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lier's Rule of 40
// / “\:"‘:':.Il?;:::l‘ery Revenue growth + R $3 4 @
Credit production EBITDA margin OO m'",O

R$2 bl“lOl‘\ in Q4‘ 20 >4090 (Q4'20) totalmg R$ 2 2 bl " ARR,
_ ion
catisfaction 96% of TOTVERs
N | Increase believe in the Potential 80% of :
[ eflected on NPS and Future of TOTVS OrQVEﬁﬁlelrrlng
Ex;;nssi:;o()f Admitted into IBOVESPA,
233N IBrX 50 & MSCI 37.4%

GREAT ACHIEVEMENTS IN THE  progress on the Supplier's ROE

LAST 12 MONTHS ESG Agenda Client rene,,,

wal rate
at
fault | ~990/o per
Churn and defa SaaS mode Quaree:
under control: grew 21% in 201(:
idn't rise above and was responsible
tl:‘e average history for 65% of new sales Incre?se of
in Q4'20 30 points in
eNPS
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WHAT IS
GOING ON

:



WHAT"IS

GOING ON IN

S:THE MARKET?

I -D|g|tal|zat|on was accelerated by

the COVID-19 context

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

Linx
Creditas Shopify
@
[ V']
CUSTOMER Amazon
B2wW /
PagSeguro Mercado
Livre | 44
Stone éj’ /

Magazine
A
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OUR
POSITIONING

OUR ECOSYSTEM
GOES FAR BEYOND ERP...

3D ECOSYSTEM

R iR

BUSINESS
PERFORMANCE

MANAGEMENT TECHFIN

The construction of the
TOTVS Ecosystem' 1
it's an aggressive moveto
expand Addressable Market,
take rate, and client loyalty .

Credit
Services
Payments

ERP
HR
Verticals

Marketing
Sales

k" W

gy I
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* OUR ECO!

ﬁ,' v

— y

MANAGEMENT
- DIMENSION

L Ry

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

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

‘ The main interlocutor is the IT area

M GOES FAR BEYOND-ERP...

0 @

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

Investment in innovation and digitalization
.. to increase quality and range

* Scope of domestic operation

The challenge is to digitalize and
exponentialize



«

Ly

»

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

OSYSTEM GO ES FAR BEYOND-ERP...

. @

Credit and payment solutions to simplify,
expand, and making cheaper

clients' access to financial services
by using technology and data

The financial area is the interlocutor
Scope of domestic operation

There is still no relevant B2B player



«

Ly

R

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 Al, Big Data, and Telemetry

OSYSTEM GO ES FAR BEYOND-ERP...

. ®

Solutions that help companies
leverage sales and customer
relationship

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
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/// 2021 CHALLENGES

EXPONENTIALIZING
bringing elements of PLG
(product-led growth) to our go-to
market (development, sales and

deploy)

Keeping and expanding
the RELEVANCE of TOTVS
moving forward into our clients
value chain

Accelerating
CLOUDIFICATION
of TOTVS's products

Continue performing the M&A
and PARTNERSHIP strategy
that speeds up the time to
market

Keep moving forward
in the process of
SALES DIGITALIZATION,
transforming the clients experience

Strengthening the ESG AGENDA
and keep making progress in
EMPLOYER BRANDING
are critical factors

‘.



/// WORD FOR 2021 + @

SPEEDNESS

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!
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* Technology + Knowledge are our DNA.
* The Costumer’s success is our success. "
* We value good professionals who are good people.

o e s | LAV NS L RO RO VR

v
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@ totvs.com @ totvs.store
o (@] ' @totvs

o [totvs @ company/totvs #WEARETOE
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/// THE POWER OF OUR CULTURE

< .

traction Development

#WEARETOTVERS

. = !
I’Q -
C

ommitment Support to society



/- PEOPLE are our raw material + ©

OUR HUMAN CAPITAL IS MADE OF ~7.8K TOTVERS FROM 27 NATIONALITIES

7.8+ thousand
TOTVERS

: YoY
O
. Per gender [_] 67% [ \ 3% —

~7.6k in Brazil LLIJ)

By geographic location

~250 abroad |
. Per leadership

3 o
63% 37%
U w

. positions
COL CHL POR MEX @
- 12%

Per age range Per activity
® Upto 30 performed
® From 30 to 50 @ Services
® Over 50 years-old ® R&D

® Sales

Adm / Others

Source: internal data from the Company @ Z\D/\r/egsvtehl?opun;ﬁgtfgrat;rlsand

abroad



// WITH PRIDE

Diversity and . . Actions of Actions of
Inclusion G)uallty of L'f9 Commitment Recognition
Alttrition*

Reduction of 7.6 p.p. In relation to
2019 and 2.7 p.p. below the High Tech
market

£
/
1,533 vacancies filled in 2020, 19% via /‘ /

Employees
attraction ) )
internal recruitment
NPS ' | khl ali : "eft”>
. Increase of 30p in relation to 2019 OUSE E ) ‘
iKspan transfonm: scale(2)”>
TRANS "
o
Ownership 479 TOTVERS contemplated with

actions from TOTVS, through the
Long-Term Incentive Plan, with a |
retention Of 950/ Y Of thiS personnel ; *Attrition: (Sum of Total Dismissals) / (Average of active personnel)



UNIVERSITY

Our speaks very loudly: Knowledge and Technology

New platform

New way to share
knowledge: networked
authoral videos+!

We definitely are the

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

We had +7882
TOTVERS trained

We provided +5,400
themes available

®



// COMPENSATION MODELS:
ATTRACTIVENESS AND RESULTS DRIVERS

VELED

Compensation Goals and metrics
Models

Commercial
and service
variable
compensation

Short Term
Incentive -
Profit Sharing

Distribution
and Bonus

Long-Term
Incentive -
Share-based
compensation
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//  OUR 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 O A a8

. ("
gn= leftsz>°

f

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

’ # ° . P
SErans form: scale(2)”s

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

DARE AND



A IS STRONG AND ATTRACTIVE 0 ®

<section>

| "" <hl align="left”>

: : : e < N ' OUSE €
Brand activation on LinkedIn | m o <$pan style="tr;

) o ' TRANSFORME

J : ‘,f </.pan>
, / 2 AN\ : (>
;ijﬁ. ' ; ;.f " '. s ction>

Live streamings about career at N W . T e /

TOTVS v (W TR NS . }
( Participation in tech events >

Submission of emails specific to the
tech audience

TRANSFORM




/ TOTVER IS

—
to be COLLABORATIVE < to have an -
< to be FOR RESULTS > ¥
L -
to make THINGS
EASIER ( to have

C

to take care of the <to ensure the

CLIENT

( to create SOLUTIONS >
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GOES BEYOND

—— TOTVERS WHO /\ MINHA
MAKE .~ CHANCE

OPORTUNIDADE
SOCIAL

+2,000 young
people trained
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IZABEL BRANCO

Human Relations Executive Officer < I/ L
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. Technology + Knowledge are our DNA. "
. The Costumer’s success is our success. :
- We value good professionals who are good people.

&
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P

@ totvs.com @ totvs.store
o @totvs @totvs

o [totvs @ company/totvs #WEARETOTVE
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/ RESULTS 2020

TOTS3
i\l/" IBOVESPA Average performance
Jan/20 33% above IBOV

®/ MSCI :: +46%

Operating Cash flow
Dec/20 (2020 vs 2019)

s from Fitch

Maintenance of A 133%
* kX AA(bra) Rating ’9' Growth in

,,.\1' +21% Saa$ and
o2t ) W +25.5% EBITDA

(2020 vs 2019)

+26% 27% 2020
Cash Earnings (2020 vs 2019) Q and 31% Q4/20

Cloud Revenue Growth

‘?\ Institutional
Investor ~990/,
Award ':‘,:Q‘\ y

Renewal Rate




i/ PERFORMANCE TOTS3 vs IBOV vs IBrX 50
~R$16.4BI

R$5 OBI R$1.1B Follow On M&A
. Fund-raising Consinco
MKT CAP : |
: Closing Supplier
JO VTEX +
: M&A
5 — WealthSystem

Fitch Rating Sup:pller

AA(br)

=
~/~\ﬂ NRARN

77,891 points
13,022 points

> ©

BRL 28.37

mea (+182.3%)

Tail

110,612 Pontos
(+42.0%)

18,602 Pontos

R$10.05
SN o TN ‘M (+42.8%)
'+MSCI
+IBOVESPA and ’
1:19, @-11)
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
03/08/2021

01/02/2018
—IBrX-50 —IBOV —TOTS3

Source: Bloomberg
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i/ SCALABILITY O

2018-2020 Growth

+70.3%0 of

+640 bp of Adjusted EBITDA

EBITDA Margin

( 16.4% )

270
|
2018 EBITDA Gross Profit Operational 2019 EBITDA Gross Profit Operational 2020 EBITDA
Margin Expenses Margin Expenses Margin

) EBITDA Margin

Rule of 40

Revenue Growth

. n >= 40

EBITDA Margin

41.4% 42.2%

-+ 40%

27.8%

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

! Revenue Growth B EBITDA Margin



i/ RULE OF 40 ¢ @

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

40%

w MINIMUM

+ E— SPEED

30%

=

wld

3 Profit % 4 0

G \. 7

o 20%

-

5 Almost 40 years of history

q>) Baseline of approximately 40 thousand

oY customers and R$2 Bn of Recurring
Revenue

10% Balance between profitability and

growth

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

0%
0% 10% 20% 30% 40%

EBITDA Margin @ Market Cap




/ RELATIVE VALUE L,

EV/SALES EV/EBITDA

216.0

19.9 /—/

5.1
21.2

e (@) TOTVS

Traditional | Average = SAP + ORACLE + SAGE | Average = PAGSEGURO + STONE + SQUARE
| Average = SALESFORCE + WORKDAY + INTUIT | Average = MERCADO LIVRE + LOCAWEB + SHOPIFY + HUBSPOT +MELIUZ

Source: Bloomberg - Consensus 2021



//
OTV
INVESTORS 2021

_ Ricardo Levinzon et
(. aii" 4 " :




BRAZIL
SOFTWARE
MARKET
POTENTIAL

TOTVS
Market Intelligence




// IT GLOBAL MARKET LEADING COUNTRIES - 2019 12 @

Brazil isamong the 12 largest IT markets worldwide

k: #10
'T Rank: #4 IT Rank: #5 /TSIL?C?/: - $65.2bn
IT Rank: #8 /7 Spending: $179.25n IT Spending: $139.9bn Software ﬁgaﬁk: #12
L Software Rank: #2 Software Rank: #4 Software: $5.7bn

IT Spending: $85.9bn | | canada | ¢ Software: $27.4bn Software: $22.2bn ortware: $2.

Software Rank: #6 ’ : South '
Software: $14.8bn §7 Korea W
=3 =

IT Rank: #3
IT Spending: $308.5bn
Software Rank: #3
Software: $24.9bn

ff/@ l] France

IT Rank: #6
= usa g IT Spending: $101.9bn Japan | | @ |
i Software Rank: #7
IT Rank: #1 Software: $14.6bn
IT Spending: $1254bn
Software Rank: #1 “ l] Italy
Software: $239bn TR IT Rank: #2
~ L= IT Rank: #11 IT Spending: $405.4bn
‘Lﬁ IT Spending: $64.2bn Software Rank: #5
< Software Rank: #11 Software: $15.0bn
3 Software: $6.4bn "
India
IT Rank: #7 \§ ) g &
IT Spending: $92.0bn y ST <
Software Rank: #10 %@5 - b
Software: $6.6bn

ITRank: #12
IT Spending: $62.5bn
Software Rank: #13 ¢l  Australia

Software: $5.0bn
IT Rank: #9
IT Spending: $66.1bn

Software Rank: #8 7 /

Software: $12.4bn

Source: Gartner (Market Databook, December 2020 Update) AN



/// 1T ADOPTION

IT and Software spending in Brazil
still have lower adoption than in

more developed countries and in

most of the largest IT markets

2.86%
2.45%
1.64%
I 1.05%
Brazil

m % of Global Employed Labor Force (2019)
= % of Global GDP PPP (2019)

m % of Global IT Spending (2019)

® % of Global Software Spending (2019)

Source: World Bank, OECD, TOTVS Analysis

2019
m IT Spending / GDP (%)

O

= ,’

= .

a .

2 I

o | 2.0%
18% | 20%

‘lf 1.0% s »

India  China ' Brazil

2019
% m SW Spending / GDP (%)
(=]
(o]
< CCTTTTTT \
Ll
o !
0 !
Ll I
5 :
o 0.1% | 0.2%
E W e 0
L _ T
(@) India China ' Brazil
1)) e
H
E 2019
< m Enterprise SW / GDP (%)
E O o \
o E l
w O |
4 |
S =
 0.1%
o © 00% , 00% g g 29
Ll | [ [ ] | —
E India China | Brazil
|||-| \___x___/

Italy

Italy

3.1%
’ 3.0%

Germany South
Korea

France

3.3% 5,204 i 4,644
3,319 3,666
2 T I T I H H H

OIT Spending / Employed Worker ($)

5.8% 5.9%
5.2%
4.7%

5,406

OSW Spending / Employed Worker ($)

Germany South
Korea

0.8%
0.5% 0.5%
527  0.3% 526
209 ’_‘

036 275 I

France

Canada Australia United Japan
Kingdom
10% 0.9%
828 0.5%
H 375
Canada Australia United Japan
Kingdom

O Enterprise SW Spending / Employed Worker ($)

0.2%

0.1%
l IH B

Italy

Germany South
Korea

0.2%

France

0.5%
540
0.4% 1 0.4%
02%
148
Canada Australia United Japan
Kingdom

6.1%

United
States

United
States

0.5%

United
States

-
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1
1
1
1
1
4574
1
1
1
1
1
1
1
1
1
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// ENVIRONMENT FOR IT GROWTH 14 @

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

High Internet Usage

Time per day spent using the internet (hours)

Internet [ Mobile internet

i 9:29

India ™""73.43 747
Global EGCSSSENSS 642
United States =1 5.54 6:31
Italy =757 0:04
China =509 22
Canada =747 >0
United Kingdom =759 5:46

South Korea 554 5114

Australia =771.43 5:04

France = 771.55 4:38

Germany .3 4:37
3:45

Japan 705

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

Source: Hootsuite 2019, OECD 2019

High Social Media Usage for Business Purpose Connected Business Users
Businesses using social media (%) Persons Employed Using a Computer with Internet Access (%)

90%
80% *
United Kingdom 71.8%
70%
Australia 63.7% 60%
53.7% o
Canada 60.7% 50% ® 52.0%
0]
30%
France 50.2% ®
20%
Germany 48.0%
10%
Italy 47.2% 0%
OECD Brazil
o
Japan 36.7% ® Max e Min @ Average
Many companies have learned to use social tools to Employees using connected computers (potential
digitalize interaction with customers software users) are comparable to OECD levels




// SOFTWARE GROWTH DRIVERS

Many companies in Brazil still don 't use any enterprise software solution.

Its adoption levels are lower than in OECD countries

Large underpenetrated »
market

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

CRM Adoption
(% Total Companies) - 2019

ERP_Adoption
(% Total Companies) - 2019

°2% 80% 60%

57% 9% 45% 43%

32%

(o)
31% 27%
25% 20%

Small Companies Medium Companies

®m Brazil = OECD

Large Companies Small Companies Medium Companies

®m Brazil = OECD

Large Companies

v

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

3,334 3,511

25 40 2 7

Small Companies Medium Companies

OERP OCRM

Large Companies



// SOFTWARE GROWTH DRIVERS

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

Higher potential usage
in penetrated market

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

United Kingdom
Canada
Germany
Denmark
Ireland
Finland
Hungary
Norway
Sweden
Netherlands
Austria
France
Belgium
Poland
Czech Republic
Brazil

Italy

Turkey
Spain
Portugal
Greece

Average Software Spending ($ PPP Adjusted - 2019) /

Company Adopting ERP

22,535
21,041
18,812
15,681
14,840
14,143
13,572
10,275

9,969
8,144

I 6,031
6,538
5,225
4,802
3,146
2,589

27,275
26,983

36,954

51,200

61,939



// SOFTWARE GROWTH DRIVERS

Higher potential for
software share in IT »
spending

Source: World Bank, TOTVS Analysis

IT Spending (%GDP PPP) - 2019

7%
6% 5 Teer United Kingdom ® United States
°
5%, switzerland ® 1004 @ Australia
® HongKong ® JCanada
49, Singapore ® e Sweden ® Denmark
° Norvay & 8 NetZeatane
i Belgium
30 Spain South.Korea 3 Frang Germany® Israel
. e ® South Africa
20 China Cra .Bra.zil N ® Austria g |reland
° SaudiAra®a @ eThailand © © = oy Czech Republic
ColombiaRUSSia JEICo Pola.nd
1% |indonesia ® India
Argentina -
urke
0% y
0% 5% 10% 15% 20%

United States
Australia
Canada
Germany
United Kingdom
France

Italy

South Korea

~ — JJapan

- -

m Communication Services ® Data Center Systems m Devices ®IT Services ® Software

% Software Over Total IT Spending - 2019

IT Spending Distribution (2019)

0% 20% 40% 60% 80%

25%

100%

» 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




/// SOFTWARE — BRAZIL — TOTAL ADDRESSABLE MARKET

Addressable Enterprise Software Market Size

+ Potential

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

maturity of Brazilian companies —

R$83.0 b o
¥ to one similar to that of more
2x developed countries
R$24.8 b
R$11.3 b
+ IT Maturity

Current When Brazilian When Brazilian
Market Size companies reach companies reach

(2019) the average IT the average IT

maturity of Brazilian maturity of OECD
companies currently
using Enterprise
Software

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



/// SOFTWARE — BRAZIL — TOTAL ADDRESSABLE MARKET 19 @

Addressable Enterprise Software Market Size

+ Potential

T07TVS
R$83.0 b focus market

2X

R$24.8 b

+ IT Maturity
Current When Brazilian When Brazilian
Market Size companies reach companies reach
(2019) the average IT the average IT
maturity of maturity of OECD

Brazilian companies
currently using
Enterprise Software

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



/// SOFTWARE — BRAZIL — TOTAL ADDRESSABLE MARKET 20 @

Addressable Enterprise Software Market Size Total Addressable Market

+ Potential

+ Volume

(+ Users) Non-penetrated Market

R$35.9 b

Higher Software Usage and
Cross Selling Opportunities

R$83.0 b >
R$22.2 b

2X

Current Market Upselling
Size Opportunities

R$24.8 b

R$11.3b R$13.7 b

+ IT Maturity
Current When Brazilian When Brazilian
Market Size companies reach companies reach + Price

(2019) the average IT the average IT

maturity of Brazilian maturity of OECD

companies currently Adressable market may be captured

using Enterprise in different ways
Software

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



/ DISCLAIMER 1 @

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.
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* Technology + Knowledge are our DNA.
* Clients' success is our success.
* We value skilled people who are good people.
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@ totvs.com @ totvs.store
o @totvs @totvs
o [totvs @ company/totvs
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® Corporate Engineering
® TOTVS LABS and UX LABS
® Corporate IT
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s/ RECAP 2020 . ©

TOTVS APPs roadmap and SMART
MODERNIZATION OF

approach
APPLICATIONS
Connectors and functionalities creation
INTEGRATION that enable the integrations creation

and support

Advances in the 3 capabilities:
technical view, usage analysis and
data capturing

TELEMETRY AND USE BEHAVIOR

Innovation in several functionalities,
release of new tools and
dissemination of US techniques

USABILITY AND
FUNCTIONAL PROGRESS

111 11

Reinforcement of Security Itens and
General Data Protection Law agenda

SECURITY AND PRIVACY



/// MANAGEMENT OVERVIEW




/// MANAGEMENT OVERVIEW

FLUIG

PLATFORM CODE
&
NO CODE




/// MANAGEMENT OVERVIEW

FLUIG

DATA ENGINEERING
TRANSFORMATION

AI & ML

APPS-BASED CONSUMPTION




/// MANAGEMENT OVERVIEW

CAROL

PaaS & SaaS
MULTICLOUD STRATEGY
SPEED UP INNOVATION
SPEED UP DATA USAGE

FLUIG




/// MANAGEMENT OVERVIEW

TCLOUD
STANDARD CONNECTORS
SPECIFIC CONNECTORS
CONTINUOUS MONITORING
CAROL

FLUIG




/// MANAGEMENT OVERVIEW

TCLOUD

CAROL

FLUIG




/// MANAGEMENT OVERVIEW ®

SPECIALIZED “CLOUDIFICATION”
MANAGEMENT SaaS & PaaS TECHFIN
& 100%
— 1 cS° OR & [
Svi i b > @ S\ D opd n, U & « “ANTECIPA”
TELEMETRY * “PAINEL FINANCEIRO"
INTEGRATION Intelligent usage of data workflow . )
* "MAIS NEGOCIOS”
TCLOUD * "CONSIGNADO"”
INTEGRATION
CAROL Connectors / Tools
- 100%
FLUIG ’ RURSHLESS=-—=
DIGITALIZATION PERFORMANCE
TOTVS Apps / T-cloud Store
L 100% 'I*l'tnll

DIGITAL COMMERCE

USABILITY AND FUNCTIONAL
PROGRESS

® ToTVS c*e




#CLOUDIFICATION

270/0 REVENUE GROWTH YoY SPECIALIZED SALES OPPORTUNITIES
REINFORCEMENT THROUGHOUT BRAZIL

CLOUD-NATIVE AND CLOUD-EMBEDDED YoY REVENUE GROWTH SPEED UP IN

NEW OFERS IN THE PORTFOLIO Q4: 31%

NPS TOTVS CLOUD INCREASE
2018=,2019:T11 | 2019=52020: 112




T-CLOUD

+Unique experience +Loyalty
+Multicloud +Efficiency

+16k +12k 325% 148k

TAXPAYERS ID USING ACTIVE ENVIRONMENTS IN USAGE GROWTH PRODUCTS UPDATES
T-CLOUD T-CLOUD 2020 vs 2019 IN 2020




/ T-CLOUD EDGE

NEW AVAILABLE ZONES
ALL OVER BRAZIL

@ State of Sao Paulo (august 2020)
@ Northeast (april 2021)

@ South (H2 2021)

@ Minas Gerais (2022)

4 COVERAGE ALL PERFORMANCE
OVER BRAZIL OPTMIZATION
STRENGTHEN
EXPERIENCE + AGILITY

RN 8 ms
PB 14 ms
PE 12 ms

- TESPO1 AND TESP02 TECEO1

- TEMGO1 - TERSO1

Caption: State + ms (miliseconds) = latency



£ HOME

B CONTRATO
INSIGHTS

¢ PRODUTOS

e ADMINISTRACAO

TRUST CENTER

Ambientes de aplicacdo

SUPORTE AO CLIENTE

Total d2 ambientes
contratados

2

Total dz ambientes
utilizados

Plano Contratado Portal
Ambiente Producio




AND MODERNIZATION OF PORTFOLIO ®

MICROSERVICES \\ Of TOTVS

CONTINUOUS \
DELIVERY \

\

|
AL
I
|

adherence

CONTAINERS |

/

Google Cloud

\ /
E:able the usage \ A\ Azure — Covernance and
AN ® ToTVS efficient usage of
strategy N

e ——— —— —



/ INTEGRATION CHALLENGE s @

Connects TOTVS products lines to our partners softwares in an
efficient, fast and monitored manner

DIGITAL COMMERCE

Customers
.l\\$ Management

TOTVS
& ®

SFA

®TOTVS
1ok
NS pE

=T
TOTVS CONNECTOR

Monitored . oy aeps Scalable . Customizable




///

® TOTVS *+

+9.7 million

+10k

market

employees managed around the customers in Brazil and abroad L EA D E R

world

o 9 consecutive years
TOp Top of Mind HR (2012- 2020)
OF in the Technology for HR

"MIN

DERH

D Management category

TRANSACTIONAL SOLUTIONS
Payroll, electronic/attendance control, admission,
security and occupational safety and health

HR with better

PiSsfoumetpcce

HUMAN CAPITAL

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



/// HUMAN EXPERIENCE MANAGEMENT 18 @

PROGRESS OF HUMAN CAPITAL EXPERIENCE
STARTING WITH OWN CONCEPTUAL FRAMEWORK

DEVELOPMENT

Performance

INTERNAL
COMMUNICATION

ONBOARDING
f |
Emgztyr::g::rﬁiing } Recruitment & Selection } Admission } Acc;l;z:;iizrr\land } Training Eeigbs(‘:tkosr:
J ecogniti
L )
EMPLOYEE VALUE PROPOSITION (EVP)
D
Offboarding
Career &

Succession

TRANSACIONAL




/ / FU LL PORTFO LIO VI Ew c.a"th?o'Q:ucts AVAILABLE 19 @

- Products COMING SOON

L |
HUMAN CAPITAL TRANSACTIONAL
HR USERS

CLASSIC HCM

HXM - NEW BUNDLE: PAYROLL

TRAINING
e Engagement and CONTROL OF
Development
mm ATTENDANCE HOURS
. @ TOTVS RH TOTVS HR Clock in
ONBOARDING
e Digital Admission [ avarnsie | new
* Digital Workplace OCCUPATIONAL SAFETY  grovverrsy

AND HEALTH
PERFORMANCE AND DEVELOPMENT

e TOTVS HR Performance & Goals 2T BI=T

e Map of Skills [_comm soon
PEOPLE BUSINESS  gresrreees
PERFORMANCE
FLEXIBLE BENEFITS [ comInG soon ] EMPLOYEES
RECRUITMENT APP My HR

e TOTVS HR Talent Sourcer (ATS) IEITETT i )

— —




o

Ol3a, Alessandra

Buscar colaborador Q

Eventos

|
% ¢ ~<g
Vocé comple’ﬁ anos de
empresa hoje

Mais acessados

] l 5

Envelope de Informe de Espelho de
ponto

Férias do time

@

PERFORMANCE & GOALS,20

Conheca as etapas de um
ciclo de avaliacao

@ Selecionar pares
A primeira etapa & selecionar os pares que irdo te avaliar

nesse ciclo. Os pa colegas e também clientes

Avalia;&o
Nessa etapa vocé responde um questionario avaliando a
sua prépria performance e também a performance dos

seus pares, caso tenha sido selecionado como avaliador

@ Avaliagio do lider
Em seguida, o lider do time avalia o desempenha da

equipe, individualmente, através do mesmo questionario.

@Coleg\‘adu
Qs gestores de um liderado e o RH se reinem para alinhar

suas visdes sobre ele em uma matriz Nine Box

CREATE A CULTURE

S L

@ Feedback
E uma reuniéo de alinhamento entre lider ¢ liderado, onde o
ider d3 o feedback da avaliagdo e do plano de

desenvalvimento.

@ Plano de desenvolvimento
Também chamado de PD!, ele serve para alinhar as

expectativas de desenvelvimento dos funcionérios

@ Resultado
E finalmente cada um recebe um relatério de sua avaliagio
onde é possivel visualizar pontos fortes e pontos a

desenvolver.

® Feedback de checkpoint
Esse &0 momento de alinhar expectativas: Como est indo
a jornada de desenvolvimento do colaborador? Utilizando
osinsumos do Feedback de Colegiado, o lider calibra
expectativas & rezliza eventuais ajustes de rota com seu

iderado.




///
THANK YOU

GUSTAVO BASTOS
Platforms Executive Officer

* Technology + Knowledge are our DNA. ] |
* The Costumer’s success is our success. |
* We value good professionals who are good people.
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/ WHERE ARE WE?

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

Roadmap transparency

Focus on our clients’ customers

Accelerators of implementation

Roadmap alignment with Techfin

Reinforcement of the sales team
with specialization

UX | UI everywhere

INNOVATION

-

B

KNOWLEDGE

AGILITY
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/ TOTVS SOPHISTICATION AND MANAGEMENT INDEX QO

CUSTOMER SUMMARY

Ola.

egmento () to (1)

D SUosegmel Hore Linha de Prog
Manufatura Metal - Mecanico e Plastico PROTH

]

{EUS

Composed of 3 variables:
o Customers’ ideal usage in their scope
e Average usage of customers from the same sub-segment and
Size
e TOTVS Customer’s ideal usage

RS 25.000.000.,00

Meus Indicadores de uso:

Uso Idea

|
|
|
|

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. = LG
D



/ TOTVS SOPHISTICATION AND MANAGEMENT INDEX

Friendlier view of the
customer’s usage split by
journey

Segmento (

Manufatura

TOTVS Manufatura
usosisco

Porte (1)

P

Faturamento Recorrente

RS 11.728,68

MANUTENGAO

QUALIDADE
DE ENTRADA

@ TOTVS Manufatura

Captions making the
view of opportunities
easier

PLG



Product
ed Gro

Functionality of load publication (BEFORE / AFTER)



/ ATTACH RATE AND LOYALTY

. YoY Total Revenue of Segments (1)
. YoY Revenue of Core Solutions (2)

YoY Revenue of Complementary Solutions (3)

9.70%
MANUFACTURING 7.70%
CONSTRUCTION 8.50% .
AND PROJECTS 15.50%
13.50%

SERVICES

LOGISTICS 20.00%

0,00% 10,00% 20,00% 30,00%

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.

® TotVs

AGRIBUSINESS

CONSTRUCTION

DISTRIBUTION

EDUCATION

FINANCIAL SERVICES

HOSPITALITY

LEGAL

LOGISTIC

MANUFACTURE

SERVICE PROVIDERS

HEALTH

RETAIL

FOOD RETAIL




/// VERTICAL SOLUTION EXAMPLE

o Supplies

-+ Weapons Control
o Contracts : .
> Sales -« Profits Analysis 1.....v.,.l.'.l.r.l.l.f.(.)_rms/PPE Control
~+ Simplified Budget .+ Revisions and Readjustments :

-« Technical Inspection :

o Operator desk

-« Calculation of Benefits
-« Work Rotation Scale

-« Substitution of operators

o Human Capital o Work Stations

* Purchase of Benefit_s « Check in with Facial Recognition
» Performance Appraisal « Registration of Occurrences
+ Attendance Control » Geo location

Financial Invoicing

BACKOFFICE .,

g EH &

Accounting Fiscal Supplies




/// RETAIL
AUTOMATION

ERP & POS

Keep on improving the core @7

solutions focusing on the =3 41 DIGITAL
HR speed of deployment

8% Expand retail core ggarehifrﬁgrfe
through the offer of
HR solutions %

channel, increasing the
retailers’ revenues

Marketing

Analytics
Use data to increase
traffic and

conversion of
on-line channels

Omni OMS
Connect and orchestrate on line and
off line orders, delivering a real
omnichannel to the retailers

Credit &

Payments Marketplaces
Deliver solutions of digital Partnership with
payments, credit and billing marketplaces to

to reduce costs increase retailers’ sales,

gaining revenue share



/// SUPPORT TO THE
SALES MACHINE

g s~
- S~
- R
- .
_ ~.
_ ~
B ~
-
. ~q
> ~
-

&

TOTVS NETWORKED
UNIVERSITY

ERP / HR Trail
Macro Segment Trail

OPPORTUNITY 1

Biz Dev
Segment A

Sales Executive / APN Biz Dev
SEGMENT A Growth A

Biz Dev
Growth B

SEGMENT B Segment B

Sales Executive / APN l Biz Dev

OPPORTUNITY 2



7 Products Specialization

%
N
o0
%
®

s of

Vertical

%
\z\
2 CUSTOMER .
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THANK YOU ;

MARCELO COSENTINO |
Business Segments Executive Officer . & i/ 3L

* Technology + Knowledge are our DNA.
* The Costumer’s success is our success. "
* We value good professionals who are good people.

o mroaane: | ALY T L LA RO GV

v
o
P

@ totvs.com @ totvs.store
o (@] ' @totvs

o [totvs @ company/totvs #WEARETOE
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+BRL 300 million arr

summing up to a total of

BRL 2.2 Billion

ACCELERATED 2,392 NEW entities
Growth of N PS as 1OTVS clients
~909%0 of the projects TOTAL SAAS REVENUE 340
i ~BRL 700 millions new
delivered REMOTELY 5020 TECHFIN customers
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THE
CUSTOMER’S
SUCCESS




Morethan 1.5 OTVS'S CLIE

filed for an 1P in the last 12 months

® 1otvs

" MAIS UM CLIENTE I :

TOTVS ESTREIA
NA BOLSA!

Ficamos muito felizes com essa nova
conquista da Intelbras, que acaba de ofertar
seu IPO na B3.

Ja sao 130 clientes TOTVS listados na Bolsa
presentam o verdadeiro

intclbrd}.

ATOTVS

oooooooo

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

OceanPact's IPO achieves R$11.15 per
share and the company will raise
R$1_11 bn source: valor Econémico

IPO of Boa Vista Servicos 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 Source: Infomoney

Petz's IPO attracted almost 40
thousand individuals and generated
R$3.03 bn Source: Money Times

m—

MAIS UM CLIENTE
TOTVSNAB3!

Estamos muito felizes com a nova conquista
da Espagolaser, maior empresa brasileira
de depilacdo a laser, que acaba de emplacar
seu |PO na B3!

Ja 530 129 clientes TOTVS listados na
bolsa brasileira e que representam
o verdadeiro Brasil que FAZ.

V)
espacolaser
J p g depilacio

ATOTVS

FAZ
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THE
DIGITAL

WORLD




The remote delivery of

projects went from
25% to 90%

The adoption of

went from
659%0 to over 85%

We went from 53% to
86% In

. & 8 S



/

WHAT WE DID
TO GROW IN

20207?
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WHAT WE ARE DOING TO GRO

¥

/ PREMISSES FOR LARGE SCALE
DISTRIBUTION

Solution with potential customers in the main
geographic regions of Brazil (capillarity)

T

Solution with a specific focus on a customer size
(example: SMB)

Solution that fits a specific customer area or
need

Standardized solution
" YES: standard distribution

NO: vertical distribution

CASE VTEX

STANDARDIZED
CAPILLARITY

MEETS SPECIFIC AREA

PIPELINE and SALES

2020: we grew and accelerated
Results delivered



i/




#SPEEDNESS

WHAT WE ARE DOING TO
ACCELERATE MORE IN SAAS / CLOUD

1. NEW OFFERS 100%0 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 ARE WE DOING TO
ACCELERATE MORE IN TECHFIN

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 MARKETING

4490 OF DIGITAL REACH GROWTH 100% 0 GROWTH IN THE OUTREACH
IN TOTVS OWN CHANNELS AND VOLUME OF DIGITAL EVENTS

+ 11% growth in new followers in the social 600 online events and 50 thousand participants
media (currently: 600 thousand LinkedIn

followers, 52 thousand Instagram followers) 45 live streamings via social media (TOTVS Talks)

+200 thousand views

+ 30% growth in the number of social media _ |
interactions 430 webinars (Product / Solution)

+28 thousand participants

+ 68% growth in the number of views on the

Youtube (5.4MM views) 125 web classes (Trainings)

+10 thousand participants



#SPEEDNESS

WHAT ARE WE DOING TO
ACCELERATE OPERATIONALLY

1. CHALLENGES FOR TOTVS FRANCHISES: NEW ACTION FRONTS (E.qg.:
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)



///
THANK YOU

ALEXANDRE APENDINO
Services and Relationship Executive Officer N
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* Technology + Knowledge are our DNA.
* Clients' success is our success.
* We value skilled people who are good people.

-
i
[
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i
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!
‘g

@ totvs.com @ totvs.store
o @totvs @totvs
o [totvs @ company/totvs
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Juliano Tubino

ALL RIGHTS RESERVED




| @TOTS recnn e

1
?“\,e

€) ORGANIZATION e a

| |
SALES OPERATION PRODUCT
| ' | ‘
Payments Credit Technology %tfg;zr Payments Credit
1
Services TEF Support Partnerships Services Data S:Iience /
e PARTNERSHIPS AND M&A
Supplier B

€ ProDUCTS

TOTVS ANTECIPA TOTVS MY EDUCONNECT

TOTVS TEFCLOUD




// 2020 | Walking the talk... ®

© FOLHADIRIGIDA

TOTVS Techfin: novidade facilita gestao de empréstimo
consignado
A Techfin € uma unidade de negécio da TOTVS que oferece solucdes para

simplificar, ampliar e baratear o0 acesso a Servicos financeiros
8§ de out. de 2020

Computer World by IDG

Antecipacao de recebiveis € a nova solugao langada pela
TOTVS...
do TOTVS Antecipa, plataforma de antecipacdo de recebiveis hospedada

dentro da unidade de negécios Techfin, empresa de tecnologia e
4 de mar. de 2020

b Baguete

TOTVS Techfin oferece novas solugdes de crédito

TOTVS Techfin oferece novas solucdes de crédito. 03/08/2020 06:07. Agora
& possivel oferecer crédito para clientes e parcelar boletos de forecedores

Bl Money Times
3 de ago. de 2020

Totvs anuncia solugdo da unidade Techfin que prorroga
pagamentos de...

Totvs anuncia solucdo da unidade Techfin que prorroga pagamentos de
boletos. Por Diana Cheng. 22/07/2020 - 16:40. Totvs A solucdo, voltada
para empresas

22 de jul de 2020

Money Times

Totvs langa plataforma de gestao e projecgéo...

A ferramenta integra o portfélio da unidade Techfin, e permite que gestores
acompanhem o fluxo de caixa da empresa em tempo real e criem _.
25 de mai. de 2020

b Baguete

Cliente Totvs tem crédito consignado na folha

Eduardo Neubern, diretor da Totvs Techfin. A Totvs fechou acordos com 0
banco BV e a fintech Creditas através dos quais as instituicdes
18 de fev. de 2020

@ inforChanne!

Totvs apresenta solugao de pagamento digital na era do
PIX
O Totvs Pagamento Digital reforca o compromisso da Techfin de ampliar,

simplificar e baratear a maneira como os clientes Totvs de todos os
1 més atras




PRODUCTS @ TOTVUS tecHFrin

o TOTVS TEF CLOUD
9 TOTVS ANTECIPA
9 TOTVS EDUCONNECT PAY

PRODUCTS @ TOTVUS tecHFin

0000000

TOTVS TEF CLOUD

TOTVS ANTECIPA

TOTVS EDUCONNECT PAY
TOTVS MAIS PRAZO

TOTVS PAINEL FINANCEIRO
TOTVS MAIS NEGOCIOS
TOTVS CONSIGNADO

TOTVS PIX



/// WE WILL KEEP SIMPLIFYING 6 @
THE FINANCIAL CYCLE OF THE BRAZIL THAT GETS THINGS DONE

[

PURCHASE -
Increase your a SELL

purchasing power

Sell more by offering
YOUR BUSINESS

credit to your customers
\ Wh

“——

é)@m@

YOUR SUPPLIERS

MANAGEMENT

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

PAY RECEIVE
Extend your payment Receive now cash for
your receivables

due dates




orvs [l
Antecipa




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

PRODUCTS INDUSTRIES

“"WITH ANTECIPA, IN JUST A FEW SECONDS AND
FEW CLICKS, AND VERY EASILY, WE MANAGE TO
ANTECIPATE RECEIVABLES OF A PARTICULAR
INVOICE"

Agility and speed to get immediate cash for your receivables



A COMPANY OPERATING FOR MORE THAN 20 YEARS IN THE
GELTH MARKET MANUFACTURING SCALES FOR LOADERS,

FORKLIFTS, AND OVERHEAD CRANES

“"WITH TOTVS ANTECIPA, OUR CASH FLOW AND
WORKING CAPITAL BECAME MORE ACCESSIBLE. ITIS 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



orvs [l
Consignado




TOTVS
Painel
Financeiro




// Success reflected on the numbers

460..
% CLIENTS

340...

CLIENTS




/ That grow with speed and quality...

AGREEMENTS ACTIVE BASE USAGE
300 400 1400
250 350 1200
200 300 1000
250
800
150 200
150 600
100 400
100
50 50 200
0 0 0




/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

*  “W"recovery - Supplier Off model strengthening the cash
of industries

»  Record-breaking number of partners in negotiation and
implementation

RECORD-
rircHh AA+ 33-40% BREAKING LEVELS

NET INCOME AND

reaffirmation of AA+ PIPELINE SUPPLIER PRODUCTION reached

rating and expansion coming from TOTVS historic record-breakin
of corporate AA- MORE BUSINESSES . 9
levels during the month

rating of October

Credit Production (R$MM) @

660.7

644.7 643.0

623.7

579.1 582.8 602.5

525.0 535.2

501.1503.
.5

567.6
537.2
509.7

405.5
356.4

Jan Feb Mar Apr May Jun Jul Aug Sep Oct Nov Dec
—o—2019 —e—2020

Deliquency Rate

4.8%
/ \ 2.6% 2,500
1.8°/:: ?'00/0 213 1.9% 1.7%

16% 3400 \ 7 1.5%

P e PG L} 1.1%

\"\ 5% 0.6% 0,

. \0.2% 02 /o_ = ’0._5. /o
Mar-20 Jun-20 Sep-20 Dec-20

st Up to 30 days Fror 1 to 60 days From 61 to 90 days From 91 to 360 days



// Growth routes ®

INCREASED USE OF

HIGHER SHARE IN APPROVED CREDIT

AFFILIATES e
COVERAGE
OB NG OF INDUSTRY
SECTORS
NUMBER OF NUMBER OF
PRODUCTS CLIENTS



// WE WILL KEEP SIMPLIFYING 16 @
THE FINANCIAL CYCLE OF THE BRAZIL THAT MAKES IT HAPPEN

PURCHASE
Increase your
purchasing power

SALES

Sell more by offering
credit to your customers

YOUR BUSINESS

8.

YOUR SUPPLIERS \/ YOUR CUSTOMERS
MANAGEMENT @
PAY fotn for inancar e RECEIVE
> decision-making Antecipate your

Extend your payment . .
receivables deadlines

due dates



// MUCH MORE TO COME ...

-
\
&

»

“

«

17

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

Al assisting our clients in decision making



///
THANK YOU

JULIANO TUBINO
Strategy and New Businesses Executive Officer -

* Technology + Knowledge are our DNA. ] |
* The Costumer’s success is our success. |
* We value good professionals who are good people.
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Announcement of
business combination




BRAZIL'S #1 TECH COMPANY
o

BRAZIL'S #1 DIGITAL MARKETING AUTOMATION

TOTVS' and RD’s vision for the ecosystem



/ Combining Brazil’'s #1 COMPANY with ¢ ©
Brazil’'s Leader

#1 SaaS company in Brazil
By revenues

#1 player in Brazil

In digital marketing automation

+40 thousand + 25 thousand
Active clients Active clients
~BRL 2.6bn ~BRL 206m
2020 Net revenues @ TOTVS : RD STATION 2021e Net revenue

+12%
2018-2020 recurring CAGR

+46%
2016-2021e revenue CAGR

+7 thousand

employees

+600

employees
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~Z RD STATION

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.

I More than a company, we’ve created a movement

~¢ Ao 14
_% 3 oNNo
VYT N

25,000+ 1,700+ Partners Undisputed leader in Brazil and a
Customers in more than 1.5M Visitors/month Global Challenger in Marketing &
20 countries 20,000+ Conference attendees/year Sales SaaS

~Z RD STATION



WITH GREAT SAAS METRICS AND UNIT ECONOMICS < RD STATION

High Growth Recurring Revenues Asset Light Model Strong Customer Engagement

BRL 210m ~6X +73%

(ARR Feb./21) LTVICAC Subscription
Gross Margin

il

+60% 92% (increasing)
CAGR (16-20) Net Retention Rate

Redpoint O -€NDeavVOR
%)

eventures ASTELLA el imentos CATALYST
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Backed by: RIVERwWOOD SI\ CAPITAL



SOLUTION: ALL-IN-ONE MARKETING & SALES SOFTWARE

Marketing Automation & CRM for SMBs with strong service

partner ecosystem & app integrations

~” RD STATION
#™y MARKETING

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

Growth methodology

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

Inbound Marketing methodology

“” RD STATION
#*% CRM

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

~Z RD STATION

-~
RD STATION
=S App Store

Over 100 third party App integrations
with our Marketing and Sales
software



SOLUTION: ALL-IN-ONE MARKETING & SALES SOFTWARE < RD STATION

I Customers who are brand advocates I Undisputed Leadership position in Brazil

Fabricio Theophilo R

Marketing manager
Small-Business (50 or fewer emp.) '

Quantidade de Reviews

Popular

YW W W W Apr 24, 2019
"Comprehensive and efficient marketing tool"

What do you like best?
Easy to use and intuitive. efining and understanding strategies was the biggest challenge. The DR
encouraged us to improve routir Qur sales operation is more efficient. We are communicating |
better with our potentiéi customers. We are communicating better with our active customers. |

Andrée W

Demand Generation
Small-Business (50 or fewer emp.)

He Yo e e I s 20
"A 5 years of love relationship”

What do you like best? Incertos Bom desempenho

RD Station has brutally increased it's features and UX through the years. In [N SPite of being a company | > Satisfagio
outside america, it does not lose to any other marketing automation tools like Hubspot, Pardot, r °

Marketo, etc. E First class e-mail marketing, flexibility to create my own landing pages in minutes and a
lot of integrations are the strengths. Of course, RD Station has also a very capable and helpfull |
customer success and support team. |

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




MARKET OPPORTUNITY

I Unique positioning to serve SMBs in Emerging Markets

GE

eloqua

. 11) Marketo o
e HubSEBt e
ActiveCampaign >
SB # Infusion . MB
RD Station
VSB SB
A VSB
P @() o
@ <=

I Ability to unlock Markets via education

&

# of companies using Marketing Automation solutions

248.836

250000

Developed markets influenced by Developed markets Emerging markets with Emerging market with
the education work done in english with no local education no local education strong local education
led by RD Station

100000

30.769

19.862

20000

| RD Station

6.023 5.395
W R
0
USA UK Australia  Canada  Germany France  Argentina  Turkey Brazil

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

X RD STATION

I And we are not even scratching the surface

US$45bn
Expansion to
New Products and
Geographies

i I
i I I
8 oesn £
9@ Marke_tin @
R e |
BRL 156mi

Gurrent 1 offl Jff £ JH JA
Revenues Q@l Q@ 9@ d@ Q@ Q@

*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



HOW WE WIN THE GAME

Distinguished
Education Initiatives

Our A-Team out-teaches the competition, establishing for o Generate Predictable and Scalable demand
RD an authority and thought leadership position in the through proprietary and organic channels (driving
markets that we operate low CAC)

All-in-one

Talent
Growth Platform

Development

Growth
& Impact

Creates multiple opportunities for value-
added partners (resellers, service providers,
other SaaS companies, etc.)

Drives high NPS, engagement and Retention, allowing
us to have a very efficient business model and
continue investing in the team

Unique Customer Vibrant Partner
Success Experience Ecosystem

Help us deliver a more complete customer
experience, with the right level of touch and
customization needed in emerging markets

~Z RD STATION



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

199,767

145,524

104,560

14,683

51 780 3,940

2012 2013 2014 2015 2016 2017 2018 2019 2020



"
~~ RD STATION

Empowering the heroes and scale-ups
that grow the economy
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BUSINESS PERFORMANCE — BUILD, PARTNER, BUY

3-PHASE APPROACH
Capabilities that support and accelerate Capabilities that support and accelerate Capabilities that support and accelerate
our clients SALES dimension, increasing our clients needs of ANALYTICS AND our clients needs of MARKETING,
their results of TOP LINE and revenue BIG DATA, increasing their skills of increasing their skills of brand value
S understanding and doing something about optimization, clients engagement and
their costumers, business and target retention, and new clients acquisition
market

SALES ANALYTICS MARKETING
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BUSINESS PERFORMANCE —
CREATING VALUE IN ALL SEGMENTS

T

MARKETING

SALES

ﬁ'-“

-

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.




/ What happens now with TOTVS and RD Station together ? 19 @

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

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

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

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

&G G




/ RD Station at the core of our strategy in Business Performance 2° Q

/ 0 Expansion to new categories, segments and verticals

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

Expansion

Growth Tech and OPS synergies to unlock future growth

Shared services of key support functions (OPS, billing, legal, treasury)
Tech stack available to grant scale and competitive advantage (cloud infra, analytics, AlI)
BIG DATA — SET 1/3 CLT, 25% of GDP

Preserve

\'4 @ Preserve and leverage RD Station’s culture and business model

e Expertise
e Customer engines (sales, CX, marketing)
e Ecosystem (agencies, partners, customers)



/ Expansion for new categories, segments and verticals 2 Q)

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

Short list of acquisitions with
Immediate and strong potential for
integration — technical, GTM,
channel, customer match

+

Increase in average tickets,
leveraging TOTVS’ Jarger
customer base

Ability to leverage TOTVS’ ecosystem
of sales teams, channel and
relationship to upsell to larger
customers within the SMB space

Higher loyalty level and relevance
through verticalization and
segment focus

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



Preserve and leverage RD Station’s business model and culture

Expertise and culture

Customer engines
(sales, CX, marketing)

Ecosystem
(agencies, partners, customers)

22@

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



/// Powerful and low-hanging synergies to unlock future value * Q)

Unparalleled cross-sell opportunities

Strengthened distribution network to boost sales force

Compelling G&A synergies

Significant fiscal synergies




// BUSINESS PERFORMANCE
BRAZIL MAP- ADTECH & MARTECH

ADVERTISING & PROMOTION
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/// BUSINESS PERFORMANCE
CAPABILITY COVER

ADVERTISING & PROMOTION CONTENT & EXPERIENCE

Design

~
=< RD STATION

COMMERCE & SALES

SOCIAL & RELATIONSHIPS

®) TOTVS caron

1#-tail

V VTEX TOTVS oms

g RD STATION || =X RDSTATION




/ 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

[|)C7j'|3 -
] K L]
itital

PUBLISHERS + MIDIA
VAREJO + TELECOM

®) TOTVS =

% RD STATION
o™ MARKETING

CUSTOMERS

TOP
ENTERPRISES

PARTNERS

TOTVS OMS

TOTVS
Digital Commerce

% RD STATION
™ CRM



A GROWTH PATH THAT SIGNIFICANTLY EXPANDS THE
ADDRESSABLE MARKET

——————————————————————————————————————————————————————————————————————————————————————

BUSINESS
MANAGEMENT PERFORMANCE TECHFIN



A GROWTH PATH THAT SIGNIFICANTLY EXPANDS THE
ADDRESSABLE MARKET

——————————————————————————————————————————————————————————————————————————————————————

CURRENT ADDRESSABLE MARKET SIZE
Management Market — solid and relevant

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

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




A GROWTH PATH THAT SIGNIFICANTLY EXPANDS THE
ADDRESSABLE MARKET

TECHFIN

BUSINESS
PERFORMANCE
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THANK YOU

DENNIS HERSZKOWICZ
ERIC SANTOS ‘
JULIANO TUBINO /

* Technology + Knowledge are our DNA.
* The Costumer’s success is our success.
* We value good professionals who are good people.
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@ totvs.com @ totvs.store
o @totvs @totvs
o [totvs @ company/totvs




