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As informacoées contidas nesta apresentacado, relativas as perspectivas de negocios,
projecoes e metas operacionais e financeiras da TOTVS, constituem-se em crencas e
premissas da Diretoria da Companhia, bem como em informacoes atualmente
disponiveis. Consideracoes futuras ndo sdo garantias de desempenho. Elas envolvem
riscos, incertezas e premissas, pois se referem a eventos futuros e, portanto,
dependem de circunstdncias que podem ou ndo ocorrer. Investidores devem
compreender que condicées economicas gerais, condicées da industria e outros
fatores operacionais podem afetar o desempenho futuro da TOTVS e podem
conduzir a resultados que diferem materialmente daqueles expressos em tais
consideracoes futuras.







/I’ NOSSA HISTORIA

Trajetoria singular e consistente

1980

o

STARTUP

Nasce a
Microsiga

Laércio Cosentino e Ernesto
Haberkorn fundam a Microsiga
Software S.A.

1990

JI5IN
D=
WARM UP

Sistema de
Franquias

~Inicio do pioneiro sistema de franquias
~exclusivas para distribuicao das
. solucdes de gestao da TOTVS

(1 1997

Inicio das operacoes internacionais com a
abertura de uma filial na Argentina

Lancamento do ADVPL, linguagem de
programacao propria

@ 2000

SER N°1 NO BRASIL

Nasce a
TOTVS

E alterada a razado social para TOTVS S.A.
- (palavra que vem do latim e significa
~ tudo, todos, totalidade)

E realizado o IPO e subsequente
aquisicao da RM Sistemas S.A.

Aquisicao da Datasul e consolidacao do
mercado brasileiro de sistemas de gestao

Estratégia de especializacdo com criacao

das ofertas de software por segmento de
- industrias das operacoes dos clientes

Inicio das operacoes da TOTVS Cloud

Lancamento do modelo comercial de
subscricao TOTVS Intera para pequenas,
meédias e grandes empresas

() 2020

A2

TRUSTED ADVISOR

Multi-unidades
de negdcio
Ecossistema 3D

- Langcamento do plano estratégico de
- 3unidades de negocio para ampliar o
. TAM e continuar crescendo

Aquisicao da Supplier e estabelecimento
da unidade de negdcio Techfin

Realizacao de 2 Follow-ons (2019 e 2021)
que captaram R$2,5 bilhdes no total

Aquisicao da RD Station e estabelecimento
da unidade de negdcio RD Station

JV com o Itau para acelerar Techfin



//// POR QUE CRIAMOS O

Lideramos em Gestao, mercado grande e com espaco de crescimento

Para seguir crescendo aceleradamente por muitos anos, precisamos buscar novos
mercados com a criacao de novos negocios (RD Station e Techfin)

Os nossos novos negocios devem se aproveitar de nossas principais fortalezas:
1. Focono SMB
2. Proximidade e intensidade de relacionamento com clientes
3. Somos os maiores do mercado

|dentificamos espaco para ampliar nossa proposta de valor (melhorar o
resultado das empresas ) e assumir um novo posicionamento (trusted advisor )

Techfin e RD Station sao esses novos mercados




W NOssos Niimeros

14 unidades de relacionamento com clientes

+70 mil clientes SP, RJ, BH, RS, Recife, Interior Paulista, Large Enterprise,
de todos os portes em mais de 40 paises Setor Publico, Saude, Argentina, Chile, Colédmbia, México e USA

~R$2,7 trilhdes ®

da economia sao produzidos por
nossos clientes

11 Franquias

Consolidadoras

espalhadas pelo Brasil para atender nossos
clientes nos 37 territorios franqueados

11 centros de desenvolvimento

SP, BH, Joinville, POA, Floriandpolis, Cascavel, Assis,
Ribeirao Preto, Goiania, USA e MEX

#1 Companhia ERP no Brasil @ ~1/3 das Companhias ©
Uma das maiores empresas de tecnologia, com listadas na B3 sao clientes da TOTVS e 62% dessas
dominio absoluto na jornada de ERP empresas estao com a gente a mais de 10 anos

Fonte: Companhia e IBGE | Notas: (1) Estimativas internas da empresa; (2) De acordo com o software Market Share
Enterprise Application, 2022; (3) Empresas ativas listadas no B3 que possuem agoes ordinarias e / ou preferenciais






M/} INVESTIMENTO EM SOFTWARE

O GASTO DE Tl E SOFTWARE, EM QUALQUER METRICA, AINDA E BAIXO

GASTOS COMTI GASTOS COM SOFTWARE GASTOS COM SW GESTAO

7,9x $ FUNCIONARIO 11,6x $ FUNCIONARIO 10,4x $ FUNCIONARIO

. Gastos com TI/PIB (%) . Gastos com SW/PIB (%) . Gastos com SW Gestao/PIB (%)

Gastos com TI/Funcionario ($) Gastos com SW/Funciondrio ($) Gastos com SW Gestio/Funcionario ($)

Fonte: 2023 - Banco Mundial, OCDE, TOTVS



//// MERCADO DE SOFTWARE

TOTVS tem crescido acima do Mercado de EAS (Enterprise Application Software) que, por
sua vez, cresceu consistentemente acima do PIB e acelerou seu ritmo nos ultimos anos

[ CAGR 2014-24 2020-24 }

Mercado GeStéo (2) 13,4% PIB N02|\3|(|NAL(1) 14’ 9% PIB N1(;|\8/|)|(NA|_(1)

TOTVS GeStéo 3) 15 ’6% Mercad:.’dze)é;estéo(z) 18’7% Mercadcl).’d:i)é;estéo(z)

Mercado RD Station 23,7% 23,8% [
o 2,6 14
TOTVS RD Station © 62,4% 32,7%

! BACEN; *Gartner; > TOTVS - Receita Recorrente; “TOTVS - Receita da RD Station de 2014



///' MERCADO ENDERECAVEL TOTVS (Rrs bilhes)

Ecossistema 3D ampliou nosso mercado potencial em ~5x

75,6 107,2

Drivers de crescimento parao
Mercado potencial...

-aumento da
maturidade em Tl das empresas brasileiras aum
patamar similar a média da OCDE

- acesso das
empresas do SMB a crédito similar a média daquelas
empresas que ja tomam endividamento oneroso
atualmente no Brasil

GESTAO RD STATION TECHFIN ©® D
o tamanho atual e potencial destes novos mercados
TOTVS Market Share (1): TOTVS Market Share: TOTVS Market Share: indicam que a TOTVS nao necessita ser dominante
15’3% 5’7% 0’4% neles para que seu crescimento seja relevante
(+120 pb vs 2020)®@ (+480 pb vs 2020)? (+10 pb vs 2020)

MERCADO ATUAL MERCADO
(2022) POTENCIAL

Fontes: IDC, Banco Central e TOTVS Market Intelligence, respectivamente. | Notas: (1) Market share da TOTVS considera, além das solucdes ERP Back-office e RH, Verticais e outras solugoes; (2) Considera a revisao do tamanho de

mercado, inclusive de periodos anteriores, realizada pelo IDC que alterou o market share de 2020 de 19,4% para 14,1% em Gestdo e de 4,5% para 0,9% em RD Station; (3) O tamanho do mercado de Techfin foi
proporcionalmente ajustado da métrica de receita bruta para a receita liquida de funding, que reflete melhor o spread.
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| DIFERENCIAIS COMPETITIVOS DO MODELO DE NEGOCIO

MODELO DE PLATAFORMA DE PORTFOLIO DE
NEGOCIO DISTRIBUICAO SOLUCOES

Muito além do ERP:
ecossistema de tecnologias B2B

Combinacdo de amplo mercado Presenca local e digital, com base

enderecavel, alto nivel de fidelizacado, em um modelo de distribuicdo

em 3 unidades de negdcios -
Gestdo, Techfin e RD Station

rentabilidade e sustentabilidade da com alta capilaridade

receita recorrente (Saa$) aliado ao

crescimento potencial das receitas
transacionais

ESTRATEGIA DE AGENDA DE
M&A & PARCERIAS SUSTENTABILIDADE

Maior consolidadora do mercado de Time executivo engajado e experiente no

tecnologia brasileiro: acreditamos que as setor de tecnologia. Cultura de exceléncia

aquisicoes sdo uma poderosa alavanca operacional, transparéncia, eficiéncia, e

elevados padroes de exceléncia em

para a execucdo da nossa estratégia de
fortalecimento do core business e de governanca, ética e integridade e

expansao para novos mercados Sustentabilidade.




"' MODELO DE NEGOCIO

Resiliéncia e previsibilidade do modelo de recorréncia somado a captura de crescimento de
mercado e take rate do modelo transacional

13 @

Previsibilidade

p
Captura do Crescimento
de Mercado

~

4 N

Onde estamos no
P&L do Cliente

GESTAO

DGA
Modelo Recorrente
RD STATION Marketing
Modelo Recorrente + &
Transacional Vendas
Financeiro
TECHFIN i

Modelo Transacional

Capital de Giro

>® TOTVS

DGA, Vendas, Marketing,
Financeiro e Capital de Giro

\ Y




"' MODELO DE NEGOCIO

Presenca e parceria em todas as etapas da Jornada do Cliente
fortalecem a fidelizacao

CX (Customer

Experience)
Forca de venda
especializada e incentivada
a oferecer solucoes de
cross-selling e up-selling
aos clientes atuais

Equipes locais oferecem
atencao continua aos
clientes

Suportee

Manutencao
Suporte integral por meio
de equipe altamente

experiente e centralizada
(+85% Digital)

VRN

Lead Multicanal

v

CLIENTE

Venda

Plataforma unica
de distribuicao

e oferta ampla
de produtos

Implementacao

Flexivel

Combinacao de estruturas
proprias e parcerias para
implementacao permitem
oferecer custo menor

aos clientes
(+90% remota)

D

14 @

Muito além do ERP: ecossistema 3D

55

@ @

Techfin RD Station

Em 12 segmentos estratégicos da economiae
para clientes de todos os portes

Q000060

Agro Construcéo Distribuicéo Educacional  Financial Services Hospitalidade

XX

Juridico Logistica Manufatura Prestadores Salude Varejo

Implantacao Flexivel

‘e

Cloud

de Servicos

Em varias midias

el

On-premise

Plataformas de Distribuicao

{ ) ( )

020~

Franquias e
Filiais

SO0
U

Forca de vendas
proprias

01O 22
@rop  [228]
Multicanais Parceiros
& B
Afiliadas Plataforma

Digital



' PLATAFORMA DE DISTRIBUICAO = ®

Presenca local e digital, com base em um modelo de
distribuicao robusto com alta capilaridade

®) ToTVS GROUP

TOTAL DE EMPRESAS NO BRASIL POR PORTE

Fonte: IBGE 2021: Cadastro Central de Empresas, Tabela 992.

I—E‘"I

PORTE DA EMPRESA

Grandes empresas

+ 500 funcionarios

Pequenas e
médias empresas

De 10a 500
funcionarios

Microempresas
Até 9 funcionarios

CANAIS DE DISTRIBUICAO
FISICOS & DIGITAIS (Oﬁ_(Q.

COMO NOS RELACIONAMOS COM OS NOSSOS CLIENTES

©

N
Gestao Techfin RD Station
Divisdo Large Enterprise Afiliadas Parceiros
* Equipe prépria com pessoal * Distribuicio de crédito por * Ecossistema de parceiros
qualificado e especializado meio de afiliadas de nossos vibrant.e em automacao de
por segmento, oferecendo fornecedores marketing

servico personalizado e
suporte em consultoria

38 territorios franqueados e Franquias e filiais Comércio Digital
6 filiais * Especialistas em vendas * Especialistas em comércio
*  Territérios franqueados de totalmente integrados em digital e vendas Omnichannel

acordo com o setor da
economia. Conhecimento
local para clientes SMB

Multicanal

*  Modelo de distribuicao com
parceiros, baseado em
abordagem multicanal que

permite a TOTVS penetracao

incomparavel em todas as
regioes do Brasil

franquias e filiais, ainda no
inicio de nossa jornada e com
grande espaco para
crescimento

Venda Cruzada

Solucdes de venda cruzada por
meio de clientes da unidade de
negocio Gestao

totalmente integrados,
presentes em franquias e
filiais

PLG (Product-Led Growth)

* Up-sell impulsionado pelo
crescimento conduzido por
produto



' ANALISE DE COHORT DE GESTAO “®

A capacidade de vendas adicionais, combinada ao repasse de inflacdo e ao churn baixo, fazem com que o valor
de cada safra cresca ao longo dos anos.

e E—
133%
Safra até 2018 100%
Safra 2019 115% 138%
Safra 2020 100% = _
Safra 2021 .
Safra 2022 R — 160% 189%
» Safra2023 N 132%
010 )78
RS — 173% 190%
— 154% . .
Py 113% — 126%
100% °
100% 105% 118% 133% 162% 180% 204%
2018 2019 2020 2021 2022 2023 2024

COMPETENCIA DO FATURAMENTO




' PORTFOLIO DE SOLUCOES N
Aceleracao dajornada digital de nossos clientes por meio Exponenii::zj:inegédos

dO ECOSSiStema 3D novos e existentes

Go Digital
Sl | N TECHFIN

(JCREDITO

(~JGESTAO DE CAIXA
(v PAGAMENTOS

Digitalizacao CX

Cative e sejarelevante

Digitalizacao da
Companhia

RD Station

&) CONHECA SEUS CLIENTES

Seja agil e sélido

Clientes / Compradores

( CRESCIMENTO NAS VENDAS ,_,

) MELHORE A EXPERIENCIA DO CLIENTE GESTAO
& PROCESSOS
© PESSOAS

(& PRODUTIVIDADE

2>

Empresas Be Digital

Business As Usual ‘



' PORTFOLIO DE SOLUCOES

(X PRODUTOS & SOLUCOES

BUSINESS UNIT DE

GESTAO
ERP, solucoes de RH (da folha de pagamento a w % J}_‘—)}L © TOTVS caroc (@ TOTVS ruurc

ERP & Suitede RH Plataformas

gestdo do capital humano) e solucoes verticais
ERP RH Business Plataforma Fluig
para 12 segmentos de mercado Backoffice (HXM) Intelligence  Carol (Produtividade
(Analytics) (IA e Dados) & Colaboracao)
@ Um mercado ainda ndo maduro, com ~30% das contratacoes Solucdes Verticais Servicos
de SaaS de novos nomes e TAM potencial para se tornar 2,8x

maior

D00

¢ &> &8
Construcao Distribuicdo " m
@ A jornada de digitalizacido exige niveis crescentes de

Agro
Consultoria Cloud Treinamentos
investimentos em TI| corporativa, impulsionando nossa %

d IMmensao core Educacional  Financial Services Hospitalidade
Microempresas

:

@ Mais do que simples solucoes de departamento de pessoal, as Juridico ouitea | Mansins eleve

pequenas e médias empresas estao se atualizando para a
Y ® ©

plataforma definitiva de gestao de capital humano
Prestadores Saude Varejo

de Servicos

W\

Solucoes para
Microempresas

Fonte: Companhia




' PORTFOLIO DE SOLUCOES

~ - - \\
BUSINESS UNIT < PRODUTOS & SOLUCOES
R D STAT I O N MARKETING Q VENDAS/ Q EXPERIENCIA
DIGITAL DIGITAL COMMERCE DO CLIENTE
PORTFOLIO DE SOLUCOES que apoiam nossos
) . COES queap PLATAFORMA RD
clientes de diversos segmentos de mercado para STATION
aumentar as vendas, competitividade e desempenho
e e e
& RD STATION & RD STATION & RD STATION & RD STATION
N MARKETING “ CRM * CONVERSAS “ MENTOR IA
@ Plataforma de marketing digital que impulsiona a demanda Automacdo e Controle Automatize Gerador de
e a geracao de leads para pequenas e médias empresas FEIENEEMETE processos e seu conteudo,
de Marketing aumente suas atendimento e treinamento
Digital vendas venda mais de iA

Exponencializando o digital commerce com um modelo de
@ asset light que impulsiona o crescimento de GMYV e take
rate via full commerce

Fonte: Companhia

-

<. exact="

Controle seu
funil comercial
de ponta a
ponta

Hub de
Integracao
para
marketplaces

p
)(lexose

) shopity

Crie sua loja
virtual -
Plataforma de
Comércio
Internacional

-

& RD STATION
##~ MARKETING

para ecommerce
Automacao e

gerenciamento
de Marketing

Dlgital




' PORTFOLIO DE SOLUCOES = ®

N

x| PRODUTOS & SOLUCOES

od B US I N ESS U N I T DADOS DO ERP RELEVANCIA PARA O DECISAO
|l|||I|Q TECHFIN _ Q 0

MAIS
. § ® \ecocios @ PiX
JORNADA UNICA | ERP BANKING = @ ANTECIPA ° g ﬁ:(,)TA,_ DE
o
o @ MAIS PRAZO @ BOLETO PIX

Unimos tecnologia e inteligéncia de dados para simplificar,
ampliar e democratizar o acesso das empresas a servicos
financeiros com uma proposta de valor disruptivo que
considera a tese de ERP BANKING, integrando os -

. . : EFICIENCIA
softwares de Gestdo com as ofertas de solucoes financeiras

AUTOMATIZAR, OTIMIZAR TEMPO E GERAR

PRAZO VENDAS
Prolongue Venda mais ao oferecer
GORNECEDORES) seu prazo de soluc;c?es de crédito ao
@ Modelo de Negbcio com baixa exposicao a risco pagamentos % seu cliente
_—— & ® = “=a
) o = NEGOCIO DO CLIENTE
@ Regulacao mais baixa ~— -
CREDITO ) (' CLIENTES )
Crédito rapido e BENEFICIOS ( ) RECEBIMENTOS
Sirmialies [Fare & G Simplifique a gestio Antecolpe o prazo de seus
@ Unidade de negécio auto sustentavel empresa do RH frente ao £ recebiinentos e conte
& _  comafacilidade de

crédito consignado ﬁ
b)) [o) =) receber via Pix com

(COLABORADORES ) 2~  gestiounificada

Fonte: Companhia




' MG&A & PARCERIAS *®

Estratégia de crescimento de sucesso baseada em 3 principais alavancas

DESENVOLVIMENTO

ORGANICO PARCERIAS

Crescimento da receita com maior Parcerias com empresas Ilderes, Aquisicoes ~1,5x a captacao dos ultimos
eficiéncia nos gastos com P&D incluindo Shopify, B3 e [tau Follow-On , alcancando +R$3,4 bilhdes



| CONSTRUINDO O ECOSSISTEMA DE 3 BUSINESS UNITS

Mé&As Enterprise Value

2 @

(desde o Follow-On de 2019)

GESTAO TECHFIN

Planejamento e gestao Racional Crédito B2B Racional
financeira Aumento de portfdlio de Supplier Melhor oferta de financiamento

GESP LA ‘g negocios de Gestao + acesso e para toda a cadeia de

inteligéncia de dados Out/2019 abastecimento
Mar/2022

Human - Racional Plataforma Racional
experience W Ampliar as solucdes voltadas digital de Ampliar, simplificar e

[
management Feedz 2 AN e BEee D e servicos
v@rorvs | Portfolio para a area de Recursos £ .
nanceir
Set/2022 Humanos ancerros
Human Racional
. Ampliar a posicao como
capital “ plataforma para RH,

management ahgora

fortalecendo o portfélio do
departamento pessoal a gestao

Nov/2023 . daexperiénciado colaborador
Suite para Racional
o Ampliar a construcao de uma
varejo Suite Varejo completa, com foco
qo)varejan"ne na transformacao da gestao de
Nov/2023 varejistas

Fonte: Companhia

democratizar o acesso auma
ampla oferta de produtos
financeiros no mercado B2B

Abr/2022

Parcerias

| maa

RD STATION
Marketing Digital Racional
< RD STATION O lider na transformacao de
marketing digital de clientes PME
Mar/2021
Conversational Racional
commerce Uma das principais
desenvolvedoras de solucbes de
@ TALLOS conversational
Ago/2022 commerce no pais

E-commerce Racional

7D

£5) shopify

Mai/2023

Lider mundial em plataforma de
e-commerce, para oferecer
solucoes para PME

Digital-commerce Racional

Xlexos ¢ exact

Mai/2023 Jun/2023

Solucdes para potencializar a
integracao das plataformas de
vendas e de prospeccao e
qualificacao de clientes potenciais




. GOVERNANCA > ®

V Mais alto nivel de Governanca Corporativa
(B3 - Novo Mercado)

CONSELHO DE ADMINISTRACAO

Presidente

6 de 7 membros do Laércio Cosentino Fundador da TOTVS, Presidente do Conselho da Brasscom e Membro do
Conselho de Conselho Curador da A.C. Camargo Cancer Center e Mendelics
Administracao sao
independentes Maria Leticia Vice-Presidente Membro Independente
Membro dos Conselhos da Auren Energia, Localiza, Mapfre,
Costa Dasa e Sécia da SLP Consultoria e Treinamento
®
Edson Georges Gilberto Guilherme Stocco Ana Claudia Tania Sztamfater
Nassar Mifano Filho Reis Chocolat
Membro Independente Membro Independente Membro Independente Membro Independente Membro Independente
Membro do Conselho da BIPAR, Membro dos conselhos da Membro dos conselhos da Vinci Sdcia Sénior da Kingsley Diretora Sénior de
Membro do Conselho Consultivo Construtora Pacaembu e Natura, Partners e Cadastra Marketing Gate Partners Investimentos LatAm da CPP
da Lighthouse e Consultor Membro do Conselho Fiscal da Digital e Co-fundador da Investments e Membro dos
Independente da Cresol Arapyau e Conexao Povos da Floresta Futurum Capital conselhos da Equatorial
e Conselheiro Consultivo da Pragma Energiae LAVCA
COMITES DE ASSESSORAMENTO
Auditoria Estatutario (CAE) Gente e Remuneracao (CGR) Governanca e Indicacao (CGl) Estratégia (CE)
Monitora Demonstracdes e Informacoes Analisa a remuneracio dos Administradores Acompanha a adocao de boas praticas de ESG, seleciona e Analisa e discute as principais diretrizes do
Financeiras, gestao de riscos, controles internos e acompanha a avaliacdo anual dos executivos indica membros para o Conselho e seus Comités, bem Planejamento Estratégico, incluindo a estratégia de
como avalia sua independéncia ESG e de M&A da Companhia

e analisa transacoes com partes relacionadas e o plano de sucessio



' GOVERNANCA

Estrutura acionaria*: True Corporation

Administradores
e pessoas ligadas

8,65%

e

Tesouraria
2,25%

*Em 31 de dezembro de 2024

Free-Float

89,1%

Investidor
Estrangeiro

Investidor

‘Nacional Institucional

Investidor
Nacional
Nao-Institucional

8,2%

1,9%

89,9%

24 Q)
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B INVESTIMENTO SOCIAL

A TOTVS E MANTENEDORA DO I0S E ACREDITA QUE
O INVESTIMENTO SOCIAL TRANSFORMA

RECONHECIMENTO INTERNACIONAL

% : thedotgood. :

I O s INSTITUTO DA 411 ey
OPORTUNIDADE () R sy | .
SOCIAL 'w 11° Brasil ﬁ%@- 149° Global
N . N Y
= —
1S 8 e () —E
+47 MIL 2.200 1.800 1.407 59%
For mac1207s gﬁgsm timos Média de alunos Formados nos cursos do Alunos empregados Aumento na renda

atendidos 10S das familias



= 3 .
ICULTURA #S
define a NOSSe

- Qllk

CONSTRUIMOS RELACOES
DE LONGO PRAZO
COM NOSSOS CLIENTES

Por localizacao geografica (unidades

VALORIZAMOS GENTEBOA -

(

QUANDO COLA
SOMOS MAIS FC

~

proprias) O O

~ Por género [_] 61% | \39%  Porgeracio Por atividade
+12.000 pessoas no Brasil €< LUJ) ) desempenhada

GeracaoY 63%

. «  Geragdo X 21% o @ P&D
FT N O O ~ GeracioZ 15% @ Servicos
307 no exterior ‘ = | Por.posigées [_] 459 [ 389 Baby boomers 1% ® Adm/Outros
ARG  MEX  USA  coL de lideranca UJ - LUJ) K Vendas

/ Dados consolidados de 31/12/2024.






J/ll 1T25 - CONSOLIDADO

Q »

Avanco de 44% a/a do Lucro Liquido Ajustado com crescimento de 19% a/a da Receita Liquida Total

Receita Liquida (R$ milhoes)

+199%

1.225

1T24

1.462

4T24 1T25

Adicao Liquida ARR

R$287 milhoes

+51% a/a +48% t/t

B RD Station
B SaaS Gestio

I Demais Gestio

EBITDA Ajustado

R$379

milhoes

+24% a/a

+11% t/t

( oo Lucro Liquido =
Ajustado
R$228
milhoes
+44% a/a -3,5% t/t

Margem EBITDA

®***% FluxodeCaixalivre

25,9%

+90 pb a/a

+110pb t/t

R$129

milhoes

-3,8% a/a -52% t/t




/) 1T25 - GESTAO

Crescimento de 24% da Receita Recorrente e de 22% no EBITDA Ajustado,
resultando em 60 pontos base de expansdo de Margem a/a

RECEITA EBITDA AJUSTADO (R$ MM)
ARR (R$ MM) Receita Liquida (R$ MM)
27 60/0 +60 pb a/a
_ +19% a/a 890/0 +350/0 a/a Marge|:1 EBITDA +140 ob

R$ 5! 2 bi 5 50/ Receita _ pb t/t

+ / 0 t/t Recorrente SaaS Gestao
—+229%
—+19%
—+6,6% AL
—+12,4% —
1.308 y
i BEd= —82%% 1.227
1.096

361
40% 296 =1
39%
36%
54% 50% 50% I

1T24 4T24 1T25 1T24 4T24 1T25 1T24 4T24 1T25

B Adicio Liquidade ARR |} Adicio Inorganica
___ % Volume excl. Modelo
Corporativo LTM

B SaaS Gestio | Demais Gest3do
' Adicio Corporativo



/l// 1T25 - RD STATION

Crescimento de 19% da Receita Recorrente,
com aumento de 430 pontos base a/a da Margem EBITDA Ajustada

RECEITA EBITDA AJUSTADO (R$ MM)

11 60/0 +430 pb a/a

R$612 MM +21%a/a Margem EBITDA -170 pb t/t
+5,3% t/t

—+19%
+2,4% —t83%
|_ V I—-11°/o —
96,6% 2
o 95;6% 95;7% 150 17 "
1T24 4T24 1T25 1T24 4T24 1T25 1T24 4T24 1T25

B ARR - Baseline

- Taxa de Retencao
" ARR-Adicdo Liquida



/l// 1T25 - TECHFIN

Receita Liquida de Funding cresceu 26% e o Lucro Ajustado ficou 5,6x maior doqueo 1724

RECEITA LUCRO AJUSTADO (R$ MM)
Producao de Crédito (R$ bi) Receita Liquida de Funding
8,7% I +11,2% a/a
64,7 dias I Mh e R$2,1 bi I +52% a/a Margem Lucro -7,4% t/t
Prazo médio -7%0 t/t TPV - Pix =40/ t/t
— 49/,
—+23% -+26% eSS
-17% [ —o4%
[ 15,5

r-6,0°/o
\/

96
3,4 \J
! 3,2 779
2,6 63 7I2
I
(1,5)

1T24 4T24 1T25 1T24 4T24 1T25 1T24 4724 1T25
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Ay

All information contained in this presentation, relating to TOTVS' business
prospects, projections, and operating and financial goals are based on beliefs and
assumptions of the Company's Management, as well as information currently
available. Forward-looking statements are not any guarantee of performance. They
involve risks, uncertainties and assumptions as they refer to future events and,
hence, depend on circumstances that may or may not occur. Investors should
understand that general economic conditions, industry conditions, and other
operating factors may also affect the future results of TOTVS and may lead those
results to differ materially from those mentioned in such forward-looking
statements.







/7 QUR STORY

Unique and consistent trajectory

1980

STARTUP

Microsiga
is born

Laércio Cosentino and Ernesto
Haberkorn found Microsiga
Software S.A.

1990

JI5IN
D=
WARM UP

Franchise
System

Start of the pioneering exclusive
~ franchise system for distributing
. TOTVS management solutions

(1 1997

Start of international operations with the
opening of a branch in Argentina

Launch of ADVPL, its own programming
language

@ 2000

NUMBER 1 BRAZIL
TOTVS
is born

The corporate name is changed to TOTVS S.A.
- (aword that comes from Latin and means |
~everything, everyone, totality)

:

|PO and subsequent acquisition of RM
Sistemas S.A. is carried out.

Acquisition of Datasul and consolidation

of the Brazilian management systems
market

Specialization strategy with the creation
of software offerings by industry segment
of customer operations

Start of TOTVS Cloud operations

Launch of the TOTVS Intera subscription
commercial model for small, medium and
large companies

2020

9

A2

TRUSTED

ADVISOR

Ecosystem in
3 Business Unit

- Launch of the strategic plan for 3 business
.~ units to expand the TAM and continue
. growing

Acquisition of Supplier and establishment
- of the Techfin business unit

Carrying out 2 Follow-ons (2019 and
2021) that raised R$2.5 billion

Acquisition of RD Station and
establishment of the RD Station business
unit

JV with Itad to accelerate Techfin



/// WHY DID WE CREATE THE

° We lead in Management , a large market with room for growth

To continue growing rapidly for many years, we need to seek new markets by
creating new businesses (RD Station and Techfin)

1. Focus on SME
2. Proximity and intensity of relationships with customers

e Our new businesses must take advantage of our main strengths:
3. We are the biggest on the market

and take on a new positioning (trusted advisor )

e Techfin and RD Station are these new markets

e We identified space to expand our value proposition (improve company results)



iy Our Numbers

14 customer relationship units
+70 thousand customers SP,RJ, BH, RS, Recife, Sdo Paulo countryside,

of all sizes in more than 40 countries Large Enterprise, Public Sector, Health, Argentina, Chile, Colombia, Mexico and USA

~R%$2.7 trillion @

of the economy are produced by our
customers

11 Consolidating Franchises

spread throughout Brazil to serve our
customers in the 37 franchised territories

11 development centers

SP, BH, Joinville, POA, Floriandpolis, Cascavel, Assis,
Ribeirao Preto, Goiania, USA and MEX

#1 ERP Company in Brazil @ ~1/3 of Companies ©
one of the largest technology companies, with listed on B3 are TOTVS customers and 62%
absolute dominance in the ERP journey of these companies have been with us for

more than 10 years

Source: Company and IBGE | Notes: (1) Internal company estimates; (2) According to Market Share Enterprise
Application software, 2021; (3) Active companies listed on B3 that have common and/or preferred shares






M/ / INVESTMENTIN SOFTWARE

IT AND SOFTWARE SPENDING, BY ANY METRIC, IS STILL LOW

IT EXPENSES SOFTWARE EXPENSES

7.9x $ EMPLOYEE 11.6x $ EMPLOYEE

. IT Expenses/GDP (%) . SW Expenses/GDP (%)

IT Expenses /Employee ($) SW Expenses/Employee ($)

Source: 2023- World Bank, OECD, TOTVS

MANAGEMENT SW
EXPENSES

10.4x $ EMPLOYEE

. Mgt. SW Expenses/GDP (%)

Mgt. SW Expenses/Employee ($)




//// SOFTWARE MARKET

TOTVS has grown above the EAS (Enterprise Application Software) market, which has
consistently grown above Brazilian GDP and accelerated its pace in recent years

[ CAGR 2014-24 2020-24 }

Ma nagement Market e 13‘4% Brazilian G[%;((Nominal)m 14°9% Brazilian Gl[;g)((Nominal)“)

TOTVS Management © 15.6% 18.7%

RD Station Market © 23.7% 25.9% [
o 2.6 14
TOTVS RD Station @ 62.4% 32.9%

Sources: (1) BACEN; (2) Gartner; (3) TOTVS - Management Recurring Revenue; and (4) TOTVS - Revenue from RD Station in 2014.



/Il TOTVS ADDRESSABLE MARKET (Rs billion)

3D Ecosystem expanded our potential market by ~5x

107.2

Growth drivers for the potential
market...

- increasing the IT maturity
of Brazilian companies to a level similar to the
OECD average

- access of SMB companies
to credit similar to the average of those companies
that already take on debt currently in Brazil

MANAGEMENT RD STATION TECHFIN © D
the current size and potential of these new markets
TOTVS Market Share (1): TOTVS Market Share: TOTVS Market Share: indicate that TOTVS does not need to be dominantin
15.3% 5.7% 0.4% them for its growth to be relevant
(+120 bp vs 2020)®@ (+480 bp vs 2020)? (+10 bp vs 2020)
CURRENT POTENTIAL
MARKET (2022) MARKET

Sources: IDC, Central Bank and TOTVS Market Intelligence, respectively. | Notes: (1) TOTVS' market share considers, in addition to Back-office and HR ERP solutions, Verticals and other solutions; (2) Considers the review of
market size, including from previous periods, carried out by IDC, which changed the 2020 market share from 19.4% to 14.1% in Management and from 4.5% to 0.9% in RD Station; (3) The size of the Techfin
market was proportionally adjusted from the gross revenue metric to the net funding revenue, which better reflects the spread.
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JJJ/  COMPETITIVE DIFFERENTIALS OF THE BUSINESS MODEL

BUSINESS DISTRIBUTION SOLUTIONS
MODEL PLATFORM PORTFOLIO

Beyond the ERP: B2B
technologies ecosystem in

Combination of broad addressable Local and digital presence, based

market, high level of loyalty,

" e on a highly capillary distribution
profitability and sustainability of

. : model 3 business units:
recurring revenue (SaaS) combined
with potential growth in Management, Techfin and
transactional revenues RD Station

M&A & PARTNERSHIP SUSTAINABILITY
STRATEGY AGENDA

Main consolidator of Brazilian Tech Executive Team engaged and experienced

Market: We believe acquisitions are a in the technology sector. Culture of

powerful tool to leverage our strategy of operational excellence, transparency,

strengthening our core business and efficiency, and high standards of excellence

expanding into new market in governance, ethics and integrity and ESG




/7 BUSINESS MODEL °®

Resilience and predictability of the recurrence model combined with the faster capture of market
growth and take rate of the transactional model

Predictability

-

Earlier capture of

Where we arein

market growth Client P&L
MANAGEMENT con
Recurring Model
RD STATION Sales
Recurring + &
Transactional Model Marketing

TECHFIN

Transactional Model

Financial Results
(Working Capital)

>® TOTVS

\

G&A, Sales, Marketing,
Working Capital e Financial

Y,




/7 BUSINESS MODEL

Presence and partnership in all stages of the Customer Journey
strengthen loyalty

CX (Customer

Experience)
Specialized sales force
incentivized to offer
optimal cross-sell and
upsell solutions
to existing clients

Local teams provide
continuous attention
to customers

Support &

Maintenance
Full support through
highly experienced and

centralized team
(+85% digital)

VRN

Multichannel Lead @

v

CLIENT

Sale

Single distribution
platform and wide
range of products

Flexible

Implementation
Combination of own
structures and
implementation
partnerships allow us to
offer lower costs to
customers (+90% remote)

D

D

14 @

Far Beyond ERP: 3D ecosystem

Management Techfin

for customers of all sizes

Agribusiness  Construction  Distribution Education

L @

RD Station

> In 12 strategic segments of the economy and

Q00O OO

ial Services Health

COO0OQO0

Hospitality Legal Logistic
Flexibly deployed
Qrg\}
=
Cloud On-premise

Distribution Platforms

L } ) @@@
0202 (@xop)

Franchises & Multichannel
Branches
QUP‘Q 75
Own sales Affiliates
force

Manufacturing

P rovi der

Across media

sl

2.2

Partnership

Digital
Platform



/7 DISTRIBUTION PLATFORM

Local and digital presence, based on a highly capillary distribution

model

®) ToTVS GROUP

TOTALNUMBER OF COMPANIES IN BRAZIL BY SIZE

Source: IBGE 2021 - Central Companies Register, Table 992.

I—E‘W

COMPANY SIZE

Large Companies
More than
500 employees

" Small and Medium (SMB)

From 10 to 500
employees

Micro Companies
Up to 9 employees

15 @)

DISTRIBUTION CHANNELS

LOCAL AND DIGITAL

&8

HOW WE RELATE WITH OUR CUSTOMERS

Management

Large Enterprise Division

*  Own team with qualified and
specialized staff by industry,
offering personalized service
and consulting support

38 Franchised Territories and
6 Branches

*  Franchised territories
according to industry sector.
Local knowledge for SMB
customers

Multichannel

* Distribution model through
partners from a multichannel
base that provides TOTVS
with unmatched penetration
across all regions in Brazil

©

A

Techfin

Affiliates

* Creditdistribution through
our suppliers' affiliates

Franchises and Branches

* Sales specialists
fully-integrated in
franchises and branches, still
at the beginning of our
journey and with large room
to grow

Cross-selling

* Cross-selling solutions
through Management
business unit clients

RD Station

Partners

* Vibrant partner ecosystem in
marketing automation

Digital Commerce

* Fully-integrated Digital
Commerce and Omnichannel
sales specialists present in
franchises and branches

PLG (Product-Led Growth)

* Up-sell driven by PLG
(Product Led Growth)



7 MANAGEMENT COHORT ANALYSIS e @

The capacity for additional sales, combined with the inflation pass-through and low churn, means that
the value of each cohort increases over the years.

m—
o
Cohort until 2018 100% 133%
2019 Cohort
® 2020 Cohort 115% 138%
2021 Cohort 100% - -
2022 Cohort - 160% 189%
» 2023 Cohort ‘ 132%
005 e (RN PR
138 173
T 129% ° :
— . 173% 190%
— 154% . .
e {130 126%
100% 0
100% 105% 118% 133% 162% 180% 204%
2018 2019 2020 2021 2022 2023 2024

REVENUE YEAR




/7 BUSINESS PORTFOLIO imovaiv Credi

Access
Accelerating our clients’ digital Journey through the 3D Ecosystem Exponetializing new and

existing business
Go Digital A

A TECHFIN
A ‘ (O CREDIT
‘ (7JCASH MANAGEMENT
(O PAYMENTS

CX Digitalization

Captive and be relevant

)

S

8 ] () ® °

RD Station 3 Digitalization

2 Company

£ Be agile and solid
) KNOW YOUR CLIENTS 5 e agile and soli
(~j SALES GROWTH ©

MANAGEMENT

& PROCESS
& PEOPLE
& PRODUCTIVITY

5 IMPROVE CUSTOMER EXPERIENCE

) 4

Companies Be Digital

Business As Usual .




/7 BUSINESS PORTFOLIO

MANAGEMENT
BUSINESS UNIT

ERP, HR solutions (from payroll to human

capital management), and vertical solutions for
12 market segments

@ A market not yet mature, with ~30% of Saa$S signings from
New Names and potential TAM to become 2.8x larger

@ The digitization Journey demands growing levels of
corporate IT investments, boosting our core dimension

@ More than simple personnel department solutions, SMB

companies are updating to the ultimate platform for human
capital management

Source: Company

e
X ‘ PORTFOLIO AND DISTRIBUTION
ERP & HR Suite
%TT% (ﬂ\f_\ @TOTVSCHROL @TOTVSFLUIG
N 318
ERP HR Business Carol Fluig
Backoffice (HXM) Intelligence Platform (Productivity &
(Analytics) (Al e Data) Collaboration)
Vertical Solutions Services
é @ ‘@E C’) 2 8
f«gribusines Construction  Distribution ! = h ' a
@ @ Consulting Cloud Trainings

Education Financial Services Health

OO

Hospitality Legal Logistics

Manufacturing Retail Service

Micro Companies

N
Sleve

Solutions for
Micro Companies




' BUSINESS PORTFOLIO *®

e
4 \\

BUSINESS UNIT X | PORTFOLIO AND DISTRIBUTION
RD STATION o @ s -

MARKETING DIGITAL COMMERCE EXPERIENCE

PORTFOLIO OF SOLUTIONS to support our

: : : RD STATION PLATFORM
clients from diverse market segments to increase
sales, competitiveness and performance
e e e e
& RD STATION & RD STATION & RD STATION & RD STATION
N MARKETING “ CRM * CONVERSAS “ MENTOR IA
; Digital marketing platform that drives demand and lead Digital Marketing Process Automation of Virtual assistant trained
. . customer with personalized data
generation for SMB Automation and control to ) to qualify leads via
Management boost sales service to sell integrated chat
more

Exponentializing digital commerce with an asset light
(M model that drives GMV + take rate growth trough full
commerce

e e - -
& s @ ; <& RD STATION
<Y exaCt Xl.eXOs ;j:‘;;‘lShop'f y o~ MARKETING

para ecommerce
Increase in Control of sales Complete o _
commercial made by online platform to 3{9"‘3[ M:_:lrketlndg
efficienc stores and manage and utomation an
Y marketplaces expand customer Management
online store

Source: Company \_ Yy,




20 ®

N

/" PORTFOLIO OF SOLUTIONS

>< ‘ PORTFOLIO AND DISTRIBUTION

@ TECHFIN
o BETE o BT
%Y BUSINESS UNIT

MAIS
% ® \ecocios e N
U VENDOR FINANCE

SINGLE JOURNEY | ERP BANKING S @ ANTECIPA o CAPITAL DE
a) GIRO
8 MAIS WORKING CAPITAL
: : : BOLETO + PIX
We combine technology and data intelligence to a ® £rAZ0 ox ‘ INVOICE + PIX

PAY

simplify, expand and democratize companies' access to
financial services with a disruptive value proposition

that considers the ERP BANKING thesis, integrating AUTOMATE, OPTIMIZE TIME GENERATE EFFICIENCY
Management software with financial solutions

offerings

PAYMENT TERM SALES |
Extend Sell more by offering

credit solutions to your

. . C SUPPLIERS ) your payment
@ Low Risk business model deadline % customers

/\ /\

. ) YOUR BUSINESS
@ Lower regulation ~—  ~———— ——
CREDIT ( CLIENT )
Quick and simple BENEFITS ( ) RECEIVABLES
credit for your Simplify HR Anticipate th.e deadline
@ Self-Sustainable business unit company management with £ for your receivables and
payroll loans < 8 >£&)/ =  counton the ease of
=2 e ‘=) receiving via PIX with
( e ) U “~unified management

Source: Company




W M&A & PARTNERSHIP O

Successful growth strategy based on three main levers

PARTNERSHIP

Revenue growth with Higher efficiency on Partnershlps with leading companies, Acquisitions ~1.5x the proceeds from latest
R&D spending including Shopify, B3 and Itad Follow-on , reaching +R$3.4 billion



BUILDING 3D ECOSYSTEM
v

M&As Enterprise Value:

(since 2019 Follow-On)

2 @

MANAGEMENT TECHFIN
Plan. and management B2B Credit Rational
financial
SETss el 4 seaess s Supplier Best finance offer to the
GESPLAN . . entire supply chain
Mar/2022 dataintelligence Oct/2019
Human - Rational Digital Rational
experience '- Expand HXM solutions, Platform of Expand, simplify, and
management Feedz strengthening the portfolio for Financial  FQR{ TR fjemocratlze the areess toa
g b @ ToTUS g gthep services = wide range of financial products
Sep/2022 the Human Resources area Apr/2022 in the B2B market
Rational
Human “ Expand the position as a platform for
Cca pital HR, strengthening
management Ohgora the solutions from personn.el
department to employee experience
NOV/2023 management
Retail Rational
Suite Expand the c.ieveolopment .of a
‘ ‘ complete Retail Suite, focusing on
@Var e‘.Oﬂ'Ine transforming retailers'
Nov/2023 management.
Source: Company M&A Pa rtnership

RD STATION
Digital Marketing HEMDIEL
o The leader in the digital
oy ROSIATION marketing transformation of
SMB
Mar/2021 ’
Conversational Rational
commerce One of the major
developers of solutions
@ TALLOS for conversational commerce
Aug/2022 in the country
E-commerce Rational
A hobif World leader i
€ orld leader In e-commerce
= J Op' y platform, to offer solutions for
May/2023 SMEs
Digital-commerce Rational
( o Solutions to enhance the
Xl,exos A exaCtL integration of sales and
! prospecting and potential
May/2023 Jun/2023 customer qualification platforms




" GOVERNANCE

' Highest level of Corporate Governance

(B3 - Novo Mercado)

23 @

BOARD OF DIRECTORS

Chairman
6 out of 7 board Laércio Cosentino Co-Founder of TOTVS, Chairman of the Board of Brasscom and Member of
members are the Board of Trustees of AC Camargo Cancer Center and Mendelics
independent
. ~-a Vice-Chairman Independent Member
Maria Leticia Member of the Boards of Auren Energia, Localiza,
Costa Mapfre, Dasa and Partner at SLP Consultoria e Training
@
Edson Georges Gilberto Guilherme Stocco Ana Claudia Tania Sztamfater
Nassar Mifano Filho Reis Chocolat
Independent Member Independent Member Independent Member Independent Member Independent Member Executive
Director of LatAm Investments at

Member of the Boards of Construtora
Pacaembu and Natura, Member of the

Member of the Board of BIPAR,
Member of the Advisory Board of
Lighthouse and Outside Consultant

Fiscal Council of Arapyau and Conexao

Senior Partner at Kingsley
Gate Partners

Member of the Boards of Vinci
Partners and Cadastra
Marketing Digital, and

Co-founder of Future Capital

ADVISORY COMMITTEES

of Cresol Povos da Floresta, and Advisory
Councilor of Pragma
Statutory Audit People and Compensation

Monitors Financial Statements and Information,
risk management, internal controls, and

analyzes transactions with related parties the succession plan

Analyzes the compensation of Administrators and
monitors the annual evaluation of executives and

Governance and Nomination
Monitors the adoption of ESG best practices, selects
and nominates members for the Board and its
Committees, and evaluates their independence

at CPP Investments and Member
of the Boards of Equatorial
Energia and LAVCA

Strategy

Analyzes and discusses the main Strategic Planning
guidelines, including the Company's ESG and M&A
strategy



1 GOVERNANCE

Shareholding Composition*: True Corporation

Management and
related parties

8.65%

Treasury Free-Float

5;026';3/ 89.1%

*As of December 315, 2024

International
Investor

National Institutional
Investor

National
Non-Institutional
Investor

| 1.9%

89.9%

24 Q)
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B SOCIAL INVESTMENT

TOTVS IS A SUPPORTER OF 10S AND BELIEVES THAT
SOCIAL INVESTMENT CAN DRIVE TRANSFORMATION

oo

INSTITUTO DA
I O s OPORTUNIDADE
SOCIAL

+47K 2,200
Graduates in the Average students
last 27 years served

INTERNATIONAL RECOGNITION

&
thedotgood.
“w= 11°Brazil e 149° Global
o
\§
7= —
38 () —E
1,800 1,407 59%
Graduates from Students employed Increase in
IOS courses family income




(5 ) :
SHWEARETO
defines our &g

WE VALUE GOOD PROFESSIONALS .. 1.“
\ i '

WHO ARE GOOD PEOPLE

»

-

WE BUILD i
' WHEN WE CO
LONG-TERM RELATIONSHIPS WE BECOME S
WITH OUR CLIENTS . |
‘ 4‘ P = .. 3
By geographic location (own units) o o _
B By gender [_] 61% [\ 39% By generation By activity
+12,000 people in Brazil % UJ Generation Y 63%
. . GenerationX  21% 4 © R&D
PP N O O - GenerationZ 15% ® Services

307 abroad ‘ - | By leadership [_] e 1m o ~ Baby boomers 1% ® Adm/Others

USA coL position UJ LUJ) Sales

|

/

| As of December 31, 2024.
|







Nl 1Q25 - CONSOLIDATED

o -

+44% y/y increase in Adjusted Net Income with +19% y/y growth in Total Net Revenue

Net Revenue (R$ million)

~

+199%

1,225

1Q24

1,462

4Q24 1Q25

ARR Net Addition

R$287 million

+51% yly +48% q/q

B RD Station

B SaaS Management

I Other Management

*oe Adjusted EBITDA

R$379 million

+24%y/y +11% q/q

*¢¢ Adjusted Net Income

R$228 million

+44% yly -3.5% a/q

eo0 EBITDA Margin

25.9%

+90 bp y/y

+110 bp q/q

o0 Free Cash Flow

R$129 million

-3.8% y/y -52% q/q




Q »

M/ 1Q25 - MANAGEMENT

24% growth in Recurring Revenue and 22% growth in
Adjusted EBITDA |, resulting in a 60 basis point y/y Margin expansion

REVENUE ADJUSTED EBITDA (R$ million)
ARR (R$ million) Net Revenue (R$ million)
27.6% +60 bpy/y
y, +19% vy/y 899% +35% v/y EBITDA margin +140 bp q/
R$5 .Z bn 0 Recurring SEEN Pa/q
+5.5%0 q/q
Revenue Management
—+229%
— 41996
—+6.6% ﬁ —+12.4% —
o 890/0— 1,308
88% ° —820/%
1,227
1,096 321
+13
39% 4070 2490
36%0
+227
+172
54906 50%0 50%
1Q24 4Q24 1Q25 1Q24 4Q24 1Q25 1Q24 4Q24 1Q25
I Net ARR Addition I horganic Addition
Corporate ___ % Volume excl. Corporate B SaaSManagement [ Other Management

] Model Addition Model LTM



/l// 1Q25 - RD STATION

oF

19% growth in Recurring Revenue,
with Adjusted EBITDA Margin expanding by 430 basis points y/y

REVENUE ADJUSTED EBITDA (R$ million)

ARR (R$ million)

Net Revenue (R$ million)

11.6% I +430 bpyly

+ 219 -
R$_ﬁ_12 . 30/0 V// y EBITDA Margin -170 bp q/q
. 0
million a/q 1199
+2.4% — — 1885
—-11% —
19.9
96.6% 95:6% 95:7% 154
1Q24 4Q24 1Q25 1Q24 4Q24 1Q25 1Q24 4Q24 1Q25

B ARR - Baseline
" ARR-Net Addition

- Retention Rate



//// 1Q25 - TECHFIN

oF

Revenue Net of Funding grew 26%, and Adjusted Net Income was 5.6x higher thanin 1Q24

REVENUE ADJUSTED NET INCOME (R$ million)
Credit Production (R$ billion) Revenue Net of Funding
8_70/0 I +11.2% vy/y
64.7 days I “0.5%yly R$2.1 bn I +52% 1y Net Margin -7.4% q/q
Average term -7% q/q TPV - Pix -4%b0 q/q
- 4+564%
— +239%, ~+26% -54%
—-17% — |'
15.5

I
(1.5)

96
\
79
| I

1Q24 4Q24 1Q25 1Q24 4Q24 1Q25 1Q24 4Q24 1Q25
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Investor Relations

+55(11) 99585-7887
ir@totvs.com

@ totvs.com @totvs

@ @totvs /totvs

G /totvs @ company/totvs | @ I o I Vs
@ totvs.store -




