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Foundation of JSL JSL Corporate Reorganization

o,
Incorporation of shares by SIMPAR and spin -aDELM =N [B] e
off creating an independent company ready
for a new cycle of growth
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Entender para Atender
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5 countries
BRA, ARG, CHI, URU, PAR

43,000

Trucks drivers in
our network

=0

+12,800

operational
assets

19 cenTERS OF
e | DISTRIBUTION

220,000 m?
in storage capacity

+700 CLIENTS

With a long term
relationship

+20,000

employees
+100 managers with an

average time of 10 years
with JSL

Top 10 +25 years

RS 5.1 mm

donation for the
COVID-19 response

+200
BRANCHES

“People, our key differential” o

Nota: All numbers on this slide include the sum of JSL + Fadel + Trasmoreno



Vast addressable market with new growth pathways

Scattered market, composed by agents lacking structure and capital, paves the ways for organic and inorganic growth

Underpenetrated addressable market’...

...in which JSL is the undisputed leader

(Logistics costs — RS bn)
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Logistics in Brazil:
RS 854 bn
11.7% of GDP

Outsourced Logistics:
RS 521 bn
61%? of total

Vehicles

/ Players Players Vehicles

13.1 k

owned

1.3 543 k 703 k

Self-employed

S5ISL

Emfendar para Al NIET

43 k

registered
truckers?

7.7 150 k

1.2 mn

Company

Source: llos 2019 and Transportation Intelligence (2019), Bloomberg; Transportation Intelligence, IBIS, equity research reports
Note: (1) Considers road cargo logistics, warehouse and distribution. It does not take in account other modals; (2) USDBRL 5.3501 (August 2020); (3) ILOS Outlook — Logistics Costs in Brazil, 2017

1.3 1.2
#2 #3

(Net revenues of the 9 largest players of outsourced logistics in Brazil in 2019, in RS bn)

580.1
Top 10 players hold approximately 1.9% of the market !
share of 3P market in Brazil, strategically positioning JSL

as a natural consolidator

0.9
0.8
0.7 G 06 o o
#4 #5 #6 #7 #8 #9 #10 Outros

International market with consolidation tendencies

(Net revenues of the 10 largest logistics players, in RS bn?)
Top 10 players hold approximately 34.4% of the market share
% of 3P market in USA, being the largest with approx. 7% of
market share

Top 10 players hold approximately 32.0% of the market share
of 3P market in Europe, being the largest with approx. 9% of
market share




Entry barriers have been built across 64 years

Through client focus and value generation in all stages of the logistic chain, JSL places high entry barriers to potential competitors

Credibility

Quality recognition by the
market for its integrated
solutions

History of deliveries,
reliability, governance,
quality and people increase
number of contracts with
same clients as well as
number of clients

Notes: (1) Does not include small package industry

Capillarity

Present in all regions of
Brazil

Only player with
capillarity on logistics
network' with presence in
19 states of Brazil and in
5 countries of South
America

Scalability

Largest player in the
market

High resource acquisition
power and assets given
its large scale, which
positively impacts the
return of Company’s
projects

People

Strong Culture

Aligned culture and strong
values, commitment with JSL
in long term, experience and

expertise with business
models: “Entender para
Atender”

Technology
L€

Intelligence at service of
clients and truck drivers
enabling productivity
gains, higher returns and
operational agility




History of accretive M&As

STRATEGY FOCUSED ON:

New services and technologies
Complementary sectors and

geographies

ot

International exposure

Adequate ROIC

Accountability of numbers

High quality perceived on services
Synergy of client’s base

Team

Acquisition history

=" Strategic and selective
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STRATEGIC RATIONALE

I ® diversification and consolidation of the largest and
most integrated logistics services platform in Brazil

® greater participation in urban distribution in the food
and beverage segment

® expansion of the portfolio of relevant customers

® expertise of people with recognized management
capacity and proven track record

synergies and cross-selling

FINANCIAL INFORMATION 2019 (RS mm)

STRATEGIC RATIONALE DECNRETIC

greater participation in services that we believe we can
make improvements, adding value to our client

® Diversification with expansion of market share in brand
new vehicles transportation

® expansion of the network of truckers (independent
contractors)

® synergies and cross-selling opportunity

FINANCIAL INFORMATION 2019 (RS mm)




LARGEST AND MOST INTEGRATED SERVICES PORTFOLIO

(+ % NET REVENUE 3Q20 LTM) + 16 sectors

CHARTERING AND
DEDICATED LOGISTIC | URBAN INTERNAL | TRANSPORTATION OF | | |
STORAGE SERVICES ~ COMMODITY LOGISTICS ™ VEHICLE RENTAL WITt
OF ROAD CARGO DISTRIBUTION LOGISTICS BRAND NEW VEHICLES Food
WORKMANSHIP
Automotive
43% 4% 12% 2% 4% 24% 11%
W Pulp and Paper
g 28% 68% 4%
R 10% 90% Ste_el_ and
Mining
Others
Chemical
Transportation of L
Okm vehicles for ™ ) Consumer
Part of the domesticand i Dedicated Goods
customer's foreign markets 2 logistics Dedicated
: operation with .
production process / , long-term transportation of Servi
Point to point Yards for storing contracts people ervices
transport 95% Customized Veh|C|es n Strateg|c InVentory
subcontracted with Daily supply solutions for each locations for management Services with Car rental with driver
aggregates and third of POS operation customers ) hich added value Sugar-Energy
parties Reception, storage, g
Management High index of sorting, Shlpplg%g: Links with the
Integrated and  and return of specialization and & export sector Capital Goods
flexible solutions for Packages loyalty

each customer

(includes Fadel and Transmoreno)

23%

22%

2%
J20

| 1%



“Understand to serve”: Customer services structure

Client’s needs L stuctre

[ Executive Board ]

Finance
executives

v/ Strategies shared with client’s key

i Projects

: Tl Commercial l

| Contract

: Manager

| [

! “Entender

| HR para Controllership Coord.
| Service 1 Service 2
| Atender”

: v Management independence

i v e . .

| SAC G Agility in decision making

Project development, corporate
management and execution

X Uy he’

Capillarity Reliability Cost Reductions

v' Contract’s detailed control

Main client’s benefit

Focus on Core
Business

Overcome client’s expectations on the
contracted services, strengthening our
commercial relationship

Quality of provided

services increases

New Clients €"0ss selling within | oy Clients
clients

@

Selling

B
iV I Q
‘llll'l
Efficiency Gain Customized
Solutions




ESG Management model in line with sustainability principles

Environmental &6 Brooc
| otocol

Emissions management program -25%
scope 1 emissions (versus 3Q19)

Low average age of the fleet (4.32 years)

Waste recycling and disposal
program

Water and energy use program with -5%
electricity consumption (versus 3Q19)

c.v"'"%“
. j #Mulher ga—mﬂgral “
Social ucsiesmee wame 360 Governance =
JSL Sustainability Committee ":mn._.;,""l;t.‘;'.'mg Mentans

Social diagnosis in the communities
where we operate

Safety program for people and cargo as
a priority

Results: “'

-22% with absence (vs 3Q19) FERNANDO A. S. FILHO ADRIANO THIELE ~ TARCILA URSINI

ZERO fatal accidents in 3Q20 Coordinator (Counselor) Partner JSL Operations
and Director of Bemtevi Executive Director
Investimento Social

Independent Member

Counselor at Korin Agronegécios and
Conscious Capitalism. Member
Sustainability Committees Santander
and Duratex. Representative of Brazil
on the B Lab multinationals
committee

Program “Ligado em Vocé”



“Understand to Serve”: Board, Management and long-term clients

Seasoned Management team dedicated to company’s development and innovation building long relationships with clients

! 114

Denys Ferrez

Board of Directors

(Chairman) managers
%\, | Company time - > - "
— 10years 37 years Directors Fernando Guilherme Adriano Valmir Eduardo Luiz Deives
doA. .~ . . . . . . . .
Femando (average) (max) Simdes Sampaio Thiele Filho Pereira Carminatti Privatti
(Board Member) Age! CEO CFO [90]6] Operations Director Executive Commercial Operations Director Operations Director
ge (Environmental) Director (Cargo, Warehouse) (Fuel, Automotive)
43 years 68 years
2% (average) (max)
Antonio Age 53 36 48 47 49 39 42
(Boa?::\:I?;ber) 17 thousand C
ompan
employees ':imz 39 1 9 25 16 6 9
Gilberto Pulp & Paper o Y o Y o’ V4 o’ V4
Xando ) _— ')/ ‘(/\ ' ‘(/\ ‘(/\ VERACEL o\
(independent) MBI ) SUZANO g4 15  Ckew 7 2 30 3 17 9
relationship with [ |

I
h Y
E]

leading companies in A
t ti P - !
the market ° e X P e X ﬂ @ X

German Quiroga @ 25 5 25 5 24 2 24 4
(Independent) 25 yea rs
. . Food & Beverage ! y - 2 s Dy ! 2 P s
average of relationship ) R
i ith brf X onaeler ¢ %&%ﬁ 7% Nestle ¢
Committees wit J 17 3 20 9 wilows 47 12 23 9
H Unilleares
v Audit Top 10 clients
v Finance THE LARGEST CLIENT IS RESPONSIBLE FOR 11% oF REVENUES AND TOP 10 FOR 43%
v Technology and
Innovation

Note: (1) Average age of managers and general managers
v Sustainabi“ty Valmir Filho, Luiz Carminatti and Deives Privatti are Non-Statutory Directors



http://www.cummins.com.br/cla/index.php

RESULTS

EBIT (RS mm) AND EBIT MARGIN 2 (%)

EBIT :
—+—Margin 9.7% L 5 0% 9.6%
7.7V°N8% *
6.0% . * i
— \scy
284 E :
230 :
169 202

67 27 64

2017 2018 2019 3Q20 3Q19 2Q20 3Q20
LT™M

(1) Does not consider Fadel and Trasmoreno
(2) EBIT and EBITDA margins calculated as a percentage of net revenue from service.

3,138

2,969

2017 2018

EBITDA (RS mm) AND EBITDA MARGIN 2 (%)

I EBITDA .
—e—Margin 0
17.5% 16.7% 16.9% 17.9%
—_ 14.9% *
513

2017 2018 2019 3Q20 i 3Q19 2020 3Q20
LTM

NET REVENUE (R$ mm)

3,102

2,936

M Asset Sales

W Services
2,792
783
52> 733
S 745 661
166 198 37 73
2019 3Q20LTM 3Q19 2Q20 3Q20

LOGISTICS NET INCOME (R$ mm)
AND MARGIN (%)

I | ogistics Net Income

—e—Margem :
500 0% 3% i 3.0% 3.8%

-1,0% — e 0.1% .
./ ‘\./

114 :
B é = 0.5 =

2017 2018 2019 3020 | 3Q19 2Q20 3Q20
LTM

11



RESULTS 3Q20"
Asset\ Light (66% of revenue)

SRRARRTIARE
NET REVENUE (R$ mm)

,70

2019 3Q20LTM  3Q19 2Q20 3Q20

EBIT (RS mm) AND EBIT MARGIN (%)

_ 8.0%
7.1% P-2,5%
‘N:%
3.0%
134
800 ! ma e 35
2019 3Q20LTM i 3Q19 2Q20 3Q20

EBITDA (R$ mm) AND EBITDA MARGIN (%)

14.5% 13.4% 14.4% 8.2% 15.7%
276

N 69| - 69
2019  3Q20LTM | 3Q19 2Q20 3Q20

(1) Does not consider Fadel and Trasmoreno

Asset Heavy (34% of revenue)

R

NET REVENUE (R$ mm)

1,199 1,086 .
B Asset Sales M Services

1,034 301 250 295
7 B o =

2019 3Q20LTM ¢ 3Q19 2020 3020

EBIT (RS mm) AND EBIT MARGIN 2 (%)

14.5% 138% i 137% o 13.0%
150 122
.33 35 29
2019 3Q20 LTM : 3Q19 2Q20 3Q20
EBITDA (RS mm) AND EBITDA MARGIN 2 (%)
25.2%

23.1% 22.8% 21..3%/.\22..2%

C——0 i
238

2019 3Q20LT™M 5 3Q19 2Q20 3Q20

(2) At Asset Heavy, EBIT and EBITDA Margins are calculated as a percentage of net revenue from services




(1) Does not consider Fadel and Trasmorenos

CAPEX 3Q19
(RS mm)

Net Capex
3Q19

CAPEX 9M19
(RS mm)

106

Net CAPEX
9M19

limmmm CAPEX 3Q20 BY TYPE OF ASSET

(RS mm)
10
14
12
12
Trucks Machinery Light Vehicles Buses

Ul CAPEX 9M20 BY TYPE OF ASSET

(RS mm)
19
32
38
155
Trucks Machinery Light Vehicles Buses

Other

26

Other

54

Gross CAPEX

270

Gross CAPEX

Sale of Assets

Sale of Assets

NET CAPEX

NET CAPEX

13



i FREE CASH FLOW '

3Q19 3Q20

FREE CASH FLOW GENERATION (RS MM) ITM ITM
EBITDA 514 432
Net revenue from asset sales (151) (198)
Depreciated cost af asset sold 155 192
Taxes + Working capital (159) 16
Free cash generated from operating activity 358 442
Net revenue from asset sales 151 198
Capex — Maintenance (79) (26)
Maintenance Net Capex 73 173
Operational Free Cash flow before Growth 430 614
Capex — Expansion (309) (353)
Free Cash flow Generated after Growth and before Interest

122 262

(1) Does not consider Fadel and Trasmoreno



CAPITAL STRUCTLURE

LONG TERM AMORTIZATION I
(RS mm)
Cash until
979 2023

839

575
443

21
150
80

CASH ShortT 2021 2022 2023 2024 2025

NET DEBT COMPOSITION 3020 (RS mm)

(=) GROSS DEBT 2,301.0
(-) Cash (979.3)
(=) Net DEBT 1,321.7
NET DEBT/ NET DEBT/ NET DEBT
EBITDA " EBITDA-A AVERAGE TERM
2.6Xx 1.9x 4.4 years

(1) For the calculation of EBITDA the non audited 3Q20 LTM information from FADEL
and Transmoreno were considered. The numbers may vary.

i COST OF DEBT A

(BEFORE TAXES)

83% 82%
o——o

\9%

o 5.1%

3 3.9%
.\.

2017 2018 2019 mar/20 jun/20 set/20

-15 bpS spread over CDI (QoQ)

I CORPORATE CREDIT RATING L

National Global
Fitch AA-(bra) 5
. -(bra -
Ratings
S&P Global brAA B+
Ratings

15



Entender para Atender

JSEinyvestorgRelations
Prlone; 55,(11) 2377-7178

E=mail ri@jslicom.br

N

Site HASIFCO M-

IhisTEarRIMES Release ail A.'s finan and operatingresultsinthesthire
quUarterroiRZi20.
SOMERDH Statemen itained hereins constitute additional  infermation thatshasic
beeniaUditEd or revieweslOy the auditors and is based on Management:s curr OPINIO!
and ProgRBsis. Conseq| , there:may be material differences betWeenisaicistatement
and tHEMEOompany’s [Fresults, performance and future eventsi ActialSresults)
perfor e and even / differ’substantially from those expressediorimpliedibysaic
as a result fious factors, including the'generalland economic situationsir
BrazilsanERother countries; interest, inflation and exct rates; changestintlawssana; SCAN OR CLICK
regulal 5 and ‘ ‘ .

thefadditionall informationiini thistreport that has not been audited or' reviewed: by,
i

auditors. Saidiinformetionishould be examinediandiintenpreted in'aniindependent manner

by, shareholderstandimarket agents whosshouldicarifout their ownganalysessans

their-own conclusionsiregarding the resultsidisclosed herein.

- i



mailto:ri@jsl.com.br
https://youtu.be/uIclpPj-RtE

Corporate Restructuring: value generation to

O 000

Corporate
reorganization to
kick-off a new
development
cycle

Value Creation
to shareholders

Simplification
of corporate structure

Transition
into independent
companies

Perpetuity

of business

all stakeholders

Before .
[ones [ s || RE T e Committed with the highest level of Unanimous
| ronr | % _ approval of
14.459] [55.55% [s0.0% Corporate governance. . .. .
. . minorities in EGM
v Independent committee in place hiahliaht qualit
100.0% 55.1% 100.0% v' Majority stockholder suggests to gniigntg y
y v ¥ v follow minorities decision and value of the
|9, || movida || & | masc || ©ngia proposal
. FREE '@
JSP ! I@vuovo
Others? (Simdes’ Family Holding) i_ ________ E !__O_:_A\_T_________i rte o404 @
14.45% 55.55% 30.0% g mmmmmmnee ;
i FREE i
£ SIMPAR . FLOAT |
100.0% E 100.0% 100.0% Public Company100.0% 100.0% 55.1%| 44.9%
1
\ 4 ! ¥ \ 4 v
SJSL (©riginal & NBBC

Entender para Atender

Leader in road

logistic services
in Brazil

Public Company

Rental and sales
of trucks,
machinery and
equipment

Authorized VW light
vehicle dealerships

Public Company

Note: (1) Position held by individuals of Sim6es’ Family members, board members and treasury shares

WEAS NG B COMTA DG TAL

CSBRASIL

Services for
the public sector
and semipublic
corporations

Leasing, freight
payment
and financial
services

Light vehicle
rental

Public Company



COmmOdlty LOgIStICS Satellite tracking and

Mining Sector

transport centre

Route
humectation

Ore loading

Car rental with driver
available to the
customer

2,

Machine :
Supply Road
maintenance

Passenger
transportation

Ore transport

Selective
collection

Waste
management

Wagon loading

Internal
Load movement
lifting

Industrial
cleaning




Internal Logistics

Automotive
Sector

Line TGX - imported
Reception
Warehouse
Sequencing

Seaport and Airport

Operacao de SKD (importation and

Semimounted part reception - exportation)

Handling

Conference

Warehouse

Packing to exportation

Loading conteiner

Logistics Center

Management
Reception
Conference
Sequencing
Transport to factory

CKD Operation
Parts reception
Handling Internal Factory Logistics
Conference Parts reception
Warehouse Conference
Packaging to exportation Sequencing

Loading container Line supply
Logistic planning
Part Separation
/( v r Pilot plant/prototype
8y
' R
y Lqy >
‘ oy
; (NeS

h ] |
el ald




Urban Distribution

Food Sector

.

Ty
\’s

X
?_«*

Refrigerated
Storage

Refrigerated
Goods
Delivery

Refrigerated goods
transport
Frozen
Food

Storage ““_/

Reverse Logistics §

Packaging, overdue and damaged 1; .
o t O
\




