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DISCLAIMER

This material was prepared by Singia S.A. (“Company”) (SQIA3:B3) and may
contain certain statements expressing management's expectations, beliefs
and/or forecasts regarding future events or results. These statements involve
risks and uncertainties that could cause results materially different from
those projections. Such statements are based on information currently
available, from Singia and the industry in which Singia operates, and is not
intended to be complete or serve as advice to potential investors, so readers
should not rely exclusively on the contained. Investment in securities issued
by Singia involves certain risks. Before making any investment decision,
prospective investors should carefully consider all the information contained
in the Reference Form, in the financial statements with the notes and, if
applicable, in the offer documents, among others. Business, financial
condition, results of operations, cash flow, liquidity or future business could
be materially adversely affected by risk factors currently known or unknown.
This presentation does not constitute an offer to sell or a solicitation to buy
any securities of Singia.
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1 Singia at a Glance




Singia assembled a complete ecosystem and achieved
absolute leadership in the industry

—— Sinqgia Ecosystem —e

A complete ecosystem formed after 23 acquisitions
over the last 17 years

OO0 OO

Banks Funds Pension Consortium

Horizontal Softwares

Horizontal Services

sinQla

—— Singia Highlights —

#1 in Brazil

In Financial Software’

+700

Customers

rR$ 638 Mn

Run Rate
Net Revenues
(3Q22)

1: 2022 IDC FinTech Rankings

23

Companies
Acquired

+2,000

Employees

rR$ 163 Mn

Run Rate
Adjusted EBITDA
(3Q22)



Singia delivered on the promise of the last shares offering

Successful execution of
the consolidation plan...

We made 3 strategic acquisitions and
deployed RS 540 Mn in ~4 months...

€ quite.ji

New]
CON

software

LOTE45

Asset Portfolio Manager

..while sustained enough firepower for
new opportunities.

...has enabled relevant
progress on the business...

00006

We expanded the portfolio of
Singia Digital with debt
recovery

We became the most
comprehensive provider of
the funds vertical

We became the dominant
provider of the consortium
vertical

We reinforced our leadership,
becoming 3x largest than the
second player

sinQla

...and significant evolution
on the numbers.

o—— Net Revenues Growth —e

175.,2

2019

6381

352.,6

210.0

2020 2021 3022 Run Rate

o——— EBITDAGrowth ——e

2019

|

70,5 I

] |
2020 2021 3T22 Run Rate
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2 Investment
Highlights




Investment highlights 5INQla

Singia leads a large, growing and fragmented market with huge consolidation opportunities

Relevant track-record of acquisitions and robust pipeline to complete the client journey

Consistent and improved operational and financial performance with maturing
acquisitions

Increasing investments in R&D paving the way for revenues growth and margin
expansion

Solid corporate governance, skilled board of directors and seasoned management team




nSinqia leads a large and growing addressable market..

sinQla

The Company’s addressable market has been growing on average 15% yearly since 2012 and has a positive outlook for the following years

Composition
% of the Brazilian software market

Financial
sector
26.1%

Application

software
46.6%

Incumbents

investing to remain
competitive

-

111

More digital

TAM Expansion
* from acquisitions in
different segments

Total Addressable Market

Growth dynamics
(RS bn)

Singia’s current

market

RS 7.0 bn

o]

total addressable

24 24

2012 2013 2014

Disruptors

investing to become
competitive

More scale, more products

Source: ABES 2022 Research (2021 data) converted at the R$/USS exchange rate of 5.16 and Company analysis

3.0 3.1

2015 2016 2017 2018 2019 2020 2021

Industrials & retailers

Launching financial
ventures

/11

o

New businesses



- . s SiNQla
n and it is positioned to take advantage of huge consolidation .

opportunities
The leading position and proven track-record make Singia the natural consolidator in the market
. Total Addressable Market °
sinQgla
Singia is the market
leader with just
Highly fragmented 10% sharel The only
market with . 0t . . :
RS 7.0 bn consolidator with
@ +1,000 t_eCh S w relevant track-
companies m— _ecord
Strong barriers to Clear consolidation
entry due to wave due to
tlm regulation, taxation competition and
and language succession

Source: ABES 2022 Research (2021 data) converted at the R$/USS exchange rate of 5.16 and Company analysis | 1: Based on 3022 Run Rate Revenues



o L siNQla
nqula proved a relevant acquisition track record... |

&—— 1st Cycle ® o
Average EV of RS 2.7 Mn

2nd Cycle ® ©
Average EV of RS$16.8 Mn

3rd Cycle N
Average EV of RS 46.9 Mn

Average EV of RS 216.8 Mn

Afene _J

/ 2019 A
CONTROLBANC PLen @ FROMTIS S 0 q u i te'j é
- 2015 : 2020
2010 3 g\gg_e‘_?em SEZS:%e;de 2021 /
DRIVE /
2013 2019 2021
New]
f O = ree
2007 2016 - 2020 2021
L
rQygRIus SOFTPRR’ Simply.
2014 2019 2021
2007 2019 : 2020 2022
NFS ¢fepneb
2019 2021

_/
.l
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n while sustaining a robust and balanced pipeline..

Continuous search for opportunities

Recurring revenues

New clients \ l f New products

Potential targets

NDAs signed

Deals under analysis

sinQla

"



n and it has been completing the client journey.. >ihQla

singla | funds
sinQla | banks
SinQla | consortium
sinQla | pension

1
SINQIA | services Product v
1 % Simply. Operation
T0Y) QE Cllent
-0—004 -~ ‘e N Onboarding
- =R

Client
Prospection

Product
Creation

:H Product A3
Sale v
- Client
ﬁ/éfepﬂeb Lﬁﬂ Monetizalt?:n
€2 quite.ji
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n of our client base composed by several premium names >INQIa

The company serves more than 700 financial institutions, including the top traditional banks and
neobanks in Brazil

o— Top traditional banks ——— o Top neobanks °
o

VAR o
. brac::esco I n te r ,
& Co6BANK

Santander

\
@ 8 (begpaces .

/ CAIXA O agibank:
/

.ml“’

“
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Maturing acquisitions are driving net revenues growth and

margin expansion...

92,1
20.2

3021

Net Revenue (rR$ Mn)

159.5
24,7

134,8

3Q22

m Software

307.2
73,7

233.5

LTM-3021

Services

554,7

90,0

LTM-3Q22

o— Adjusted EBITDA (RS Mn) ———

18%

16,6

3021

"

26%

408 59.3

3Q22 LTM-3Q21

=% Adj. EBITDA Margin

siNQla

25%

19_%/

LTM-3Q22
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investments in R&D are paving the way for further >INQla

revenues growth and margin expansion..

o— R&D as agrowthleverage — o-R&D as a profitability leverage -
3Q22 Launch new deRf:un::n t Integrate Update Unify different Migrate
Gross margin products proy with verticals technology products to cloud

cycles

singia| Banks 45% \/ V V

singla | Funds 58% V \/ \/

N

Singla | Consortium 65% V

v/
v/
o pensen 42% v
v/
v/

sinQla | Digital 44% \/

.



WA.. while investments in Innovation are extending our reach far

beyond
Accelerators VC Funds
and Hubs
~
DARWIN'SY
Ta,
CANARY
;@ WEIMPACT
PARALLAX
W Gk

N

Bigtechs

‘ Microsoft
For Startups

2 Google Cloud
for Startups

Z

Indirect equity investments

/

\

Solutions

» BaaS

» Blockchain

+ Tokenization

* Machine Learning

» Open Banking

~

y

+100 companies

Direct equity investments

A CashWay

A\
\ Data Rudder

/
© celcoin

~

sinQla
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3 Governance




SiNQlIa
Singia has a solid Corporate Governance... 4

As a Full Corporation, it is committed to deliver value to more than 80,000 shareholders

Shareholding composition International

— Investors
14.5%

Local

Institutional
Investors
)
34.1% ‘ Management: 13.8%
HIX: 10.9%
SFA: 6.1%

TARPON: 5.0%

Individual

Treasury
Stocks — Inzgs;c;rs
3.5% e
SQIA SMLLB3 IBRAB3 IGCTB3 IGC-NM B3 IGC B3 ITAGB3 IGPTWB3

B3 LISTED NM

As of November 21, 2022 | 1: Singia has 7t" share Buyback Program opened on January 21, 2022 18



qualified Board and seasoned management team

BOARD OF DIRECTORS
i AUDIT FISCAL i
{COMMITTEE : COUNCIL i
EXECUTIVE EXECUTIVE EXECUTIVE
VP VP VP
Operations People, Finance,
Products, Strategy and
Technology and Investor
Sales Relations
T :
! MANAGEMENT H

siNQla

e—————— Board of Directors ——

Luciano Camargo - Chairman (founder)
Bernardo Gomes - Member (founder)
Carlos Furlan - Independent Member
Carolina Strobel - Independent Member
Gustavo Roxo - Independent Member
Roberto Dagnoni - Independent Member

Rodrigo Heilberg - Independent Member

Officers °

Bernardo Gomes - Chief Executive Officer (CEQ)
Claudio Prado - Executive VP of Operations

Joao Bolonha - Executive VP of People, Products,
Technology and Sales

Thiago Rocha - Executive VP of Finance, Strategy and
Investor Relations .

. 19.



People as a growth driver for Singia >InQid

SINQIA'S PEOPLE

R R R Great
Singia Live singia

Place
0 futuro se conecta s

Work

Biweekly Improvement Protagonism  Advancement  Partofthe
strategy live and and in e-NPS besft
with top standardization knowledge (Employee companies to
management of benefits Singia Up Net Promoter work for
Score) GPTW
v v v v v
Culture Attitude Engagement

N

\%

Exponentiating our opportunities
. 3

20
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4 Appendix




Robust, consistent and sustainable growth >INQla

A

Y'Y, Another delivery of solid results confirms the consistency of the

2/~ strategy and the ability to execute.

u Opportunities for cross-selling and product unification have great
potential for growth and profitability

‘éD Experience, successful track record, financial capacity and robust
Eﬂ pipeline keep M&A as a great growth accelerator

Iﬂ] Maturity, a promising market and a reinforced team ensure.
all continuity in a balanced and sustainable way.




Providing a unique portfolio of products

Overview

Main modules

singia

The first full banking
software in Brazil

+ Core banking

* Investments

* Credit

+ Payments

* Foreign exchange

» Service channels

* Regulatory modules

singia

A reliable software for
fund administration

* Administration

+ Controllership

* Custody

» Distribution

* Risk

* Regulatory modules

singia

An end-to-end
software for pension
funds

* Asset mgmt.

+ Liabilities mgmt.

« Service channels

+ ERP modules

* Regulatory modules

sinQla

singia

An end-to-end
software for cons.
administrators

+  Group mgmt.

* Service channels

+ ERP modules

* Regulatory modules

singla l

#% inBrazil

Highly adaptable to
business needs

singla I

o The most complete

Highly responsive to
regulatory changes

23



[ M&A steps at Singia

Products and Services

Which products and services are offered by
target and alignment with the Company's
objectives

What is the growth potential of
the market in which the target
operates

the acquisition are
defined

sinQla

Financial Analysis and Valuation

Based on the previous steps, the
possible future performance of the
target is forecasted, and a financial
analysis is structured for the operatio

Pricing

Based on the financial
analysis of the
transaction, the pricing
and fair incentives for

Synergies and Strategy

How does the business connect with
Singia, and what would its future be
within the Company, once acquired

24



Integration driving growth through cross-selling

execution - Sinqgia Funds Case

° Portfolio evolution J o———— Cross-sellingCase ———o
2013 2020 2022

7 é 7 é ‘ ® + 2x j

i Acquisition Acquisition Acquisition

i of of of

| Drive Fromtis LOTE45

R&D

i Custody Readjustment

i Portal

i Contract Contract

i signed on signed on

@ > 2018 2022

CUSTOMER RELATIONSHIP EVOLUTION Ml Inicial product I Cross-selling products

.. Customer for
- +30vyears

Values in BRL Mn | Note: maximum contract value in 4 years.

sinQla

25



=

Integration leveraging profitability through product

unification — Sinqgia Pension Case

o—— Portfolio “asis”

&C’ &C’ &C’

attPS Atena ADSPrev

®) ®) ®)
QD QD QD

Stockinfo ISP Mercer

6

Client-server
Products

108 —

Customers up to
migrate

Note: total of 161 clients in the Pension unit

o0 Portfolio “to be”

Singia Pension

1

Cloud-based
Product

18 — 34

Migrating Implemented
customers Customers

sINQIa

o0 Deliveries———e

- Systems adhering to the new legal
obligations REINF and CNPJ per plan

- Amadeus Migration Accelerators to
reduce cost and time

- Completion of 3 migrations and 3
more scheduled for the first quarter of
2023

o——— Opportunities ——

- Increasing customer satisfaction
with stability and security

- Ticket expansion with new
products (~-80%)

- Fixed cost reduction with fewer

products (~30%)



Products and technology as tools for capturing >INQIa

efficiency and new sales

® Innovation ° L Cross Sell °

Focus on Singia’s ecosystem integration
+ < —— Among related areas
/& J

Growth of Digital products Portfolio
D iteli ——+  MoLombre + 300%

Simply. T S-View vs 3021

%8

Exchange of solutions
from the same unit

From Digital to all
verticals

>_
@ Activation of the Key

Account model

27



Comfortable cash level to support our inorganic growth Sl

strategy

o—— Adjusted Gross Cash Composition' —e ° Adjusted Net Debt2 °
1.5
— _J3
274.0
174.1 {537 |
i- 55.0 -E ------------ H u
"""""" 220.3
119.1
2022 3Q22 2022 3Q22
Adjusted Gross Cash =% AcOes em tesouraria = Adjusted Net Debt ~ —e=— Adjusted Net Debt / EBITDA Run Rate
« Totaled R$ 220.3 Mn (+ RS 1011 MM vs. 2Q22) and * |t totaled RS 212.8 Mn (-RS 15.8 Mn vs. 2022) and
includes: (i) RS 35.9 million pledged in guarantee of does not consider treasury shares, representing
debts. 1.3x the annualized adjusted EBITDA of 3Q22.

Amounts in R$ Million | * Adjusted gross cash considers the balance given in guarantee in the acquisition of ISP and in the issuance of debentures. | 2 The balance of treasury shares was not considered for the calculation of adjusted
net debt and indebtedness 28



Singia S.A. (B3: SQIA3)
Investor Relations

ri@singia.com.br

j +55 (11) 3478-4788
+55 (11) 4450-4433

é% ir.singia.com.br

SIN0I3A
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