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'MANAGEMENT

. DIMENSION

p

47.5

SW EXPENSES - MANAGEMENT

CAGR 2013-23 2019-23
Brazilian GDP (Nominal)! 6.4% 1 8.0% 1 A
2X 2X
Management Market? 13.2% —-JI 16.2% —-JI
1.7 p.p. 2.9 p.p.
_ TOTVS Management® 14.9% 19.1% y

* BACEN; *Gartner; ° TOTVS - Recurring Revenue

\
9.9X $ EMPLOYEE
417
0.43%
Brazil OCDE TOTVS Market Share®:
(o)
15.3%
. Mgt. SW Expenses/GDP (%) (+120 bp VS 2020)
Mgt. SW Expenses/Employee ($) .
j 'IpC

O@

CURRENT
MARKET (2022)

POTENTIAL
MARKET

(" RECURRING REVENUE )

( MANAGEMENT EBITDA )

i 259 6%
R$ 305 bl 3 EBITZ?ZZI\jrargin

We more than doubled the PN

Recurring Revenue from 100 +6.2.p.p.
2019 to 2023 o?

EBITDA Margin

1Q19 1Q20 1Q21 1Q22 1Q23 1Q24
1Q19

with 20 consecutive quarters of
growth above 2 digits

100 Base

1Q19-1Q24



B1Z PERFORMANCE ity £ SINGLE TO CONSTANT PROFITABILTY ®
MARKET MULTI PRODUCT EXPANSION

75.6
- WE DID WITH MANAGEMENT AND WE ARE (" NET REVENUE (" EBITDA
ACTUAL DOING WITH BlIZ PERFORMANCE
MARKET (2022) 455
CAGR 2013-23 2019-23 Wi POTENTIAL
MARKET
“DIMENSION oralianGOP Nominall 4% 1 80% - () ) 672
4x 3X e,
Biz Performance Market® 26.0% % 25.9% —_JI -E 0o N/ 100
I S ooy BIZ PERFORMANCE 100
o h—a . 970 170 R U CROSS SELL UP SELL NEW N AM ES 2Q21 1Q22 - 1Q23 1Q24 2Q21 1Q22 - 1Q23 1Q24
; 3.7% 2Q21 - 1Q24 2Q21 - 1Q24

2
¢ (+480 bp vs. 2020)



LOW RISK

DlSRU C1IVE BUSINESS MODE

A - PROPOSITION T
A / E RP REGULATION
Market Share: BANKIN G SELF-SUSBTAINABLE

0.4% . S BUSINESS UN|

(+10 bp vs. 2020) i e Vi : o

107.2
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T f f G_N?RA‘LCASH

MAXIMIZATION

TOTVS

WE COI\.'INL,,_ TO
CONSISTENTLY

1 4b / 651M
n CAGR21-23
591M < %21 >
1.2bn CAGR 21-23 442M
770M 33% > /

2021 2022 2023 2021 2022 2023

SHAREHOLDER VALUE > pHiin
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ESPECIALIZED SOLUTIONS SOLUTIONS FOR ALL TECHNOLOGY, DATAS AND Al T-CLOUD

M /A\ N A G E M E N T FOR EACH INDUSTRY SECTOR INDUSTRY SECTORS / /

DIMENSION ) (o) (o

OVERVIEW § === - e
(Lgt DI
ean ) ( newr )




AND THE CLOUD
'STRATEGY

CLOUD
COMPUTING
SCENARIOIN
2027

From
technological
disruptor to
business
disruptor

Most

companies
will be here

Most
companies are
here in 2024

in 2027

Cloud as a
Business
Disruptor

Cloud as an
Innovation
facilitator

Cloud as
a feature
enabler

Cloud as a
Technological
Disruptor

TOTVS

Use of data
(telemetry + Al)

CLOUD, A

PURPOSE-
BUILT
CLOUD

Broad Access
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® T10TVS + Public Clouds

Security and
privacy

Digitalization

CAGR 21-23 of

41%

from Cloud
Revenue

10

Availability
Zones

Product
Availability of

99.8%

in TOTVS Cloud

+40%

of Clients are in
TOTVS Cloud

Reduction of
cost of up to

42%

when migrating
to TOTVS Cloud

Simplifying the
customer scenario with

|
aas
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Industry

Sectors

GESPLAN

HR Suite

@ TOTVS rH Feedz ) ahgora

TO ALL INDUSTRY

@ TOTVS ruui

/

ch GoodData

TOTVS

Identity

IPaaS

Evolution of Ul e UX
full review




AGRIBUSINESS LOGISTIC

CONSTRUCTION MANUFACTURING

SO LU—H ONS TO DISTRIBUTION SERVICES PROVIDERS OPORTUNITIES WITH THE
EACH ‘N DUSTRY (O TOTVS EDpUCATIONAL HEALTH TAX REFORM

SECTOR

LEGAL




AT TOTVS,

IS ALREADY A

REALITY

Minha Coleta e Entrega g & 0

Minhas tarefas Finalizadas

Entrega 9878 Iniciada

Cliente: André Luiz Custodio

Rua Porto Uniat Anit aribaldi, Joinville

10 kg 1 vol

#1 56 Km 7 FINALIZAR

Entrega 06062024

Cliente: Hengst Industria de Filtros Ltda m

Rua | Francisca } rit u

() INICIAR ‘

VIAGEM MENSAGENS ANEXOS CONFIG

Minha Coleta e Entrega d & 0

Minhas tarefas Finalizadas

Entrega 9878 Iniclada

Cliente: André Luiz Custodio

rua Porto U \ ANt ribald NVIILe

10 kg 1 vol

#1 56 Km ? FINALIZAR

Entrega 06062024

Cliente: Hengst Industria de Filtros Ltda m

#2 3.1 Km ‘ () INICIAR

b - v €3

MENSAGENS ANEXO0S CONFIG

receipts instantly.

LOGISTICSUITE

Use of OCR to validate payment



Processo Patio - New

/\ ‘ I 0 I VS, ‘ Bl & Processo Patio - New | Processo Patio D-1! Gerencial

/2 TC:!
Bem-vindo(a) ao seu portal de insights logisticos! I T C T
Gerencial Rota e Horario Radar Participacao volugao Processo Patio RT Agendamento RT OG I S I S U I E
; el

Processo Patio @ Sem Agendamento @ Tempo Médio Entrada ® Tempo Médio Duracao Powe red by Ge ne rative AI ’ We

(min)

Média diaria Média diaria

592 o4 18 274 o generate insights to transportation
management, loading and
unloading scheduling, and how
your warehouse can be more
efficient.

DESCARGA Descarga Embacel DLB Descarga |Descarga |Descarga Embacel CE Calviva_QXB | Dikka NE a

476 142 34 Calviva DLB WestRock 142 32 21 NE

91,71% 27 36% 6,55% 31 30 27 27.36% 6,17% 4, 19
5,97% 5.78% 5,20% 3

-90 dias: 17 -90 dias: 9,4 :

S ALREADY A
REALITY

Tempo Médio Entrada (min)

lll
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AT TOTVS,

IS ALREADY A
REALITY

CONSTRUCTION

An intelligent chatbot to help in
the project management, use of
construction materials and
techniques to improve
construction management.



Mgmt.EBITDALTM

MANAGEMENT Mgmt. Revenue LTM Mgmt. SaaS Revenue LTM
DIMENSION 1 6 1 1
+4 2bn / o Ihbn / e DN
, .. \ : / CAGR (18-23 | CAGR (18-23) CAGR (18-23)
R . st -- +66% +61%



UsE TECHNOLOGY TO

" Stand-alc

BRING THE FUTURE

Intradim

Efficiency,

Growing M

tegration

Vulti-product,
y and Retention

Portfolio E>

Interdlm

New Segm
New Grow

egration



| '\/\/here each category within
- the Business Performance
~dimension

" Toboost
the journey in
Marketing and.Sales = e

>Z RD STATION MR
Auto omer * Let yc nrise . eE nto
. relati 'more . andc etter . » start row
. , 3 . - ™ y 3 5 %
» ¥ o [ 4 i ] .
ol es , . WERE your B2B e- tform
thro cy ~ sales e and for lice .
J | A . - agrib

SELL
143ANOD

RD Station
Clients

robus

#20




Ola Joao,
Sou André e sou personal stylist da
Biise.
Vi que vocé gosta de se vestir com
roupas de alta costura e que te
deixem confortavel, e aqui na Biise
somos especialistas nesse
assunto.
Eu separei aqui algumas pegas que
' : - combinam com o seu estilo para
- que vocé possa nos conhecer.
| - Posso te ajudar com tamanho ou
O 3 U S | n e S S ; : se precisar também de algum
' < ; z

ajuste personalizado, tudo bem?

I With‘ multiple products, P e ’]CO rmance Reve NUE _

multiple interlocutors o S RD STATION & RD STATION * RD STATION B
partners and ’ CO m e S frO m m u Itl - * MARKETING “ GDHUEE?E * MENTOR IA # para um evento na semana que

vem. O que me sugere?

business models product clients

QOur growth is and will
contmue to be leveraged

inthe RD Station .
transformation into a -

Platform
¢
k. A J
& Q044/pJ/

SELL
143ANOD

camisas-especiais

E caso precise de algum ajuste ()
pode me mandar as medidas que
K < ~
° deixamos ela pronto para que vocé

o ety (N
® © Y



http://drive.google.com/file/d/14A2VKwPfbJIozvpCkq0ThVXjajS-M2_3/view
http://drive.google.com/file/d/14A2VKwPfbJIozvpCkq0ThVXjajS-M2_3/view
http://drive.google.com/file/d/1QOUogygJb59SHuIwSDUKcLN0p928kIT0/view
http://drive.google.com/file/d/1QOUogygJb59SHuIwSDUKcLN0p928kIT0/view
http://drive.google.com/file/d/1-8bR6KgYpJnLdz31Yj5exDT-zY649YTX/view
http://drive.google.com/file/d/1-8bR6KgYpJnLdz31Yj5exDT-zY649YTX/view

/

p - ARR Addition

will continue to be

?J:Z:pal:?;n between Ca me fro M
4 dimensions... new I C PS

Our competitive

- advantage and
expansion INnto new
segments and market

143ANOD
)



http://www.youtube.com/watch?v=1ISFLHVHCwg
http://www.youtube.com/watch?v=1ISFLHVHCwg

Performance of the main PEERs How about us?"We grow based on this priority:

. O GLOBO forum
A E L E R A E D Chatbots tém projecao de crescimento de Brasil é prioridade da Meta para / \ v T , :
, li ial do WhatsA ' , o .
C C I 23% até 2028 R nde . Comercial do Thatsipp YoVY Revenue! EBITDA Margin! Biz.Performance Revenue Biz Performance EBITDA .
Diretor executivo comenta sobre projecdes sobre o uso de chatbots e elucida principais Meta reuniu parceiros tecnoldgicos e clientes nessa quarta (23) em Séo Paulo durante o Main PEERS ' ' . GrOWth In 1Q24 GrOWth In 1Q24
1Q24 1Q24

+46°/o YoY +158% vov

duvidas sobre o funcionamento e aplicagdes da ferramenta que esta em expansdo em
diversos setores
L
s " B 3 .
<

ﬁ OLHAR o =
“ DIGITAL ~ Varejo e o campeao

no uso do WhatsApp

como ferramenta de | ‘ . ’ R D STATI O N ” R D STATI O N ’ R D STATI O N |

vendas
- @MY MARKETING @MP CONVERSAS @MY MENTOR IA

WhatsApp é utilizado por 95% das empresas
brasileiras, mostra pesqmsa

Ume t do realizado pela Y lo com dados da IDC revela que o WhatsApp é a plataforma de comunicacao

Conversationalahead . . ' . WSS ubspot 515 8l shopify é?,exacsates .)(_lexos-

AGILE

E-COMMERCE
“

_ wew=w /.. | | «~»RDSTATION -
| ' @A CRM :




= RD STATION

~ Well posmoned ' e
. todefend leadershipand - 75% + MRR in the year 36000 Clients | 400%sMRRintheyear |
- win share |n new markets e e f 6kt- L - I : T .

OUR MANDATE OUR MANDATE " | (e | .. OURMANDA;FE .
Consolidated + Win share Defended leadership T Acceleratewm share

~since the acquisition -

1 » . P ~ - - °
’ ’ ®
P -
. .
. . o . s . -
” » .
-
-
B - »
.
' . -
¢ ’ ° -
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' o ™
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®) TOTVS TECHFIN

ERP
BANKING

®) TOTVS TECHFIN

+
Supplier

(" YOURSUPPLIERS )  PAYMENT

CREDIT

Quick and
simple credit for
your company

TERM

- Extend your
payment
deadline

—
—

BENEFITS

Simplify the HR management
with payroll loans

(" YOUREMPLOYEES

)

g =

(
&=
U@)

e

YOUR BUSINESS

2

=
-

SALES

Sell more by offering
credit solutions to
your customer

—
\__/

RECEIVABLES

Anticipate the deadline for
your receivables and count on
the ease of receiving via Pix
with unified management

(' YOURCLIENTS )

Automate

—= Optimize time

Generate efficiency



@TOTVS TECHFIN D INCUMBENTS MIDDLE BANKS FINTECHS FIDCS

Customer Experience 9

() Portfolio 9 : 9 :
Distribution o o Surpass
Prices 9 o ® Similar
Data ® Toevolve




(® TOTVS TECHFIN

DATA
FROM ERP

RELEVANCE FOR
THE CLIENT

Cash flow Insight

Offering credit when the
customer needs it

ASSERTIVE DECISION

Preventive Al model for credit granting
and monitoring

Bal Bal Bal Bal Bal Bal Bal Bal Bal Bal

I IIIIIIIIC1 TIT

jul aug sep oct nov dec jan feb mar apr may jun jul aug sep
22 22 22 22 22 22 23 23 23 23 23 23 23 23 23




® TOTVS TECHFIN

Shelf Pilot In Development io (::)

Credit to sell more Working Capital Digital Account

Anticipations of receivables  Payroll Loan Invoice + PIX (instant payment)

~ PRIORITIES N

. Data Extraction Portfolio Contextualized offers in

D and Usage Expansion ERP touch points

Extending payment term Long Term




G &

New Offers New Industry
Sectors

® TOTVS TECHFIN
P ﬁ
LEVERS / 27 Supplier e
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UNLOCKING THE
POTENCIALWITH THE

- 3D STRATEGY

A 6 yea rS hiStO ry Of AR (Services and Relationship)

-

tegy
ess
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Portf
Techfi
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RD Co
WERE
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to work
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WHAT IS THEE

S'-ENCE*

Franchises and

OF THISTEAM? e

’ '

BEING TRUST ADVISOR |SBEING
CLOSE TO THE SME CLIENT

+75 cities with physical Sales executives with Flexible implementation: All operations
TOTVS offices spread expertise in 12 combination of own working with 3
across Brazil. Planned industry sectors

structure and partnerships dimensions
opening of +10 officesin

2025




. ! * . 22.7356  16.6054 :
P— - . <

17635 asses W oe | B .. X .. .
WHERE WE ARRIVED OTVS SALES Tee
/H\I OUR JOURNEY NACHINE / e

20 consecutive quarters Historical ARR Addition plus ARR . ' < =
Recurring Revente. Historic high A . : T .

: . : . CAGR
B » . - : - ; O I‘ga

in the
ition -




115%

' ‘MA‘G“.NE-" H "S:C'OHORTVI'-EW.. e
APPLIED IN ALL'3 DIMENSIONS - "

Our Drivers

Recu enue
Coho r

AT ABOUT THEFUTURE =
- THE 3D STRATEGY?

|
~

The f
the c
faste
even

- Inflat : .
- - ® Continueincreasingrelevance . . [ 4
2 Boost take rate and o o N * Accelerate cross-sell inter dimepsion . T T
x> be present in all 100% 105% 118% 135% 1ot o . - W et \ : PO T
| D - BRI DLE eI 2021 Cohort - ® 3D presentin the maximum number of customers : S

© 2020 Cohort




Trusted
—advisor:

FOROURCLIENTS

/DIMENSION
'ONEDESTINATION




THE TOTVS

CLIENT JOURNEY




TRUSTED
ADVISOR

Client History
MRR Evolution, 100 base

Protheus

MANAGEMENT

2,199
Q

Feedz
MANAGEMENT Prefplitbe Mutuaiturkl
S Gesplan Fluig (Expansao)
rotheus Fluig Gesplan (Expansao)
Eeedﬁ . INVIS Novas Oportunidades
Greoszl al)r(] GoodData
St
GoodData Ho Shopify Plus
Se Jitterbit
MANAGEMENT Tail
MANAGEMENT MANAGEMENT Protheus Tail RD MKT
Protheus MANAGEMENT MANAGEMENT Protheus Feedz RD CRM RD CRM TECHFIN]
L ® ® ® ® ® ®

2015 - 20168

2019

2020

2021 2022 2023

2024



.
END-TO-END JOURNEY + CUSTOMER HUB :
| O ‘ \/ S < ‘ ‘ |: N ‘ TOTVS other dimenstons I g IR ‘ 0 N S I A N I TOTVS other dimensions Information available for 3D Client
‘ ) Signed %?)Ts?:\tst?:: Historic bills Issuance of List of Service Channels Ombudsman ‘ Signed %ontractst?nd Historic bill Issuance of List of Service Channels Ombudsman
] Proposals P Duplicate Invoices and Help Desk History channels . ‘ Proposals onsumption . Duplicate Invoices and Call History channels
. Client Management . Client management
Journey 1 1 1 1 Journey

- @ & @@ @@ OTVSCLENT
o COMERCIAL
. JOURNEY

TOTVS CRM MODERNIZATION

JOURNEY

K 4
Sales Team
Journey

Sales Team/
Journey

3D JOUR.b( PROJECT




CUSTOMER

JOURNEY ON
.MERCADO

LIVRE?

UNIFIED
PRODUCTS
CATALOG

Meli has its portfolio
consolidated in a transparent
way for customers, regardless of
the different sellers,
(Marketplace

of offers).

SINGLE CHECKOUT
AND SHOPPING CART

Customers can adds products from
different sellers to the same cart,
but at checkout is shown a single
basket of products.

SINGLE PAYMENT |

AND CONTRACT
VIEW

Mercado Pago centralizes the
payment of the amount due
(already retaining the
commission) to the salespeople,

“but for the customer the vision is

also unified.

TOTVS SALES

D

ATA

-ORM

~
Understanding Map possible technical

e Corpo.rate blockers + feasibility of e &l

technological ) Markets parallel
solutions

Ecosystem

STEPBY STEP TO THE TOTVS SALES PLATAFORM EVOLUTION

Y
= aanl = ool
! » | B
IQ'B o o /
Democratization of Integrated products Integrated view of Integrated view of
client management catalog checkout and cart payment and contract

Q



WE BELIEVE THAT
EVERYONE CAN

GROW AND WE

WORK TOGETHER TO

MAKE
[T HAPPEN

WE VALUE GOOD
PROFESSIONALS

WHO ARE GOOD

PEOPLE

WE ARE DRIVEN
BY RESULTS

WE INVEST IN
TECHNOLOGY
THAT MAKES IT
POSSIBLE

WE BUILD LONG-TERM
RELATIONSHIPS WITH
OUR CLIENTS

WHEN WE
COLLABORATE, WE
BECOME STRONGER

I..
‘a. b

.';

.
S
[y = ! § M
WE - .\|§‘
Iy -

"o

l_ 3
.

.
-

-

\-

P o )

&5

e /,'r AND TALENTED PEOPLE
'8 Wha7, gl

'WE HAVE A LOT OF GOOD =t

and a desire to be, every day,

a world-class leader.
.- &/ .

" UNIVERsO
TOTVS

v .t

7 8 o s

o | 144 i
& gy A 4 - . )
2 }f"' i of —

T Pyibfo Bt LA b

TALENTS + ETHIC + DIVERSITY +
EFFICIENCY + DISCIPLINE IN THE
EXECUTION + AUTONOMY

= SUSTAINABLE RESULTS




Enviromental Social | |
Qﬂ Management of @ Attraction, retention, and development of people
o % //?7 enviromental impacts and Diversity, inclusion and anti-discrimination
W E |_| A\/ E E: TOT\/S w climate changes People’s health and wellbeing

s s
p

OF OUR 7 MATERIALITY i’u W =

& Information Security, Data Protection and Privacy Intfegrated Report

Sustainable Growth
Transformation and Innovation in Business Model

Ethical and Responsible Governance

MATRIX

-

- BUSIN ESS. e

»




-

INSTITUTO DA
OPORTUNIDADE SOCIAL

(Social Opportunity Institute)

ol
e

INDICATORS

+45k students trained since
the 1OS foundation

+3k students enrolled in a year -
last 3 years average

+2.2k students trained

in ayear - last 3 years average

1,316 students employed

annualy - last 3 years average

63% positive impact on the income of
students employed in 2023

114 TOTVERS volunteers who

dedicated 436 hours to actions with
young people.

. AWARDS

IOS ranks 12th in the % 3

internacional ranking among
brazilian ONGs in The Dot Good
international ranking

Human Rights and Diversity

Seal from the Sio Paulo Municipal
Secretariat for Human Rights and
Citizenship- Youth Category for social
investment in the IOS



MARKETING CAMPAIGN /

TOTVS HAS SUCH A CLOSE
RELATIONSHIP WITH ITS CUSTOMERS,
THAT IT IS ONLY RIGHT THAT THE
CAMPAIGN'S PHOTOGRAFY SHOULD
SHOWCASE THIS INTIMACY.

THEREFORE, IT IS AN EYE TO EYE
CAMPAIGN, COMPOSED
OF PORTRAITS.

Edilson Ventureli,
CEO do Instituto Baccarelli,
faz com TOTVS.

i/ i
' : Y

i
\
[

5"
",.{y'. .
Fag
I

/

W

Leandro Pinto da Silva,

Fundador da Mantiqueira Brasil,

faz com TOTVS.

Silvia Maria Eyng, Diretora Geral

do Lefosse Advogados,
faz com TOTVS.

Riad Nassib Kadri, Diretor
Administrativo da Consigaz,
faz com TOTVS.

Luis Gennari,
CEO da Quata Alimentos,
faz com TOTVS.



https://www.youtube.com/watch?v=Z4BShpswVqE
https://www.youtube.com/watch?v=Z4BShpswVqE

