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FOCUS ON TARGETS

CONCRETE AND MEASURABLE GOALS
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FOCUS ON TARGETS

CONCRETE AND MEASURABLE GOAI.S

STORES

HIGHEST
GROWTH AND
PROFITABILITY
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CONSISTENCY AND ASSERTIVENESS

"ml' (

-
RESUMPTION OF GROWTH PROCESS
S|NCE 2622 FOUR SUCCESSIVE QUARTERS DISPLAYING SUBSTANTIAL MARKET
SHARE GAINS ACROSS ALL BRANDS AND FORMATS
o T s MARKET SHARE' GPA
YoY GROWTH IN P.R. .

" u 10

3723
o==2 GrossSales (RS MM)
Nasre M le L Mase Wielier Cocmalil ng M e d sey Cumwgasty Mhe fuls Seselew of Gicws e sis
- . e
. Total Stores (YooY growth)
&—=8 Same Stores (YoY growth) G T cm— PROXIMITY
P :'. .__‘H ey SMALL SUPERMARKET, GREATER SP
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FOCUS ON TARGETS

CONCRETE AND MEASURABLE GOALS Structural changes in

customer service

......
......

Cliente Mais
Loyalty Program
re-launch

ptlalo~

x—“": -
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CONSISTENCY AND ASSERTIVENESS

1Q22

4Q22

3Q23

00000000

g PRODUCT > f CUSTOMER STRUCTURE AND
ST S QUALITY it SERVICE i ATMOSPHERE :

CHARACTERISTICS OF THE
PAO DE ACUCAR CUSTOMERS'

.........
LR SpamePdep it - gevebes,,
D T *
> e

96,3% | | 950%  94,6%

........
......................

FOCUS ON THE CUSTOMER EXPERIENCE, WITH A

+90% SATISFACTION RATE OF OVER

'3Q23

»
:
»
)
i

500 GPA=L.



CONSISTENCY AND ASSERTIVENESS
12%

/ \ Menetration
(3Q23)

Strong e-commerce sales Better APP
growth with improved experience S
. v . ornedc
efficiency and quality +60% Order
MAU '

90%

(+7pp. YTD)Y

(nov/23 vs. jan/23)

> Gross Sales (R$ MM)

S S LA 5 Parishable
S 5 um.‘lp panetration
. Y
‘ E In magor 35%
: platforms (3P)
\ / : . . (+6 p.p. Sep.23
: v vs. Sep.22)
- %
=g IIGITAL
\—
Mid single digit
100% positive margin
ship from store contribution
»
3Q23 / ' Considers 1P sale

O bocinill | ¥ TGPA.



CONSISTENCY AND ASSERTIVENESS
- B

Organic expansion focused on ..
SN * Proximity format presented an

proximity stores with the increase of 2.5 p.p. in EBITDA

Minuto Pao de A¢ucar brand Margin (9M23 vs, 9M22)

* A model with assertiveness
72 that presents a distinct value
Go proposition for the customer
10 NAAAL AR S LN S * Positive contribution of EBITDA
§ : n § Margin to the Company

]8 Tesssnssnrvrnnnanan

4

* Revenue ramp-up in less then 5-7
months

* Low investment of - R$ 2.5 million/
store

* The primary factors considered
when selecting the new points:

2022

® o




FOCUS ON TARGETS

CONCRETE AND MEASURABLE GOALS

..........

Headquarter

headcount resizing
ZERO BASED
nsuom :
. ..-' BUDGET
Otimizac3do da “M‘ R$ 230 MM
malha logistica expenses saving'
e negociacoes '
comerciais
+1,3 p.p.

DE MARGEM BRUTA® SH Rl N KAGE
REDUCTION
0.8 PP.

e (3Q23 VS. 1Q22)

.

() Annualized savings; (2) 323 vs. 3Q22

i»
i
»
)
€



CONSISTENCY AND ASSERTIVENESS

PROFITABILITY

CONTINUAL INCREASE IN EBITDA SINCE THE
FARTTE TRANO. GRADUAL ENHANCEMENT

OF PROFITABILITY AND

REAFFIRMATION OF GUIDANCE

- 0
. o/ . ‘0
- » /O
- o/

- . 0
70

299
291
270

- ‘||||||
3Q22 4022 1023 2023

3Q23

@ iioczeroat s miieny P Maroin 6
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of the non-core assets sales will be used to
reduce financial leverage

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

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

OPERATION Reduction
‘ R$ 1B in

Enct i 4 ’ ’ managernal operating cash

RESTRUCTURING
OF OPERATIONS AND

CA :) l TA I_ efficiency while minimizing consumption (3Q23 vs. 3Q22 LTM)

cash outflow

STRUCTURE

e b ol | T TpAm



FOCUS ON TARGETS

CONCRETE AND MEASURABLE GOALS

Social Actions

> +2MM KG

o o v hon ol 2
adonateq-

ESG &
CULTURE ..‘
5 . / S Woman in

| 3 leadership

.....°'O000'. ..... Y C02
..
() 323 vs. 3G22; (2) YTD
&oen ool | T GPAR.




THE BESTTEAM IN THE FOOD RETAIL

VERIFIED PROFICIENCY AND EXECUTION

A e B o | wligron ‘GpA=..



A % ( YOUR TIME IS
CONSISTENTLY

DEDICATED TO EITHER
SERVING A CUSTOMER
DIRECTLY, OR AIDING
COLLEAGUE IN

- SERV CUSTOMERJ

S ol | T Tpame







‘\_

~ COMMITMENT
TO DELIVERING
RESULTS

A new culture
has been the
- foundation
. for GPA's
 transformation

.
LI
.....

e bl | AT TopAm



PURPOSE
EEDING

MW

MAKE IT
SIMPLE AND
PASSION ¢
FOR THE CUSTOMER ATTITUDE TOGETHER, FOR
TOWARDS
RESULTS
INNOVATION T e

ALWAYS

BEING THE
BEST CHOICE

OF OUR CUSTOMERS AND THE

OF OUR TEAM

WE ARE DRIVEN BY

PASSION IN .
SERVING
AND SUCCEEDING!
®
ONIT ‘



OUR APPROACH OF FEEDING DREAMS AND LIVES DRIVES

OUR MORE THAN 40,000

EMPLOYEES

+ 40K

BLACK
52% | 48%
WOMEN MEN
WOMEN IN

LEADERSHIP ..., 91% LeADERS

POSITIONS

AWARDS AND
RECOGNITION

(MANAGERS AND
ABOVE)

BLACK EMPLOYEES®
EMPLOYEES
62%
BLACK PEOPLE IN SERATION
LEADERSHIP POSITIONS '
. ,‘.
embai<adorEs
o da diversidade
48% 12%
OVER
MANAGERS AND 50 YEARS OLD
ABOVE
SEP 2023
v
* B DATA, NOV. MADIBAY
2023

@LGBTQIN

Bl EQUIDADE BR Q GENEROS

MELMORES EMPRESAS

=p

PASIA FESSOAS LGETQIA Y
2023 TRARALMAREM

e o il | AT GPA=



STRATEGY FOR PEOPLE

AND SUSTAINABILITY

CULTURE AS A
SUPPORT FOR

STRATEGY

VALUES ARE

AwIDE Fon oun .........................
CONDUCT AND THE

FOUNDATION FOR

DECISION MAKING

BUILDING A MORE ETHICAL,

INCLUSIVE, AND SUSTAINABLE

SOCIETY, GENERATING POSITIVE . ......................
VALUE IN OUR RELATIONSHIPS

WITH OUR STAKEHOLDERS

WE ALIGN OUR
MANAGEMENT MODEL.:

* Tools
* Rites
« Rating and reward system

* Development programs

» Sustainability indicators and targets
shared with leaders (VC)

« Solid governance: sustainability
committees with key leaders of the

-

organization

& e B ol i ’ #5750 GPA==



WE MOVE FORWARD IN BUILDING AN ATMOSPHERE THAT IS INCREASINGLY

HEALTHIER, WHERE EMPLOYEES CAN

“_‘
[ §
YA
_.--_...........4...

e YL L s 9

= PaOdeAcucarﬁ

- -




DEVELOPMENT

OF OUR TEAM

TRAINING ON THE
CUSTOMER
SERVICE MODEL
OUR EMPLOYEES ARE
PREPARED TO OFFER AN
EXCELLENT EXPERIENCE AT
OUR STORES
29,000 669
EMPLOYEES STORES
TRAIN ED (SUPERMARKETS AND
PROXIMITY)

) PRA
RECOGNITION OF STORES AND
EMPLOYEES FEATURED ON
THE SERVICE MODEL

- IMPROVEMENT IN

THE CUST OMER SERVICE NPS

YOC[’!HTD
F(}p THE

u)(Mv .\m)
ALWAYS

S | 1D TGpam=




DEVELOPMENT

OF OUR TEAM

2022

2023
TOP

R OF MIND
RETAIL UNIVERSITY (UNIVERSIDADE DO VAREJO) =%
PROTAGONISM IN THE LEARNING PATH

o
*» Online j .
« Available to 100% of employees —_ SO O0T7 THAININGS COMBINING FACE-TO-
« Available 24/7 * FACE, VIDEO CONFERENCE, AND LIVES
« More than 5,000 pieces of content \‘:. ) HELD _ "
« Training subjects are flexible and adapt - o .
sderatdethioidises) N - - 11°%: 92 (ONLINE) 84 (FACE-TO-FACE)

» |t contributes to disseminate our culture \
' B

TOGETHER, FOR
THE

RESULTS
TODAY AND ALWAYS

4 |

3 |
@

& e B ol @

IN




CAREER AND SUCCESSION

Succession program
’ for operations

LIDERANCA ? (
FEMININA MULHERES LEADERS WHO ARE PASSIONATE

ABOUT CUSTOMERS AND PREPARED
TO SUPPORT BUSINESS EXPANSION

1,000 + 700

TRAINING HOURS PARTICIPATING
EMPLOYEES

Make progress on gender
equity, support and accelerate
women's development by
increasing their participation in
leadership positions

27 60%

GROUPS ALREADY PROMOTED *

TOGETHER,
FOR THE
RESULTS
TODAY AND
ALWAYS

e b ol | AT TGPA

pnvlous year



PERFORMANCE AND MERITOCRACY

The People Cycle promotes a culture
of meritocracy and high performance A ST

HOW
GPA'S

e W CULTURE

COMPETENCES

~ Targetsand
Reward




EFFICIENCY AND PRODUCTIVITY

We seek more

-21% IN OUR
CORPORATE
STRUCTURES
THAT SUPPORT
OPERATIONS




SUSTAINABLE DEVELOPMENT

GAS

SUSTAINABLE RESULTS EMISSION
THAT GENERATE POSITIVE IMPACT
ON SOCIETY AND THE ENVIRONMENT

Investment in gas
replacement projects

SUPPLY « less-polluting options

CHAIN « retrofit of engine rooms (with

+65% OF EGG replacemetntandexd'\angeof

SALES ON PAO DE | SEmnen) o '

ACUCAR ARE CAGE- CONHEC « entering the free energy market
B CONHECA

FREE 1 o ;!POS over the past few years

Increased in-store

communication

to sensitize our Oggﬁ

customers rcmmm

bl | #TT TGpAm




SUSTAINABLE DEVELOPMENT

Consolidation ag

. . . of the
SUSTAINABLE RESULTS o eon o Vol
THAT GENERATE POSITIVE IMPACT  :© employeetook : %  mg °g| Bora®
ON SOCIETY AND THE ENVIRONMENT:  partinit(an
: increase of more . S -
than 500% vs. . ............
2022) e :

-
------
ooooooooo

TOGETHER,
FOR THE
RESULTS
TODAY AND
ALWAYS

e b il | AT GpAm



.........

OUR CULTURE DRIVES OUR

FUTURE 2024-2025
o H2y i Leaders with

\ : ourWayof : ...

5
.

Talent as a strateglé"'-.__ : Being

BEING priority: ensuring £

il : succession and
-y 1 having the right best : Engagement to reach

. peopleintheright : the excellence zone :
d places :

@

L)

o4 J | i

>

OF OUR CUSTOMERS AND THE

OF OUR TEAM

*» .- -" » .
.'._ "' e . ‘e ’-'
B 0 e resn? '3 - ' RS Ehtd __’ ey et
a . ".
)

{ More womenas :
leaders target: : . emmission
50% by 2025 ; reduction:
© 1 50%in2025
(versus 2Q15)

?
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FOCUS ON TARGETS

CONCRETE AND MEASURABLE GOALS
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K
VALUE
GENERATIO

1O BOTH THE C
AND GP/

SHARE OF §
B WALLET 9

.
i
.
-
.
-

STRENGTH Y
OF
S PERISHABLES

EXPANSION
OF THE G
PROFITABILITY

LN
‘e
oooooo

.
"
part
-----------------
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VALUE
GENERATION _

STRENGTH ¥
OF
PERISHABLES

"



STRATEGIC INITIATIVES THAT ARE

A PRIORITY FOR 2023
WE WON TH NE ARE L FA NG
WH ENEW LEVEI BATTLE | HE ESG TRENDS
STORE EXPERIENCE
9 ANIMAL
: 33 1 A’ WELFARE EVENT -
’ aimed at eogua?mg ‘-' Pe
+27% oo ocumes oz, | QO Good practices
brodier, pork, and beef o
chains
INCREASED
VISIBILITY ON

THE WEBSITE
EXPANSION OF ragh Py
ASSORTMENT
with Increased
availability
and curation
of items

&y (2 (’ );

10% increase:

THE PERISHABLES |
SHARE
INCREASED TO

50




=EXPERIENC HEALTHINESS
+ Onkine representation of the
* Ready to eat physical s'tore experience = Butcher shop service = QFO relaunch = Performance equalization
transitioning into an * Subscription of FLV (fruits, * Eporiums of cold cuts * Quality commitment * Product stockout reduction
eatery greens) * Cheese attendants » Production center » Locally sourced goods:
* Orders « Organics fresher produce and greater
. Prooogod vegetables « Cheese and Charcuterie « Free from appreciation for regional

= 3P restaurant and Subscriptions

Sl i | 2T GPAR



VALUE
GENERATIO

()
_S

SHARE OF §
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MANAGEMENT
OF CATEGORIES

: e
CATEGORY INVENTORY OCAL PRICING
MANAGEMENT MANAGEMENT SOURCING
, -80% stockout 2 peoves
7 QTN . Clty shop = competitiveness
5, Optimization = productivity (- 11% / mass consump. products - . =9 days‘ Inventory local assortment by . p.p.’
- turnover
~ New Layout = Improved customer buying journey - Sales +15%?
onans or wasser S waneer swane I
/ +#13pp! s +04pp?

» Pdo de Acucar
' Proximity VD AN 2 D ik

3. Extra Mercado b by |vilGTOR A=




PRIVATE SHARE IN THE —
LABELS COMPANY'S

msonlmvnl | Customers who buy
2023 SALES OF “"", ) "'°°"° | ' . mvgﬁmum
mATE BUY SOME QUALITA
LABEL GOODS PRODUCT 2.4

> H1PP TIMES MORE

than those who don't buy
. .
2022 102]

-

MARKET (© % LOUNGE
lﬁ['] P — “MAIS EQUILIBRIO”

e El  ccEowEID

12 MONTHS ossmw, 2% 7
IN A ROW a ‘»:-H._.

3
of Market Share GAIN

LR ] | mmu@l%:..



WE MADE PROGRESS IN CUSTOMER OUTREACH BY &
EMPLOYING CRM AND MEDIA STRATEGIES TO LEVERAGE RESULTS

Paode Acucar

RPN PROGRESS IN E-COMMERCE 1P SALES i Pasourte M htiniEtion/

: media monetization:
W - Diiraet /Organie (

Migration from printed
to digital brochure - +

May,/23
Started in July/23 \

Review of the media “’
mix monetizing the

Expense _
reduction sosanes |

With over
: Over30%In @ : ... :
. mmpacts | | 18% In budget :

+  reduction




FURTHERMORE, WE EXPEDITED THE PROCESS OF CUSTOMIZATION THROUGH
THE SUCCESSFUL INITIATION OF CDP IMPLEMENTATION

1. SINGLE VIEW OF CUSTOMERS 2. OPTIMIZATION OF ENGAGEMENT 3. ANALYSIS

UNIFICATION SMART
OF PROFILES SEGMENTATION ACTIVATION

JOURNEY
ORCHESTRATION

PERFORMANCE
ANALYSIS

OPTIMIZER (AJO) CDP ANALYTICS (CJA)

We have already witnessed promising results...
REVENUE PER THOUSAND IMPACTS
——1 MONTHLY FOLLOW-UP CDP vs. BUSINESS AS USUAL (BAUV)

150) cavrion v Ao e CDP Utilization in 6
13,801 WA
— - = '
oCcT 23

months 280%
%

(o RS7T
3,130

—R— 8 o

==

JUN 23 JUL 23 AUG 23 SEP 23

TRIGGERS el

BAU
Pariod: May/October2023

& bl | 2T GPAZ



VALUE
GENERATION

EXPANSION
OF THE

. PROFITABILITY
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WORKING IN SYNERGY

WITH THE INDUSTRY
JBPS /JVCS
/ b 4 + 16-5 %
SALES
GROWTH
2022
r +12.8«
4
VOLUME
GROWTH
2022

JANUARY - NOVEMBER 2023

Suppliers
represents

53%

of sales

Meeting for
monitoring results

T2T
meetings

NEGOTIATION OF
AGREEMENTS

N
v

Meeting of

JANUARY - NOVEMBER / 2023

O ol | VT GPA



WORKING IN SYNERGY
WITH THE INDUSTRY

STOCKOUT = |  INVENTORIES
ProcRAM . (-9 Days)
| COVERAGE

~40%
STOCK IN REGINAL
UNITS
REVISION OF .
ASSORTMENT OF

CLOSURE OF DCS

oF- ¥ A




THE GREATEST PROGRESS IN THE
RETAIL & INDUSTRY COLLABORATION

/'GP

allmentandod
sonhos e

THE BEST

RANKING OF GPA N
THE PAST

/7 YEARS

Sl | WTT (GpAma



WITH WHICH RETAILERS HAVE

WHATISTHEFUTURE |  Jorvimess oL MEDIA

OF RETAIL MEDIA? .
AND WHAT TO B
E X P E CT MARKET PLACE

FROM GPA?

3 VAREJISTA

VAREJISTA FARMA

2023 - BRAZIL BY 2026 - LATAM : Others

.
-----------------------------------------------------------------------------------------------------------

Source: 2023 Relail Media Insighls Survey

LR XX ] T GPAZA



RETAIL MEDIA AT GPA WILL FEATURE:

+DATA

+PHYSICAL +ON-SITE +OFF-SITE

& b il | wdgice GPAS~



360° PLATFORM FOR CASES
LAUCHING
NEW PRODUCTS:

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

NESTLE
CHOCOTRIO

34%

PEPSIBLACK

250%

»
------------- ARNOWT

SHARE
IN CANDY BAR




OUR NEW MODEL OF >
PROMOTIONAL STRATEGY
CUSTOMER LIFETIME VALUE

PRICING

Methods for
applying

ts and
calculating the
final price

IMPROVED
PROFITABILITY

Promotional
campalgn
with genuine
financial

rowards

»
B T e R e L e

@ FREQUENCY

Recurrence

an percelive
tang
in promotional

ampaigns

PRODUCT INPUT ‘\
-‘:

Categorles, 3
nmunication coexistend
channels special sa
: d

ASSERTIVENESS
OF CAMPAIGNS

Use of tallor-made

nmunication DY well-¢ ined

branding and
format

/EPAa.



QUALITY
REPUTATION
PRESENCE NEGOTIATION

pER'SHABLEs RECURRENCE vones

~~COSTUMER

PROF'TAB“.“'Y ey b
RELIABILITY SHARE OF WALLET

MULTI-CHANNEL

.....
.......

PdossAcucar 2005 T e
. 53%ON THE |
 PAO DE ACUCAR:

4 .. .. BRAND
° SHAREOF -
WALLET
OUBLE-DIGIT
VOLUME
GROWTH
....... " !XPMODA '
RENTABILIDADE
CONVERGENDO
PARA ALCANCAR
O EBITDA DE
8/9%

&bl | BT GPAZ



.
\

& extra | SUPERMARKET
PaodeAcucar MERCADO OPERATIONS

\ilz e E
ﬁd’ PA “oise.




. f _DE ACUCAR'S PéaodeAcucar

TURNBACK TO BE THE




:

PILLARS

PAO DE ACUCAR

FRESH '~—~ WELL-BEING |— RELATIONSHIP | ’
— PaodeAcucar

STRENGTHS

.......
.....
.

" WE HAVE

REGAINED QUR OS MAIS
POSITION AS THE @ ;;";03
. MOST BELOVED .
S COMMERCIAL COSTUMER | e e
% INNOVATION SERVICE
; PREMIUM : BY LAUNCHING 56 .
. FORMAT EXCLUSIVE = WSt ARAv,_ s
< PRODUCTS g..—c_!‘._fe STRENGTHENING
BRI, . OF SERVICES AND
-. ..... R ‘ s‘,pmoa CURA“ON
;'. SEGMENTATION A'; EXPERIENCE : ADVISORS FOR CHEESE
© AND LOYALTY 3 WINES, CUSTOMER
SPECIALISTS, AND PACKERS " DIVERSITY
s STRONG THE BEST ; : .
LOYALTY PERISHABLES INNOVATION

PROGRAM

e el | T

’%PA:::&



PROPOSAL OF A




IN-STORE EXPERIENCE
AND EXPANSION EXPANSION RESUMING

THE OPENING OF PREMIUM STORES

APPROXIMATELY

5 NEW
BTORES 'FooomM

REVENUES

IN 2023 PER YEAR

RVICES AND IMPROVED EXPERIENCE

HIGHEST GROWTH
AND PROFITABILITY

»
l
»
)
6

S GPA==s




CUSTOMER SERVICE AND
SERVICES PROVIDED

SERVICES: FOCUS ON EXPERIENCE
AND STANDARD IN TOP 51 STORES

SOMMELIERS

SPECIALISTS
IN CHEESES

SPECIALISTS
OF CUSTOMERS

PACKERS

CUSTOMER AVICE: THE
ENTIRE TEAM UNDERWENT
REDEFINITION AND TRAINING,
focused to improve customer
service and create a more
enjoyable shopping experience

NPS
IMPROVEMENT

~ +25 points
: Y
74.9

-y ™ B .6

. . 95.0%

1022 4G22 JG23




CUSTOMER SERVICE
AND SERVICES
PROVIDED

REDUCTION
STOCKOUT
3P.P.

»

.
NN ssa s s sttt s n s s st sss st nsnrnantsnnaragr”

L L] Sadrannnn N
- »

INCREASED SALES

+4.5P.P.

YTD IS HIGHER THAN
STORES THAT DID NOT
UNDERGO THE PROJECT

B L L LT T
»
R T

gg-_‘cé':gié;ﬁ”:'if‘l._i:ititt)',a_!,o SETEsEsRTsTaTE R ey

.
..'.....'.................‘.0...‘.0 resemsnanr’

YTD/OCT.

.
R - P . oy Py oD R R e K AKA, .
(e S S & " i A M \

Sl | UTT A=



E-COMMERCE

BLACK FRIDAY
SUCCESS IN
E-COMMERCE

100% SHIP
RETTREE FROMSTORE ... ... iivvvnnnns

.
L

(NOV.23)

E-COMMERCE SHARE
OF THE BRAND
PAO DE ACUCAR



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

BUFFET AND SELF-SERVICE FOOD,
+70 STORES NED . SUSHE: THE LARGEST SUSHI ¢
. SELLER IN THE COUNTRY, WITH @ |

RUALLLLITESELI LT . A . : 16 M BY .
L ) 7‘“ : M UNITS BY OCT. 23

:, il Lg«.'ﬂt‘!é‘&‘ "'&é :

4

i

PR resdehasies:

Y X

e



IN-STORE EXPERIENCE

PRIVATE HIGH-QUALITY P AR o ﬁ

W -EEY V'] EXCLUSIVE PRODUCTS AT e ‘-«-'s;z::?.:"’?r"
LN UL COMPETITIVE PRICES y

- .
"u' :.‘ ,' M

. A"lluu ...’..' b gii

oooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooo

* INCREASED PRESENCE AND REBRANDING OF THE
QUALITA BRAND

* TAEQ AS A BENCHMARK FOR HEALTHINESS

« 23% SHARE YTD OF PRIVATE LABELS IN TOTAL
SALES

* PACKAGE OF DISCOUNTS ON SPECIAL CATEGORIES
AND PRIVATE LABELS ON THIS BRAND'S CARDS

« 2.4% SHARE OF THE CARD IN TOTAL YTD SALES ! =

e il | T GPA
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extra

MERCADO




PILLARS

RELATIONSHIP
AGILITY

CUSTOMER
SERVICE

EXTRA MERCADO



2023, A YEAR
35T Ve DEDICATED TO
‘S@! §:-" | . ENHANCING THE IN-
T . . STORE EXPERIENCE
AT % ~ AND INITIATING THE
DA 1T JOURNEY TOWARDS

3RAND EMPOWERMENT |
’ -

/




CONVERSIONS

COMPRE BEM

ooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooo
» C

UNIFICATION OF THE EXTRA
BRAND AND UNIFICATION OF
THE VALUE PROPOSITION

. .
ooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooo

286STORES @ 14% REDUCTION UNIFICATION OF
BRAND : : IN STOCKOUT OFFERS AND

: “COMPRE BEM” ;
................................................ ' EXTRAMARKET AND TOOLS ’ g
REDUCTION OF INCREASE OF
~10% IN +1.1 P.P. IN ’
ASSORTMENT DIGITAL v
BY UNIFYING THE CONCEPT pENET RAT'ON

OCT:23 VS. JUN23 OERTRER. SIS e B o i | wilkgion GPAm=s.



CUSTOMER SERVICE AND
SERVICES PROVIDED

ACCORDING TO

TRAINING OF PIVOTAL IN RAISING

CUSTOMER : :  :
SERVICE o i acuievinesuperior (i NIPS BY
loo /O 11,000 i CUSTOMER SERVICE : : +35.9

i  WHILEENSURING : : NTS
5 OF THE :: TRAINED  ::  pRODUCTIVITY i POl
i OPERATIONAL ::  EMPLOYEES i £

DEFINITION ﬁﬁﬁ :: REORGANIZATION  :: cusTOMER SERVICE
OF THE el el PROVED TO BE

: i SERVICE TYPE, THUS

STANDARD

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

S b ol | BT GpAms



STORE EFFICIENCY

‘ %SE? A AL SYNERGYOF = OPERATIONAL
OF . PROCESSES : | CAPABILITIES
.................................................................................. EXPENSES OF STORES

ENHANCING THE EFFICIENCY OF
THE DISTRIBUTION CENTER PARK:

» Closing of the E-commerce DC and total transition
of its operations to store locations

» Closure of the operation in the Midwest . DECREASE IN EXPENSES

* Logistics cost reduction by 0.5 P.P.: 3 p.p. stockout

decrease
............................................................................. . Deploying clustering and bénchmarking

: sELF-c"EcKOUT : strategies to cut down on operating

: : expenses in ZBB concept
Progress in the implementation of self-checkout and the :
reassignment of equipment to maximize park efficiency 0.3 P.P. REDUCTION IN

IN 2024, SELF-CHECKOUT WILL BE : OPERATING EXPENSES'
IMPLEMENTED IN EVERY PAO STORE,AND 75% »

OF EXTRA STORES WILL ADOPT IT AS WELL

ooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooooo

+ 42 new machines, 8% reduction in queues, and 20% penetration
in baskets

.
---------------------------------------------------------------------------------------------

'YTD/Oct. expense divided by net revenue for this perod vs same period In 2022

...................................................................................
.



EFFICIENCY OF STORES
‘ extra REDUCTION

MERCADO OF
EXPENSES

MY L

e L

IMPROVEMENT OF THE
PERFECT ORDER

51:0 ft

Shelamet (1~ zmal) -—."»-:.-; w

4G22 . 3623

Start of the cross-
SRARARRR AR RNt et unctionil SQuUad ceereres

foased on the

Parfect Order
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CONSISTENCY AND BRAND STRENGTHENING,

slrenglhening b7 regemon

OF THE STRATEGY OF CATEGORIES, REFRESH OF
IMPLEMENTED | BOTH PERISHABLES AND DIGITAL

 pet
extra

MERCADO 2024
IMPLEMENTATION
YEAR

2024 PaodeAcucar
CONSOLIDATION
YEAR

et Seeb ol | 1D TCra=
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PROXIMITY .

BENEFITS OF THIS FORMAT

ASSORTMENT

« Full assortment to contumer’'s

baskot
Perishables: focus on loyalty and
recurrance

45% in the

FRESHER
PRODUCE

Dailly assortment for replacement,
convenence, andgd immediate

consumpton

4,500 / 6,000 PLUs « Healthy praducts
» Heady to eat

« Fast repienishment

PROPOSITION

A value propasition that 1s compliant

« Bakery penetration at 21% YTD
» FLV (Fruits & Greens) penetration
at 19% YTD

More choices

Increased freshness
Better customer sarvice » Daily rapiacerment of FLV (Fruits &
Lreans)

Faster

Replacement purchase represents

O e B i iy | wASToR ﬂd‘PA:—



PROXIMIT .

BENEFITS OF THIS FORMAT

| i A convenient _k
H EXPANSION and ouucx;ss . Seif-checkout
: PROMOTING - enjoyable = WIS s
PROFITABILITY ; buying CONVENIENCE
experience EE"‘”
In the period spanning 2022 A el
to 2023E, a total of 100 new g . IMPROVED CUSTOMER SERVICE
stores were maugurated | _. | : y
+ The right sk
OO and ready”  AGILE customer.
,P R senvicotrining §56%
: ‘ q\l/P Z gomlf? m’; : mz . of female
3 ' L i leaders;
. S TGRS Lo e
From 2022 onwards.mlyopanedmmh ' =
3 ~ ) 332 professionals completed the
EBITM mhm m I, mm wu!«l-& o~ . Leadership Succession Program in 2023.

& il | AT GpAm




PROXIMITY

BENEFITS OF THIS FORMAT

IN LINE WITH INTENDED
EXPANSION PLAN

ACHIEVING GROWTH THROUGH ASSERTIVE
INVESTMENTS (ROID)

MARKET INTELLIGENCE

The Proximity Business achieved

an EBITDA margin higher than the
Company’s consolidated margin in
3Q23.

With the 2022 openings having
achieved margin 1.2 p.p. higher than
the Company’s

CONNECTION TAILORED TO THE
SPECIFIC NEEDS OF EACH REGION

328
STORES




PROXIMITY

REACH, PER REGION

MORUMBI BAIXADA VILA MARIANA

+0.1 p.p. gain in Market share +0.8 p.p. gain in Market share +0.6 p.p. gain in Market share

(3Q23 vs. 3022) (3023 vs. 3022) (3Q23 vs. 3Q22)

14 STORES 21STORES 20 STORES

B e L L L L LT e ] FTETRFRATAAR AT ERATAATETASAATATESRATAAAATETAIAATEIRSRERAIRIRETRL A AATRSRERETE IR ERER

; 2023: +2 stores i : 2023: +4 stores i 2023: +5 stores H
: Estlmated for 2024 *3 stores o : Estimated for 2024: +10 stores : Estlmated for 2024: +5 stores H
E Sales lncrease ln the reglon +12% : Sales increase in the region: +‘IO% H i Sales increase in the region: +19%

aee

GPA has 23% of the stores ! : GPA has 23% of the stores g GPA has 23% of the stores 3
in this region § : in this region : in this reglon :

800500008 0000000055000008008000000000000 50046000000000000000000000080000080 P e P sesternsrananee

8. . & &5 | nlior Gpaz..




PROXIMITY

SALES ASSERTIVENESS
STRATEGIC POSITIONING ST TR Oy i O

‘:042*&'

'
1,3851

DIGITAL VIEW
FAST DELIVERIES

CUSTOMERS

59.3 654 7010 736 76.2 765 767

2022 3022 4Q22 1023 2023 3Q23

e i - ‘"!EE’E“ GPA===




Highly committed
stores !

customers.
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STRATEGY FOR

DIGITAL TRANSFORMATION

03

DIGITAL
CHANNEL

'._\-""I . —} =
~ WITH CONSISTENT
\/r(iﬁi Pty MARKET T PRESENCE

LEADER IN ALL
ON DIGITAL JOURNEYS

CHANNELS OF THE FOOD
ECOSYSTEM

PRAGMATIC
INNOVATIONS



DRIVING THE EXPEDITED GROWTH OF DIGITAL SALES ALONGSIDE A

SIGNIFICANT INCREASE IN PROFITS

3T

*Same panods
22vs. 23

10%

2T

7%

1T

MAJOR GROWTH LEVERAGES e s

FASTDELIVERY .  THELEADER ON INCREASED PRESENCE
GROWTHONTP  THE 3P PLATFORMS IN REGIONS WHERE WE
CHANNELS  (IFOOD, MERCADO DO NOT HAVE STORES,

: LIVRE. RAPPD THROUGH MERCADO LIVRE

SWITCHING FROM NEGATIVE
SINGLE DIGIT TO POSITIVE
SINGLE MID-DIGIT OF EBITDA

L L L R AR L L L) R e L L 3

LA L L L L L L L T

PROFITABILITY

GROWTH OF PERISHABLES 3X HIGHER
THAN THE TOTAL GROWTH
ON OUR OWN CHANNELS

CLOSURE OF THE DC AND OPERATION
BASED
100% ON SHIP FROM STORE

REDUCTION OF STORE DELIVERY RADIUS
OVERLAP

ADOPTION OF JAMES AS AN “UBERIZED"
DELIVERY MODE

38X INCREASE IN REVENUES BECAUSE
OF THE IMPACT ON DIGITAL MEDIA

[ e 1275 CPA=..



UNIFIED EXPERIENCE

IN ONE SINGLE APP

2 = O .' ¥ Meus Prémios

0. ganhe ¢

("?-.'; 20% or¢

Sraagion Wuts UNTRIME
TR Seih ST

1200 stix

Alkew o ctiwits do

E Meu Desconto

Missdes de Dezembro

Cowrdru us Dencontve

1.000 stix

! Comprou, Canhou!
FRETE GRATIS |

PAO DE ACUCAR APP STIX APP

A% 2.000,00

Fatura aberta

R$ 500,00

ITAU APP YIELDING
POINTS ON THE RCCARD

JAMES' APP

-~

=k

e

-

GPA=-...



IMPROVING THE ENGAGEMENT

THROUGH THE APP
APP VIEW

COSTUMER

NEW SELF-SERVICE
HUB

S il | 2T GPAS.



IMPROVING THE ENGAGEMENT

THROUGH THE APP

COSTUMER

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

'|'60% "'62%

(JAN 2022 VS. NOV 2023

........................................................................................



IMPROVING THE ENGAGEMENT

THROUGH THE APP , BEFf’RE —

NEW SHOPPING
EXPERIENCE

FRETE GRATIS
DS

. lﬁl
a4

IS mu'm

e i | 2T TGPAR.
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IMPROVING THE ENGAGEMENT

THROUGH THE APP

Bom dia, Zuza Bom dia, Zuza

Vocé ¢ Cllente Mais Black!

0% 0w Iesconto

F1 Feete Coats
dl Gdee

WA s i Al [t Marier s tiiy

Vaja os beneficios por niveis

>
= .S
- <o

»
|
»
)
G
k
Q
b3
!l



IMPROVING THE ENGAGEMENT

THROUGH THE APP

NEW SELF-SERVICE
HUB




IMPROVING THE ENGAGEMENT

THROUGH THE APP

X Lettor de codigo de barras

Aponte a cimera do celular para o
codigo de barras do produto, A leitura

Q avtomatica,

Decafio da Dejomaro
- i

Lodgo de Seguranga

Cartao Pao de Acucar

Digitar codigo de barras

Cont
Biscoito CALIPSDO C

Chocolate 130g

Por R%6,19

WEoe GPA=-..

—

& o & oir



IMPROVED PAYMENT EXPERIENCE

IN STORES

SELF-CHECKOUTS

Present in

95% of

the Pao stores

of our customers
make use of the
self-checkout

RN

30% increase
in the number of cashiers
available to customers

N T T

AR L R L e R L L L R AL L A L L L LA L AL AL L

LA AR R L R L R e L e R A L L L A R S L LS L R AL L L LN

T L

MOBILE
CASHIER

Stores are
already

+36in 2024

et sestrre boes R

LTI LI TSP,

In peak times, it expands
our cashier capacity with no
need of physical cashilers

e

TP,

Positive impact on NPS

equipped with
mobile cashiers,
an expansion of

SELF-SERVICE
ROTISSERIE

STORES FEATURING
SELF-SERVICE
« +#13 stores planned for 2024

* Autonomy for
customers

e Streamlined
and fluid
journey

CONSUMPTION
CARD AT
RESTAURANTS

— aa—

DELICIAS

2023: 3 stores
2024: 50 stores

* Implementation of a
consumption card in
restaurants

* Frictionless purchase

* Reduced queues and a better
experience for customers
— & ¢ | mlEzToR TGpA=

- -




USE OF Al IN CUSTOMER SERVICE IN AN

ADVISED AND SPECIALIZED WAY

IN-APP ADVISED PURCHASE

Bern vendda de w0t Rogens!
im que posso W mude top’

OlA preeae tatw wrn Churresco
Paa S penscan podetie (e Ura
ats deo e m?

Clan Agw eia e sugesthe
de Lata de hnrmance
pre b peasos

B Pt Reafnats Maturatts b

135063 RS 1A

B Ungua Pantuguesa Defurats
Perdgio 4009 - &5 14%

B Ao 100y -2

[ [

Pacote Ty

[ TN

T AR

. A B |
Facoir Jeg

Far e betiwr recOMendo

B Covompe Ma2TTIL

@ Petrgerane Cova Dot Aguca
Pepa Beacs Garmaly | M (WON OF 5

s
Totel W3 20829

¢ res i v 8

Snwizer & se cormpra®

Ol, oy sou
a Pacla




1A IS USED IN CUSTOMER SERVICE

RECOMMENDATIONS

BASED ON OUR

ACROSS Re*
T E CUSTOMERS

CHANNELS,
SUCH AS APP,
E-COMMERCE,
AND STORE

IN A SCALABLE
RECIPES, AND ACCESSIBLE IN PARTNERSHIP WITH

SHOPPING WAY FOR ALL SUPPLIERS,
AND c MONETIZING
OF P

OTHER ADVISORY
SERVICES RECOMMENDATIONS




STRATEGY FOR

DIGITAL TRANSFORMATION

03

; DIGITAL
T | CHANNEL
\@ Al £ MARKET WITH CONSISTENT PRESENCE
\{-«{ /:\t:; .  EADER PROFITABILITY IN ALL
Nk ON DIGITAL JOURNEYS

CHANNELS OF THE FOOD
ECOSYSTEM

PRAGMATIC
INNOVATIONS
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CONCRETE RESULTS

ACCELERATED GROWTH AND INCREASED SALES,
ACCOMPAMIED BY A MARKET SHARE BOOST

GROSS SALES

R:% MM AMD YOY GROWTH 15.4

10.5

- E.08632
-1.8% 4,836
4 532
4. 415
= . .

1l].'.'.'.' 2G23 3333 AF2 i 033

.::;.9999999

Db EaTh Nico'¥: Ml iy © ool T Fevd il dai TosVyuicrp. TR 1000 fesvlned O Uiri el o i T
FREFUNT WS COTEaHE O

LTM ' O s

R% MM E YOY GROWTH

meeaning +12J8% per year
4527 2027 IQ3T

GR'OSS y,j&-?i"'uh
SALES “ @

RECOVERY OF SAME-STORE SALES, WITH EMPHASIS ON THE
PAO DE ACUCAR BRAND. IN THE PAST FEW QUARTERS, THERE
HAS BEEN AN INCREASE IN VOLUME AMIDST A SITUATION OF

DECREASING INFLATION

SAME-STORE SALES

YOY GROWTH

6.

pAO DE ACUCAR 8 - ssnsss INFLATION'

Tephy ey (B inflation rple for feoadl 9 hoers oovme g priced o 1] weaeben




IMPLEMENTATION OF THE TURNAROUND STRATEGY,
CONCRETE WITH VOLUME RECOVERY FROM 2023 AND A POSITIVE

RES U LTS TREND IN THE UPCOMING QUARTERS

SAME-STORES VOLUME (1) @ CHANGE OF STORES LAYOUT

YoY growth

@ REVISING THE ASSORTMENT /
STOCKOUT REDUCTION

@ CATEGORY MANAGEMENT/
FOCUS ON PERISHABLES

@ PrEMIUM CIRCUIT/ FOCUS ON SERVICES
PROVIDED AND CUSTOMER SERVICE

1G22 2Q22 3Q22 4Q22 1Q23 2Q23 3Q23 , BOOSTING E-COMMERCE SALES VIA SHIP
e GPA == P30 de Aglcar == Extra Mercado FROM STORE

¥o0d Freduea

1750 (GpA=—
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* Negotiations with suppliers
I % * Increased share of the promium format

* Reduction In shrinkage at -0.8 p.p. (3QG23 vs. 1022)
Key « Maximizing the effectiveness of the logistics network
drivers for by ceasing operations at the dedicated e-commerce
enhancing g
profitability 3
in 2023:

* = RE130 MM reoeganzation of the Headauartors structurs
* = R$230 MM zss

_ —sortoes o « Enhanced effectiveness of discounts

g « Constant reduction of shrinkage

KW , * Furthering the ongolng business negotiations,

{ $

i drivors for locus::g :am:‘:n; on retall media and tho

3 $ monetization 3

. enhancing :

i proﬂtability « Growth In sales and volume, resulting In a dilution In :
i in 2024: : fixed costs g
i . $ $
i * 2nd wavo of ZB8 H
i R R S R SO N CCC TP SREETECLCUTL TS COPIPo i

3Q22 4022 1Q23 2Q23 3Q23

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

"Adyusted EB5TDA post FRSK. exchuding Ofer Operating income and Experees A i B o G B TOR ﬂdma..



GENERATION OF OPERATING CASH + CAPEX Maximizing sales growth
MANAGERIAL VIEW while reducing stock-out and

WITH IMPROVED GEMERATION OF OPERATING CASH e e i
optimizing inventory turnover

9.9%
9.8% 5205 . 5062 5,092
e 4,189
-9
-292 & 5.9%
i-Ez-E l"-—I———I-IIIIII..I B B R G R e e e e B B R B R R ——..III.I-I.IIIII.I-II.-IIIII--.-I.——--——.-..II-..IIIIII.i
A 53 53 |
58 .., 51 50 . .ovesiissrane
TP, Y anen v, 49 49
-"'EE! 1iEdd 2 gl ST Al Hads il L Tn ]
LTM 5iddd LM Sdad3 iadd
R SToCE-ouT
@D soEnATION OF OPERATING EASH o vifrriresiasee 225 AT
- CAPEX




Plan to reduce financial leverage, with resuits
already materialized

COMMITMEN Loverage Reduction

x Adjusted EBITDA’ post-IFRS16

WITH LEVERAGE REDUCTION

Net debt and leverage 3Q23
R$ MM and x EBITDA!
-0.7x -1.3x
GROSS DEBT -6.051 -6.0Mn -40 ;
CASH AND CASH EGQUIV. 3.028 2479 549 3Q23 aftor-sales post
‘ of non- guidance
core assets EBITDA
completed

RECEIVABLES 54 56 -3

'Adjusted EBITDA post-IFRSIS, axcluding Other Operating Income and Exponses

Ampact of roaching the midpoint of the ERITDA guidance
NET DEBT -2.969 -3.476

Sales of non-core assets
EBITDA LTM' 1192 1176 17
LEVERAGE -2. : SLB, 11 STORES 140 190

RECEIVED BARRA 247
LEASE -4.073 -4.037 -36 p EXITO STAKES (13.3%) 790

Zvinsethor CNOVA STAKES (34.0%) 54
POST-LEASE NET DEBT -7.513 471 : NA.

HEADQUARTERS PROPERTY .

IN PROGRESS GAS STATIONS NA.

POST-LEASE LEVERAGE -5.9X% -£.4X% 0.5%
140 A37 844

'Adjusted EBITDA post-iIFRS1E, axcluding Other Operating Income and Expenses



COMMITMENT TO ENHANCING,PROFITABILITY
AND LEVERAGE REDUCTION

PEE L L
OOOOOO
» .
» .
» .
" e
. .
«* s
- .

" GUIDANCE .

/ OFTHE2024 °
ADJUSTED
St i CAPITAL ALLOCATION AIMING
BETWEEN 8% 7 OPTIMIZATION OF CAPITAL
AND 9% STRUCTURE
OF THE NON-CORE ASSETS $
SALES WILL BE USED .
TO REDUCE FINANCIAL -"° ammebetloraion e o
EXECUTED WITH RIGOR, ron
LEVERAGE DISCIPLINE, AND A STRONG it e
j EMPHASIS ON INCREASING b B
SALES, IMPROVING
......... PROFITABILITY, AND
........................... REDUCING FINANCIAL
...... E
O e Bn e gy JEeT -/?(}PAz_
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COMMITMENT TO
THE FUTURE

* COMMITMENT TO ESG
* CULTURE AS THE BEDROCK
OF OUR TRANSFORMATION

COMMITMENT TO
PROFITABILITY AND
CASH GENERATION

PROXIMITY
EXPANSION

05

06

nﬂnﬁl

RENTABILIDAD Feeding

01

ESG &

CULTURA

g

/'GPA

TOP LINE
02

(o

CLIENTES

dreams and fives

pe—
SEANN
UAAAL)

=

EXPANSAO 5%
DIGITAL

04

* PREMIUM STRATEGY
* PROMOTIONAL EFFICIENCY
* STRONG BRANDS

* CUSTOMER'S JOURNEY
* CATEGORY
MANAGEMENT

* MULTI-CHANNEL
APPROACH

w:_*sfon GPA:‘.




