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LAVCA PRODUCTS

LAVCA Industry Data and Analysis

Represents the most comprehensive

and accurate source of regional industry
data on private equity and venture capital
investments available to date, and has been
designed for use in investor presentations,
media reports, and conferences.

LAVCA Real Estate Report

Latin American Private Real Estate
presents an independent perspective on
the size of the Latin American private real
estate market, identifying the main players,
geographies, and relevant sectors in the
region, with a particular focus on Brazil,
Mexico, Colombia, Peru, and Chile

The Latin American Private Capital
Update

The Latin America Private Capital Update is
the official newsletter of LAVCA.

The LatAm Venture Bulletin

A must-read roundup of startup deals and
news on emerging technologies in Latin
America, delivered to over 3,000+ investors,
entrepreneurs, & corporates bi-weekly.
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LAVCA Scorecard

Produced in collaboration with the EIU
the LAVCA Scorecard ranks 12 countries
based on 13 indicators.

The Latin American PE Deal Book &
ESG Cases

The Latin American Private Equity Deal
Book & ESG Cases profiles investments
from leading private equity players in
Latin America. Cases include information
about deal execution, investment strategy,
ESG, and IRR.

Latin American Private Capital Fund
Terms & Compensation Report

A benchmarking tool on preferred fund
terms and compensation strategies for
domestic and international GPs who are
active in Latin America across the asset
classes of private equity, venture capital,
and real estate.
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i ZumaEnergia US$245 MILLION
80%

COMPANY NAME INVESTQ

Zuma Ene rg ia an-emerging markets investor, with a portfolio
ents across Asia, Africa, and Latin America and
pillion of assets under management. The firmis a
INDUSTRY / SECTOR Renewable Ene rgy 3ry to the United Nations Principles for Responsible
ment {UNPRI) and in addition to consistent returns
. s assetl classes over the long-term, is committed
LOCATION [S] Mexico pringing social benefits to investors, consumers and
DESCRIPTION ommunities. Actis has three business units: private equity,
energy and real estate. Within its energy business, Actis
focuses on making investments in power generation and
distribution companies in emerging markets.

WWW.zumaenergia.com

Zuma Energia is an independent renewable energy firm

y in Mexico, with a portfolio of four power projects. The
company has total generation capacity of 818MW, as well
as a pipeline of projects in the development phase. Zuma
has two wind farms in the southern border state of Oaxaca
with a combined capacity of 474MW and two solar parks
in the northern border state of Chihuahua with 344MW of

capacity.

Actis Energy Fund 3

. B @ e 4

Since inception, Actis has considered ESG issues as a core part of the investment decision-making process.
Understanding the material ESG issues is integral to risk management and value creation in portfolio companies. Using ESG as
a tool of analysis, Actis has built a portfolio of high quality, well governed and innovative companies that have a positive social
and economic impact on the communities where they operate. Actis has a dedicated in-house ESG team of four professionals
with combined experience exceeding 50 years. The team works closely with the fund’s energy sector investments such as Zuma
to ensure that the key elements of its investment approach are implemented. Actis also requires that each management team
have a dedicated ESG head. Each portfolio company also has an ESG sub-committee on the board and is required to hold quarterly
meetings, which are attended by Actis’ ESG team. Adherence to IFC Environmental and Social Performance Standards and
community investment strategies help limit risks and guarantee that companies operate more securely in the face of uncertainty.

e in the region.
icipation in
makes

eements (P
ects or brownfie
verage expertise.

ve experience in this sectc
0 grow the company while
d up with Mesoamerica.
. which was the initial seed
. Ingenio reached commer
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in development and participated in the government's 2016 power generation auctions. In the September auction, Zuma was the
biggest winner, with roughly 25% of the long-term PPAs signed as a result of the auction, and securing long-term offtake contracts
on both wind and solar projects in Zuma's portfolio. With a growing portfolio Actis, together with company management, focused
on securing financing for its growing book of projects. Building on its extensive network in the financial sector, Actis helped Zuma

to secure financing through Bancomex, Banobras Nafin, Santander NADBAN and EKF for three projects in 2017. Zuma was
: nyPPAs in Mexico. This allowed the company to

in early 2019, surpassing its stated target and
pportunities in Mexico arise.

bring the Reynosa wind farm and the Santa Maria and La Orejan:
reaching 818MW. The company is prepared to further grow its f

at focuses only on ESG matters. This executive is
remain at the heart of each portfolio company. In

tee to the board composed of members of Zuma'’s
tments, with the goal of avoiding environmental or
dicated person who acts as a community liaison who

e company operates. The community liaison works closely
is was able to build on its previous experiences in wind
vironmental impact.

=010k With all of its investments, Actis appoints
jor company decisions, which guarante
edicated ESG executive, Zuma has
inception, Zuma took a holistic
ing at the design phase.
he specific needs of ¢

pwer to communities in Mexico. The company’s windfarms and
emissions every year. Zuma has also successfully reduced the
igned monitoring of birds and bat mortality, Zuma has managed
dfarms compared to North American standards. This includes

n from around the turbines to limit potential food that would attract
d fauna rescue and relocation programs. At one of its sites, 40,000

tes a budget to initiatives at the local community level. These

p management;training for high school students to improve
5 and peace/promotion; donations to improve community

assroom improvements and construction, a firefighting

gd ESG management plan with robust safety
It also implemented industry best practices,
aily safety observations, management

dents. Nine were eventually
om high schools near the
olarships given to students
r e training provided for
teachers 0 S0 17 8% of the teachers

top-level multidisciplinary team with a proven track : mg projects. The team was able to identify
and acquire a pipeline of excellent projects with hlgh the elp of local market intelligence, Zuma was tf
largest winner of projects (768MW) awarded in the seco ble energy auction organized by Mexico's Federal
Commission of Electricity (CFE]. The company’s positive rece t finance permitted the fund to rais r US$1 billion in
third-party capital. It was able to build three projects simultanec cluding the largest wind farm in La rica.

THE LATIN AMERICAN PRIVATE EQUITY DEAL BOOK+ ESG CASES
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YDUQS UNDISCLOSED Ay g onal

UNDISCLOSED

COMPANY NAME INVESTQ

YDUQS [fO rme rly Estacio Partici pa co es] 1984, Advent International began operating in
www.ydugs.com.br i erica in 1996 and has since invested in over 60

es located in eight countries across the region.

INDUSTRY / SECTOR Education s Latin America team is comprised of 40 investment
sionals based in Brazi\, Colombia, Mexico, and Peru.

LOCATION [ S] Brazil irm pursues control-oriented investments in \ater-
ge businesses in its core sectors, including business and
DESCRIPTION ancial services; healthcare; industrial and infrastructure;

Founded in 1970, YDUQS (formerly known as Estacio L s S R

Participacdes S.A.) is the second-largest post-secondary

education company in Brazil in terms of the number of Advent Latin American

students enrolled. With 576,000 students across Brazil, Private Eq u ity Fund IV
roughly half of whom are online students, YDUQS is making

educational advancement possible for many people who .3 billion
otherwise might not have access to higher education.

Headquartered in Rio de Janeiro, YDUQS operates through »54.3 billion
95 campuses and 258 distance-learning centers in all 4%

27 Brazilian states. \n 2018, YDUQS was recognized as

the best education company in Brazil, scoring highest

in the categories of financial performance, corporate
governance, innovation, people, sustainability, and vision

of the future {By Valor 1000, an annual publication of “Valor
Econdmico™).

— A R S L e = .4

Advent has an integrated approach to ESG that aligns the priorities of portfolio companies and investment
teams with internal Advent resources and outside advisors. Advent takes ESG considerations into account at every stage of analysis
for its investments. They employ standards designed to couple their investment thesis with the goal of ensuring that relevant ESG
issues are identified during the due diligence process before any investment recommendations are made. Internal and external
ESG resources also work with Advent’s portfolio companies as necessary during active ownership to help build and position the
companies for long-term success.

education when give
erative business prior to
t and the potential to signi
ation sector as well as the
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EXECUTION

Advent became interested in investing in the company when the merger bet een two leading players in the education sector -
Estacio and Kroton — was rejected by CADE, Brazil's antitrust reguLator B e it took the regulator roughly one year to analyze
the merger, YDUQS (then Estécio) was in managerial limbo for an e» ‘ riod. Once the regulator formally rejected the
merger, Advent identified a myriad of value creation opportunities t e, management team and put the company
back on a path of strong growth. Following their investment, Adv ith the company to improve governance and
reinforce its management team with several new C-level hires g the second layer of management with more
sitioning the company for future growth and

opening
The val initiati [ [ i enting programs aimed at reducing dropout rates,
and ing ’ i puses and distance learning offerings. Operational

g the curriculum and increasing the number of

DUQS also introduced a system to streamline the tuition
dent retention and reduce the dropout rate, Advent worked
e student engagement through an overhaul of the digital
arning techniques and gamification. Another goal was to
ollment, as well as to expand distance-learning hubs and
record-breaking intake for the incoming class in 2019 but also
elped the company identify acquisition targets, and in October
opening new growth avenues for YDUQS through the expansion of
edicine, as well as growing the company’s geographic footprint.

r
ESG IN FOCUS [ ablishes guidelines and priorities for the vast number of
i n five pillars: sports, education, culture, innovation &

eachers and administrative staff to volunteer for social
g environment as well as the communities where YDUQS
eminate volunteer opportunities for employees,
QL students and 7,300 employees participated in
ople benefited from it. These efforts include
in healthy activities, and working with

on-site programs. YDUQS provides
gir education. Having this support
sful careers after they stop
ege athletics, so many

hes adults and
by distance

-w 4

OUTCOME

Since Advent's investment in YDUQS, the
R$2 billion in EBTIDA roughly one year ahea
share in August 2017 to over R$42/share in late
distance learning hubs by 2023, but with the acquisit
years ahead of schedule. Advent and YDUQS have ide
acquisitions. In the third quarter of 2019, the company hat
have 10,000 students in its medical school by 2023.

g|ons and remain well-positioned for futu .'
1&% from the same period of 2018, and expects t

THE LATIN AMERICAN PRIVATE EQUITY DEAL BOOK+ ESG CASES
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FRUEHAUF

COMPANY NAME

Fruehauf de México
www.fruehauf.mx

INDUSTRY / SECTOR Manufacturing

LOCATION(S) Mexico
DESCRIPTION

Fruehauf is a \leading manufacturer of semi-trailers for industrial
and commercial use in Mexico. The company owns the rights to the
“Fruehauf” brand in Mexico and in the US, offering a wide variety of
products. It is the \ast remaining operation in North America of the
original Fruehauf Trailer Corporation that was founded more than
100 years ago by August Fruehauf - the inventor of the semi-trailer.
For many decades, Fruehauf was by far the global leader in the
industry and continues to be well-known with a reputation for high
guality. With approximately 240 employees, Fruehauf de México
operates a 65,000 m? facility where it manufactures high-quality
products in short delivery times. Fruehauf offers fully customized
products to its national and international clients. Fruehauf's main
products are dry vans, flatbeds, dollies, tanks, dumps, and chassis.

JUL 2015

US$11.2 MILLION

94%

ta Growth Capital is a private equity fund that

nvests in middle-market companies operating
in Mexico. \t targets sectors that benefit from
the rising domestic consumption of goods

and services in the Mexican market, including
industries such as consumer goods, retail,
financial services, housing, healthcare, education,
entertainment, and selective manufacturing

and industrial sectors. The team at Alta Growth
Capitalis comprised of Mexican and US nationals
with deep networks and significant business
experience operating and investing in companies.

Alta Growth Capital,
Mexic d Il

 US$152 million

Alta has a formal social and environmental management program that is part of its partnership agreement
and is used to evaluate new investments. The policies of this program guide the decision-making process during the holding
period of its portfolio companies. This program was developed in conjunction with the International Finance Corporation, one of
Alta’s limited partners. As part of this program, Alta performs an in-depth environmental and social due diligence audit on all of
its portfolio companies. This audit may identify needed improvements to be included in a corrective action plan to be implemented
during the course of the investment. Environmental and social elements of each of its investments are also addressed during

monthly management meetings.

to resume expo
ough it already had

as finalized, Alta immedia
ive who did not have a ma
ore commercial orientatiol
the sales department and
3sed compensation scheme
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Alta also brought on board an experienced COO, who created a supply.chain department and an industrial engineering department
aimed at improving and expanding the company's product offerings. Onesef the main initiatives in this area was the relaunch of a 53'
dry van. The company identified significant potential in this market and nvo years after the product was launched, it accounted for
30% of sales. Fruehauf also designed and developed specific products JS and hired a project leader for this market. The US
market was dominated by large players in the industry, but, followin et research, the company was able to compete in
the US through/a local distributor.

anding and diversifying the company’s customer
isition, the company was dependent on third-
duced to 20%. The new sales team also focused on
at the time of the acquisition accounted for 30% of
se, the number of total customers jumped by 33%. The
all segments, including institutional clients and small
which repaid the investment in full just 30 months after it

The sales department of the company was completely revamped
base. This involved hiring and training an internal sales team. A
eople for 80% of its revenues. With a dedicated sa
pany’s excessive dependence on a single le
strategy, this client fell to just 10% of to
d a new pricing strategy to make it
initiatives resulted in increased r

oard of directors and was managed by a long-distance

nt members with relevant industry experience. It also began
o review financial and operational performance, with the

ired a third-party consultant to do a complete environmental

s audit concluded that the factory met primary environmental,
developed a formal environmental and social management
itigation. It also establishéd a more formal training system for all
agement. Alta also aimed/to reduce environmental risks during the
e area to prevent potential spills. The company also constructed
uels were stored. To contribute to the health of workers, it

lso established an internal grievance mechanism together
he local community and established external grievance
irectors to monitor social and environmental issues as

8% of the workforce, which increased three

nched and successfully
in Mexico and

recognized Mexican
le expansion of
portunities for

THE LATIN AMERICAN PRIVATE EQUITY DEAL BOOK+ ESG CASES
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SEP 2014

72HUB US$16.2 MILLION Ashmore

COMPANY NAME INVESTC
72 HUB VENIDA was formed in July 2018 when Ashmore

emerging markets asset manager with US$91.9
AUM {as of September 2019), acquired a majority

INDUSTRY / SECTOR Real Estat Avenida Capital, a Latin America-based private
/ 3 STaRs y real estate investment firm. AshmoreAVENIDA has

www.72hub.com

. es in Bogota and New York City. The firm pursues
LOCATION [S] Colombia portunistic fund and direct investments across select
operty types throughout the emerging markets and has
Q DESCRIPTION ommitted capital both as a principal and on behalf of its

72 HUB is a mixed-use real estate development located
on an urban renovation area close to Bogota's financial
district, universities and main shopping centers. The
project consists of three residential towers with a total of
618 apartments and 8,115 m? of retail space, including a
gym, restaurants, and other commercial spaces designed
to improve the quality of \ife of bot the residents and the
overa\'\ commun\\y. Additionally, the project has common : I' da Colombia Real
areas including a rooftop space, a lounge bar, pool, yoga i

room, jacuzzi, playroom and communal laundry. The state Fur '

first two towers of the project have 208 residential units k.
including one- and two-bedroom units. The third tower will FUNDWIZE i S$1 40.2
be a multifamily building with 408 rental units priced to

target middle-income residents of Bogota. TOTAL AUR US$31 .

institutional investors to residential, retail, and mixed-

use projects in Colombia, Brazi\, Peru, Mexico, Chile,

and Panama. The principals of AshmoreAVENIDA have
executed over US$1.75 billion in real estate transactions
and manage a series.of opportunistic real estate funds and
co-investments.

AshmoreAVENIDA is one of the largest private equity real estate investors in Colombia and believes that it
is important to weigh ESG factors in all phases of its investment process, beginning with due diligence and extending to project
management. AshmoreAVENIDA uses ESG as part of its strategy to mitigate risks and reveal opportunities to create long-term
value. The fund looks beyond its goal of delivering financial returns to the broader impact of its projects. To achieve this goal,
AshmoreAVENIDA has its own proprietary system, called the AshmoreAVENIDA Impact Framework, which was designed based on
its experience in investing in real estate in Latin America. It includes the adaptation of internationally accepted ESG frameworks
to the Colombian context, including the IFC Performance Standards on Environmental and Social Sustainability. Additionally,
AshmoreAVENIDA has created an ESG Integration Task Force that provides guidance on investment and project management
activities. As part of the Ashmore Group, AshmoreAVENIDA is a signatory to the United Nations Principles for Responsible
Investment (UNPRI).

5. The 72 HUB
ilenio bus rapid tra
ee minutes walking di
gotad’s entire central area. T
d into the design of the pro

o0 recognized the innovative
ith common areas and armr
believed that the project h
evitalization of the surrou
t of the entire community,
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EXECUTION

From the beginning of the investment, AshmoreAVENIDA understood thatit would be important to remain active at every stage of
the development. AshmoreAVENIDA worked to select contractors and developers with the right experience to make this project a
reality. When the project was originally presented, the plan was to ,hava one re Idential tower with retail space and a second tower
for high-end office space. But as the project progressed, it became ac ar that demand for office space was weaker than
anticipated and that the market had shifted because of oversupply. A oreAVENIDA decided to significantly shift the
project of the development of the second tower to a multifamily’ partments for the rental market. This decision
was motivated by the local context, demographic trends, and

According to'the Inter-American Development Bank (IDB]J, C
egion at 39%, while the Latin American
g. However, the institutional multifar
single property owners. Ashmo

29y designed to be afforda

jhest proportion of families living in rental

" In Bogotd, the proportion is even higher with 45%
s underdeveloped in the country, with most rental

d an opportunity to supply this demand in a premium
ass. It developed a project which took into account
ouseholds potentially interested in occupying the project,

for-rent residential units at a price below the recommended
shift in strategy, it was necessary for AshmoreAVENIDA to take
0s to build the project and for AshmoreAvenida to take on an

ESG IN FOCUS atives of the 72 HUB project is that it provides quality housing and
 few options. The centrality and logistic superiority of the project also
ow live closer to their places of employment and cut down transit
urable social benefit, considering that Bogota is one of the

e 72 HUB project is also a pioneer in that it offers myriad

er of greenhouse gases globally and works to reduce
es its environmental initiatives into two phases.
of the project once it is completed.

e environmental performance of

pission controls and protocols to reduce
ms, which include the collection

d at the concrete plantand in

k t g energy-saving modes.
Additior arly. its total waste production.

- The 72 HUB of energy and water
efficiency. The : /o e, and a 26.76%
reduction in energ ns ionr ls : , -savings
during the building’ raf educti F 7.1 ' id one-
bedroom respectively, to > tC g : ¢ g their utility bills,
but it will also improve the

i

.

AshmoreAVENIDA also monito fhl ' ond _6 t the strictest sta
fund believes that happy and motiva \S a res IDA has worked close

Mensula on a benefits package for its e [ ne off for ddi s,'and graduations. It a
life insurance to employees and the contre loy kers are also ve flexible schedules if they are en
in training or education programs. Additional con n interna preference policy and offers a healthy

lifestyle program to employees.

OUTCOME

timely manner. The project is also a pioneerin that it will prowde quallty housing to the re
lead, other developers are also entering this market, which will improve the quality of life

THE LATIN AMERICAN PRIVATE EQUITY DEAL BOOK+ ESG CASES
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SEP 2018 ‘
UNDISCLOSED 4

Partners
UNDISCLOSED
COMPANY NAME INVESTQ
Reve Grou p artners is an independent investment firm that
Www.justoybueno.com / www.justoybuenopanama.com / pr'wat_e equity _funds with a focuslon the Pacific
www tostaocafeypan.com countries of Chile, Colombia, Mexico, and Peru.
2d in 2014 by former senior investment professionals
INDUSTRY / SECTOR Consumer / Retail | Latin America, its partners have led more than 20

tments, deployed more than US$1 billion in capital,
d developed extensive experience investing in different
dustries across the region.

LOCATION(S) Colombia, Panama

DESCRIPTION !
The Reve Group {“Reve”) is a fast-growing Colombian Australis Partners Fund
company engaged in the retail and consumer foodservice .

segments. Founded in 2015, the company’s operations are US$379 million

comprised of two main business units, which include the d ane

Justo & Bueno discount supermarket chain and the Tostao b440+ million

specialty coffee shop chain. Justo & Bueno provides high-

quality consumer staples at the lowest prices, and Tostao 23
sells low-priced, high-quality coffee and baked goods as :
well as cold beverages and ready-to-eat meals. Reve is

taking advantage of the expansion and modernization of

the Colombian food retail sector. The company operates

950+ Justo & Bueno and 500+ Tostao stores, respectively.

.
N

Australis Partners is committed to executing the investment objective of each of its clients in a responsible
manner. As a responsible investor, Australis Partners fosters the proactive consideration of environmental, social and corporate
governance (“ESG”) factors in its investment research and decision-making processes alongside financial, commercial, and
strategic considerations.

Australis Partners’ ESG policy adopts the International Finance Corporation’s performance standards, an internationally
recognized benchmark for environmental, social and governance risk management. Assessment of the performance standards is
firmly integrated into Australis Partners’ investment analysis from the initial screening until exit with the aim of improving portfolio
performance.

Australis Partners believes that ESG factors can impact all its stakeholders, including its clients, portfolio partners and the
communities where it operates. Experience has taught Australis Partners that diligent ESG risk management will lead to better-
informed investment decisions and, ultimately, enhanced returns.

A

tent with Au
particularly those re
owth of the Colombian re
tion, the company has the

the hard discount busines
5 over invested capital per ¢
to a company that is exp
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EXECUTION

Once the investment was made, Australis immediately began working
discipline. Founders were successful entrepreneurs with a solid grow
organized and structured manner. Australis introduced tools to be

eve’'s management to instill a culture of financial
n, but this growth needed to be managed in an
e ongoing performance and set future targets.

30 coffee chain. Like the Justo & Bueno model,
broader segment of the population. Tostao can
1pply chain and lower store opening costs. With
nology to improve inventory controls and reduce

With Australis” guidance, Reve was also able to embark on a rapi
Tostao offers high-quality coffee and baked goods at prices tha
offer its products at a fraction of the price of its competitors be

Australis’ help, Reve built a seasoned management team anc
Y

ing Reve to expand the hard discount , identifying potential partnerships in new countries

ESG IN FOCUS ific envi o anagement systems. The company now has an overarching
€ d| ds for equitable treatment for all employees. This involved
ployees to voice grievances. Such policies have further
diversity and promotes women in leadership roles. Women
mbia, Reve’s largest company. Moreover, approximately 55% of

electricity consumption through investments in more efficient
sting recycling at its storesand is implementing a plan to recycle

ment team has crgét'ed more than 10,000 formal jobs in the last
erage, and paid vacations for workers from several regions.

d 500 Justo & Bueno and Tostao stores in

THE LATIN AMERICAN PRIVATE EQUITY DEAL BOOK+ ESG CASES
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SEP 2012

:> UNDISCLOSED AXXONGROUP
MARII\ AS PRIVATE EQUITY
UNDISCLOSED

COMPANY NAME INVESTQ

BR Marinas e of the pioneers of the Brazilian private equity
d has been investing in small and medium-
panies in the country since 2001. Axxon invests

INDUSTRY / SECTOR Infrastructure pad range of sectors and has extensive experience
orting, developing and professionalizing family-run

LOCATION [ S] Brazil panies in Brazil. Axxon’s partners have a long history
vesting in the region and take an active approach to the
DESCRIPTION anagement of their portfolio companies. Axxon looks for
nvestment opportunities in all sectors of the economy, with
a focus on small and medium-sized companies.

www.brmarinas.com.br

& BR Marinas is the largest marina operator in South

y America. The company owns eight marinas, seven of which
are fully operational and one that is under construction.
The company has approximately 2,000 dry and wet berths
for boats up to 150 feet. BR Marinas also provides space s e

for other companies in this industry, including brokers, US$315 million
maintenance providers, small shipyards, and boat \easing
companies. The company’s flagship operation, Marina da
Gloria in the city of Rio de Janeiro, is a premier location for
events in the city. \t is also a tourist attraction, with shops
and restaurants which attract both local and out-of-town
visitors.

Axxon Fund Il

300 million

- NSNS, . _ . . — ..

Since its founding, Axxon has focused on responsible investing and works continually to improve and expand
the ESG criteria of its investment and management process. The use of ESG analysis in its investment and management was
formalized in 2014 when Axxon began integrating environmental, social and governance criteria into its investment process. At
that time, Axxon instituted specific processes to analyze compliance, labor and environmental issues, with the goal of safeguarding
its investments. This process was institutionalized in 2015 with the creation of a responsible investment policy and exclusion list.
Axxon also began formally including ESG criteria in its due diligence process in 2016. The following year, Axxon developed two
specific ethics and compliance projects in its portfolio of companies. Since 2018, it has included ESG as a top priority for the boards
of its companies, all of which are creating formal, long-term ESG strategies as well as short-term plans to improve ESG metrics.

arina had a long D
s. Axxon identified the
state-of-the-art assets wit
onsolidate the sector and
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EXECUTION

BR Marina was already a very efficient, well-run company when Axxon ifvested in it. As a result, Axxon focused on working with
company management to develop a solid growth strategy. One key |mt|a- was the acquisition of the Marina da Gléria in Rio de
Janeiro. This acquisition required roughly R$100 million in investments which heeded to be made on a very strict deadline, because
the Marina was to be used in the 2016 Olympic Games. Additionally, t Imerous parties involved in the transaction,
including the local government, company creditors and local con: s. Axxon helped facilitate negotiations with

all parties involved and also secured additional financing for t etwork of contacts. The project was ultimately
delivered on time for the Olympic Games. Likewise, during t downturn, Axxon worked closely with BR Marinas’
manage t to maintain the company’s financial health at arket conditions in Brazil. Organic and inorganic
growth re revisited and prioritized while the debt f 1 significantly during this period.

nas always understood that nr
ould not use the mari

environment was key to the company’s business

xon conducted an in-depth ESG audit of the company

he main initiatives involves educating surrounding

d the BR Marinas Environmental Fair. The event is open

to share experiences and work on solutions to regional

d has played an important role in raising understanding of
regions. The company has also created a program to reduce
awareness among employees and clients and was started during

ent. In this vein

al initiatives. Since 2015, the company started providing monthly
onmental issues. These eight=hour workshops engage the student in
oncrete environmental initiatives. The company is also involved in an
year, the company removes two tons of floating waste from the
events to clean the bay, where an additional four tons of floating
ectricity concession to sell the recycled material collected
into a discount on the electricity bill of a local NGO called
people living in the Lapa region of Rio de Janeiro. The
footprint. The Bracuhy Marina generates more
ates 16% of its consumption through solar

ears. BR Marinas is also one of just 18%

a the company.

even marinas in operation
gh the development of
gely through a very
re expansion

‘; emely
' il.

S|t|on targe
"MoreoVer the company has creat
was a pr|vate space but is now op
largest urban oceanside parks.

5loria
d's
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JAN 2018

s ! US$55.6 MILLION Al

9.65%

COMPANY NAME INVEST(C

Selina Holdin g Com pany Am Partne-rs is an 'anestment company t.hat
WwwEehE T growth funding to middle-market companies

atin America. Colony Latam currently manages

INDUSTRY / SECTOR H ) ita lity / Travel / $'7C\.0 m\.\\'\on_and has made ‘_2‘2 investments across'
! America since it was founded in 2006. Colony LatAm'’s
Tourism or partners have extensive experience in the region
d a solid network and local presence in key markets.
LOCATION(S) Panama, Global olony LatAm focuses on companies that provide services

o the region’s growing middle class and that have high
DESCRIPTION growth potential in consumer-related sectors. Colony
Founded in Panama in 2015, Selina is an experience- LatAm focuses on mid-cap companies that will benefit from
based hospitality business that targets the “digital access 1o growth capital to scale up their presence locally

nomad”. Selina operates properties across Latin America and globally.
and Europe and is expanding into North America. Selina
provides accommodation, co-working spaces and dining
services at its location, while offering unigue experiences [CL AF ”]
at each location. These include music, art, and education .
as well as wellness spaces. Selina also offers tours and + oy

excursions that cater specifically to millennial travellers. p042.2 lon [C LAF I
Selina currently has 72 \ocations in 15 countries and has

8 mr KD 187.4
plans to open its first US location in NYC by December o
2019. TOTAL AUy

y

ony Latin America Fund Il

v

Colony LatAm Partners is committed to responsible investing and ESG matters are one of the main pillars
of its investment and management strategy. Colony sees good ESG practices as a vital element to guarantee shareholder value
because they lower risks and liabilities. Colony LatAm Partners aims to ensure that environmental, social and governance
risks and opportunities are managed across every stage of the investment cycle, from screening to exit. Colony has developed
procedures that are fully integrated into the investment process to evaluate ESG issues. These processes are designed to guide
investment professionals in assessing ESG considerations. They enable more comprehensive investment analysis and enhance the
decision-making process. Portfolio companies are required to commit to Colony LatAm’s ESG principles, to address gaps by taking
ESG actions, and to report progress and performance. Through the holding period, Colony management works closely with the
portfolio companies to ensure the effective implementation of the ESG value creation and corrective action plans.

onal hotels. After afi
arger investor that could
ernance, while helping to
partners, both locally and

sted in Selina, it was still
ernal processes to better's
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the decision making, creating a board of directors and finance committee and institutionalizing additional corporate governance
practices. Colony worked closely with Selina’s management to develop new financing models to fund its expansion plan. This
was a key element that allowed the company to grow quickly. With Colony's.support, Selina attracted local real estate players to
fund its growth in‘certain markets. During 2019, Selina raised a series C funding round with the participation of one of Colony’s
limited partners, which co-invested alongside Colony. One of the charactemstlc of the Selina investment was that it involved very
rapid expansion, which relied on multiple contracts with local |nvest SH ! Shable to work closely with Selina to tap into its
regional and international networks to help advance this proces ‘ company to expand across Latin America and
into Europe and the US. ' /

A

Zole s From the start, Selina’s mission has been
people, places, and communities arour
xperience surveys. Within Selina’s
d in rich natural and local en
and responsibly conserv
ent social actors.

o make real, meaningful and transformative

itial effort to measure its impact, Selina

, guests are able to connect and learn from different
omotes the protection of cultural heritage, oftentimes
L as the construction of a new cultural identity with the

oted environme upcycling of existing materials to efficiently and creatively
model sta nd acquiring long term leases of existing properties in
ates. C or available at the location from the previous operation are
i A. The inspiration for each location is born out of the Selina
Jorate with local artists and craftsmen to reuse locally-sourced
stallations for each new property.

ould otherwise end up as waste in landfills and turns them into
able to reuse up to 80% of the materials found at its site and save on
Fenmental benefits related to reduced consumption of raw materials,
ns and conservation of resources. Upcycling practices also
promotion of local art and artists and the engagement of

aunched a tool to enable each location to evaluate
a2 specific action plans to minimize these risks.
ater management, waste generation, air
o far, 35 locations have completed the

o start the identification and
apping guidelines. This tool
er for proactive engagement on
the b

The comp p aims to address
local socio-¢ es ‘comiy s and locals.
IMPACT seeks i act cataly members

through educatio eneficial

for the local commu , an samany of
them in partnership wi vern encie , .In 0 3, the « any
launched the “Selina Gives Hospi a yme al comm bers.
This program provides hands-on p 0 nity's i job opportunitie

August 2019, it is being implemented
the hospitality program since incept
months of completing the program.

cipants have gradua
- education within the f 2

OUTCOME

Over the past year, Selina has gone from having just 30 lo tions. The company is now working
plan. Selina expects to have 80 locations running in the comi ncluding new locations in New Yor
LatAm has helped the company raise several property funds, wh L allow it to continue to grow in a su
believes Selina is on track to achieve its 2022 goal of having 350 properties and 100,000 b [ )

will be possible because the company has developed a robust sourcing of real estate, effi
structure and a multi-product sales strategy.

its US expansion
San Diego. Colony
le manner. Colony

THE LATIN AMERICAN PRIVATE EQUITY DEAL BOOK+ ESG CASES 14
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APR 2016

GON Ix US$7.5 MILLION

Renting Tecnoldgico
50%

COMPANY NAME INVESTC
Conix et Management was founded in 2010 by senior

professionals with global experience in a wide
sectors. The fund manager primarily targets

INDUSTRY / SECTOR Consumer / Retail al services companies focused on people or small
edium-sized businesses that have \limited access

WWW.CONiX.com.co

. aditional banking and credit services. These industry
LOCATION [S] Colombia yments include microcredit, fixed-asset financing,
DESCRIPTION orking capita\l financing, payroll-deducted loans, and
Q ousing development. Kandeo typically seeks to make

Through full-service \eases, Conix provides its clients
y access to a variety of fixed assets, including \T equipment,
industrial machinery, lighting solutions, solar energy
equipment, and other goods. The company provides a turn-
_ke\; so\ut\_on for_ its chen?s_ Prod_uctwe a§se\ nee.ds, which ndeo Fund 2
includes financing, acquisition, installation, maintenance
and general servicing of the assets. The client pays a
monthly fee and does not bear the burden of internally
managing these processes, allowing their management
teams 1o focus on their core business operations.

investments of between US$15 million and US$50 million.
Kandeo has 12 companies in its portfolio and has completed
one exit.

— T e s S

Kandeo utilizes ESG tools to drive financial performance through risk mitigation and operational efficiencies.
All investments go through an ESG due diligence process, which follows IFC’s Environmental and Social Performance Standards.
Each potential investment is categorized based on its ESG risk profile. If a company is classified as a medium or high ESG risk,
Kandeo hires outside analysts to assess the risks before moving ahead with the investment. If Kandeo decides to move ahead
with an investment, it works with the portfolio company to develop an ESG framework that will guide the investment over its
lifetime. The key elements of the framework include identifying and prohibiting operations in restricted activities; identifying key
environmental and social risk factors to create mitigation plans; and establishing internal and external communication methods.
Over the course of the investment, Kandeo monitors each investment and does an annual ESG report on each company. These
reports help Kandeo to identify new risks and implement plans to reduce potential problems for the following year.

ices to people
es an
ancial

cial and op
d a solid reputatic
e time of the acqui
on of its product portfolio,
g, and office furniture. Kz
greater presence in the nq
s to significantly improve
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Prior to the investment, almost all of the company’s portfolio was in [
with only 40% represented by IT equipment, thus reducing sector-specifi
Kandeo's help, the company was able to expand from having a singl
concentrated, to other parts of the country. This was important be
the nation’s capital, Bogota as a limiting factor in the company’
an office in Bogotd, which allowed the company to increase its
As of 2019, only 40% of the company’s operations are in Mede
e time of investment, the company did not have
y has successfully strengthened its relatic
ding cost has decreased by more tha
esulting in a very competitive valt

ansion in the company’s por
pany’s net income has

ment. As of 2019, the portfolio is now widely diversified,
ks and improving commercial competitiveness. With
dellin where the bulk of its operations were
atified that the lack of physical presence in

th the entrance of Kandeo, Conix opened

its nationwide presence beyond Medellin.
der being diversified throughout the rest of the
ding or ideal financing conditions. With Kandeo's
5. While funding amounts have increased by over
Jany has also successfully implemented a pricing-
of the customer segments it serves. This policy has
n an average annual growth rate of 35% since the
growth of 74% since the investment.

G measures. Since the investment, the company has
includes a variety of elements to ensure that the company
ealth and safety processes to protect its employees and

have a potentially negative environmental or social impact.
ging the promotion of female executives in the company. Conix
rship further since the entrance of Kandeo. At the moment of
ons. However, by the closq‘%f~2018, this figure increased to 50%,
thermore, Kandeo has apgibinted a female to the board of directors.

dies to improve its operations and reduce risks. This included
in reducing the company’s non-performing loan ratio from
d an independent member to its board of directors

use of renewable energy generation technology
pany also offers energy-efficient lighting

nergy consumption for that purpose.

ack of access to growth capital.
accounts for just 40% of its
includes industrial

be vulnerability of
estment, while its
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DEC 2016
’J espagogeamggor' US$50 MILLION CATTERTON
33%

COMPANY NAME INVEST(C

Es paco laser , L Catterton has made more than 200
4 ts in consumer brands across all segments
sumer industry. L Catterton manages seven

www.espacolaser.com.br

INDUSTRY / SECTOR Consumer / Retail ategies in 17 offices globally and has invested
520 billion into growing middle-market companies
. : emerging high-growth enterprises. L Catterton
LOCATION [S] Brazi l" Arg entina 1 consumer-focused private equity group and was
DESCRIPTION med through the partnership of Catterton, LVMH, and

Groupe Arnault. The group has a team of more than 190
investment and operating professionals and partners with
management teams around the world. lts Latin America
fund targets investments between US$40 million and
US$75 million in middle-market growth companies across
the region.

Espacolaser is the leading hair removal company in Brazil.
Founded in 2002 with a single location in Sao Paulo, the
company currently has hundreds of stores across Brazil
including its network of franchise stores. Espacolaser
provides health and wellness through the use of \eading
technology for the removal of unwanted hair for women
and men. The company utilizes the most sophisticated

and effective technology available, the Alexandrite \aser i
with Candela machines. The technology is also embedded - N 403 million
with a cooling cryogen solution that speeds up treatments,
which makes them more comfortable compared to other 0 M 0
methods. Espacolaser has become the \argest \aser TOTAE b
hair removal company in the country with over 1 million 4
treatments completed in 498 stores across all Brazilian p
states. The company is now eleven times the size of the
second-largest laser hair removal player.

atterton Latin America ll

) R N

\_ Catterton has been committed to making investments based on ESG principles since its inception and
formalized this commitment through the adoption of an ESG policy in 2015. Its policy is based on the principles set forth by the
internationally recognized United Nations Principles for Responsible Investment (UNPRI), for which Catterton is also a signatory.
\_ Catterton established a Global ESG committee comprised of individuals from its fund to develop a framework with which to
evaluate companies using ESG criteria. It engages the Malk Group to help conduct due diligence reviews, highlighting potential
areas of concern and provide recommendations to mitigate identified issues.

amics in Brazil indice
aying they would be willing
pportunity for new services
ance, and the franchise’s ¢
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In August 2015, L Catterton bought US-based spa services provider Sté n
removal services in the US. This gave \_ Catterton insight into the industry
in Brazil. It became a valuable thought partner in the very market se |

growing.

Leisure Limited, which has one of the largest laser hair
nd.the right strategic partner positioning to Espacolaser
pacolaser was already well-positioned and

ders to create a unified company strategy in
ompany-owned locations. Best practices and

d franchise stores. An example of a key initiative
ility that offers courses to physiotherapists, sales
are trained at this center every year.

Once the investment was made, \_ Catterton worked closely with
Brazil. The goal of this initiative was to integrate the franchisi
operational excellence were applied across the network of o
under thi gram is the establishment of Universidade do
manage aff at the clinics. More than 3,000 wome

Additi ement suite (COO, Head of Franchi
infra his growth and improve servi
Inve digital technology to ful
e avested in improving

1 CFO) was hired. The executives focused on building
d awareness. As the company grew, significant
ymmerce platform aimed at improving the client
ance to help with the rapid expansion of the company’s
S he company is ir on internationalization with the opening of new units in
tential of th hese new locations use the same superior technology and
Brazil o looking at moving into other locations in the Latin American
Q ¢ vith the launch of Estudioface offering aesthetic facial procedures
state-of-the-art techniques offered in the segment.

A

ESG IN FOCUS and prioritizes recruiting y\'}orhen, minorities and disabled people
ment positions and profes%ional training. Espacolaser frequently

ent and Barbara Fortes, the company’s COO, has hosted panels
azilians have among the highest unemployment rates of all
gunger people, especially women, to the formal job market

ps in the country.

s it has provided to Brazilian women across the
jence. Once people are working for the company,
to Work” award. Each year, the company

e expecting children. Additionally, 95%

ne out of the seven board members
pany, including management.
amp in Sao Paulo. Espacolaser

pent ifficult time
economy. - 3 BRS1
t has become 10V ] ents ed in

‘across all Braziliaj‘“ :
ning to expand to other ¢
te_‘e;,?standards across oy;‘ihed, fra
,'g services through its EstudioFa
was deeply involved with preparing the compa
this period.

o1 hair 1 er,
yany” conce
| expansion. The
‘gentina with new |

ental role in its rapidt@(_ 2

.
'y

h
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JUN 2013

7Zo\ US$11.9 MILLION

Las Américas
Una empresa QLo O

BN eQuITY
PARTNERS

17.83%

COMPANY NAME INVEST(C

Promotora Medica Las Américas y Partners (MEP) was founded by a group
wwwilasamerc ent professionals with vast experience in

a and in the international financial markets. MEP

INDUSTRY / SECTOR Healthcare s on medium-sized businesses with strong growth
ial. To date, MEP has made 16 investments from
. e private equity funds, one of them managed by SEAF
LOCATION [S] Colombia ombia. lt invests in a broad range of sectors, with the
DESCRIPTION pal of partnering with entrepreneurs with strong industry

expertise and a drive to grow their businesses. MEP's
investment strategy is centered on Colombia but it also
backs companies that are seeking capital and management
expertise to expand regionally. MEP has completed six
exits, and its portfolio companies have had an average
annual increase in EBITDA of 17% and a 14% jump in sales.

Promotora Medica Las Ameéricas {PMLA) is a Colombian
hospital and healthcare group. Founded in 1989 in
Medellin, PMLA offers a full range of healthcare services
with world-class standards. The company controls
Clinica Las Ameéricas, one of the top-25 hospitals in Latin
Armerica, and Instituto de Cancerologia Las Ameéricas, a
\gad\ng r:ancer institute in Co\omb\‘a. \t also has m.ed\ca\ do MAS Colombia LATAM
diagnostics, dental care and other in- and out-patient ¥
medical services. ' -_

: ‘ ‘ JS$90 milli

LRy, (1 US$200

R - N . . _ — — — — — — .a

MEP follows a strict due diligence process that analyzes companies based on both financial and ESG criteria.
In addition to following the IFC’s Environmental and Social Sustainability Performance Standards, MEP also uses its own ESG
framework to analyze companies. During the due diligence process, MEP relies on third-party ESG specialists to do a complete
ESG audit of each company. MEP has been working with the same group of ESG professionals since 2008 and during this period,
these audits have played a fundamental role in helping it to shape and improve its own ESG policies as well as those of its portfolio
companies.

ia. One of these
2althcare in
growing

or

started well before the in
had more than a 1% sta

ivate equity investor woulc
gotiate with the company’s
=P obtained approval from rou
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Once the investment was concluded, MEP quickly began working on-honing PMLA's growth strategy to guarantee that the company
had clearly defined goals and priorities. Together with company management, a 10-year growth and expansion plan was defined
which included the construction of new hospital and clinic facilities. One of. the initial priorities was to take advantage of the just
concluded expansion of the Oncology Institute, one of the leading Cancer' ent centers in Colombia. MEP saw the potential

to expand in this area in order to increase the number of patients witk |,= e Mworld-class treatment. MEP’s growth strategy
also focused on expanding its presence in under-served areas of M ntext, PMLA invested in the Citi Plaza Medical
2stment thesis, PMLA and MEP identified the

d focus on intermediate to high complexity
ancing and forming strategic partnerships to

e management of the company, hiring a new
perience.

a, PMLA believes that it is important to guarantee
any developed a subsidy program to help a selected
es during the treatment. The company also participates in
ovides free surgery to children with harelip defects. So far,

d specifically on a region of Medellin known as Barrio Belén

ad issues with violence and drug trafficking. PMLA’s social

in this neighborhood. One important initiative was the creation
portant life skills to the players and has more than 65 teenage

an effort to promote healthy behavior in the neighborhood, PMLA
at improve the overall health metrics of the population, such as
planning, and nutrition & exercise. PMLA also has programs aimed at

environment, specifically for its female staff. Of its total

s, who are/responsible for supporting their families.

by the Fundacion Mas Familia of Spain. To receive
areas such as employee wellbeing, employment
ity and non-discrimination, and equal

part of its gender diversity initiatives.

ernance policies by improving decision-
er the effectiveness of corporate

gugh the construction of a new

— -. = A
@D?ipg“ ; tment pel > i strel
governance and ' managemen hese | ; raver

»

‘ process with many interested buyer ma ron \ but als
strategic bu‘_yer, which speuahzes st prac : a Pis confit
sale of PMLA, the quality of the medica J Vi u of knowledge tr

bia was seen as too co
care sector investments in the ¢
glon which means that re5|dents of

//

the two organizations. Furthermore, prio
equity investors. MEP’s record with PMLA is
sector has now seen a flood of new investments,in Cg
areas are increasingly getting access to quality healt
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JAN 2019

GRUPO & US$28.3 MILLION

TURISTORE’
31.8%

COMPANY NAME INVESTQ

Gru po Turistore S actively participated in the private equity
Mexico since 1995 and is one of Mexico's \argest
INDUSTRY / SECTOR Consumer / Retail dent alternative asset managers. Nexxus has

ted 27 investments and has fully divested from 14

. olio companies. Nexxus has raised and managed seven
LOCATION [S] Mexico s through ten investment vehicles with aggregate
DESCRIPTION pital commitments and co-investments for over US$1.6

lion and is the only Mexican alternative asset manager

Founded in 1982, Grupo Turistore is a leading retail at has listed six portfolio companies on the public
& company specialized in international tourism. The company e

4 has 59 stores in Mexico’s main international tourist
destinations, including Playa del Carmen, Cancun, Tulum,
Cozumel, \s\a Mujeres, Progreso, Guadalajara, Puerto
Vallarta, Los Cabos, and Tijuana. Stores are concentrated
in key tourist areas, such as main tourist avenues, cruise L
docks, airports, shopping centers, and hotels. The compan
has a broad product offering including handicrafts and

clothing as well as convenience store items, such as

groceries and medications.

Nexxus Fund VI
US$$550 million (at closing)
billion

. - = e e =

Nexxus follows strict guidelines for environmental, social and governance in all phases of its investment.
On the environmental side, it is the fund manager’s policy to avoid investments that have a negative impact on the environment.
Nexxus also seeks a positive social impact through job creation and by investing in companies that help to boost economic growth
in Mexico.

Additionally, Nexxus evaluates all prospective investments through an institutionalized, four-phase process. For a deal to move
forward, it has to be approved by multiple committees during the analysis phases. Nexxus relies on third-party experts for legal,
fiscal, financial, labour, and IT due diligence. If Nexxus moves ahead with an investment, it guarantees that the portfolio company
implements the highest corporate governance standards.

anagement
ompany,
), and
tor,

ainst the Mexica

mportant industries |
country, which further inc
as an area with strong gro
ause of its link to tourism

ristore’s stores are locate
s. Likewise, the company’

entified myriad opportuniti
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Once the investment was concluded, Nexxus, together with Alta Growt
creation plan for Grupo Turistore. This is a five-year plan with clear g
the objective of focusing the company’s human and economic reso

\ C apital as a co-investor in the company, developed a value

apped out the company’s strategic priorities, with
ext years.

Nexxus also started implementing a plan to strengthen the comp
key roles, such as a purchasing director, which had previously
was appointed CEO and has more than 30 years of experience
Payrd on board as CFO. Payrd had extensive experience in bo

by hiring a CEQ, a CFO, and other executives in
pany. Key hires included Lamberto Vallejo, who
y. Nexxus and its partners also brought Alejandro
e financial sector.

alue creation plan, Nexxus also helped crea
ing the management and helping t(}'" mi
a new, n that provides data and allows the
Gro grking with company’s manage
ang \ the main tourist destina
ac istore to identify pote

As part 0
decisio

which were responsible for making strategic

of this process, Nexxus helped Turistore to implement
Jetter management decisions. Both Nexxus and Alta
ore strengthen ties with Mexico’s leading airport groups
2xpansion strategy. The partners also helped to identify an
the US and in Latin America.

ompany to ac
institutio r

taking advantage of the fund manager’s extensive network

een focused on improving the corporate governance of Turistore.

icant improvements on this front, including the implementation of
ics such as cash flow. Ab ] of directors was also created, with

three independent boarc;?e bers with extensive experience in the

4
re openings. Nexxus has also worked with the company to
se in females in its workforce to 54%.

tified/and supported a strong organizational structure
nuses based on the company’s performance and
ers and investors.

plementation of a growth strategy
e role in securing financing

store formats (e.g.
nsenada, Mexico
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JAN 2018

mundo US$8.5 MILLION

& cabeleireiro
22.6%

COMPANY NAME INVESTQC
Mundo do Cabeleireiro ers is a Brazilian independent alternative asset

ith approximately US$7.5 billion assets under
ent, as of October 2019. The firm was founded

INDUSTRY / SECTOR Consumer / Retail by a team of partners with extensive experience
ancial and investment markets. Vinci Partners is

www.mundodocabeleireiro.com.br

. ently focused on several strategies including Private
LOCATION [S] Brazil ity, Infrastructure, Real Estate, Credit, Public Equities
DESCRIPTION d Hedge Funds. Vinci's Private Equity team has raised

and managed seven funds among the two distinct Private
strategies (Buyout and SMEs) including Nordeste \l|, fund
that invested in Mundo. As of June 30, 2019 (excluding one
PIPE investment, a strategy that will not be pursued in VIR
VY, Vinci Partners’ prior Private Equity investments have
generated US$3.9 billion in total value, representing a 2.5x

Mundo do Cabeleireiro {“Mundo”) is a multi-brand beauty
retailer based in Recife, the capital of the northeastern
state of Pernambuco. As of December 2019, it owns 52
physical stores: 20 in Pernambuco and 32 in Sao Paulo. It
offers a vast mix of products with more than 15 thousand

items in a broad assortment of categories in the be'auw l gross MOC and 68 0ss \RR in USS (3.1% and 63.3% in
segment. Women make up for 98% of the company’s store RS, respectively
client base. '

-~ Nordeste Il
&

1, US$60 millic
Y US$7.5 billion

Vinci has been a signatory of the United Nations Principles for Responsible Investment (UNPRI) since
2012 and has been integrating ESG issues into its investment philosophy since its inception. Although these topics have always
been part of Vinci’'s investment process, it has recently broadened such practices by reviewing, expanding and formalizing its
ESG management model. Vinci believes that responsible corporate behavior from the environmental, social and governance
perspectives has a positive impact on its investments’ performance because it helps mitigate risk and enhance long-term
value creation.

approved the busine
decade later, Mundo had'c
d and presented them wit
nders liked the idea of e
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Vinci's first value creation initiatives focused on developing a Five-Year
management tools were meant to establish short-term and long-te
the implementation of governance procedures, such as regular bo
statements. Vinci worked closely with management to (i) create a
(i) to create its first-ever long-term budget. These managemen
company to go from opening just two stores per year to rought

a Value Creation Plan and a 100-Day Plan. These

ives to aid Mundo in its growth strategy. This included
independent board members and audited financial
g and approving opening of new stores and
anagement structure were essential for the

retail sector. These included a new head of
nsation scheme, offering performance-based
o contracted third-party consultants for initiatives
ents in IT systems, enhancements on supply chain

Vinci also contributed to hiring top management executives
expansio 0 and a customer service officer. Vinci also
eople at all levels in the company. Addi
tion, such as a digital transformatic
d (private label] products expa

d is that it provides growth capital to companies located in
management know-how. Many of the companies that have
e been able to grow because of a lack of capital and limited
ith entrepreneurs to implement important governance tools
ic planning and generate value for future buyers.

e gender diversity at the company level. This included naming

0% of the company’s hires are women at all levels and positions.

e LGBT community. Markf;ﬁ\surveys among clients and employees
clients and employees agr'eeing that gender identity and sexual

e to express their own'style, with no beauty stereotype, which has

people who have been excluded from the formal job
e but also offers extensive training and internal

0% in 2020. The number of stores
est player in the segment.

ears later, it is among the
ategy. At the time of
eam of five additional
ities. As an
ignificant
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