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The statements contained in this document related to 

the management's perspectives on M. Dias Branco's 

business are merely trends and, as such, are based 

exclusively on the management's perspectives on the 

continuity of past and present actions, and on facts that 

have already occurred. These trends do not constitute 

projections or estimates and can be substantially altered 

by changes in market conditions and in the 

performance of the Brazilian economy, the sector and 

international markets.
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EBITDA

R$ 277
Million

+60% 
vs. 1Q23

Net Income

R$ 155
Million

+122% 
vs. 1Q23

Net Revenue

R$ 2.1
Billion

-13.9% 
vs. 1Q23

Cash Flow

R$ 138
Million

2.4x higher 
vs. 1Q23

Record for a first 
quarter
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Estimated impact of Scheduled 
Interruptions

115 
84 

jan-23 jan-24

130 

139 

feb-23 feb-24

158 

175 

mar-23mar-24

403 397 

1Q23 1Q24

3.2%

14.4%
16.2%

jan-24 feb-24 mar-24

7.0%

13.0%

1Q23 1Q24

-1%-27% +7% +10%

Variation in Volumes 
Jan/23 vs. Jan/24

Average Price of Jan/24

Contribution Mg. of Jan/24

Impact on contribution Mg.

31 
thousand 

ton.

5.2
R$/kg

37%

R$60MM

Sales Volume (Thousand Ton.)

EBITDA Margin (%)

Exchange of the EBS management system for SAP S4 Hana with Go Live in Jan/24.
The system change was successful and in less than three months we resumed growth, recovered 
margins and gained market share. The necessary and scheduled interruption of operations at 
the beginning of Jan/24, as usual in this type of system exchange, represented a reduction of 31 
thousand tons of sales, equivalent to R$60 million in contribution margin



HIGHLIGHTS
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RELAUNCH OF THE SHARE BUYBACK PROGRAM

OBJETIVO

Maximize the creation 
of value and comply 
with the Company’s 
Long-Term Incentive 

Program

TERM

Apr/24 – Oct/25

18
Months

AMOUNT

3.58
Million
Shares
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SHARE VAL (%)
T. INSTANTÂNEO BR

PRODUCT

NEW ZERO FRYING LAMEN
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SHARE VAL (%)
T. INSTANTÂNEO BR

28.1

10.0

61.9

SHARE VOLUME (%) 

Competitor nº 1

Others

Innovative product:

Zero frying 

AND SO MUCH

TASTE!

Less Sodium
25% less sodium vs fried

Made in a hot air process, like an 
airfryer

SHARE VAL (%)
T. INSTANTÂNEO BR

PROJETOMARKET 2023 PROJECT

Source: Nielsen.
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3 years

Up to R$ 100
million

investment

FINEP financing 
framed as

"Innovation for 
Competitiveness"



REVENUE
&

MARKET SHARE
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The cookies & crackers and pasta markets grew in the 
1Q24 vs. 1Q23 (sell-out | retail sales to consumers)

Volume
Sold +1%

Average Price 
(R$/Kg) +2%

Units 
Sold +3%

Value 
Sold +3%

+5%

0%

+9%

+5%

Source: Nielsen – Retail Index. Total Brazil. INA+C&C.

1Q24 vs. 1Q23

PASTACOOKIES & 
CRACKERS

1Q24 vs. 1Q23
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Volume
Sold

Average Price 
(R$/Kg)

Units 
Sold

Value 
Sold



Net revenue of R$2.1 billion, down by 13.9% from 1Q23, due to 
reductions in average price and the gradual resumption of revenue 
in mid-January after the scheduled interruption at the beginning of 
the month for the implementation of the SAP system

Net Revenue
(R$ million)

Sales Volume
(Thousand Ton.)

Average Price
(R$/Kg)

2,486 
2,849 2,735 2,771 

2,140 

1Q23 2Q13 3Q23 4Q23 1Q24

403 454 451 480 
397 

1Q23 2Q13 3Q23 4Q23 1Q24

6.2 6.3 6.1 5.8 5.4 

1Q23 2Q23 3Q23 4Q23 1Q24

-14% -1% -13%
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We estimate that in 1Q24 we had an 
unfavorable impact on volumes of 

around 31 thousand tons.

...



We expanded the market share in volume vs. 4Q23 in 
Cookies & Crackers, Pasta and Wheat Flour

29.3 28.8 28.3 28.5 29.2

1Q23 2Q23 3Q23 4Q23 1Q24

32.6 32.0 31.3 31.6 
32.6

1Q23 2Q23 3Q23 4Q23 1Q24

30.3 

27.3 27.8 28.2 28.0

1Q23 2Q23 3Q23 4Q23 1Q24

31.7 

28.1 27.9 28.2 28.6

1Q23 2Q23 3Q23 4Q23 1Q24

12.7 
11.6 12.1 11.6 

12.4

1Q23 2Q23 3Q23 4Q23 1Q24

11.2 
10.1 

11.0 10.3 
11.2

1Q23 2Q23 3Q23 4Q23 1Q23
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Market 
share % 
Volume 

Brazil

Market 
share % 
Value
Brazil

Source: Nielsen – Retail Index. Total Brazil. INA+C&C.

Cookies & Crackers Wheat FlourPasta



In 1Q24, revenue decrease in both the Attack and Defense 
regions was mainly due to lower volumes

-13%

-16%

Defense

Attack

-1%
Volume

-12%
Price

-3%
Volume

-14%
Price
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COSTS
&

EXPENSES
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Lower prices in wheat and palm oil vs. dec/23. With the scheduled 
pauses due to the implementation of SAP, the consumption of wheat 
in stock increased gradually from February/2024 onwards, 
momentarily postponing the meeting of our prices with market 
prices.

349 339
331 325 324

343 342

316
288

269
249

234 235
227

213

349

350

342 337
331

314

290 284
274

266
255

256
250 251 249

1,224
1,204

1,204

1,103

1,053

1,045

1,151

1,169
1,110

1,082

1,119

1,129
1,084

1,097
1,116

1,635 1,594

1,486

1,392
1,412

1,367

1,378

1,298
1,147

1,090
1,057

1,068
1,041

1,048
998
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Market* M. Dias Branco

WHEAT
(US$/TON.)

PALM OIL
(US$/TON.)

*Source: Wheat - SAFRAS & Mercado; Palm Oil - Rotterdam.



27.1%
33.0% 35.6% 36.3% 36.6%

1Q23 2Q23 3Q23 4Q23 1Q24

Gross margin growth vs. 1Q23 and 4Q23. The reduction in variable 
costs was more than enough to offset the reduction in average 
price.

3.7 3.6 3.2 3.0 2.6 

6.2

1.1 1.0 1.0 1.0 1.1 

6.3 6.1 5.45.8
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Variable costs*
(R$/kg)

Average Price
(R$/kg)

Gross margin
(%)

Fixed costs* 
(R$/kg)

*Without incentives.



Sales and administrative expenses (SG&A) at 24.0% of Net 
Revenue, impacted by the drop in volumes, mainly in January, 
and the lower average price.

20.7% 20.2% 20.5% 20.8%
24.0%

1Q23 2Q23 3Q23 4Q23 1Q24
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32.6%    23.0%    20.7%
Jan     Feb        Mar

Selling and Administrative Expenses (SG&A) 
(% of Net Revenue)



7.0%

13.2%
16.1% 16.0%

13.0%

174 

377 
441 442

277

1Q23 2Q23 3Q23 4Q23 1Q24

EBITDA up by 59.6% over last year, and EBITDA 
margin of 13.0%

EBITDA Mg. (%)

EBITDA
(R$ million)
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3.2%     14.4%    16.2%
Jan      Feb       Mar



70

218
259

342

155

1Q23 2Q23 3Q23 4Q23 1Q24

2.8%
7.6% 9.5%

12.3%
7.2%

Net Income 121.6% higher than last year
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Net Margin (%)

Net Income 
(R$ million)



CASH FLOW,
DEBT AND 

INVESTMENTS
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R$138 million in operating cash generation in 1Q24, with 
growth in EBITDA

20

1Q24 vs. 1Q23

138 57 Cash Flow from Operating Activit ies*
- -

277 174 EBITDA
- -

(143) (46) Assets and Liabilit ies Variat ion
- -

4 (71) Others

*  Net  Cash provided by (used in) operat ing act ivit ies



Working capital consuption impacted by the increase in 
finished product inventory volumes and increase in 
receivables due to commercial initiatives to replenish 
inventories at customers

37

56

89

Average term in days

+22 days

+4 days

-25 days

+16 days

+10 days

+38 days

1Q23 4Q23

59

60

64

1Q24

75

70

102

21

Suppliers

Clients

Inventories



Net Cash position in the quarter. We ended the 
quarter with R$2.2 billion in cash!!!

1,603 1,253 318 -74 -149 

22

Leverage 
Net (Cash) Debt / EBITDA (last 12 months)

Net Debt

(R$ million)

Leverage
(Net Debt/EBITDA last 12 months)

NATIONAL RATING
FITCH RATINGS

AAA
Stable Outlook 

Rating Reaffirmed

6th CONSECUTIVE 
YEAR

1.6x
1.2x

0.3x

-0.1x -0.1x
1Q23 2Q23 3Q23 4Q23 1Q24



81.7% of the debt is in the long-term!!!

R$ 508 R$ 20 R$ 1,159

1%

Due date
2026

56%

Due date
2027

onwards

R$ 2,064

25%

Due date
2025

R$ MM
R$ MM R$ MM R$ MMR$ 377

18%
Due date

Short term

R$ MM

23

Total
Debt



R$ 52 million in investments in 1Q24, with 
highlight on Digital Transformation

45 
72 

106 

143 

52 

1Q23 2Q23 3Q23 4Q23 1Q24

+15%
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HIGHLIGHT

Implementation of 

the SAP system

Total Investments 
(R$ Million)



Profitable Growth Strategy

E F F I C I E N C Y  A N D  P R O D U C T I V I T Y  P R O G R A M

DEFENSE

ATTACK
1 2 3

25

C U R R E N T  B U S I N E S S O T H E R  C A T E G O R I E S I N T E R N A T I O N A L
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Marketing

Commercial 
Excellence

Assortment Shelf

Merchandising Price

JBP (Joint Business Plan) 

Revenue
Management

Service Level OTIF CFR

Digital Transformation

Drivers and enablers for 2024 growth

ENABLERS

Cross-selling

Inovação

Marcas de baixo preço 
no Cash & Carry
Exclusive brands in 
Cash & Carry

Innovation

DRIVERS



ESG
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RIO GRANDE DO SUL

Solidarity raising for victims

47 tons of food destined for 
donation

Advance of the first installment of the 
13th salary to employees at the Bento 
Gonçalves unit

Financial support, product baskets and 
psychological assistance to employees
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Main Indicators– 1Q24 vs. 1Q23

Water consumption 
(m³/Ton.)

Waste send to 
landfills (%)

Finished 
product waste 
(%)

Input losses in the 
production 
process(%)

-3.1%

-3.5p.p.

0.0p.p

1Q24 vs. 
1Q23

Reclaim of water (%) +0.6p.p.

Not 
available

Women in 
leadership (%)

Frequency of 
occupational
accidents (rate)

Occupational 
accident
severity (rate)

+0.7p.p.

-21.3%

-43.9%

1Q24 vs. 
1Q23

Purchases 
from local
suppliers (%)

-0.2p.p.

1Q24 vs. 
1Q23

29

CARING FOR THE 
PLANET BELIEVING IN PEOPLE

STRENGTHENING 
ALLIANCES



DIGITAL 
TRANSFORMATION
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In 2020, M. Dias Branco's IT

department decided to develop

skills to upgrade the technology

team, in order to enable the Digital

Transformation and turn M. Dias

Branco into a reference of

innovation with the use of

technology.

ENABLERS

Internalization of Digital Product teams

Democratization of Technology at M. Dias 
Branco

Focus on value creation and not just on SLA

Open Innovation Program

Attraction and retention of digital talents

Evolution of agile work tools and 
methodologies

31



Ss the technological modernization 
project of our main information 
system (ERP), the Oracle EBS.

In this project we will implement SAP 
S/4 HANA. 

Simplify aims at a new 
implementation, starting from 
scratch, with the adoption of best 
market practices in terms of 
processes, analytics and tools.

ERP Anterior

WHAT IS THE SIMPLIFY PROJECT?

32
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SIMPLIFY BEYOND ERP

33

80
Legacy

Systems

80 
Legacy 

Applications

38
New

Applications

85
Applications

33
Discontinued
Applications

20222020 2024

75%
Customized

8%
CustomizedDehydrated

+320

92% 8%

Mapped 
Business 

Processes

Level of adhesion 
of M. Dias to 

SAP Standard

Level of 
mapped 

customization
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ERP MODERNIZATION BY NUMBERS

+700
People on the 
Project Team

+320
Mapped Business 

Processes

17
Industrial 

Units

27
Distribution 

Centers

7%
SAP 

Customization

+16 
thousand
Participations in 

Training

47
Systems 

Integrated

+20
Suppliers of 
Technology
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ERP MODERNIZATION BY NUMBERS

1st WAVE: TECHNOLOGICAL DEBT

Recovery of M Dias Branco technological 
debt, creating a hybrid cloud environment, 
connectivity and architecture for the 
development of new programs and 
transformation initiatives with the business.

2nd WAVE: DIGITAL TRANSFORMATION

Transform, Simplify and Improve processes by 
placing the customer at the center, using a lot 
of technology through agile methodology, 
supported by data for better decision making.

3rd WAVE: DIGITAL EFFICIENCY & AI

Efficiency in core processes, strengthening 
technology in the ESG agenda and increasing 
productivity with AI.

DIGITAL TRANSFORMATION
DIGITAL EFFICIENCY & AI

REDUCTION OF TECHNOLOGICAL DEBT



ri.mdiasbranco.com.br

youtube.com/rimdias

ri@mdiasbranco.com.br

Thanks!

Gustavo Lopes Theodozio
Vice-President of Investments and Controllership

E-mail: gustavo.theodozio@mdiasbranco.com.br

Fabio Cefaly
New Business and Investor Relations Officer

E-mail: fabio.cefaly@mdiasbranco.com.br

Rodrigo Ishiwa
Investor Relations Manager

E-mail: ri@mdiasbranco.com.br

Everlene Pessoa
Investor Relations Analyst

E-mail: ri@mdiasbranco.com.br

Fernanda Castilho | Lucas Laport
Investor Relations Interns

E-mail: ri@mdiasbranco.com.br
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