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Disclaimer “3J Colonial m_

SOCIEIE NONGICAE LYOMRAEE

By attending this presentation and receiving this document (the “Presentation”), you are agreeing to be bound by the following limitations. Any failure to comply with these
restrictions may constitute a violation of applicable securities laws and/or may result in civil, administrative or criminal liabilities.

This Presentation is strictly confidential and is being furnished to you solely for your information. It may not be reproduced, or redistributed to any other person, and it may not
be published, in whole or in part, for any purpose.

The information contained in this Presentation has been prepared by Inmobiliaria Colonial, SOCIMI S.A. (the “Company”) and has not been independently verified and will not
be updated. No representation, warranty or undertaking, express or implied, is made as to, and no reliance should be placed on, the fairness, accuracy or completeness of the
information or opinions contained herein. None of the Company nor any of its affiliates, directors, officers, employees, agents, advisors or representatives shall have any
liability whatsoever (in negligence or otherwise, whether direct or indirect, in contract, tort or otherwise) for any loss howsoever arising from any use of this Presentation or its
contents or otherwise arising in connection with this Presentation.

This Presentation is for informational purposes only and is incomplete without reference to, and should be viewed solely in conjunction with, the oral briefing provided by the
Company and the Company’s publicly available information. The information and opinions in this Presentation are provided as at the date hereof and subject to change
without notice. It is not the intention to provide, and you may not rely on these materials as providing, a complete or comprehensive analysis of the Company’s financial or
trading position or prospects.

In this regard, this Presentation does not constitute investment, financial, legal, accounting, regulatory, taxation or other advice and does not take into account your investment
objectives or legal, accounting, regulatory, taxation or financial situation or particular needs. You are solely responsible for forming your own opinions and conclusions on such
matters and for making your own independent assessment of the Company. You are solely responsible for seeking independent professional advice in relation to the
Company. No responsibility or liability is accepted by any person for any of the information or for any action taken by you or any of your officers, employees, agents or
associates on the basis of such information.

This Presentation contains financial information regarding the businesses and assets of the Company. Such financial information may not have been audited, reviewed or
verified by any independent accounting firm. The inclusion of such financial information in this Presentation or any related presentation should not be regarded as a
representation or warranty by the Company, its affiliates, directors, officers, employees, agents, advisors or representatives or any other person as to the accuracy or
completeness of such information’s portrayal of the financial condition or results of operations by the Company and should not be relied upon when making an investment
decision. Some of this information may have been rounded off or provided by approximation, and therefore some amounts may not correspond to the total reflected.

Certain information and statements contained in this Presentation may be deemed to be forecasts or estimates, forward-looking statements or projections, targets or opinions.
Likewise, certain data used for the preparation of this Presentation have been obtained from external sources, internal surveys, estimates, experts and studies. The Company,
it affiliates, directors, officers, employees, agents, advisors or representatives or any other person have not independently verified the accuracy of all this information and
therefore no representations or warranties in relation thereto are given as to its accuracy, completeness or comprehensiveness. Such data and forecasts are included herein
for information purposes only. Accordingly, undue reliance should not be placed on any of the industry or market data contained in this Presentation. Some words such as
"anticipate", "expect", "estimate" and similar, may mean that you are facing a forward-looking statement. Forecasts and estimates, forward-looking statements and projections,
targets and opinions are based on assumptions and involve certain known and unknown risks and uncertainties that could cause them to be unrealistic or inaccurate. Factors
such as changes in business, market and sector conditions, government policies, interest rates, general and economic conditions in Spain, other European Union countries
and the United States of America, for example, could cause forecasts or estimates, forward-looking statements or projections, targets or opinions to vary substantially. These
and other factors could adversely affect the outcome and financial effects of the plans and events described herein. Forecasts or estimates, forward-looking statements or
projections, targets or opinions made based on past trends do not guarantee that the same trends will continue or that such activities will be maintained in the future.
Therefore, given the uncertainty inherent in forward-looking statements, they cannot be considered as a prediction of actual results. All forecasts and other statements
contained herein have been made on the basis of the existing and known situation at the date of this Presentation and there is no commitment to update, revise or correct
them as a result of new information, future events or for any other cause.

NEITHER THIS PRESENTATION NOR ANY OF THE INFORMATION CONTAINED HEREIN CONSTITUTES AN INVESTMENT ADVICE OR RECOMMENDATION OR AN
OFFER OF PURCHASE, SALE, SUSCRIPTION OR EXCHANGE, NOR A REQUEST FOR AN OFFER OF PURCHASE, SALE OR EXCHANGE OF SECURITIES OR ANY
OTHER FINANCIAL INSTRUMENTS.
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| Market
Investment market

Investment volumes (€m) in commercial Real Estate in Paris Region
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Examples of major transactions
2,75% (80% Occ.)
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€ 282m

€32,570 persqm
8,676sgqm
Vendor: Ardian
Buyer: M&G
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€7,5 billion in Paris Region on the first
semester, up by 29% on 1 year and €44
billion just for Q2 (+85%)

67% allocated in offices (€4,9 billion — +2%
on 1 year)

42% in Paris, in which 16% in the CBD

The share of French investors increased, from
67% by the end of 2021 at 77% at the end of
the 2Q 22.

At the end of 1S 22, prime yields remain stable
at 2,7% in Paris CBD and 2,8% outside Paris
CBD.

3.25%

Projected ERV: €1050
persqm

€110m

€.€25,000 persqm

Value Add
o~



| Market
Leasing market

Offices take up in the Paris Region

2022 3m /2021 3m

Thousandssqm
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= 1 million sq mrented, up by 24% on 1 year, in line with the 10y average

o o o o o o

= 48% in Paris (+53%), 23% in the CBD (+36%) well above the 10y average

= This very targeted demand leads to a rise of the ERV in the CBD

Evolution

+38%
A

Source : BNP
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>100001 sqm
| 5000-1000 sgm
I 2000-5000 sgm

|| s00-2000 Sgm

.¢500 sqm

480,900 sqm
+53%

I

Outside 527,500 sqm
Paris {7
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Leasing market

Vacancy rates
Thousandssqm

PARIS
GLOBAL
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14115 18M19/20
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New / Refurbished

B Second hand

10y Average of the supply at 1y

— 10y Average of transactions

Currentsupply inside Paris, especially in the CBD, is very low because of:

v Arecurrent lowstock of grade A products

v" Anincrease of demand since the covid for best quality assets
v A very exigent policy from the Town to deliver administrative autorisations

22 21 22

Source : BNP
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| Market

Leasing market

Evolution of average facial rents for new / refurbished buildings last 12 m

€ persq.mper year
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Examples of major transactions
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Carré Concorde

Tenants: BLACKSTONE, OUDOT
NOTAIRES, EMZ, DENTRESSANGLE
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, 930€/sgm

“ Grand Opéra

Tenant: CLEARY GOTTLIEB
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«==Paris CBD
—Paris Outside CBD
~La Défense

== Péri Défense
——Boucle Sud

~—1ére Couronne Nord

—1e&re Couronne Sud

- 1,050 €/sqm
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Tenant: BARCLAYS
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Il SFL Activity
Strong leasing activity with top new tenants

Cézanne Saint-Honoré: c. 90%
prelet office surfaces

\/
WENDEL

LACOURTE
RAQUIN
TATAR

~ULINCOLN

INTERNATIONAL

Apax

PARTNERS

'S

CHARTERHOUSE

3,700 sq m
Start date : 1 June 2022
Lease term : 12

3,300 sg m
Start date : 1 June 2022
Lease term : 9/12

1,700 sg m
Start date : 1 June 2022
Lease term : 9/10

1,940 sqg m
Start date : 2 Jan. 2023
Lease term : 7/9/10

337sgm
Start date : 1 Oct. 2022
Lease term : 3/6/9/10

83 Marceau: Goldman Sachs as a

single tenant

oldman

achs

9,493sg m
Start date : July 2021
Lease term : 9/12

#Cloud.Paris: 13.500 sq m

deal

Renewal — 6,800 sq m
Lease term : 7/9/10

Extension — 5,500 sq m
Lease term : 7/9/10

Extension — 1,100 sg m
Lease term : 7/9/10

Start Date : March 2022

i
i

ﬂ Colonial

Biome: Pre-letting 100% of office surfaces,
through one of the main Parisian
transactions of 1S 2022

"

y—— 14,818'sq m
,I_A Start date 2 Nov. 2022
QUE Lease term : 9/10
POSTALE

5,623 sgm
Lease term 9/10 years
Start date 2 Nov. 2022

SEIL

Au service des territoires
et des exportations

Hho
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Il SFL Activity “3J Colonial ) "
Highest historical occupancy rate on the portfolio D

Limited leasingissues
(occupancy rate / building)

#Cloud.paris 131 Wagram Rives de Seine Washington Plaza
Paris 2 Paris 17 Paris 12 Paris 8

, [ s
90 Champs-Elysées Galerie Des Champs
Paris 8 Paris 8

6 Hanovre Condorcet LSH - Bureaux 103 Grenelle
Paris 2 Paris 9 Paris 1 Paris 7

Peas _J .
92 Champs-Elysées 83 Marceau 176 Charles de Gaulle
Paris 8 Paris 16 Paris 1 Neuilly-Sur-Seine

Cézanne St-Honoré
Paris 8

Y NN}
Biome Edouard Vi Pasteur
Paris 15 Paris 9 Paris 15

10



Il SFL Activity

Prime clients for prime assets in Paris

FINANCE/
INSURANCE
W CANDRIAM &
WENDEL P s A
@ COMGEST

achs

W NATIXIS

4

GENERALI

GLOBAL

0]
INFRASTRUCTURE

LINCOLN o=
INTERNATIONAL E’%‘A{E

QinfraVia
SFIL

Berksmre
Harnaway e

Amundi

ASSET MANAGEMENT

LAW/
CONSULTING FASHION
FIRMS
ashust BOSS

HUGO BOSS

»
| FINASTRA

"

B

BALENCIAGA

LACOURTE
RAQUIN
TATAR

McKinsey&Company

SIMON + KUCHER

advancy

DIGITALY
MEDIA

TVSMONDE

JCDecaux Holdingé

INDUSTRY

% Constellium

COTY

GlDF

IXOTA

(IMylan

Y |
“3 Colonial ) *
REAL ESTATE OTHERS
CBRE Cartier
E
I< - davea
KLEPIERRE —EROUP = \/
GROUPE ADP
€, PROLOGIS" '
 vOrympeia
oo il LOCCITANE
st
wework ”’, 7 \an power
GREYSTAR Steelcas
A
STUDIOS

architecture

New clients
11



SFL Activity “3J Colonial
Focus on inner Paris

KPIs:

AN

AN

AN

PASTEUR - Acquisition 1S 2002 LE VAISSEAU - Divestment 1S 2022

KPIs:

Surface:c.40,000sqm v Surface:c. 6,300sqm

NIY: 3,96% v Selling price: € 26,9m
Passingrentexcl. taxes and charges: €21,9m/ year

Acquisition price : € 11,900 persgqm

- Increasingthe average size of ourassets (22,000 sq m perasset)

- 18 assets, 17 inside Paris (99% assetvalues)

£| _—
g
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MARCEAU: A « ONE OF A KIND » PROJECT
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[l SFL Business Cases

83 Marceau: How to deliver iconic project in the heart of Paris

Total reshaping of the infrastructure and facades

Areas creation

Before

6,800 sg m office and
1,200 sg m retail

After

8,976 sq m office and
693 sq m retail

+21%

ﬂ Colonial

Hho

¢ e
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Il SFL Business Cases “3J Colonial
83 Marceau: The drivers for creating best-in-class asset

(1
New services facilities Interior ana moussinet

sophisticated — INTERIOR DESIGN
- design 1 |

ALl

Auditorium &
meeting rooms

‘s\ep.SSECONSO)"

& %,

/4 s %,

s N o
------ e ‘BBC"
HOE o § > effinergie &
A | g glinergie &

ok Y% Ny

\.:'\\'\ LEED GOLp Azlzpo 9@*

‘ oo 355¢®

EXCELLENT EXCEPTIONAL GOLD RENOVATION

16



[l SFL Business Cases

83 Marceau: Post COVID client expectations for offices

When the building meets the

expectations of a world class tenant

Current locations: Paris 16th
(sublet).

Current locations: subletting
premises, deficit of visibility

Current building with an existing
offerthat needed to be conserved
and improved

Current building was a sublet

ESG issues at the heart of the

strategy ofthe group to grow their
real estate footprint

Wishing to stay few meters from
their position, VERY CLOSE to
their clients

Looking for a HQ in Paris with the
BEST technical requirements

Requesting to have a dedicated
SERVICES, with high level of
QUALITY, DESIGN and
RECEPTION spaces

Looking for a ICONIC VERY
ATTRACTIVE building, with strong
external image FOR STAFF AND
CLIENTS

Looking for a best-in-class building as
for ENVIRONMENTAL requirements

ﬂ Colonial

Location /
accessibility

Infrastructure quality

Tailor made offer of services

Architecture and design
excellence

Highest level of certifications

17



Il SFL Business Cases “3J Colonial m_

83 Marceau: Value Creation SOCICTL TONGICRT LYUNR 42T

100 BASIS

400 -

350 - + 179 330

300 +

ROI: 5,3%
IRR: 13,3%
Value Creation: x 2,2

250 -

200 +

150 -

100 -

50 -

APPRAISAL VALUE TOTAL IN COST MARGIN APPRAISAL VALUE
(31/12/2017) (30/06/2022)

18



BIOME: BEST QUALITY PRODUCT WITH LOW CARBCIN ST




[l SFL Business Cases

BIOME: A low carbon footprint inner Paris new campus

Total reshaping of the infrastructure and the product

-
{

" R

i

T T

-~

) $

Areas creation

YMA

Area as of acquisition 20,340 sqm
date
Area as oflast building 24470 sqm

permit

YRIEIX
MARTINEAU
ARCHITECTURE

ﬂ Colonial

+20%

Hho
g
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[l SFL Business Cases “3J Colonial m_
BIOME: Efficiency of the new layout

E RE EE R

v The combination of a rational shape of floor plates (the
existing one) with very few structural constraints, and an
exceptional new organic spaces (new building), very
adapted to new ways of working, both connected with a
platform.

v Arange from 1,500 sq m up to 2,700 sq m floorplate

21
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Il SFL Business Cases ﬂ Colonial
BIOME: Highest standards

SOCIEIE NONGICAE LYOMRAEE

A complex of services dedicated to staff and talents (designed by Jouin)

Business center Fitness

Highest environmental standards with the new BBCA low Carbon label

biodwercity

@ |

EXCELLENT EXCELLENT GOLD

22



[l SFL Business Cases

BIOME: How did it convince its future tenants?

When the asset meets the expectations of grade A tenants

Current locations: Paris 6th (HQ),
and Issy-les-Moulineaux

Current locations: lack of comfort
(technical equipments, ..) and
flexibility

Discrepancies of services between
their different buildings, need to
attract talents

Current building did not convey the
renew and modernity at stake at La
Banque Postale

ESG issues at the heart of new
strategy ofthe group

Strategic decision to relocate the
teams inside Paris

Looking for a brand new technical
building

Requesting quality food offer,
fitness, outdoor spaces

Looking for a totemic building, with
strong external image

Looking for a best-in-class building
as for environmental requirements

ﬂ Colonial

> SSFIL

QUE
POSTALE Au san:iu;e des territoires
et des exportations
Location /
accessibility

Infrastructure quality

Tailor made offer of services

Architecture and design
excellence

Highest level of certifications

23



[l SFL Business Cases ﬂ Colonial
BIOME: Testimonies of LBP & SFIL

¢ e

Hho

Bertrand Cousin, Managing Director of Corporate and Investment Banking and member of the Management
Board of La Banque Postale, said:

“The move to an eco-responsible building with a low environmental impact is first and foremost in line with our
purpose as a corporate citizen. It also embodies our desire to offer our teams a highly-attractive working
environment on a site that meets the new standards of quality of life at work; Located close to La Banque Postale’s
headquarters, the new site will deliver fresh momentum, in particular for the Corporate and Investment Banking teams
J that will all work together on the same premises, alongside the SFIL teams. La Banque Postale consulted La Poste
- Immobilier when choosing the new location, which aims to provide a unique employee experience.”

Francois Laugier, Deputy Chief Executive Officer of SFIL, commented:

“Above and beyond their architectural prowess, the new offices are in lock-step with the needs of our time and in
line with SFIL’s corporate purpose and environmental commitments. The pleasant, efficient working environment will
foster teamwork both on-site and in hybrid mode, which is now a permanent feature of our practices. The new
premises will also create the right conditions to strengthen the strategic partnership between SFIL and La
Banque Postale in local public sector financing.”




Il SFL Business Cases “3J Colonial m_

BIOME: Value creation

100 BASIS

300 -
+ 101

250 +

ROI :5,2%
IRR : 8,1%
Value Creation: X 1,6

200 -

150

100 4 e— e

50 -

0 T T T
ACQUISITION COST TOTAL IN COST MARGIN ESTIMATED
(31/12/2017) PROJECTED VALUE

25
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IV Positioning & products: SFL strategy
Our investment strategy

QUALITY

-

ﬂ Colonial

SOCIEIE NONGICAE LYOMRAEE

g

v Central, in a mixed-use business district
v Being located less than 10 min from a subway station
v Accessibility from the main railway stations in Paris

v The bigger unit, the better

(Average size of our assets: c. 22,300 sq m)

v The largest horizontal floor plates as possible
v Develop & improve services facilities

v Forecast Customer/ End-user experience

v Quality of the RE “infrastructure” (design)
v' ESG compatibility in a ST/LT period

v' Flexibility & reversibility

v Natural vs Artificial light

v Nature and outdoor spaces

v' Emotion and create desire for working

27



IV Positioning & products: SFL strategy “3J Colonial
Why Pasteur?

LOCATION

v" Located in a major hub of transportation, including one of the biggest railway station (61 million travellers
per year),

v' A strategic position for companies and their employees to assure a balance between « work from home »
and « work from the office »

MONTPARNASSE
BIENVENUE 4
pasTEURE)”\ 8 o®0on #
6 o)
b4 ® \ 7 .9 B 1S »vom’m‘ﬁmssz &
: HOu Tor 2y
Bransilien e L7
[, »
o il
B @ HONTPARNASSE
v
'M..A»-.
o1 s
o1
~PASTEUR £
= _,-"'. Ealre ()
40 000 SQM ON A -

MAIN PARISIAN HUB

> totesdeta gare

£| _—
g
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IV Positioning & products: SFL strategy “3J Colonial
Why Pasteur?

¢ e

£ | P

STRONG QUALITIES

Few structural constraints

2,100 sg m horizontally, facilitating communication and ubiquity
High flexibility of the space planning

Large windows, with unique views on Paris and great natural light
Low impactof enclosed corridors

Accesible terraces on several floors

AN N N Y N NN

ESG fondamentals, thanks to an ongoing program of refurbishment paid by the previous landlord and lead by the
tenant according to the new contract

Accesslible terraces on
several floors (6™, 11** Low Impact of enclosed corridors,
Eiffel Tower side view and 16™) with many cleared and opened office
areas

Office floor cafeteria

PASTEUR PASTEUR DASTEUR
@ ©

29



IV Positioning & products: SFL strategy “3J Colonial
Why Pasteur?

SIZE

v' Atargeted size for our portfolio (40,000 sg m), that would allow us, in long term, to create a new iconic
project

v' With very interesting KPIs in the current Parisian market:

» Surface: c. 40,000 sqgm

* A grade A company (Amundi’'s HQ) as a tenant, on a
12-year fixed term contract

» Passing rent excl. taxes and charges: € 21,9m / year
* NIY: 3,96%
» Acquisition price : € 11,900 per sq m

2
Hho

30
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M Future project Focus on railway stations
A 180 ‘ Saint Lazare >> Haussmann St Augustin
Gare de Lyon >> Rives de Seine

Gare du Nord >> Condorcet 3 future
Montparnasse >> Pasteur projects

31
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www.inmocolonial.com
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