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€ Disclaimer

This presentation and the information contained herein does not constitute an offer for sale or solicitation of an offer to buy any securities of the issuer.

This document contains forward-looking statements within the meaning of Section 27A of the Securities Act of 1933, and Section 21E of the Securities Exchange Act of 1934, each as amended, including, in particular, statements about StoneCo Ltd.’s (the
“Company”) plans, strategies and prospects and estimates of industry growth or prospects. These statements identify prospective information and may include words such as “believe,” “may,” “wil aim,” “estimate,” “continue,” “anticipate,” “intend,”
“expect,” “forecast,” “plan,” “predict,” “project,” “potential,” “aspiration,” “objectives,” “should,” “purpose,” “belief,” and similar, or variations of, or the negative of such words and expressions, although not all forward-looking statements contain these
identifying words. All statements other than statements of historical fact contained in this presentation may be forward-looking statements. The Company has based these forward-looking statements on its estimates and assumptions of its financial results
and its current expectations and projections about future events and financial trends that it believes may affect its financial condition, results of operations, business strategy, short-term and long-term business operations and objectives, and financial needs
as of the date of this presentation. These forward-looking statements are conditioned upon and also involve a number of known and unknown risks, uncertainties, and other factors that could cause actual results, performance or events to differ materially
from those anticipated by these forward-looking statements. Such risks, uncertainties, and other factors may be beyond the Company’s control and may pose a risk to the Company’s operating and financial condition. In addition, the Company operates in a
very competitive and rapidly changing environment. New risks emerge from time to time. It is not possible for the Company’s management to predict all risks, nor can the Company assess the impact of all factors on its business or the extent to which any
factor, or combination of factors, may cause actual results to differ materially from those contained in any forward-looking statements that the Company may make. Accordingly, you should not rely upon forward-looking statements as predictions of future

events.
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Risks that contribute to the uncertain nature of the forward-looking statements include, among others, risks associated with the Company’s ability to anticipate market needs and develop and deliver new and enhanced products and services functionalities
to address the rapidly evolving market for payments and point-of-sale, financial technology, and marketing services; the Company’s ability to differentiate itself from its competition by delivering a superior customer experience and through its network of
hyper-local sales and services, the Company’s ability to expand its product portfolio and market reach and deal with the substantial and increasingly intense competition in its industry; the Company’s ability to retain existing clients, attract new clients, and
increase sales to all clients; changes to the rules and practices of payment card networks and acquiring processors; the Company’s ability to obtain debt and equity financings; possible fluctuations in the Company’s results of operation and operating metrics;
the effect of management changes and business initiatives; and other known and unknown risks, all of which are difficult to predict and many of which are beyond the Company’s control. The Company has provided additional information in its reports on file
with the Securities and Exchange Commission concerning factors that could cause actual results to differ materially from those contained in this presentation and encourages you to review these factors. The statements contained in this presentation are
based on the Company’s current beliefs and expectations and speak only as of the date of this presentation. The Company disclaims any intention or obligation to update or revise any forward-looking statements, whether as a result of new information,
future events and/or otherwise, except to the extent required by law.

To supplement the financial measures presented in this press release and related conference call, presentation, or webcast in accordance with IFRS, Stone also presents the following non-IFRS measures of financial performance: Adjusted Net Income,
Adjusted Net Cash Provided by / (Used in) Operating Activities, Adjusted Free Cash Flow and Adjusted Net Cash. A “non-IFRS financial measure” refers to a numerical measure of Stone’s historical or future financial performance or financial position that
either excludes or includes amounts that are not normally excluded or included in the most directly comparable measure calculated and presented in accordance with IFRS in Stone’s financial statements. Stone provides certain non-IFRS measures as
additional information relating to its operating results as a complement to results provided in accordance with IFRS. The non-IFRS financial information presented herein should be considered in conjunction with, and not as a substitute for or superior to, the
financial information presented in accordance with IFRS. There are significant limitations associated with the use of non-IFRS financial measures. Further, these measures may differ from the non-IFRS information, even where similarly titled, used by other
companies and therefore should not be used to compare Stone’s performance to that of other companies. Stone has presented Adjusted Net Income to eliminate the effect of items from Net Income that it does not consider indicative of its continuing
business performance within the period presented. Stone defines Adjusted Net Income as Net Income (Loss) for the Period, adjusted for (1) non-cash expenses related to the grant of share-based compensation and the fair value (mark-to-market) adjustment
for share-based compensation classified as a liability, (2) amortization of intangibles related to acquisitions, (3) one-time impairment charges, (4) unusual income and expenses and (5) tax expense relating to the foregoing adjustments. Stone has presented
Adjusted Free Cash Flow metric, which has limitations as it omits certain components of the overall Cash Flow Statement and does not represent the residual cash flow available for discretionary expenditures. For example, this metric does not incorporate
the portion of payments representing principal reductions of debt or cash payments for business acquisitions. Therefore, we believe it is important to view Free Cash Flows measures only as a complement to our entire consolidated Statements of Cash Flows.
Stone has presented Adjusted Net Cash metric in order to adjust its Net Cash / (Debt) by the balances of Accounts Receivable from Card Issuers and Accounts Payable to Clients, since these lines vary according to the Company’s funding source together with
the lines of (i) Cash and Cash Equivalents, (ii) Short-term Investments, and (iii) Debt balances, due to the nature of Stone’s business and prepayment operation.

As certain of these measures are estimates of, or objectives targeting, future financial performance (“Estimates”), they are unable to be reconciled to their most directly comparable financial measures calculated in accordance with IFRS. There can be no
assurance that the Estimates or the underlying assumptions will be realized and that actual results of operations or future events will not be materially different from the Estimates. Under no circumstances should the inclusion of the Estimates be regarded
as a representation, undertaking, warranty or prediction by the Company, or any other person with respect to the accuracy thereof or the accuracy of the underlying assumptions, or that the Company will achieve or is likely to achieve any particular results.

Certain market and/or industry data used in this presentation were obtained from internal estimates and studies, where appropriate, as well as from market research and publicly available information. Such information may include data obtained from
sources believed to be reliable. However, the Company disclaims the accuracy and completeness of such information, which is not guaranteed. Internal estimates and studies, which the Company believes to be reliable, have not been independently verified.
The Company cannot assure recipients of this presentation that such data is accurate or complete.

The trademarks included herein are the property of the owners thereof and are used for reference purposes only. Such use should not be construed as an endorsement of the products or services of the Company.

Recipients of this presentation are not to construe the contents of this summary as legal, tax or investment advice and recipients should consult their own advisors in this regard. This presentation has been prepared solely for informational purposes. Neither
the information contained in this presentation, nor any further information made available by the Company or any of its affiliates or employees, directors, representatives, officers, agents or advisers in connection with this presentation will form the basis of
or be construed as a contract or any other legal obligation.



Main Highlights

Accelerating Growth and Expanding Margins Fintech-as-a-Service Platform and Software
v Highest historical figures in a quarter: TPV, total revenue and income, adjusted net income, and + Online TPV growth y/y of 574.9% in 3Q20 (76.3% ex-Coronavoucher)
adjusted free cash flow « RS$21.6 bnin Coronavoucher volumes processed in the quarter

v TPV was R$69.7bn in 3Q20, up 113.8% y/y, and 83.1% q/q (47.6% y/y growth excluding + Growing together with our digital SMB clients: revenue retention above 100%
Coronavoucher!, with y/y growth accelerating every month from Apr-20 to Sep-20) in historic cohorts of clients
v Net addition of 63,500 clients (ex-TON), back to pre-COVID levels despite fewer salespeople + 342,000 software clients in 3Q20, up 21% q/q driven by organic growth
v Active client base (ex-TON) of 582,900 in 3Q20, up 40.9% y/y + New investment in Questor closed in Oct-20, ERP for accounting offices and ERP
' Take-rate excluding Coronavoucher was 1.76% in 3Q20, +2bps q/q, due to a higher take-rate in offering for SMBs, with ~6,000 clients
the hubs driven by the upsell of new solutions « Continued strong traction from software solutions in 3Q20: mLabs total social
' Reported take-rate of 1.30%, including Coronavoucher impact of -46bps media posts grew 29% q/q
+ Total revenue and income growth of 39.2% y/y in 3Q20 (45.5% excluding other financial income), + Full commerce platform strategy to be enhanced with the Linx acquisition?

accelerating growth compared to 1020

v Record adjusted net income of R$287.9mm in 3Q20, with 42.6% y/y growth and adjusted net
margin of 30.8%, returning to pre-COVID levels

+ Adjusted net income in 3Q20 LTM of R$875.4mm, higher than 2019 FY, despite COVID-19 impact
« Adjusted free cash flow of R5288.6mm in 3Q20, 7x y/y

Financial Platform for SMBs Important Developments and Outlook
v ~60% of hubs personnel already back to the front line, with daily routes and presence in the hubs + Continued hiring activity in 4Q20, following commerce reopening in Brazil; Expect
« Hubs' TPV growth y/y in 3Q20 was greater than 1Q20 and significantly higher than in 2Q20 with to reach total personnel pre-COVID levels by year-end
record TPV q/q addition (RS9bn) and growth (48%) v Roll-out of ABC platform to all Acquiring clients by year-end
+/ 357,100 digital banking accounts, with 88,600 accounts settling merchants' sales directly + Credit FIDC structure in place will allow Stone to limit its credit risk exposure,
« Roll-out of ABC platform to all Banking clients funding the credit operation primarily with 3rd-party capital
« Credit portfolio of R$1.1bn, with 73,000 credit clients in 3Q20 v TON: client base growing 84.6% q/q to reach 65,000 clients in 3Q20*
« Credit solution ROA of approximately 2.5% and expected delinquency? roughly stable at single digits ¥ More than 100,000 applications for the Recruta program 2020°
g/qin 3Q20

(1) Government relief payments that can be transferred by the beneficiary to digital wallets, some of which are integrated partners of Stone. With the transfer of balance, Stone earns a take-rate in line with debit transactions.

(2) Monthly Return on Assets, calculated as credit revenue, net of expected losses, divided by disbursed amounts; Expected Delinquency is calculated as the percentage of the disbursed amount that we do not expect to receive any payments
throughout the lifetime of each contract.

(3) Transaction with Linx still subject to approval in Linx Shareholders Meeting (scheduled for 17-Nov-20) and by Brazilian anti-trust authority (CADE).

(4) Clients that have transacted with TON at least once in the preceding 12 months.

(5) Recrutais our largest recruitment program, usually held semiannually and focused on recruiting the best talents in Brazil to work in different areas of the Company.
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We will have three complementary and synergistic assets in the future

Vision

Clients

Operational
Model

O
stone

Complete Financial Platform for SMBs

Financial products and services for SMBs in a
single platform

« Offers the best customer service in Brazil

Small and
Medium
Businesses
(SMBs)

Direct distribution, with proprietary customer
service and operations (hub strategy)

Evolution to unified front-end: dashboard
and app fully integrated with all products

100% proprietary technology platform

pagar.me

Fintech-as-a-Service Platform

v

v

v

v

Customer-focused culture + open
infrastructure

Offering Stone’s platform functionalities for
digital customers and integrated partners
(payments, banking and credit - as a service)

E-commerce, digital
platforms, software partners,
sub-acquirers, wallets

Specialized channel and services suited for
the online world

Integration APIs to offer all financial services
to digital customers in a simple way

Transaction with Linx still subject to approval in Linx Shareholders Meeting (scheduled for 17-Nov-20) and by Brazilian anti-trust authority (CADE).

stone™ : Linx

We Are Positioning the Business in Three Main Pillars

/1

Full Commerce Platform

v

v

v

v

v

Sales and retail management with full
integration of online and offline channels

Strategic front, still in its early stage, which
will be enhanced by Linx

Retailers of all
sizes and
multiple verticals

Customer-focused distribution and service
model

Modular services will enable customers to
choose which features to consume

Adapt solutions for SMBs



Strong Quarter with a V-Shaped Recovery

Back on track with growth acceleration and margin expansion

Top-line growth has continued to accelerate... ...combined with strong profitability
v TPV growth y/y accelerated to 113.8% in 3Q20 and 47.6% ex-Coronavoucher, greater levels than 1020 « Sharp adjusted net margin recovery g/q to 30.8%
¥ TPV growth y/y ex-Coronavoucher accelerated every month from Apr-20 to Sep-20, when it reached 52.2% « Adjusted net income LTM in 3Q20 (R$875.4mm)
« Revenue growth y/y (excluding other financial income) accelerated to 45.5% in 3Q20, higher than 1Q20 (38.3%) jalready higher than 2019 FY, despite COVID-19
« Record quarterly total revenue and income in 3Q20 (R$934.3mm) impacts
¢ Record quarterly adjusted net income in 3Q20
(R$287.9mm), with 42.6% y/y growth
TPV Growth y/y TPV Growth y/y, 2020 Total Revenue and Income Adjusted Net Margin
(Ex-Coronavoucher) (R$mm)
£ 09 934.3
Ex-Coronavoucher 48.1%
21.1% 47.6% o
42.4% 30.8%
113.8% 33.9%
22.6% 22.5%
19.8%
421%
. 27.9% 9.1%
1Q20 2Q20 3Q20 Apr May Jun Jul Aug Sep &)

o 1Q20 2Q20 3Q20
G
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SMB Operations Are Back on Track

Hubs remain very strong and are strategic for the long term of our business

Hubs accelerating growth on the back of commerce reopening...

¢  ~60% of hubs personnel already back to the front line, with daily routes
and presence in the hubs

¢ Increasing salesforce headcount in 2H20, following commerce reopening

« Total net additions (ex-TON) of 63,500 clients, mainly driven by SMBs in
the hubs; 26% higher than 1Q20, despite lower salespeople headcount

¢  Record TPV q/q addition (RS9bn) and growth (48%)

« Inthe hubs, TPV growth y/y in 3Q20 increased compared to 1020 and

accelerated every month from Apr-20 to Sep-20, when it reached 52.2%

Hubs TPV (R$bn) Total Net Addition of
Clients ex-TON (000)

63.5

50.5

+48%
+9bn

-11.9
2Q20 3Q20 1Q20 2Q20 3Q20

Penetration of acquiring clients in the hubs with active banking, credit or both solutions.

...with increasing upsell of new solutions

« Hubs had a positive contribution to total take-rate of +4bps g/q in 3Q20,

driven by the successful upsell of new solutions

¢ More than doubled the penetration of SMB Acquiring clients (hubs) with

either active Banking accounts, Credit or both solutions, growing from
12% in Jan-20 to 27% in Sep-20

Penetration of SMB Clients with Multiple Financial Solutions’
(Number of Active Clients)

Jan-20 Feb-20 Mar-20 Apr-20 May-20 Jun-20 Jul-20 Aug-20  Sep-20

B Payments + Banking and/or Credit B Payments Only



Launch of ABC Platform to All Clients

Integrated financial platform onboarding of all clients expected for 4Q20

+ All acquiring, banking and credit clients will stone® B ind - B
be onboarded in the integrated financial
platform by 4Q20 O o

e Recebimentos

+ PIX: with a dynamic QR code on their POS, Stone eutar %
merchants will be able to accept instant v 3.947,00 et i Wt ¢ B 26/0ubro-300umbro
payments by 16-Nov-20, official launch Trnsterc Pagar Depose Recebendo em 2 contas

scheduled by the Central Bank B
{2} Inicio Ve LifiganoH BoF o & Calendério Baixar planilha

' Acquiring-only clients can open an ABC platform B extrato
account directly through the POS device within a 3

Agendamentos 26 de Outubro a 30 de Outubro R$ 22.680,00

few minutes
i Vendas
B Recebimentos 30 Sexta-feira 6 depésitos previstos R$ 3.080,00
Boletos
Key Features 29 Quinta-feira 4 depésitos RS 8.220,00 A
ﬂ Link de Pagamento
. . L)) Enviado @ Mastercard Crédito N R$ 3.080,00 K R$1.000,00 R$ 2.080,00
Statements Wire Transfers Bill Payments Cash Boleto Issuance @ Lojinha
Withd rawals e Lh) Enviado @ Mastercard Débito N R$1.540,00 R$ 250,00 R$ 1.290,00
L ] ] rodutos
@ A ﬁ I g I I I I I I I 2. Contatos L)) Enviado @ PIX N R$3.200,00 R$ 3.200,00
: AW a
&1 Enviado visa Visa Crédito N R$1.300,00 R$ 300,00 r$ 1.000,00
Credit Solution  Pre-Paid Card Payment Link Stone Virtual  PIX (16-Nov-20)
J p=, ..
C oo Ln 'b



Digital Banking Services Are Increasing Traction

Strong growth as ABC platform access is expanded and card usage increases

Banking services are gaining scale fast...

« 357,100 accounts as of 3Q20, with 88,600
accounts settling merchants’ sales directly

« ABC platform rolled out to all Banking clients,

with extension to all Acquiring clients in 4Q20

v Total pre-paid card TPV up 144% g/q and 5.2x
1Q20 volumes

Number of Accounts

(in thousands)

+1 Ax
357
62
18
I
3Q19 4Q19 1Q20 2Q20 3Q20

(1) Includes wire transfers, boletos paid and cash withdrawals.

sssssss

Q/Q
B 4e
Number of Transactions'
(Indexed to 100)
+8.2X
> 1,593
Initial traction of the
fintech-as-a-service
platform?
193
— L]
1Q20 2Q20 3Q20

(2) Integrated partners services (e.g. cash management API) will be incorporated to the fintech-as-a-service platform.

Total Bankin

Ver todos os saldos > g
Agendamentas e Recebiveis

+ RS 698,06 Var detahos eve n u e

Empréstimo (A

Pro aprovada
0000 00
& Transferir + 4 7 x

...while increasing monetization

TPV Pre-Paid Stone Account

Cards Bank Domicile
+2.4X 25%
Q/Q of Banking Clients

Total Net Revenue
(Indexed to 100)

+4.7X
= 729
Initial traction of the
fintech-as-a-service
platform?
154
1Q20 2Q20 3Q20



Our Credit Solution Continues to Evolve Quickly

Credit portfolio recently surpassed the R$1bn mark, while keeping a good risk vs. return balance

All key credit metrics at healthy levels... ...driving us to grow portfolio and clients with discipline

v Small average ticket of R$19,000 and short average duration
of 7 months in 3Q20

« Roll-over credit! was 46% of total portfolio in 3Q20, leading
to higher stability and lower risk

¢  Credit portfolio of R$1.1 billion as of 3Q20, 2.2x compared N
to 2Q20 d = 2o
73,000 clients with active credit as of 3020, 57% growth q/q @ - 166 -
ROA of approximately 2.5% and expected delinquency? } 95 -
roughly stable at single digits q/q in 3Q20 I -

Total Credit Portfolio
(in R$ millions) +122%

«

Detalhes do Empréstimo

1,091

4
4
3Q19 4Q19 1Q20 2Q20 3Q20
Operation expected to be funded primarily with 3rd-party capital
¥ FIDC structure in place will allow Stone to limit its credit risk exposure in the coming Number of Clients with Credit
months, while keeping good economics (in thousands) +57%
. : : >
« In advanced stage to have BNDES funding of up to RS§500mm for our credit solutions I 730
Current Future 46.6
- 30.9
4.
Senior Quotas - 3rd-Party Capital
_7.6 -
Subordinated Quotas O N
’ ’ Stone Stone 3Q19 4Q19 1Q20 2Q20 3Q20

(1) Clients that successfully paid all their credit balance and hired new additional credit, building credit history.

(2) Monthly Return on Assets, calculated as credit revenue, net of expected losses, divided by disbursed amounts; Expected Delinquency is calculated as the percentage of the disbursed amount that we do not expect to receive any
payments throughout the lifetime of each contract"”



TON - Expanding Our Ecosystem to Micromerchants

Positive initial traction of the new venture, with accelerating topline and CAC reduction

TON is ramping up and we are improving the CAC...

¢ Launched in Mar-20, TON nearly doubled its client
base in 3020 and is experiencing a significant ramp-
up in TPV and Transactional Revenue

«  With higher brand awareness and more effective
marketing campaigns, the average CAC for Sep-20
decreased significantly compared to previous months

Number of Active Clients?

(in thousands)

2.8x

35.2

23.2

1Q20 2Q20

...While maintaining high client satisfaction levels?

RA1000

“ g9

ton Market Average
4

Total Payment Volume
(Indexed to 100)

65.0

CMGR 40%

231

3Q20

(1) Clients that have transacted with TON at least once in the preceding 12 months.
(2) Level of client satisfaction according to www.reclameaqui.com.br from Apr-20 to Sep-20 and site access on 20-Oct-20. Market average considers the simple average of the two market leaders in the 10

micromerchant segment.



€ Our Digital Fintech-as-a-Service Vision

Business model and capabilities of our platform

CLIENT SEGMENTS AND STRATEGY PLATFORM CAPABILITIES
Acceptance & Processing & Fraud Settlements, Payouts Management
.. A Capturing Handling & Capital & Extensions
Digital SMBs Embedded
in 3'9 Party Platform
./
Li( Third-party Software embedded — = () Fa .' %
solution, very easy to set up and start Check | . =t y Analvtics
selling, with complete abstraction of eckout All Payment Methods .o N\ Y
online sales complexity Receivables Split )
Payments = =
@ {O} Dashboard Mobile App
Mature Merchants & Direct Integration <> O] El. [ﬁ CL
' - - ‘0. -
Software Partners (As a product) AN [=] Fel Billing b
Vault Engine Pre- Central Bank : ;
l SDKs QR Code payment Integrations Business Operations
oo Focused on delivering high >

|- EEE -‘ performance financial services ||||| OQ R\
APls for medium and larger
) s e Banking & Capital Roles &
companies and software partners ‘l" Approval  Reconciliation S e Permissions

@ Engine

] S g R)\ Underwriting
iqi f Platform & Omnichannel Fraud Handli “Balance Engine
Digital Platforms, White Label stform & Omnichanne Bolance PP Sales Tools

Connectors Account Transfer
Marketplaces & (As a platform)
Fintechs O —
=~ Third-Party Integration
T Focused on tech companies that d=h . Antifraud m @
= ré' C g - . OOy | E Card
=I:| |— want to provide financial services a=(| |20 . Cabi
== : i RGeS Disputes apital Issuance
S HEH= as part of their product and offer = = 3DS m m m N
nininin it in a white-label way to their Terminals 3D Secure App Store

customers /



Our Digital Fintech-as-a-Service Business

Digital and integrated partners growth was fueled by Coronavoucher in 3Q20

Online Payments Fueled by Coronavoucher

v Online TPV! grew 574.9% y/y in 3Q20 (76.3% ex-Coronavoucher volumes)
«  Coronavoucher top-ups through integrated partners totaled R520bn+ in 3Q20

« Government relief payments can be transferred by the beneficiary to digital

wallets, some of which are integrated partners of Stone

« With the transfer of balance, Stone earns a take-rate in line with debit
transactions

Overall TPV 3Q20 Online TPV' Growth y/y
Actual Ex-Coronavoucher Ex-Coronavoucher
17.7% 79.7% 76.3%
574.9%
131.2%

17.7%

= Hubs (SMBs) : -

m Digital + Integrated Partners 1Q20 2Q20 3Q20

(1) Card-not-present transactions.

Growing Together With Our Digital SMB clients

+ Merchants with low digital maturity, mainly small ecommerce, social sellers, and
brick and mortar SMBs

+ Value proposition based on offering simple tools that allow merchants to focus
on their operations, removing the complexity of online selling and managing
payments

+ Digital SMB historic cohorts of clients present revenue retention above 100%,
when comparing 3Q20 revenue to the 1t full quarter of operation of each cohort

Digital SMBs - Cohort Revenue Retention?
(3Q20 Revenue vs 15t Full Quarter of Operation of Each Cohort)

178%
164% 159% 163%
I I I I )
1Q19 Cohort 2Q19 Cohort 3Q19 Cohort 4Q19 Cohort 1Q20 Cohort

(2) Revenue retention calculated as 3Q20 revenue divided by the revenue generated in the second quarter after inception.



Our Evolution in Software

Focus on providing merchants with great solutions

Software Metrics Remain Strong And Are Growing

¢ Software client base increased 21% q/q in 3020, driven exclusively by organic
growth within our portfolio companies

Software Client Base!

(In thousands) +21%
I > 342
283
135 155
] . .
3Q19 4Q19 1Q20 2Q20 3Q20

QUESTOR

New investment

<

ERP solution for accounting offices and SMBs

<

~6,000 accounting offices and SMBs, serving more than 450,000 businesses
across Brazil and processing ~1.5mm paychecks monthly in the payroll module

« Investment closed in Oct-20

(1) Does not include clients from Questor, as the transaction was closed in October 2020

Highlight: mLabs Helping Clients Become More Digital

Social Media Platform:
number of posts

(Indexed at Sep-19 = 100) +29%
| > 263
203
166
125

5 - -

3Q19 4Q19 1Q20 2Q20 3Q20
el o N e e I~ . B .. I

v 23,000 digital marketing agencies
and professionals subscribe to mLabs

mmmmm

12.236 © 18.392 ©
sssss SEGUIDORES ‘ VISITANTES UNICOS

0 26067017 ok 2072011

+  More than 50bn post impressions

i = per month through the platform

« 40,000 entrepreneurs and
professionals enrolled in first mLabs

social media course

00092000000 »

T LN ?f —

v New features include mobile app
and paid ads management

13



Accelerating Top-Line Growth

Financial and operating metrics

Active Clients — Payments? Total Payment Volume
(Thousands, ex-TON / Stone Mais) (R$ in billions)
69.7
583
531 519 21.6
481
414
40.2
349 37.6 38.1
306 32.6
268 29.8
034 26.6 26.5
201 21.8
161 I ] i I
1Q18 2Q18 3Q18 4Q18 1Q19 2Q19 3Q19 4Q19 1Q20 2Q20 3Q20 1Q18 2Q18 3Q18 4Q18 1Q19 2Q19 3Q19 4Q19 1Q20 2Q20 3Q20

B Coronavoucher TPV

Total Revenue and Income
(R$ in millions)

934

783
717
671 667
586
529 536
414
348
288 I

1Q18 2Q18 3Q18 4Q18 1Q19 2Q19 3Q19 4Q19 1Q20 2Q20 3Q20



Take-Rate Evolution

Increasing monetization in SMBs, despite stronger Coronavoucher impact

' Take-rate of 1.30% in 3Q20, mostly related to -46 bps from Coronavoucher impact

Take-Rate Bridge q/q

. . : . % 0.04% 76%
' Take-rate excluding Coronavoucher impact increased 2bps g/q, from 1.74% in Lo 0.00% Lo
2Q20t0 1.76% in 3Q20 - —
' +4bps g/q, due to increase in hubs take-rate as we successfully upsold new -0.46% .
solutions to SMBs
v -2bps q/q, related to stronger debit mix (ex-hubs) and other effects
2Q20 Excl. Hubs Debit Mix 3Q20 Excl. Coronavoucher 3Q20
Coronavoucher Take-Rate (ex-Hubs) and Corona- Impact
Other Effects voucher
Take-Rate Bridge y/y
+ Take-rat luding Coron her impact decreased 15bps y/y, from 1.91% in 1.91% s
ake-rate excluding Coronavoucher imp ps y/y, .91% ] 176%
3Q19 to 1.76% in 3Q20 -0.23% -
« +8bps q/q, due to increase in hubs take-rate as we successfully upsold new 0.46% 150%
solutions to SMBs '
v -23bps g/q, related to stronger volumes from integrated partners and digital
clients, and other effects
3Q19 Hubs Client Mix and 3Q20 Excl. Coronavoucher 3Q20
Take-Rate Other Effects Corona- Impact

voucher



Summary Statement of Profit and Loss

RS in millions 30105 Rov.

Transaction activities and other services
Subscription services and equipment rental
Financial income
Other financial income
Total revenue and income
Cost of services
Administrative expenses
Selling expenses
Financial expenses, net
Other operating income (expense), net
(Loss) income from investment in associates
Profit (loss) before income taxes
Income tax and social contribution

Net income (loss) for the period

Adjusted Net Income!’

193.9
94.2
335.1
48.0
671.1
(112.5)
(71.2)
(101.7)
(101.2)
(11.4)
0.9
274.0
(82.7)
191.3

201.9

28.9%
14.0%
49.9%
7.1%
100.0%
(16.8%)
(10.6%)
(15.1%)
(15.1%)
(1.7%)
0.1%
40.8%
(12.3%)

28.5%

30.1%

354.1
92.5
460.1
27.6
934.3
(208.1)
(106.2)
(139.5)
(64.7)
(43.3)
(1.1)
371.5
(122.4)
2491

287.9

37.9%
9.9%
49.2%
3.0%
100.0%
(22.3%)
(11.4%)
(14.9%)
(6.9%)
(4.6%)
(0.1%)
39.8%
(13.1%)

26.7%

30.8%

_aviaop ] omio srev

82.6%
(1.7%)
37.3%

(42.5%)

39.2%
84.9%
49.1%
37.3%
(36.1%)
278.3%
n.m
35.6%
48.0%
30.2%

42.6%

9.0 p.p.
(4.1 p.p.)
(0.7 p.p.)
(4.2 p.p.)
0.0 p.p.
(5.5 p.p.)
(0.8 p.p.)
0.2 p.p.
8.2 p.p.
(2.9 p.p.)
(0.2 p.p.)
(1.1 p.p.)
(0.8 p.p.)
(1.8 p.p.)

0.7 p.p.

539.9
239.9
883.7
129.5
1,793.1
(298.7)
(213.3)
(251.6)
(246.6)
(55.2)
0.3
728.0
(187.8)
540.2

5821

30.1%
13.4%
49.3%
7.2%
100.0%
(16.7%)
(11.9%)
(14.0%)
(13.8%)
(3.1%)
0.0%
40.6%
(10.5%)

30.1%

32.5%

808.9
266.1
1,146.0
97.5
2,318.4
(556.7)
(270.0)
(366.0)
(275.7)
(86.8)
(3.9)
759.2
(227.9)
531.3

600.4

34.9%
11.5%
49.4%

4.2%

100.0%
(24.0%)

(11.6%)
(15.8%)
(11.9%)
(3.7%)
(0.2%)
32.7%
(9.8%)
22.9%

25.9%

Ay op

49.8%
10.9%
29.7%
(24.7%)
29.3%
86.4%
26.6%
45.5%
11.8%
57.2%
n.m
4.3%
21.4%
(1.6%)

3.1%

4.8 p.p.
(1.9 p.p.)
0.1p.p.
(3.0 p.p.)
0.0 p.p.
(7.4 p.p.)
0.3 p.p.
(1.8 p.p.)
1.9 p.p.
(0.7 p.p.)
(0.2 p.p.)
(7.9 p.p.)
0.6 p.p.

(7.2 p.p.)

(6.6 p.p.)




Operating Leverage and Profitability

Total Costs and Expenses?
(as % of Total Revenue and Income)

60.4%

58.1%
49.6%
48.6%
46.6% 46.8%
45.3%
441%
42.5%
39.7% I 39.6%

1Q18 2Q18 3Q18 4Q18 1Q19 2Q19 3Q19 4Q19 1Q20 2Q20 3Q20

Financial Expenses
(as % of Total Revenue and Income)

23.8%

21.3% 201% 20.7%
15.1%
14.2% ° °
12.40/013.4/0 13.7%
9.4%
I 6.9%

1Q18 2Q18 3Q18 4Q18 1Q19 2Q19 3Q19 4Q19 1Q20 2Q20 3Q20

Adjusted Net Income and Margin?

(R$ in millions)

287.9
275.0

194.0
162.3

201.9
186.3
155.9 150.3
89.3
711
26.5

1Q18 2Q18 3Q18 4Q18 1Q19 2Q19 3Q19 4Q19 1Q20 2Q20 3Q20




Adjusted Free Cash Flow and Reconciliation (non-IFRS)
(R$ in millions)

Adjusted Free Cash Flow?

(1)
(2)

(3)
(4)

Reconciliation of Adjusted free cash flow m mm

3076 Net cash used in operating activities 190.2 (1,669.9) (1,988.3) (186.2)
288.6
(-) Adjustments in Operating Activities:
229.5 Accounts receivable from card issuers? (34.9) 2,976.8 3,267.9 1,713.4

Accounts payable to clients? 405.3 (1,317.3) 163.9 (1,016.2)
Interest income received, net of costs3 (304.3) (204.3) (852.2) (865.3)
Loans held for sale? 0.0 685.1 0.0 1,067.4

Purchases of property and equipment (197.2) (153.7) (314.2) (334.7)

411

Purchases and development of intangible assets  (18.0)  (28.2)  (47.7) (70.7)

3Q19 3Q20 o9M19 o9M20 - Adjusted free cash flow! 41.1 288.6 229.5 307.6

Adjusted free cash flow is a non-IFRS financial measure.

Each “Accounts Payable to Clients” recognized as a liability on our balance sheet is directly linked to an “Accounts Receivable from Card Issuers” recognized as an asset on our balance sheet. The Company
receives from issuing banks first, and only then pays its clients, thus having no working capital requirement. When a client opts to be paid early (prepayment), the Company has a working capital
requirement. However, the Company has the option to sell the receivables from card issuers related to those payables in order to meet such working capital requirements. The combined effect to the cash
flows is a positive operational cash flow equivalent to net fees earned by providing such prepayment service. Whenever management opts to fund its prepayment operation with sources other than the sale
of its own receivables, Net Cash Provided by/ (Used in) Operating Activities may be affected, as discussed in “Note on the impact of different funding sources in operating and financing cash flows” in our
Earnings Release. However, management does not view such decision as translating into higher or lower ability of our business to generate cash operationally.

Financial income from our prepayment activity, less the financial expenses related to the sale of receivables to financial institutions. The first item directly influences the level of accounts payable to clients
on our balance sheet; the second item directly influences the amount of receivables from card issuers on our balance sheet.

Besides prepayment, the Company has started to offer credit solutions to clients. The Company intends to fund its credit operation primarily through third parties (i.e. FIDC and debt), as well as with some
Company cash. Given the operational nature of our credit business, like in the case of prepayment mentioned above, management does not view related funding decision as translating into higher or lower 18
ability of our business to generate cash operationally.



Appendix — Adjusted Net Income Reconciliation and EPS (Non-IFRS)

TR " e e 55

(R$ per share)
Net income for the period 247 63.0 90.4 1271 177.0 171.9 191.3 264.0 158.6 123.6 249.1

Share-based compensation
expenses !

Amortization of fair value 27 28 28 43 38 43 46 46 3.4 34 6.9
adjustment 2 0.71

Gain on previously held interest in 00 0.0 (21.4) 00 0.0 0.0 00 0.0 0.0 (3.0 0.0

0.0 00 248 36.0 104 284 N2 146 24 37.8 30.8 0.99

associate 3

One-time impairment charges 4 00 84 00 00 00 00 00 00 0.0 00 0.0 0.39
Other expenses 5 00 00 00 00 OO0 O0OO0O 00 (170 0.0 17 135

Tax effect on adjustments (0.9 (3.1) (7.3 (11.5) (4.6) (10.5) (5.3) (6.4) (1.8) (13.3) (12.5)

_ . 3Q18 3Q19 3Q20
Adjusted net income 26.5 711 89.3 155.9 186.3 194.0 201.9 275.0 162.3 150.3 287.9







