Leading company in the Brazilian market in
state-of-the-art technological solutions for
payment means, customer experience and
clients’ loyalty and incentives

March 2021

CSU CardSystem S.A. (B3: CARD3)
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Integrated and
efficient business
driver for;:

Banks

Retailers

| Acquirers 3
- — dp CSU.Contact (Customer Experience - CX) @ InSurers
Complete customer relationship and service solutions via traditional
- channels and automation & robotization, focused on BPO, for productivity :
gains, costreduction and operational quality .
=~ Fintechs =

Revenues: Billed workstations and contacts made




PIONEERING AND INNOVATION

Largestindependent processor of electronlc‘ﬁaaym ent transactions in Latin America

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 and
Contact
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2010
EXPANSION

CSU becomes a broad
processor of general
payment means

2006

GOVERNANCE

1st company in its
segment to go
public: B3 Listed

dDcsu

2020+

2019

INVESTMEN g

Creation of the foundations for
the digital world

Digital / virtual eard,
wearables, NFC
digital wallets (Apple Pay,
Google Pay, Samsung Pay)

2013-15
DIFERENTIATION

Acquiring, consigned
credit and

and marketplace for

redemption (OPTe+)




MAIN NUMBERS

Resilient business model, with high revenue predictability and good profitability

Financials (2020)

R$ 457 M

98%

R$ 131 M

29%

High between 3 divisions

Operational (2020)

17.4 M registered cards
27 M billed cards
521 M transactions captured

50+ partners in B2B (OPTe+ White label)
400k+ SKUS of products and services

2,063 work stations (4Q20)

desu




CLIENTS d CSU
Smartand synergistic products and solutionsin different sectors of the economy, p
with ~50 customers: banks, retailers, fintechs, insurance companies and acquirers

+ Loyalty & Incentives +
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Focuson high technology and innovation

@ CSU.CardSystem

dcsu

24h Customer Service

Collection

Invoices and / @ _——— [H| service
letters @
el \ Back Office

/ (operational and

accounting)
Processing and
fraud prevention 0

CSU allows any customer

m Systems development
) and maintenance

I to issue their own cards, &=
performing end-to-end
Card == solutions for processing ‘
T and administration a Internet Customer
° Service

\

API/Web “ﬁ @ Wearables

Services \ App

Origination EO!
(requestsand =
approvals)

- Certification that safeguard of the card users
data confidentiality and integrity



LOYALTY & INCENTIVES

Specializing in technology for reward, loyalty and incentive programs

dp CSU.MarketSystem

S

REWARDS
ENGINE

New clients and (Loyalty IIr) Redemption on
higher volumes OPTe+

Revenue from No.
of accounts and
redemptions

CRM & MARKETPLACE
ANALYTICS

(Campaings) 0O Pteﬁ

Consumption track-record

dcsu

Marketplace OPTe+

connected to 50+ partners

~/] m POLISHOP
SN FASTIL

‘ pOl‘ltOfl’iO.COfT] = @exXtra.com.br magazineluiza.com

AREZZO  efdcil NETSHOES

&
top " store colomso LUNI

Spicy

(o Cudly,  CAMIGADO CENTAURO
EPBCA aférica Loft747
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SWAROVSKI VICTORINOX
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Dual platform:

loyalty (B2B) + e-commerce (B2C)
Access: www.optemais.com.br



Modular relationship solutions that comprise the entire customer journey

Customer service
and
relationship

Sales and Credit and

retention collection

Modern solutions using cognitive intelligence, making
more humanethe experience between customers and companies

) Csu.Contact

Back

office

dcsu



WHAT WE'VE DONE? d
CSU is already prepared and positioned for new times . PCSU
4 G Pay . Pay pay

FC and

igital/virtual digital wallets
cards

in 3
2 WFH
Automation

Wearables Video Connect
WIDE PORTFOLIO 06
A/AY: 1 OF PRODUCTS FOR
B s and DIGITAL TRANSFORMATION RZﬁ’grEdnSé;;g;a;?”
. mastercard. il (DX)

(Selo

(o

Bin Sponsor *

0

Open
Banking

Payment
Account*

Cloud

To do .
Doing

* Ongoing process.




NEXT STEPS

New inorganic growth drivers, accelerating time-to-market

M&A goals:

_Maximize growth (customers and revenue)

_Reachnew key segments

_Accelerate time-to-marketfor new solutions and technologies
_ Strengthen business at the base (cross-sell)

Mature Co. Startups

EBITDA Margin /A

Potencial Targets
Mapped
Negotiations

NDAs signed

Advanced stage

200+
80

25

dDcsu
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RESULTS
Consistency in growth, with strong increasein profitability

Net
revenues

EBITDA and
EBITDA Mg.

Net income and
Net Mg.

Em R$ milhdese %



RESULTS
Comfortable capital structurewith 0.4x Net debtto EBITDA ratio

Net debt/ EBITDA(12M) HIGH PAYOUT
[ 1.0x | 1.0¢ | | 04x_ [ 04x_

(% of net income)

» 2019: 39%

. 120.0 126.2 e IOCRS 10.6 M
10:1-1///
- » 2020: 40%
81.0
IOC RS 12.5 M (Payed)
47.3 : Divid. RS 6.0 M (AGM)
Q19 1Q0 2220 3020 4G
Jais » 1021: N/A
— EBITDA 12M — Net debt IOCRS 2.8 M

dcsu
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EXECUTIVE TEAM

Marcos Ribeiro Leite Ricardo Ribeiro Leite GuilhermeRocha Vieira José Leoni

(CEO & Founder) (Investor Relations) (CFO) (M&A)

29+ CSU 226U 15+ CSU 1+ CSU

@ 224 ®» citibank

" FGV FEAUSP \:“ PUC-SP

3

Fabiano Droguetti Renato Bufalo AnacristinaLugli Daniel Moretto  Pedro Campos
(Payments & ) (CX) (Payments) (CX)

3+ CSU 7+ CSU 25+ CSl 2+ CSU T+CSU
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GOVERNANCE AND DIRECTORS
Board combines company knowledge with majority of independent members

Antdonio Kandir
Independent (Chairman) VED, Treasury

1.7%

Marcos Ribeiro Leite dp
Member (Founder)

CREDICARD SA

Free float 41.8 M
43.6% Voting shares Controlling

Rubens BarbosaFilho  [TIEEE" g i -
Independent FIESP &

e b

Antbénio Martins Fadiga

Independent T RGeS Since 2006 our shares have been traded on the

Novo Mercado, B3's highest level of corporate
governance

- A g Cerech ()
Paulo Sérgio Caputo _ CARD  6cB3 16C-NMB3 ITAGB3
Independent zenvia PR Py B3 LISTED NM




CAPITAL MARKETS

CARD3traded at hugediscountvs. playersin technology and payments industry

EV/Revenue (X)

EV/EBITDA (X)

Tech Brazil

19.4x

13,0x
6.7x i
]

93.7x
70,4x

47.0x

514.8x

424,1x
333.4x

Financial SaaS and
software e-commerce

Payments Brazil

33.8x

23,9x
14.0x

58.8x

5 h i

149.9x
75.5x 112,7X

Fintech/ Acauirer 2 Fintech
acquirer q USA 1

Source: Economatica and Yahoo Finance in 03/17/2021.

Global Players

Fintech
USA 2

dcsu

62.0x
[ ] ——

Fintech Fintech
FRA USA 4




FUTURE OUTLOOK
Extend prominencein current markets and expand to new ones

Expand margins and
diversify revenues

Enablethe transformation Accelerate and consolidate
of the new digital economy new business in digital markets
(BaaS offer) (M&A)

dcsu

16



Investor Relations

ri.csu.com.br/en
ri@csu.com.br
+55 (11) 2106-3700

CSU

@csu.br €@ csusBr O abr_csu @ csuBR

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/lPE



ANNEX I: A CHANCHING WORLD
New era of society and a new way of living

New health and safety demands

ERA OF SOCIETY:

New technologies transforming lives

dDcsu

WAY OF LIVING:

New forms of consumption (web and mobile)

New payment instruments and credit transactions

DIIS)IIRGUI-!P-AI'II_ON (digital / virtual)
= New habits and lifestyles
New ways of working (work from home - WFH)
* New needs
New digital services
BUSINESS WORLD: Digital transformation of traditional services
«  Traditional players (incumbents) Tech players (startups, big techs, traditional adapted)
- ; Digital / web
= Physical and analogical
3 DIGITAL Virtual / WFH
" Presential CONSTRUTION

Low competition

High competition (fintechs)

Digital / Virtual & Physical+digital

18



ANNEX Il: COVID-19 PANDEMIC
CSU focuses on the 4 prioritiesto overcomethe challenges

Institutional

Businness

Safety and well-being
of stakeholders

_Work from home (WFH) for most of the administrative and
operational teams

_Strict security protocol

_Test Routines

_Low rate of positive cases

Acceleration of
Digital Products

_Creation and expansion of sales of digital products (Wearables,
contactless, digital wallets, digital and virtual cards)

_WFH as a product
_OPTe + network expansion and activation campaigns

Maintaining stability
of operations
_Activities considered essential

_Minimum impact of client business continuity

Focused financial management
in the preservation of cash

_Financial management initiatives resulting in increased
profitability and liquidity

_Renegotiation of financing terms

dcsu
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