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Reopening of Physical stores 

[% open stores/ total stores] 

After the decision to close 100% 

of our stores in March, we 

gradually reopened our stores 

in accordance with established 

health and safety protocols.  

8% 

35% 

64% 

73% 

April May June July 
3 

Aug Sep 

96% 
100% 

Percentage of open stores 



Customer uses and 

frequents only one 

channel 

Customer uses each 

channel separately 

Customer benefits 

from the synergy and 

integration of all 

channels 

Customer journey to multichannel 

Magalu Multichannel 

3Q20 was, for Magalu, a 

return to normalcy or, a 

return to our traditional 

model, where 

MULTICHANNEL is 

the name of the 

game 



Evolution of total sales 

Total sales growth 

Total sales 

Jan-Sep 2020 

R$ 29 Billion 
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34% 

47% 

81% 

30% 

3,473 
4,641 

6,818 

12,355 

3Q20 3Q19 3Q18 3Q17 3Q16 

2,674 

[MM R$; % YoY] 

GFK annual marketshare gain 

+5.4 pp 

(Source: GFK) 



Exponential and sustainable growth 
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Adjusted total expense over net 

revenue 

20.3% 

Adjusted net profit in 3Q20 

Growth of 70% vs 3Q19 

R$ 216 Million 

Generation of operating cash in 3Q20 
R$ 884 Million 



Physical store growth 
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Evolution of physical store sales 
[MM R$; %] 

3,576 

1,845 

3,363 3,350 
3,522 

4,167 
4,670 

4 
QUARTER 

3 
QUARTER 

2  
QUARTER 

1 
QUARTER 

Total sales growth with 

part of stores closed in 

July and August 

18%  

Same store sales 

7%  

2019 

2020 



Evolution of Online GMV 
[MM R$; %] 

E-commerce growth 

E-commerce as a 

percentage of total 

sales in 3Q20 
66% 

3Q20 3Q19 3Q18 3Q17 3Q16 

1,088 
1,681 

3,296 

8,189 

661 

E-commerce growth 

3Q20 vs 3Q19 148% 
55% 

96% 

148% 

64% 



Evolution of Online GMV 1P 
[MM R$] 

E-commerce growth (1P) 

} 
9 

3Q20 3Q19 3Q18 3Q17 3Q16 

1,021 
1,468 

2,442 

6,094 

660 

E-commerce 1P 

growth  3Q20 vs 3Q19 

150% 



Marketplace growth (3P) 
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11 k 

40 k 

3Q19 3Q20 

250% 

Marketplace sales 
[MM R$] 

Marketplace Sellers 
[000’s] 

2,095 

3Q19 3Q20 

145% 

854 
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Mobile sales 
(Mobile as % of Magalu GMV) 

30 M MAU 
(Monthly active users on all Magalu 

platforms, 3Q20) 

+2 M Customers with open accounts 
(Oct/20) 

(source: AppAnnie) 

75 % 

Super App 

3.000,00 



New categories 

 

+5 million grocery items 

sold in 3Q20 
 

Largest category in terms of 

items sold 

 
Free shipping in grocery 

category throughout Brazil 



Faster delivery 

% of 1P deliveries 

within 

24h 
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5% 

Mar/20 Jun/20 

44% 

Sep/20 

35% 

Logbee and Ship from 

Store Expansion 
Logbee and Ship from Store        
Expansion 



Faster 3P delivery  

of 3P sales now 

delivered by  

Magalu 
Entregas 

30% 
sellers now 

using Magalu’s 

cross-docking 
services 

stores enabled 

for 3P in-store 
pick up 

+1.200 240 

We are extending all of the benefits of our logistics network to  
3P marketplace sellers 
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Excellence in customer service 

Recovery of the 

Reclame Aqui RA1000 

rating for 1P and 3P 

customer service 



Omnichannel 

operation  

PRESENT 

…and now we will make 

Brazil digital 

We made Magalu 

digital... 
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Digitalization of Brazilian retail 

The digital operating system 

for retail in Brazil 

FUTURE 



8 acquisitions in 8 weeks 

17 



Acquisitions for faster delivery 
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GFL will accelerate ship from store, in store 

pick-up and last mile delivery for 3P sellers 
(cross-docking). 

 

 

 

50% 
Increased Logbee 
capacity by 

SincLog will enable Magalu to better 

manage last mile deliveries across the 

platform. 

 

 

+30 Transport companies 
using the solution 

Technology platform used by GFL  Operations in 600 cities in Brazil 



Acquisitions for MaaS 
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   processed in 2019 

Point of sale (POS) system via a SaaS 

(Software as a Service) model developed 

by Stoq to reduce friction and improve 

the purchasing experience of small and 

medium-sized retailers  

250 Million transactions  +85k Students trained 

More than 200 courses, focused on e-

commerce and the digital economy. 

ComSchool will help Magalu to onboard 

3P marketplace sellers and educate 

analog businesses, helping make Brazil 

digital 



Strategic acquisitions for the SuperApp 
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R$ 6.165,00 

350 Cities across Brazil 
(focus on small and medium-sized cities) 

700 R$ Million in GMV (annualized) 

AiQFome, a food delivery app, expands 

the SuperApp’s service offerings and 
increases the purchase frequency. 

 
 

    3x Monthly Frequency  



138% sales growth 

 

+1M active customers 

#temnomagalu (#TheyHaveItAtMagalu) 
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Sales leader in fashion and 
sporting goods 
 

+12 MM orders from 
January to September 

Unique catalog with more 

than 20 million books 



Magalu Ecosystem 



Expansion of Physical Stores 
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Opening new stores in the  

capital of Brazil, Brasilia  
 

Opening new kiosks in 
Lojas Marisa stores 
 

New Stores in 

Distrito Federal 

 

9 

Lojas Marisa kiosks 

opened in 3Q20 

 

65 

Total kiosks operated 

by Magalu 

 

116 



1 
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Recognition in the labor market 
we are 

º 
Best retail 

company to  
work for 

in Brasil  

Highest ranking retailer in the best 

places to work category on 
glassdoor 2020 



2017 2018 2019 2020 

40° 
27° 

7° 

4° 

Position in the most valuable brand 
ranking by Kantar 

Brand building 

Most valuable retail brand in the 
BrandZ Brazil ranking 

 

Fourth most valuable brand in Brazil 
in 2020 

 
124% growth in brand value 

reaching US$ 5.1 billion 
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INNOVATIVE TRAINEE 
PROGRAM FOR PEOPLE 
OF AFRICAN DESCENT  

An innovative  
trainee program for 

people of African 
descent. 

 
EXPANDING ACCESS 

TO THE 
DIGITALIZATION OF 

BRAZIL! 



Financial Highlights 



Total Sales 
(3Q20) (3Q20) 

R$ 216 Mi 18% 

R$ 0.9 Bi Cash Generation 
(3Q20) 

(3Q20) 

Total Physical Store 

Sales Growth 
(3Q20) 

81% 

148% 

R$ 12.4 Bi 

Financial Highlights 

Adjusted Net 

Income 

(3Q20) 
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Total Sales Growth 

E-commerce Growth 



Solid Capital Structure 
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Reduction of financial expenses from 2.0% to 1.2% of net revenue 

 

0.5 

(1.7) 

Sep-19 Dec-19 Mar-20 Jun-20 

(1.8) 

(0.6) 

Adjusted Working Capital (R$ Billion) 

 

Sep-19 Dec-19 Mar-20 Jun-20 

0.6 

6.3 

3.8 

5.8 

Adjusted Net Cash (R$ Billion) 

 

(1.9) 

Sep-20 

Sep-20 

5.9 



0.5 

1.3 

Strong Cash Generation 
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Exponential growth coupled with strong cash generation 

7.6 

1.8 

Inicial 

Cash 

Net 

Income 
Working  
Capital 

Capex Net 
Loans 

Interest 
and 

Leasing 

Dividends Final 

Cash 

0.3 

1.8 0.5 0.5 0.5 

2.9 

4.6 

LTM 

Cash flow (R$ Billion) 

 

0.6 

Depreciation 
and 

Provisions 

Buy Back 

0.3 0.3 4.2 

Stock 
Offering 

Cash  
Flow from 

Operations 

2.7 

Receivables 

Cash 



Strong Consistent Cash Generation 
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2017 2018 2019 
Sep-20 

LTM 

Cash Flow from Operation (R$ Billion) 

1.0 
1.1 

1.5 

2.7 



Luizacred 
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5 million cards issued  

 
Evolution of the Luiza Card Base 

 [Billion] 

Sep-19 Dec-19 Mar-20 Jun-20 

4.9 
5.3 5.0 5.2 

Sales (R$ Billion) 

 

7.0 
7.4 

5.3 

1.6 

5.9 

1.5 

3Q19 3Q20 

11% 

-6% 

7% 

Luiza Card - Inside Magalu 

Luiza Card - Outside Magalu 

Sep-20 

5.0 



Luizacred 
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Percent of the portfolio overdue (%) 

 

Sep-19 Dec-19 Mar-20 Jun-20 

NPL 15-90 NPL > 90  Coverage (%) 

168% 168% 168% 169% 170% 161% 

3Q19 

14 
6 

3Q20 

118 

152 

9M19 9M20 

Net Income (R$ Million)  

 

8.8% 
8.2% 8.2% 

9.7% 

2.7% 2.7% 2.4% 
3.3% 

175% 157% 

Sep-20 

8.6% 

1.8% 

Throughout the quarter, payments surpassed pre-pandemic levels:  

lower defaults and better results 
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          INVESTOR RELATIONS 

RI@MAGAZINELUIZA.COM.BR 

MAGAZINELUIZA.COM.BR/RI 

As afirmações contidas neste documento relacionadas a perspectivas sobre os negócios, projeções sobre resultados operacionais e financeiros e aquelas relacionadas a perspectivas de crescimento do Magazine Luiza são meramente 
projeções e, como tais, são baseadas exclusivamente nas expectativas da diretoria sobre o futuro dos negócios, Essas expectativas dependem, substancialmente, das aprovações e licenças necessárias para homologação dos projetos, 

condições de mercado, do desempenho da economia brasileira, do setor e dos mercados internacionais e, portanto, sujeitas a mudanças sem aviso prévio, O presente documento pode incluir dados contábeis e não contábeis tais como, 

operacionais, financeiros pro forma e projeções com base na expectativa da Administração da Companhia, Os dados não contábeis não foram objeto de revisão por parte dos auditores independentes da Companhia,  


