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Forward Looking Statement
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This presentation and the information contained herein does not constitute an offer for sale or solicitation of an offer to buy any securities of the issuer.
This document contains forward-looking statements within the meaning of Section 27A of the Securities Act of 1933, and Section 21E of the Securities Exchange Act of 1934, each as amended, including, in particular, statements about StoneCo 
Ltd.’s (the “Company”) plans, strategies and prospects and estimates of industry growth or prospects. These statements identify prospective information and may include words such as “believe”, “may”, “will”, “aim”, “estimate”, “continue”, 
“anticipate”, “intend”, “expect”, “forecast”, “plan”, “predict”, “project”, “potential”, “aspiration”, “objectives”, “should”, “purpose”, “belief”, and similar, or variations of, or the negative of such words and expressions, although not all forward-
looking statements contain these identifying words. All statements other than statements of historical fact contained in this presentation may be forward-looking statements. The Company has based these forward-looking statements on its 
estimates and assumptions of its financial results and its current expectations and projections about future events and financial trends that it believes may affect its financial condition, results of operations, business strategy, short-term and 
long-term business operations and objectives, and financial needs as of the date of this presentation. These forward-looking statements are conditioned upon and also involve a number of known and unknown risks, uncertainties, and other 
factors that could cause actual results, performance or events to differ materially from those anticipated by these forward-looking statements. Such risks, uncertainties, and other factors may be beyond the Company’s control and may pose a 
risk to the Company’s operating and financial condition. In addition, the Company operates in a very competitive and rapidly changing environment. New risks emerge from time to time. It is not possible for the Company’s management to 
predict all risks, nor can the Company assess the impact of all factors on its business or the extent to which any factor, or combination of factors, may cause actual results to differ materially from those contained in any forward-looking 
statements that the Company may make. Accordingly, you should not rely upon forward-looking statements as predictions of future events. 
Risks that contribute to the uncertain nature of the forward-looking statements include, among others, risks associated with the Company’s ability to anticipate market needs and develop and deliver new and enhanced products and services 
functionalities to address the rapidly evolving market for payments and point-of-sale, financial technology, and marketing services; the Company’s ability to differentiate itself from its competition by delivering a superior customer experience 
and through its network of hyper-local sales and services, the Company’s ability to expand its product portfolio and market reach and deal with the substantial and increasingly intense competition in its industry; the Company’s ability to retain 
existing clients, attract new clients, and increase sales to all clients; changes to the rules and practices of payment card networks and acquiring processors; the Company’s ability to obtain debt and equity financings; possible fluctuations in the 
Company’s results of operation and operating metrics; the effect of management changes and business initiatives; and other known and unknown risks, all of which are difficult to predict and many of which are beyond the Company’s control. 
The Company has provided additional information in its reports on file with the Securities and Exchange Commission concerning factors that could cause actual results to differ materially from those contained in this presentation and encourages 
you to review these factors. The statements contained in this presentation are based on the Company’s current beliefs and expectations and speak only as of the date of this presentation. The Company disclaims any intention or obligation to 
update or revise any forward-looking statements, whether as a result of new information, future events and/or otherwise, except to the extent required by law. 
To supplement the financial measures presented in this press release and related conference call, presentation, or webcast in accordance with IFRS, Stone also presents the following non-IFRS measures of financial performance: Adjusted Net 
Income, Adjusted Net Cash, Adjusted Pre-Tax Income, Adjusted Pre-Tax Margin, EBITDA and EBITDA Margin. A “non-IFRS financial measure” refers to a numerical measure of Stone’s historical or future financial performance or financial position 
that either excludes or includes amounts that are not normally excluded or included in the most directly comparable measure calculated and presented in accordance with IFRS in Stone’s financial statements. Stone provides certain non-IFRS 
measures as additional information relating to its operating results as a complement to results provided in accordance with IFRS. The non-IFRS financial information presented herein should be considered in conjunction with, and not as a 
substitute for or superior to, the financial information presented in accordance with IFRS. There are significant limitations associated with the use of non-IFRS financial measures. Further, these measures may differ from the non-IFRS 
information, even where similarly titled, used by other companies and therefore should not be used to compare Stone’s performance to that of other companies. Stone has presented Adjusted Net Income to eliminate the effect of items from 
Net Income that it does not consider indicative of its continuing business performance within the period presented. Stone defines Adjusted Net Income as Net Income (Loss) for the Period, adjusted for (1) amortization of fair value adjustment on 
acquisitions, (2) mark-to-market of equity investments, and (3) unusual income and expenses.
As certain of these measures are estimates of, or objectives targeting, future financial performance (“Estimates”), they are unable to be reconciled to their most directly comparable financial measures calculated in accordance with IFRS. There 
can be no assurance that the Estimates or the underlying assumptions will be realized, and that actual results of operations or future events will not be materially different from the Estimates. Under no circumstances should the inclusion of the 
Estimates be regarded as a representation, undertaking, warranty or prediction by the Company, or any other person with respect to the accuracy thereof or the accuracy of the underlying assumptions, or that the Company will achieve or is 
likely to achieve any particular results. 
Certain market and/or industry data used in this presentation were obtained from internal estimates and studies, where appropriate, as well as from market research and publicly available information. Such information may include data 
obtained from sources believed to be reliable. However, the Company disclaims the accuracy and completeness of such information, which is not guaranteed. Internal estimates and studies, which the Company believes to be reliable, have not 
been independently verified. The Company cannot assure recipients of this presentation that such data is accurate or complete.  
The trademarks included herein are the property of the owners thereof and are used for reference purposes only. Such use should not be construed as an endorsement of the products or services of the Company.
Recipients of this presentation are not to construe the contents of this summary as legal, tax or investment advice and recipients should consult their own advisors in this regard. This presentation has been prepared solely for informational 
purposes. Neither the information contained in this presentation, nor any further information made available by the Company or any of its affiliates or employees, directors, representatives, officers, agents or advisers in connection with this 
presentation will form the basis of or be construed as a contract or any other legal obligation.
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PEDRO ZINNER CEO



Welcome & 
Introduction
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My goals for today

Share perspectives on my first 8 months1

2 Provide insights on our strategic priorities
and our long-term outlook

3 Discuss our goals to increase Shareholder Value
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Reflections on my
1st year as CEO

March 2022
Joined Stone Board

March 2023
Became Stone CEO

November 2023
Stone Investor Day
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3 things
better than
expected

1 Talent is widespread
across all levels

We are much more than
a payments company

The team really gets things
done with the client’s best
interest in mind

2

3



13 things
still need
improvement

Increase strategic focus –
“less is more”

More effective organizational
design to align, manage and
increase accountability

More drive towards achieving
operating efficiencies

2

3
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Key 
decisions
& changes
made in 
2023

Organizational
redesign

Strategic fit
of software business

Cost
rationalization

Simplify and consolidate
technology platforms

Fit-for-purpose organization
to improve focus on MSMB

Prioritized key verticals

Through process improvement
and automatization

Deploy capital to build the
right technological assets for 
the future
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The state of
StoneCo today
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Overview
of our
mission

How we
serve our
clients

Our
competitive
advantages

1 2 3 4
Our
opportunity
ahead



To serve Brazilian entrepreneurs, 
transforming their dreams into results.
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Overview of our mission



Micro, small and medium 
businesses

To serve Brazilian entrepreneurs, 
transforming their dreams into results.
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Overview of our mission

Micro, small and medium



To serve Brazilian entrepreneurs, 
transforming their dreams into results.
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Overview of our mission

Micro, small and medium 
businesses

Financial and software solutions
with the best service

in the industry

Financial and software solutions
best service



Helping them better manage 
and grow their business

To serve Brazilian entrepreneurs, 
transforming their dreams into results.

Financial and software solutions
with the best service

in the industry
Micro, small and medium 

businesses
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Overview of our mission

better manage
and grow
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Overview
of our
mission

How we
serve our
clients

Our
competitive
advantages

1 2 3 4
Our
opportunity
ahead
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Large

SMB

Micro

Up to R$15k / mo

How we serve our clients
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OUR POSITIONING

o Simple and easy-to-use solutions
o Digital business model
o Low cost for the client, good economics for us

Large

SMB

HOW CLIENTS SEE US

Micro

Up to R$15k / mo

Up to R$ 15k
per month

TPV

How we serve our clients
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OUR POSITIONING

o Simple and easy-to-use solutions
o Digital business model
o Low cost for the client, good economics for us

SMB
o All-in-one solution 
o Superior service differentiation
o Software as an edge for more mature clients

HOW CLIENTS SEE US

Micro

Up to R$15k / mo

R$ 100k - 2MM
per month

R$ 15k – 100k
per month

Up to R$ 15k
per month

TPV

How we serve our clients

Large



How we serve our clients
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OUR POSITIONING

o Opportunistic approach
o Focus on efficiency

o Simple and easy-to-use solutions
o Digital business model
o Low cost for the client, good economics for us

SMB
o All-in-one solution 
o Superior service differentiation
o Software as an edge for more mature clients

HOW CLIENTS SEE US

Micro

Up to R$15k / mo

R$ 100k - 2MM
per month

> R$ 2MM
per month

R$ 15k – 100k
per month

Up to R$ 15k
per month

TPV

Large
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Overview
of our
mission

How we
serve our
clients

Our
competitive
advantages

Our
opportunity
ahead

1 2 3 4



Tech-enabled
distribution

Superior
client service

Comprehensive
Merchant
Platform

+99% of Brazil’s GDP covered

Go beyond the Hub with lower
CAC

+300 software distribution
franchises¹

Our competitive advantages

INVESTOR DAY 2023 261. Includes only active franchises based on our most recent validation



Less than 5 
seconds pick-up time

Consistently ranked #1 in client
satisfaction in Brazil

1-business-day delivery for SMBs
and 3-day for Micro clients

Tech-enabled
distribution

Superior
client service

Comprehensive
Merchant
Platform

INVESTOR DAY 2023 27

Our competitive advantages



Single Payments, Banking 
and Credit Platform

Vertical value propositions
through software integrations

Stone Platform allows multiple
value propositions at scale

Tech-enabled
distribution

Superior
client service

Comprehensive
Merchant
Platform
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Our competitive advantages
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Overview
of our
mission

How we
serve our
clients

Our
competitive
advantages

Our
opportunity
ahead

1 2 3 4
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Our opportunity ahead

Growth Big TAM with
low penetration

Distribution model
far from saturation

Material opportunity
within our software base
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CAGR 2024-2027
R$ 600+ Bn in 2027

Growth Big TAM with
low penetration

Distribution model 
far from saturation

Material opportunity
within our software base

Positive outlook

13% MSMB 
TPV

Our opportunity ahead
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13% MSMB TPV

Our opportunity ahead

Growth

Monetization

1. Revenue net of funding costs; 2. Considers Stone and Ton brands

Positive outlook

Opportunity well beyond
payments: R$ 100 billion
revenue pool

2.3x higher average revenue1

on heavy-user clients

21% of our client base are 
heavy users, and engagement
is improving rapidly

% of Heavy Users in MSMB Client Base2
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Opportunity well beyond
payments: R$ 100 billion
revenue pool

2.3x higher average revenue1

on heavy-user clients

21% of our client base are 
heavy users, and engagement
is improving rapidly

13% MSMB TPV

+21 bps

Our opportunity ahead

Growth

Monetization

MSMB Take Rate 
2.70% in 2027

1. Revenue net of funding costs

Positive outlook
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Scale with decreasing
incremental investment

Improve operating efficiency

13% MSMB TPV

+21 bps

Our opportunity ahead

Growth

Profitability

Monetization

Positive outlook
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Growth 13% MSMB TPV

Profitability

Monetization

31% CAGR
Adjusted Net Income
CAGR 2024-2027 
R$ 4.3+ bn in 2027

+21 bps

Our opportunity ahead Positive outlook

Scale with decreasing
incremental investment

Improve operating efficiency



36INVESTOR DAY 2023

Growth 13% CAGR MSMB TPV

Monetization

Profitability 31% CAGR Adj. Net Income

CAGR 2024-2027 / R$ 600+ Bn in 2027

+21 bps MSMB Take Rate
2.70% in 2027

CAGR 2024-2027 / R$ 4.3+ Bn in 2027

Our opportunity ahead Positive outlook
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Growth Monetization Profitability

Positive outlook for futureOur opportunity ahead
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W I N  I N  T H E
M S M B  M A R K E T

D R I V E
E N G A G E M E N T

S C A L E  
T H R O U G H

P L A T F O R M S

Our Strategic Priorities

Growth

Monetization

Profitability



Business model
evolution and
strategic priorities

1.2
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LIA MATOS STRATEGY & MARKETING



…throughout our journey, 
we have made strategic
choices with targeted
focus…

40INVESTOR DAY 2023

We see our addressable
market in two dimensions:

(1) the client segments
we serve

(2) the products we offer

Segments

Products



…that also served as a 
stepping stone of
capabilities to broaden
our strategic reach…

We see our addressable
market in two dimensions:

(1) the client segments we
serve

(2) the products we offer
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Throughout our journey, we
have made strategic choices
with a targeted focus…

Segments

Products

Small

Payments

Medium



… and expand our
addressable market

…throughout our journey, 
we have made strategic
choices with targeted
focus…
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Small

Micro

Segments

Products

…that served as a stepping
stone to broaden our
strategic reach…

Payments Banking

Medium



…that also served as a 
stepping stone of
capabilities to broaden
our strategic reach…
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Medium

Small

Micro

Payments Banking

Large

Software Credit

...towards addressing
our multiproduct, multi-
segment opportunity.
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Let’s trace our steps
back to dive deeper
into our strategic
evolution.

Act 1

Medium

Small

Micro

Payments Banking

Large

Software Credit
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Payments Green AngelsClient Service

Agents

Act 1
Our beginning
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Medium

Small

Micro

Payments Banking

Large

Software Credit
Act 1
Our beginning

• Focus on SMB merchants

• Stone value proposition:
Best service in the market
Payments offering
Attractive pricing

• Verticalized operating model 
enabled by technology

• Hyper-local pricing capability
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Operational assets in place and we achieved relevant scale

Strategic outcome

Total Client Base Evolution¹ (‘000) Total Revenue and Income (R$ bn)

1. Considers as “active clients” merchants that have transacted at least one electronic transaction with Stone in the preceding 90 days and 365 days for Ton clients

2.9x
1.9x
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POS

100% digital

Act 2
Expanding into Micro
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Medium

Small

Micro

Payments Banking

Large

Software Credit

• Ton value proposition

• Simple offers, low cost

• Digital-first distribution

• Technology-enabled client service

Act 2
Expanding into Micro
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• New digital distribution model
• Expanded segment reach
• Increased scale
• Lowered in Cost to Serve 

and CAC

Strategic outcome Micro Client Base¹ and CPA²

1. Refers to merchants that have completed at least one electronic payment transaction with TON products within the preceding 365 days, it does not include clients 
that use only TapTon; 2. Considers performance marketing expenses related to digital channels

Index 100



Act 3
Expanding into Banking
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Medium

Small

Micro

Payments Banking

Large

Software Credit

• Built proprietary banking platform
from scratch

• Integrated payments and banking 
solution with bundled pricing
capability

• Scaled with minimal incremental CAC

• Converting payment volumes into
deposits

Act 3
Expanding into Banking
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Total Client Deposits and as a % of TPV MSMB

• Monetization beyond payments

• Deposit growth as a result of TPV 
money in

• Increased banking penetration in 
client base

Over 88% of new Stone clients were onboarded
with Payments+Banking bundle since 2022

Strategic outcome

Client deposits as a % of TPV MSMB Client deposits (R$ bn)



Clients using more products are significantly more profitable, 
and there's opportunity to grow the engagement

Share of clients by number of products used
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Net ARPAC¹ by number of products used

Note: Values indexed to base 100
1. Average revenue per active client net of funding costs



Act
Move 

Our product penetration is accelerating by cohort, with steady CAC

Client Acquisition Costs (CAC)¹

55INVESTOR DAY 2023

% of clients with more than 3 products by sales cohort

1. Considers managerial CAC per client of Ton and Stone products, values indexed to base 100
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Act 4
Move upmarket in SMB
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Medium

Small

Micro

Payments Banking

Large

Software Credit

• Build specialist distribution for 
Medium clients in Financial Services

• Linx Acquisition in 2020

• Focus in high-potential verticals: 
retail, gas stations, food and pharma

Act 4
Move upmarket in SMB



Financial  
Services 
Synergies 
(Potential)

High

Low

Low High

Enterprise
24% of revenues
-10% 3Q23 YoY

Manage for efficiency

4 Priority 
Verticals

48% of revenues
+14% 3Q23 YoY

Manage for growth
High operational integrationGrowth

Profile

4 priority verticals in SMB

Other
Verticals

27% of revenues
+16% 3Q23 YoY

Manage for efficiency
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Software verticals

4 Priority Verticals

Other Verticals

Enterprise Business

Total R$369.7 bn

76%

10%

14%

100%

64%

4%

32%

Why we chose our 4 priority verticals in SMB

59INVESTOR DAY 20231. Revenue pool net of funding costs and credit losses, calculated based on internal estimates and Publicly Available Data (Bacen, Receita Federal, Public Company filings)

TPV pool Financial services revenue1 pool mix



Software verticals TPV pool

4 Priority Verticals 

Other Verticals

Enterprise Business

Total R$369.7 bn

76%

10%

14%

100%

64%

4%

32%
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Financial services revenue1 pool mix

1. Revenue pool net of funding costs and credit losses, calculated based on internal estimates and Publicly Available Data (Bacen, Receita Federal, Public Company filings)

Why we chose our 4 priority verticals in SMB



R$ 236 Bn
Potential TPV in

software installed base
61INVESTOR DAY 2023

Expected strategic outcome

• Better growth rates in 
medium clients

• Unlock value through the
creation of bundles

• Superior unit economics
in priority verticals

R$ 358 Bn
Current Stone TPV 

in MSMB¹

1. Based on run rate 3Q23
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Expected strategic outcome

• Better growth rates in 
medium clients

• Unlock value through the
creation of bundles

• Superior unit economics
in priority verticals

R$ 358 Bn
Current Stone TPV 

in MSMB¹

~R$19 Bn 
Overlap
TPV 20231

R$ 236 Bn
Potential TPV in

software installed base

1. Based on run rate 3Q23
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Expected strategic outcome

• Better growth rates in 
medium clients

• Unlock value through the
creation of bundles

• Superior unit economics
in priority verticals R$ 358 Bn

Current Stone TPV 
in MSMB¹

R$ 236 Bn
Potential TPV in

software installed base

R$ 3.47 Tn
Market TPV²

1. Based on run rate 3Q23; 2. Numbers from ABECS (Sep 23 LTM)



When clients use integrated software and financial services, 
they have shown better unit economics and better engagement¹

64INVESTOR DAY 2023

Average money in per client Number of money out transactionsNet ARPAC2

Note: Values indexed to base 100
1. Considering clients of software integrated with our banking platform compared to similar clients that only use financial services;
2. Average revenue per Client net of funding costs considering only Stone product
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Act 5
Credit deployment
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Medium

Small

Micro

Payments Banking

Large

Software Credit

• Revamped credit operation based on
past learnings

• Works in sync with client’s business, with
daily amortizations to reduce risks

• Operational model as an edge for credit
deployment

• Cautious approach to scaling

Act 5
Credit deployment
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Huge addressable
opportunity in the market
and...

... our installed base is still 
largely untapped

Expected strategic outcome

R$12.5 Bn
R$54.0 Bn

<1%

Market Size

Opportunity
Current Client Base

Current Revenue

Revenue1 net of Funding
Costs and Credit Losses

1. Revenue pool net of funding costs and credit losses, calculated based on internal estimates and Publicly Available Data (Bacen, Receita Federal, Public Company filings)
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Overall growth
trajectory

2018 2023 Run Rate1

Act 2

Act 3

Act 4

Act 1

Note: Illustrative analysis
1. As of 3Q23

StoneCo Revenue Evolution by Act
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Overall growth
trajectory

2018

Act 2

Act 3

Act 4

Act 1

StoneCo Revenue Evolution by Act

2023 Run Rate1

Note: Illustrative analysis
1. As of 3Q23
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Overall growth
trajectory

2018

Act 2

Act 1

StoneCo Revenue Evolution by Act

Act 3

2023 Run Rate1

Note: Illustrative analysis
1. As of 3Q23
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Overall growth
trajectory

2018

Act 2

Act 3

Act 1

Act 3

StoneCo Revenue Evolution by Act

2023 Run Rate1

Note: Illustrative analysis
1. As of 3Q23
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Overall growth
trajectory

2018

Act 2

Act 3

Act 4

Act 1

StoneCo Revenue Evolution by Act

Act 5

2023 Run Rate1

Note: Illustrative analysis
1. As of 3Q23
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Overall growth
trajectory

2018

Act 2

Act 3

Act 4

Act 1

StoneCo Revenue Evolution by Act

Act 5

2023 Run Rate1

Note: Illustrative analysis
1. As of 3Q23



Act 5
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Overall growth
trajectory

2018

Act 2

Act 3

Act 4

Act 1

StoneCo Revenue Evolution by Act

CAGR
+51%

2023 Run Rate1

Note: Illustrative analysis
1. As of 3Q23



Growth with healthy economics

We grew while
consistently improving
contributionmargin
and decreasing CAC

Evolution of Total CAC vs. Contribution Margin MSMB¹

Index 100

1. Excluding Pagar.me SMB 75INVESTOR DAY 2023



76INVESTOR DAY 20231. Revenue pool net of funding costs and credit losses, calculated based on internal estimates and Publicly Available Data (Bacen, Receita Federal, Public Company 
filings)

Medium

Small

Micro

Payments Banking

Large

Software Credit

Huge and diverse
opportunity



MicroSmallMedium
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MSMB

Payments Banking

Large

Software Credit

Huge and diverse
opportunity

Addressable Market1: ~R$ 100 Bn

15%

4%

3%

14%

> 1%

20%

> 1%
2%

8x TAM expansion

Big and unpenetrated TAM

Diversification of the business

Still huge opportunity ahead

1. Revenue pool net of funding costs and credit losses, calculated based on internal estimates and Publicly Available Data (Bacen, Receita Federal, Public Company 
filings)
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Payments Banking Software Credit

Huge and diverse
opportunity

Addressable Market1: ~R$ 100 Bn

15%

4%

3%
14%

< 1%

20%

< 1%
2%

MSMB

Large

8x TAM expansion

Big and unpenetrated TAM

Diversification of the business

Still huge opportunity ahead

1. Revenue pool net of funding costs and credit losses, calculated based on internal estimates and Publicly Available Data (Bacen, Receita Federal, Public Company filings)
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Our Strategic Priorities
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W I N  I N  T H E 
M S M B  M A R K E T

D R I V E
E N G A G E M E N T

S C A L E  
T H R O U G H

P L A T F O R M S

Our Strategic Priorities
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Reasons to believe

• True distribution powerhouse 
allowing multiple segment reach

• Attractive financial services 
opportunity in our installed 
Software Base

• Sustained best service in the 
market

W I N  I N  T H E
M S M B  M A R K E T

Our Strategic Priorities

D R I V E
E N G A G E M E N T
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Reasons to believe

• More levers to build price bundles

• Scale working capital solutions to 
monetize further

• Software as a differentiator

W I N  I N  
S M B  M A R K E T

Our Strategic Priorities

D R I V E
E N G A G E M E N T
S C A L E  
T H R O U G H
P L A T F O R M S
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Reasons to believe

• Foundational assets: distribution, 
logistics, client service and brand
                                                

• Stone Tech Platform: Build Once,
use many 

• Scale with little incremental 
investment

W I N  I N  
S M B  M A R K E T

Our Strategic Priorities

D R I V E
E N G A G E M E N T
S C A L E  
T H R O U G H
P L A T F O R M S
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W I N  I N  T H E
M S M B  M A R K E T

D R I V E
E N G A G E M E N T

S C A L E  
T H R O U G H

P L A T F O R M S

Our Strategic Priorities



Segments
Deep dive

Module 2
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SMB segment
overview

2.1
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MATEUS BISELLI SMB SEGMENT



SMB

R$ 100k - 2MM
per month

R$ 15k – 100k
per month

Our addressable market in key numbers
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Small and medium
Needs practicality and control

The Client manages the business

1-30 stores
Familiar or from the Neighborhood
Multichannel

Has employees and sometimes managers
Business Tax ID

2.5MM

R$63Bn

REVENUE POOL

CLIENT POOLPERSONA



THE SOLUTION

Attracting customers
and increasing loyalty

Selling and reconciling
multiple methods

Sell

What our clients struggle with

Pain Points

88INVESTOR DAY 2023



THE SOLUTION

Manage
Saving time

Having more control
of the business

What our clients struggle with

Pain Points
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THE SOLUTION

Run the
business

Having money available
at the right time

Saving and investing
for the future

What our clients struggle with

Pain Points

90INVESTOR DAY 2023
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Everything connected
to sell, manage and run

the business

THE SOLUTION



HAVE TIME AND CONTROL
Integrated banking account, business 
credit card, payments receivables and
business management

Embedded in vertical software

92INVESTOR DAY 2023

NEVER MISS A SALE
Multiple payment methods to sell
inside and beyond the store (POS, 
Payment Link, Pix, Boleto)

Multi-payment reconciliation



Capital alternatives to help fund the
business (Card, Working Capital)

Automatic savings and future planning

ACCESS TO CAPITAL
Capital alternatives to improve business 
turnover (Card, Working Capital)

Automatic savings

NEVER MISS A SALE
Multiple payment methods to sell
more and achieve their clients beyond
the store (POS, Payment Link, Pix, 
Boleto)

Multi-payment method reconciliation
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HAVE TIME AND CONTROL
Integrated banking account, business 
credit card, payments receivables and
business management

Embedded in vertical software



HAVE TIME AND CONTROL
Integrated banking account, business 
credit card, payments receivables and
business management

Embedded in vertical software

94INVESTOR DAY 2023

ACCESS TO CAPITAL
Capital alternatives to help fund the
business (Card, Working Capital)

Automatic savings and future planning
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Everything connected
to sell, manage and run

the business

ACCESS TO CAPITALNEVER MISS A SALE

HAVE TIME AND CONTROL

End-to-end solutions for business owners



Value Proposition 1
Address recurring pain
points through Stone app

Stone App
Single solution for simpler operations

Go-to-market: 
financial services channels

Horizontal approach

One segment, two value propositions
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SMB 
Strategy
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SMB Segment
Small



One segment, two value propositions
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SMB 
Strategy

Value Proposition 1
Address recurring pain
points through Stone app

Stone App
Single solution for simpler operations

Go-to-market: 
financial services channels

Horizontal approach



One segment, two value propositions
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SMB 
Strategy

Value Proposition 1
Address recurring pain
points through Stone app

Stone App
Single solution for simpler operations

Go-to-market: 
financial services channels

Horizontal approach

Value Proposition 2
Address industry-specific
pain points through financial 
services embedded into
software

Stone Embedded
Ideal for more mature operations

Go-to-market: financial services and
software channels

Vertical approach
Retail, Gas Station, Food, Pharma
+Third-party software
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SMB Segment
Medium



One segment, two value propositions
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SMB 
Strategy

Value Proposition 1
Address recurring pain
points through Stone app

Stone App
Single solution for simpler operations

Go-to-market: 
financial services channels

Horizontal approach

Value Proposition 2
Address industry-specific
pain points through financial 
services embedded into
software

Stone Embedded
Ideal for more mature operations

Go-to-market: financial services and
software channels

Vertical approach
Retail, Gas Station, Food, Pharma
+Third-party software



What we are building - From a Financial Layer...
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CARDS

Pix

BOLETO

CASH

CARDS

Pix

BOLETO

CASHBALANCE

WORKING CAPITAL

INVEST

MONEY IN

POS TERMINALS

CHECKOUT / LINK

TAP ON PHONE

WHATSAPP PAY

MARKETPLACES

EMPLOYEES

SUPPLIERS

SERVICES / INFRA

TAXES

PARTNERS

ACCOUNT

MONEY OUT

...to a connected Financial and Workflow tool



ACCOUNT

WORKING CAPITAL

CARDS

Pix

BOLETO

CASH

SOURCE

EMPLOYEES

SUPPLIERS

SERVICES / INFRA

TAXES

PARTNERS

MONEY OUT

CARDS

Pix

BOLETO

CASH

MONEY IN
SOURCE

POS TERMINALS

CHECKOUT / LINK

TAP ON PHONE

WHATSAPP PAY

MARKETPLACES

BALANCE INVEST
hgu
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...to a connected Financial and Workflow tool

Create invoices

Manage online store

Charge clients

Close cash register

Purchase inventory

Control costs and expenses

Manage cash flow

Raise funds

What we are building - From a Financial Layer...

Pay employees



Our unique operational model
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Logistics

Client ServiceSales
Proprietary Sales Platform

Next day delivery and setup

Humanized client support
More data
to better

serve clients

Efficient conversational botHyper-local presence
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More data
to better

serve clients

Our unique operational model

Logistics

Client ServiceSales
Proprietary Sales Platform

Next day delivery and setup

Humanized client support

Efficient conversational botHyper-local presence
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Our tech-enabled distribution with multi-segment reach

Digital
Channels

Online self-service 
Inbound sales
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Main driver

Proximity
Channels

600+ Stone hubs
and franchises
300+ software distribution 
franchises¹

Scale with 
efficient CAC

Digital
Channels

Online self-service 
Inbound sales

Our tech-enabled distribution with multi-segment reach



108INVESTOR DAY 2023

Main driver

Service 
Differentiation

Proximity
Channels

600+ Stone hubs
and franchises
300+ software distribution 
franchises¹

1. Includes only active franchises based on our most recent validation

Our tech-enabled distribution with multi-segment reach

450 strategic partnersStrategic
Partners

Scale with 
efficient CAC

Digital
Channels

Online self-service 
Inbound sales
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Main driver

Expanded
Reach

450 strategic partnersStrategic
Partners

1. Includes only active franchises based on our most recent validation

Service 
Differentiation

Proximity
Channels

600+ Stone hubs
and franchises
300+ software distribution 
franchises¹

Our tech-enabled distribution with multi-segment reach

Scale with 
efficient CAC

Digital
Channels

Online self-service 
Inbound sales
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SMB Segment
Go-to-market
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Main driver

Expanded
Reach

450 strategic partnersStrategic
Partners

1. Includes only active franchises based on our most recent validation

Service 
Differentiation

Proximity
Channels

600+ Stone hubs
and franchises
300+ software distribution 
franchises¹

Online self-service 
Inbound sales

Scale with 
efficient CAC

Digital
Channels

Our tech-enabled distribution with multi-segment reach



Micro segment
overview

2.1
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VICTOR LINO MICRO SEGMENT



Our addressable market in key numbers
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Micro
Need to make a living

11.6MM

R$33Bn

REVENUE POOL

CLIENT POOLPERSONA

The Micro Client is the business

Kiosk, Street Vendor, Freelance 
Professional, Mini Store

No employees

Quick digital adoption 

High level of informality (No business tax ID)Micro
Up to R$15k / mo



Ton adapted the Stone value proposition to the specific needs
of micro entrepreneurs in an economically attractive way

Low cost Simple and intuitive Digitally close
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Micro
Segment



What we are building

116INVESTOR DAY 20231. Credit Cards and Automatic Savings expected to reach general availability launch by H2/24.

POS

Pix

PAYMENT
LINK

TAPTON

MONEY IN

PAY BILLS

Pix

MY CARDS¹

AUTOMATIC 
SAVINGS¹

MONEY OUT

Fast settlement 
processes

Super Conta Ton 
facilitates money 

management 
and movements

Pix
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Our tech-enabled distribution with multi-segment reach

Main driver

Expanded
Reach

Member-get-memberStrategic
Partners

Online self-service 
Inbound sales

Scale with 
efficient CAC

Digital
Channels

Micro
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Micro Segment
Go-to-market



Strategic priorities
Micro and SMB

2.3
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120INVESTOR DAY 2023

W I N  I N  T H E
M S M B  M A R K E T

D R I V E
E N G A G E M E N T

S C A L E  
T H R O U G H

P L A T F O R M S

RECAP: Our Strategic Priorities
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How do we win?

W I N  I N  T H E
M S M B  M A R K E T

SMB Micro

Stone Ton

Proximity 
channels

Digital 
channels

Merchant-
driven

Entrepreneur- 
driven
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How do we engage?

D R I V E
E N G A G E M E N T

SMB Micro

Payments + 
banking bundle

Simple entry 
solution

Scale credit Scale banking

Software as a 
differentiator

Pilot credit

D R I V E
E N G A G E M E N T
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How do we scale?
SMB Micro

Client service  
footprint in 
place

Digital-first 
service model

Best-in-class 
operations 
technology

Digital 
channels

Unified Platforms

W I N  I N  
S M B  M A R K E T
S C A L E  
T H R O U G H
P L A T F O R M S



Break



Technology
Platform

Module 3
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Our technology
mindset



127INVESTOR DAY 2023

Unified platforms
are crucial 
for us to win



128INVESTOR DAY 2023

But we are still 
midway through
a journey



Te
ch

no
lo

gy
 S

ta
ck

Identity
Manager

Logistics

Banking

Data 
Platform

Digital 
Account

Data 
Platform

Risk 
Management

Billing

Identity
Manager

E-commerce

Payments

Pricing

Br
an

d
Then:  speed over scale
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Billing BillingPayments

Risk 
Management

Infra 
Structure

Infra 
Structure

Infra 
Structure

HardwareIdentity
Manager

Hardware

Credit Pricing

Pricing

Stone Embedded



Identity
Manager

Logistics

Banking

Data 
Plaftorm

Digital 
Account

Data 
Platform

Risk 
ManagementBilling

Identity
Manager

E-commerce

Payments

Pricing

Billing
Billing

Payments

Risk 
Management

Infra 
Structure

Infra 
Structure

Infra 
Structure

HardwareIdentity
Manager

Hardware

Credit Pricing

Pricing

Internal

Experience

Product

Operations
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d

Now: Build once,  use many
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Stone Platform

Stone Embedded



Data

Account

Sales

Payments Banking Credit

User Interface Hardware

Fraud & Security Infrastructure

Logistics Client Service Pricing

Internal

Experience

Product

Operations

Un
ifi

ed
 P

la
tf

or
m

s
Br

an
d

Now: Build once,  use many
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Stone Platform

Stone Embedded



Un
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Now: Build once,  use many
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Payments Banking Credit

Account User Interface Hardware

Data Fraud & Security Infrastructure

Sales Logistics Client Service Pricing

Internal

Experience

Product

Operations

Stone Embedded



Stone Platform
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Payments Banking Credit

Account User Interface Hardware

Data Fraud & Security Infrastructure

Sales Logistics Client Service Pricing

Internal

Experience

Product

Operations

S C A L E  
T H R O U G H
P L A T F O R M S
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Payments Banking Credit

Account User Interface Hardware

Data Fraud & Security Infrastructure

Sales Logistics Client Service Pricing

Internal

Experience

Product

Operations

Stone Platform



Experience Platform
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Account User Interface HardwareExperience

Where Personalization meets Scalability
Multiple Value Propositions
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Payments Banking Credit

Account User Interface Hardware

Data Fraud & Security Infrastructure

Sales Logistics Client Service Pricing

Internal

Experience

Product

Operations

Stone Platform



Banking
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Payments CreditProduct

Product Platform

Where Specialization meets Scalability
Multiple Value Propositions
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Stone Tech
Platform



Banking
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Payments CreditProduct

Product Platform

Where Specialization meets Scalability
Multiple Value Propositions



Product Platform
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PaymentsProduct



TapTon 
experience

Demo 02Demo 01
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Combining Payments 
+Banking +Software



TapTon 
experience

Demo 01
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Transaction Approved!
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Demo 01

Combining Payments 
+Banking +Software

TapTon 
experience

Demo 02
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Combining
Payments
+Banking
+Software

Demo 02
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A day in a life of a medium business

Payments 
Provider

Inventory 
control

ERP

Internet Banking
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Stone + Linx provides smart and combined 
workflows with ease

Acquirer 
Provider

Stock 
control

ERP
Internet Banking
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With an all-in-one 
POS, the salesperson 
can start and finish a 
sale in the same device
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Pick the 
product over 
the store 
catalog

Input client’s 
info for CRM

Full Name

Mobile phone Birth date

Do you want to register 
client’s info?

Client info

Observations

Insert, swipe 
or tap card

R$ 558,40

With an all-in-one 
POS, the salesperson 
can start and finish a 
sale in the same device
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Insert, swipe 
or tap card

R$ 558.40

Insert, swipe 
or tap card

R$ 558.40



Full Name

Mobile phone Birth date

Do you want to register 
client’s info?

Client info

Observations

Insert, swipe 
or tap card

R$ 558.40

The payment and 
receipt issuing occurs 
in the POS itself
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Insert, swipe 
or tap card

R$ 558.40



The payment and 
receipt issuing occurs 
in the POS itself

Receipt 
with all sale’s 
information
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All POS devices are connected with 
the store ERP software

Financial Statement

Payments Schedule
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Inventory management



In the ERP, 
clients can 
manage their 
operations and 
finance, all in 
one place Payments Schedule

Financial Statement

With Stone 
tegration, the 
ERP becomes 
the “internet 
banking”
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Inventory management



With Stone 
integration, the 
ERP becomes an 
online banking 
solution

Account StatementBalance

At the ERP, 
merchants can 
an onlineone 
place



Workflows like paying bills become much easier 
with Stone integration

Schedule all bills to pay in the ERP Approve transactions

Sent to approval
Please wait for business owner to review this 

transaction in the Stone Mobile App.

20 transactions 

Review

Review transactions

Batch pay

Balance
R$ 6.343,41
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Approve transactions ERP automatically reconciles

Sent to approval
Please wait for business owner to review this 

transaction in the Stone Mobile App.

20 transactions – R$ 10.230,00

Review New payment
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Workflows like paying bills become much easier 
with Stone integration



ERP automatically reconciles

Approved

Approved

Approved

Approved

Approved

Approved

Approved
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Workflows like paying bills become much easier 
with Stone integration



Time is 
money, and 
we are 
saving both

With Stone + Linx ERP

Without Stone : 10-step workflow¹

1. Illustrative images 163INVESTOR DAY 2023



Summing up

Payments
for multi- 
segments

POS as an 
Integral
Sales Tool

ERP becomes 
online banking 
solution

Multiple Use Cases All in One Automated Workflows

Account StatementBalance
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Product Platform

165INVESTOR DAY 2023

PaymentsProduct



Payments
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2024 Sneak Peak

Single point of
contact for payments
acceptance and
reconciliation

Full control over merchants’ sales

Receive
whenever

Settle
same



Payments
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2024 Sneak Peak

Go 
Payments

Horizontal tools 
simplify
catalog
integrated

Receive settlements
whenever you want

Settle transactions on weekends,
same-day and instantaneous.



Payments
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2024 Sneak Peak

Go beyond
Payments

Horizontal tools to sell more and
simplify sales workflows: product
catalog, complete invoice suite, 
integrated tax receipt



Stone Platform
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PaymentsProduct
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Banking

Stone Platform



Combining 
payments + 
banking
Demo
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To encourage clients to keep their money
at Stone, we tailored important payment
workflows for their business
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Embedding Pix
in our POS: 
more safety
and convenience
6% of MSMB TPV is 
from PIX QR Code
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Embedding Pix
in our POS: 
more safety
and convenience
6% of MSMB TPV is 
from PIX QR Code
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Embedding Pix
in our POS: 
more safety
and convenience
6% of MSMB TPV is 
from PIX QR Code
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Embedding Pix
in our POS: 
more safety
and convenience
6% of MSMB TPV is 
from PIX QR Code



Pix receipt 
indicating 
payment 
approval
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Embedding Pix
in our POS: 
more safety
and convenience
6% of MSMB TPV is 
from PIX QR Code



In the same app, the merchant can 
track sales and cashflow
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In the same app, the merchant can 
track sales and cashflow
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But the business owner doesn’t work alone
60% of our clients have at least 1 employee1

1. Based on internal data considering our clients (legal entities only) and official employment dataset. Reference date: Sep 23. 180INVESTOR DAY 2023



That’s why we 
built a multi-user 
account

Owner

Finance Manager

Cashier
Sales Finance

Sales

Approvals

Finance Approvals

Sales Finance Approvals
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OwnerFinance Manager

Scheduling payments for the owner’s approval

Sending transactions
for approval…
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Owner

Sending transactions
for approval…

Finance Manager
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Scheduling payments for the owner’s approval



Scheduling payments for the owner’s approval

Finance Manager Owner
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Sent to approval



Scheduling payments for the owner’s approval

Owner
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Summing up

Combining 
Pix in POS 
workflow

Payments + 
Banking in a 
single app

Cash-out 
workflows 
adapted for 
business needs

Money in Managing Money out
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Stone Platform

187INVESTOR DAY 2023

Banking



Banking
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2024 Sneak Peak

An innovative way to
organize and control
entrepreneurs’ finances

Using the Central Bank Open Finance rails to
provide an across-the-board view and control
their day-to-day cash flow and costs

Automatic
future 

Savings
can
payments



Banking
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2024 Sneak Peak

Automatic savings for 
future planning

Savings can have specific purposes and
can be linked automatically with the
payments inflow

Payroll
SMB workflow

ERP 
allows
easy



Banking
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2024 Sneak Peak

Payroll is a key
SMB workflow

ERP integration automates salary payments
and allows merchants to anticipate salaries 
due in an easy and convenient way

The “
business 

An unique
needs



Banking
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2024 Sneak Peak

The “everyday” 
business credit card

An unique card designed for the specific
needs of Micro and SMB merchants



Stone Platform
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Banking
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Credit

Stone Platform



New
Credit 
Solution
Credit 2.0
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We rebuilt our credit
solution from scratch, 
with an integrated
experience and innovative
repayment schedule
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To help merchants
keep up with
repayments, we
introduced monthly
installments
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And an innovative way to
pay as they sell daily
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And an innovative way to
pay as they sell daily



Pay as you sell

R$ 1.500,00 left
to settle this installment
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Pay as you sell

R$ 1.450,00 left
to settle this installment
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Pay as you sell

R$ 1.300,00 left
to settle this installment
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Pay as you sell

R$ 300,00 left
to settle this installment

Coming soon
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Pay as you sell

Congratulations!
The installment is settled.

Coming soon
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Interest saved
for good payers

Good for the
client and the
company Congratulations!

The installment is settled.
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In case sales aren't
keeping pace with the
minimum repayment, 
other sources can
repay the debt R$ 4.500,00 left

to settle this installment
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Other sources for repayment
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If our client is
committed to
repaying us, we are 
committed to helping
them in the process
of doing so
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Repayments Schedule Monthly Installments (12 to 18 months)
Pay as you sell + daily amortization to reduce risk

Personal Guarantees Main Shareholder / Owner

Restructuring
Capabilities

In App

Credit Portfolio 
& Models Monitoring

Enhanced and improved

Credit Models & Policy with
External Data Enrichment

Enhanced and improved

Monitoring Ratios Market view

What we are doing differently
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Personal Guarantees Main Shareholder / Owner

Credit Portfolio 
& Models Monitoring

Enhanced and improved

Credit Models & Policy with
External Data Enrichment

Enhanced and improved

Monitoring Ratios Market view

Centralized Registry 
of Card Receivables

Tested and working effectively
Disbursement only after the registry process is
performed

What we are doing differently



Stone Platform
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Credit



Credit
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2024 Sneak Peak

Scale up our Working
Capital Facility for 
SMBs

Expanding offers according to the
performance of our models and cohorts

Launch
Overdraft

Addresses
creates
penetrate



Credit
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2024 Sneak Peak

Building
product
in Micro

Understand
specific
different

Launch an
Overdraft facility

Addresses several clients' pain points and
creates a differentiated capability to
penetrate our portfolio



Credit
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2024 Sneak Peak

Building up our
product-market fit
in Micro

Understand the credit dynamics of this
specific segment and experiment with
different financing structures



Product Platform
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Payments Banking CreditProduct

Unlocking the
Power of Combining



Working Account
Comprehensive Merchant Platform

2024 Sneak Peak
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Working Account
Comprehensive Merchant Platform

2024 Sneak Peak

MONEY IN

Real-time 
payments 
settlement

New payment 
methods and 
channels

Industry-specific POS 
Software integrations 
and new sales tools
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Working Account
Comprehensive Merchant Platform

2024 Sneak Peak

CASHFLOW MANAGEMENT

Business 
financial 

management
Improved 

reconciliation
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MONEY IN

Real-time 
payments 
settlement

New payment 
methods and 
channels

Industry-specific POS 
Software integrations 
and new sales tools



Working Account
Comprehensive Merchant Platform

2024 Sneak Peak

MONEY OUT

ERPs 
integrations 
to simplify 
workflows

Payroll 
and batch 
payments

MSMB
Credit 
Card

CASHFLOW MANAGEMENT

Business 
financial 

management
Improved 

reconciliation
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MONEY IN

Real-time 
payments 
settlement

New payment 
methods and 
channels

Industry-specific POS 
Software integrations 
and new sales tools



Working Account
Comprehensive Merchant Platform

2024 Sneak Peak

MONEY OUT

FUTURE PLANNING

ERPs 
integrations 
to simplify 
workflows

Payroll 
and batch 
payments

Automatic Savings

Insurance

MSMB
Credit 
Card

CASHFLOW MANAGEMENT

Business 
financial 

management
Improved 

reconciliation
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Working Account
Comprehensive Merchant Platform

2024 Sneak Peak

MONEY OUT

FUTURE PLANNING

ERPs 
integrations 
to simplify 
workflows

Payroll 
and batch 
payments

Automatic Savings

Insurance

MSMB
Credit 
Card

CREDIT SOLUTIONS

Collateralized
Credit Card

Scale up 
Working 
Capital

Overdraft 
Facility

CASHFLOW MANAGEMENT

Business 
financial 

management
Improved 

reconciliation
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MONEY IN

Real-time 
payments 
settlement

New payment 
methods and 
channels

Industry-specific POS 
Software integrations 
and new sales tools



And beyond...
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Omnichannel
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Product Vision

From To

Banking
Intelligent
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Product Vision

From To

Banking Intelligent
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Credit
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From
Payments

To
Omnichannel
Checkout

From
Credit

To
Smart Cashflow
Advisor

From
Banking

To
Intelligent Spending
Management

From

Credit
To

Smart
Cashflow

Advisor

Product Vision



Operations
Platform

Module 4
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Stone Platform
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Payments Banking Credit

Account User Interface Hardware

Data Fraud & Security Infrastructure

Sales Logistics Client Service Pricing

Internal

Experience

Product

Operations



Sales Logistics Client Service

How our technology drives our operational edge
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Operations

Our tech-enabled
distribution

Superior 
client service

Nationwide 
logistics reach

Sales Logistics Client Service



23
2INVESTOR DAY 2023

Operations



How our technology drives our operational edge
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Operations

Our tech-enabled
distribution

Superior 
client service

Nationwide 
logistics reach

Sales Logistics Client Service

Marco Polo
Proprietary Sales 
Management Software

Green App
Proprietary Field Service 
Software

One
Proprietary client Service 
Software



Technology leveraging our operations

Sales Client Service
Marco Polo
Sales Platform

One
Client Service Platform

• All-in-one app: sales pipeline, pricing, 
portfolio management

• Optimizes daily sales activity schedule

• Supports management routines with 
real-time reports and dashboards

Logistics
Green App
Logistics Platform

• Empowers Green Angels to set 
up terminals and solutions

• Optimizes service orders and 
travel routes

• Enforces safety protocols

• Multi-channel support on a single 
platform

• 360º view of client info and 
interactions

• Predicts potential client issues for 
faster support

Operational metrics and client's interactions are tracked in real time.

It enables us to provide a consistent client experience and central management of the operation. 234INVESTOR DAY 2023



Demo #1
Onboarding a 
client to Stone
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We built a system 
to manage 
territories across 
Brazil

Marco Polo



We optimize our territory distribution using detailed
metrics for market share and client engagement
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We provide leads to guide our sales
force to the right clients

Marco Polo

Sales leads and
reactivate clients to
drive market share
growth

Linx clients to drive 
cross sell growth



Marco Polo

We provide leads to guide our sales
force to the right clients



Determining 
which clients to 
visit is a core part 
of our operation
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We optimize this 
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with Marco Polo 
recommendations
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We optimize this 
prioritization 
with Marco Polo 
recommendations



Our agents keep track 
of their sales pipeline 
and clients’ engagement 
in real time

Fast identification of upsell 
or retention opportunities

Find clients with credit, Linx 
or other specifications

ACTIVITY STATUS

ADVANCED FILTERS

Marco Polo



Hyper-local pricing 
suggestions with 
bundled offerings

Marco Polo



Hyper-local pricing 
suggestions with 
bundled offerings
REQUISITES

Sales Channel

Location 

Segment

TPV Tier

Marco Polo



BUNDLINGS WITH

Payments

Pix

Banking

Insurance
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Sales Channel
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BUNDLINGS WITH

Payments

Pix

Banking

Insurance

REQUISITES

Sales Channel

Location 

Segment
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Marco Polo

Hyper-local pricing 
suggestions with 
bundled offerings



The POS 
setup is fast 
and seamless
The sales Agents can do 
the setup themselves, or
a Green Angel is
immediately requested
through the Green App

The Sales Agent The Green Angel

Marco Polo Green App
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setup is fast 
and seamless

The Sales Agent The Green Angel
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the setup themselves, or
a Green Angel is
immediately requested
through the Green App



Our sales leadership monitors performance and
productivity through various dashboards
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And our logistics operation is backed by routing and
optimization systems

Green App
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Green App



And our logistics operation is backed by routing and
optimization systems

Green App
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Demo #2
Solving client issues
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The clients can reach 
out to the agents 
directly for any 
reason...

...And the agents 
have the tools to 
deal with it

Marco Polo



CRM DATA
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CRM DATA

Check all interactions 
with Stone

PROFITABILITY

Check where the client 
is more profitable

PRODUCTS ENGAGEMENT

Identify upsell and 
retention opportunities

SERVICE TOOLS

Solve any kind of issue 
quickly

Marco Polo

The clients can reach 
out to the agents 
directly for any 
reason...

...And the agents 
have the tools to 
deal with it



Our clients can contact our chatbot for 
simple requests and immediate responses
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Our clients can contact our chatbot for 
simple requests and immediate responses

COMPREHENSIVE EXPERIENCE

Access to merchant data to 
answer questions and execute 
actions

RETENTION OF REQUESTS

Providing quick and effective 
resolutions through bots

One



Our enchanters are available 24/7 on multiple 
channels to serve our clients

OMNICHANNEL
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First use case of AI to drive productivity for our 
enchanters: Summarization of conversations
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Wrap up

Our Operations 
Platform is a strategic 
asset that is hard to 
replicate

305INVESTOR DAY 2023

1
Leverages our 
operations by 
distributing new 
products with little 
incremental effort

2
Grow productivity 
through artificial 
intelligence and expand 
the operations platform 
ecosystem to new parties

3



Break



Financial
Outlook

Module 5
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MATEUS SCHERER CFO



Our financial
journey

5.1
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Growth trajectory

Throughout our
journey, we
developed a strong
growth engine that
allowed us to scale
rapidly…

Total Payment Volume

R$ bn

Total Revenue and Income¹

R$ bn

1. Ex legacy credit portfolio revenues

Growth
3Q18/3Q23
4.7x

Growth
3Q18/3Q23
7.8x



310INVESTOR DAY 2023

Monetization Discipline

… And while investing
to grow, we were
always disciplined
about monetization...

MSMB Take Rate1 %

1. Ex legacy credit portfolio revenues
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Recap on Stone Co’s financial performance

… And with that, we
built a strong cash 
generating
business model.

Adjusted Net Cash Position

R$ bn
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Recap on Stone Co’s financial performance

…but historically we
prioritized speed over 
efficiency, which means
there’s still potential to
improve profitability

Total Revenue and Expenses1

1. Includes Cost of Services, Administrative Expenses and Selling Expenses, ex legacy credit portfolio revenues

(as % Total Revenue and Income)
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Key
Takeways
from our
Financial 
Journey

Our powerful growth
engine will continue to
drive us forward into
winning in MSMB.

The commitment to
monetization remains
steadfast, now enhanced
with a broader set of
monetization tools. 

While speed is essential, 
efficiency will also
become a key pillar of
our sustained growth.

Improving
profitability and cash 
generation over time. 



Translating
Strategy into
Financial Results

5.2
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From strategy to finance

W I N  I N  T H E  
M S M B  M A R K E T

D R I V E  E N G A G E M E N T

S C A L E   T H R O U G H
P L A T F O R M S

Grow the base
MSMB TPV
Client Deposits

315INVESTOR DAY 2023



From strategy to finance

Grow the base

S C A L E   T H R O U G H
P L A T F O R M S

MSMB TPV
Client Deposits

D R I V E  E N G A G E M E N T

Monetize
MSMB Take Rate
Credit Portfolio
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D R I V E  E N G A G E M E N T

Monetize
MSMB Take Rate
Credit Portfolio

S C A L E   T H R O U G H
P L A T F O R M S

Gain operational
leverage
Net Income
Adm. Expenses
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Grow the base
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From strategy to finance

D R I V E  E N G A G E M E N T

S C A L E   T H R O U G H
P L A T F O R M S

Monetize

Gain operational
leverage
Net Income
Adm. Expenses

Increase
shareholder

value
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Grow the base

W I N  I N  T H E  
M S M B  M A R K E T



Increase
shareholder

value

From strategy to finance
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Grow the base
Our guidance metrics

1

MSMB TPV

R$ bn

Client Deposits

R$ bn



• Our distribution model is far from
saturation.

• We have a big TPV Pool within our
software businesses

• We are in the early beginnings of our
banking journey.

• Consistently offering the best client
service is part of our growth journey.

Grow the base
1
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Our operational
model is far from
saturation

Despite our current national footprint
reaching 90% of the cities in Brazil, 
and +99% of the services’ GDP…
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Our operational
model is far from
saturation

Despite our current national footprint
reaching 90% of the cities in Brazil, 
and +99% of the services’ GDP…

…all of our territories continue to
grow across the board, regardless
of their maturity levels
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Our operational model is far from saturation

The higher the 
market penetration, 
the faster we grow

Distribution of territories by MSMB market penetration

Median of TPV Growth (3Q22x3Q23)
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We decided to prioritize four 
verticals within our software 
business.

There is a substantial TPV Pool 
within these verticals.

Now, we have the right setup 
to seize this opportunity.

Unique software 
assets with strong
presence in the
medium segment
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Unique software assets with strong presence in the medium segment

Retail

Food

Pharma

Gas Station
~R$19 Bn Overlap

TPV 20231

~R$3.47 Tn
Market TPV2

R$358 Bn
Current Stone 
TPV in MSMB¹

R$236 Bn
Potential TPV in 

SW installed 
base

1. Based on run rate 3Q23; 2. Numbers from ABECS (Sep 23 LTM) 326INVESTOR DAY 2023



Payments unlocked cash-in
for our banking solutions.

Now, there’s a huge opportunity
to increased engagement.

Early beginnings
of our Banking 
Journey
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Early beginnings of our Banking Journey

Our banking engagement is improving and will drive deposits growth of 3x between ‘23 and ‘27

Clients deposits

Deposits (R$ Bn) and % of MSMB TPV
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Sustained best service in the market

We have always strived to provide Clients
with the best service in the market, and this
is an important enabler for our growth.
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We have consistently presented the best
client satisfaction levels in our industry

1. Includes Pagseguro, Cielo, Rede, Getnet and MercadoPago, weighted by the total number of complaints at Reclame Aqui (31-Oct-2023)

Reclame Aqui Score

Sustained best service in the market
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MSMB Take Rate

(%)

Credit Portfolio - Revamped product

(R$ mn)

Monetize
Our guidance metrics

2
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Monetize
2

• Increasingly, we can build bundles 
and rely on more levers to improve 
monetization.

• We can already see in our base that 
clients that use more solutions have 
significantly better economics.

• The percentage of merchants using 
more solutions are improving 
consistently.
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Build and price bundles

The more products our clients use, the higher their monetization 
and there's a sizeable opportunity to improve engagement. 

Net ARPAC¹ by number of products used Share of clients by number
of products used

% of clients with more 
than 3 products by sales cohort
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231

Note: Values indexed to base 100
1. Average revenue per active client net of funding costs



As we resume our credit
deployment, we unlock another
monetization lever as an upside.

Credit
Deployment

334INVESTOR DAY 2023



Revamped capability to deploy credit

335INVESTOR DAY 2023

Since resuming our 
product, all vintages 
show low NPL ratios 
3 months since 
underwriting…

Non-performing loans by vintage over 30 days in the third month



Revamped capability to deploy credit
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NPL 15-90 Portfolio NPL over 90 Portfolio

…Which leads to overall low NPL Ratio for the portfolio. We are being 
cautious in our approach to credit and have positive early signs
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Our guidance metrics

Gain
Operational
Leverage

3

8.8%

Adm. Expenses
(Adj. R$ mn and % of revenues)

4x



Our foundational assets are platforms to
sustain future growth at low marginal costs.

We will improve operational leverage
through diligent costs savings processes

Our guidance metrics

Gain
Operational
Leverage

3
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Foundational assets: our logistics platform

We invested consistently over the
past 10 years to set-up our logistics
operations nationwide.

Now that this infrastructure is in 
place, we have been able to achieve
diminishing costs as we scale.

339INVESTOR DAY 2023



COGS efficiency (Logistics)

Foundational assets: our logistics platform
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We have consistently improved cost per 
client in our client service operations.

We believe our clients should have less and
less reasons to contact us.

But when they do, we continue to offer the
highest service standards in the industry.

Foundational assets: our client service platform
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COGS efficiency (client Service) # calls per client vs client satisfaction

Foundational assets: our client service platform

1. Started being measured at 4Q21 342INVESTOR DAY 2023



Foundational assets are platforms for future growth
Evolution of Total CAC vs. Contribution Margin MSMB¹

Index 100

1. Excluding Pagar.me SMB 343INVESTOR DAY 2023

This has allowed us to
improve contribution
margin per client and
decrease CAC while
we scale the business.



We prioritized speed over efficiency
in our journey.

This has allowed us to scale rapidly,
and build a powerful operating model.

Now, we believe it's time to improve 
profitability through cost discipline, with
a special focus on administrative expenses.

Higher discipline in cost and expenses
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Adm. expenses dilution
In 2023, we implemented
our Zero Base Budget and
Shared Services Center 
initiatives.

Although in their early
days, they already show 
signs of success, and
should drive even more 
operational leverage
going forward.

Higher discipline in cost and expenses

Adj. R$ mn and as a % of revenue
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1,450



Summarizing our
long term targets

5.2
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We have a strong growth
machine in place to

continue gaining share.

MSMB TPV [R$ bn]

Client deposits [R$ bn]

20272024 CAGR ‘24-’27

> 600

> 14.0

> 412

> 7.0

13%

26%

GROWTH  ↑
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Credit Portfolio [R$ bn]

20272024

MSMB Take Rate [%]

CAGR ‘24-’27

> 5.5

> 2.70%

> 0.8

> 2.49%

90%

-

MONETIZATION  ↑

We have broader set of
monetization tools at our disposal

to enhance profitability
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MSMB TPV [R$ bn]

Client deposits [R$ bn]

Credit Portfolio [R$ bn]

Adj. Net Income [R$ bn]

Adm. Expenses [Adj. R$ bn]

2027

> 4.3

< 1.450

2024

> 1.9

< 1.125

MSMB Take Rate [%]

CAGR ‘24-’27

31%

8.8%

> 5.5

> 2.70%

> 0.8

> 2.49%

90%

-

> 600

> 14.0

> 412

> 7.0

13%

26%

MONETIZATION  ↑

EFFICIENCY ↑

GROWTH  ↑
The combination of our operational model with

our focus on efficiency will drive profitability
up by more than 2x over the next 4 years
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We believe StoneCo is uniquely positioned to drive strong return to shareholders.

MSMB TPV [R$ bn]

Client deposits [R$ bn]

Credit Portfolio [R$ bn]

Adj. Net Income [R$ bn]

Adm. Expenses [Adj. R$ bn]

2027

> 4.3

< 1.450

2024

> 1.9

< 1.125

MSMB Take Rate [%]

CAGR ‘24-’27

31%

8.8%

> 5.5

> 2.70%

> 0.8

> 2.49%

90%

-

> 600

> 14.0

> 412

> 7.0

13%

26%

MONETIZATION  ↑

EFFICIENCY ↑

GROWTH  ↑



Our Approach 
to Capital 
Allocation in 
the Future

Continue 
generating cash Strong balance 

sheet

Capital allocation
to increase
shareholder value

Approved a new 
buyback plan of
R$ 1.0 Bn
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Closing
remarks

Module 6
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Q&A



Thank
you


