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Forward-Looking Statement

The information presented in this presentation has been prepared solely by Cencosud S.A. ("Cencosud") for informational purposes only. It does not constitute, and should not be construed
as a recommendation, an invitation or offer to buy or sell any securities of Cencosud or any of its subsidiaries in any jurisdiction, nor as investment advice of any kind. No warranty, whether
explicit or implicit, is provided as to the accuracy, completeness, or reliability of the information contained herein. The views and information expressed in this document are subject to
change without notice, and Cencosud undertakes no obligation to update or keep such information current. It should be noted that the content of this presentation is not intended to be

exhaustive.
Cencosud, its affiliates, directors, partners, and employees disclaim any and all liability for any loss or damage arising from the use of this material, in whole or in part.

This presentation contains statements that could constitute forward-looking statements. These statements use words, and variations thereof, such as the future tense verbs generally, "plan",
"intend", "expect", "anticipate", "estimate", "maintain", "project", "continue", "reduce" and "grow". These statements appear in a number of places in this presentation and include statements
regarding the intent, belief or current expectations of Cencosud and its management with respect to, among other things: (1) Cencosud’s strategic objectives and business plans; and (2)

trends and developments affecting Cencosud's financial condition, results of operations or cash flows.

Forward-looking statements reflect only our current expectations, are not guarantees of future performance and involve risks and uncertainties. Actual results may differ materially from
those in the forward-looking statements as a result of various factors. These factors include the company's ability to successfully execute its planned projects and strategic plans, the
possibility that expected benefits and opportunities may not materialize in the expected timeframe or at all, as well as risks related to the political and economic scenario; financial and
market risks and other factors described in Cencosud’s Annual Report. Readers are cautioned not to place undue reliance on those forward-looking statements, which state only as of their

dates. Cencosud undertakes no obligation to release publicly the result of any revisions to these forward-looking statements, except as required by law.

Certain financial and operational information contained herein may be preliminary and subject to change. Figures included in this presentation may be rounded; therefore, totals may not

add up precisely.



Market Conditions Remain Challenging, With Signs of Future Recovery

IMACON
Monthly evolution (percentage points)
3.07 3.13 2.48
032 0 e 0.28
-0.09 0.06 b . -
E5.000 005 0.13Mo—0—0—0
-0.41 7~-¥< -0.30 2 . -0.88—0.80-0-72"0'47.1.09
757 -7.07 -6.92 -6.96 746-T4
I § § § ¥ % ¥ ¥ ¥ ¥ Y )& & & 8 & § &€ 8 8§ & & 8§ & § &§ &§ &
5% 22§33 ¢$58:4(83885358333258;53488¢8257¢
2024 2025 2026
Source: Camara Chile de la construccion
Real state market - sales projection
90,000
80,000
70,000 65,000
61000 %6:200 56,000 53000 g o™ 53,000
60,000 ...20 0 Cobiol SONRSNRSMNNNS. .-+ ASRNNSRNNREN. 11| WS- W RSOW! sl T— PP
B2 foots M ARG I o L, i bl Sl WSS s o] B ,
50,000 e
51,000 -
40,000 43,000
46000 46,000
30,000
e —_—
04 05 06 07 08 09 10 11 12 13 14 15 16 17 18 19 20 21 22 23 24 25 26p
= =< With measures  ==-Base Scenario  s+ees 2004-2025 Average  ~e++- 2004-2021 Average  +vee 2022-2025 Average

Source: Informe Nacional Inmobiliario CChC

Easy is executing its growth strategy in a still-Contracted market, while building the Capabilities to capture both company-driven growth and a future market recovery.

cencosud

Construction activity remains
Below historical levels despite

early signs of stabilization.

Recent measures could

support a gradual housing
recovery starting in 4Q26.
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From Strengthened Fundamentals to Scalable, Profitable Growth

Over the past two years, Easy has upgraded its competitive platform. The next
phase is focused on scaling customers, frequency and volume to unlock profitability.

2024-2025: Strengthening : I d vol
Competitiveness 2026: Scale customers and volume
Value Positioning 0
O g

More customers & PRO
Accelerate customer acquisition
and PRO penetration

)50

Assortment IE More tickets & Volume
ﬁ ih Increase frequency and customer
o O lifetime value

Availability

New capabilities
Marketplace launch (Aug 2026) expands
assortment and customer reach

P

}) PRO proposition

— Brand Image
\5‘ Brand Consideration +12 pp /

Preference +11 pp / Top of Mind +6 pp

03



2026 Focus:

Activating
the Next Phase
of Growth

With a stronger competitive platform

INn place, Easy launched a focused growth
plan to accelerate customer acquisition,
expand customer engagement and
capture scale.

What where we trying to achieve?

Expand Customer Base

Increase Engagement

Capture Scale

The 3 levers of the plan

Digital Customer Acquisition

Strengthen the PRO ecosystem

Expand B2B and Projects




A Stronger Brand Platform for Future growth

Over the past two years, Easy has significantly improved awareness, consideration and
preference, becoming one of Chile’s most improved retail brands.

One of Chile's Fastest-Rising Brands
/ 1Q24 > 2Q26 Easy Brand: Stronger than ever

Brand #1

@ Preference +1 pp #50 NATIONAL RANKING
Marcas Ciudadanas 2026
I A +64 positions vs. the previous measurement
Q‘ Brand Awareness 96% 3rd largest gain in the national ranking

2nd Cencosud brand (behind only Jumbo)

Source: Estudio Tracking de Marca, Offerwise

Stronger brand metrics support customer acquisition, traffic generation and long-term market share expansion.
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DIGITAL CLUB EASY PRO B2B

Efficient customer _ Driving recurrence and Expanding participation in
acquisition and conversion stronger engagement projects and large
powered by technology and among professional customers.

data. customers.

Three
Proven Growth
Engines.One New
Platform for Scale

+ CUSTOMERS + FREQUENCY + VOLUME

MARKETPLACE

Digital, PRO and B2B were the key
drivers behind Q2 growth. Marketplace

becomes the next platform for scale + ASSORTMENTIREuS et
and customer expansion.

Digital, PRO and B2B were the key drivers behind Q2 growth. Marketplace becomes the next platform for scale and customer expansion.
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Converting Scale Into Sustainable Profitability

The growth engines already in place increase scale. These initiatives improve productivity
and capture that scale as profitability.

Scale

FOUNDATION BUILT

Stronger competitiveness, customer
growth and higher engagement.

Profitability

NEW DISTRIBUTION

I‘ CENTER
omm

+ PRODUCTIVITY

The path to profitability is clear: increase sales density, expand margins and capture productivity gains across the operating platform.

VALUE CAPTURE OUTCOME

EBITDA Expansion and Stronger Cash
Generation.

Higher asset productivity, volume growth
and operating leverage.

SMART AVAILABILITY PRICING OPTIMIZATION

)

+ MARGIN

+ EFFICIENCY
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cencosud

Easy has completed its
transformation phase.

The next chapter is scaling growth, productivity and profitability.
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