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Leader in the Brazilian market in
state-of-the-art technological
solutions for payment means,

Customer Experience (CX) and
clients’ loyalty and incentives
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Business

ECOSYSTEM FOCUSED ON OUTSOURCING CRITICAL ACTIVITIES @ Csu

PAYMENTS

Full service for card activity
High availability (24x7)

BaaS

Modern and flexible technology

PRODUCT

VISION Digital accounts (Individuals and Companies) + App

High security and precision Embedded finance concept

Robustness for large volumes Financial services marketplace

R$ 230B processed- Market of R$ 2B (2025+)

COSTS
N\p\NAG EMENT
SISATYNY
IONYNYOSE3

LOYALTY

Loyalty and incentive management

09,¢

Omnichannel relationship

OPERATIONA-
FOLLOW-UP

Customer engagement Focus on the end customer

Points management platforms Use of automation and bots

Redemption marketplace (OpteMais) Digital economy demands

500K types of redemption (skus) 28M de attendances/year

*3Q21 annualized



History

PIONEERING IN THE DISRUPTION-OF ELEC'FRONIC PAYMENTS IN BRAZIL

1996
EXPANSION

1st company in the

country to operate
simultaneously with
the main international

credit card brands

1992
FOUNDATION

1st independent
processor of credit
cards in Brazil

Main market
transformation agent

2005
RECOGNITION

CSU consolidates
itself as the largest
independent card
processor in LatAm

2000-01
DIVERSIFICATION

New divisions
MarketSystem (Loyalty)
and Contact (CX)

=

-
3 T

dcsu

dl Y
2019 2020+
INVESTMENTEP®
-3
Creation of the foundations for
the digital world
2010 Digital / virtual card,
AMPLIATION wearables, NFC

digital wallets (Apple Pay,

CSU becomes a broad- Google Pay, Samsung Pay)

based processor of
general payment mean

2013-15
DIFERENTIATION
2006 Acquiring, consigned
GOVERNANCE credit and

and marketplace for

redemption (OpteMais)
1st payment company

to make IPO at B3 (in
the Novo Mercado,
the highest level of
governance)

CARD

B3 LISTED NM




Market @CSU
SEAMLESS PAYMENT: FRICTION-FREE PAYMENT EXPERIENCE

(+ digital)

31

(+ players)




Clients

RENOWNED LOGOS, WITH HIGH CROSS-SELL AND MULTISECTORIAL PRESENCE

+ Loyalty & Incentives +

E] Electrolux
PORTO P BANESTES

SEGURO
mn4 Bancodo I
letsbank ( A Nordeste BANCOOB

N i
7.« Sicredi %ﬁ%ﬁm

Digital Y premmia

Banks F o

OlLessage cribanco -l

(Grupo Bradesco)
d 1 9 l+ Volkswagen

uni e \— 7 .
Civre & acrox banQi

— - 9
i ~ - ¢
HYLNDAI QON';’:S‘ BANCODOBRASIL Atlas Schindler

@ PagSeguro @ UOoL

dhcsu
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CSU FOCUSED ON TECHNOLOGY FOR ELECTRONIC PAYMENT MEANS

CSU is a B2B
provider that
processes
transactions of
issuers and
acquirers

dp CSU.CardSystem

*Bank Identification Number, the first six digits
of the card, which identify the issuer and the flag.

SNMSUNG

; @ Pay pay

Electronic
payment means

1 Card Holder

or Wallets
(Buyer)

Letters and
Invoices

Issuers
(Grant the
credit/card)

Merchants
(Seller)

Authorizes
(BIN*)

Capture

Flags 3

VISA@) toele

mastercard.

Acquirers

(Accreditors: Cielo, Rede,
GetNet, Stone, etc)

Authorizes

dcsu

FORECAST 2022*

(Card sector)

AMOUNT
R$ 3.12 TRILLION

GROWTH
BETWEEN +20% / +22%

% PARTICIPATION IN
FAMILY EXPENSES
60% (vs. 49% in 2020)

Source: arbecs

*3Q21 Financials



HIGH COMPLEXITY, AVAILABILITY (24X7), PRECISION AND SAFETY @CSU

24h Customer Service

Collection

. @ | service
Invoices and /

. letters
29 mi expedition @ \ Back Office
registered cards / (operational and

accounting)

Processing and \
1 * fraud prevention

732 mi _ 0 CSU outsources the Systems development

N, allowing clients to focus
R$ 230 bi - = on their main business
transacted z= Internet Customer

\ ~ Service
~4 b|* - I
elo
consumed APIs API/Web ﬂa mt,d VISA > =\ Wearables
Services @J App

\

Origination Eo!
(requestsand =

approvals) . Certification that safeguard of the card users
dp CSU'cardSyStem D data confidentiality and integrity

==t

*3Q21 annualized



Loyalty & Incentives

SPECIALIZED IN TECHNOLOGY FOR REWARD, LOYALTY AND INCENTIVE PROGRAMSGPCSU

e
(=

REWARDS
ENGINE

New clients (Loyalty 1) Points redemption
and higher on OpteMais
volumes 500K+ SKUs

Revenue from:
No. of accounts and
Vol. of redemptions

CRM AND
ANALYTICS
(Data-driven
solutions)

opte.ﬁ

REDEMPTION
MARKETPLACE
Growing
volume of
partners
70+

o

Consumption track-record

dp CSU.MarketSystem

ESCOLHA O SEU NOVO

SMARTPHONE

COM ATE 30% OFF

y' BEBIDAS
M COMATE 30% OFF »

Access: WWW.OPTEMAIS.COM.BR

Magawl  EAST & C(ENTAURO

Y )
cvc ponlo:
A

PHILIPS Rappi

PETROBRAS

Uber @sm)tify- premmia »

10



MULTICHANNEL SOLUTION FOR DIGITAL VENTURES RELATIONSHIP @CSU

Customized products according to the contractor and business segment needs.

DIGITAL AGENTS HOME OFFICE

SOCIAL IVR & TECHNICAL SERVICE TECHNOLOGY SERVICE
MEDIAS TELEPHONY SUPPORT CHANNELS QUALITY SYSTEMS AUTOMATION

* Monitoring * |ntegration = Virtual = E-mail = Speech = CRM = Chatbot Potentials

= Customer = Self-service assistance = Chat Analytics Omnichannel = WhatsAppBot Maximization
Services 2.0 = Reverse VR = Voice = Text Analytics = Frontend » MessengerBot = Operational
= Lead = Dialer = WhatsApp = Monitor Robot = Workflow = Digital agents = Financial
Generation = SMS = Tabulator = RPA = Market

Internationalization

= Social media
» Reclame Aqui
(NPS)

@ Csu.Contact

11



Innovation

CONSTANT EVOLUTION IN DNA

’10 desu

GP arketplace
Y ’ 8 Blye C
& Pay w4 Technology
| 6 e Safe Journey Baas
pcy ais, Digital
Rewards,
Activation and 9
4 Engagement ’
@B@ NFC and ’ 7 Op:r:xBan?(ing
digital wallets
’ 2 BIN Sponsor
Wearables
5
Work from _home B ROAD
3 B Avomaron PRODUCTS PORTFOLIO
. FOR DIGITAL
1 TRANSFORMATION
Flags and

acquires ~ VISA (elo

. mastercard. 12
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Strategy i
EXPAND PROMINENCE IN CURRENT MARKETS

Leverage revenues and
A expand margins

(Payments, Loyalty e CX)

BaaS offer

3 Banking as a Service - [
D .
(via Blue C Technology)

business in digital markets

@ Accelerate and consolidate new
(M&A)




Leverage revenues and expand scales

WIDE PLATFORM: MAINFRAME AND CLOUD TECHNOLOGY @CSU

Electronic payment transaction

processing platform that combines
security, performance, agility and flexibility A

— —

o o ® "/,/“*\\\\\\\ : PLATFORM
VisionPLUS EBJ ]

MAGNUS Hesu
Go Big Go Fast
Microservices High resource APIls Safety, Continuous 24x7 redundant
architecture flexibility Integration adherent to PCI development operation

15



=) Banking as a Service offer

D) | TECHNOLOGY TO SUPPORT NEW FINTECHS @CSU

100% digital accounts

CSU Credentials Full Service Blue C Target-markets
L L L
Experience State-of-the-art core banking... Companies of any size, in different segments
_Leader in Brazil in technological solutions _100% digital onboarding
_Integrated to SPB (TED) and SPI (PIX)
Governance _Payroll (bank slips and bills)

_Listed on B3's Novo Mercado since 2006
.. totally integrated with CSU solutions...

Flexible model _credit and pre-paid cards
Modular services _Loyalty programs + marketplace OpteMais Payment E-Commerce Industry
Based in APls _CX'management (final customers) Intermediator

_Parameterizable rules engine
.. providing the most complete

State-of-the-art technology experience to users! E
_Architecture in microservices ! _Financial services marketplace (via partners)
_State-of-the-art core banking* _Relationship SuperApp

&

. i .
. _100% in public cloud 9‘: Retail Utilities Insurance '
* o
. .
\_’_._’ o & ....... '.‘. '.. el .\'/{: '/.\/ & . »
‘*v-.....oooooo.‘.' .’. » K3 .. x /“. O
.. . - » u G O l
e B BRBEERENNS. ® » . “ . Buec
—— . L4 . - - -

G Gn\u s‘O\.O" /

*Licensing with Technisys, which manages 100M+ of digital accounts in 16 countries Safe Journey saas 16



Accelerate and consolidate new digital businesses

FOCUS ON STRENGTHENING PAYMENTS AND BAAS BUSINESSES

M&A main goals:

Maximize growth (clients and revenues)

Reach new key segments
Accelerate time-to-market:for new solutions and technologies

Strengthen business at the base (cross-sell)

Fintechs and

Mature Co. Startups
Controlling Minority
Model shareholder interest

Share 51-100% 5-100%

Revenue (R$ M) 25 - 150 2.5-10

EBITDA Margin > 20% N/A
EV/Sales 2-4x 12M 4-10x NTM

dhcsu

Potencial targets
300+

Mapped companies

225

Negotiations

Signed NDAs

Completed transactions

R$ 10.0 million (mar/21)

17
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Highlights (3Q21-12M) d
ROBUST BUSINESS, WITH HIGH PREDICTABILITY AND STRONG PROFITABILITY DCSU

NET REVENUE EBITDA
Recurrence: 98% EBITDA Margin: 29%

Mg.: 13%

R$ 503M R$ 148M
(+10% YoY) (+18% YoY)




Quarter evolution

STRONG INCREASE IN PROFITABILITY WITH CONSISTENT GROWTH

Net revenue EBITDA Net income

11% p.a. 131.4

113.6

1Q19 3Q19 3Q20 3Q21 1Q19 3Q19 3Q20 3Q21 1Q19 3Q19 3Q20 3Q21

20

In RS million, except for the Compound Annual Growth Rate (CAGR)



Capital structure

HIGH CASH GENERATION RESULTS IN LOW LEVERAGE

Net debt / EBITDA 12M

3Q20 4Q20

= EBITDA 12M

1Q21

Net debt

2Q21

HIGH PAYOUT

(% of net income)

» 2019: 39%
IOCRS 10.6 M

» 2020: 40%
IOCRS 12.5 M
Divid. R$ 6.0 M

» 9M21: 23%
IOC RS 10.0 MM

» 4021: N/A
I0C R$ 4.0 MM

dhcsu

21



EV/EBITDA Multiple
PEERS BEING TRADED FROM 3.4X TO 6.6X COMPARED TO CSU

Payments Brazil
dp CSU 3.4x vs. CSU

CARD Fintech Fintech Fintech Fintech Fintech Fintech / Acquirer Acquirer

B3 LISTED NM USA1 USA 2 USA3 USA 4 FRA Acquirer 1 2

Source: Economatica and Yahoo Finance in 01/31/2022

Tech Brazil
6.6x vs. CSU

Software
ERP and
SaaS

Financial Software /
software ERP

dcsu

22
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Environmental and Social

ESG INITIATIVES FOCUSED ON A SUSTAINABLE FUTURE

CSU Institute

Since 2003, promotes actions for digital inclusion with the community, through the
training of young people and adults who wish to enter the job market.

+ 28,5 thousand people developed
+ Solidarity benefit to various institutions
* R$ 250 thousand invested (2018-2020)

Offered courses:

* Introduction to Computing & Typing

+ Office (Word, Excel, PowerPoint and Access)

Employees

» Total staff (Dec/20): 5,947, 71% fem. and 29% male.
* Young Talents Program: internship (students) and trainee (graduates)

+ CSU.Contact Corporate University: 42 courses for 250 leaders
+ 263.5 thousand hours of training (2020)

“

ala

dhcsu

Environmental impact management

» Selective collection and proper disposal of waste
‘ * Monitoring of consumption indicators to optimize natural resources

(water and energy)

* Awareness campaigns against waste

&

Internal health and wellness campaigns

» \oice care awareness actions
* Flu vaccination

» Prevention of Sexually Transmitted Diseases (STDs)
 Breast cancer prevention

» Creation of the “CSU Come by Bike” Project

» Epidemiological control program

+ Healthy pregnancy program

» Contingency plan and fight against covid-19 ERFY

24



Governance

BOARD WITH COMPANY KNOWLEDGE AND MAJORITY OF INDEPENDENT MEMBERS

— _ Treasury
Antdnio Kandir

1.6%
Independent (Chairman) ~ G€gea :

41.8 M

e Voting shares
Free float

44.3% Controlling
54.1%

Marcos Ribeiro Leite ()
Member (Founder)

Rubens Barbosa Filho - gy winisierio

=< da Fazenda
Independent &

Strong evolution of liquidity (ADTV):

Lt < R$ 1.0M (2019), R$ 4.1M (2020) and R$ 6.7M (2021)

Antdénio Martins Fadiga
Independent VMLYSR

Paulo Sérgio Caputo & '::;Bj:em C @pactual SMLLB3 IBRAB3 IFNCB3

Independent zenvia RV bematech
Market Maker IGCB3 IGC-NMB3 ITAGB3 IGCTB3




Management

Marcos R. Leite

CEO*

29+ CSU

Corporate

Fabiano Droguetti
COO/CTO*

3+ CSU

TiviT IZ
pliglobe CREDICARD SA

@ . BN oo e s
Farr)susiuess { SAO LUIS

Operations/Commercial

Ricardo R. Leite
Investor Relations*

22+ CSU

® citibank

" FGV FEALUSP ;: puc-sp [OISP ﬁ DL

Renato Bufalo
CX Operations

7+ CSU

vikstar ggroruch

[bmec

Guilherme Rocha
CFO* HR Head

Decio Burd

15+ CS® 12+ CSU

Anacristina Lugli
Clients Relationship

26+ CsSU
Gcsv 2

bradesco

Fatec

*Statutory

José Leoni
Capital markets

ERES V)

Fabio Wagner

Controls and Risks

ERESE

. B
/l »“a @gpa[tua\

[bmec

Pedro Campos

s CSE

Z LATAM

@ a‘;-mM'uu\. . FKAJ&P U FGV




dp CSu Investor Relations

ri.csu.com.br/en

B;EIQEDI?\]M ri@csu.com.br
+55 (11) 2106-3700

years

@csu.br € csuBr 0 abr_csu @ CSU BR

LEGAL NOTICE

This presentation may include statements that represent expectations about future events and results in accordance with Brazilian and international securities regulations. These
statements are based on assumptions and analyzes made by the Company in accordance with its experience, the economic environment, market conditions and expected future
events, many of which are beyond the Company's control, Important factors that can lead to significant differences between actual results and statements of expectations about future
events or results include the Company's business strategy, Brazilian and international economic conditions, technology, financial strategy, customer developments, financial market
conditions , uncertainty regarding the results of its future operations, plans, objectives, expectations and intentions, among others, As a result of these factors, the Company's actual
results may differ significantly from those indicated or implied in the forward-looking statements about future events or results. The information and opinions contained herein are not to
be construed as a recommendation to potential investors and any investment decision must be based on the veracity, timeliness or completeness of that information or opinion, None of
the Company's advisors or related parties or their representatives will have any liability for losses that may arise from the use or content of this presentation.

This material is the property of CSU, Any partial or total reproduction is prohibited without the written approval of the Company, All rights reserved.

Sé&o Paulo/SP | Barueri/SP (Headquarter) | Belo Horizonte/MG | Recife/PE



