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Q TotVs DISCLAIMER

This material contains general information on the activities of the Company as of September 2015.The data presented herein has been summarized
and it is not intended to serve as reference or financial advice to potential investors.

The information may include statements that present the expectations of the company’s administration and/or predictions about future events.
These predictions involve risks and uncertainties that may cause actual results to differ from those projected in such prospective statements.

Forward-looking statements may be made relating to TOTVS's business prospects, operational and financial estimates and goals, based on the
beliefs and assumptions of TOTVS’s management and on information currently available. Forward-looking statements do not guarantee
performance. They involve risks, uncertainties, and assumptions because they relate to future events and therefore depend on circumstances that
may or may not occur. Investors should understand that general economic conditions, industry conditions, and other operational factors could also
affect TOTVS' future results and could make these results differ materially from those expressed in such forward-looking statements.

No representation or warranty, express or implied, is made regarding the accuracy, fairness or integrity of the information contained herein.

The material does not constitute an offer, invitation or solicitation of an offer for the subscription or purchase of securities, and no information
contained herein should serve as the basis for any contract or commitment.
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® TOTVS
WHO WE ARE

TOTVS is a business solutions company founded
and based in Brazil, with clients in 39 countries and
11 Development Centers located in Brazil, Mexico
and the United States.

One of the largest ERP Suite providers in the world
and the leading provider in Brazil, where it tops more
than 50% marketshare.

22" most valuable brand in Brazil, and 15t in B2B.

First technology company in Latin America to go
public.

+R$1.0 billion invested in R&D in the last 5 years.




© ToTVS Our Way:

#equal, but always #different

#connected

#streamlined

We strive to remain #essential to our CLIENTS.
Our purpose: e \ We develop what we #believe in and practice what
To make our clients more competitive in their segments. we #develop

\ By thinking #together, we do #better

© 10TVS

THINK TOGETHER

Our challenge:
To always be one step ahead of our CLIENTS’ needs. / / #GPS TOTVS:
@ simple ‘ @ agile ‘ @ connected ‘ @ cloud‘ @ essential
TOTVS Manifest:
N N N il il
"Context: TOTVS Commitment: TOTVS guideline for 2015/20: TOTVS expansion: Conclusion:
In the coming years, we will work Enable new behaviors Develop what we believe in Grow by helping strengthen By thinking together,
in the following way: + simple, and put into practice what we the market we do better
+ different, + collaborative develop

and 100% connected
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BOARD OF DIRECTORS

STRONG CORPORATE GOVERNANCE

* More than 66% of free float: a corporation
with no controlling group

e 7 out of 8 members of the Board
are independent

German
Quiroga

WHO WE ARE

Laércio
Cosentino

Pedro Moreira
Salles

Maria Helena
de Santana

Danilo
Silva

Romero
Rodrigues




Q TotVs WHAT WE OFFER

SPECIALIZED SOFTWARE SOLUTIONS FOR COMPANIES OF ALL SIZES IN 10 MARKET INDUSTRIES

mh O " EEL &

°

MANUFACTURING SERVICES RETAIL DISTRIBUTION AND CONSTRUCTION
LOGISTICS AND PROJECTS
EDUCATIONAL HEALTH AGRIBUSINESS LEGAL FINANCIAL

SERVICES




o TOTVS OUR PRESENCE

B 4

BRAZIL Distribution

5 Branches 52 Franchises

* S&0 Paulo * Throughout the

e Rio de Janeiro Brazilian territory
* Belo Horizonte

* Recife

* Brasilia

e Branches
o Franchises

Innovation

* Development Centers 9 Development Centers

» Structured by sector

* + 3,000 people working in development
and support




WORLD

Distribution

2 Branches (1 in Argentina and 1 in Mexico, D.F)
* Mexico — Northern region of Latin America
» Argentina — Southern region of Latin America

Operation in 39 countries

OUR PRESENCE

Locations

M Active customers
Bl Branches (ARG and MEX)

@ Channels

O Development Centers

Innovation

2 Development Centers
« TOTVS Labs in Silicon Valley, USA
e Querétaro, Mexico
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© TotVs TOTAL REVENUE BY NATURE (R$ MM)

L
91.3% of
software
: revenue
: 20% a2
cAGR TN 18 4 T, 18305 4514 45 1 e 464.5
1,541. : :
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® Recurring Revenue Non-Recurring Revenue




© TotVs TOTAL REVENUE BY BUSINESS (R$ MM)

37.9% of ‘
other services
(+37.4%
Consulting YIY)
LTM‘3015 +9'T% f___,ff—-”? - 4-._2_"/11_______>
= 464.5
GP«GRLTMQ 17484 1,830.5 " |
_— //?

1,541.6

144.5

1,387.6

9,

1.240.5 PN 1,282.2
//_.-/-7

LTM-3Q12  LTM-3Q13  LTM-3Q14  LTM-3Q15 | 2015 15 3014 3Q15

m Software Revenue = Services Revenue




© TotVs SOFTWARE REVENUE (R$ MM)

3.2 =7 - 3200

A% .
95.5 i 124.6 321 > 33.2

LTM-3Q14 LTM-3Q15 2Q15 3Q15 : 3Q14 3Q15

Subscription m Maintenance = License Fees | I Software Recurring Revenue




© ToTVS INFLATION INDEXES AND GDP
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© TotVs EBITDA (R$ MM)

o R$2.6Mnon &
0. )
" ey 10s | fecuringon3ars
— (Adjusted EBITDA of
R$102.7 / Adjusted
EBITDA Mg. of
22.1%)

E 3Q15
LTM-3Q12 LTM-3Q13 LTM-3Q14 LTM-3Q15 : 3Q14 2Q15
mm EBITDA EBITDA Margin —— Extraordinary events




© ToTVS NET INCOME (R$ MM)

LTM-3Q12 LTM-3Q13 LTM-3Q14 LTM-3Q15 :  3Q14 2Q15 3Q15

mm Net Income Net Margin




© ToTVS

CASH FLOW AND DEBT (R$ MM)

93.3 149.0
-
3 L Y ¥
Net Op. CF
=130.2% of the
696.6 Net Income
56.4
|
640.2
Net Cash 2Q15 Debt2Q15 Cash and cash Net Operating CAPEX Intangibles Dividends / Net Shares Net loans
equivalents cash flow Interest on Buyback
2Q15 Capital

Cash and cash

equivalents
3Q15

784.4

Debt 3Q15

49.1

Net Cash 3Q15
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A WORLD OF UNSTRUCTURED DATA...

Percentage of uncertain data

I

WE ARE HERE

Sensors
& Devices

Social
Media

VolP

Enterprise
DEE:



THE WORLD TODAY IS COMPLETELY #CONNECTED
© To1VS THE RELATIONSHIP BETWEEN COMPANIES AND CONSUMERS,
CITIZENS AND GOVERNMENT HAS CHANGED ...

100% of b2b customers use
social media for business

Source: Forrester Technographics® (7/2013)

By 2014, 4 out of 5
companies plan to invest
in social technology to
foster internal
collaboration & listen to
customers.

|
] 1 e

Shared Contentup 9xind Source: ibm.com

1
years -~ 56.4 billi

1
Global Digital information Created & Shared, 2005 — 2015E : $ > I I O n 663 M
Amount of global digital information created + shared : _ _ N Registered Skype users Active Google+ users — more
(pictures, tweets, documents, etc.) expected to reach 9 i The social-technology industry, worth $600 million a2 billion than znygthe; socibal ni((atwork

1 i HIH eSIdes FacebooKk.

zettabytes by 2015 | in 2010, will grow 10x by 2016 to $6.4 billion. minutes per day on Skype, Source:l Clobal Web Index
Source: IDC report “Extracting Value from Chaos” 6/11 | Source: ibm.com with 55 million concurrent

| users online.

2X YIY (1Q:13)

YIY Source: KPCB Source: YouTube

Source: LinkedIn

60% log in daily.
Source: Facebook 5/13

Facebook 52% Social platform . T e Spe
0 active usage
Google+ 25% (Percentage of global : 1 0 0
Twitter 22% internet users) 1 + 50 0

Source: Global Web Ind [ i

sl R M : M hours/minute
: Registered LinkedIn Global active Facebook Photos uploaded & shargd YouTube hours of video
: users (1Q:13) +35% users. 68% on mobiles. per day. Growth accelerating, uploaded per minute
|
|
|
|
|
|
|




#CONNECTED DUE TO THE MASSIVE INTRODUCTION OF MOBILE DEVICES...

MOBILE

1

1

1

1

1

1

1

1

|

|

! Mobile phones overtook PCs as the
: most common way to access the
: internet.
1

1

1

1

1

1

1

1

1

1

1

1

1

1

By 2015, 80 % of phones sold in major
markets will be smartphones
Source: Gartner

Smartphone as %
of total subscriptions

Americas |i\ fi‘ 'i‘ 'i' 'i‘ 'i‘ 57%
Europe li\ ria li\ ria 42%

Arab States Ii\ fil 20%
Africa Ii\ ri\ 20%
Asia Pacific li\ ril 21%

Source: Forrester 2/13

DID YOU UNDERSTAND WHY EVERYTHING HAS TO BE ‘MOBILE FIRST’?

1 1
] I
| ]
] curope Asia Pacific |
| ! > ey
| 088 | | 35B | :
: """"" Imy mmmmm ] I
I v I
: Americas :
=== —————— I
| 1B S 048 | !
T St L ek
I Arab States :
I
] I
: ]
. Mobile Broadband : :
I . r——— -
Connections, globally ' 058 ! :
Source: World Population Index '———_————' I
Q12013 Africa :
I
I
I
I

PP IIIIIS o

VPP IIIII 48 /

e e e e e e 0 6 3B
gPPoOPIIIPS i inti

S esessmeme of workers use a n mobile subscriptions
PR ERr e cr el smartphone for

’ 1] ’ ’ ’ ’ /I n Percentage of world’s population with mobile

{04 04444 sy Dbusiness. 0

JH 0 Forrester (8/2013) 96 /

LD L] 0 wWw mobile penetration

310 billion downloads of mobile apps by 2016

7 O billion apps downloaded in 2013

Ta b I Et shipments surpassed desktops &

laptops in 2Q 2012

77 % of employees haven’t received any education
77 on the risks of BYOD. +50% of companies don’t
have any security policies in place for personal

devices.

Half of employers will require employees to use their
50 own devices at work by 2017.
Source: Gartner

Source: Gartner (April 2013)

e T e e e e e e e e e e e e e e e e e e



0 TOTVS FLOOD OF DATA - THE CENTURY 21’s NATURAL RESOURCE

I

1 I I

1 I I

= = 25

fthe world's dat : : 83 ' :

of the world’s data was - , I

: I Business leaders don't I exabytes I

Cedlodini] =t in have access to datathey | Of CIOs cites Bl and :

years ! need : Analytics as part of their of data are created I

: : visionary plan every day i

1 I i

I I ]

""""""""""""""""" . s 7 e

1 I i

1 0 I i

i 80 /0 i A typical large brick-and-morter retailer handles :

of companies see the need : of the world's data is unstructued today : 1 0 0 0 0 0 0 i

for a high-performance : : J ) I

analytics strategy I i Customer Transactions |

i ' ' - ' - ' ' ' ' ' ' - - i per hour, which equals 2.5 petabytes of data :

I

PP PPIPIIIII |

L PP PPPIIPIIIII | 54 ]

1 I i
_______________________________ H I percent

: J A JJ JJd 2 JJJ : Of companies use analytics for competitive advantage i

PSPPI PIIIeNS !

N J J JJJ 2 J it 12 :

of comg)atnies krtfw there’s | T T 1I1ri1ri1i1i1ri111. : terabytes of Tweets !

a gap between the I I are created every 24 horus I

availability of data, & their | POPIPIIIIIIS : E :

ability to get insights from it ! rrrrrirJir1r1r111. : :

' Y YT 1 3 Mobile traffic data will grow 13x over i

! : X the next 5 years :
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1 I i
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© ToTVS

Cloud Computing Market . . . e
Expected size by 2020 Cloud delivers computing resources in a pay-as-you-go, utility model

$241b Size in
2011

Source: Forrester

-

What are the different types of cloud?

O

(i

= Qe

PUBLIC HYBRID

cugtominid combination of

COMMUNITY

dedicaled rescurce for a group
ol cuslomers

PRIVATE

resourcs dedecalad 10
o CUShormer

resoarces shared by
multipla Customers

shared and dedcalod resource

Of mobile workers feel that the ability to
work outside the office, yet remain in
contact has been a positive
development, even though a third are
now working longer hours.

Large companies running applications in

the cloud can reduce energy consumption by 0
30% 76 A)

Still identifying IT operations that
are candidates for Cloud

-
]
]
]
]
]
]
]
]
]
]
]
]
]
]
]
]
]
]
]
]
]

-4

! i
]
]
]
]
]
]
]
]
]
]
]
]
]
]
]
]
]
]
]
]

33% of companies
adopted cloud primarily
to access information
from any device
rather than

cut costs .

Of Internet users will live
mostly in the Cloud by 2020

Top reasons for adopting 33% 17%
cloud computing Mobility  Cost

Source: Codero 2013




O TOTVS TRANSFORMATION SOMETIMES HAPPENS WITHOUT PEOPLE NOTICING...
EVEN THE SILICON VALLEY HAS CHANGED ITS IDENTIDY
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© ToTVS WHAT ARE THE IMPLICATIONS TO OUR FUTURE?

1) Clients valuing business solutions
= ERP - huge opportunity to those who are agile, simple and flexible
= Clients valuing solutions/outcomes vs. products and services
= Solution = intersection of technology with knowledge of industry / sectors
= Value means addressing the needs and improving the clients of our clients experience

2) Mobile First, Cloud Must, Subscription Only
= There are already more smartphones and tablets than PCs in the internet - 80% of the population in Brazil will have a
smartphone in 2017
= PCs have changed the way of working in the 90’ s, and now it is the smartphones’ turn
= Allin the cloud and SaasS - cheaper, more flexible and elastic

3) Big Data/ Analytics and the connection with structured (ERPs...) and unstructured data

4) Digital World, Self Servicing - regardless the client’s size

Ecosystems and partnerships as a critical factor in the process of viralisation / scaling / growth of any company, product or
“thing" (yes, thing...)




© ToTVS WHO TOTVS IS TODAY...

1. ABusiness Solution company

2. That makes its clients more efficient and competitive in their core, and not
only in the back-office

3. Through the intensive usage of modern and flexible technologies
4. And that KNOWS the business, the industry and the client ecosystem

5. Being capable to address the needs and to improve the clients of our clients
experience




© ToTVS

3 TOTVS CONCEPTS

1 TOTVS PREMISE

3. MODALITIES OF
- SALES
ND SUPPORT

HOW IS TOTVS CREATING VAL

(

p Fluid Technology
Easy to use and implement, simple and mobile, promoting productivity, sharing and collaboration,
impacting a greater number of individuals and companies.

P Essentiality

Solutions focused on the “Core Business” of each segment with a complete adherence.

» Agile ERP
Management Systems that “live in the gym”, so they run lighter and naturally focused on their “CORE”, in
the “CLOUD” and “MOBILE", promoting a natural interface.

\_

i ‘if/k!

(

» TOTVS CLOUD
Management and Infrastructure Monitoring with freedom of choice among CERTIFIED CLOUDS.

\_

o rﬂ‘

-
p TOTVS TRADITIONAL: Licensing of Software with Service and Support.

p TOTVS CORPORATE: Unlimited TOTVS Software with Service and Support.

P TOTVS INTERA: Subscription of Software with Service and specialized Support.

\_
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© ToTVS

IT as % of GDP

Brazil

0.6M companies

4.0M companies

4.6M companies

CHALLENGES:

+ Competitiveness
+ Eficiency

+ Productivity

IT as % of GDP
G7 countries

% Retail
00
Large 17%
and SMB
59%
Micro companies 549

BRAZIL'S CURRENT CONTEXT

In order to achieve
sustainable growth, the
country must increase its
productivity and become

more competitive

Technology Is a crucial
pillar to the progress and
development of the
country in the future

Large and medium
companies have a good
digitalization degree but

small companies still need
a digital leap

Digitalize

Influence

Produce
Loyalty

Monetize

THE OPORTUNITY TO DIGITALIZE THE BRAZILIAN RETAIL
THROUGH INTEGRATED SOLUTIONS

TOTVS VISION

Provide business solutions based on
technology to digitalize the Retail and
make it more modern, efficient and
productive

Lead the digitalization process means to
have the capacity to to determine its
standards

Solving business problems and making
companies from this sector more efficient
and productive will create credibility to a
long term relationship

Update the customer core business by
generating competitiveness gives us a
unique ability to monetize value

Sources: (1) IBGE, (2) Gartner — “Forecast: Enterprise IT Spending by Vertical Industry Market, Worldwide, 2013-2019, 2Q15 Update”, World Bank (GDP 2014 USS current)



© ToTVS THE ONLY END-TO-END PROVIDER OF INTEGRATED
SOLUTIONS TO THE BRAZILIAN RETAIL

© 1OTVS o be}fmch == LEADING THE BRAZILIAN RETAIL DIGITALIZATION

BUSINESS SOLUTIONS MANAGEMENT SYSTEMS + POS + AUTOMATION + FISCAL SOLUTIONS + E-
COMMERCE + MEANS OF PAYMENT + COLLABORATION PLATFORM

COMPLETE PORTFOLIO OF SOLUTIONS [FooD:SERVICE, SUPERMARKETS, CASH-AND-CARRY, APPAREL, DEPARTIVIENT

STORES, HOTELS, ELECTRONIC, PASSENGER TRANSPORTATION, ETC.

NATIONWIDE PRESENCE PRESENCE IN MIORE THAN! 5,000 BRAZILIAN| CITIES WITH BRANCHES,
FRANCHISES, RESELLERS AND DISTRIBUTORS

DATABASE

DATA OF 500,000+ CLIENTS IN SEVERAL RETAIL SEGMENTS
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INVESTOR RELATIONS

Ir@totvs.com
Ir.totvs.com




