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Functional expertise would keep commanding the relationship over the technology-architecture layer Expand our functional expertise
TWO years agO, Al would open up an opportunity to expand the TAM Command the application environment
O . . . .
thlS was the Al The Chal!enges of expanding the TAM through Al involved the processing costs of - o o
ViSiOn we Iaid out! completing tasks and accuracy ommand the applications
: Whoever held the functional expertise and proprietary data would hold the greater

advantage Build agent-creation capability

Software developers with that functional expertise would build the best agents Create the TaaS model



. . ' Clients with organized databases and c TOTVUS
Functional expertise |
and proprietall?y data ‘ - h updated systems

Environment O ' LEEIL '
Mastery
i

o — API Mastery
o M
In Al for the astery ~ Governance
SMB Ageng . R .-

Creation L Orchestration

=3 - : Agent
— | Development
TaasS .
Model Creation s Agent Builder

CO RTE N Management Operating System




Theim )acton
resultsis
already real!

-

Sequential accelerationin Gross ARR Addition*

e ——

4% 4%

e eym———

8%

R$400M

R$300M

R$200M

B Volume
@@= 9% Growth YoY

TOTVUS

C Gross ARR Addition

0% growth

between 3Q24 and 2Q26

*excl. Linx j




Al Enablers' rising share of Revenue-

2Q26

2026

Theim )acton
resultsis
already real!

*Recurring Revenue of Management exc. Linx




Theim )acton
resultsis
already real!

-

Year-over-year cohort evolution
base100

100

YearO Year1

Year 2

Year 3

Year 4

@ 2024cohort
() 2023cCohort
@ 2022cohort
‘ 2021 Cohort
{ ) 2020 Cohort
@ 2019 cohort




The impacton
resultsis
already real!

Adjusted EBITDA growth
(R$ million)

22.8% e

3024

25.4%

2Q26

B Adjusted EBITDA

@= 9% Adjusted EBITDA Margin

L ' G Sl F BRI s s o A AL A e o e e N U D SRR W
| con (& EBITDA Margin -+

AN " e R L O3 T SR TR Lo b e SN R S S s T A - R SV NS SN )
, < %ﬂ LYORETVROSSRNER - R (O G R A SR e e ) y
AN NSRS ,,.ﬁ. B0 NG R LG BN E Rt S S R A )

260bpSs expansion

in Adjusted EBITDA Margin between

3Q24 and2Q26

coo C EBITDA =+

40% growth

iINn nominal EBITDA between 3Q24 and 2Q26

©1oTUS




Now, the la hatwill shape
the | sults



)

at

aas

is and how it
works

Revenue from APlIs and Agents are tiered into Clients pay a fixed monthly fee that
Agents and APIs T-Coin (credit) consumption bands generates a T-Coin allowance



are just the Input

at
aasS
is and how it
works
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Is and how
works



Interais abundle of

TOTVS solutions
offered to clients




+100%

+65% Intera 360 =
Standard + Financeiro + RH + Marketing Continuo

+40% RNt The percentage increase is applied to the
monthly fee. Additionally, consumable items are
billed separately.




A new category is born:

Management
Operating System

i
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C1oTUS

@D APPLICATION
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Al Journey:
In5|de T- Ioud and

O TOTUS




T-Cloud

The largest Brazilian clouc




C1oTUS

Saa$S Paa$S
\ Software as a Service Platform as a Service

The CIOUCI With the DNA ’ Purpose-built cloud '
of management software

Local
currency

' Security l’ Performance




C1oTUS

Multicloud Simplificationand Predictablility
strategy Scalability

Versatility Optimization  Acloud optimizedto
scaletheclient's
business




C1OoTUS

TaskasaService
Tg:x:d:éf: ' Model catalog Single API
AgentBuiIder | WY MY s Le : it | :P.II.'protection Guardrails
| e S
R o 1 Art|f|C|aIIntelllgenceasaSerw e " Observability Usage limits
~E 0 | oot G LD 1 @ : s
Enterprise Layer 150 ¢ & 1@%%1 © < Multi-Model | Multi-Provider

B <O Sovereignty and privacy Security and compliance (%) Costpredictability & Localcurrency



C 1toTUS

Our Al foundation enables multiple offering models, an ideal fit for every company maturity level.

P 4 4 4 4 4

Alembeddedin Specialist Custom Agent Engineering Al Orchestration
the products Al agents Al agents Platform Platform

P LYNN

- I - po- -
ERIVS Al foundation ~ Agent Builder Al Governance Enterprise Layer

| e o S
- | K I S
i ey ey i | - - | :

' g m—— - Model-agnostic Input/output guardrails UX with human-in-the-loop : . S =
T o , ~

- #‘ '
e —— / oG e S | ,

R - . f g s ';. = See now : e

o i
P ] ; «? =
4 .

® - L o2 g

B o




C1oTUs

LYNN Garden:
CrieagentesdelA
paraotrabalhoreal.

DX LYNN

foundation . Chief of Garden

Uma plataforma paracriar,
conectar e operar agentesde
|A.




)X LYNN

TOTVS' Al
foundation

T LR UL VTR TR

e . L

Tergstes

Yy eath

oy Cots

J3re Teowes ens

HNOVO ageren

Rotooder oo
demandn

Feanssasor mdnmo o
neguldiro

Apdennts Mrpeets de

frompts

Ardeucts de
Conhiecerasio
COpaativo

Aralutn de e
Bomce harcebe

Cocferunie 2
despesase
e ThoRos

Resarnicdar » trisdor de
srdves

CONGUss comanal 08
progoston

Accitat on Mt

ASSEIRN0 GO QNS
operacional

NN Garden
-case demo

Step 2:
Creating an agent integrated
with RD Marketing

C1oTUs
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NN Gard
L"( LYNN a8a damo
TOTVS' Al Step 3:
foundation

Using the agent




C1oTUs

T TTAABNRRIETA MW & “ B B .
\'4 NN Garden
| oo Cyneans 110 Haton G e | o a5 " e : solcaa ¥ v po
L N N -case demo
‘ Fewteics .

TOTVS' Al

. Step 4.
foundation -

Using templates




LAUNCH
FIRST-OF-ITS- KIND STUDY

From adoption
to scale

The maturity of artificial intelligence in
Brazilian companies

MITSloan
Management Rewew
Brasﬂ '

C1oTUS



What this study measures

Where
we are

The extent to which the market
Is aware of the existence of Al
and what it does

9
D hcop: D Measure P LR

How many companies use it, at Whether the company tracks the How much the gain represents in
what stage, and with what level of costs and results of the initiatives terms of revenue, margin, or cost.
autonomy

MiTSloan

Management Review

Brasil

‘ C1oTUS



Stud
high

L
3_ L
. ":
wr

:

7 &
..

s -8
P
\

I?ghts

Key takeaways

80% are already using or

testing Al. Only 7% have

iIncorporated it into their
strategy

Al autonomy is
determined by
data organization

40% run Al initiatives
without
coordination across
areas

Skills development tops
the list of challenges, yet
only 7% have a
structured program

The two levers of maturity

+41%

of maturity for those
integrating Al into
management systems. Only

8% of companies have done
SO

+40%

of maturity for those
maintaining active
partnerships with the
technology ecosystem

MITSloan

Management Review

Brasil

‘ C1oTUS

National reach and volume

583

interviewed companies

27

federative units, all of them in the country

45

structured questions

70%

Respondents in leadership pc_)f;itizls

margin of error, 95% b@&e

10%

NORTE

17%

NORDESTE




M pan ‘ CToTUS
FIRST-OF-ITS-KIND STUDY

From adoption
to scale

.Thél.-:_maturity of artificial intelligence In

Brai’%@icompanies
b

ITSloan prasil

Management Review

y Release Date: 7
% 'ﬁa*xgif;z;g;egggegfcfa = O CtO b er 1 Bth | /
6 pm | |




Foundahon

Connectlng TQTVS speuahst solutions




»

Artificial
Intelligence

Connecting the
specialist solutions

Productivity Al

Strategic Al

\

Analysis-and-
speed Al

—

Specialist agents
connected to the
business process

Functional depth as the
differentiation of the integrated

solutions

Lower TCO across the solutions

o



C1oTUS

Libaracho de Pedidos de Vends [ATade0) Documantos e Salkia MATA4B0A)

Specialist
Agents

Billing Agent

2y
»




C1oTUS

Specialist
Agents




TaaS
portunity

Differentiators

Consumption-based
subscription model
with allowances

Predictability For
the client

Outcome
measurement
for each agent

Strong connection to
the differentiators of
TOTVS' solutions

C1oTUS



.....

BASE EXPANSION
More offers per client, and a stronger client presence

2023 Active ARR 2026 .
+9§v§h°/ A stronger Higher sales to
m : g Trusted Advisor the same client

é role with the SMB
Expansion Opportunity for

opportunity into TOTVS productsin
3.7 Offers 4.3 Offers Linx retail the Linx base

PORTFOLIO USAGE
average offers per client




Marketlng
Contmuo

G Wth tb ghtt mp unds.

O TOTUS




GET=ED . grorus

_ : CEYC ) |
Al as the connection: D - (e

the Anthropic
example

We buil_t bﬁ.What's
already working

Lean Data
Routing

Claude

Does the work between the tools

Clay

Enrichment

O (e D
NN

@ Snowflake SR
: Warehouse Slide presented by Eleanor Dorfiman, Head of Industries, Anthropic

< Gmail > < Slack >
Mail Comms

Internal communication Data base




TOOLS AREBOUGHT. THE WAY YOU OPERATE IS BUILT

Value-generating technology

iIs where the two meet
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o e 4o C1otus
Sales does
p : . solution to a pain point
: i shapes how the brand's
ma r e lng s e L value is perceived



C1oTUS

Every campaign goes
beyond connecting with your
audience;it'saway to
generate revenue and value

Marketing does
marketing




C1oTUS

] Marketing isn't what one
department does, it's what the
customer perceives:

a single brand, built continuously
INn every interaction

Fverything is
marketi%g




C1oTUS

TOTVS answer to
how to operate

ntinuo

//
I @
\ g
\
\
~_ "



C1oTUS

A customer becomes a case, the case becomes segmented content, and
customers with the same proﬂle ask for the same solution: one sale puIIs
the next :

Deep context

The plllars Of A lead reaches out and the salesrep already knows what they

Marketing oy Mecmesiontar
contlnuo Predictable behavior

Product usage drops and conversations cool off. Al catches the | | A customer mentions in a ticket that they're about to Qpen a sEoOnd
signal on its own: outreach arrives before the cancellation request ’ S store. That remark becomes data: marketing adjusts sale-s prOposes .

Connected information et




C1oTUS

Al needs
context

WHEN THE INPUT IS GENERIC, THE OUTPUT WILLBE TOO



| data

A single context: customer
management and back
office on the same data

cision

CUSTOMER
MANAGEMENT

BACK
OFFICE

Deep context

RD VENDAS

The sales rep enters the negotiation
already knowing the credit limit

ERP
Finance
Tax
Accounting

Sends information on open
receivables, margin, and
purchase history

Predictable behavior

RD ATENDIMENTO

The agent responds right where the
customer's request stands, without
transferring the call

ERP
Finance
Tax
Accounting

Billing, shipping, and delivery
statusinreal time

Spiral growth
RD VENDAS

Customer repurchase becomes an
offer for customersin the same
segment

A

A

ERP
Finance
Tax
Accounting

Repurchase history and mix by
segment

3y C1oTUS
Connected information

RD MARKETING

Campaigns segmented by real
margin, not clicks

ERP
Finance
Tax
Accounting

Real margin per item and each
customer’s real average order
value




C1oTuUs

RD Station Marketing

L Danilo | Architect
Sends the campaign el e Wants the product for one of his

Andra. :
materiais
eletricos

Al

Automates and
personalizes the
campaign base
on the purcha
profile

TOTVS RD and TOTVS
Managementintegrated www.andra.com.br



Andra_ _
materiais
eléetricos

TOTVSRDand TOTVS
Managementintegrated

Al
Handles the
request, screens
it, validates the

o . Cust ID
Danilo | Architect el

Sendsthe ~amis o LR Wants the product for one of his options
- constructionprojects ,.,..._,.,.}

RD Station Marketing

Al

Automates and
personalizes the
campaign based
on the purchase

profile /

RD Station Conversas

Receives the
purchase-quote request

www.andra.com.br

C1oTUS



Andra. '
materiais
eletricos

TOTVSRDand TOTVS
Managementintegrated

Al
Handles the
request, screens
RD Station Marketi I, validateStig RD Station C
action Marketing ° . O CustomerID, ation conversas
Sends the campaign = - Wants thetprogl_uct for.onte of his options Receives the
i ""'}““""“““ purchase-quote request
Automates and | L o s ,
personalizes the _I 5 | e e RaLon CRM I
campaignbased e i mirror of the ERP =
on the purchase , S | . - Receives information fromthe ERP 277707 1‘ sttt Al
profile | . and builds the quote Opens the
opportunityin the
CRM and assigns

it to the salesrep

www.andra.com.br

C1oTuUs



Andra. :
materiais
eletricos

TOTVSRDand TOTVS
Managementintegrated

Al
Handles the
request, screens
it, validates the

. : e OUSE ID
Danilo | Architect perll

Sends the campaign N Wants the product for one of his options
e R e constructionp _,...,-_.}

RD Station Marketing

Al

Automates and
personalizes the
campaign based
on the purchase

profile delivery [ead time

RD Station CRM
mirror of the ERP

ERP | Protheus
mirror of the CRM

 —

1
]
]
|

and builds the quote

"“"‘““' Integrates billing, inventory, and “"”‘—:i"“" Receives information from the ERP '"'""'{'

RD Station Conversas

Receives the

————— e o purchase-quote request

Al

Opens the
opportunityin the
CRM and assigns
it to the salesrep

C1oTuUs

Aly

Powered

by
LX LYNN

www.andra.com.br



B + =
THE THREE PILLARS & ToTus

It I th ; No-Code & Native
fycerra y e cuscorner 01] A ’ o e ' , =Blatform, to build complex
. ’ ent|Builder [Pplaomansmete =po==-r"
~builds. 9 g ovcsimply
! 12x faster 2
Con Versat/'ona/a/, [—he @@ AI COpFIOt The gateWW 3;23/set||cc):prﬁ;jeuncttlon|nt|me—to—marketvs. traditional
custormer operates. i the customer to Adoption accelerator
bUlId The main entry enabler for SMBs taking their first steps
Externally, the g8) Al Connectors with Al
custorner connects. e Revenue driver
‘ The main driver of T-Coin consumption acro D

portfolio



. . C1oTUS
A continuous spectrum of attonomy, from the curated interface to the LLM as front-end

F u tu re ViSio n: Entry user Intermediate user Advanced user Headless user
%)

RD's 4 user profiles B
¢ CHEAPER
in the Al world INTERFACE

‘ Q MORE EXPENSIVE

INTEGRATOR LLM-FIRST

The RD portfolio must be excellent at every layer,; the sarme customer migrates across profiles as they mature.



.. Omomns

2013




C 1oTVUS

-

| | i i SDFVET GG | processes
X LYNN M LYNN

The era of
Marketing Continuo

RD Vendas (CRM) RD Atendimento
Surl



Bundled offers and
AI are drlvmg ARR

O TOTUS




C1OoTUS

- 40% volume

growth of clients use up to E 250 U d 250/
-  3 TOTVS solutions, -~ o +90 naer 0
between 56%

d out of a maximum of more than of Gross ARR Addition offices, expanding our % isthe

1 f lient distribution platform share of the
40 SOlLItIOI‘IS COMES IO AW CHETIES > largest segment

available per value chain IN Recurring Revenue




A new category is born:

Management
Operating System

i
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@D APPLICATION
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C1oTuUs

Crorus

¢xamed.
n

ome ¥ Negocios

Com IA, TOTVS reduz 46% o tempo de
implantacao de ERPs

Em algumas etapas, tarefas caem de 480 horas para 22 e projetos de trés meses passam a levar

)

Real reduction in implementation time,

I 0

to accelerate software sales

A MmO

cerca de um més

_ Owla Wit por Dedswio da Mudeoys

AlY Al DOCUMENTING THE Al RUNNING THE TESTS
developed with PR o J ECT

technology from

b LYNN




TOTVS > Cases > Vedacit

TOTVS e VEDACIT: saiba mais sobre
essa parceria de sucesso

VEDACIT

A escolha da VEDACIT por um ERP robusto e ainfraestrutura
em nuvem da TOTVS oferecem uma base tecnoldgica
moderna, segura e preparada para o futuro, sustentando o
crescimento da empresa.

Winback

o (&) TOTVS

HPE Automotores substitui ERP
global por TOTVS

Global competitor migration

1000 o Dl Rl i Prtclutn s Cimico

TOTVS e Requim: saiba mais sobre
2s5sa parceria de sucesso

A escolha da Requin por um ERP robusto & solugoes
aigias iaizacas da TOTVE garante uima Beda Dacnoddgics
segUm & preparada para o fubung, gamantindo excelénoia
oparmciona g seguRngs fiscel

Deeper penetration in new markets

TOTYE » Cange = EMTEL

TOTVS e Grupo Emtel: saiba mais
sobrae essa parceria de sucesso

Ernpresa especiaisa amlocacio de frobs plogistica seser
gestio ESE e reduz em 8 3% o tampo de Fvenbana de
ernissies da GEE coem soiucio TOTVE, ganhand o agiidade «
e o DA 0 s sekmingin de sustan Eniidack

TOTVE > Tt > AROMO tive Deestind

TOTVS e Automotiva Cestari: saiba

mais sobre essa parceria de sucesso

A adogho do ERP da TOTVS nesceu da necssskihds daa
ornpress seoder A adgincias de Reforma Tributdrie o de
migrar 0 ambiente ce Tl para a nuvem.

C1oTUS

Source: e


https://www.totvs.com/case/
https://www.baguete.com.br/noticias/hpe-automotores-substitui-erp-global-por-totvs

Al &
developed with
technology from

s LYNN

Al
opportunity-upside
4

Alou ° P

]

1Ll

DATA LAKE

Higher sales-rep productivity O TOoTUS
Individual sales-rep enablement, one by one

Copilot for field sales-reps

Complete history of client interactions

Automatic CRM data entry

+44 4144

Al product Al
specialist churn-risk
1 I\
Services e S
SDR Inbound Sales Field Sales
Data Data Data

J

Value Engineering
Data

J |

and there's much

Vertical Sales
Data

more to come...

Customer
SupportData




B L Linx
The launches  +laas

that will sha pe i
the results ..

4+ NewlInteras




Agentlc

We're |ead|ng the evolution of work through
synergy between humans and Al agents

C TOTUS




More demand,
same team

How TOTVS absorbed a critical surge in demand
by multiplying service capacity with Al agents

2017

2018

Y ALA

iINntickets

+30%

headcountindedicated
hires to meetdemand

2024

2025

PAOVAS

0

dedicated hiresto meet

+311%

in tickets from 2024 to 2 o OA)
2026, cumulative

of tickets resolved at first
contactwith Al

C 1oTVUS



RD STATION THE AGENT TEAM Srotus

They cover operational gapsand do

what isn'thumanly possible
I e v PERFORMANCE
l f::.»_ e ' ¥ AGENT

o« 'l PROJECTS AGENT
° el compaignarlysi T MARKETING CONTINUO
M ar e t l n g O s Natively integrated into other solutions happening in practice

S@F CREATIVEAGENT

. « CALLS AGENT Scriptsand storyboards

Listensto Salesand CS calls

Rising to the challenge of an | .
increasingly dynamic market, with Al Centralized knowledge bases
agents on the org chart Each area's perspective in every

decision, No silos




C 1oTUS

O O O
THE MABKE LT &

0 WhatsApp campaign down 8%, Decision: campaign anchored in the official
with the landing page stable pARneE NPt Moto 30 - Sdays
] — — to detect

| — Sl a deviation and act
A real campaign, from first fl‘llf/";’ngﬁg | :
signhal to going live in just over the fear ofbeing bannad : x 1009% +500
24 hours . .

Agents deliver the finished work —= = | less rework time O;ﬂg\r/]ve%r?ae%%\\fgth e a%ﬁ/'écgzgéetg o
unprompted | it regardless of the team month
o / & o A\ =

Note: Preliminary data



Devs: Standard Profile

Al from US$40 to US$200 per dev/month

AGENTIC ENGINEERING

What we invest,
what we gain

Monthly Al spend per dey, relative to
salary, and the productivity gain

1.4%t07% —,  +30%

productivity in the
of salary on Al development stage

Al spend up to 7%

Gain +30%

Devs: High-Performance Profile

Al from US$600 to US$3,000 per dev/month

M%ad7% _,

of salary on Al

Al spend

Gain

+100%

productivity in the
development stage

upto57%

+100%

C 1oTVUS

Note: Preliminary data



C 1oTUS

@%

CONSOLIDATED
Revenue per FTE

Higher Net Revenue per employee:
productivity grows without the
team growing at the same pace




The future of work, HI + Al, is already
areality at TOTVS




Enhancing what
alrea y WOr KS

O TOTUS




C1oTUS

Gustavo Mendes

9 months

enhancing what already works




-
. , C1oTUS

THE Al THESIS: -
T [ \
El‘ﬁcietncytrensletjnginto | wo pl ars | tOpertzgtior(wl_'cjl )
custormer experience :y that connect integradion (Linx




WH

- |S THIS ALR

DY SHOWING U

D?

Efficiency gains across our indicators



Receipts

A Conta

enables the integrated, reconciled,
end-to-end journey within the TOTVS ERP,
connecting credit, receipts, and payments
IN a single experience

%%// companies

nanclal management







° Selectsinvoices for payment

Generates the payment schedule and the
CNAB file

Q Sends the CNAB file to the bank for payment

° Receives the return file and loads it into the ERP

° Manual clearing

e Manual reconciliation

Low efficiency

Risks

Costs

Errors

Conta
techfin

The same goal,

Automatic DDA* upload

Selects invoices and sends
them for payment

Approves payments
Clears automatically

Reconciles automatically

Potential savings
ofupto

R$30 thousand
per year

ERP Finance

It isn't just a digital account.
It's a set of services integrated
into the TOTVS ERP

*Brazilian Authorized Direct Debit; local banking acronym kept



Integrated journey We're unique

Antecipa

We're the first




Why switch from your
bankto




Data enables

Cred |t client product limit price timing KS gain Of MetriC that measures hOW
_|_9p p* well a credit model
separates good payers from
Integrated and Greater competitiveness in bad ones

reconciled journey receipts and payments offers

*vs. the average of incumbent banks



|
|

[1T]

Credit solutions

R$6.7 bn

credit production

R$2.8 bn

credit portfolio

7
// Receipt solutions
Hal 30 million R$56bn 398

transactions in accumulated activated
Recebe+ | TPV clients

\ Numbers

\ 5.8 million

NS ) »
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