margin from clients and net of provisions

15




Strategy and results

4 objectives for healthy growth / higher profitabil ity

~
/\/

\_
4

Il. ... by increasing client loyalty through an impro ved
client experience and quality of service

-
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Strategy: Il. Increasing client loyalty

Rising customer loyalty...

Loyal High income Loyal Middle income Loyal SME + Middle
customers 1 customers 1 market customers 2

Loyal customers, thousands

387
114
359 40
3M16 3M17 3M16 3M17 3M16 3M17
& Santander 17

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



Strategy: Il. Increasing client loyalty

... and various product and channel innovations

New WorkCafé Credl_t card Wlth 1-2-3 Click
branches exclusive benefits
World Member Limited "

WORK CAFE /P Santander

SANTANDER

= Consumer loans 100%
digital

= 3 simple steps via App or
www.santander.cl

= Productivity >50% _
_ World Member Limited - New " Money transferred in an
" Front/Back 3:1 exclusive credit card instant to client
= 70% of space for sales — 33% more kms. on total = Already represents >20%
urchases per month of
" Cost/income 14% vs 24% Eetween Ckl?$1 5 million and of consumer loan sales
' = Spread +400bp higher than

Ch$4 million and other

: . average consumer loans
exclusive benefits.

& Santander 18



Strategy: Il. Increasing client loyalty

... Is driving fee income

Net fee income Fee income from business segments

Ch$bn Ch$bn
| 15.6% > 3M’'17  YoY (%)
15.3%—>
72.8 Retail 52.2 14.2
63.0 63.9 64.4 63.1 Middle Market 9.1 -2.3
Corporate 10.6 50.2
Subtotal 72.0 13.6
Others 0.9 --%
Total 72.8 15.6%
1Q16 2Q16 3Q16 4Q16 1Q17

Fees from Corporate are driven by greater financial advisory services

& Santander 19



Strategy and results

4 objectives for healthy growth / higher profitabil ity

~

-

lll. Deepening ongoing commercial transformation by
expanding digital banking capabilities

& Santander 20



Strategy IlI: Digital transformation

Our distribution network is evolving...

"
P

=SANTANDER=

& Santander

SELECT

.'i;'-. mt inder Advance SmartRed/Retail

SANTANDER
EMPRESA

Banefe /s
E No Presencial:
VOX+Web+Mobile

Tradicional

& Santander 21



Strategy IlI: Digital transformation

... by creating friendlier and more productive
multi-segment business centers

WORK CAFE AP

SANTANDER

"m New Work Cafes
= 100% dedicated to value added
activities
m  Multi-segment
m No tellers
= No back office
m Paperless
\= Fully digital

= = O 2

WIFI Cafeteria Mesas de Todo el tiempo

Ejecutivos especialistas La mejor tecnologia
trabajo que necesitas

an asesoria financiera de autoservicio

& Santander 22



Strategy IlI: Digital transformation

We continue to expand the use of digital banking...

42.2%

| -36% >

2,001 1,860

1,645 1,536
19.9% 19.8% 1,295 1,279

i 5.5% 3.3%
N

2012 2013 2014 2015 2016 1Q17
Laow

CORPBANCA ©

The focus in 2017 will be expanding mobile banking capabilities & usage

& Santander 23

1. Market share over clients that enter a website with a passkey. Excludes Banco de Estado. Source: Superintendency of Banks of Chile. Yearly average



Strategy IlI: Digital transformation

. which is boosting productivity

Productivity per branch Productivity per employee

Number of branches Volumes* per branch, Ch$mn Volumes* per employee, Ch$mn
114,811 4,243
470
415
99,337 3,959
1Q16 1Q17 1Q16 1Q17 1Q16 1Q17
& Santander 24

* Loans + deposits



Strategy IlI: Digital transformation

Cost growth is falling. Efficiency reaches 40.0% in 1Q17

Operating expenses

Chs$bn

3M17 YoY%

178 Personal exp. 93 (0.3)
Adm. exp. 58 (0.4)
Depreciation 18 22.8

Op. expenses 169 1.7

Efficiency Ratio 1! 40.0%  +160 bp

Cost / Assets 1.8% -10bp
1Q16 2Q16 3016 4Q16 1Q17
—o—Quarterly YoY cost growth
& Santander o5

1. Efficiency ratio: Oper. Expense excluding impairment/ Net interest income + fee income + financial transactions, and Other operating income, net



Strategy and results

4 objectives for healthy growth / higher profitabil

ity

~

s

-
V. Optimizing profitability and capital use to inc

shareholder value in time

rease
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Strategy: 1V. Optimizing profitability and capital
Solid capital levels for further growth

Core Capital ratio 1 RWA

% Ch$Bn Ch$bn
. . 27,453 l 27,493
10.6 10.8
26,609
25,726
3M16 3M17 3M16 3M17 3M16 3M17

Capital ratios improve, with contained RWA growth

& Santander 27

1. Under SBIF BIS | guidelines



Strategy: 1V. Optimizing profitability and capital
Our strategy is increasing shareholder value in tim e

Dividend per share Total shareholder return 12/14 — 03/17

Ch$ per share TSR including dividend, 12/31/14 — 03/31/17,% 1
60% 60% 75% 70%
Payout Payout Payout Payout Santander Chile — 41,4
1,75 1,79 1,75 |
Itau g
1,41 |
Banco de Chile b 247
Banco Bradesco b 120
Banorte bl 9.4
' ' ' ! Credicorp M 51
2014 2015 2016 2017 il

Bancolombia -10,3i
Dividend yield = 4.5% in 2017

& Santander 28

1. Source: Bloomberg.
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Outlook
Sound outlook for Santander Chile

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

= Business segment contribution up 31.9% YoY in 1Q17

= Loan growth up 6.7%, led by segments with highestc  ontribution, net of risk

= Demand deposits grow 4.7% YoY with improving fundin g costs

= Client NIl grew 6.5% YoY in 3M17

= Customer loyalty and satisfaction continue to impro ve, driving double digit fee growth
® Sound asset quality indicators. Cost of credit decre asesto 1.1%

= Digital and branch optimization plans underway. Eff iciency ratio reaches 40.0%

®* ROE reached 19.5% in the first quarter

® In 2017 we expect these sound business trends to co  ntinue

& Santander 30



