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HISTORY

CORRELATED BUSINESS FRONTS.

) SV

1992 2000
FUNDATION
Marcos Ribeiro Leite Beginning of
established CardSystem: an MARKET SYSTEM

OPERATIONS (initially
focused on loyalty

INDEPENDENT Company
focused on the processing of
electronic means of payment.

i

2005

G

2015
EXPANSION

CSU consolidates
itself as the largest
independent card
processor in Latin

America.

Entry into the
CONSIGNED
CREDIT market

solutions).

2001

Beginning of the
BPO services —
costumer care
CSU.CONTACT.

W |

¢ ¢

1996
PIONEEIRING

1st Company in Brazil to
operate simultaneously with
the 3 international credit
card brands.

I =
Lo

THE KNOW HOW ACQUIRED OVER 28 YEARS IN THE MARKET LED CSU TO EXPAND ITS ACTIVITIES TO OTHER

\‘/

&

2019

Resume of growth
and Launch of NEW
DIGITAL AND
TECHNOLOGICAL
SOLUTIONS

&9 o6& ¢

2006

First company in its
segment to GO PUBLIC.
The Company's shares are
traded in the “NOVO
MERCADO” of B3
(CARD3).

£

2018

New contract for
the acquiring
processing
services

&)




ABOUT CSU

5.5 thousand

EMPLOYEES IN 4 UNITS
IN BRAZIL.

Recife l and Il

= Call center.

) Belo Horizonte Unit
CSU's shares are listed on elo Horizonte Uni

= Systems Development.
= Certification.

= Data processing.

= Security and Support/IT.

B3's “NOVO MERCADO".
55.0% of Company’s capital
stock belongs to the

CONTROL GROUP and 40.0%

Barueri: Unit Alphaview

= (Call center.

= CSUITS data center.

= CardSystem
Operations

= Administrative.

= (CSU Institute.

ARE FREE to be traded in the

free float market.

Faria Lima Unit

= Marketing.
= MarketSystem.
= Comercial department.

CARD3 = |nvestor Relations.

Indice de 'G St do tadicede
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NOVvO Corporativa Diferenciada Novo Marcass Diferenciodo
MERCADO
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CORPORATE AND GOVERNANCE

BOARD OF EXECUTIVE OFFICERS

CEO

Marcos Ribeiro Leite

5 5 5 5 3

Cso Cso CSO & COO0 coo RI & M&A
CSU CardSystem CSU MarketSystem CSU Contact Fabiano Droguetti Ricardo R. Leite
Gustavo Menezes Ricardo Manh3es Daniel Moretto e (CardSystem,
Renato Bufalo MarketSystem e ITS)
BOARD OF DIRECTORS BOARD OF DIRECTORS
ANTONIO KANDIR Chairman Four independent members, including the Chairman
MARCOS RIBEIRO LEITE Member
ANTONIO MARTINS FADIGA  Independent Member FISCAL COUNCIL
RUBENS ANTONIO BARBOSA  Independent Member In operation after approval at the ASM held on
B L .

T Independent Member 04/23/2019 three sitting members (+ three

alternates)




CSU: ATECHNOLOGY SOLUTIONS COMPANY dpcsu

ONE-STOP-SHOP business model, with INTEGRATED and EFFICIENT technology solutions

dp CSU.CardSystem

MANAGEMENT AND PROCESSING OF

&) csu.Marketsystem

RELATIONSHIP MARKETING, LOYALTY

dp CSU.Contact

BUSINESS PROCESS OUTSOURCING

ELETRONIC MEANS OF PAYMENT PROGRAM AND E- COMMERCE (BPO) SOLUTIONS
SOLUTIONS
470 MILLION +R$ 250 +19 years in the
Transactions MILLION Market
Transacted . .
R$44 BILLION/ year ber Year Pioneer in
ROBOTIZATION

in Financial Volume




CLIENTS ( AMONG OTHERS)

INTELLIGENT AND SYNERGISTIC PRODUCTS AND SOLUTIONS IN SEVERAL SECTORS OF THE ECONOMY

dp CSU.CardSystem -, 7 @ CSU.MarketSystem "™ CSULITS
i i‘) Banrisu' ’ BANESTES ‘ — Volkswagen Financial Services @ N
— Fioanciamentos, Consdecio. Seguros. Mobiidade. : S ‘e ‘.:‘:): .
porro  Dig |tal) 2 PO nnnnnnnnn \‘{D 7 -¢@- HiperStream
5 Banks TRIBANCO SEGURO S » premmia ODEIEL
&2 SmartBank 3% Sicredi W AR s
CSU.CARDSYSTEM | &* CaruANA  digididiss: A am
UNIT: : digimais:: Pleanpaa ©Losango ~
& Electrolux . P BANESTES: -_/I'SVC
MERCANTIL ([\3 Banco do LI IES= A Banrisul dlglleS::
H 5 [\j Banco do a @,_m.._m_._.. portocred Um banea pora fodos .
::::BrQSC Q rd C ARU ANA { Nordeste  rmiganco | ", financeira
- dp csucontact-- - ——————————————— ~
" —~ | i i a\) o i ny Yrpy,
A Banrisul B Banpar & Santander \é\ EF EnglishLive 3% Sicredi TOK&STOK

CSU.CONTACT
UNIT:

eeeeeeeeeee

I
Atlas Schindler I
o - L @ unida;\f\ |
@Ed Volkswagen Financial Services @ nQ‘t’UI’O G L I V rg I
Financments. ConirnSegrs Hoidds b TRIBANCO HYUNDAI |

ERCANTIL n 4| Banco do : i N A |
%RASIL £V Nordeste m VALID g« ifood viav/a\rét; (&J Aitfox |

[
|
|
I
4|
|
|
{



http://www.google.com.br/url?sa=i&rct=j&q=&esrc=s&frm=1&source=images&cd=&cad=rja&uact=8&docid=wJfsA13m2X2pDM&tbnid=wi3pQL3kTEbbzM:&ved=0CAUQjRw&url=http://www.blackwhiteseguros.com.br/&ei=2ULIU_aeDsPlsAS_u4J4&bvm=bv.71198958,d.cWc&psig=AFQjCNHYa82391nsrBudQ-K1JhmmgfSU-g&ust=1405719506604212
http://www.google.com.br/url?sa=i&rct=j&q=&esrc=s&frm=1&source=images&cd=&cad=rja&uact=8&docid=wJfsA13m2X2pDM&tbnid=wi3pQL3kTEbbzM:&ved=0CAUQjRw&url=http://www.blackwhiteseguros.com.br/&ei=2ULIU_aeDsPlsAS_u4J4&bvm=bv.71198958,d.cWc&psig=AFQjCNHYa82391nsrBudQ-K1JhmmgfSU-g&ust=1405719506604212

dp CSU.CardSystem

ELECTRONIC MEANS OF PAYMENT



CARDSYSTEM & THE PAYMENT CHAIN

CSU plays a CRUCIAL ROLE in Brazil’s electronic

TRANSACTIONS

ISSUERS
SERVICES

» Processing

» Fraud prevention
» Contact center
» Back office

» Cards Embossing

» 100% digital account (no
card, no invoice)

» WebServices (APIs)
» Wearables
» Invoice Expedition

» Origination
(front, online orbatch)

INDUSTRY

FINTECHS
SERVICES

» Processing

» Fraud prevention
» Contact center

» Digital Account

» Prepaid Card

» WebServices (APIs)

ACQUIRERS
SERVICES

» Operation management
» Processing
» Prevention and fraud

» Network management

» Charge back

CASH

APPROVAL

APPROVAL
REQUEST

APPROVAL
REQUEST

ISSUER

(BANKS AND
RETAILERS)

CAPTURE OF
ELECTRONIC
TRANSACTIONS

CARDJINVOICE

B # ﬁ
CARDHOLDERS - MERCHANTS

COMMERCIAL

TRANSACTIONS

CASH

PCI-DSS Certification (Payment Card Industry Data Security Standard) defined by the mainly networks of the market.

COMPLIANT

SAFEGUARD OF THE CARD USERS DATA CONFIDENTIALITY AND INTEGRITY




CARDSYSTEM AND THE BUSINESS DIVISION pcsu

KNOW HOW
* CREDIT CARDS

* PAYROLL CREDIT CARDS

e

) AN INDEPENDENT COMPANY: ALLOWS BANKS AND RETAILERS TO PRODUTOS
ISSUE THEIR OWN CARDS.

¢ CO-BRANDED CARDS

»  FOCUSED ON TECHNOLOGY FOR PROCESSING AND MANAGEING
ELECTRONIC MEANS OF PAYMENT.

* DEBT CARDS
¢ PREPAID CARDS

* PRIVATE LABEL
* HYBRIDS CARDS

* PARTNERSHIP CARDS
* VIRTUAL CARDS
* CSU.DIGITAL

COMPETITIVE ADVANTAGES

/\\/\\/\7\/\\/\\/@\\

INDEPENDENCY INNOVATION & KNOW-HOW SPEED & STRUCTURED TECHNOLOGY & SECURITY
PIONEERING QUALITY CORPORATE
GOVERNANCE




CSU.CARDSYSTEM | PORTFOLIO OF PRODUCTS dpcsu

CARDSYSTEM MAIN PRODUCTS (among others)

VIRTUAL WEARABLES
CARD
|
L PAYMENT BIOMETRIC
.. GATEWAY
s | Via ORIGINATION
BIFROST QR CODE

VIRTUAL DIGITAL
ASSITENT VIA PREPAID
WHATSAPP ACCOUNT

S YT




dp CSU.MarketSystem

RELATIONSHIP MARKETING,
LOYAETY PROGRAMS AND E=
COMMERCE



STRATEGIC DIFFERENTIALS

MARKETSYSTEM,

the

Business

Division

specialized in

technology, promoting engagement and loyalty to our clients

HIGH TECHNOLOGY IN LOYALTY
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SPECIALIZED LOYALTY AND
INCENTIVE PLATFORM
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INTEGRATED TO MANY
COMMERCIAL PARTNERS
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STRATEGIC MANAGEMENT AND
EFFICIENT COMMERCIAL ACTIONS

. v
™
FOCUS ON THE CUSTOMER
F RESULTS
. A
G SPECIALIZED CALL CENTER &
AR BACK OFFICE
Q.0




CSU.MARKETSYSTEM BUSINESS DIVISION dpcsu

MARKETSYSTEM is the most complete SOLUTIONS PROVIDER in Brazil for
LOYALTY AND SALES INCENTIVE

LOYALTY SYSTEM lil

A robust and flexible platform for
management and processing of
Loyalty /Incentive programs based

on the accumulation and redemption

of points.

NEW CLIENTS AND
SPENDING INCREASE

REDEMPTION OF
POINTS...

opte.a

REDEMPTION
CATALOG

CAMPAIGNS MANAGEMENT
PLATFORM

A versatile and secure marketplace
that brings together the leading
retailers of services, products,
fashion and travel in a single buying

A customer relationship
management (CRM) platform that
allows (with multiples tools) our
clients to create and manage their
campaigns through different
channels.

cart.

CREATES
INFORMATION...




COMMERCIAL PARTNERS

OPTe+ brings together the main retailers of services, products, fashion
and travel in a single checkout with more than 500 THOUSAND
PRODUCTS AND SERVICES in one place
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OPTe+ BENEFITS

BENEFITS FOR COMPANIES

BREAKAGE GAINS
Real savings of up to 30%

POSSIBILITY OF LIABILITIES MANAGEMENT
CSU.MarkertSystem’s own methodology

POSSIBILITY OF AGGRESSIVE PROMOTIONS
Take advantage of supply chain dynamics

COST OF POINTS
Possibility to manage costs

PARTICIPANT ACTIVATION
Blocking of card BIN, CPF or client code

POSSIBILITY OF CUSTOMIZED PACKAGES
Product customization for participants

NOT DEPENDING ONLY ON A SINGLE AIRLINE
+250 airlines available

optewa

BENEFITS FOR PARTICIPANTS

POINTS + CASH
Enables the redemption of high-end
products

MORE CONVENIENCE FOR
CLIENTS

Immediate redemption without
point transfers

COMPREHENSIVENESS: COMPLETE
TRAVEL SOLUTIONS

Airline tickets, packages, hotels,
car rental

ACCRUED POINTS BY USING POINTS
IN TRAVEL

Redemption cycle is maintained
without additional cost

INCREASE OF RELATIONSHIP WITH THE CLIENT

Active participation throughout the client’s
cycle, creating a closer relationship

PAY FOR TRAVEL FEES WITH POINTS
Reinforces the concept of “Travel Reward”

GREATER AVAILABILITY
Members can choose the best
redemption option




REVENUE SOURCES

Main sources of REVENUE

OPTe+ LOYALTY

*
x

e N 4 o L
éi REBATE ii <erup éi CLIENT éi SOINTS
(%) paid by _ (Contracting S——
business Implementation Party) S
partner to cost (%) over sales 5 f o
Csu volume points
OPTe+ CORPORATE SHOPPING
. "4 CONTRACTING PARTY
é é In the Corporate Shopping, clients
(Contracting Party) are responsible for:
I;I)EBA;Tf SETUP
v i CLIENT BASE
Business Implementation @/
tner to et @/
parCSU (to be defined) BRAND

@/ACTIVATION COST

ONLINE SHOPPING (OPTe+ B2C)

é REBATE

(%) paid by
business

partner to
CSuU




) csu.contact

CONTACT CENTER
AND BPO



CUSTOMER EXPERIENCE

ICUSTOMER EXPERIENCE AS BUSINESS STRATEGRY

Revolutionary relationship solutions, using high technology and
cognitive intelligence, making the experience between clients and
companies more human.

Traditional Channels

TECHNOLOGY SOLUTIONS

Digitalization and
Avutomation
Processes

Self-Service Robotization

Presence
Services

Education
Solutions

Digital and Social
Channels




CUSTOMER JOURNEY

I SPECIALIZED SERVICES FOR ALL THE CUSTOMER JOUNEY

o Retention

Collection

>
SAC o

Back Office

Sales .
Other services:

*  Technical support
*  Complaints management

* Digital relationship



OPERATING AND FINANCIAL
PERFORMANCE



HIGHLIGHTS OF THE PERIOD
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COMMERCIAL OVERVIEW: Signing of NEW CONTRACTS in all Business
Divisions and expanding the existing ones.

CARDSYSTEM DIVISON: +2.8 MILLION CARDS ADDED to the base
throughout 2019, reaching 22.7 million registered cards (+15.8% YoY and
+6.1% QoQ).

MARKETSYSTEM DIVISON: RECORD OF TRANSACTIONAL FINANCIAL
VOLUME (OPTE+) IN 2019: R$ 283.2 million (+15.9% YoY).

CONTACT UNIT: 2,183 billed workstations by the end of 2019 (+4.9%
YoY), reflecting the NEW CONTRACTS SIGNED in the period, using NEW
TECHNOLOGIES and ROBOTICS.

39.3% PAYOUT ON NET INCOME FOR 2019: Distribution of R$10.6
MILLION AS INTEREST ON SHAREHOLDERS’ EQUITY, payed to on
January 6™, 2020.



2019 BUSINESS OVERVIEW

Favorable scenario regarding to EXPANSION OF CURRENT CONTRACTS and
NEW COMMERCIAL CONTRACTS signed in all Business Divisions.

CSU.CARDSYSTEM UNIT CSU.CONTACT UNIT

—remrermaree. . Digital P B ifoed S .
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EBITDA AND NET INCOME HISTORICAL EVOLUTION

CONSISTENT DELIVERY OF RESULTS over the quarters

EBITDA (RS million) and EBITDA Margin (%)

B BITDA == EBITDA Margin

27.7 29.3

1Q19 2Q19 3Q19 4Q19

Net Income (RS million) and Net Margin (%)

- Net Income =®= Net Margin

1Q19 2Q19 3Q19 4Q19




CARDSYSTEM DIVISION IN 4Q19

M CARDSYSTEM  ° Billed and Registered Cards

(Million of units)

electronic means
of payment and addition to
acquiring processing services

:.-::Broscord 22.7

21.4 4019

The safe direction for your bus
VS.

Digital LM
Banks) 3Q19

|
I
I
I
I
I
I
I
I
I
15.7 15.9

cARUANA | 7 S
0 I
risanco (B9 BANESTES
=
digimais:: Eal |
Tt PORTO |
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I

19.6

SEGURO 4Q18 3Q19 4Q19

H Banrisul oy
osango I Billed Cards Registered Cards

7% Sicredi
Banpara @/ In 2019: GROWTH RESUMPTION in the Division, with the increased use of
DIGITAL PAYMENT METHODS.
S k
I &3 SmartBan @/ MATURITY OF CONTRACTS signed over the last periods.
'\ ERCANTlL (fj pancode | @/ ORGANIC GROWTH with the addition of 2.8 MILLION CARDS in 2019.
\ /




MARKETSYSTEM DIVISION IN 4Q19

Transactional Financial Volume (rs million)
M MARKETSYSTEM Opte. *a., and Evolution per Redemption Type (100 basis)

marketing, loyalty,
incentive and e-
commerce

283.2 %
0
24.4;3//4 2019 vs.
CARUANA 147 2018
a~ u . : 109
2% Sicredi | 100 100
YWBANCOOB SEG0RO
premmia,. 4% 2018 2019
TRIBANCO
D Banrisu| - OPTe+ Miles and Others —®— Transactional Financial Volume
ERCANTIL
(MBDO RASIL @/ EXPANDING EXISTING AGREEMENTS, WINNING NEW CUSTOMERS and
E] Electrolux COMMERCIAL PARTNERS added to OPTe + platform.

(g Banco do & RECORD OF TRANSACTIONAL FINANCIAL VOLUME IN 2019: RS 283.2
r MILLION (+15.9% YoY).

@ BANESTES

o - @/ Exclusive redemptions through the OPTe+ platform (+46.5% YoY) growing
“:t::f::ﬂ'f::'szmes higher than ‘Miles and Others’ (+9.1% YoY), speeding-up as of 4Q19.




CONTACT DIVISION IN 4Q19

———————— - Workstations
" o contact

Contact center and
BPO services

Average Billed Workstations (Units) EBITDA/ Workstation (RS’ mil)

2.080 2.183 ’_._l

1.916 2922
2.660
893 I I

4018 3Q19 4Q19 4Q18 3Q19 4Q19
- Average Billed Workstations (Units) - EBITDA/ Workstation (RS’ mil) - by quarter
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@ HIGHER PROFITABILITY: workstations increasingly focused on digital operations.

Volkswagen Financial Services @

Consbrcio. Seguros.

HIGH-SPEED IN CUSTOMER PROSPECTION: over 500 workstations were hired
throughout 2019.
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Gross Revenue (RS million) EBITDA and EBITDA Margin (RS million and %)

@ Il cBITDA =@~ EBITDA Margin ;

.—-@—" 466.2 482.4 M 102.8

27.7 29.3

4Q18 3Q19 4Q19 2018 2019 4Q18 3Q19 4Q19 2018 2019
Net Profit and Net Margin (RS million and %) CAPEX - Allocation per Business Division (%)

Il Net Income  =@= Net Margin

-18.2% 2,3% 2,3%
S - 62,0%
66,3%
-1.3%
10,4%
9.3 9.7
2018: RS 51.4 million 2019: RS 50.7 million

8.9% . 7.4% . 8.9%
M CardSystem MarketSystem ™ ITS B Contact ™ Corporate

4Q18 3Q19 4Q19 2018 2019 28




CSU | CAPITAL STRUCTURE (before IFRS 16)

dhcsu

Gross Debt Amortization Schedule (RS million and %)

Total: RS 44.9 million (December 2019)

1 year 2 years 3 years 4 years

Net Debt and LTM EBITDA (RS million and %)

D@ O O DD

1 102.8
81.5 83.6 84.1 49._5_/‘
o —C ==
25.8 23.8 229

12.7 16.3

dec/18 mar/19 jun/19 sep/19 dec/19

=8= Net Debt =@= LTM EBITDA @ Net Debt / LTM EBITDA

Gross Debt Composition (in R$ million)

- Long Term

-18.4%
55.0 l_@_;

45.9 44.9

14.9 13.0 14.4

4Q18 3Q19 4Q19

o  SHORT-TERM debt
representativeness of 32.0%.

&  RESPONSIBLE MANAGEMENT
OF CAPITAL STRUCTURE.

@/ Comfortable NET DEBT/ EBITDA
ratio at 0.2x in the Quarter.




CSU | cAPITAL MARKET

ENTERPRISE VALUE, EBITDA (RS million), EV/EBITDA e P/E (x)

SO C OO IIDDOOD
593

509

412
397 o 254 -

&= g
[ ] Enterprise Value

EV/LTM EBITDA

I L™ EBTIDA

81 84 84 92 5

Dec/17 Mar/18 Jun/18 Sep/18 Dec/18 Mar/19 Jun/19 Sep/19 Dec/19

INTEREST ON SHAREHOLDERS’ EQUITY (ISE), based on the financial statements ended December 31, 2019:
» On December 3, 2019, CSU announced the payment of ISE totaling R$4.0 MILLION (R$0.097 per share) referring to the 4Q19.
» Until September, R$6.6 MILLION had already been declared as ISE for the 9M19.

» On January 6, 2020, these earnings were paid to shareholders totaling R$10.6 MILLION, RELATED TO THE FISCAL YEAR OF 2019.

In addition to the INCREASE IN THE PERIODICITY OF THE DISTRIBUTION OF EARNINGS, the amount already stated reflects the
Company's confidence in the EVOLUTION OF THE RESULTS THAT ARE BEING DELIVERED.




GENERAL CONSIDERATIONS

This presentation may contain statements that
represent expectations about future events or
results according to the regulations of the
Brazilian and international securities regulatory
authorities. These statements are based on
assumptions and analysis done by the Company
based on its experience and the economic
scenario, as well as on industry conditions and
expected future events, many of which are
beyond the Company’s control.

Important factors that could lead to significant
differences between actual results and these
forward-looking statements involving
expectations about future events or results
include the Company’s business strategy, the
Brazilian and international economic conditions,
technology, financial strategy, client
development, financial market conditions,
uncertainty regarding the results from its future
activities, plans, goals, expectations, intentions,
among others. In view of these factors, the
Company’s actual results may differ significantly
from the results stated or implied by these
forward-looking statements.

The information and opinions contained herein
should not be construed as a recommendation
to potential investors and no investment
decision should be based on truthfulness,
timeliness or completeness of such information
or opinions. None of the advisers of the
Company or their related parties or their
representatives shall have any liability for any
losses that may result from use of or contents of
this presentation.

This material is the property of CSU. Partial or
total reproduction without the written approval
of the Company is prohibited. All rights reserved.

dcsu

Investor Relations

Telephone: +55 (11) 2106-3700
E-mail: ri@csu.com.br

Website: www.csu.com.br/ir



