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A'FVA wizen AGENDA FOR 04/13/2023

 Unique Execution: 4 TIMES IN 4 YEARS - Virgilio

 How do we retain and motivate our talents — Denis

 What is Afya Capital Allocation Strategy - Luis Blanco

 Undergrad and Continuing Education - Flavio and Andre Raeli

* Digital - Lelio, Bruno and Felipe



UNIQUE EXECUTION -4 TIMES IN 4 YEARS

Adjusted Net Revenue (RS MM)
GROWTH LEVERS

2,750-2380 o EFmbedded Growth — maturation of 2019 seats
* 6 Mais Medicos Campuses

1208 9 Medical School Acquisitions: + 1,591 seats

/51

 Cont. Education Impressive Organic Growth

* New Business Unit: Afya Digital Services

2019 2020 2021 2022 2023*



GROWTH WITH PROFITABILITY AND CASH GENERATION

Adjusted Ebitda (RS MM) Adjusted Net Income (R$ MM)

1,100- 1,200 535.1
- 961 1006 440.4
44.4% S
2l 237.0 3 1e
) : 4.14
B 21.6% 40% — 42% »
2019 2020 2021 2022 2023* 5019 5020 5091 5093
() Adjusted EBITDA Margin (%) () EPsinRS

Operating Cash Generation (RS MM) and Cash Conversation Ratio

99.7 100.8
A . 94.4
877
667
391
308
2019 2020 2021 2022

(3 cash Generation (RS MM)



SOLID CAPITAL STRUCTURE, CONSERVATIVE LEVERAGING
POSITION AND A LOW COST OF DEBT

NET DEBT (CASH) EXCLUDING IFRS 16 1.9X ND/ ADJUSTED EBITDA -
B oy WITHOUT 2023 CASH GENERATION
" Mid Guidance
15789 107 LOW COST OF DEBT:

83% OF CDI IN 2022

2021 2022 2022 Unit & Fits
Proforma



WHAT ARE THE NEXT STEPS?
UNDERGRAD

@ Update on regulation (Portaria 650):

Medical Courses Expansion: Public Calling

Up to 120 days

Academic Procedures & Regulatory Schedule (Seat Increase)

Up to 120 days

REINFORCES THE CONTINUITY OF MAIS MEDICOS .
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WHAT ARE THE NEXT STEPS?
UNDERGRAD

| ) PROMISSES

Strong Undergrad Growth

Undergrad Gross Margin Expansion

Medicine Pricing power

IPO: to acquire 1,000 med seats up to 3 years

Afya Day 2022: +200 seats per year starting in 2022
Afya Day 2022: Opportunity to increase 1.2k seats
(expectation to achieve 50% out of it by 2028)

ACHIVEMENTS

Medical Students (2019 — 2022) 6,597 — 17,968 (+272%)
Undergrad Gross Margin (2019 — 2022) 57.7% - 62.6%
Pricing power (2019 — 2022) Avg of IPCA + 2.5 p.p

1,159 seats in 2 years
+340 seats acquired in 2022 and closed in 2023

92 organic additional seats in 2022



2 30.4%
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WHAT ARE THE NEXT STEPS?
DIGITAL SERVICES

* Increasing penetration and engagement of physicians

* Developing our services to provide productivity,
assertiveness and update to physicians.

* Consolidate our B2B offerings (+100 contracts with + 50
pharmaceutical companies)

* Increasing our penetration — LAND AND EXPAND

* RS1.2 billion Net Revenue from digital services in 2028

Monthly Active Users

247,543 A8yl
177,170
2020 2021 2022
Net Revenue & Gross Margin
189,984
151,958
93,151
40,557
2019 2020 2021 2022

D Net revenue (RS M) D Gross Margin %



HOW DO WE RETAIN AND MOTIVATE OUR TALENTS?

Denis Del Bianco



. PEOPLE & MANAGEMENT

AGENDA

@ C-Level Compensation

88& ESG Initiatives on People

@ Performance Evaluation &

Talent Engagement




@ C-Level Compensation

00O

% of Target Total Compensation

Base Pay — Monthly Salar
Long Term Incentive Plan y y Y

34%

e Share Price o
e Stock Options & RSUs 42%

24%

Short Term Incentive — Annual Bonus

* Annual Financial Results (Revenues, Ebitda, Mkt Share)
e Other KPIs (NPS, Engagement, Student Base, MAU)
e Strategic Projects (ESG, Integration, M&A, Cybersecurity)

12



. PEOPLE & MANAGEMENT

AGENDA

@ C-Level Compensation

88& ESG Initiatives on People

@ Performance Evaluation &

Talent Engagement
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% ESG Initiatives on People

)

00O

Public Commitment — SDG#5

“At least 50% of Women in leadership positions by 2030”

20,6%  40,7%
39,6% °
37,9% 38,2%

35,7%

Q3/21 Q1/22 Q2/22 Q3/22 Q4/22 Feb/23

14



% ESG Initiatives on People

00O

Public Commitment — SDG#5

%Women Leaders %Cumulative

Board of Directors 40,0%

C-Level 14,3%
, 40,7%
Directors 35,5%
54,4%

Managers 48,7% 57,3%

Other Leaders 60,7%

Staff A




% ESG Initiatives on People

00O

16



A KD

S Diversidade

Linguagem Vamos refletir?
Inclusiva

17

NOV
2022

Creation of an orientation guide about minority
groups “do X don't” to avoid discrimination
situations to leadership

Vocé respeita a
No sei eirculo social
hé pessoas com de seus familiares?
diferentes etnias?

Eimportante refletir
sobre nossos pensamentos
© comportamentos para que
a gente reconhega nossos
Vocé faz piada préprios preconceitos e Vocé se sente &

sobre a orientagéo passamos a agir de vontade e néo faz
sexual de seus forma diferente. prejulgamento quando
colegas/amigos? vé pessodas com
tatuagens ou

piercings?

Vocé reproduz
comportamentos

et Release another document
° 7 ° . .
Preparamos essa Cartilha com muito carinho e queremos que e W It h t h e Afya S p O S It I O n I n g
material seja Gtil para todas as p 1s que trabalham na Afya.
" . o
H& momentos em que destacamos algumas mensagens e dicas para
liderangas, mas reforgamos que é uma leitura para todos os a O u IVe rS I y a n
colaboradores, j& que todos temos um papel importants quando se
trata de diversidade e inclusdo.
Inclusion and a n |andatory

t . .

AUG
2022

Creation of editorials with disclosure
of the affinity groups' actions;

SOMOS

P L URA AI S

Afva

Ja no més de agosto tivemos a chegada dos Grupos de
Afinidade (GAs) nessa parceria do Programa Somos Plurals

@AFYATALENTOS S sebeae il e

viés educativo, e pensadas com carinho pelos membros
voluntérios dos GAs.

DE OLHO EM DIVERSIDADE
E INCLUSAO!

O Programa Somos Plurals, lang

Na primeira semana, contamos com a introducdo da
Adriana Cavalcante do Grupo Agora é que sdo Elas, do
pilar equidade de género, para nos contar um pouquinho
do que se trata essa acdo. Na segunda semana, foi a vez
da Raissa Lyra do Grupo Ubuntu, do pilar étnico-racial,
nos contar um pouquinho sobre o que sdo expressoes 4 2 Treinamento SOX
racistas e como evita-las. Na terceira semana, a Leidiane

Mota do Grupo Amigos Incluslvos, do pilar Pessoas com

CONHECA OS DESTAQUES DOS
MESES DE JULHO E AGOSTO!

AUG

» Dia Nacional de Combate a Discrimina¢ao Racial (03/07)

* Dia da Lei Brasileira de Inclusido (06/07) Deficiéncia, arrasou ao nos explicar como usar a sigla PcD. A‘FVA Treinamento SOX 04/31
No dia 27 de julho, mais de 180 colaboradores da Afya E na quarta, e ultima semana, a Maria Gabriela do Grupo
acompanharam a palestra online conduzida por Priscilla « Dia Internacional de Nelson Mandela (18/07) Cores da Afya, do pilar LGBTQIA+, veio com toda sua 2 0 2 2
Celeste e Roni Munk. No encontro, o casal compartilhou simpatia compartilhar a importéncia do Dia da Visibilidade _
diversas iniciativas voltadas a o estru- * Dia Nacional de Tereza de Benguela e o Dia Internacional Lésbica e como € sua vivéncia na Afya sendo uma mulher ‘I Boa S_VI ndas
turale ap acdes de do sobre o da Mulher Negra, Latino-Americana e Caribenha, ambos lésbica. Todo més teremos um post semanal dos GAs. .
tema, partindo do local de fala de um casal branco que comemorados na data 25/07. -
tem um filho preto: Uma das acdes mencionadas fof a Seja bem-vindo(a) ao Treinamento SOX da Afya! As orientagbes desta capacitagéo se direcionam a todos os 5 Sho
i;;‘:g’!md: divisy .::dmgaigf-e;:mm%’; - colaboradores, para que possam compreender os conceitos e as praticas referentes a legislagéo Safl= VLIBRAS X AC C e S S I b I I I ty Of t h e C O r p O ra te
Flash, criado a fim de divulgar histdrias e experiéncias de —_— 1 = = Oxley.

pessoas pretas, como a vivida em 2013 pelo filho cacula, s ‘ > . O-R- -E-N-LA-C-O-E-S
expulso de uma concessionaria de carros de luxo por
§ X ]

causa da cor de sua pele. O evento foi mediado pela
Dayane Queiroz - embaixadora do Grupo Ubuntu, um
dos grupos de afinidade, pilar étnico-racial e parte do
Programa Somos Plurals.

A )
V&
O QUE VOCE b

FARIA SE ALGUEM
QUE VOCE AMA
SOFRESSE RACISMO?

University platform with subtitles
and sign language software
translation for all trainings

SOX Compliance

A Afya, por possuir agoes listadas na bolsa norte-americana NASDAQ, esta obrigada a cumprir as reg
americana Sarbanes-Oxley. Por isso, é fundamental que vocé conhega os conceitos referentes a estz
legislagdo, aplicavel a nossa empresa.

SOMOS
AﬂA P L UR A I S




. PEOPLE & MANAGEMENT

AGENDA

@ C-Level Compensation

88& ESG Initiatives on People

@ Performance Evaluation &

Talent Engagement
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Evaluation Cycle & Talent Motivation

000
000
000

_______________>

| === = 5

Leadership
assessment

1000
0~00
0«00

000

Employees performance
evaluation

11|]_Jl =

Check-out Goals

9box Matrix

D=

@®

Feedback & Individual
Development Plan

Succession Plan

Career programs (Leadership
Academy,Mentoring, Coaching)

Compensation Programs
(short & long term incentives)

19



H

Evaluation Cycle &

Talent Motivation

Geographic Distribution

Succession Plan - Statistics

45 a1
40
35 31
30
25
20 16
15
10
> 1 1 1 1 R 1 1 1
O | | | | - | |
BA CE DF ES MG Pl PR R RO SP TO
Age Distribution
60
52
50
40
34
30
20
97 S :
- = m
Number of
30-39 40-49 +50
candidates mapped LAl YEARS YEARS YEARS
— oD oLD oLD

00O

90
80
70
60
50
40
30
20
10

Gender Distribution

a1
42.27%
56
57.73%
Level Distribution
80
14
3
N1 N2 N3

< 2

20



Evaluation Cycle &

Talent Motivation

O

AL

GPTW 2022 | Annual certification

84 ® 66%
Satisfaction 2% Adherence

PULSES 2022 | Continuous Survey

Satisfaction score Adherence

8.4 8.7 30% 43%

21



WHAT IS AFYA’S CAPITAL ALLOCATION STRATEGY?

Luis Blanco



Afya has an operating cash conversion ratio of more than 90%
in the average of the last four years

Operating Cash Generation (RSMM) and Cash Conversation Ratio

99.7 100.8
7 gsp % 94.4
877
667
391
308

2019 2020 2021 2022

C] Cash Generation (RS MM)

23



WHY DOES AFYA GENERATE SO MUCH CASH?

Focus in medicine when compared to other undergrad courses:

v’ Higher Ticket and Margins

v' 100% occupancy

v’ Lower attrition rate

v Lower DSO

v’ Exposure to better student profile with high income

24



What is Afya’s Capital Allocation Strategy?

Share Repurchase Plans

@ Liability Management

25



M&A Strategy

o/ o/ RFs/
Focused on At least 200 Minimum 20% Unlevered
Undergrad seats per year IRR and Concentration in

Medicine



Total Seats

(-) Public Seats =

(-) Private Groups =

(-) Seats with CADE issues =

(-) Schools not concentrated in medicine =




Unigranrio Successful Integration

2023
UNIGRANRIO (:g:jn) BUSINESS PLAN AT THE TIME OF THE
ACQUISITION (in RSmm)

Net Revenue 338,6 343,2
EBITDA ex-holding 170,8 169,9
Margin 50.4% 49.5%
EV/EBITDA 4.1x

ESTIMATED IRR OF 26.4%

28






SHARE REPURCHASE PLANS

Main Rationale:

Sell Side Avg TP: USS17.6

New Program up to 2.000.000 shares

* Afya intends to repurchase the shares for use in its stock option program, consideration in
futures business combinations transactions and general corporate purposes

* The new program will be executed as “Open Market Repurchase”, following the same rules of
Bertelsmann active program (10b5-1)

* Period: From Apr/23 to Dec/24

30



Loans and financing: Softbank

Debentures

Accounts payable to selling
shareholders plus other financial
obligations

Loans and financing: Others




Undergrad

Flavio Carvalho e Pedro Onofre




14 unidades

12 graduacao
02 pés-graduagdo

5 estados

AC|AM |PA|RO |TO

ITPAC
Cruzeiro do Sul (AC)

(]

IPEMED

ITPAC Manaus (AM)

Manacapurub(AM) ‘ ,

ITPAC
Itacoatiara (AM)

SAO LUCAS IPEMED
Porto Velho (RO) Porto Velho (RO)

0O

SAO LUCAS
Ji-Parana (RO)

ITPAC
Braganca (PA)

ITPAC A)__.

Abaetetuba (P

FACIMPA
Maraba (PA)

UNITPAC

FESAR
Redencso (PA) Araguaina (TO)

o

ITPAC
Palmas (TO)

@
O

ITPAC
Porto Nacional (TO)

Where we are?

ITPAC
Santa Inés (MA)

NORDESTE

13 unidades

ligraduacao
02 pos-graduagao

7 estados

. AL | BA | CE |MA | PB | PE | PI

Parnaiba (PI)

6 IPEMED
Fortaleza (CE)
FCN

Jodo Pessoa (PB)

e

. IPEMED
_~ Recife (PE)
‘\ FITS

Jaboatdodos
. Guararapes (PE)
FAMEG
Garanhuns (PE)

_ IPEMED
Salvador (BA)

_F A
EASA .-_Itabuna{BA)
Vitdria da

Conquista (BA)

CENTRO-SUL

18 unidades

10 graduacao
08 pos-graduacao

7 estados

DF | ES | MG | PR |R] | RS | SP

IPEMED _.
Brasilia (DF)
UNIFIPMOC
IPEMED Montes Claros (MG)
Goiénia (GO)
IPEMED

Montes Claros (MG)

FAS .
Sete Lagoas (MG)

IPEMED

_IPEMED

UNIPTAN _. — Vitdria (ES)
530 Joao del-Rel (MG) ."N REDEN §
._ UNIRED !

Itaperuna (RJ)

EMIT
Itajubi (MG)

UNIDEP *

\ Rio de Janeiro (RJ)
Pato Branco (PR) IPEMED

‘ Sao Paulo (SP)

IPEMED
Porto Alegre (RS)

o

33




650

2019

Undergrad: Adjusted Net Revenue and Gross Margin

1,498

1,002

2020 2021
M Adjusted Net Revenue (MM) Gross Margin

2,038

2022

34
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23,969

6.597

35

Undergrad: Number of Students

61,118 58,200

36,206

17.968

16.017

11.030

PAONRS

2020 2021 2022

Medical Students B Other Courses Students
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A

Overview : Acquisitions
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Faculdade de Ciéncias Médicas — Joao Pessoa/PB Centro Universitario UNINOVAFAPI — Teresina/PI

UNINOVAFAPI ROL

ROL 183.291
117.461

ROL
102.618

OMgS HEROL (-Mg) AMg S MROL (-Mg) A Mg

Closing: 05/11/2020



Medical Courses

Education | Technology | Health




Afya Medical Course

Afya’s Undergrad Medical Course brings exclusive methodologies, based on

the following premises:

Active methodologies throughout the medical course

Integrated and modular curriculum

Incorporation of the most modern TICs

Intense immersion in medical practice

Integration between Extension, Research, Teaching and Innovation

Medical Internship with exclusive model (EPA Resume*¥*)

Health simulation

*Entrustable Professional Activities




ASSESSMENT

INSTITUTIONAL
PROGRESS TEST

Purpose of evaluating the cognitive performance of students
during the course and the course itself, allowing an analysis

of the relationship between content and curricular structure
of the undergrad and the development of students.

40



A\

AVERAGE SCORE

Afya Curriculum vs Others

©
o
o
—
o)

™
N
N
O
O

494 12

Afya

v
e
(Q\
N
q—

o
o
©
0
<

Others

496.02

1 — 3 Semester
4 — 8 Semester
B O - 12 Semester

41
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4.0 INTERNSHIP

EPA curriculum (Entrustable Professional Activities / Reliable
Professional Activities), curriculum model that includes 13
(thirteen) specific competencies for physician training.




4.C

1w CLINICAL HISTORY AND PHYSICAL EXAMINATION

-

EPA2 EDUACHIONN

LS
’

1.3 COMPLEMENTARY EXAMS

L=
’

TJVE MEDICAL PRESCRIPTION

L
-

1JYX 3 DOCUMENT THE PATIENT'S CLINICAL VISIT

ORAL PRESENTATION OF A CLINICAL CASE OF A
PATIENT EPA7 CLINICAL DILIGENCE

1.Vl CLINICAL DILIGENCE

3:J%:3 PROVIDE/RECEIVE INFORMATION

-

17.¢) JOIN A MULTIPROFESSIONAL TEAM
JJ:%0)) URGENCY/EMERGENCY

-
’

W8N INFORMED CONSENT

L
-

1%k} BASIC MEDICAL PROCEDURES

-

3%k} PATIENT SAFETY

e




Knowledge ( Attitude

Lt

Ability




SIMULATION IN HEALTHCARE

=N Y T AN

Che :gfnrirtg for Simulation
in Yealthrare

had (.‘wz./'.;-w«we(/ (1/1.07/,
Afya ITPAC Palmas

//ox A(z»z.(aff)zy- demondtradod the dlamdands sef /Zx// /y e %/awea}/ //014

i ) affd / L 4

aconeddation o/ Jéia,/léca/)(e %/M&éz/&bn e%o/yma/mo on the aread o/ :
Teaching/Fducation

lhe a/mtfma/am o/
SSH Provisional Accreditation

\SSH ééé‘é‘/—/\%

. /I/ .7/ 71 edilend

Society for Simulation in Healthcare 2022-18

. (,.';1/1' fealion /"/u/c November 17, 2022
Accredited Program it
PfO'v"lSlCﬂO! Dahexalion ale

December 31, 2024

45
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AFYA SUPPORTS MEDICAL STUDENTS BEYOND
THE CLASSROOM

Supporting the medical career with the best healthtechs in the market

\WHITEBOOK  MEDICAL ﬁ HARBOUR @%@égﬁk

Clinical Decision

= MEDCEL WB

@Shosp + iCIiniC among others

providing extraordinary experiences



Thank You!

N




IPEM ED A‘FVA TECNOLOGIA

) SAUDE
FACULDADE IPEMED DE CIENCIAS MEDICAS



PROFILE OF PHYSICIANS THAT
RECENTLY GRADUATED



45

40

35

30

25

20

15

10

SEATS

34.4 351

26.4

29.5

36.7

—37.8.

42— 42

- 16.6

—17.7

18.4

2011 2012 2013 2014 2015 2016 2017 2018 2020 2022 2023

GROWTH OF 153%

40

35

30

25

20

15

10

51

PHYSICIANS GRADUATING EACH YEAR

36.7
34 | 3
29
26
19
18
17 | 17
s | 16 | 16 | 16
—i N o < LN (o) N~ o0 (@)) () i @\ (qp)
— —i i — i —i i — i (@\] @\ (@\| (@\|
(@) (@) o (@) (@) (@) (@) (@) (@) (@) (@) o (@)
(@\] (@\| (@\| (@\| (@\! (@\| (@\| (@\| (@\| (@\| (@\| (@\| (@\|

GROWTH OF 144%




RESIDENCE COURSE
SCENARIO IN BRAZIL



RESIDENCY

FIRST YEAR RESIDENCY SEATS (R1)

First Year Residency Seats in Brazil

Year

Authorized Occupied Not occupied (%) Idleness
2018 23,179 19,542 3,637 15.7%
2019 23,315 19,770 3,545 15.2%
2020 23,460 16,867 6,593 28.1%
2021 24,417 16,648 7,769 31.8%




RESIDENCY COURSE

RESIDENT PHYSICIAN PARTICIPANTS IN THE SAMPLE, WITHOUT PREVIOUS SPECIALIZATION

TIME ELAPSED AFTER THE END OF GRADUATION, IN 2022

After three years

Up to three years later

Up to two years later

Up to one year after Graduation

0%

10%

20%

30%

40%

—

_

_
I

50%

60%

70%



2021 CONTINUING EDUCATION
STRATEGY




2021 CONTINUING EDUCATION STRATEGY

1

ANALYSIS OF

DEMOGRAFIA MEDICA

+ SURVEY WITH NEWLY
GRADUATED
PHYSICIANS

2

PORTFOLIO
EXPANSION

3

MODULAR
CURRICULUM

a4

INFRASTRUCTURE

5

EXPANSION
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IPEMED 23

UNITS IN ALL REGIONS OF THE COUNTRY
12 units in capitals; 01 in the countryside of Minas Gerais.

01 ONA CERTIFIED UNIT
IPEMED Sao Paulo

01 UNIT WITH AN INTERNATIONAL PORTFOLIO

MANAUS O

PORTO VELHO O

O FORTALEZA

RECIFE O

O sALVADOR

BRASILIA O

J MONTES
GOIANIA O O CLAROS

O viTérIA

BELO HORIZONTE O

RIBEIRAO
PRETO O

SKOPAULO O O RIO DE JANEIRO

O PORTO ALEGRE




PORTFOLIO

A\

POS GRADUACAO
PREMIUM

CLASS GROWTH
2020 — 113 CLASSES
2023 — 222 CLASSES

m

POS OURO

¢do

SHORT DURATION
COURSES

64






IPEMED STUDENTS BASE

~

5%

g
35% 61% of our students
have less than
299 | 35 years
(0) (0]
30% 289,
25%
20% ki
(0]
15%
10% 10%
(0]
>% 3%
0%
UP TO 25 26 TO 30 317035 36 TO 40 4170 45

ACTIVE DATABASE IPEMED 03/22/2023

2%

46 TO 50

1%
i

51TO 55

1%
.

56 TO 60

ABOVE 60




IPEMED STUDENTS BASE

*Only IPEMED Students
*Only P6s Graduacao Premium”

2,396

3,783

67

2021
500
419 383
316 i 284
213 184
101
00
13 % - I -
AM BA BH CE DF ES

2022
305
PER UNIT 696
486
306 310
235
191
120

79 100 o
B I . 5 11 16

GO MATRIZ o] POA RJ SP RO MOC

w2021 2022



72.5% 69.2% 74.9% 73.9% 68.9% 77.5% 66.7% 44.8%







PARTNESHIPS

Educacao
e Pesquisa

ASSOCIACAO BRASILEIRA
DE NUTROLOGIA
MASTOLOGIA E ONCOPLASTIA

ABRAMED

ASSOCIACAD BRASILEIRA DE MEDICINA DE EMERGENCIA

AB'MN .J
CENTRO PAULISTA DE Q

Sociedads Brasileira de

Mastologia

Colegio Brasileiro de Cirurgites

ABRAMPAS

Associacao Brasileira de Medicina Preventiva
e Administracao em Salde

)SBOT

SOCIEDADE BRASILEIRA DE
ORTOPEDIA E TRAUMATOLOGIA

SBRT

SOCZIEDADE BRASILEIRA
DE RADIOTERARIA

—
—
.
-

» mericas

Servicos Medicos




IPEMED | At



Digital Services

Lelio Souza, Bruno Lagoeiro and Felipe Lourenco

72



AFYA, PHYSICIANS PARTNER ALONG ALL THEIR JOURNEY

1 2 3 4

18-24 YEARS 24-26 YEARS 26-30 YEARS 30-45 YEARS

ol A

MEDICAL STUDENT MEDICAL STUDENT RECENTLY GRADUATED GENERALIST / SPECIALIST
1st TO 4th YEAR INTERNSHIP RESIDENCY

5

45-70+ YEARS

e |

PHYSICIAN WITH EXTENSIVE
EXPERIENCE




Reinforcing Digital Operation Strategy (Consistency)

Afya Digital Health Flywheel

Best Digital
Solutions for

More B2B Offers N

( pharma, providers, payors )

™~

Physician \

More
Physicians

RN

Consultation

More DATA GROWTH

More
Patients

74

High Level Strategy :

To be the digital ecosystem
which addresses the main
physician needs on the
medical practice.
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Building the Blocks

The 6-Pillars strategic Physicians needs has been full filled, mostly through acquisitions over the last 2 years. 12 different companies (including Medcel), with more than 20 different
digital products addressing specific Physicians’ needs, shape our portfolio of digital solution.

Pillar 1: Content & Technology for Medical .
ALEM DA
Education (CME) MEDCEL MEDICINA

CardioPapers % E

Pillar 6: Physician & Patient

Relationship - N e
: Pillar 2: Clinical Decision g

Nnursebook

Support

w/HITEFBOOK
“B Clinical Decision M {)

AgendarConsulta.com

QO glic # cliquefarma

Pillar 5: Digital Prescription

a5 . ' Pillar 3: Practice Management Tools &
% iClinic Rx

Electronic Medical Record
Internal Development

#iClinic c®Shosp -~

Pillar 4: Telemedicine RX PRO

+ |C| inic (iClinic Functionality) -
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B2P enables B2B offerings ...

DIGITAL HEALTH SERVICES PLATFORM

MmN ‘&)

& N

Continuous Medical o
: Prescription
Education

Clinical Decision
Support

Pharma-

ceutical
Industry Mkt & Media
e-Detailing o

Providers
m n

Practice Management

Foundation




LET'S WALK THROUGH
B2P AND B2B LATELY
ACCOMPLISHMENTS
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FOLLOWING THE TRENDS IN THE OVERALL PLATFORM-BASED LIFE LONG MARKET,
AFYA IS OFFERING AND EVOLVING ITS OWN MEDICAL FOCUSED LIFE LONG LEARNING
OFFERINGS...

BetterUp'

=

Gdemy MASTERCLASS I I I i I-

altMBA

coursera

u Course Hero

) @

RO Outschool

Eademy (Y UDACITY “ Lambda Go gle

e

Youl!'lif: C) GitHub - stackoverflow
@BYUS Tube ~

Q 9ISCORD Linked [}

79



Pillar 1: Combination of Medcel, Além da Medicina and Cardiopapers

== — (T

Life Long Learning Content Portfolio

Digital education for students and physicians:

Mentoring and carrier coach
Residency and Specialist title prep
Medical Hard skills

Medical Soft skills
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N

@ al ? m.
\ b
€rnardoprecht @

575 68,1 mi
/8 dmil g
Publicacges Seguidores Segl::do

alem.da.medicina @

Residéncia médica

A mentoria comeca dia 16 e essa
chance de adquirir o programa

mentoriaresidencia com.br/pl
.com.br/planos
Ver tradugio plnes

@3} Seguido(a) por dragabriellyaraujo,

drvictormiranda e outras 148 pessoas

1232 15 mil 17

publicagdes Seguidores Seguindo "

Além da Medicina

Educagao
Contetido sincero sobre 0 que nem sua faculdade, nem

sua residéncia vao te ensinar.

Palestra do BURNIN sobre Saide Mental mais
bit.ly/3xu95la

Ver tradugao

b 33 Seguido(a) por bernardoprecht,
’ “ medicomaikel e outras 212 pessoas

Seguindo v Mensagem 2

Sugestdes para vocé Ver tudo

| . |
O Internista, Clini... Soul Medicina
ointernista soulmedicina

Seguindo v Mensagem +2

Sugestoes para vocé Ver tudo




229k Youtube subscribers
2M PODCAST Plays

O TFMED

"

[ﬂ] éardiopapers

:::::

Cordhopagary

_ \!} PEBMED - Noticias e atualizagoes médicas

FEEMED

-----

T st a4 4 prvmnges n ey buids fopaar & o

LY R

Caduaunis

MNATRIOJUS ABATAS
CUSE ACY £ ASCRE-5E ASRA

TREANSFOMALND
NOVALCALD EM AMUVACAL

Wetow. e ok roags ot Aot

e

Desconstrucast

Demerainey A

)

U O
LY
" ‘
J rerd
0

Whelinw Dvardaouw Baneou edil

N e

e L L TN

e
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parece ainda mais desafiador






Pillar 2: digital solution to support physicians in clinical decision

FO:SO ll.l ? L

Ol3, Sebastiao

Mais acessados

Duvida na hora de interpretar
um exame?

Pergunte aos especialistas do férum.

WB +

2 @

Diagnéstico

: : Decision Tracks
Diferencial

®

Clinical Drops

wWHLTEBOOK

J Clinical Decision

Point of care decision tool
Always available : Online & Offline use
Content, calculators, tools and decision algorithm

B2C subscription

PORTAL

<> DEEMED

* Medical updates

e Content and Interactive tools

 B2B media and content
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Check-up Semanal: Pneumonia grave

09:42

VIDEOS

Trilha médica Janeiro: os
melhores contetidos

S Rk : JANEIRO
médicos audiovisuais do

Portal PEBMED

ATUALIZACAO

Check-up Semanal:

infecgdes em lactentes,

cancer de coélon e mais!

St]
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DDX - better decision through differential diagnosis

il '?m

Ola, Marcelo

Mais acessados

Ea? Medicing Interna

Differential diagnosis system with the objective of
remembering possible diagnoses for a given clinical case.
DDX is a clinical decision support tool that assists the
physician in evaluating relevant research hypotheses to

=
Decision Tracks come to the diagnosis.

Clinical Dropsa
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Pillar 345: Digital platform to support physicians in medical practice in clinics

Eletronic prescription
+3.7MM prescriptions

Eletronic medical record

Payments and
+55MM patient consultation

financial services

B2C Subscription
B2B Content

Fee by transaction B2B insights and content
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Pillar 6: Patient and physician relationships
Bringing patient data intelligence into the Afya ecosystem

* Increasing clinical support to diabetes patients
 Patient adherence to treatment

* Calculators and tacking of glucose

e Scientific articles

* B2B insights and content

Drugs search and purchase market place
Patient adherence to treatment

5.5M annual visitors

B2B media and content, CPA, CPC
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We are proud to share the value
we are creating for physicians ...



.- Solutions impact

< PCRMED

WHITEFBOOK

’=? Clinical Decision

More than 2 million visitors to
the PEBMED Portal monthly

40 million consultations
in 2022

2,150,000 digital prescriptions
filled out in 2022

World's 1st insulin dose
calculator app

< PLRMED

WHITEBOOK

=? Clinical Decision

More than 200 contents
produced per month

Impact on the lives of
15% of Brazilians

22 million electronic medical
records generated

1st app in the country for the
treatment of all types of
diabetes

< PCRMED

WHIT-BOOK

’=? Clinical Decision
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Largest health update portal for

professionals in Brazil

More than 210,000 doctors
using the app

More than 114 thousand
teleconsultations made

Impact on the lives of
200,000 patients

WWW.websitename.com



AFYA
DIGITAL
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Quick strategy recap

260k physicians

Results in 2 important assets

Audience & Data




Pharmaceutical Healthcare
Industry Providers




Pharmaceutical Healthcare
Industry Providers




/A

Pharma Industry BU
First Results




Medical relationship

when,
where,
and the way

the physician wants!

98

(24 hours, 7 days a week)

(text, articles, videos, podcasts, Targeted reach to
webinars, free samples)

(hospital, med. office, home, traffic,
gym)

physicians in more than 50
medical specialties

@) ©) @) c e



4 product lines

Medical Education

- How we are helping Pharma

Marketing

e-Detailing

99

We make available all of our
expertise as the Medical
Education leader in Brazil to
the Pharma Industry.

Our learning metologies and
technology, combined a deep
understanding about the
preferences and user behavior
on a individual level to
education physicians about the
newest scientific knowledge
and updates.

Our high capacity of
segmentation allows the
Pharma Industry to deliver the
right message, on the right
format, at the
right channels in order to boost
its marketing and
communication strategies,
promote content, campaigns,
events, etc.

Physicians can easily opt-in and
subscribe for receiving free
samples at home or their
medical offices, with no hassle.

Our e-Detailing solution
combines both the online and
offline worlds in a new phygital
experience, that results in a
complete and eficient
omnichannel experience.

We use extensive analysis of
our data to provide Pharma the
best insights to make better
decisions.

The combination of user
generated data with large
medical surveys in our
database helps the industry to
answer important strategic
questions.



- The LAND & EXPAND strategy is taking off

45

JWEUE
companies

97

booked
contracts

CUSTOMER A

CUSTOMER B

CUSTOMER C

CUSTOMER D

CUSTOMER E

TOP 5 CUSTOMERS - # OF PROJECTS
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o Customers

@ Pﬁzer

cellera farma

(3>

moksha8

T
%u Eurofarma
/4

BAYER
E
R

7%

APSEN

PR
janssen )'

Pharma Companies

— | Abbott

IZ BIOMM

SERVIER

TheraSkin

(7 elfa

) NOVARTIS

O

. ®
novo nordisk

SANDOZ

A Novartis
Division
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- Customers

Specialized Marketing Agencies

gulta G HEALTH P Eieimen ] a0 Vitrio

tv 1 Ketcgnl.fam +intelligence H havas ﬂ*‘ (DU bl IdS Wi S h J e uu f l S h

propaganda

International Marketing Agencies

USHealthConnect Inc
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oo Customers

2023 New Customers

-4 Chiesi 11;




Cases
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o Case #1 — Medical Education

Customer: A Brazilian pharma company focusing on gastroenterology

-~ largo, 2027 TOOLTIP

Transtornos mentais em pacientes pés-internacao por Covid-19

Pain / Goal: To build an education track about the disease their drug treats, specifically for
Conteado disponibilizado por Cellera Farma.

independente physicians in their medical offices.

Desde o inicio da pandemia, médicos e pesquisadores em todo o mundo vém se perguntando se pacientes que
estiveram internados por Covid-19 apresentam mais transtornos mentais apds a alta e quais seriam esses

transtornos. Os pacientes que estiveram em cuidados intensivos estariam mais propensos a transtornos

I M. UM . SO s Solution: Segmented content delivered at the context of the medical office, using iClinic as a

Essas questdes foram debatidas em dois trabalhos independentes e que foram enviados aos editores de duas C h ann eI .
revistas médicas distintas: General Hospital Psychiatry e Intensive Care Medicine, ambos publicados em
margo deste ano.

Os estudos Results:

No primeiro, sdo colocados, de forma resumida, os resultados de um estudo transversal realizado em um
hospital em Cleveland (EUA) entre marco e agosto de 2020. Nele, todos o0s pacientes que estiveram
internados por Covid-19 no periodo descrito e que receberam alta posteriormente receberam uma
mensagem recrutando para a participagao no estudo, que consistia em acessar um link que direcionava os R h f + 15 k d t

participantes para o preenchimento de escalas validadas para avalia¢do de 3 transtornos mentais: ansiedade
(GAD-7),depressdo (CES-D 10) e transtorno de estresse pés-traumatico - vulgo, TEPT (PTSD-5).

No segundo trabalho, foram avaliados 47 pacientes que receberam alta apds terem sido internados em 6 d Iffe r.e nt ta rgeted SpeC|a |t| eS
unidades de cuidados intensivos (UTI| ou CTI) devido a Covid-19 entre fevereiro e junho de 2020. Eles foram
reavaliados cerca de um més apos a alta hospitalar e responderam a uma escala de avaliag3o de transtorno de

estresse agudo (IES-R).

Segmented content by different specialties

Resultados do primeiro trabalho

Inicialmente, vamos discutir os resultados do primeiro estudo, que avaliou quadros de ansiedade, depressao e

N X X X

+80% reader positive reactions

TEPT. Dentre todos os pacientes que preencheram os critérios de recrutamento, todos receberam o convite
para participar da pesquisa, mas apenas 19% responderam os questionarios. Destes, 57% pontuaram para
pelo menos um dos transtornos avaliados, sendo 0 mais comum o transtorno depressivo (42%), seguido por
REPT (34%) e finalmente os transtornos ansiosos (24%). Esses pacientes ainda foram divididos em dois

: pacientes que tinham histéria prévia de transtorno mental e os que nao tinham histéria de transtg

Testimonial: "Vimos o resultado rapido, porque é tudo mensuravel, tudo muito rapido e isso no
ambiente digital é legal, a mensuragéo é rapida. Nesses primeiros feedbacks foi uma
comemoracgdo, foi aquele sentimento — nossa, a gente conseguiu encontrar um modelo. Foi um
sentimento de conquista”



o Case #2 — Medical Education

INSCRICOES ABERTAS

:.‘ > ,\"‘].\ N Y :\ ) s 4 fa -_0.

NESSA JORNADADE CONNMECINENTOH

3 Ll 00U JaQar redeivacy nesoe

o it 230 '

Customer: A big German company, focusing a high cost treatment disease.

Pain / Goal: To promote and have atendees for a really specific scientific event. Goal and
challenge: to fully book all the spots available less than one week before the simposium.

Solution: To start an extensive e omnichannel communication plan promoting the event to all
Nefrologists inside Afya’s ecosystem.

Results:

v’ 85k specialists were impacted

v Goal achieved and event fully booked in 24h

Testimonial: “O investimento valeu muito a pena e conseqguimos a maior parte dos nossos
convidados vindos da Afya, numa ag¢éo de emergéncia executada ha trés dias do evento e com

um investimento que ndo foi o maior. A Afya se mostrou um veiculo a ser considerado para
qualquer proxima acdo que tivermos.”
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.o Case #3 -

(Xpro.com. ¥

VOCE ESTA RECEBENDD
ALGO QUE ESTAVA FALTANDO
NA SUA AGENDA.

® | REBE
ELIVERY Wi
o DI EXPERENCE

E- detailing

RX Pro Box

End. de envio: Rus Ferrelra do Aradjo, 221 - Piahe »

@ Labaratério

Conla 3 bula do couls amostra
B Amost 02
B Amaostia 03
B Amostes 01

Avalio esta RX PRO BOX
S openliio Impaets!

@ Laboratario
E Sy ’ y
Confwa o bula de codls amosirs:

C'-‘ Amoatm 01

an )

Customer: Big French dermatology and cosmetic pharma company.

Pain / Goal: To promote and have atendees for a really specific scientific event. Goal and
challenge: to fully book all the spots available less than one week before the simposium.

Solution: To boost the opt-ins and free sample requests to as many specialists as possible and
optimises the deliverability of it at the best place for the user.

Results:

v’ 6.963 sample sets was shipped in 6 months to physicians in our ecosystem;

v 97% accuracy and entregability

Testimonial: "Entregar amostras através da RX PRO aumentou o compartilhamento dos

beneficios dos nossos produtos ao médico, e proporcionou essa experiéncia aos seus pacientes. "
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.- Case #4 - Insights

oxina Botulinica »» Perfil dos dermatologistas ressarehoentar | Af,

Customer: American pharma company focusing on dermatology.

2.2 Ambiente onde exerce a dermatologia Pain / Goal: To understand the Botulin Toxin market in Brazil from the dematologits perspective.

Outra informacao fundamental para entendermos o perfil do dermatologista € o

smblante em que werce & profissiia. No Gréfico 2, observe-se que a prética de gon~ Solution: A customized quantitative survey with a big sample of dermatologists, in a record time,

sultériofclinica particular € o principal foco do dermatologista (88,9%), seguido dos
ambulatérios e policlinicas privados (29%) e publicos (18,7%). Vale ressaltar que muitos collected am ong different Afya solutions such as Whiteboo k, iClin [0 RxPro.

dermatologistas trabalham em mais de um ambiente.

GRAFICO 2 RESU ItS:
AMEBIENTE DE TRABALHO

BASE QUESTAD

504 Em que ambiente vocé exerce sua pratica em Dermatologia?

v" More than 500 respondents;
Consultdrio/clinica particular

| 88,9%

Ambuistério cu policiinica privals v’ 95% of statistical confidence level
ey 29%

Ambulatdrio ou policlinica pablica /

o 18,7% 50 important questions answered digitally;

2.3 Sécio (ou nao) de consultério/clinica

Testimonial: “A pesquisa entregou muito mais do que eu esperava. Vou apresentar internamente
A dermatologia € uma prética de consultdrio, conforme os dados acima corroboram. _ _ . ) , "

Nesse contexto, um importante aspecto da pratica dermatoldgica, que pode estar e IndICGr para que oS demaIS prOCEdImentOS tambem fagam'

associado a liberdade do profissional em decidir por qual produto adotar e qual pro-

cedimento realizar € se o dermatologista term consultério préprio ou € sécio de uma

clinica particular, ou ndo. Assim, proprietarios podem ter maior ingeréncia sobre sua

préatica e isso pode determinar sua liberdade de escolha.

Mo Grafico 3, vemos gue 61,2% dos entrevistados séo sdcios ou proprietdrios dni-
cos de clinicas/consultérios. Este € um agrupamento dos entrevistados que, dada a
relevancia, utilizamos em recortes posteriores para entendimento de diferencas entre

sACios & Nnao sacios,
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.- Case #4 - Insights

Durabilidade do efeito...

center | A s

STIMATIVA DO

Mercado
de Toxina
Botulinica

A coleta de respostas foi realizada
entre novembro 2022 e fevereiro

de 2023. A pesquisa atingiu medicos dermatologistas fazem

dermatologistas de todo o Brasil. toxina botull’nica no Brasil
Foram consideradas para a Percebi que o efeito das toxinas tem tido durabilidade menor,

amostra as 504 respostas dos . . .
médicos que realizam o ha pouco tempo aplico nos outros, mas ja fago uso ha 10 anos,
procedimento de Toxina Botulinica. 3,50 e percebi esse efeito mais curto, assim como os pacientes

& a média de procedimentos/semana o -
tém relatado, mesmo fazendo a diluicdo conforme bula.

11.431 € o total de dermatologistas no Brasil

924 4 total f diment téti . . -
T T =—=" O efeito das toxinas de modo geral, tem diminuido cada vez

88,3% dos que fazem procedimentos estéticos fazem mais.”
toxina botulinica

Para uma populagéo estimada de
1.431 dermatologistas no Brasil, a
g , R$ 339,5
amostra apresenta um nivel de _ é o custo de produto/procedimento
confianca de 95% com margem a =
R$ 1.367,56

de erro de 4,2 p.p.
S € o valor pago pelo paciente/procedimento
Isso significa dizer que, se R
aplicdssemos 100 vezes 0 mesmo R$ 1.028,06
E]ﬁ estionario com a mesma 7| & o ganho médio do dermatologista/procedimento

etodologia, 95 deles estariam R$ 11.034.193,07

gntro da margem de erro B OTU Li' N|C A é o faturamento semanal

A duracédo € um problema importante. Percebemos uma
Rte RS 397.230.950,44 duracédo cada vez menor e isso acho que a industria deve
B considerar. Além da venda para qualquer pessoa. Banalizou o

.r.!'.i'

produto




2023
Wha
t
we are working
on
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.- Scale Pharma Solutions go to market

To keep improving products and
consolidate the portfolio for the segment

boost revenue

Reinforce Afya’s brand positioning as the
partner of choice for pharma on the digital space

e Rethink and optimize our pricing strategy in order to
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.- Start a new BU focusing on Healthcare Providers

Pharmaceutical Healthcare Pavors
Industry Providers !

First Customers

Q> ONCCLINICAS




