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A INOVACAO QUE VOCE VAI VIVER
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Positivo Tecnologia is a Brazilian company with 36 years of history, a leader in
devices and technology solutions, and now trans-f.éfmed into a complete

ecosystem of IT infrastructure, managed services,‘e_‘\r_\d ha\.rdware..-_V\'/ith a

nationwide presence, five manufacturing facilities, more‘gha_n]Z,OOO p_ointsﬂof

sale, and over 6,000 specialized professionals, the comf)'ahy‘ope’_rate's from POSITI"d
edge to cloud, offering everything from computers, mobility "d:evicé’s, Fﬂgh- / TECNOLOG.

AINOVAGAO UEVQCEVAIVIVER
performance servers, and payment solutions to IT services, hybr|d cloud T CQ T

BN, SRR

cybersecurity, analytics, and digital customer service through Posmve S+ |t » e
Y, : -'_‘?'»;

combines in-house engineering, strong industrial capabllltles ‘~global /et dodid A
partnerships with leading technology companies, and an mcreasmgly ;

=&

recurring business model, serving retail, the private corporate, se._ctor and

1,. S

public institutions across the country with comprehensive, hlgh—rella_bu.llty_, ] ' :

solutions. e
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COMPETITIVE ADVANTAGES

WITH EXPERIENCED EXECUTIVES AND COMPLEMENTARY COMPETENCIES

Unique reach, presence in all Brazilian states

+ 12,000 + 4,000 + 6,000

Selling points Resellers Support service

professionals
across all cities in Brazil

Consumer Commercial Services

Strong engineering capabilities, in both hardware
and software (Android)

5 manufacturing units in Manaus, Ilhéus and Curitiba

POSITIVO

+ TECNOLOG[IY

Global supply chain ecosystem domain, with a
presence in China and Taiwan

Scale that enables direct partnerships with industry
leaders like Intel, Microsoft, AMD

ol -] R

FOLHA

mﬁof Strong and trusted brand in the Consumer and

Commercial segments



Diversification g o _ POSITIVO

+ TECNOLOG[IN

J o u r n ey A INOVACAO QUE VOCE VAI VIVER

A company of integrated IT
infrastructure solutions



Our Journey: we have evolved from a device-focused company into a business with a I
broad portfolio of end-to-end IT products, services, and solutions, serving retail, as well

as public and private institutions across Brazil

1989-2017 2018-2023

POSITIVO POSITIVO

-+

TECNOLOGIA TECNOLOGIA

[ =]
— B @ hub )
):9/. 3 educacional J
g% ‘:,,
sd38 i

Devices Business
portfolio diversification
Notebooks, desktops strategy

Tablets e Cellphones

2024

,POSITIVO

2024-2028

+POSITIVO

TECNOLOGIA

Expansion of
managed
technology
services offering

TECNOLOGIA

Ai mova(;ao que vocéwvive.

Consolidation of
the diversification
strategy; an
integrated IT
infrastructure a
player emerges



Delivering on our commitmentsand accelerating growthin ﬁgOSL!IVO
higher-margin, recurring businesses

2018 2024 OM25

Consumer Consumer
32% 31%
3 R$ 4.3 B Q 2.88B

PC+ Mobility + others - Servers ‘ - Services Emerging Businesses

B2B Consumer

54% 46%

R$ 2.1B

* Growth Avenues: Combination of Servers, Services, and Emerging Businesses (Positivo SEG, Payment Solutions, and Education)



Three

y growth avenues expanding with hl% er and more

recurring profit margins

Contribution Margin
9M25

| p p l I
PC, mobility, 3 Avenues* Consolidaded
others

Gross Margin
9M25

= 3 Avenues

= PC, mobility,
others

Contribution Margin
9M25

= 3 Avenues

= PC, mobility,
others

TECNOLOG.

3 Main Growth Avenues
considered in the analysis:

* Infrastructure: Positivo
Servers & Solutions

e IT Services: Positivo S+

«  POS: Payment Solutions

*Does not include Positivo Seg and Education,

msent 4% of consolidated revenue in the period.

** Sales of PCs and mobile devices in retail, to companies, and to public institutions. “Others” includes Positivo Seg and Education.

+ POSITIVO



Scaling integrated end-to-end IT solutions across private and public POSITIVO

institutions, while strengthening our consumer and public-sector

product base

Greater market penetration with a
broad portfolio of end-to-end
. products, services, and solutions

—————————————————————————————————————-l

ﬂ Public
&A Institutions "j"@ Consumer

Maintain our position in technology '
devices

+ TECNOLOG[IY

POSITIVO:
+ RESILIENT

+ PROFITABLE

+ ROIC



Well-positioned to capture a large addressable market POSITIVO
+ TECNOLOG[IN

Current Market: R$ 90 Billion (a) ICT Services: Projected growth of
17% per year through 2028

End User
Manaaged

Services
21%

Security
14%

Infrastructure
Services,
Cloud & Edge

R$48 B R$4 B
Services ICT(b) Servers

a) Does not include large projects such as the Brazilian Artificial Intelligence Plan and the National Data Center Plan.
b) Services where Positivo already operates.
Sources: ICT Services — Global Data; PCs, Tablets, Electronic Security, Payment Solutions, and Education — figures based on internal estimates combined with data from research institutes.

10



POSITIVO

+ TECNOLOG[IN

Positioning as a tech enabler to offer fully integrated, end-to-end (E2E) solutions

Strategic expansion of the Cross Sell: Services +

HAAS for PC and Server : : :
services portfolio infraestructure + HaaS
The HaaS model enables clients to invest Evolution into a full Tech Enabler, Implementation of the commercial
in technology through Opex while with the capability to offer integration plan with Positivo S+ to
creating recurring revenue, with greater integrated and adaptable digital foster cross-selling of:
opportunities to offer additional services infrastructure solutions, creating
(cross-sell). long-term partnerships
. @ Managed IT Services
Opportunities Focus on Innovation and Growth: TS
o . . . . .
- Enhancement of the value ,Q mten;n‘y the offering ofse‘rwcesm —\
" ONF- high-impact areas, capturing 0 =—]
@ proposition through added “AN - o (e =) Al Infrastructure
W . emerging demand in: o —]
services
» Al acceleration and high- [E .
. Devices
@ Enhancement of reverse performance infrastructure jam
& loaisics refubished devies . Managementand optmization | | =y o
,repatr, P of multi-cloud environments aa
.@ Commercial execution: >SStz Licenses
training, cross-sell Next generation of services to
S become a consultative and
innovative platform, enabled to
Greater flexibility in the deliver transformation and

-
\

C@} contractual model modernization, and to provide
services that support the mass
adoption of Al.

11



Well-Positioned for Large-Scale, High-Complexity Technology POSITIVO

+

Infrastructure Projects Across Public and Private Sectors TECNOLOGIEN

PBIA - Brazilian Al Plan Private Sector

Al Infrastructure and

Servers for ReData, under
Development

the National Data Center

IApara | .. Policy
0Bem Public investment of
de Todos R$5.8 B in Al Total expected private
2 de Piano Brasieiro infrastructure over four investment of R$2 trillion
over 10 years
years

Sovereign Cloud

Growing pipeline of Al
servers for large
enterprises

Public investment of
R$1.8 B to build a
Sovereign Cloud: security
and privacy of public data

Expansion of Brazil's capacity for data storage, processing,

and management through the installation and expansion
of high-performance data centers

Public projects focused on data sovereignty and high-
performance Al acceleration development

12



| . POSITIVO
BZB S + TECNOLOG[IN

A INOVACAO QUE VOCE VAI VIVER

Solutions for the corporate segment . o . .
and the public sector ‘ , A



4+ POSITIVO

TECNOLOGIA

Integrated IT

infrastructure and
managed services
solutions




Brazil's only end-to-end integrated IT infrastructure platform, from POSITIVO
devices to data center, to cloud TECNOLOG[Y

CORE

Devices Servers and Storage

J ‘ iji
| — - »‘ : -_ ;/ 'l ': i
. . Servidor de
’ Servidor de Servidor de TN TN Supercluster

Dados Dados + GPU de modelos de IA/HPC

HW/Haas MSP/ MSP/ MSP /
MSP/ S . ~
HW/HaaS . HW/HaaS/ Digital Digital Gestao de TI SaaS / .
. Digital . . Consulting
Devices Workplace Infrae Transformatio Transformatio Datacenter PaaS
P n Project n Projects (NOC/S0C) (Cloud & IA)

PosiTivo 4  POSITVO 4 posimivo s+

TECNOLOGIA & SOLUTIONS



Strong partnerships with global leaders enable us to meet _ POSITIVO
end-to-end IT infrastructure needs for digital transformation =~ ™"**B

PRODUCTS R PARTNERS SOLUTIONS

| I& ‘ ‘
|ntel)
5G

EDGE COMPUTING
‘BB Microsoft 2 AMDZ

NVIDIA.

& ‘ uy
W | g Nl I IANI)’ 4 L
. ‘ ‘ - D | =
! 4
an atgs busi%SN y ‘ MICROSERVICES

d CONTAINERS

— -

|
@ “laaS” “SaaS” “PaaS”

16



Growing demand for end-to-end support in digital ., POSITIVO
transformation

Data centers

Repatriation of workloads in the
public cloud

Servers for Al workloads; Supermicro
technology transfer in Brazil (NVIDIA's
3rd largest customer)

Leading (IDC) and most efficient (liquid
cooling) architecture for Al and HPC.

Growing pipeline of projects with Al
architecture.

Hyperconverged solutions to enable

hybrid clouds

TECNOLOG[IN

’ Dispositivos
| [

End of Windows 10

Expansion of the recurring customer base
(Haas), > 2,000 contracts under management.

Increased direct transactions with SMEs = greater
coverage and a stronger digital presence.

Obsolescence of the park purchased
during the pandemic (4 to 5 years of use)

Al/Copilots
Management Tools / MDM

R-HaaS Structuring
Software-Integrated Offers
Zero Carbon in Consolidation

17



Endﬁi-end infrastructure, solyﬁons, and s

as-a-service (HaaS)

POSITIVO

TECNOLOGIA

DATACENTER
MODULAR
SERVICES

SUPORT
IMPLEMENTATION
MANAGEMENT

.
.
R o
. .
. .
., o
v, .
e

ices delivered

+

POSITIVO

TECNOLOG[IY

o
.
.
s
.
““““
[LAd
nun®
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Managed IT Services . POSITIVO

TECNOLOG[IN

A combination of

Algar Tech MSP + Positivo Tech Services = PDSITIVO s+

R$ 48 B current market in Brazil 6 K Technology professionals
working alongside clients

17 Countries +90 NPS

1 70 lI:/Iasrlg:;)e clients - companies - +1 5 Vears of experience

Gross revenue
9M25 R$ L4O09 M 9% yoy

19



Positivo S+ Delivers Productivity, Availability, and Security Through  POSITIVO
a Comprehensive Services Portfolio

TECNOLOG[IY

DIGITAL WORKPLACE

Intuitive and
autonomous digital
support

Intuitive Service
Desk (ISD)

Field Service
Management

IT Inventory & Rollout

IT INFRASTRUCTURE
& CLOUD SERVICES

24X7 observability and
automation with
specialized support

IT Infrastructure
& Cloud Mgmt

Network Operation
Center (NOC)

IT Projects

Business Continuity
Management (BCM

CYBERSECURITY
(MSSP)

End-to-end management of
the protection of
technological assets against
cyber crimes

ID Management

Security Operation
Center (SOCQC)

Cybersecurity
Management

APPLICATIONS

Application
development,
support, and
maintenance

AW

Agile Development

Consultancy Services

DATA &
ANALYTICS

Data cleansing,
consolidation, and
governance

Master Data
Management




Market and competition of Positivo S+

Addressable market in Latam:

« Managed Services: R$ 27 bi
« Infra, Cloud, Edge: R$ 12 bi
- Data, Analytics, IA:  R$ 16 bi
« Security: R$ 7 bi
« Outhers: R$ 3 bi

Possible expansion to adjacent
portfolio: R$ 32 B

Competitive Environment

 Large multinationals
 Broader and varied portfolio
« More complex hierarchies

* Less focus and flexibility

* Lower customization

Clientes

Growing Market

Among the top
1,000 largest
companies

largest financial
institutions

il

POSITIVO

+ TECNOLOG[IN

Entre 8% - 15%
Per year (ICT)

Top-tier clients in Latam

21



Sources of competitive advantages . POSITIVO

POSITIVO S+

Operational Efficiency People
® O

v' Focus on IT infrastructure v People management model

v Flexibility &

v Competition based on total cost /

v" Reduced hierarchical levels llI]EOg @

v Service delivery and management model @ Iﬁl
k'

Customer Service Model
N v' Lower revenue with higher margin

v" Close and participative management v Focus on the IT end-user journey and

v' Operations accountable for client growth

v' Attraction, training, and retention

v' Low turnover

v A desirable company to work for

Focus on Automation/Al

experience
\/ .
NPS > 30 (global average: 40) v Greater end-user satisfaction

22



Following the integration of positivo S+ (formerly algar tech MSP), we are + POSITIVO

now the ideal partner for companies and public institutions with a TECNOLOG[A
comprehensive IT infrastructure offering
PHASE 1-3 PHASE 4
2524 q 1525 25-25
v Decoupling e due Alger GioLg Cross-selling project Cross-selling initiatives:
+~ Engaging with customers to for services
. . encompassing the New BU governance
explain the transaction. : S
entire Positivo . Integrated sales teams

+  Launch of the new brand and Tecnologia's portfolio.
business unit.

New service portfolio, with end-to-

. Integration of back office, CSC and end solutions, from consulting to

Marketing implementation and
» Portfolio forecast management of infrastructure +
+ Al-based performance devices

improvement projects

Algars; + FosiTvo POSITIVO 5+

Tech

23



4 POSITIVO

TECNOLOGIA

Payment Solutions



PAYMENT SOLUTIONS + POSITIVO

Gaining market share in a growing market TECNOLOG(

Namm 9 » = = V. = - = S
\ |

) { | 1 y -

J = = WS

Gross Revenue* and units sold [R$M e #thounsad]

Mercado

]
H

Annual market of 5 million devices:
3 M of Smart POS (+20% x 2024)

Growth of 54% in units and 58.4% in value (2024 x 2023)

Diferenciais da Positivo

Tupi: innovative new . Google EDLA Partner in
p(oducts for automation Latin America: Google Play
with Acquirers Store and device security.

Proprietary technology software: MDM, APK
Manager, Payment Platform/APIs for financial
integration...

2021 2022 2023 2024 UDM** National technology (SW and HW)

B Gross Revenue — # of POS devices (thousands) Recurring Services (break & fix ~ 5 years)

* Does not include services, which represents an increase of approximately 5% on sales revenue; ** Last Twelve Months



POSITIVO

TECNOLOG[IN

+

The only company in Latin
America that develops Android A fleet of > 2 million terminals *
Operating Systems — projects in

other countries.

Integration with software

PIX'and biometrics houses and acquirers

Complete solution: HW
+ SW + services with
national technology.

POSITIVO

tupi 1500

“ TUD\200 T

* Estimated total pm size at the end of 2025. 26



4+ POSITIVO

TECNOLOGIA

Public Institutions



PUBLIC INSTITUTIONS

! Highly customizable portfolio to meet the
' needs of each client

_________________________________________________________

' At least 20% of the PC park
. isrenewed every year

_________________________________________________________

Based on the market pipeline, we participated \\;
in more than 50% of the public tenders
._published ;

________________________________________________________

Strategy focused on participating in low-risk
public tenders, with deep understanding of
~ the needs of clients in this segment

________________________________________________________

POSITIVO

+ TECNOLOG[IY

DISTRIBUION OF SALES TO PUBLIC SECTOR INSTITUTIONS

(cumulative from 2012 TO 2022)

In % of the total sales for the period

Number of public sector clients the period: + 4,100 clients

é@? CONSELHO
MACKONAL
DEJUSTGA

Poanibuco ,
Secretaria de Educacao SAUDE
EaE -
52IBGE
Ii - )/j &'QOADOBTQ G gu#\m e Geografia e Estatistica IBI% a

SECRETARIA DA EDUTAGHD

o

Correlos TIMG

H EDUCATION
JUDICIARY

m MIXED ECONOMY

m FEDERAL

m STATE

® MUNICIPAL

= OTHERS

iGET S S SE S|
CAIXA I

PREFEITURA DE
SAO PAULO

J4 ReCIFE

w PETROBRAS

28



RELEVANT MARKET > PUBLIC SERVANTS POSITIVO

+ TECNOLOG[IN

20% renewal rate

per year =
~50% I
11.3 They use devices 6 1 2
million for hypridwork million }
| | million
Public Servants devices
Devices/year
-
| Q CEeNSso + 1 million
eSCOIar devices/year

29



4+ POSITIVO

TECNOLOGIA

Electronic Security



ELECTRONIC SECURITY MARKET POSITIVO

. . crve s . . + TECNOLOG[IY
Hardware will already represent approximately R$5.5 billion in 2025, driven by video systems and access

control.
Consumer base and growth indicators are healthy.

Estimated Electronic Security Market Size (Billions in R$)

- Hardware Software Services

1-==--= Hardware segment breakdown (R$ billion)

I e e ot !
< 253 ! : I
+7.8% " I I
I @ 6.6 -
-l I
: 5.0 |
18.7 : :
Sist. Video I
17.00 : I
15.5 1 I
4.6 : Controle de Acesso :
I
: Sist. Alarme :

|
I QOutros :

|
1811 | 2024 2028 :
i |
I
10.9 12.0 13.2 : « Video and Access Control Systems represent 66% of the hardware market in I
. : 2024 :
i |
I « Alarm Systems with the highest growth (CAGR 2024-28: 8.5%) :
L e e e e e e e e e e e e ]

2022 2023 2024 2028

31
Sources: Grand View Research (2021), J.P Morgan (2023); The Business Research Company (2023); Intelbras (2023).



OUR STRATEGY + POSITIVO

TECNOLOG[IN
For Positivo Tecnologia, the security business can add value in terms of both revenue and
profitability and ROIC*.
NN a 3 oY
- G £ oy N .
ﬁ Z' Strong brand .Q‘ Solid network ofODMs
¥ { ! | 7 4 ot )'r\# =
-.—i_‘ L g—\gci_ﬁwﬁé =

55 &,
( @ ) Government and Corporate

@V& Channels

Made in Brazil

* Limited capital expenditure for CKD and own distribution (only refurbishments), working capital cycle shorter than the company's
current cycle.

32



OUR STRATEGY

Positivo Seg has the right to win as a security solution in channels where Positivo

Tecnologia already operates, as well as in its own channel.

STRATEGY .

« Fastest growing manufacturer

« Becoming an indispensable
partner

« Comparable portfolio, agile
and intelligent innovation

* Leveraging existing channels (2

« Own distribution channel -
Securicenter ()

Strategies (1) Horizontal — Distribution (2) Vertical — Electronic security in other channels
* Values still under validation
Source: Internal Team

+

POSITIVO

TECNOLOG[IN

33



PERFORMANCE POSITIVO

+ TECNOLOG[IN
This unit was created in 2023 as part of our diversification strategy. It originated from a
detailed market model, focusing on the DIFM1 vertical of electronic security.
History
Revenue « Between 2023-2024 we acquired SecuriCenter, a distributor in Sdo Paulo

and Recife, and launched a product line as OEM3, mainly entry-level

CCTV.
+90% *Main challenges encountered: competitor reaction, lack of portfolio
traction, marketing and sales actions, and integration.
+509 :
S0% *In the last year, we created sales excellence, expanded our presence in
-60% new markets through the expansion of Securicenter, and revised our
product offering and marketing activations.
2023 2 2024 2025
1) 1) Do It For Me; 2) 2nd semester of 2023; 3) Original Equipment Manufacturer 34

Source: Positivo Seg



GO-TO-MARKET POSITIVO

+ TECNOLOG[IN

Our go-to-market strategy has the excellence standard of a market leader, with key

differentiations that can generate sustainable advantages.

Operating
model .

« Expansion of current Focus by Zip Code
coverage from 20% to 70%

of GDP in the coming

* Only one distributor or

years subsidiary per market Securicenter
¢ Complete playbOOk: ° Strategic a”gnment' ° Coverage of 20% of GDP in the
Pre/post-sales, channel strengthening the coming years.

program and sales team distributor, market focus

» Operational excellence and
customer knowledge.

« Complete solution and portfolio -
multi-brand.

* Incremental margins.



POSITIVO

TECNOLOG[IN

+
We follow the main trade fair trends in Asia and North America, bringing innovation, a

focus on solutions, and a business-oriented approach.

RESULTS

e +70% traffic and leads —
Distributors and
Resellers (vs 24)

* Industry Feedback -
customers and other
manufacturers:
“Positivo is here to stay”




i . POSITIVO
BZC A * TecnoLocm

A INOVACAO QUE VOCE VAI VIVER
Sales to the Consumer Segment

o ”
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CONSUMER

Gross Revenue
Distribution LTM
R$ 12 B

Smart Home

Tablets

PC

Smartphones

POSITIVO

+ TECNOLOG[IY

Our Portfolio

38



CONSUMER , POSITIVO

TECNOLOG[IY
Greater retail diversification and less dependence on major retailers, with
improved commercial terms

Total consumer revenue by sales channel:

2022 2024 9M25

35%

23%

B Majorretailers [ D2C + Sellers Regional retailers
39



NOTEBOOKS MARKET

2019 2020

, POSITIVO
TECNOLOG[IN
Market in Brazil
Consumer segment
Million units
2021 2022 2023 2024
40



OUR NUMBERS . e

A INOVACAO QUE VOCE VAI VIVER

Financial Highlights



FINANCIAL HIGHLIGHTS

Evo}ljtion of Gross Revenue of Business Units

(R$ M)

826
661 I

Corporate

1,858

I 1,038 I

2020 2021

2022 2023 2024 LTM

1,255

567 I

Public Institutions

2,210

1,404
1,232
I 899

2020 2021

2022 2023 2024 LTM

POSITIVO

+ TECNOLOG[IY

Consumer

1,833

1556 1,301

1,135 1219

1,054

2020 2021 2022 2023 2024 LTM

N/

42



FINANCIAL HIGHLIGHTS

Gross Revenue rs millions

CAGR
+2.5%
5,867 _9%
4729
3,987 4288
¢— +4% —
I 957 94 923
2021 2022 2023 2024 3Q24 2Q25  3Q25

, POSITIVO
TECNOLOG[IY
EBITDA & EBITDA Margin rs miliions
13.5% 14.4%
102% - — 9.9% 82%  8.8%  85%
-35%
564
4 367 — +2% ——
345 6
2021 2022 2023 2024 3Q24 2Q25 30Q25

Net Profit & Profit Margin rs milions

5.2% 6.1% 6.4%

-66%
- 25'| |

2021 2022 2023

0.2% 0.3% 0.1%

-37%
R
2 2 1

3Q24 2Q25 3Q25
Q Q Q 43



FINANCIAL HIGHLIGHTS

Cash Flow

R$ millions

Final cash  Operational Investiments Financing Outros
flow 2Q25

Final cash
flow 3Q25

POSITIVO

+ TECNOLOG[IY

Generation of operating cash flow

R$ millions

167
105 116 83 118

-54 -52

3Q23 4Q23 1Q24 2Q24 3Q24 4Q24 1Q25 2Q25 3Q25

44



FINANCIAL HIGHLIGHTS POSITIVO

+

TECNOLOG[IY

Net Indebteness (R$ million)

1.9 17 1.9
—16 i 16 15 15
ce5 1022 — 12
o4l 1105 898 g5 4, 787 760
I I I i I J I ] =
3Q22 4Q22 1Q23 2Q23 3Q23 4Q23 1Q24 2Q24 3Q24 4Q24 1Q25 2Q25 3Q25
mm Net DEBT ——Net DEBT/ EBITDA LTM
3Q25 3Q24 Products
@ Commercial notes
Gross Debt 1,379 MM 1,197 MM
' 4
ﬁ Debt Cost CDI-0.16% a.a CDI +1.1% a.a. Working capital e84
‘ )24 { Duration 1.92 years 2.58 years Development bank

45



FINANCIAL HIGHLIGHTS POSITIVO

+

TECNOLOG[IY

Indebteness Evolution
Debt profile

Short-Term Coverage Ratio

1.8X%

\ = Long term
{ \ B Short term

R$ 676 mm

Cash 3Q25 4Q25 1Q26 2Q26 3Q26 4Q26 2027 2028 2029

46



GUIDANCE REVIEW

R$ Billion

Gross Revenue Projection 2025

3.9- 4.1

Gross Revenue 2024 Gross Revenue 2025

POSITIVO

+ TECNOLOG[IY

External factors that impacted the business:

Deterioration of the Macroeconomic Environment:
caused by high interest rates, resulting in: i) impact on
consumer purchasing power and priorities; ii) reduction in
inventory levels by large retailers and adoption of more
restrictive purchasing policies.

Contingency measures by the Federal Government:
atypical postponements in public procurement, affecting
scope definition, publication of tender notices, and
formalization of orders in expired bids.

Smartphone Market: intensification of the gray market —
products that compete at significantly lower prices than
those manufactured in Brazil, in addition to the entry of
new competitors into the Brazilian market.

Memory Supply: recent unavailability and increased costs
of memory components for PCs, caused by the redirection
of global production to meet the growing demand for Al
applications.

47



FINANCIAL HIGHLIGHTS

KEY FINANCIAL INDICATORS

R$ million
Gross Revenue
Net Revenue
Gross Profit
Gross Margin
EBITDA
EBITDA Margin
Net Income
Net Margin
Net Debt / EBITDA LTM

R$ million

COMMERCIAL
Corporate Sales
Public Institutions

CONSUMER

SPECIAL PROJECTS

956.7
819.6
198.1
24.2%
67.1
8.2%
1.7
0.2%
1.5x

(3.6%
(1.7%)
8.7%

2.6 p.p.
1.5%
0.3 p.p.
(36.5%)  (9.3)
-0.1 p.p.
0.5x

3,079.6
2,642.2
653.5
24.7%
267.0
10.1%
70.9
2.7%
1.5x

(10.1%)
(10.6%)
(9.6%)
0.3 p.p.
(27.0%)
-1.9 p.p.
(113.1%)
-3.1 p.p.
0.5x

TOTAL GROSS REVENUE

_ 625.2 1.2%
_ 396.1 21.9%
_ 229.1 (34.7%)
_ 331.5 (12.5%)
: N/A

956.7 (3.6%)

1,878.7 2.0%
995.6 37.3%
883.2 (37.7%)
933.0 (8.9%)
267.9 N/A

3,079.6 (10.1%)

+
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Fabio Trierweiler Faigle

CFO and IRO
Luiz Palhares
R orecr POSITI\IO
Rafaella Nolli TECNOLOG.
IR Manager o .
A INOVACAO QUE VOCE VAI VIVER

E-mail: ri@positivo.com.br

Website: www.ri.positivotecnologia.com.br
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