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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

The economy is accelerating

Economic Expectations (IMCE!?) Sectorial Indicators?
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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




Macroeconomic environment
GDP growth expectations rise for 2018-19

GDP Unemployment

YoY real growth, % % of workforce, %
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Source: Banco Central de Chile and estimates Santander Chile
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Positive results in 9M17

ROE reached 19.7% in 9M17

Net income?2 Net income from
reportmg segments1

Ch$bn Ch$bn
21.2% +207bp .
———— 197
18.3%|  ,a9 446 17.7
. l l
OM16 OM17 OM16 OM17 OM16 OM17

Retail Banking results up 40% in 2017

& Santander .

1. Net interest income + Net fee and commission income + Financial transactions, net - Provision expense — Operating expenses from our reporting segments.
2. Net income attributable to shareholders




Positive results in 9M17

Good performance against the competition

Net income?! (9M17)

Ch$bn; YoY change in net income, %

+18.3% +1.3%

i

Santander Banco de Chile
mOM16 m9M17

430

1. Net income attributable to shareholders.



Positive results in 3Q17

ROE reached 18.8% in 3Q17

Ch$bn %
137 17.7
122
3Q16 3Q17 3Q16 3Q17

Strong quarterly results driven by successful management of margins, fees, cost of
credit and costs which offset impact of lower inflation

& Santander

1. Net income attributable to shareholders




Strategy and results

4 objectives for healthy growth / higher profitability

V. Optimizing profitability and capital use to increase
shareholder value in time

-
|. Focusing growth on segments with the highest /\/’
contribution, net of risk... .'
g
4
Il. ... by increasing client loyalty through an improved
client experience and quality of service
.
é
lll. Deepening ongoing commercial transformation by
expanding digital banking capabilities
\
é
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Strategy: I. Growth focused on segments with highest contribution, net of risk

Positive growth of deposits in the quarter

Total Deposits

Ch$bn
-0.9% > Chgbn IM’17  YoY(%) QoQ(%)
3% —
Demand 7,271 5.2% 1.0%
i 0 0
20,040 20,691 20109 10255 10,862 Time 12,592 (4.1%) 4.4%
Total deposits 19,862 (0.9%) 3.2%
Mutual funds? 5524 4.8% (0.7%)
Loan to deposit?2  101.0%
S'16 D'16 M'17 J'17 S'17

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

Quarterly average time deposit cost

% of loans
(o)
3.4% 3.4% 3.204 .
o L 3.0%
. — 2.6%
-3
Sep'l6 Dec'16 Mar'17 Jun'l7 Sep'l7
- Cost of time deposits?
& Santander -

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



Strategy: I. Growth focused on segments with highest contribution, net of risk
Healthy and more optimal liquidity levels

NSFR?! (BIS IlI) LCR? (CRD IV)

0 158%  158%
106% 109%  107%

103%  106%
I I I I I 124% I I 1
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1. NSFR: Net Stable Funding Ratio according to internal methodology 2. LCR: Liquidity Coverage Ratio under ECB rules. These are not the Chilean models




Strategy: I. Growth focused on segments with highest contribution, net of risk
Reducing the UF GAP in line with the lower inflation scenario

Average Quarterly UF GAP

Chs$bn

v

| -25.0%

4,803 4,730 —1-13.9% —*
4,350 4,184

Sep'l6 Dec'16 Mar'17 Jun'l7 Sep'l7

& Santander 14




Strategy: I. Growth focused on segments with highest contribution, net of risk

Loans up 2.2% QoQ with growth in all segments

Total Loans

Ch$bn
| 3:3% " Chsbn OM17  YoY (%) QoQ(%)
— 22% —
Individuals? 15,117 4.5% 0.7%
26868 27206 27453 27,156 20792 congmer 4477  38%  0.2%
Mortgages 8,936 5.5% 0.8%
SMEs 3,773 4.6% 1.4%
Retail 18,889 4.5% 0.9%
Middle Market 6,617 3.5% 2.3%
Corporate 2,069 (10.9%) 10.3%

Sep-16 Dic-16 Mar-17 Jun-17 Sep-17 Total? 27,762 3.3% 2 204

& Santander 15

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



Strategy: I. Growth focused on segments with highest contribution, net of risk

Positive evolution of Client NIMs

NIML, & UF Inflation Client NIM?2

.6%
Sl 4.3%
5.0%
42%  4.2% .4&._./.0_50%
4.8% 4.8%
0.9% 06% 05% 27
0.0%
3Q16  4Ql6  1Q17  2Q17  3QlY 3Q16  4Q16  1Q17  2Q17  3Q17
ep=NIM egminflation «fi=Client NIM

Lower funding cost, optimization of liquidity levels and correct management of UF
GAP were fundamental in defending the Bank’s profitability this quarter

& Santander

1. Annualized Net interest income divided by average interest earning assets.
2. Annualized Net interest income from business segments divided by average interest earning loans.




Strategy: I. Growth focused on segments with highest contribution, net of risk

Cost of credit at 1.1%. Stable asset quality metrics

Cost of credit NPL and coverage ratio

% of loans

46% 145% 1359 136% 1379
6 6_137%

14%  1.3%

- -

0 2.1% 2% 2% 2.1%
21% 21% 2% 2% 2

Sep'l6 Dec'l6 Mar'l7  Jun'l7  Sep'l7 Sep'l6 Dec'l6 Mar'l7 Jun'l7 Sep'l7
- Cost of Credit! ’ —l- NPL2 —J- Coverage?
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1. Annualized quarterly provisions expense/total loans. 2. 90 days or more NPLs 3. Loan loss reserves over NPLs.



Strategy: I. Growth focused on segments with highest contribution, net of risk

Positive evolution of NIMs, net of risk driven by strong Client NIMs

NIM Net of Risk

3.6%

3.2%
3.2%  3.1% 3.3%

3016  4Q16  1Q17 2Q17  3Q17

afi=N|M Net of risk

& Santander

Client NIM Net of Risk

3.79% 3.9%  3.9%

350, 3-9%

3016  4Q16  1Q17  2Q17  30Q17

e Client NIM net of risk

18

1. Annualized Net interest income net of provision expense divided by average interest earning assets.
2. Annualized Net interest income from business segments net of provision expense divided by average loans.



Strategy and results

4 objectives for healthy growth / higher profitability

\_

r

(

Il. ... by increasing client loyalty through an improved
client experience and quality of service
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Strategy: Il. Increasing client loyalty

Customer loyalty in targeted segments continues to grow

Loyal High income Loyal Middle income Loyal SME + Middle
customers? customers? market customers?

Loyal customers, thousands

et

9M16 oOM17 9M16 oM17 9M16 oM17

& Santander -

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

In 3Q17, we continued to expand our digital capabilities with the launch of
Digital On-Boarding

Digital On Boarding J

* First 100% digital platform for non-clients ' —

& Santander =

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

~ To— 0 P
e DIGTALZ
interaction

« Automatic credit scoring and data check L

& Santander -



Strategy: Il. Increasing client loyalty

This leads to a 11.2% YoY growth in fee income in 9M17

Net fee income Fee income from business segments

Chsbn Chsbn
| 5.7% > IM’17 YooY (%) QoQ(%)
,—-2.3%—’
72.8 71.8 Retail 155.2 2.0%  (6.0%)
68.1
64.4 63.1 Middle Market 27.2  (4.9%) (1.3%)
Corporate 221 104%  (5.8%)

Subtotal 2045  1.8%  (5.3%)

Others 8.2 -%  (3.2%)

Total 2127  112%  (5.2%)

3Q16 4Q16 1Q17 2Q17 3Q17

QoQ decline in fees is mainly due to lower ATM fees

& Santander -




Strategy and results

4 objectives for healthy growth / higher profitability

r
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G
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lll. Deepening ongoing commercial transformation by
expanding digital banking capabilities
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Strategy lll: Digital transformation

Improving and reducing the physical distribution network

Employees

|—-12.7%—> |——33.4%—> ] -4.4% —>
1,406
11,557
464 11,052
937
I 405
Sep-16 Sep-17 Sep-16 Sep-17 Sep-16 Sep-17
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Strategy lll: Digital transformation

In 3Q17, we accelerated the opening plans of our WorkCafé network

QP i » Hi-tech / Hi —touch branches.
Improvement of client and non

client service and advice

* New CRM and incentive model

T aimed to improve profitability
Sk

Santander abrira 20 Work/Café en 2017 and pro du CtIVIty

Las oficinas Work/Café proporcionan espacios de co-working, cafeteria y banco, donde los
clientes y no clientes tienen a su disposicion WiFi gratuito, cafeteria, mesas de trabajo y

sl de reiones * Lower costs due to merger of

branches and no-human tellers

» Centralized operative process

and post sale support

& Santander =




Strategy lll: Digital transformation

WorkCafé: combining a high-end experience in

High Income

Low Cost

1st Class
Experience

& Santander

an innovate platform

Core revenues
+13%
v/s Traditional Branch

Direct Cost / Income
15% v/s 17%

Traditional Branch

Customer Satisfaction
95%

26




Strategy lll: Digital transformation

Improving our efficiency

Operating expenses

Ch$bn
| 4.8% > ’ 0 0
— 2.5% IM’17  YoY (%) QoQ(%)
178 179
175 Personal exp. 294.8 0.4% 0.5%
171 169 P ( )
Administrative exp. 171.9 2.0% 8.6%
Depreciation 55.5 19.2% 1.5%
Op. expenses 522.2 2.6% 2.5%
Efficiency ratio? 40.2% -195bp -20bp
Cost / Assets 2.0% +13bp +9bp
3Q16 4Q16 1Q17 2Q17 3Q17
& Santander 27

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 profitability
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V. Optimizing profitability and capital use to increase
shareholder value in time
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Strategy: IV. Optimizing profitability and capital
High profitability levels sustains high core capital ratios

% %

+40b
+200bp 10.3 P 10.7
- lgl? l
9M16 oM17 Sep-16 Sep-17

Dividend payout over 2017 earnings should be 70%-75%

& Santander -
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Outlook
Soft guidance 4Q17 & 2018

@ 40Q17:

= Loan growth to continue to accelerate
= Low inflation but rebounding vs 3Q17
= Stable cost of credit

= Fees seasonally higher

= Lower financial transaction income

= Stable cost levels

@ 2018:

= Loan growth 6-8% with focus in Retail and Middle-market.

= Stable rates and 2018 UF inflation >2.5% should drive margins

= Client loyalty and higher growth of total clients to drive fee income =/ > loan growth
= Cost of credit at 1.1%-1.2%

= Cost growing below inflation

=  Effective tax rate to rise 1.5%-2.0%

ROE guidance at 19%-19.5% for 2017 & 2018

& Santander




