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in the North American market

Vigorous of consumption in US

in the most renowed department stores worldwide

gross margin in the Group

18



19

1Q19 2Q19 3Q19 4Q19 1Q20 2Q20 3Q20 4Q20 1Q21



20



21



22



23



24

1Q19 2Q19 3Q19 4Q19 1Q20 2Q20 3Q20 4Q20 1Q21

•

•



25



26





28



1

.

29



30



31



Growth of 

Expansion of 

32



2018 2019 2020

33



34



2018 2019 2020

35



1Q20 1Q21

2018 2019 2020

36





• Support and accelerate the 
through our platform

• in differetn price points 
and niches

• Build a 
in different stages 

of maturation and with potential growth
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• of large mature brands and digital native brands

• available in our sweet spot
(R$ 15 - 40 mm EBITDA)

• , still small and with unknown cycles

• in the pace of future growth of the Company

•
, with focus and attention on an iconic asset

The brands were strongly affected by the pandemic with a drop in 
results and high leverage, which made new acquisitions unfeasible

39



Hering is

by creative directors, specially, from FARM

, traditional, resilient brand that delivered of EBITDA (average in 
2018, 19, 21 and 22) and strong cash generation

The brand is recognized, and loved by Brazilian consumers

that we will focus on for a long period, with a greater potential for incremental 
results

A product

(1) Source: EBITDA 2021 e 2022 are market projections 40



from both sides

Industrial efficiency (cost, lead time and SLA), added to gains in scale, positively impacting 
the group's gross margin

in the collaborative process ("collabs" and brand activations) with 
Hering, due to the generational transition

Great growth potential in , due to the 

Brand with a strong in the national market

41



of Grupo SOMA's addressable market (increase of 

considering clothing for classes A, B and C1)

More than customers, with CRM and financial product potential

Good level of and a very mature ESG agenda

(2) Source: Statista, IPC Maps mercado de vestuário confeccionado 2019 and Cia Hering IR. Considered potencial of consumption A, B1, B2 e C1.
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2. Cross-selling Hering wholesaler POS for Grupo SOMA

1. Acceleration of digital presence

43



Presença digital

Digital
+

Labs

Leverage sales through 
social networks

Live sales-based digital sales

Sales made using franchise and multi-brand 
inventories in a marketplace model

Drive online sales through multi-brand and 
franchise sellers

Full integration between own store 
stocks and e-commerce for multi-
brand and franchises

Drive online sales through physical 
store sellers 

Technology to increase assertiveness in 
launches

Major digitization projects:

44
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17,3%

5,6% 4,0% 2,6% 3,2% 4,5%

10,5%
12,8%

33%

13% 14% 12% 12% 13%

22%

30%

Peer 1 Peer 2 Hering Peer 3 Peer 4 Peer 5 Peer 6 Grupo
Soma

Share of E-commerce in Sales 
Before and After Pandemic

2019 2020

Online Sale Complexity
HigherLower

Peer 1; 14.305

Peer 2; 10.384

Peer 3; 
2.636

Peer 4; 2.946

Farm; 3.002

Animale; 916 Hering; 2.964
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Traffic versus brand capilarity

Target área 
for traffic

With Omni 22%

With Omni 
45%
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Hering has almost 10,000 active wholesalers and a 
relationship with around 20,000, with national sales 
and logistical footprint

Grupo SOMA has increased the volume of 
wholesaler POS in the last few years, with more 
than 3 thousand wholesalers

Cross-selling whosalers Hering-SOMA

Unquantified: Hering sales increase by digitizing 
the sale

3.308 3.327
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Hering industry, scale and purchasing intelligence

3. Cost optimization due to scale gains and tax benefits

4. Verticalization of the chain, especially in the fabrics

5. Better shopping quality and assertiveness

6. Increased brand responsiveness with gross margin optimization

7. Sinergy in expenses

48
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Cost reduction in SOMA 
industrialization by increasing 
the verticalization of the 
chain 

Markdown reduction due to the 
use of Hering's industrial park, 
enabling a more responsive 
chain with shorter lead times
(knitting fabric and viscose)

Use of AI algorithms to 
improve the quality and 
precision of purchases and 
distribution

• Global Finished Product 
Sourcing (Hering <> SOMA)

• Procurement with centralized 
trading synergies

• Tax gains 



2021 2022 2023 2024 2025

Evolutions of savings by value (R$ mm) and reduction (%)

(1,2%)

(2,3%)

(3,3%)
(3,6%)

(3,8%)

Levers for results:

• Trading volume: ads, MDR, marketing
• Route optimization: logistics and facilities
• Overlaps: personal, IT and legal

50

Front
% Saving¹ 

2025

Staff 2.0% ²

Marketing on and offline
(↑ efficiency and scale)

4.0%

Logistics 7.0%

IT 8.0%

Facilities³ 10.0%

MDR, Other Services and Long Tail 6.5%

Total 3.8%

(1) Estimate benchmarks in SOMA (2) Corporate personnel only (3) Hering values contained in Other Services and Long Tail 



8. Sinergies in CAPEX

9. Improvements in the financial cycle

51



(1) Estimativas referentes à Benchmarks
(2) Capex 2021 anunciado pela companhia

Financial cycle reduction until 2025

2019 2020 2025

Capex can be optimized with SOMA digital operation

Improved inventory turnover and extended suppliers

- Resuming the levels of the past, with a gain of 25 days over 
2019.

28
9 18

19

12

26

18

22

84

4

3

65
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131 126 123 124 120

2019 2020 2021 E 2022 E 2023 E 2024 E 2025 E

Indústria Lojas TI Outros

Opportunity to integrate areas and projects related to 
technology and systems with the SOMA Group 

Capex (R$ mm) Financial cycle (days)

Pior

Melhor

Estimates 2022-25

-R$ 50mm

por ano

52
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(1) Includes cumulative effects between revenue gains, costs and expenses
(2) Discounted by the Company's WACC

Opportunities
Capture 
begining

Total in 2025
R$ mm

Sinergies in 
Gross Revenue

1. Acceleration in digital presence 2022
108 – 126 EBITDA

2. Cross-selling Hering whosalers for Grupo SOMA 2022

Sinergies in Costs and
Expenses

3. Optimization of costs due to scale gains and tax gains

2022
158 – 185 EBITDA

4. Verticalization of the chain, especially in fabric

5. Melhor de qualidade e assertividade de compras

6. Increased brand responsiveness with gross margin optimization

7. Sinergies in expenses 2021

Total impact in EBITDA¹ 266 M - 311 M

Sinergies
in Cash Flow

8. Sinergies de CAPEX 2021
173 – Cash Flow

9. Working capital adjustments 2022

Present
Value2 of
R$ 181 M 

to R$ 212 M  
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