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1Q22 Highlights

10.4 million 7.1 million

CLIENTS! DIGITAL ACCOUNTS
+44% YoY +83% YoY

4 &

R$17o1 billion RS 48 million

CREDIT PORTFOLIO NET INCOME

+7% QoQ stable QoQ

1. Bacen methodology of total client. Internal calculation for 1Q22, since the official information has not yet been published by Bacen.
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Recognition of our
transformation and culture

We have earned the
GREATPLACETO
WORK certificate

Once again, we are
among the TOP 10
BRAZILIAN BANKS BY
FORBES

© ABF For the third year, help!
B won the SEAL OF
FRANCHISING

EXCELLENCE FROM ABF
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Solid growth in client base

Clients (BACEN)'

Million

| M 104
9.1

1

57% with

8
7.2 7I8

1Q21 2Q21 3Q21 4Q21 1Q22

1. Bacen methodology of total clients and clients with credit (SCR - Credit Information System). Internal
calculation for 1Q22, since the official information has not yet been published by Bacen.

' briig

RELATIONSHIP WITH CLIENTS

anytime, anywhere, any device

Digital bank @p |

7.1 mm accounts
840 help!

stores

s

337 retailers'
stores

WhatsApp
3.9mm
registered

call center

22 banking
agencies

pHYGﬂ-AL PHYSICAL + DIGITAL




help! evolution has already increased g bmg
productivity per consultant

840 physical stores

=

online operation

Increase of productivity per consultant?:
R$ thousand per business day

 Gro—

help! 2.7
1.8
heip 2Q21 3Q21 4Q21 1Q22
P = ®
. (< “ V —
presence in 100% 3 wos U Gy
of the Brazilian . I - el
. ew ncrease o xclusive
territory franchise products and channel for
formats services emergency
portfolio personal credit

1. Does not consider origination of a payroll loan via an exclusivity agreement with Itad 6



Our digital strategy grows strong " bmg

Digital accounts

Mmillion

+83% 71
6.3

5.3

39 4.6

1Q21 2Q21 3Q21 4Q21 1Q22

1. Considers purchases on credit and debit of traditional cards

banco

3,2 new digital accounts

e in the last 12 months
million

\_/

5.5 monthly unique visitors on
million average in 1Q22 [+65% YoY]

RS 690 in transaction volume' on
the cards in 1Q22 [+199% YoY]

million
RS 3.8 of cash in on digital accounts
billion in 1Q22 [+99% YoY]

RS 970 on investment outstanding

million [digital bank] [+81% YoY]

NN N AN/
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Partnership with retailers ! bmg

. . ) Accumulated
« B2C consumer financing, for a select target audience until April/22 82 .

with greater potential for profitability
i] cards
] .
issued

s 100 minion 400

transacted on cards off us
purchases?

Relationship
with retailers

cross-selling client life
PROFITABILITY digital bank cycle

S 19,

partnership with number of
éﬁ et E’ digital retailers stores
‘ card account 4 337
(S

1. Purchases made outside the retailer that issued the co-branded card. 8



Ecosystem of investees enhances the
generation of value

' briig

IR | Figures referring to 1Q22

Sbmgseguros| hbmgzzzz:| Giranito | fF s rovs| RAROE | (0233015
70% 45% 50% 30%
Issued Premiums Issued Premiums Total Payment ECM & DCM Deals Clients GMV
R$ 80 million R$ 179 million Volume 4 operations +31% YoY R$ 35 million
% % R$ 2.7 billion
[+194% YoY] [+68% YoY] 284 Devs cervi
[+227% YoY] Assets Under ervice
° ° + o
Retained Pr.errnums Plg.:tlf:j?o Number of Management 33%YoY +200 thousand on
R$ 50 million RS 2.8 billi Raro Academy average per
q illi Clients $S BIRION :
[+184% YoV] 3.5 million 31% Yoy] +100 students month via
+ 00 ope o
[+13% YoY] 75 k ° artificial
graduated . .
[+66% YoY] from the training intelligence
program
ertUSZ In May, we announced a new partnership with iCertus, enterprise resource planning (ERP).

1. Operation pending conversion into shares| 2. The effective conclusion of the operation is awaiting BACEN approval.

The company acts as Saa$ provider and makes loans to small and medium-sized companies.



RELATIONSHIP WITH



We outline our objectives through a client plan 5,
for 2022




We have segmented the service and our NPS and the 1§ bmg
response time have evolved every quarter

Segmentation of service

Evolution of the transactional
NPS of the service

CORE PRODUCTS

Payroll credit card, Payroll loan, Direct debit loan, FGTS
NPS: Quality

PREMIUM D
Diai NPS: Excellence !
igital account, Soccer teams, n

Retailer, Companies

1Q21 1Q22
VIC NPS: Excellence
Revenue, Limit +15pp
and + o
Investments 89%
+ Fan serving fan
« Setting up of cell 65+ 74%

* Priority in service

Service within
24 hours

1Q21 1Q22



We have also reduced our complaints across bmg
all service channels

Bacen Index! Complaints Volume: General
-30%
165.07
— 10186 10663 H B B m =
67.87 1Q21 2Q21 3Q21 4Q21 1Q22

— %/

Volume of Complaints: Bacen

1Q21 2Q21 3Q21 4Q21 _51%

mm Succeeding Complaints Complaints Index . . - - .
Bacen Ranking of Best Ombudsman 4Q21 191 292! Q2] #Qz] 1Qz2
Complaints Volume: 0800 Ombudsman
n -64%

1Q21 2Q21 3Q21 4Q21 1Q22

1. 1Q22 information not yet published by Bacen. 13



Multichannel: our retention is increasing every i bmg

quarter and WhatsApp is gaining share

Qo

% Retention in self-service Multichannel
through the service channels We want the client to know, more and more, our OO e
digital service channels. @ﬂﬂ =
+6pp ac
/74%—\76% o o
70% Lzt 120% of
(o]
~ = = B
2020 2021 1Q22 2020 2021 1Q22
WhatsApp
mmm Monthly average of visits — Clients with Optin (accumulated)

We are already a digital services bank:

use of digital channels x telephone
Monthly average of DMA menu views that have
been retained digitally

56% 22% of
50% 87K grotwh
74K
2% [@)DMA 7K = .
1Q22
2020 2021 1Q22

2020 2021
Telephone ——WhatsApp + Chat
14




Finally, our goal is to make client
service a strategic distinguishing

characteristic of the brand

Service
predominantly by
calls

Analytics: basic
operational data

Low addressing of the structure in root
cause analysis

TMO, TMA, TMS, FCR

=%
"?;i&&

Personalized service

Business generation

orpcCcpow

orpCpoW0

opCpoWw

orcCcpoW0
orCcpoW0
opCcpow

oBrpCcpw

orpcCcpow

...2021

1Q21

2Q22

Single telephone service line

Technological, personalized ang
phygital
Easy and intuitive self-service

Monetization of relationship

centers with sales

Bmg culture in the partners

2023




PRODUCTS &

BUSINESS
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Resumption of portfolio growth ! bmg

PAYROLL CREDIT CARD

Origination Credit Portfolio (RS million)
Quarterly released amount! (RS million)

Origination digitally formalized

Average interest rate: 3.3% p.m.

3.2% 3.3% 3.1% 3.0% 2.7%

1Qx4Q
839 —_—————
7S¢ 713 - 690 8094 8084 8055 8131 S266 NGl

1Q21 2Q21 3Q21 4Q21 1Q22 1Q21 2Q21 3Q21 4Q21 1Q22
mm Credit portfolio2 «#=NPL Over90°>

Repricing of the INSS portfolio in January/22 with the increase in the
interest rate to 3.06% per month

1. It considers only the new resource released to the client, it does not consider refinanced amounts. It considers origination via withdrawal and purchase | 2. Includes balance of purchases to be invoiced| 17
3. E-H portfolio/ total portfolio



banco

New growth boost while maintaining quality fbmg

PAYROLL LOAN

Origination Credit Portfolio (RS million)

Quarterly released amount! (RS million)
Average interest rate: 1.7% p.m.

Origination digitally formalized 1Qx4Q

2,480

330

2202 2,268 2,304

256 262
209

1,935

175

1Q21 2Q21 3Q21 4Q21 1Q22 1Q21 2Q21 3Q21 4Q21 1Q22

MP 1,106 of March/22, increases the payroll loan margin to 35%

1. It considers only the new resource released to the client, it does not consider refinanced amounts. 18



High profitability has a potentially positive | bmg
impact on the margin

PERSONAL LOAN

Origination Credit Portfolio (RS million)

Quarterly released amount! (RS million)
Average interest rate: 11.7% p.m.

Origination digitally formalized 262% 30.5% 31.0% 264% 18.9%  1Qx4Q
ﬁ
1,131 2 406 +46.2%
425 722 569 . 1,196 1,646 962
295 995 ) 385 .
275 266 74 e 370 Iii Ii .77 ﬂ i
) 187 , 066
175 %%g 164 162 192 884 901 936 ,00
1Q21 2Q21 3Q21 4Q21 1Q22 1Q21 2Q21 3Q21 4Q21 1Q22
H Direct Debit Loan m Traditional Credit Card mm Direct Debit Loan = Traditional Credit Card 2
FGTS Anticipation FGTS Anticipation =e=E-H Portfolio 3

+ 1.2 million active traditional credit cards

1. It considers only the new resource released to the client, it does not consider refinanced amounts. Origination of traditional credit card equivalent to purchases | 2. Includes balance of purchases

to be invoiced | 3. E-H portfolio/ total portfolio 19



Insurance: opFortumty for activation, loyalty bmg

and profitabilit

@§, Credit Insurance Life Insurance D Personal Accident
w Payroll credit card| Payroll loan | %4 For payroll clients : @ Insurance

Direct debit loan For FGTS clients

aple

Equity

cquivaience  BlOMNQG 1 2R
Issued Premiums Insured Portfolio’ (R$ million)
(R$ million) (million)

+68% +13%

==

31 32 39

106

1Q21 4Q21 1Q22 1Q21 4Q21 1Q22

1Q21 4Q21 1Q22

1. clients or contract objects 20



Retail Companies Digital Bank: complete ' bmg
services for establishments and their employees

Counter ' ‘ + @

Digital bank + corporate + anticipation of non-

card performing receivables
face-to- face
Gf' Qnl to payment automatic bankmg n payroll + non-present means of
methods  2nticipation 4 o ile services? payment!?
CLIENT POTENTIAL Anticipation of receivables
Portfolio
1Q22 (R$ million) o>

75K exclusivity of banking

Granito domicile on the Granito

clients sales channel

(~600 consultants)

25k + 50k current clients
to explore + new ones
coming in every day

Bmg
clients

1Q21 4Q21 1Q22

1.in development

21



Dedicated competence to leverage the

Wholesale business

1Q22

CURRENT OPERATION

-

.

Structured
Operations

R$
1,146

credit portfolio
anticipation of
commissions for the
physical channel and
television rights for
soccer clubs

~

' brivg

/
R$
520

Credit
porftolio for
medium and

large
companies

/

.

Companies

R$
178

mm mm +
\
Expanded Non-credit

credit
(marketable
securities)

ARAUJO FONTES
SYNERGIES
DCM Operations 2022
\ RS 200 mm
R$ 4 R$ 200 MM h
19 EBEC
DEBENTURE
revenue
1Q22

/

Deal with Araujo Fontes concluded on January 31, 2022, after approval by the Central Bank

22



Products and services: news and pipeline ' bmg

recent deliveries

L L

FGTS Protected Insurance Additional card

Newly released, has shown good Up to three additional cards
results with origination penetration on the digital account,
above 30% without annuity

Automation in the opening of

New bureau generating greater
assertiveness and automation,
facilitating the opening of accounts

banco

upcoming releases

IIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIII’

Integration with Samsung Pay,
Apple Pay and Google Pay

Health Insurance
Consortiums

Real Estate, Vehicles and Services

& &%

Personal Credit

for the open public, in the
digital bank and within retailers

1o)

23



FINANCIAL

RESULTS



Nominal margin positively impacted by portfolio growth J bmg
and repricing of the INSS payroll card

Net interest margin* NIM adjusted to the cost of credit 2
(provision expenses and commission)

1Qx4Q
-0.4 p.p.

944 924 9209 901

1Q21 2Q21 3Q21 4Q21 1Q22 1Q21 2Q21 3Q21 4Q21 1Q22

B NIM - R$ million  —NIM-%p.a. mm NIM adjusted to the cost of credit - R$ millon
—NIM adjusted to the cost of credit - % p.a.

1. Banking product: includes income from credit operations and marketable securities transactions + funding expenses and derivative + income from services rendered / average profitable assets
2. Net interest margin after expenses with provision net of recovery and expenses with agent fees / average profitable assets

Based on the recurring result. 25



Continuous investment in innovation and ! brig
quality

HOLISTIC VIEW OF PROCESSES PERFORMANCE IN THE ROOT CAUSE
Investments in new products, process Net operating
automation and service quality Provision expenses
R$ million

Efficiency ratio (%)!

643 679 663 651 127
108 108

58.5

107 107

1Q21 2Q21 3Q21 4Q21 1Q22 1Q21 2Q21 3Q21 4Q21 1Q22

1 - Efficiency Ratio: (Personnel Expenses + Other Administrative Expenses (doesn't consider amortization) + Other Operating Expenses (net from operating income)) / (Gross Profit from Financial
Intermediation before allowance for loan losses + Income from Services Rendered + Tax Expenses)

26



High cash volume and comfortable capital
level for the growth of the operations

Funding
evolution
(R$ billion)

Total cash
evolution
(R$ billion)

FUNDING AND LIQUIDITY

19.3 199 21>
1Q21 2Q21 3Q21 4Q21

® Market funding ® Subsidiaries

4.6 4.4 4.0 5.0

1Q21 2Q21 3Q21 4Q21

19.4

22.9

1Q22

54

1Q22

2nd |ssuance of
Public
Financial
Bills

in Apr/22:
+ R$ 300 mm
2y
@CDI+1.80% p.a.

' briig

CAPITAL

Basel Rationin 14.1%

Reference Equity is being
substantially impacted by the
mark-to-market of government
securities, affecting Basel ratio by
3.4 percentage points

Considering the market scenario
at the close of 1Q22, about 30%
of the accrual of this mark-to-
market occurs by the end of 2022
and cumulatively 63% by the end
of 2023

27



DISCLAIMER

This presentation may contain certain forward-looking statements and information pertaining to Bmg and its
subsidiaries, which reflect the current views and/or expectations of Bmg and its management regarding its business
performance and future events.

Forward-looking statements include, without limitation, any statement that may predict, forecast, indicate or imply
future results, performance or achievements, and may contain words such as “believe”, ‘target, “anticipate”, “expect”,
“estimate”, “plan”, “could”, “forecast”, “potential”, “will likely result”, or other words or expressions of similar meaning.
Risks and uncertainties related to the Bmg’s businesses, to the competitive and market environment, to the macro
economic conditions and other factors described in “Risk Factors” in the Reference Form, filed with the Brazilian
Securities and Exchange Commission (CVM), may cause effective results to differ materially from such plans,
objectives, expectations, projections and intentions. Forward-looking statements speak only as of the date they are
made and Bmg does not assume any obligation to update them in light of new information or future developments.

This presentation was prepared for informational purposes only and should not be considered as a solicitation or offer
to buy or sell any securities of Bmg, or as advice or recommendation of any nature. No decisions on investment,
disposal or any other financial decisions or actions shall be made solely on the basis of the information contained
herein.

This presentation contains managerial numbers that may be different from those presented in our financial
statements. The calculation methodology for those managerial numbers is presented in Bmg’s quarterly earnings
release.

'b

banco

mg

28
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