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Dotz Game Plan

2 Dotz Differentials

What d Customer Base Coalition Low CAC, through a Network of unique
at we do i i . .
Network benefit platform transactional data 3 Pillars of our business model
» We increase the results of our 1 D% @ é * Loyalty Marketplace
artners . = Data engine and
2 PP Brand and Currency Strategic Partners differential (data, = Key BZ.vaalue
; consumers and frequency) proposition
= We gOt a take rate for that = ARPU increase q Y accelerator (more
. through cross-sell = Coallition offline and dotz)

= Part of the take rate is reversed and client Financial Partners

in benefits to users

SNSRI » Low CAC and clients

= We increase the purchasing TechFin

power of users, who

concentrate transactions in our = TechFin is where monetization

ecosystem increases exponentially

= Higher take rates
4 Digitalization

= Dotz SuperApp
Cross sell accelerator

= Killer use case

Where we are

» Ant Parnership



1year of IPO: concrete deliverables

(=

Improve cross sell and increase ARPU

Our Focus

ARPU increase

* 58%

(2Q22 YoY)

Billings increase

+ 27/%

(1H22 YoY)

Mktplace + Techfin represents 20% of
total billings, representing a +4p.p.
increase compared to 2Q21

©

Fundamental Pillars of our Business Model
Dotz ecosystem: transactions between interactions

1. Loyalty — our engine and cash cow

New grocery sponsors

R$ 8,0 BI 1TMM

Potential GMV Potential new clients

Vivo Partnership

+39%

Increase in active clients being
40k from sales of Plano Controle

Banks — Special Projects

R$ 15,2 MM in Billings 1H22

2. Marketplace — our main accelerator of client value proposition

+ 3 5% E-JTI\,/\IAVGIrE;:(r)ease 8% Take rate increase

2Q22 vs 1Q22

3. TechFin—our exponential monetization

¥/ NoVerde

Acquisition accomplished
on August 1t

Total personal loan
origination in 3 months

R$ 11,5 MM

o

Engagement and Digitalization
Our Main differentials

1. Consumer engagement
— our main differential ("Aqui tem Dotz")

> >
conversion
(o) o
(o) of total redemptions in 2Q22

Registrations of Dotz
Digital account
accumulated 2Q22

1,3 MM

Clients with
transaction in the Dotz
Digital Account

+90%



Execution of the Game Plan




Delivering the Game-plan: Cross-sell and ARPU Evolution

Strong attraction for customer base originated in the coalition with increment ARPU based on cross sell

Cross Sell ARPU
(in R$)
Average billings per user (R
g gsp (R$) +58%
More Active N prod 12 months +6%
Clients _----_ ore Products o
L "~ perClient 33x | v
S 53mMmM @, 776 37,9
35,9
‘ 24x 551
9x 24,0
201
More Revenues 3
per Product
1Product 2 Products 3 Products 4 Products
=11 2Q21 1Q22 2Q22

Large base of consumers and we are paid by our partners Once thjdgts:er ISI N tk:je ptlatﬂt)rm, s pgss;ble tto offer
to grow in users and data additional products at no marginal cos

ARPU: Unaudited indicator. Considers average billings per user.



Loyalty: +R$8 billion in GMV, accelerating partnerships and offering new solutions

Lrist

)
s
%

i dotzinc.
New offline partnerships new product BB automatic conversion and Vivo partnership evolution

Loyalty Banks Loyalty Retail

g Relaciona @H'oﬁ

* New Product S ANHE MAIS * Boosting current partnership

BB Automatic SEM GASTAR MAIS

Quer 20% de bénus

Conversion 2 10% de desconto? Plano Controle Vivo Dotz

‘ .
v ' vo +40k sales of Dotz plans (Automatic

New product launched in June, active offer in targeted Conversion), active clients grew

o
Transfira 500 pontos ou + paraa Dotz .‘\\
e escolha como usar suas vantagens! )
PRI —— ..

|
1
1

channels, BB sales force and press releases 39,3% versus Jun/22
Best value proposition in Automatic BB Conversion « Promotional actions with more than 50 active industries, enabling the
(Dotz+) offer of more attractive mechanics to the customer base.
« Billings from Special Projects in TH22: R$15.2 mm * New partnerships
e ° ™, D ," " Portfolio expansion and Other
qui os seus Q .\ . . - .
pontos valem {ide! © o0 + Caixa Points : MCIrl'MInCISW 4 UARTETTO segment partnerships in
- - ) ! ATAGADO & VARELO ® SUPERMERCADOS 1 1H22:
Program ! |
R | W
. ! .
* ; ANDORINHA! NCEIE
|
1
\

Carvalho  @wirex cenver, hm&V;

Negdcios Imobilidrios

More agility in transferring points to Dotz with a reduction in _ .
the number of points needed to fulfill the operation New Grocers with R$ 8,0 bn in GMV
in TH22



=) Marketplace: grew by 51% in Billings in TH22 @ detzinc.

Level change on the Marketplace. Deviations observed as a result of macro issues are offset by better trading and take rate

GMV - R$ mm GMV Accumulated - R$ mm Take Rate - %
. Billings
‘ 9,1 13,8 \ . N +8%
+35% 8,1%
25% @
! ‘._} 7.5%

130
72,8
64,3 266
I : I

2Q21 1Q22 2Q22 1H21 1H22 2Q21-LTM  2Q22 - LTM 2Q21 1Q22 2Q22
Several
) Amazon Prime Day
partners ama-;on MagaLu MIEH[JTESS 2022 sales
+100 +87% vs. 2021
americanas CASASBAHIA (9

K Carrefour /




%Credit marketplace

No credit Risk

Personal Loans in the journey through partners

¥ noverde

Dotz powered by Noverde (initial results)

TechFin: Good Initial Traction for Dotz-Based Credit Offer

Dotz powered by NV clients already responsible for more than 70% of

total disbursements of the lower risk bucket

Credit origination Dotz base  -=-----=--==--=----~

Approval/simulation =------------cooooooooooo o

S ol mdies i
i @Oz INC.

Co-branded Credit Cards 5!

Active Base LTM - # thousand

184 205 196
2Q21 3Q21 4Q21 1Q22 2Q22
TPV LTM — R$ bi
+46%
1,6

1,5

2Q21 3Q21 4Q21 1Q22 2Q22
8



Dotz redemption as a lever for engagement and digitization

Killer use case: Dotz = R$ redemption option in constant evolution. With the expansion of partnerships in Retail, we

reinforced redemptions at points of sale (POS)
' 36,9%
47,5%

&4 dotzinc.

Redemptions per channel

C . 13:57
artelra { Converter Dotz em dinheiro .
Meu saldo
DZ 115,582 Quanto dg)seja
verter?
R$ 73'10 con

pzsoo -  R$500

o 41,2% 33,7%
DZ 800 - R$ 8,00
g DZ1500 = R$ 15,00 > 2Q21 1 Q22 2Q22
@ Dz2500 - R$2500 O
Pagar com Pix . Redempt|on Marketplace POS . DOtZ -> R$

Pagamentos

Continuous reduction in volume of redemption in physical partners (POS) and
growth of digital channels.

DZ redemptions -> R$ and POS accounted for 84.4% in 2Q22



Digitalization: strong growth in registration and activation dotzinc.

1| Dotz Digital Account

Downloads - # thousand Clients with Transactions
+13% @ |
3.443 A
3.043
2.457
1.925
1.499 .
2Q21 3Q21 4Q21 1Q22 2Q22 2Q21 1Q22 2Q22
Registration — # thousand Transaction Volume
2,
> (oo
+11% N
1152 1.278
995
798
640

2Q21 3Q21 4Q21 1Q22 2Q22 2Q21 1Q22 2Q22 ;



2Q22 | Financial Results




Improvements in our operating results already deliver a real impact on our revenue P dotzinc
Billings: consolidated growth of 27% in 1H22 (vs. 1TH21), with Loyalty delivering 21% and Marketplace and TechFin above 50%

Main Operational Highlights YoY growth in Billings
oyalty 53.0 mm R IPO Post-IPO
Ooya Dotz accounts
2Q21 2Q22 1H22
+6.8% versus 2Q21 @"HEORINRA 2 Q
Loyalty 14% 9% 21%
R$ 149.6 mm 8.4%
© Marketplace In GMV in GDO A. 0 R
+13% versus TH21 verage take Rate
©® Marketplace ‘ ‘ ‘
3.4 mm +7%
Downloads of Dotz In active base (LTM) vs 2Q21
o : Digital account o : o
TechFin - ccumulated 2022 +46% @ TechFin 58%
In TPV (LTM) versus 2Q21

2X vs. 2Q21

Representativeness in Billings (Marketplace + TechFin)
Consolidated 20% 14% 27%

16% \2:% \2‘0%
’ . . Total Billings R$ mm 56,0 64,1 135,7

Billings are recognized as deferred revenue and will impact the

2Q21
Q 1Q22 2Q22 result in the next 48 months 12



Revenue growth with relevant volume of contracted deferred revenue

25% growth in net revenue from redemption costs versus 1H21 -

Billings — R$ mm Net revenue before redemption costs — R$ mm

W Older vintages W 2022 vintage

R$ 15,9 mm
A recognized in TH22 104,9 15,9

131,2
107,2

A
R$ 119,8 mm to be
B recognized in the C
following quarters
1H21 1H22
1H21 1H22
Deferred Recognition Schedule : R$286 million
C B B Vintage 2018 M Vintage 2019 Vintage 2020 M Vintage 2021 ® Vintage 2022
o ]
286 76,1
— s
— i 37
e I m— ’
mar/22 Safras Antigas Impostos Safras Novas jun/22 2022 2023 2024 2025 2026

Note: Premium to be distributed consider redemption historical curve, distributed throughout revenue recognition schedule



Gross profit expansion (YoY) and SG&A optimization

Gross Profit (R$ mm) & Gross Margin (%)

%#. Non-recurring o Adjusted gross margin

56,7%
52,3%

44,6%

® 47,0% 40 0% ® 471%
42,4%
55,6
5,5

31,8 30,8
ol
7 55 24,8 556
2Q21 1Q22 2Q22 H21 H22

» Gross margin in 2Q21 was positively affected by a reversal of
non-recurring costs, an impact of 9.7 pp in the quarter and 5.2
pp. in the semester

+ Gross margin in 2Q22 was impacted by BB's promotional

campaigns (lower margins) and increased costs related to the
Dotz Digital Account

aotzinc.

SG&A (R$ mm) EBITDA (R$ mm)
7 Non-recurring %%  Non-recurring
2Q21 1Q22 2Q22 1H21 1H22
Recurring 5
expenses change
(2Q22 vs 4Q21):
(8,8)
.7) i
3.3) (17,1
0 g7 (19.4) 7
i 2 e 3 (22,2)
72
53
48
41 44 51
7
(41,6)

2Q21 4Q21  1Qz22 2Q22 1H21 1H22
» Decrease compared to 4Q22 reflects optimization of

investments in growth marketing

14

Note: SG&A does not include other expenses and depreciation and amortization. 2Q22 SG&A and operational costs are reported in Note 22.



Accelerating monetization on TechFin
Noverde Acquisition




Milestones of cross-sell strategy at TechFin

i dotzinc.

Evolution of the technological Noverde Acquisition

platform and Score Dotz Co-branded credit cards
v" Cloud, APIs, collection SKUs, v" Origination and activation of v Personal Loan
real-time processing customer base for co-branded v Team
v Score Dotz development, in card partnerships with BB and v T platform
2Q22 in the 3rd version BV
) <%

2019-20
IEI Opportunities to explore
== financial inclusion in Brazil
LY
Coqsolldatlon of the onglty Credit Marketplace v Payments
business model by coalition Dotz account v Credit
i v Credit offer th h ial v Investments
v Client base launching p;(?tr:erosh(ieprs e v Insurance
V" Presence in the purchase journey v Constitution of PI v Noverde
(online and offline) v" Wide acceptance (Elo)

v Data capture with opt-in v Integrated into Pix
v" Brand

ANT

Strategic partnership with world’s largest TechFin
GROUP gep P J




Noverde at glance @ dotzinc.

Founded in 2016, Noverde incorporates a scalable platform for credit offering and operating business ability +
The Platform Main Indicators W noverde
@ @ User Experience (UX) Credit
L . . v 86 NPS v 400k + loans
Origination Risk and Disbursement v 4.4 Google Play Store v 2x approval capacity due to
Fraud v 99.94% of crash-free* users alternative data sources
— v RA 1000 Reclame Aqui v 6 + millions credit application
v
§ ; Regulatory Payments
v 3 booking banks v ~R$500mm + in payments
v 0.04% frauds received
@ v/ GDPR best practices v 80% of self-service payments
v PIX represents 4 of all collections
. . t thods total vol
Receivables Payment Collection PAYMENTs MELOCS Total VOIMeE

NO CREDIT RISK .



Dotz + Noverde Complementarity B dotz inc

==
¥ noverde

Client base Credit motor

Presence in the purchase alllin ~ Servicing Platform

Journey (online & offline) (origination=> collection)
("‘a:??;‘q ¥ ] ¢ T
iz QOUZ C
 dotzinc.4gs> —
High recurrence = Funding with third parties
<+
Data / Score Dotz A 3% User Experience
O
_ % Noverde Team with
Omnichannel credit experience

m TechFin Strategy Acceleration
Scalable technology M Up to 33x potential ARPU

18
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Noverde — Main Figures

7

i aotzinc.

¥ noverde 7» dotzinc. 4 ¥ noverde
21,6 H Dotz ® Noverde

| +9% of
(< 25'],9 2021
§ E 10,7 10,4 227'5 revenue 141 6
()]
z m B

2020 2021 1H21 1H22 2020 2021 H21 1H22
IC +1,4 pp of
B 66,7% 67.6% ' 549,
5 : 639% — %" 48% s0% 22 :
= 13,8 — Nﬁ%
EE 10,1 ' 109,6 124/
P 7.2 6,5 62,1 62,1
“6 [a'd
& - B B
2
5 2020 2021 1H21 1H22 2020 2021 1H21 1H22

(16,3) (184)

S
E (10,0) 9,2) (112) (106)
°|‘ 6,7) (79)
3
O
wv

2020 2021 1H21 1H22 2020 2021 1H21 H2 19

Noverde: non audited information



Next Steps: Dotz + Noverde

Next Steps: Noverde

@+

Empréstimo pessoal Dotz com
NoVerde: vocé ja tem uma oferta
pré aprovada de até R$ 4.000!
Conhega, simule agora e receba
direto na conta bancériaem até1 #
dia util!

Vamos la! Depois

Carteira

Meu saldo

DZ 99.694
R$ 0,00

Ver meu extrato >

Conta Dotz

$

[ X 2

Adicionar
dinheiro

Converter Dotz
em dinheiro

&3

B =

Carteira Perfil

@ dotzinc.
kb
¥ noverde

Revenue and Take rate
Acceleration of origination on Dotz channels

IT Integration
Technical integration: Noverde credit offer available in the Dotz platform

Leveraging
synergies for value
creation

Unique Platform (best of both worlds)
Fully integration of the Noverde operation

Product
Dotz powered by Noverde integrated in the purchase journey

5=
o

20



Our Priorities for the next quarters @ dotzinc.

1 Billings growth 2 Boost cross-sell 3 Focus on quality
E Loyalty Banks = Wallet Foundation
Accelerate our cash cow New version of the Super App a Prepare Dotz for exponential growth
integrated with the entire Dotz
Ecosystem
y Loyalty Retail
E More partnerships and new solutions ‘IQ‘. B2C
1010 Techfin ==\ Improve user experience and
1010 Offer of financial products in the redemption journey
Marketplace consumption journey of our
Greater penetration of the Dotz customers

customer base

21



dotzine

Investor Relations:

ri.dotz.com.br
ri@dotz.com



