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GREAT ACHIEVEMENTS IN THE 

LAST 12 MONTHS

Rule of 40
Revenue growth + 

EBITDA margin 

>40% (Q4'20)

96% of TOTVERs 
believe in the Potential

and Future of TOTVS

37.4%
Supplier's ROE 

Recognized with the GPTW and 

Institutional Investor awards

Expansion of 

25.5%
on EBITDA

7 new 
Techfin products 

launch

Increase of 

30 points in 

eNPS



WHAT IS 

GOING ON

IN THE MARKET?



The market dynamics has been moving towards a 
natural trend to build ecosystems that translates into 
the reduction of borders between economic sectors

XP

Digitalization was accelerated by 
the COVID-19 context

WHAT IS 
GOING ON IN 
THE MARKET?



OUR
POSITIONING



TECHFIN

Credit
Services

Payments

BUSINESS
PERFORMANCE

Marketing
Sales

MANAGEMENT

ERP
HR

Verticals

3D ECOSYSTEM

The construction of the 
TOTVS Ecosystem 

it's an aggressive move to 
expand Addressable Market, 
take rate, and client loyalty

OUR

POSITIONING
OUR ECOSYSTEM 

GOES FAR BEYOND ERP...



MANAGEMENT

DIMENSION

OUR ECOSYSTEM GOES FAR BEYOND ERP...

Management is where data and 
integrations are generated, therefore, it is 
the basis that enables all other 
dimensions of our ecosystem

Today we have an undisputed leadership in 
ERP, HR, and almost all verticals

Strong customer loyalty and 
high penetration in the base with up and 
cross selling opportunities

The main interlocutor is the IT area

Investment in innovation and digitalization 
to increase quality and range

Scope of domestic operation

The challenge is to digitalize and 
exponentialize



OUR ECOSYSTEM GOES FAR BEYOND ERP...

TECHFIN

DIMENSION

Credit and payment solutions to simplify, 
expand, and making cheaper 
clients' access to financial services 
by using technology and data

Strongly expands the Addressable Market 
with a much higher Take Rate

High degree of client loyalty, especially 
when combined with Management

Great level of fitness with the production 
chains served by TOTVS

The financial area is the interlocutor

Scope of domestic operation

There is still no relevant B2B player



Solutions that help companies 
leverage sales and customer 
relationship 

BIZ PERFORMANCE

DIMENSION 

OUR ECOSYSTEM GOES FAR BEYOND ERP...

High added value with tangible results for 
Clients

Exponential growth potential because the 
business model is based on the volume 
traded

Highly scalable because it is based on the 
intense use of AI, Big Data, and Telemetry

Addressable Market with high growth 
potential in view of the maturity stage of 
the Brazilian market

When connected to management, it 
enhances customer loyalty

Internationalization Potential



HOW



13132021 CHALLENGES

Accelerating 

CLOUDIFICATION 

of TOTVS's products

EXPONENTIALIZING

bringing elements of PLG 

(product-led growth) to our go-to 

market (development, sales and 

deploy)

Keep moving forward 

in the process of 

SALES DIGITALIZATION, 

transforming the clients experience 

Keeping and expanding 

the RELEVANCE of TOTVS 

moving forward into our clients

value chain

Continue performing the M&A

and PARTNERSHIP strategy 

that speeds up the time to 

market

Strengthening the ESG AGENDA 

and keep making progress in 

EMPLOYER BRANDING 

are critical factors



141
4

The pandemic has shown that it is possible to change fast

Changes that would take years happened in a few weeks

Companies that do not change quickly will be run over

LET'S DARE AND BREAK PARADIGMS!

WORD FOR 2021

SPEEDNESS



#WEARETOTVERS

• Technology + Knowledge are our DNA.

• The Costumer’s success is our success.

• We value good professionals who are good people.

totvs.com

@totvs

/totvs company/totvs

totvs.store

@totvs

THANK YOU

DENNIS HERSZKOWICZ

CEO



Izabel Branco
Human Relations Executive Officer

• Attraction, Culture and Commitment

• Compensation and Benefits



TODOS OS DIREITOS RESERVADOS

HUMAN 

CAPITAL
March/2021/Izabel Branco



3

#WEARETOTVERS

Attraction

01 02

03 04

Development

Commitment Support to society

THE POWER OF OUR CULTURE



4PEOPLE are our raw material
OUR HUMAN CAPITAL IS MADE OF ~7.8K TOTVERS FROM 27 NATIONALITIES

Per age range Per activity 
performed

By geographic location

~250 abroad

Per gender

Per leadership 
positions

~7.6k in Brazil
67% 33%

63%

Up to 30

From 30 to 50

Over 50 years-old

Services

R&D

Sales

Adm / Others

ARG MEX USA

COL CHL POR

RJ

MG

BA

GO

MS

MT

AM

PA

AC

RR
AP

RO

PR

SC

RS

MA

PI

CE

TO

PE

AL
SE

DF

ES
SP

37%

MEX

USA

SW Development Centers 
spread throughout Brazil and 
abroad

BRA

RN

PB

7.8+ thousand

TOTVERS

4p.p.

YoY

Source: internal data from the Company



5#WEARETOVERS WITH PRIDE

D
Diversity and 

Inclusion
Quality of Life

Actions of 
Commitment

Actions of 
Recognition

Reduction of 7.6 p.p. In relation to

2019 and 2.7 p.p. below the High Tech

market

Attrition*

94.4% of talents retention in 2020

versus 89.5% in 2019

Talents 

Retention

1,533 vacancies filled in 2020, 19% via

internal recruitment

Employees 

attraction

Increase of 30p in relation to 2019
eNPS

479 TOTVERS contemplated with

actions from TOTVS, through the

Long-Term Incentive Plan, with a

retention of 95% of this personnel

Ownership

*Attrition: (Sum of Total Dismissals) / (Average of active personnel)



NETWORKED TOTVS UNIVERSITY
Our DNA speaks very loudly: Knowledge and Technology 

New platform

New way to share
knowledge: networked

authoral videos+!

We definitely are the biggest
technology society in a
collaborative network!

We added up more than 130,000 
hours of trainings carried out

We had +7882 
TOTVERS trained 

We provided +5,400
themes available
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#WEARE

TOTVERS

COMPENSATION MODELS:
ATTRACTIVENESS AND RESULTS DRIVERS

Variable 
Compensation 

Models
Goals and metrics

Commercial 
and service 

variable 
compensation

- Monthly and quarterly individual quantitative targets
- Encouraging sales and delivery challenges overcoming

- Recurring net stacking: addition of ARR - Churn, with a greater focus on recurring
SAAS

Short Term 
Incentive -

Profit Sharing 
Distribution 
and Bonus

- Semiannual model with annual recovery
- Company level: trigger in EBITDA + growth in Recurring Revenue
- Areas level: Contribution Margin view + Recurring Revenue growth
- Individual level: Strategic map + specific projects

Long-Term 
Incentive -

Share-based 
compensation

- The plan seeks to recognize, engage and retain TOTVERS in the long term (3 years),
reinforcing the culture of meritocracy at TOTVS and valuing those who stand out not only
for delivery, but mainly for the way they act in face of daily challenges
- Calibrated by 9Box: Results (50%) and Skills + Potential (50%)
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Hybrid working models

Borderless for the hiring of talents

Focus on quality of life, inside and outside the 
office

Reframed work environment, favoring social 
interaction and opportunities for face-to-face 
connections

FLEXIBILITY IS THE NEW NORMAL



9OUR BRAND IS STRONG AND ATTRACTIVE

Here we collaborate and learn non-stop

Here we set the pace for the market, giving 
back technology that transforms

Here autonomy is for real: create, dare, 
innovate and make our mark

Here is the place of good people, 
passionate about challenges and
focused on results

DARE AND
TRANSFORM
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Brand activation on LinkedIn

Live streamings about career at 
TOTVS

Participation in tech events

Submission of emails specific to the 
tech audience

DARE AND
TRANSFORM

OUR BRAND IS STRONG AND ATTRACTIVE



1111BEING A TOTVER IS

to be COLLABORATIVE
to have an OWNER 

ATTITUDE

to be FANATIC FOR RESULTS

to make THINGS 
EASIER

to have AUTONOMY

LEARN, UNLEARN AND RELEARN

to take care of the  
CLIENT

to ensure the CLIENT’S 
EXPERIENCE

to create HIGH IMPACT SOLUTIONS
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OUR WORK GOES BEYOND

TOTVERS WHO 
MAKE

+2,000 young 
people trained



#WEARETOTVERS

totvs.com

@totvs

/totvs company/totvs

totvs.store

@totvs

● Technology + Knowledge are our DNA.

● The Costumer’s success is our success.

● We value good professionals who are good people.

THANK YOU

IZABEL BRANCO

Human Relations Executive Officer 



Gilsomar Maia
Chief Financial and Investor Relations Officer

• Investors Relationship

• Financial Planning and Controllership

• M&A

• Legal

• Shared Services



TODOS OS DIREITOS RESERVADOS

ADDRESSABLE 
MARKET & VALUE 
GENERATION

March/2021/Gilsomar Maia



RECAP 
2020



RESULTS 2020

TOTS3
Average performance 

33% above IBOV

+26%
Cash Earnings (2020 vs 2019)

IBrX 50
Jan/21

IBOVESPA
Jan/20

+21% SaaS and 

+25.5% EBITDA
(2020 vs 2019)

MSCI 
Dec/20

133% 
Growth in 

ADTV
(2020 vs 2019)

27% 2020 
and 31% Q4/20

Cloud Revenue Growth

Recurrence

Customers’ 
Loyalty

~99%
Renewal Rate

+46%
Operating Cash flow

(2020 vs 2019)

Maintenance of

AA(bra) Rating
from Fitch

Institutional
Investor
Award



Jan-18 Apr-18 Jul-18 Oct-18 Jan-19 Apr-19 Jul-19 Oct-19 Jan-20 Apr-20 Jul-20 Oct-20 Jan-21

IBrX-50 IBOV TOTS3

PERFORMANCE TOTS3 vs IBOV vs IBrX 50

R$10.05

77,891 points

BRL 28.37
(+182.3%)

R$1.1B Follow On

Fund-raising

M&A 
Supplier

M&A 
Consinco

JO VTEX

R$5.0BI
MKT CAP

~R$16.4BI

Fitch Rating
AA(br)

Closing Supplier
+

M&A
WealthSystem

13,022 points

M&A
Tail

110,612 Pontos
(+42.0%)

+IBOVESPA
+MSCI 

and 
IBrX 50

18,602 Pontos
(+42.8%)

01/02/2018 03/08/2021

Source: Bloomberg



VALUE 

GENERATION



+70.3% of 

Adjusted EBITDA

SCALABILITY

270 

150 

250 

(30)

2018 EBITDA
Margin

Gross Profit Operational
Expenses

2019 EBITDA
Margin

Gross Profit Operational
Expenses

2020 EBITDA
Margin

20.6%

EBITDA Margin Data in base points

16.4%

22.8%

21% 23% 24% 23%

7%

11%

18% 19%

Q1/20 Q2/20 Q3/20 Q4/20

Revenue Growth EBITDA Margin

+640 bp of 

EBITDA Margin

2018-2020 Growth Rule of 40

Revenue Growth

EBITDA Margin

>= 40

40%

27.8%

34.1%

41.4% 42.2%
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EBITDA Margin Market Cap

2018
2019

2020

4Q20

42% • Almost 40 years of history

• Baseline of approximately 40 thousand 
customers and R$2 Bn of Recurring 
Revenue

• Balance between profitability and 
growth

• Revenue Growth +  EBITDA 
Margin >40% in Q3/20 and Q4/20

Growth

Profit %

TOTVS is a unique company with high capacity for transformation and adaptation to the market opportunities



RELATIVE VALUE

Fintechs

Dig CommerceSaaS

Average = SAP + ORACLE + SAGE

EV/SALES EV/EBITDA

Traditional

Average = SALESFORCE + WORKDAY + INTUIT

Average = PAGSEGURO + STONE + SQUARE

Average = MERCADO LIVRE + LOCAWEB + SHOPIFY + HUBSPOT +MÉLIUZ

Source: Bloomberg - Consensus 2021

5.6

8.6
7.7

19.9

5.1
21.2

216.0

69.6

29.2

13.3



Ricardo Levinzon
Business Inteligence Director



TOTVS 
Market Intelligence

BRAZIL 

SOFTWARE 

MARKET 

POTENTIAL



IT GLOBAL MARKET LEADING COUNTRIES – 2019

Brazil

USA

Australia

Japan

China

Canada

France

GermanyUK

India

South 
Korea

Italy

IT Rank: #12
IT Spending: $62.5bn
Software Rank: #13

Software: $5.0bn

IT Rank: #5
IT Spending: $139.9bn

Software Rank: #4
Software: $22.2bn

IT Rank: #10
IT Spending: $65.2bn
Software Rank: #12

Software: $5.7bn

IT Rank: #3
IT Spending: $308.5bn

Software Rank: #3
Software: $24.9bn

IT Rank: #2
IT Spending: $405.4bn

Software Rank: #5
Software: $15.0bn

IT Rank: #7
IT Spending: $92.0bn
Software Rank: #10

Software: $6.6bn

IT Rank: #9
IT Spending: $66.1bn

Software Rank: #8
Software: $12.4bn

IT Rank: #1
IT Spending: $1254bn

Software Rank: #1
Software: $239bn

IT Rank: #8
IT Spending: $85.9bn

Software Rank: #6
Software: $14.8bn

IT Rank: #4
IT Spending: $179.2bn

Software Rank: #2
Software: $27.4bn

IT Rank: #11
IT Spending: $64.2bn
Software Rank: #11

Software: $6.4bn

IT Rank: #6
IT Spending: $101.9bn

Software Rank: #7
Software: $14.6bn

Brazil is among the 12 largest IT markets worldwide

Source: Gartner (Market Databook, December 2020 Update)
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IT ADOPTION

2.86%

2.45%

1.64%

1.05%

Brazil

% of Global Employed Labor Force (2019)

% of Global GDP PPP (2019)

% of Global IT Spending (2019)

% of Global Software Spending (2019)

IT and Software spending in Brazil 
still have lower adoption than in 
more developed countries and in 
most of the largest IT markets
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0.7%
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Enterprise SW / GDP (%) Enterprise SW Spending / Employed Worker ($)

Source: World Bank, OECD, TOTVS Analysis
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6.9x $/worker

13.7x $/worker

11.5x $/worker



ENVIRONMENT FOR IT GROWTH

Although IT adoption is still relatively low, Brazil already presents elements that provide good readiness for future IT growth 

High Internet Usage High Social Media Usage for Business Purpose Connected Business Users
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1:25

1:30

1:25

Brazil

India

Global

United States

Italy

China

Canada

United Kingdom

South Korea

Australia

France

Germany

Japan

Internet Mobile internet

Time per day spent using the internet (hours)

75.6%

71.8%

63.7%

60.7%

56.9%

50.2%

48.0%

47.2%

36.7%

Brazil

United Kingdom

Australia

Canada

OECD

France

Germany

Italy

Japan

Businesses using social media (%) Persons Employed Using a Computer with Internet Access (%)

53.7%
52.0%

0%

10%

20%

30%

40%

50%

60%

70%

80%

90%

OECD Brazil

Max Min Average

Employees using connected computers (potential 
software users) are comparable to OECD levels

Many companies have learned to use social tools to 
digitalize interaction with customers

Brazil’s population already has high usage of services 
on the Internet

Source: Hootsuite 2019, OECD 2019



SOFTWARE GROWTH DRIVERS

Large underpenetrated
market

Higher potential usage
in penetrated market

Higher potential for 
software share in IT 
spending

25%

57%

82%

31%

59%

80%

Small Companies Medium Companies Large Companies

ERP Adoption
(% Total Companies) - 2019

Brazil OECD

20%

32%

43%

27%

45%

60%

Small Companies Medium Companies Large Companies

CRM Adoption
(% Total Companies) - 2019

Brazil OECD

3,334

25 2

3,511

40 7

Small Companies Medium Companies Large Companies

Brazil – Thousand of Companies Without
Software (ERP/CRM) - 2019

ERP CRM

Many companies in Brazil still don´t use any enterprise software solution. 
Its adoption levels are lower than in OECD countries

Source: CETIC (TIC Empresas 2019), OECD Stats, IBGE



Even companies already using ERP in Brazil still spend much lower amounts on Software than those in many OECD countries

SOFTWARE GROWTH DRIVERS

Large underpenetrated
market

Higher potential usage
in penetrated market

Higher potential for 
software share in IT 
spending

2,589

3,146

4,802

5,225

6,538

6,931

8,144

9,969

10,275

13,572

14,143

14,840

15,681

18,812

21,041

22,535

26,983

27,275

36,954

51,200

61,939

Greece

Portugal

Spain

Turkey

Italy

Brazil

Czech Republic

Poland

Belgium

France

Austria

Netherlands

Sweden

Norway

Hungary

Finland

Ireland

Denmark

Germany

Canada

United Kingdom

Average Software Spending ($ PPP Adjusted - 2019) / 
Company Adopting ERP

Source: CETIC (TIC Empresas 2019), OECD Stats, IBGE, World Bank, TOTVS Analysis.



SOFTWARE GROWTH DRIVERS

Large underpenetrated
market

Higher potential usage
in penetrated market

Higher potential for 
software share in IT 
spending

Czech Republic
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% Software Over Total IT Spending - 2019

• There is a correlation 
between IT adoption 
and the software 
relevance within the 
overall IT spending in 
each country

• As a driver for higher 
IT adoption and 
competitiveness, 
software presents 
higher growth than 
other IT categories as 
countries mature

• Brazil still has a low 
software share in IT 
spending relative to 
the other leading 
global IT markets

Source: World Bank, TOTVS Analysis

0% 20% 40% 60% 80% 100%

China

India

Brazil

Japan

South Korea

Italy

France

United Kingdom

Germany

Canada

Australia

United States

IT Spending Distribution (2019)

Communication Services Data Center Systems Devices IT Services Software



SOFTWARE – BRAZIL – TOTAL ADDRESSABLE MARKET

R$11.3 b

+ Potential

+ IT Maturity

Current 
Market Size 

(2019)

When Brazilian 
companies reach 
the average IT 

maturity of Brazilian 
companies currently 

using Enterprise 
Software

R$24.8 b

R$83.0 b

Addressable Enterprise Software Market Size

When Brazilian 
companies reach 
the average IT 

maturity of OECD

2x

3x

Software addressable market in 
Brazil gets higher as we consider
an increase in the potential IT 

maturity of Brazilian companies –
to one similar to that of more 

developed countries

Source: FGV (IT Survey 2020), Softwarepath, Aberdeen Group, ITData (2020), IBGE, IDC, CETIC (TIC Empresas 2019), TOTVS Analysis



SOFTWARE – BRAZIL – TOTAL ADDRESSABLE MARKET

R$11.3 b

+ IT Maturity

Current 
Market Size 

(2019)

When Brazilian 
companies reach 

the average IT 
maturity of 

Brazilian companies 
currently using 

Enterprise Software

R$24.8 b

R$83.0 b

When Brazilian 
companies reach 

the average IT 
maturity of OECD

2x

3x

Source: FGV (IT Survey 2020), Softwarepath, Aberdeen Group, ITData (2020), IBGE, IDC, CETIC (TIC Empresas 2019), TOTVS Analysis

+ Potential

Addressable Enterprise Software Market Size

TOTVS 
focus market

15.4 b

2.7 b

6.7 b



SOFTWARE – BRAZIL – TOTAL ADDRESSABLE MARKET

Current Market 
Size

R$11.3 b

Higher Software Usage and 
Cross Selling Opportunities

R$22.2 b 

Upselling 
Opportunities

R$13.7 b

Non-penetrated Market

R$35.9 b

+ Price

+ Volume
(+ Users)

Total Addressable Market

R$11.3 b

+ IT Maturity

Current 
Market Size 

(2019)

When Brazilian 
companies reach 
the average IT 

maturity of Brazilian 
companies currently 

using Enterprise 
Software

R$24.8 b

R$83.0 b

When Brazilian 
companies reach 
the average IT 

maturity of OECD

2x

3x

Adressable market may be captured
in different ways

Source: FGV (IT Survey 2020), Softwarepath, Aberdeen Group, ITData (2020), IBGE, IDC, CETIC (TIC Empresas 2019), TOTVS Analysis

+ Potential

Addressable Enterprise Software Market Size



DISCLAIMER

All statements in this report attributable to Gartner represent TOTVS's interpretation of data, research 
opinion or viewpoints published as part of a syndicated subscription service by Gartner, Inc., and have 
not been reviewed by Gartner. Each Gartner publication speaks as of its original publication date (and 
not as of the date of this presentation). The opinions expressed in Gartner publications are not 
representations of fact and are subject to change without notice.



#WEARETOTVERS

• Technology + Knowledge are our DNA.

• Clients' success is our success.

• We value skilled people who are good people.

totvs.com

@totvs

/totvs company/totvs

totvs.store

@totvs

THANK YOU

GILSOMAR MAIA 

RICARDO LEVINZON



Gustavo Bastos
Platforms Executive Officer

• Horizontal Products - ERP, HR, CRM, Fluig

• Technology and Framework

• Cloud

• Corporate Engineering 

• TOTVS LABS and UX LABS

• Corporate IT



ALL RIGHTS RESERVED

Platforms 

/Gustavo Bastos March/2021



3RECAP 2020

MODERNIZATION OF 

APPLICATIONS

TOTVS APPs roadmap and SMART 

approach

INTEGRATION

Connectors and functionalities creation 

that enable the integrations creation 

and support

TELEMETRY AND USE BEHAVIOR
Advances in the 3 capabilities: 

technical view, usage analysis and 

data capturing

USABILITY AND 

FUNCTIONAL PROGRESS

Innovation in several functionalities, 

release of new tools and 

dissemination of US techniques

SECURITY AND PRIVACY Reinforcement of Security Itens and 

General Data Protection Law agenda



MANAGEMENT OVERVIEW

ERP COREHXM



FLUIG

PLATFORM CODE 

&

NO CODE

ERP COREHXM

MANAGEMENT OVERVIEW



CAROLFLUIG

ERP COREHXM

DATA ENGINEERING

TRANSFORMATION

AI & ML

APPS-BASED CONSUMPTION

MANAGEMENT OVERVIEW



TCLOUDCAROL

FLUIG

ERP COREHXM

PaaS & SaaS

MULTICLOUD STRATEGY 

SPEED UP INNOVATION

SPEED UP DATA USAGE

MANAGEMENT OVERVIEW



INTEGRATIONTCLOUD

CAROL

FLUIG

ERP COREHXM

STANDARD CONNECTORS

SPECIFIC CONNECTORS

CONTINUOUS MONITORING

MANAGEMENT OVERVIEW



MANAGEMENT

SPECIALIZED
INTEGRATION

TCLOUD

CAROL

FLUIG

ERP COREHXM

MANAGEMENT OVERVIEW



SPECIALIZED 
MANAGEMENT

INTEGRATION

• “ANTECIPA”

• “PAINEL FINANCEIRO”

• “MAIS NEGÓCIOS”

• “CONSIGNADO”

BUSINESS 
PERFORMANCE

“CLOUDIFICATION”

SaaS & PaaS

TELEMETRY
Intelligent usage of data workflow

TCLOUD

CAROL

FLUIG

ERP COREHXM

DIGITALIZATION

TOTVS Apps / T-cloud Store

USABILITY AND FUNCTIONAL 
PROGRESS

100%

100%

100%

100%

MANAGEMENT OVERVIEW

INTEGRATION

Connectors / Tools

DIGITAL COMMERCE

TECHFIN
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#CLOUDIFICATION

27% REVENUE GROWTH YoY SPECIALIZED SALES OPPORTUNITIES
REINFORCEMENT THROUGHOUT BRAZIL 

CLOUD-NATIVE AND CLOUD-EMBEDDED 
NEW OFERS IN THE PORTFOLIO

NPS TOTVS CLOUD INCREASE
2018 2019:   11 | 2019    2020:   12

YoY REVENUE GROWTH SPEED UP IN 

Q4: 31%
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T-CLOUD
TOTVS CLOUD ECOSSYSTEM 

+Multicloud +Efficiency

+Loyalty+Unique experience

+16k
TAXPAYERS ID USING

T-CLOUD 

+12k 
ACTIVE ENVIRONMENTS IN

T-CLOUD

148k
PRODUCTS UPDATES 

IN 2020

325%
USAGE GROWTH 

2020 vs 2019
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RS 
2 ms

MG
7 ms

SC
16 ms

PR
12 ms

MS
15 ms

ES
19 ms

BA
21 ms

GO
9 ms

MT
32 ms

RO
49 ms

TO
26 ms

AC
67 ms

RR
98 ms

PA
51 ms

AM
63 ms

AP
87 ms

MA
53 ms

PI
52 ms

CE 4 ms

PE 12 ms

AL 14 ms

SE 14 ms

PB 14 ms

RN 8 ms

RJ
8 ms

SP
3 ms

T-CLOUD EDGE
NEW AVAILABLE ZONES 

ALL OVER BRAZIL

01 State of São Paulo (August 2020)

02 Northeast (April 2021)  

03 South (H2 2021)

COVERAGE ALL 
OVER BRAZIL

PERFORMANCE 
OPTMIZATION

STRENGTHEN
EXPERIENCE

AGILITY

04 Minas Gerais (2022)

TESP01 AND TESP02 TECE01

TEMG01 TERS01

Caption: State + ms (miliseconds) = latency



T-CLOUD STORE



Speed up  
Innovation
adherence

Enable the usage 

of Intelligent 
Data strategy 

Governance and 
efficient usage of 

Public Cloud

Standardization
of TOTVS 

solutions

T-CLOUD

PaaS

SaaS

“CLOUDIFICATION” AND MODERNIZATION OF PORTFOLIO
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Connects TOTVS products lines to our partners softwares in an 
efficient, fast and monitored manner

Monitored 
Operation

High Availability
Scalable 

Environment
Security

Customizable 
Integration

INTEGRATION CHALLENGE

TOTVS CONNECTOR

DIGITAL COMMERCE

Customers
Management

SFA



+9.7 million
employees managed around the 

world 

+10k
customers in Brazil and abroad

9 consecutive years 
Top of Mind HR (2012- 2020) 

in the Technology for HR 
Management category

market

LEADER

17

HR with better

TRANSACTIONAL SOLUTIONS
Payroll, electronic/attendance control, admission, 

security and occupational safety and health

HUMAN CAPITAL

Onboarding, training, development, performance, 
career, engagement, recruitment and selection

SecurityExperiencePerformance



18HUMAN EXPERIENCE MANAGEMENT 

PROGRESS OF HUMAN CAPITAL EXPERIENCE

STARTING WITH OWN CONCEPTUAL FRAMEWORK

INTERNAL 
COMMUNICATION

CULTURE &
IDENTITY

Performance

Training Feedback &
Recognition

Career & 
Succession

Attraction& 
Employer Branding

Recruitment & Selection Admission
Acculturation and 

Reception

ONBOARDING

EMPLOYEE VALUE PROPOSITION (EVP)

Offboarding

TRANSACIONAL

DEVELOPMENT



19FULL PORTFOLIO VIEW 

PAYROLL

CONTROL OF 

ATTENDANCE HOURS
TOTVS HR Clock in

PEOPLE BUSINESS 
PERFORMANCE

OCCUPATIONAL SAFETY 
AND HEALTH

HR USERS
HUMAN CAPITAL

CLASSIC HCM 

RECRUITMENT
● TOTVS HR Talent Sourcer (ATS)

FLEXIBLE BENEFITS

PERFORMANCE AND DEVELOPMENT
● TOTVS HR Performance & Goals

● Map of Skills

ONBOARDING
● Digital Admission 

● Digital Workplace

TRAINING
● Engagement and 

Development

● LMS 

HXM - NEW BUNDLE:

TRANSACTIONAL

EMPLOYEES

APP My HR

AVAILABLE

AVAILABLE

COMING SOON

AVAILABLE

AVAILABLE

COMING SOON

COMING SOON

AVAILABLE

AVAILABLE

AVAILABLE

Caption:
- Products AVAILABLE
- Products COMING SOON

COMING SOON

AVAILABLE

COMING SOON

NEW

NEW

NEW

NEW



20MOBILE SOLUTION
My HR

PERFORMANCE & GOALS,

CREATE A CULTURE

OF RESULTS



#WEARETOTVERS

• Technology + Knowledge are our DNA.

• The Costumer’s success is our success.

• We value good professionals who are good people.

totvs.com

@totvs

/totvs company/totvs

totvs.store

@totvs

THANK YOU

GUSTAVO BASTOS

Platforms Executive Officer



Marcelo Eduardo
Business Segments Executive Officer

• Vertical Products – Solutions for Business Segments



ALL RIGHTS RESERVED

March/2021/Marcelo Cosentino

Segmented 
Offers



3WHERE ARE WE?

EFFICIENCY DEVELOPMENT

R&D / NR
2018 ~R$700 thousands
2019 ~R$800 thousands
2020 ~R$850 thousands

Focus on our clients’ customers

Roadmap alignment with Techfin

Roadmap transparency

Accelerators of implementation

Reinforcement of the sales team 
with specialization

UX | UI everywhere

KNOWLEDGE

AGILITYINNOVATION



TOTVS
INSIGHTS

FSW
R&D

ON PREMISE 
LAND

CLOUD



5TOTVS SOPHISTICATION AND MANAGEMENT INDEX 

CUSTOMER SUMMARY

INDEX COMPOSITION

Composed of 3 variables:
● Customers’ ideal usage in their scope
● Average usage of customers from the same sub-segment and 

size
● TOTVS Customer’s ideal usage

If the customers use a solution that is not from TOTVS, so impacting 

the score, they can indicate which solution the competitor uses, 

adjusting the index.



6TOTVS SOPHISTICATION AND MANAGEMENT INDEX 

Friendlier view of the 
customer’s usage split by 

journey

Captions making the 
view of opportunities 
easier
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Video 1

Functionality of load publication (BEFORE / AFTER)
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Source: internal control by the company regarding the activation and usage of products per revenue

(1) - Recurring Revenue per activity code of the customer's EIN (Taxpayer's ID) (Jan-Dec) 2020 vs. 2019; 

(2) - Recurring Revenue per activity code, activating and using specialized solutions of the segment at issue; and

(3) - Recurring Revenue per activity code, activating and using additional solutions of the segment at issue.

ATTACH RATE AND LOYALTY 8

YoY Total Revenue of Segments (1)

YoY Revenue of Core Solutions (2)

YoY Revenue of Complementary Solutions (3)

MANUFACTURING

CONSTRUCTION 
AND PROJECTS

SERVICES

LOGISTICS

AGRIBUSINESS

CONSTRUCTION

DISTRIBUTION

EDUCATION

FINANCIAL SERVICES

HOSPITALITY

LEGAL

LOGISTIC

MANUFACTURE

SERVICE PROVIDERS

HEALTH

RETAIL

FOOD RETAIL

9.70%
7.70%

8.50%
15.50%

21.50%

37.50%

13.50%
5.80%

27.90%

11.80%
20.00%

33.30%



9VERTICAL SOLUTION EXAMPLE

HR BACKOFFICE
Payroll Electronic Attendance 

Control
Benefits

Occupational safety 
and health

Performance 
evaluation

Financial Invoicing

Accounting Fiscal Supplies

Sales
• Simplified Budget
• Technical Inspection

Human Capital
• Purchase of Benefits
• Performance Appraisal
• Attendance Control

Work Stations
• Check in with Facial Recognition
• Registration of Occurrences
• Geo location

Operator desk
• Calculation of Benefits
• Work Rotation Scale
• Substitution of operators

Supplies
• Weapons Control
• Uniforms/PPE Control

Contracts
• Profits Analysis
• Revisions and Readjustments
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v

RETAIL 
AUTOMATION

Omni OMS

Connect and orchestrate on line and 

off line orders, delivering a real 

omnichannel to the retailers

Credit & 
Payments
Deliver solutions of digital 
payments, credit and billing 
to reduce costs

ERP & POS
Keep on improving the core 
solutions focusing on the 
speed of deployment

DIGITAL 
COMMERCE
Enable e-commerce 
channel, increasing the 
retailers’ revenues

HR
Expand retail core 
through the offer of 
HR solutions

Marketplaces
Partnership with 
marketplaces to 
increase retailers’ sales, 
gaining revenue share

Marketing 
Analytics
Use data to increase 
traffic and 
conversion of 
on-line channels



11SUPPORT TO THE
SALES MACHINE

Sales Executive / APN

SEGMENT A

Sales Executive / APN

SEGMENT B

Biz Dev
Segment A

Biz Dev
Growth A

Biz Dev
Growth B

Biz Dev
Segment B

OPPORTUNITY 1

OPPORTUNITY 2

ERP / HR Trail

Macro Segment Trail

TOTVS NETWORKED
UNIVERSITY
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CUSTOMER

ERP

Products Specialization



#WEARETOTVERS

• Technology + Knowledge are our DNA.

• The Costumer’s success is our success.

• We value good professionals who are good people.

totvs.com

@totvs

/totvs company/totvs

totvs.store

@totvs

THANK YOU

MARCELO COSENTINO

Business Segments Executive Officer



Alexandre Apendino
Services and Relationship Executive Officer

• Commercial Management of all units (franchise/own company) 

• Services



TODOS OS DIREITOS RESERVADOS

TOTVS SALES 
MACHINE

March/2021/Alexandre Apendino
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+BRL 300 million ARR 

summing up to a total of 

BRL 2.2 Billion

2,392 NEW entities 
as TOTVS clients

ACCELERATED 
Growth of NPS

~90% of the projects 

delivered REMOTELY

TOTAL SAAS REVENUE 

~BRL 700 millions
in 2020

340 new

TECHFIN customers



THE 
CUSTOMER’S 
SUCCESS
IS OUR 
SUCCESS
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More than 15 TOTVS'S CLIENTS 
filed for an IPO in the last 12 months

Source
Rede D'Or transacts R$11.39 bn with 
IPO, the third-largest one in the history 
of the stock exchange

OceanPact's IPO achieves R$11.15 per 
share and the company will raise 
R$1.11 bn

IPO of Boa Vista Serviços transacts 
R$2.17 bn; share is priced at R$12.20
The price achieved the average of the range projected by the 
coordinators of the IPO, which ranged from R$10.80 to R$13.60 per 
share

Petz's IPO attracted almost 40 
thousand individuals and generated 
R$3.03 bn

Source: Infomoney

Source: Valor Econômico

Source: Infomoney

Source: Money Times



THE 

DIGITAL 
WORLD



- The remote delivery of 
projects went from 
25% to 90% (we plan to 

perpetuate the model)

- The adoption of cloud-
based solutions for new 
customers went from 
65% to over 85%

- We went from 53% to 
86% in digital lead 
generation



WHAT WE DID 
TO GROW IN 
2020?

2020:
WE GREW AND 
ACCELERATED!



2020: we grew and accelerated
Results delivered



TOTVS 
SALES 
MACHINE 
2021
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1. NEW OFFERS 100% SAAS WITH LOW NEED FOR IMPLEMENTATION 
SERVICES. E.g.: NEW PORTFOLIO OF HUMAN RESOURCES (HxM) 

2. CONTINUOUS ADJUSTMENTS IN THE COMPENSATIONS OF THE 
QUOTA CARRIERS ENCOURAGING THE SALE OF SAAS/CLOUD-BASED 
SOLUTIONS

3. ALL BUSINESS PERFORMANCE OFFERS (SAAS) HAVE SPECIALIST 
TEAMS SUPPORT FOR SALE AND PRE-SALE WITH SCALE TO ALL 
LATAM. FAST SALES ACCELERATION: TOTVS CRM, TOTVS 
OMNICHANNEL AND TOTVS E-COMMERCE

#SPEEDNESS 
WHAT WE ARE DOING TO 

ACCELERATE MORE IN SAAS / CLOUD
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1. ALL COMMERCIAL AND TOTVS SALES MACHINE MANAGEMENT 
TEAMS WITH COMPENSATION LINKED TO THE TECHFIN SALES

2. ALL UNITS (FRANCHISES/OWN COMPANY) WITH SPECIALIST 
TEAMS FROM THE FINANCIAL SECTOR SUPPORTING THE CLOSING 
OF NEW TECHFIN BUSINESSES

3. SALES AND SERVICE TEAMS TRAINED AND WITH A DIFFERENT 
SPEECH IN RELATION TO THE TECHFIN OFFERS

#SPEEDNESS 
WHAT ARE WE DOING TO 

ACCELERATE MORE IN TECHFIN
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#SPEEDNESS 
WHAT ARE WE DOING TO 
ACCELERATE MARKETING

44% OF DIGITAL REACH GROWTH 
IN TOTVS OWN CHANNELS

+ 11% growth in new followers in the social 
media (currently: 600 thousand LinkedIn 
followers, 52 thousand Instagram followers)

+ 30% growth in the number of social media 
interactions

+ 68% growth in the number of views on the 
Youtube (5.4MM views)

100% GROWTH IN THE OUTREACH 
AND VOLUME OF DIGITAL EVENTS

600 online events and 50 thousand participants

45 live streamings via social media (TOTVS Talks)
+200 thousand views

430 webinars (Product / Solution)
+28 thousand participants

125 web classes (Trainings)
+10 thousand participants

2020

2019
2020

2019
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1. CHALLENGES FOR TOTVS FRANCHISES:  NEW ACTION FRONTS (E.g.: 
TECHFIN). WE WILL PERFORM SPECIFIC CONSOLIDATONS. SUCCESS CASE: 
S.J. DO RIO PRETO WITH M.T. DO SUL: FAST EXPANSION OF SALES AND 
NEW REGIONAL OFFICES

2. EXPANSION OF VERTICAL SOLUTIONS WITH SPECIALIST TEAMS AND 
SPECIFIC UNITS (BRAZIL AND/OR LATAM) THAT ONLY WORK WITH THE 
VERTICAL SOLUTION. INCREASE OF LOYALTY IN LARGE SCALE 

3. ALIGNMENT OF DISTRIBUTION FOR SALES MODEL VIA PRODUCT LED 
GROWTH (PLG)

#SPEEDNESS 
WHAT ARE WE DOING TO 

ACCELERATE OPERATIONALLY



#WEARETOTVERS

• Technology + Knowledge are our DNA.

• Clients' success is our success.

• We value skilled people who are good people.

totvs.com

@totvs

/totvs company/totvs

totvs.store

@totvs

THANK YOU

ALEXANDRE APENDINO

Services and Relationship Executive Officer



Juliano Tubino
Strategy and New Businesses Executive Officer

• New Businesses and Partnerships

• Techfin

• Micro e Small Companies Plataforms

• Idexo

• Marketing



ALL RIGHTS RESERVED

TECHFIN 

March/2021Juliano Tubino



PAYMENTS

CREDIT

SERVICES

3

ORGANIZATION

PARTNERSHIPS AND M&A 

PRODUCTS 

TOTVS  A N T E C I P A TOTVS  M Y E D U C O N N E C T

TOTVS  T E F C L O U D

1

2

3

SALES OPERATION PRODUCT

Credit Credit

Services Services



2020 | Walking the talk...
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PRODUCTS PRODUCTS 

TOTVS  ANTECIPA

TOTVS  EDUCONNECT PAY

TOTVS  TEF CLOUD1

2

3

TOTVS  PAINEL FINANCEIRO

TOTVS  MAIS NEGÓCIOS

TOTVS MAIS PRAZO4

5

6

TOTVS  CONSIGNADO7

TOTVS  PIX8

TOTVS  ANTECIPA

TOTVS EDUCONNECT PAY

TOTVS  TEF CLOUD1

2

3



WE WILL KEEP SIMPLIFYING 
THE FINANCIAL CYCLE OF THE BRAZIL THAT GETS THINGS DONE

PURCHASE
Increase your 
purchasing power

YOUR SUPPLIERS

PAY
Extend your payment 
due dates

RECEIVE

YOUR CUSTOMERS

SELL
Sell more by offering 
credit to your customers

Receive now cash for
your receivables

YOUR BUSINESS

Accurate and up-to-date 
data for financial decision-
making

MANAGEMENT

TOTVS 
Mais Prazo

TOTVS 
Painel Financeiro

TOTVS 
Mais Negócios

TOTVS
Educonnect Pay

TOTVS Pix

TOTVS Antecipa



TOTVS
Antecipa



Agility and speed to get immediate cash for your receivables

“WITH ANTECIPA, IN JUST A FEW SECONDS AND 
FEW CLICKS, AND VERY EASILY, WE MANAGE TO 

ANTECIPATE RECEIVABLES OF A PARTICULAR 
INVOICE” 

A COMPANY OPERATING FOR THE PAST 26 YEARS IN 
HEALTH, REAL ESTATE, TRADE, AND HOSPITAL 
PRODUCTS INDUSTRIES



A COMPANY OPERATING FOR MORE THAN 20 YEARS IN THE 
MARKET MANUFACTURING SCALES FOR LOADERS, 
FORKLIFTS, AND OVERHEAD CRANES

“WITH TOTVS ANTECIPA, OUR CASH FLOW AND 
WORKING CAPITAL BECAME MORE ACCESSIBLE. IT IS A 

TOOL THAT ENABLES US TO HAVE THE RESOURCES 
AVAILABLE IN JUST A FEW CLICKS”

Working capital and decision-making in an easy, fast, and integrated way



TOTVS 
Consignado



TOTVS
Painel
Financeiro



460
12

CLIENTS

340
CLIENTS

IN 2 MONTHS

Success reflected on the numbers

Dec/2020

Feb/2021
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That grow with speed and quality...

0
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0

200
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800

1000

1200

1400

0 2 4 6

AGREEMENTS ACTIVE BASE USAGE
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reaffirmation of AA+ 

rating and expansion 

of corporate AA-

rating

FITCH AA+

PIPELINE SUPPLIER 

coming from TOTVS 

MORE BUSINESSES

33-40%

SUPPLIER ESCALATING 
WITH RESILIENCE AND 
PERFORMANCE

Expressive growth in the pipeline of new clients, decrease in 

default, and resumption of production and credit portfolio

• Credit policy and volumes

• “V” recovery - Supplier Off model strengthening the cash 

of industries

• Record-breaking number of partners in negotiation and 

implementation

NET INCOME AND 

PRODUCTION reached 

historic record-breaking 

levels during the month 

of October

RECORD-
BREAKING LEVELS

Credit Production (R$MM)

Deliquency Rate



15Growth routes

SUPPLIER

NUMBER OF 
CLIENTS

ONBOARDING
SPEED

NUMBER OF 
PRODUCTS

HIGHER SHARE IN 
AFFILIATES

INCREASED USE OF 
APPROVED CREDIT 

LIMITS

COVERAGE
OF INDUSTRY 

SECTORS



WE WILL KEEP SIMPLIFYING 
THE FINANCIAL CYCLE OF THE BRAZIL THAT MAKES IT HAPPEN

PURCHASE
Increase your 
purchasing power

YOUR SUPPLIERS

PAY
Extend your payment 
due dates

RECEIVE

YOUR CUSTOMERS

SALES
Sell more by offering 
credit to your customers

Antecipate your 
receivables deadlines

YOUR BUSINESS

Accurate and up-to-date 
data for financial 
decision-making

MANAGEMENT
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• Expansion of our products to all ERPs of TOTVS

• Services that will generate coverage and frequency of use

• Products for the suppliers of our clients

• AI assisting our clients in decision making

MUCH MORE TO COME ...



#WEARETOTVERS

• Technology + Knowledge are our DNA.

• The Costumer’s success is our success.

• We value good professionals who are good people.

totvs.com

@totvs

/totvs company/totvs

totvs.store

@totvs

THANK YOU

JULIANO TUBINO

Strategy and New Businesses Executive Officer



Dennis Herszkowicz
CEO



Announcement of
business combination



BRAZIL’S #1 TECH COMPANY

BRAZIL’S #1 DIGITAL MARKETING AUTOMATION

TOTVS’ and RD’s vision for the ecosystem
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+40 thousand
Active clients

Combining Brazil’s #1 TECH COMPANY with 
Brazil’s DIGITAL MARKETING AUTOMATION Leader 

~BRL 2.6bn
2020 Net revenues

+12%
2018-2020 recurring CAGR

+7 thousand
employees

#1 SaaS company in Brazil
By revenues

+25 thousand
Active clients

~BRL 206m
2021e Net revenue

+46%
2016-2021e revenue CAGR

+600
employees

#1 player in Brazil
In digital marketing automation



Eric Santos
RD STATION CEO



March 2021
TOTVS Investors Day

Eric Santos - CEO



COMPANY OVERVIEW

RD Station is the leading Marketing & Sales SaaS platform in Latin America. 

We provide SMBs with world-class software, education and customer experience

to help them grow and thrive in a digital economy.

More than a company, we’ve created a movement

1,700+ Partners

1.5M Visitors/month

20,000+ Conference attendees/year

25,000+

Customers in more than 

20 countries

Undisputed leader in Brazil and a 

Global Challenger in Marketing & 

Sales SaaS



WITH GREAT SAAS METRICS AND UNIT ECONOMICS

High Growth Recurring Revenues Asset Light Model Strong Customer Engagement

BRL 210m ~6x +73%

+60% 92% (increasing)

(ARR Feb./21) LTV/CAC Subscription 
Gross Margin

CAGR (16-20) Net Retention Rate

Backed by:



Growth methodology

We help SMBs attract, convert and engage leads and customers following our 

Inbound Marketing methodology

Marketing Automation Software that helps 

companies scale their digital marketing 

strategy

- Lead generation

- WhatsApp, SEO, Email Marketing, Social

- Personalized journey with automated 

workflows

- Analytics & reporting with funnel 

performance

Sales CRM Software that helps 

companies manage their sales process

- Real time funnel view

- Opportunity and Forecast Management

- Sales tracking and reporting

- WhatsApp and Virtual Phone integration

Over 100 third party App integrations 

with our Marketing and Sales 

software

Marketing Automation & CRM for SMBs with strong service 

partner ecosystem & app integrations

App Store

SOLUTION: ALL-IN-ONE MARKETING & SALES SOFTWARE



Customers who are brand advocates Undisputed Leadership position in Brazil

B2B Stack is a brazilian B2B software review site that 
gathers and ranks customer reviews. RD Station is ranked 

as Marketing Automation and Sales “Leader” in Brazil 

SOLUTION: ALL-IN-ONE MARKETING & SALES SOFTWARE



MARKET OPPORTUNITY

*Source: TAM analysis conducted by Bain & Company for RD in 2016 
reflecting target of 1.6MM companies in Brazil (out of 20MM in total) with an 

average ARPA of US$ 250/month

Unique positioning to serve SMBs in Emerging Markets

Ability to unlock Markets via education

And we are not even scratching the surface

US$45bn

Expansion to

New Products and 

Geographies

US$5bn

Market in

Brazil*

BRL 156mi

Current 

Revenues

Estimated market penetration by the number of domains using Marketing Automation Software according 
to Datanyze, October/20



HOW WE WIN THE GAME

Distinguished

Education Initiatives

All-in-one

Growth Platform

Vibrant Partner

Ecosystem

Unique Customer

Success Experience

Talent

Development

Our A-Team out-teaches the competition, establishing for 

RD an authority and thought leadership position in the 

markets that we operate

Drives high NPS, engagement and Retention, allowing 

us to have a very efficient business model and 

continue investing in the team

Generate Predictable and Scalable demand 

through proprietary and organic channels (driving 

low CAC)

Creates multiple opportunities for value-

added partners (resellers, service providers, 

other SaaS companies, etc.)

Help us deliver a more complete customer 

experience, with the right level of touch and 

customization needed in emerging markets



ACHIEVING FAST, PREDICTABLE AND CAPITAL-EFFICIENT GROWTH
(SOFTWARE ARR - IN THOUSANDS OF R$)



Empowering the heroes and scale-ups 
that grow the economy



Juliano Tubino
Strategy and New Businesses Officer

• New Businesses and Partnerships

• Techfin

• Business Performance

• Micro e Small Companies Platforms

• Idexo

• Marketing



BUSINESS 
PERFORMANCE



SALES ANALYTICS MARKETING

1 2 3

BUSINESS PERFORMANCE – BUILD, PARTNER, BUY

3-PHASE APPROACH

Capabilities that support and accelerate 
our clients SALES dimension, increasing 
their results of TOP LINE and revenue

Capabilities that support and accelerate 
our clients needs of ANALYTICS AND 

BIG DATA, increasing their skills of 
understanding and doing something about 

their costumers, business and target 
market

Capabilities that support and accelerate 
our clients needs of MARKETING, 
increasing their skills of brand value 

optimization, clients engagement and 
retention, and new clients acquisition



Business Performance Capabilities are applicable
and have their addressable market encompassing all 
industries and segments in which TOTVS operates, with 
existing solutions for the LEGAL, CONSTRUCTION, 
MANUFACTURING, RETAIL, FINANCIAL SERVICES, 
EDUCATION, and LOGISTICS areas. Where relevant 
Sales and Marketing practices exist, there will be an 
opportunity for optimizing them through technology. 
Wherever the use and understanding of customer and 
operation data bring opportunities to improve sales, 
there will also be opportunities for Analytics solutions.

ANALYTICS

SALES

MARKETING

BUSINESS PERFORMANCE –
CREATING VALUE IN ALL SEGMENTS



19What happens now with TOTVS and RD Station together ?

RD Station is a terrific platform to strengthen Business 
Performance with a strong, capital-efficient growth 
and a compelling product vision

II

Significant enhancement of portfolio offering and 
opportunity to boost company’s growth through 
increased addressable market

III

TOTVS is building a comprehensive SaaS platform 
offering ERP, Techfin and Business Performance

I

Powerful and low-hanging synergies to be captured, 
including both soft synergies (revenues) and hard 
synergies (cost structure)

IV
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Expansion to new categories, segments and verticals

 Expertise 

 Customer engines (sales, CX, marketing) 

 Ecosystem (agencies, partners, customers) 

Tech and OPS synergies to unlock future growth 

Preserve and leverage RD Station’s culture and business model 

 Shared services of key support functions (OPS, billing, legal, treasury)

 Tech stack available to grant scale and competitive advantage (cloud infra, analytics, AI)

 BIG DATA – SET 1/3 CLT, 25% of GDP

 RD Station as a key pillar of our CRM, CDP, e-commerce expansion

 Increase average tickets, leveraging TOTVS’ larger customer base

 Higher loyalty level and relevance through verticalization and segment focus

RD Station at the core of our strategy in Business Performance 

Growth

Preserve

Expansion

1

2

3



21Expansion for new categories, segments and verticals

Short list of acquisitions with 
immediate and strong potential for 

integration – technical, GTM, 
channel, customer match

Ability to leverage TOTVS’ ecosystem 
of sales teams, channel and 

relationship to upsell to larger 
customers within the SMB space

Presence and expertise in 12 verticals 
with core workloads and some Business 

Performance scenarios (hospitality, 
education, services)

Strong opportunity to become the leader 
in the SMB segment

RD Station as a key pillar of our 
CRM, CDP and e-commerce 

expansion

Increase in average tickets, 
leveraging TOTVS’ larger 

customer base

Higher loyalty level and relevance 
through verticalization and 

segment focus



22Preserve and leverage RD Station’s business model and culture

Expertise and culture
Customer engines

(sales, CX, marketing)
Ecosystem

(agencies, partners, customers)

Growth path as PLG, 
customer-audience 

(marketing) driven and 
“thinking leadership”

Preserve and expand sales 
teams, customer experience and 
marketing engines, with a solid 

structure, talented human 
resources, investment and 

customer/channel base

Expand RDs “thinking leadership” 
on marketing automation to 

TOTVS’ customers 

Connect and amplify RD’s channel 
with TOTVS’ (CEO / 

entrepreneurs) to support and 
expand RD’s  reach and capillarity



23Powerful and low-hanging synergies to unlock future value

Compelling G&A synergies

Strengthened distribution network to boost sales force

Unparalleled cross-sell opportunities

Significant fiscal synergies



BUSINESS PERFORMANCE
BRAZIL MAP- ADTECH & MARTECH

ADVERTISING & PROMOTION

SOCIAL & RELATIONSHIPS

CONTENT & EXPERIENCE

COMMERCE & SALES



ADVERTISING & PROMOTION

SOCIAL & RELATIONSHIPS

CONTENT & EXPERIENCE

COMMERCE & SALES

Design

Marketing 
Analytics & 

Performance

Mídia 
Programática

SEO 

Marketing Automation 
and Campaign
Management

Content 
Marketing

SMS and 
E-mail 

Marketing

E-commerce

Omnichannel e 
marketplaces

Big Data and 
Business 

Inteligence

CRM and 
Pipe Management

Quote
Proposals

and 
Bidding

Data and 
social 
Media 

Monitoring

Events 
Meeting 

and 
Webinars Market 

Research and 
Surveys

Loyalty and 
Retention

OOH

Search & 
Display 

BUSINESS PERFORMANCE
CAPABILITY COVER

TOTVS OMS



EXPANSION OF 
CLIENT BASE AND 
ECOSYSTEM

Acquired capabilities would bring 

greater penetration into the existing 

base, and also an important 

expansion of TOTVS' client base and 

its relevance in the Brazilian and 

LATAM markets

100k
CUSTOMERS

100 TOP 
ENTERPRISES

3000
PARTNERS

PUBLISHERS + MIDIA

VAREJO + TELECOM

TOTVS OMS

TOTVS
Digital Commerce
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BUSINESS 
PERFORMANCE

TECHFIN

A GROWTH PATH THAT SIGNIFICANTLY EXPANDS THE 
ADDRESSABLE MARKET

MANAGEMENT

ECOSYSTEM
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ECOSYSTEM

CURRENT ADDRESSABLE MARKET SIZE
Management Market – solid and relevant

TOTVS'S SHARE
TOTVS holds a share of approx. 50% in management 
software

FUTURE MARKET GROWTH
Market with consistent growth for the next years. Increase
the take rate of the IT spending.

MANAGEMENT

A GROWTH PATH THAT SIGNIFICANTLY EXPANDS THE 
ADDRESSABLE MARKET
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ECOSSISTEMA 

BUSINESS 
PERFORMANCE

TECHFIN

TOTVS’S SHARE
CURRENT ADDRESSABLE 
MARKET SIZE

FUTURE MARKET 
GROWTH

MANAGEMENT

A GROWTH PATH THAT SIGNIFICANTLY EXPANDS THE 
ADDRESSABLE MARKET



#WEARETOTVERS

• Technology + Knowledge are our DNA.

• The Costumer’s success is our success.

• We value good professionals who are good people.

totvs.com

@totvs

/totvs company/totvs

totvs.store

@totvs

THANK YOU

DENNIS HERSZKOWICZ

ERIC SANTOS

JULIANO TUBINO


