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WE BELIEVE THAT
EVERYONE AND ANYONE

AND WE

TO MAKE THAT HAPPEN!






TO ENHANCE
CLIENT’S RESULTS




HOW DO WE
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BUILDING AN UNIQUE
AND INNOVATIVE
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THAT, THROUGH TECHNOLOGY, COMBINES

MANAGEMENT SOFTWARE, BUSINESS PERFORMANCE
APPLICATIONS AND FINANCIAL SERVICES
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WHAT WILL OUR

PORTFOLIO
LOOK LIKE?




WHAT WILL OUR

Q& =
PORTFOLIO

.

INTEGRATION

SERVICES

SOCIAL

REVENUE MANAGEMENT

OTHER
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Because Because Because 3 = Because Because Because
we focus on SMB’s we are verticalized we have size # we were the pioneers the regulatory we have the
environment changed technological edge
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To multiply our
Addressable
Market

To increase
our competitive
advantages

To further enhance
our client retentio
and attach rate

WHAT AREOUR /1[50

To keep
improving
margins

v

To transform
TOTVS for the next
20 years



New Names Sales with Cloud and Cloud Attach Rate
Internal pilots aimed at automation, assertiveness and

TO LEAD IN THE [SE‘qEN -~
A An 179 * Segment-specific Data Lakes: Retail, Logistics and Hospitality
e —— egment-specific Data Lakes: Retail, Logistics and Hospital prodoctiity gaim
CLOYD <5¥ 4 =z e

BIG DATA -/ s S
=1 100 o BrER . .
LK Predictive Models for Churn and Client Favorability e

AN D AI B T 4Q20 1Q23 O R e G N = T Al ERP - Evolution of ERP platforms with Al incorporation,
R * Cloud Attach Rate * New names Sales with Cloud - Corporate Groups . i N " o . making them even more sophisticated and assertive.
SopiizalEn wit P 1P P) Transactional information fueling credit models Roadmaps! 2023and 2026.
IR e \ S/
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Design Build Test Accelerate and Converge




WHAT DOES IT MEAN TO

ACCELERATE
AND INTEGRATE"




WHAT DOES IT MEAN TO

ACCELERATE
o INTEGRATE?.
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Dual Mandate: revenue

Lh!st Revenue +R$ 4.2bn
(3& Cash Generation +R$ 1.2bn

Op, Cash Generation /
ag esmoa - 118%
i

PREDICTABILITY
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CAPTURE OF MARKET
GROWTH
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CAGR
(2020-22)

Potential expansionof
Current Market

Potential Market



10.9x $ EMPLOYEE 9.9x $ EMPLOYEE C@
IT AND SOFTWARE
SPEND, BY ANY

1.15% 1,111 METRIC, IS STILL
Low

0.14% 29 0.12% 005% 19 0.04% 15
- L —

/2022 & o e
2

- 29
=] £ ] © ] @
e = - £ £ g

o £ - < =

£ 5 = S
B e e Sourc: WordBank OCDE, TOTVS

B 7 6xpenses/GDP(Y) [l 1T Expenses/Employee(s) W s Expenses/GDP(¥) [ SW Expenses/Employee 5]



Reinforcing/Defending Deepinginto Cross-Sell New
DOING M&A AT THE the Core Business Industry Segments Solutions Markets ~R$3 obn
® > L - —® inacquisitions since Cash R$2-7bn
Expand our TAM in R$584mm of Net Cash
Expand our portfolio  Increase our expertise in  Add new products to our il the 2019 follow-on
horizontally each vertical portfolio

Performance

IT IS ONE OF TOTVS'MOST Gash Eamings +R$615mm

VALUABLE ASSETS




DRIVING

/é THE GROWTH




WE BELIEVE

THAT EVERYONE CAN ' ’ ' ' '

GROW We value good WEEIRS We invest in We build When we

professionals driven technology . long-term colaborate
whoare by results that makes it relationships we become
good people - possible with our stronger

- - clients
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« Employer Brand Reputation { +?k PR Rshiedin th? vear, * 2022 awards: Sdo Paulo City Hall
4.3/ 5 Glassdoor with eNPS of 98 Onboarding Human Rights and Diversity Seal; 3
A BRAND MORE AND MORE 1 (current 2023) place in Employer Branding Brazil for
attraction and selection strategy;
D ES I R E D r . R “Student Most Attractive Employers
* +700k CVsin our talent * Advances: 39% of 2022 vacancies Brazil” at Universum Research
| pool on LinkedIn and filled with Women and 36.5% with
FOR TALENTS | VAGAS.COM non-white people




A BRAND MORE AND MORE

FOR TALENTS

* GPTW certified for the
4th consecutive year.

« Highlight for RD Station as the 1°t best
place to work for Women (medium
business) and in the Ethnic Racial
category (general ranking).

= Launch of the TOTVS Diversity and

Inclusion Policy and Video
Manifesto

« Started the 1°* Edition of Tech
Speed to Hero for PWDs (2023)




4 ‘DGF
THAT STAYS AND
EVOLVES

In2022 we had a 22%
reductionin voluntary
resignation versus 2021

Lowest attritionrate since
2017, excludingthe initial
year of the pandemic - 2020
(TOTVS internal data)

TOTVS turnover: 76% of
the tech market averagein
Brazil (As of: Dec/22 LTM -
Source Talent Insights
LinkedIn)

93.6% of talents
retentionin 2022



(INOWLEDGE
THAT STAYS AND
EVOLVES

[l

More than

900 TOTVERS are
shareholders of the
Company, through the
ILP program (Long
Term Incentive Plan)

+2k
wages increase
(merit, promotion or

career advancement).

Company’s Employer Average
Tenure: 5.7 years, an increase
of 10% compared to last year -
higher than Big Techs.

TOTVS recognizedfor the 2nd
consecutive yearin the award Prémio
Nacional de Qualidadede Vidada
Associacao Brasileirade Qualidade
de Vida due to its practices related to
a healthy work environment.



PIPELINE

OF TALENTS

- -

« 147 interns hired for technology
* 46% employed in positions of analyst 1 and
<PROGRAMA technician.
DE ESTAGIO « 62 active interns, total hiring rate 58%
» New corporate program (tech and other
areas) at H2 2023- with ~85 opening
positions

PROGRAMA

JOVEM
APRENDIZ

TOTVS

7l

* Relaunch of the young apprentice program -
greater focus on youth employability

« 80 active young apprentice

* 67.5% female

* 57% black and mixed race
We prioritize the hiring of young people
from10S

» Accumulated for the last 2 years:
46% off hiring rate




* 2 editionsin 2022
Tech Teams - Supermarketsand Agro /
Services - Recife Hub

—=SPEED TO « Participation of ~20 TOTVERs
HEm * Retentionrate 91.8%
OF TALENTS « Average of 6.5 monthsin the company

for job evolution

*InJune/23- PWDs Techclass -
Platforms team

ISIITAR{)
<tech>

|
|

« Pilot class in 2022, which ended in
April 2023.

* 27 participants - only 1 dropout

+ 438 hours of capacitation

* 96.3% of certified students

+ 53.8% already in the labor market
+50%in TOTVS

« Class 02 June/23
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731 DEI

I Embml
OF TALENTS
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UNIVERSIDADE

TOTVS

vl
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ﬂ « New strategy at TOTVS University: TOTVERs,clients and society
* We grew 53% compared to 2022
* 393 thousand hours of training
* + 2,500 hours of clients training
« Average of 36 hours of training per employee
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APPLYING
DATA SCIENCE
IN SALES

6

OVERVIEW
Ay

||||||||| Visualization of
I teg ratio cllents with higher
potential

Commercial
team with the
best informati



WHITE SPACE

TAKE RATE

ATTACH RATE

b @ B

Platform with data intelligence ’

to leverage sales

Automated managementof
TOTVS customer portfolio

clients 360° view
for sales team




WHITE SPACE

TAKE RATE

ATTACH RATE

5 @ @

Platform with data intelligence
to leverage sales

Automated management of
TOTVS customer portfolio

clients 360° view
for sales team

Client white space
View + auxiliary
indicators and
information



EMPODERA — View of all TOTVS offers by market segmentsand dimensions

Wi space ] WHITE SPACE VIEW

- |dentification of productsthe clien

dy owns

o Table format view of clients x TOTVS offers
allowing the sales executive easily identify
(!D}]OHUI'HU(‘S for action

- Disqualification of non-fit productswith the client

- Visualization of unworked white spaces
TAKE RATE

- |dentification of opportunities to be worked onin the future
ATTACH RATE Best offer recommendationsfor that profile

Tr—



EMPODERA

MG

TAKE RATE

ATTACH RATE

WHITE SPACE is customizable by sales
executive and recommendations are
generated by Al

Auxiliary indicators to visualize the
clients with the greatest potential

B —



EMPODERA

ROADMAP

TSR indice de Maturidade de Gest&o (Management Maturity Index)
ndicator created by TOTVS in partnershipwith FIPE (Fundacao
Instituto de Pesquisa Econdmicas), to analyze the level of

e management maturity of clients, based on the use of TOTVS
products.

Thedata sources used are:
TAKE RATE
Telemetry data from reporting system usage by clients;
5 t 06/21 11/21 04/22 CURRENT
T Base of contracts v ition of segment and sub-segment of clients; Marufacturing

Market basis with size classification



EMPODERA

WHITE SPACE

TAKE RATE

ATTACH RATE

CLIENTS BENEFITS TOTVS BENEFITS
sh s &
& w
KPI of your Benchmarking Optimization Detailedclient ~ Benchmarking Full view
maturity level with | of technology Mapping for new sales of the
competitors. usage operation




EMPODERA

WHITE SPACE

MG

ATTACH RATE

IN WHITE SPACE

Index to identify clients
with potential to increase MRR

$ MRR INCREASE POTENTIAL

The parameter is the ratio of the latest
annualized MRR over the last known
customer billing



TAKERATE |

ATTACH RATE

ATTACH RATE

Percentage of number of clients in 2 and 3 dimensions

1D = s in at least anedimension
2

inat least 2 dimensions
3D =Itsinall dimensions

accodngtacentprenise




OF COMPANIESWILL ADOPT A SPECIS
PURPOSE CLOUDTO ACCELERATET
o BUSINESS, g

- UNTIL2022 EO
UNTIL 2027 = THESE COMPANIES /o

WERE JUST

e TheFturectCloud Computi 12027 Fr




AFOTVS CLOUD

SPECIFIC PURPOSE CLOUD
W &
Saas  PaaS  laas
ey
WIDE ACCESS
SECURITY ANDPRIVACY

DIGITALIZATION




'OTVS CLOUD E\EX\I/LAB\L\TVZONEOF

SPECIFIC PURPOSE CLOUD T_CLOU D
B ' % @j] ' yﬁ’l%llﬂ'y ‘ ‘ '?I ‘ ((‘_,)) New Availability Zonein

Séo Paulo State - TESPO5

SaaS PaaS laas
7 AVAILABILITY ZONES
papause / D

WIDE ACCESS
e J | Implementation of POPin
FHEURINEDETIVASY L= other regions of Brazil

DIGITALIZATION



. 'OTVS CLOUD E\EX\I/LAB\L\TVZONEOF
SPE.CIFIC7PURPOSE CLOUD T_CLOUD

| [‘@ ] VﬁL?lﬂ" H '?I ‘ ((‘.,)) New Availability Zonein

Séo Paulo State - TESPO5

Saas  Paas  laaS
7AVAILABILITY ZONES
RATRE / @ distributed across the country

/ 2.8x

CLOUD GROWTH
(LAST THREE YEARS)

0 s &

Cost reduction by

=
%

WIDE ACCESS . . Product ~115h/m per client up to42% when
e i) Dt ety ofsmmaewit - et to
. 99.825% T-Cloud TOTVS Cloud

DIGITALIZATION




TOTVS CLOUD

NEW DIGITAL DELIVERY MODEL '

NEW T INCREASE IN
EXPERIENCE SCALABILITY

000 B \NCREASE\N
gasa] IMPLEMENTATION
(8888 ] Time RepuCTION

SATISFACTIO
\NTEGRATED DIGITAL
ONBOARD

IMPLEMENTATION MIGRATION
21 30
orsToD DA FOR ENVIFONMENT
el H

EeLoy
VIRO!
THE FRADIONAL MODEL

4

DAYSTODEPLOYTHE
VIRONMENTSIN THE
DIGITAL MO

RELEASE|
TRADITIONAL MODEL

5

DAYS FOR ENVIRONMENT
RELEASE IN THE DIGITAL




TOTVS CLOUD e

NEW DIGITAL DELIVERY MODEL

POTENTIAL BASE
Y. >
IMPLEMENTATION MIGRATION

NE2YY INCREASE IN 9 2 °/ F 5§,‘2‘&.‘3’l§"r§3‘.§:’"‘§?
EXPERIENCE SCALABILITY 21 Y 30 o tocome to TOTVS Cloud:
weoomnon  Rfe SEEEN LRGSR, R . [T QueOs
TIME REDUCTION SNALTEl\s/FEACCTlo 4“ TIONALHO 5 ONAOl ‘i the potential base Outdated Database
== INTEGRATED DIGITAL . P - -
B gL




GESPLAN

COMPLEMENTARY FINANCIAL
INTELLIGENCE SOLUTIONTO ERP,
ALLOWING DIFFERENTVIEWS FORMORE
ASSERTIVE DECISION MAKING

Z

WFN CASH

Enhance cash flow
management and
control.

WFN FINANCING

Financial operations
management

“&

WFN LEASE

Control and automation of
financial and accounting
calculations, management
of rented or leased assetsin
compliance with IFRS16



TOTVSHR

PLATFORMUPDATES

OFFER
NEWS

Launchin May/23 for sales of the

PASS ONE family

Under construction of the new PASS

PREMIUM bundles scheduled for
3Q23

Feedz so\ut\ons in the portfolio of
HXM Pass combos:

TOTVS HR Performance and
Obiectives (OKR) and TOTVS HR
Climate and Engagement

PRODUCT
NEWS

New TOTVS HR Digital
Admission (Jul/23)

New TOTVS HR People
Analytics (3Q23)

TOTVS HR Pro Plan Attracting
Talents (4Q23)

New TOTVS HR People Budget
(MVP 4Q23)

s

’Feedz

b @ Totvs

Launch of Feedz Recruitment
and Selection

Launch of the Trial Period
Evaluation module

Pilot in TOTVS traditional
distribution
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_ WE CONTINUE " &,
PERMANENTLYWITH - . mm s>

THE AGEN DAS OF \ Evolution and Modernization of products Intensifying Customer T ol T
& functional both from the point of view of Success initiatives and & ouE NPSoverthe
deepening 5 using new technologies and diversifying the traditional ¥ |ast 24 months

- - reviewing UX and Ul # support portfolio



N |
JOURNEY

ERP +HR +
segmented solutions

>
Behavior Sharing '



' UNIQUE o FOCUSED AND

B i st SPECIALIZED
> ¥ SOLUTIONS > DISTRBUTION

SEGMENTATION
& b @ 8 W X 0 & & % B B



+59% , +56%

OF TOTVS CLIENTS USE OF TOTVS CLIENTS
MORE THAN 1 E UP T
MANAGEMENT SOLUTIONS MANAGEMENT SOLUTIONS

+24

MANAGEMENT SOLUTIONS
FOR LATIN AMERICAN
| COMPANIES




EXAMPLE OF APPLIED SEGMENTATION

LOGISTICS SUITE
2 TOTVS

o o




DIGITAL
TRUSTED
ADVISOR

///
///
ARTIFICIAL
/ “ SOFTWARE + INTELLIGENCE




2020 2021

= Maintenance Inpuits and External Associates

EVOLUTION OF THE QUANTITY OF MAINTENANCE



RD AS THE CENTRALPILLAR
OF THE STRAT

BRU

:

EGY OF
{I NI

Data

Sales \_
Commerce B S
Conversational @, o

RD CRM —|T e

ROS Marketing. —)

N TR,
>

ENABLERS ‘%‘j‘w
~User Experience & Design System
~Compliance & Security
=Billing I
International
*SRE
=Product Ops CORPORATE -
~Productivity

‘OUTBOUND

MORE PARTNERS
Eromvs

ECOSYSTEM
=Public Integrations
=Public APIs
=AppStore

FOUNDATIONS
=OpenRD Station

*Analytics Data

untand 1D Management
nal Integrations
“Internal APIs







ADVANCED
Em

3.5x

Ticket Growth
ICP Expansion
Roadmapadvance in
Data and Functional

World's Largest E-
Commerce Platform

2nd |argest segment in RD
Adhesion with ICPand IPP

y/

onversational
Platform

+3000 clients
1 million

conversations

£ exact.
16K

Leader in the category of
Sales Engagement
Crawlers+ ML+AI

1 million opportunities
on the Platform

. Magic Write

“Al EVERYWHERE"
Learning Engine

Concept of Dedicated
Agents



®
BUILDING OF MARKETSHARE | sibser | ge [ Asegggmees 0 R [ oA
SaaS Inbound Inbound Content
PORTFOLIO TAKE RATE 2 on
+ RETENTION N =z 2 > 1
MUL MULTI LTI BUSINESS GOTO LTIPLE TYPES
ADDITIONAL

CRM, Marketing, More advanced clients, saa5 Inbound, TOTVS Franchisees
CAPAB I L ITI ES Conversational, Al, Marketing, Sales, Licensing Outbound Implementationand
RESILIENT Analytics, E-commerce, Operations, Technology Volumetry BizDev service partners

Integration Take rate



EVERY JOB
EVERY STAGE OF THE JOURNEY
EACH MKT AND SALES PERSONA

AMPLIFIED AND OPTIMIZED
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EVERY JOB
EVERY STAGE OF THE JOURNEY
EACH MKT AND SALES PERSONA

AMPLIFIED AND OPTIMIZED




EVERY JOB
EVERY STAGE OF THE JOURNEY
EACH MKT AND SALES PERSONA

AMPLIFIED AND OPTIMIZED




EVERY JOB
EVERY STAGE OF THE JOURNEY
EACH MKT AND SALES PERSONA

AMPLIFIED AND OPTIMIZED




EVERY JOB
EVERY STAGE OF THE JOURNEY
EACH MKT AND SALES PERSONA

AMPLIFIED AND OPTIMIZED




EVERY JOB
EVERY STAGE OF THE JOURNEY
EACH MKT AND SALES PERSONA

AMPLIFIED AND OPTIMIZED




TRY NOW

EVERY JOB
EVERY STAGE OF THE JOURNEY
EACH MKT AND SALES PERSONA

AMPLIFIED AND OPTIMIZED
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INTEGRATIONS =

4




INTEGRATIONS

WITHIN
BUSINESS PERFORMANCE

Reinforce and Integrate GO TO MARKET STRATEGIES -
Revenue, Marketing and CX teams with double turbines -
Stand Alone + Bundles (Cross-sell)

Seek acceleration of results through the PLAYBOOK AND
SYNERGIES WITH THE RD MACHINE, BILLING, Product
Ops (COGS), Governance with the current structure of RD

Integration and Expansion with the RD ECOSYSTEM OF
CLIENTS AND PARTNERS, agencies, extended portfolio with
clients, single Roadmap vision for the Business Performance
vision



INTEGRATIONS

WITH
MANAGEMENT

DISTRIBUTION AND SALES - TOTVSas one of the sales
and service channels for the ENTIRE Business Performance
PORTFOLIO

Alignment and Integration between GOVERNANCE AND
CONTROLLERSHIP practices with the corporate team including
corporaterituals, benefits, data and management

Explore opportunitiesin TECHNOLOGY AND PRODUCTS,
from the perspective of the customer (ICP) and cost
optimization (COGS) when generating immediate value (ie.
Revenue Management, GCP, TAE)



&
=< RD STATION

CREATION OF THE LARGEST ECOSYSTEM OF
MARKETHNG SALESAND E-COMMEREE-

BUSINESS GROWTH SOLUTION

e EDUCATION AFFORDABLE

OUTREACH PRICING -
B 24AMM METHODOLOGY FAST CYCLES-SMB
)/ & 4
ARR-1Q23
49% DIRECT IMPACT
Contribution INTHE RESULTS

Margin - 1Q23



TECHFIN DIMENSION

TODAY g \



Funding model track record
optimization preservation




TECHFIN DIMENSION
I ODAY CL FOUNDATION JV ) +
.

PRODUCT FUNDING CREDIT / #
" @ TOTVS TECHFIN 7 Supplier
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TECHFIN DIMENSION

IN THE FUTURE

Fsupplier o

|

i

r
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®© T0TVS TECHFIN

s

-
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-
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I TECHFIN DIMENSION

IN THE FUTURE

growth via portfolio expansion,

frictionless UX and
credit model with ERP data /




® Totvs

TECHFIN DIMENSION

INTHE FUTURE TECH @

DATA B

INNOVATION ©
SYSTEM &
EXPERTISE




€ COVERAGE = & FREQUENCY == 9 PRINCIPALITY

/




DIGITAL ACCOUNT WORKING CAPITAL B2B2C CREDIT

ERPBANKING ALLSEGMENTSAND SIZES PAYROLLSOLUTIONS-HR
WORKING CAPITAL




(& SMART CREDIT

MODEL BASED ON
ERPDATA

PROPENSITY
SEGMENTATION
PRICING /

OFFER &




TECHFIN DIMENSION
IN THE FUTURE:

FUNDING

atfl

Efficient,
abundant and
competitive

3

Agility and autonomy
toaccess funding in
the market when
needed



TECHFIN DIMENSION /EI REGU'-AT'ONl @w ROEt

INTHEFUTURE:

LIGHT AND

SMART ‘ / LOWER
BUSINESS MODEL {% SELF-SUFFICIENT & o l




