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Multi at a glance

One of the largest

manufacturers of consumer

products with technology,
offering a wide variety of
products and sales
channels

/46

Massive distribution
network supported
by strong after-sales

+30k retail customers/

1.1k sales promoters / 44k point of

sales/ our own e-commerce

- For more information on Market Share, see slide 15,

w

Strong brand recognition
and leadership in several
categories

#1in 6 categories and
#2 in 3 categories’

€3

State of the art factories
and logistics centers

3 factories/
32 mm+ products/year

<>

Unigue product
development capability,
anticipating market trends

2,1k+ SKUs launched in 2022

0
hIEI

Experienced team and
engaged management

Executive Board with ~10 years
at the Company (on average)



Long-standing and
successful track-record

Innovation is part of the Company’s DNA, with a wide
variety of technological products that offer convenience to
the consumer.
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- With seven private label websites and over 40 marketplaces through partnerships with key players in the industry, such as Amazon, Mercado Livre, Magazine Luiza, Lojas Americanas B2W, Shoptime, and Submarino.



Leadership with
in-depth sector
experience

Management with extended years at
Multi and in-depth sector experience,
focused on growth and profitability.

Years with Multi

Years of experience

Alexandre
Ostrowiecki

CEO

Mauricio Jorge
Bahl Filho

Supply Chain
Director

André
Poroger

Product

Development VP

Leonardo Castilho

IT Director

Eder Grande
CFO

Henrique Quinsan
Rodrigues

Retall
VP

Carlos Soares

E-Commerce and
Customer Service
Director

Cinthia
Bortone

Human
Resources Director

10 16

Lelius

Braga
Trade Marketing Industrial
and Merchandising Director

Director

-

Juliane

Goulart
Investor

Relations
Officer



Competitive advantages
The pillars of our strategy.

A launching
machine

2

Strong
operational
efficiency

3 4

Management

Widespread focused on
sales growth and
profitability






1. A product launching machine

Unparalleled product development capability, anticipating trends and driving
growth.

Phase duration

(months)
Dedicated team based in China focused on Talented team grouped in specialized business Unique in-house flexibility to define and Focused marketing campaigns

exploring international trade fairs and : units (fully operational product development : execute the most efficient production plan

identifying upcoming trends : squads) Aspirador robd
: i

ORION

32 mm+ SKUs/year

Combined installed capacity MULTILASEN

12 Specialized
Business Units

Trade marketing Digital channels and PR

Easy access to point of sales

Close and constant relationship to : State-of-the-art product testing lab
identify current retail clients demands : (reliability, features and legal aspects)

DC & Logistic Hubs
In Extrema (MG) and Manaus (AM)

Constant and strategic
launch

_— [1n

nulti nm

4 Extrema (MG) Manaus (AM)

Ideas / demands




1. A product launching

machine

Wide range of products with technology
offering democratic consumer convenience.

Office, Gaming,

Accessories and Audio

‘ﬁ

Computer Mini speaker
accessories box

Mobile

accessories Speaker box

Gaming

accessories Earphone

*Due to the purchase of Wellness, Expet and Obabox and new partnerships.

oG =

12

Business units

24

Licensed brands +

WL il Network and Security

Memory

& <

Energy

o

Switches

EMMC Memory

Repeaters

DDR3 : .

Intercoms

Cameras

Infrared
sensors

partnerships

PCsand Screen

Laptops

20

Own brands

+7k

SKUs

Smartphone
and Tablet

Healthcare

Smartwatches Scale

Smartphones / Thermometer
Mobile
sl
Tablets : Inhaler

Home
Appliances

Kitchenware

& ¢

Home
appliances

-4

Personal care

+2,1k

New SKUs launched in 2022*

Automotive and

Mobility

./

Car tools

=

Automotive

Electric mobility

Baby and
Pet

Baby products

Toys and

Sports
-~ ®
=

Remote
control trolley

Blackboard

Sports

e

Drone

8



Office & IT Supplies

nMulti

Office
keep
Gaming

LJARRIOR

nwlti

1. A product launching machine

Own brands with strong recognition across all segments.

Mobile Devices Home Electric Products

Audio
mid-

nNulti

HOME

nMulti

Security

Multi

GIGA

nulti

ULTRA Home utensils

nMulti ﬁ
up I-Iomc Eg?\aectada

EVCOLVE

Car care products

Kids & Sports

Sports

ATRIO> Mowg

Nulti

Toys Electric mobility

nMultikids LI TT=
nMulti

Premium baby Gym equipment
strollers

Litet- wellness &




1. A product launching machine

Strong ability to adapt to market changes.
Sales Breakdown Evolution
4.2% 3-7% 4.3% - 9%
- _— > .
13.4%

- . 14.4% 12.4% e 12.6%
3
5 5.1%

13.8%
2.7%

) 18.2%
3.3% :
o 11.5% [ 26% | C
10

15.6%

13.5%

2014 2015 2016 2017 2018 2019 2020 2021 2022 LTM 3Q23 C

W PCs & Tablets M Telephony B Media OEM
PC Accessories B Automotive B Audio and Mobile Accessorries m Home Appliances

M Health Care Screens and Video H Toys Networks
m Others (

22.7% 22.1%

20.1%







2. Strong operational
efficiency

Expertise in global supply
chains and local
manufacturing.

Extrema, MG

Local technical team in China

3 state-of-the-art factories
Extrema (MG) and Manaus (AM)

2 logistic centers

4,5k + employees

12



2. Strong operational
efficiency
After sales process with

Proprietary software platforms adding

. . . . customer support,
automation and intelligence to this technical
complex operation. assistance, etc

Delivery to customers

Backoffice management Efficient order
separation

Deciding and buying
products abroad

intelipost

Multi

mMERCUR\f

Sales, sales
support, on-site
promotions, etc

@Mﬂ?cunv SAP

Receiving, storage
and production
process




Competitors
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2. Strong operational efficiency

Offering high quality products at competitive prices...

Mobile Devices Office & IT Supplies Home Electric Products Kids & Sports
Philco SAMSUNG . . v
POSITIVO inteloras logitech :JBl, monbpiaL GARMIN.
acer - - @LG = SAMSUNG
w2 tp-link Philco sAmsung OLC
@ motorola
Multi r$149 @ - - — -@ R$1,399 NOIKIA || MUIti R$39 @ - - — -@ R$169 FAPOO Multi rs769 @ — — -@ R$9,999 TOSHIBA Multi R$229 @ — — — - @ R$5,129
SAMSUNG R$521 @ — — — — @ R$11,999 Iogilech R$239 @ — — — -@ R$7,999 SAMSUNG R$1,196 @ — — — — @ R$80,749 COSCO R$389 @ — — — @ R$ 1,476
@ motorola R$s84 @ — — — -@ R$6,799 @I:GM R$1,349 @ — — —@ R$41,999 | R$1200@ —---—~- @ R$6,199
g AN AN AN J
AT G SR
Multi Rs399 @ - — — -@ R$1,499 NDIKIA|| MUILT R$110 @ - — - -@ R$450 nulti R$429 @ — - — —@ R$1.399 MuUlti r$149 @ - — — -@ R$549
Philco R$529 @ — — - @ R$599 -.o tp-link R$139 @ — - - -@ R$789 MONDIAL R$377 @ — — —@ R$1,034 GARMIN. R$1,699 @ — — — — @ R$8,149
SAMSUNG R$1,169@ — — — — — @ R$8,099 Philco R$399 @ — — — -@ R$1,089 SAMSUNG R$1,524 @ — — — @ R$3,599
G AN AN AN J

Notebooks

Multi  Rs1,000 @ — - @Rrs2,999 ULTRA || paulti rsso @ - — - -@ Re399 MUlti r$ss @ — — — -@ R$3,500 PULS
POSITIVOR$899 @ — — — — @ R$4,409 inteloras Rss4 @ — — — — @ R$1,699 Bl rs19c @ - - - - -@ Rs5,999
SCEr R$1,999 @ — — — — @ R$13,999

- '\ AN J

Speakers

Source: Websites of the respective companies. Data as of 11/16/2023.

Note: The intervals between values are not to scale.

14



2. Strong operational efficiency

.proven by relevant positions in several product segments.

Pen drive

~
p & @%. @ Keyboard !.
N l N —_—————— o Tower speaker box |

-

< - o
P ~
_ -’ S
o e s %y
‘ Mouse @ , N »79,) Gaming headphone &
° e °) Headset
)

4
/

\
\ e Amplified speaker box
Tablet (30%! \
: \
,’ ° @ Gaming mouse l.
1 1 :
. . 1 1
Gaming keyboard o @ 1
@ \ h ® Notebook
\ ]
\\ ° Memory cards -
1
\ /
_ N /
. ® ,
Featured phone @ \\ ,/
A Y

® Fryer

°
N ° e Automotive audio
~ e
~ -
~ -~ - -
~ _e
Headphone & Headset €~ - ‘ @
a 4, Sandwich toaster

Smartphone

Source: GfK and IDC

Note: (1) Market share based on volume sold as per GfK from January 2020 to December 2020 for all products, except for pen drive and memory cards, which are based on GfK 2018 research, and smartphones, which is based on IDC research from January 2021 to February 2021

Multi market share’

15



2. Strong operational efficiency

A trusted local partner chosen by several globally renowned brands.

NOKIA

Smartphones

HIKVISION

Electronic
security

B® Microsoft

Computer

¢ Targus
accessories

g\ TOSHIBA

TVs*

Backpacks &

RALZ= R

Baby products

Computer
accessories

Audio*

Computer
accessories*

cip

Drones &
Cameras

Product development and Exclusive distribution in Multi is the exclusive product
licensing by Multi Brazil for certain categories O manufacturer and distributor

*Starting in 2021
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3. Widespread
sales

Ability to serve different
customer segments, based
on 3Q23.

Corporative
6.9%

*Considering sales at Grupo Multi website, obabox.com.br, Grupo Multi store and marketplaces,

Government
14.4%

Small and Medium
Retailers
48.3%

Access to Information

High number
of consumers mapped / Registered

Brand and categories

Pu g
equency




Clients per region

3. Widespread sales

Epic distribution, reaching virtually 100% of relevant
retailers in every corner of Brazil, supported by highly
trained commercial and logistics teams and high
service levels.

Complete national coverage 94% Midwest
with own of our sales shipped D+1 o
team and relevant 1 /0
partnerships -25 hours average shjpment time Southeast
0,
51%
South
o
12%
425k 94%
products shipped/day on-time delivery

30k +' 1.1k 44k +
S

Retail clients Sales promoters PO



/\
/&-n.

/ ——
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4. Management focused on
growth and profitability

Vertical specialization through 12 independent
Business Units, each with their own products,
marketing and engineering capabilities.

gruponulti

@ 20/9

Luiz Cagno Rafael Cortes Fabiano Favero Thiago Maniezzo Rodrigo Gili
Media, Memory Networks Smartphone and Baby and Pet Toys and Sports
and Security Tablet

Caio Dias Guilherme André Gabriella Vassoler Rodrigo Berti Fernando Nogueira Priscila Cavalcanti
Electric Mobility Home Appliances Healthcare Audio, Office, Gaming PCs and Screens Stationery
and Sports and Accessories
@ Years of industry experience / Years at Multi

Business Units (BUs) Targets Incentives

Representatives Sellers Sales Manager BU Directors and specific
Managers:

ion

hieving




4. Management focused on growth and profitability

Real-time monitoring of key indicators through a proprietary platform.

Complete sales management system

Promotions
/’, ‘\\\
.. e ~ .
.. o
‘, o
4 N
4 \
24 modules (Subsystems) )/ \ Selling price
o \\
9 ‘.
! 1
! MERCURY I
! MuIt !
' !
A S
\
/ .
. \ Product description and
Full customer order history \ / P
N ,/ presentation
A ’
N ,o.
OON ’ .
SN .
~ -
~ -

S ———-

Fully integrated with the Company's
inventories

Payment conditions

22







Multi is also a protagonist in
an ecosystem that invests in

Startups in Brazi

we
ventures

Social and Economic Impact
Venture Capital

R$14mm

Investment Commitment

R$ 350mm +* Amazon
& Microsoft grupo @@ sabin
flex SRRE
Financial ‘\gc:/\gg%g:(t)scessed by Invested EIPs
R$ 100mm + 6 FIP INOVA V

Indicator 2
10T FIP

°
— d
ZIYOU  WATCH
Fitness Equipment Streaming Plataform

Rental
R$20mm R$28mm

% LUBY ispcred-

Softwarehouse Business Intermediary,
R$14mm R$5mm

Venture Capital
R$6MmM

Invested Industries

Projection of new strategic deals’
and Sectors

8IBNDES Qualcomw

20 mm +

+ 16 sectors

* Investments made since 2020 in a portfolio of investments in startups considering commitment until 2023
' - Projection for 3Q23

24



Startups’ Investments Highlights:

]

@3 cash.in WATCH' E-MOVING
'_________________________-\\ ,f-_________________________
About Cash.in: About Watch: About E-Moving:

+ The company operates with electric bicycle rentals,
with a focus on facilitating urban mobility, saving time
in traffic, and reducing CO2 emissions.

» Company operating in the B2B segment for Internet Service
Providers (ISPs), offering options for subscription of titles,
movie rentals, and TV channels.

«  Optimization platform for the distribution of rewards and
incentives between companies and employees.

«  Simplification of payments, previously conducted through

gift cards. + Business model includes both B2C and B2B

segments, with a primary focus on the B2B model
which boasts a lower Customer Acquisition Cost
(CAC) and higher Customer Lifetime Value (LTV).

*  +1.2 million subscribers.

« A digital solution catering to large corporations, providing
employees with increased income and consequently
enhancing their well-being.

»  Significantly reduces the tax burden for ISPs.

Monetization Methods Subscribers and Providers Evolution

Revenue Streams

. Fee: Applied to the amount provided by the client for executing 1270
incentives. On average, 2% of the total amount provided. Varies
based on volume and frequency. 4Work: Focuses on meeting the last-mile delivery needs and
444 465 468 476 485 496 daily tasks of professionals.
. Rate: On average, 3% on the balance of benefits used by the end- 341 350 350 362 374 377

user. Corporate: Corporate clients who provide bicycles as a

mobility benefit.

deDec21  Jan 22 Feb 22 Mar22  Apr2May22 Jun22

. Breakage: After 12 months, the unused balance of incentives by
the end-user is appropriated by Cash in.

Sharing: Companies contract a fleet of e-bikes that are made
available for use.
+  Swipe: Average fee of 0.4% received from the Elo brand at the

moment when the end-user utilizes the incentive card. ® Providers M Subscribers (In thousands of RY)

o T —

D

Costumers Partners Strategic Partners
e & 3% M“ , COMEDY nulti n.nmultia 7=
ARG 2 sony Poramount + CENTRAL Manufacturing and Leasing
# SOLAR ,, S semexe  (webmotors
suzano Gty AWESOMENESS@)  NBCUniversal mm& m Resale






3Q23 Highlights

v In 3Q23, Multi's net revenue was R$883.8 million, a 21.3% decrease from 3Q22 and a 10.7% drop from 2Q23. This was mainly due to slowed
electronics sales in retail and delays in government purchasing budgets, initially expected in the latter half of this year but postponed to 2024.

Gross profit stood at R$58.9 million, an 82.8% reduction from 3Q22

Vv and 77.7% from 2Q23. Gross margin was at 6.7%, affected by a
provision of R$68.6 million due to the worsening outlook for certain
smartphone and notebook lines.

EBITDA for the quarter was negative R$116.3 million, due to the
v  revenue decline coupled with a negative gross margin in the mobile
devices segment.

Vv The company recorded a net loss of R$212.2 million for the quarter,
reversing the positive results seen in the previous comparable periods.

Despite a more challenging operational environment, Multi continued

v to show strong cash generation, with R$248.4 million from operating
activities and R$205.9 million in free cash flow, including a reduction
of R$470.9 million in inventory compared to 2Q23.

v Net debt continued to decrease significantly, by 80% compared to
2Q23, going from R$197.9 million to R$40.1 million in the period. -



Financial Highlights

CAGR (2016-2022):
24.7%

1,166

2016

1,536

2017

Net Revenue (rR$ million)

4,847
4,384

3,770
3,077

1,915 1909

2018 2019 2020 2021 2022

LTM 3Q23

A NetRevenue

1123 990 884
3Q22 2Q23 3Q23

EBITDA and EBITDA Margin (rR$ million and %)

15.7% 16.2% 12.8% 19.3% 16.9%
12.4%
5.6% 13.9%
817
548
CAGR (?)‘;2-2022): 183 249 245 237 245
-285
2016 2017 2018 2019 2020 2021 2022 LTM 3Q23

1.0% 3.7% 13.2% ‘ EBITDA
= EBITDA Margin
124 37
—
-116
3Q22 2Q23 3Q23

Net Income and Net margin (rR$ million and %)

15.0% 14.4% 12.2% 121% 15.6% 16.0% .
775
175 221 234 231 aa4 90
-716
2016 2017 2018 2019 2020 2021 2022 LTM 3Q23

6.1% 4.4% A Netincome
——\ -24.0% ——  Net Margin
68 43
L |
-212
28
3Q22 2Q23 3Q23



Sales by Channel

63% A%3Q23 x|A%3Q23 x

6.5%
7.8% Small and Medium Retailers Small and Medium Retailers -18.5% 0.6%
I National Retail National Retailers -42.4% -7.7%
10.8% 19.3% Il Government
= M sP -43.5% -33.9%
Corporative Government
pTC ISP -17.2% -20.0%
Corporate -12.0% -20.8%
3022 2023 3023 DTC -7.4% 5.8%

Net Revenue by Segment

A%3Q23 x| A%3Q23 x

3Q22 2Q23

Mobile Devices Mobile Devices -32.0% -13.3%

30.2% Il office & IT Supplies Office & IT Supplies -19.4% -16.4%
30.8% Il Home Electric Products Home Hectric Products -18.9% -13.2%

I Kids & Sports
-6.7% 18.8%

Kids & Sports

29

3Q22 2Q23 3Q23



Breakdown Of sales by Accessories
segment and family
Based on 3Q23 sales. :’:mw&omce z;‘j

Security 3.'4%

Kids & Sports;
15.0% Audio & Mobile Accessoires

=]
()
o

25.2%
% RL Small Appliances
Screens & Videos
Office & IT Supplies 32.4%
Electric Mobilty
Home Electric Products 27.4% Home Electric
Products
Kids & Sports 15.0% 27.4%

1Unaudited management information.
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Breakdown of top
families by sales
channel

Based on 3Q23 net
revenue.

% NR
Small and Medium Retailers 48.3%
Government 14.4%
ISP 14.4%
National Retail 8.2%
Corporate 7.8%
DTC 6.9%

0
0.5% 58"

0.3% @ 170

1.9%0\
4.2%

0,

Small and Medium
Retailers
48.3%

Government
14.4%

1.2%./

0.9%
1.1%@ 9os,

3.2%

1Unaudited management information.
2Direct sales to the final consumer considering e-commerce, market place and physical store.

Top families by Channel

Small and Medium Retailers

% Channel

% Total

Screens & Videos
Toys

Tablets & PCs
Telephony

Health Care

National Retail

Screens & Videos

Tablets & PCs

Telephony

Audio & Mobile Accessories

Others

22.9%

13.1%

10.6%

14.1%

Corporative

Networks

OEM

Tablets & PCs

Others

DTC?

Screens & Videos

Drones & Cameras

Others

60.7%

28.0%

4.8%

6.5%

14.2%
13.8%

72.0%

4.2%

1.9%

0.3%

0.5%

1.1%
1.1%

5.6%
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Debt Amortization Schedule (rs mition)

At the end of
3Q23,the Company
had R$898.3 million in
cash and cash
equivalents.

Short-Term
46%

54%
Long-Term

Note 1: Leverage considering Net Debt/EBITDA LTM.

Cash & Equivalents

Short and Long-Term Profile Net Debt and Leverage Breakdown by Category and Cost

Weighted average cost: 6.8% p.a.

322.1

216.2 258.2

141.9

2023 2024 2025 After 2025

0.81x
-0.08x
FINIMP
443.6 6.0%
4.36% p.a
Working
Capital in FX Working
75.1% Capital in BRL
14.3%
197.9 5.74% p.a
14.56% p.a
40.1 FINEP
] 47%
3Q22 2Q23 3Q23 3.02% p.a

NetDebt —emmm=|everage'
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Breakdown of Gross Margin by Segment (rs milion and

. - Net revenue, profit and
=== Gross Margin = Mobile Devices ®Office & IT supplies ®Home Electric Products mKids & Sports  «= d COGS by segment gross margin excluding
Mobile Devices

37.8%
19.7% 23.6%
6.7%
883.8 795.9
142.1
-47.1%
15%
27% -230.1
3T22
-185.0
32%
-82.5
218.2 224.1
58.9 706 91.7
_________________________________________________________ .
) ! : : : : : o : 3722 2123
Consolidated Net : Office & IT supplies  Home Electric Products Kids & Sports Mobile Devices 1 Consolidated Gross
REVENUE = mm o s oo oo e - ! Profit

3723

163.6

56.5

3T23

33



Mobile Devices

Segment formed by electronic devices that are easy to transport and
handle, basically composed of smartphones, notebooks and tablets aimed
at large retail chains and corporate customers.

Continuous launch of new products

. Increasing market share of our

Launch of the Multi H 56 entry-level smartphones
State-of-the-art device with the

most affordable price on the market

Still with low penetration

Multi Ultra brand distribution Exploring oppor::;n:tess iisducatona

Increase our presence in the mid-

range notebook market Expanding market worldwide and with

considerable government contracts in
Brazil

Brands & Products

nulti ‘Dﬂ & E @

nMulti Smartphones
ULTRA Desktop Notebooks and Tablets
Cellphones

327.5

3Q22

309.1

% 3Q23 Net Reveneu:
300.7 25.2%

256.8
222.6

4Q22 1Q23 2Q23 3Q23

33.9%

123.2

3Q22

37.6%
23.9% 15.5%
-57.7%
73.8
39.8
-104.8
-173.7
4Q22 1Q23 2Q23 3Q23 34



Office & IT Supplies

Segment composed of computer peripherals, office supplies and internet
and security equipment, predominantly sold in small retail, internet

service providers and installers.

Continuous launch of new products

Partnership with Hikvision

Global leader in electronic security
and surveillance solutions

Launch of new products

Smart Box and 5G ZTE router

Brands & Products

Partnership with ZTE

Enabling Multi the leading position in
the supply of equipment for internet
providers

Launch of our brand Keep and
partnership with Targus

nulti keéep u ‘ ~— y \Q ’@

WRARROR [

Multi

Routers Peripherals

Networks

Stationery Flash Drives SD Cards

355.4

3Q22

316.3

4Q22

215.9

1Q23

342.7

2Q23

286.6

3Q23

26.8%

19.9 .39

17.2% % 7.0% 19.3%
91.7
70.6
56.5
41.7
222

3Q22 4Q22 1Q23 2023 3Q23

% 3Q23 Net Revenue:
32.4%
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Home Electric Products

Segment formed by small appliances, products from the Audio and Video
line and Health Care products, widely sold in large retail stores and
pharmacy chains.

Continuous launch of new products

Increasing our share in the

healthcare electronics segment Rlonisingpanershipiwal

Toshiba's TV business

T® (22 Sl T (B GETES Gaining market share in this

huge market

Construction of a plastic injection

Strengthening of the Multi Care plant

RrendinpeSonalcars Verticalizing of the production of small

appliances parts

Brands & Products

~PULS

anuIt =

Multi Multi plti -

=01 ) .“

Healthcare TVs Security ~ Home Appliances  Audio  Kitchenware

up Home

Net Revenue

298.4

3Q22

354.5

191.7

4Q22 1023

278.7

2Q23

242.0

3Q23

% 3Q23 Net Revenue:
27.4%

25.7% 31.2% 20.3% 27.1% 31.6%
93.0 a5
72.0
51.9 57.0
3022 4022 1023 2023 3023
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Kids & Sports

Segment composed of light and heavy childcare, fitness equipment, toys
and pet products, normally sold at specialized retailers

Continuous launch of new products

Diversifying our sports products
under the Atrio brand

Expansion of electric vehicles, with
the launch of scooters and electric
bicycles

Partnership in the sale of DJI
products

Acquisition of Watts and launch of
the W125 electric motorcycle

Launch of the Mimo brand and
acquisition of Expet

Launch of Fisher Price
pet products

ATRIO™> p..¢ clp ®
Mt Y 2 3 N
Multikids HPETTE & L ' E o= ap 0{-‘ ey

Ayt
Baby

Baby  Scooters oY

Litet: wellness <

Electric

Sports Toys Pets g

Net Revenue

142.1

3Q22

131.9

4Q22

1023

111.6

2023

1325

3Q23

% 3Q23 Net Revenue:
15.0%

38.4% 9 39.8%
33.9% d 25.0% 36.2% b
54.6 so1
a4
33.0
27.7
3022 4022 1023 2023 3023
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Summary of Multi's tax benefits

Some of the tax programs that Multi benefits from have been in existence for almost 30 years,
with no short-term maturity and with the possibility of extending their terms

Tax Benefit State / Federal Description

° Non-cumulative tax applied to the commercialization of merchandise and to the provision of
state and municipal transportation services
ICMS Began: 1991 Stat ° Benefit for products manufactured in the Extrema production plant, such as memories, tablets,
Minas Gerais Ends: Dec/2032 <l notebooks, and smartphones with no taxation of ICMS
° For imported products such as mouse's, keyboards, toys, baby product line, home appliances,
tax rate of 1.5% over sales is applied
Lei da Informética Began: 1991 Federal ° Financial tax credit on IPI (Tax on Industrialized Products) on the end product
Ends: 2029 ° The end date for PPB has been renewed in 2001, 2004 and 2014
Programa de Apoio Set of federal fiscal incentives that were established in order to attract investments in the area of
ao Desenvolvimento semiconductors and displays. The fiscal incentive is comprised of:
P P Began: 2007 Federal
Tecno\qglco da Industria Ends: 2026 ° Financial tax credit on II, IPI, PIS-COFINS and PIS-COFINS-Importagao for machinery, equipment, products and
de Semicondutores software related to the production of semiconductors and displays
(PADIS) . Reduction of 75% on corporate income tax (IRPJ)
The benefits generally refer to exemptions, reductions in the calculation basis and deferral (extension of the term)
of payment of ICMS levied both on the acquisition of inputs and on the output of finished products.
o ICMS stimulus credit: this credit reduces the amount of tax payable which, depending on the good, can vary from 55% to
100%, with this incentive being given per product
Manaus Free Trade Zone Indefinite State ° Deferral of the tax, which can occur both in cases of import of raw material and secondary material, as in the exit of

intermediate goods for use with input from another incentivized industry, within the State of Amazonas
Exemption from the tax levied on the acquisition of machinery and equipment for direct use in the production process
° Reduction of the ICMS tax base on imports of raw and secondary material from abroad, which can vary from 55% to 64.5%.

Industry dynamics are based on current programs that bring benefits to end consumers as companies pass them on; there are no incentives
for governments to change these conditions.
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Where Technology is,
Multi will be.



