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This presentation and the information contained herein does not constitute an o�er for sale or solicitation of an o�er 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,” “will,” “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 �nancial results and its current expectations and projections about future events and �nancial trends that it believes may a�ect its �nancial condition, results of operations, business strategy, short-term and long-term business operations and 
objectives, and �nancial 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 di�er 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 �nancial 
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 di�er 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. 
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, �nancial technology, and marketing services; the Company’s ability to di�erentiate 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 �nancings; possible �uctuations in the Company’s 
results of operation and operating metrics; the e�ect of management changes and business initiatives; and other known and unknown risks, all of which are di�cult to predict and many of which are beyond the Company’s control. The Company has 
provided additional information in its reports on �le with the Securities and Exchange Commission concerning factors that could cause actual results to di�er 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 �nancial 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 �nancial performance: Adjusted Net Income, 
Adjusted Net Cash Provided by / (Used in) Operating Activities , Adjusted Free Cash Flow and Adjusted Net Cash. A “non-IFRS �nancial measure” refers to a numerical measure of Stone’s historical or future �nancial performance or �nancial 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 �nancial 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 �nancial information presented herein should be considered in conjunction with, and not as a substitute for or 
superior to, the �nancial information presented in accordance with IFRS. There are signi�cant limitations associated with the use of non-IFRS �nancial measures. Further, these measures may di�er 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 e�ect of items from Net Income that it does not consider 
indicative of its core operating performance within the period presented. Stone de�nes 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 classi�ed as a liability, (2) amortization of intangibles related to acquisitions, (3) one-time impairment charges, (4) one-o� gains 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 �ow 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 / (Debt) 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 �nancial performance (“Estimates”), they are unable to be reconciled to their most directly comparable �nancial 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 di�erent 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 veri�ed. 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 a�liates or employees, directors, representatives, o�cers, agents or advisers in connection with this presentation will 
form the basis of or be construed as a contract or any other legal obligation.
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Main Highlights 1Q19

Strong Growth and Pro�tability
Active Client base of nearly 310k clients, +93% y/y

Net Addition of 40.6k1 clients in 1Q19 vs 4Q18

Total Revenue and Income growth of 86% y/y
Adjusted Net Income of R$ 186MM2, +603% y/y

Adjusted Net Margin of 35%2

Payments and Expansion
Strong hub economics, with a LTV/CAC of 
approximately 10x

Growing presence in digital: new solutions 

and Stone Partners Program

Progress in New Solutions
Beyond Payments

New Software O�erings: Collact, Tablet Cloud and VHSYS 

Credit pilot

Banking Platform with open banking API

Our People

Recruta Stone with record ~39k applicants 

Sales convention

3
(1)  Based on 267.9 thousand active clients plus 1.28 thousand clients in pilot o�er of Stone Mais subscription plan in 4Q18.
(2) Adjusted Net Income is a non-IFRS �nancial measure. Please see the appendix for the reconciliation of this non-IFRS �nancial measure to the most directly comparable 
IFRS �nancial measure.



POS/ERP for more sophisticated SMBs

VHSYS is an omni-channel, cloud based, API 
driven, POS and ERP platform built  to serve an 
array of service and retail businesses for more 
sophisticated SMBs. The self-service platform 
consists of over 40 applications, accessible a la 
carte, such as order and sales management, 
inventory management, CRM, marketplace and 
e-commerce integration, among others.

Software Strategy: New Investments in 1Q19

CRM/loyalty software for customer 
engagement

Collact is a multisided customer engagement 
and loyalty platform that enables small and 
medium sized businesses to acquire, engage 
and grow their client base by o�ering 
customized loyalty and marketing programs 
and providing consumer insights and analytics.

Mobile POS/ERP for less complex 
operations

Tablet Cloud is a white-label POS and simple 
ERP application focused  on less sophisticated 
SMBs which runs on smart POS and tablet  
solutions, giving business owners complete 
control over their cash  register and inventory 
in a fully mobile device.

+18k Clients in 1Q19 with VHSYS and Tablet Cloud 4



Archaic Management Tools

Brazilian merchants
are evolving, but some 
management tools have
remained the same
for generations.

5



Saving Time
Client used to spend a lot of time reconciling 
multiple payment methods without a proper 
tool. Raio-X helps the merchant to save time 
streamlining all sales in a fast and easy way.

Saving Money
An audit showed that the merchant was paying 
over R$500 more than what was agreed upon 
with his previous payment provider every month. 
Now, client uses Equals Raio-X and Stone 
payments, saving money with better control and 
full transparency.

Fixing Mistakes
By installing Equals Raio-X, the client found out 
that a food voucher was depositing his money in 
the wrong bank account. 

By �xing this mistake, the client recovered 30 
thousand reais, corresponding to 18 months of 
incorrectly routed deposits. In addition, the 
client realized he was using automatic 
prepayment from another payment provider, 
paying higher rates than he originally thought.

Case 1
Apparel Store in the Countryside of MS

Case 2
Restaurant in the Countryside of SP

6

Equals identi�ed over

R$ 40 million
in incorrect fees being
charged to merchants
in 2018.

By installing Equals Raio-X, the client found out 
that a food voucher was depositing his money in 

By �xing this mistake, the client recovered 30 
thousand reais, corresponding to 18 months of 

paying higher rates than he originally thought.

6

Examples of how we have been helping Clients



Examples of how we have been helping Clients

Integrated experience and increase in productivity
Client changed his former ERP/POS software  for the combined 
solution of Linked Gourmet, Equals Raio-X and Stone, also saving 
time and money. Now, he counts on an integrated platform to 
manage both the back and the front of the house, deliveries, as 
well as manage individual productivity metrics of employees.

Increasing tra�c
Merchant created a loyalty 
program with Collact and saw 
that the tra�c of members of 
the program was over 30% 
higher than non-members. 
Overall tra�c at the bakery 
increased nearly 8% over a 
four month period.

Case 4
Bakery in São Paulo, SP

Case 3
Restaurant in Countryside of SP

24/7 customer support
With Linked Gourmet, the client can rely on unlimited free 
training and 24/7 customer support, avoiding disruption in his 
operation.

Knowing better your customer
Collact enabled the merchant to 
have more data about his 
customers, allowing them to 
create targeted marketing 
campaigns and track revenue 
generated by them.
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Transparent pricing
Simple and easy to understand

Thousands of accounts opened

Wire transfers

Payment of 

Payment of Taxes

Open Banking API

Non-bureaucratic process of taking Credit
Easy to access on Client’s Portal, App or even POS.

Easy to pay back
Clients pay back their loans with a percentage of their 
sales, a model which is aligned with their business.

New Solutions: Banking and Credit

Credit

account

8



People and Culture

100% in-house, deep cultural immersion, training for our 
leaders nearly 39,000 enrolled

More than 2,500 employees
Focused on Culture and Client-Centricity

Click here to see a short video

SALES CONVENTION
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https://youtu.be/r_ErjnOG1lU


The Ecosystem we are Building

CLIENT
E�ciency Gain,

Managing and Growing
Increase Lifetime Value

and Yield

D A T A  F O R  B E T T E R  S E R V I C E

Value Proposition

Manage Better
their Business

Sell More

Lower Costs

Save Time

Engagement

Stickness

Yield

Churn

PAYMENTS

10



Focus on Clients’ Needs

MARKETING

BUSINESS 
INTELLIGENCE

WORKING CAPITAL

CREDIT

LOYALTY 
+ RECURRING TRAFFIC

MONEY TRANSFERS

CASH FLOW

EMPLOYEE PRODUCTIVITY

INVENTORY

LOGISTICS

FRONT AND BACK OF
HOUSE SOFTWARES

SELL ONLINE

S E L L G R O W

M A N A G E

ACCEPT
PAYMENTS

11



Rapidly Scaling the Business
Rapid growth across �nancial and operating metrics

Active Clients1

+93%
(1Q19 vs 1Q18)

+60%
(1Q19 vs 1Q18)

+86%
(1Q19 vs 1Q18)

Total Payment Volume Total Revenue and Income

11.7
10.5 10.9

11.9

15.3
16.5

18.5

21.8

26.6 26.5

00.

00.5

00.01

00.51

00.02

00.52

00.03

4Q16 1Q17 2Q17 3Q17 4Q17 1Q18 2Q18 3Q18 4Q18 1Q19

186
167 165

187

248
287

349

414

529 536

00.

00.001

00.002

00.003

00.004

00.005

00.006

4Q16 1Q17 2Q17 3Q17 4Q17 1Q18 2Q18 3Q18 4Q18 1Q19

82 83 88
103

131

161

201

234

268

310

00.

00.05

00.001

00.051

00.002

00.052

00.003

00.053

4Q16 1Q17 2Q17 3Q17 4Q17 1Q18 2Q18 3Q18 4Q18 1Q19

(Thousands) (R$ in billions) (R$ in millions)

Notes:
(1) “Active Clients” are merchants that have completed at least one electronic payment transaction with Stone within the preceding 90 days. 12



Summary Statement of Pro�t or Loss

13(1) Adjusted Net Income is a non-IFRS �nancial measure. Please see the appendix for the reconciliation of this non-IFRS �nancial measure to the most directly comparable 
IFRS �nancial measure.
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Operating Leverage and Pro�tability

1Q17 2Q17 3Q17 4Q17 1Q18 2Q18 3Q18

186.3

58.7%

Total Costs and Expenses2 Adjusted Net Margin

61.8%
64.7%

68.5%

58.1%

49.6%
46.6%

34.8%

~7x
29.5%

21.6%
20.5%

44.1%
39.7%

155.9

89.6
71.1

26.520.912.4
5.76.2

4Q18 1Q19 1Q17 2Q17 3Q17 4Q17 1Q18 2Q18 3Q18 4Q18 1Q19

Total Costs and Expenses2 and Adjusted Net Margin1Adjusted Net Income (R$ in millions)1

Notes:
(1) Adjusted net income is a non-IFRS �nancial measure. Please see the appendix for a reconciliation of this non-IFRS �nancial measure to the most directly comparable IFRS �nancial measure.
(2) Total costs and expenses as % of total revenue and income. Includes Cost of Services, Administrative Expenses and Selling Expenses.

9.2%
8.4%

3.0%

7.5%
3.7%

14



21.2

1Q18 1Q19

108.8

Adjusted Free Cash Flow

Notes:
(1) Adjusted free cash �ow is a non-IFRS �nancial measure.
(2) Financial income from our prepayment activity, less the �nancial expenses related to the sale of receivables to �nancial institutions. The �rst item has direct in�uence in the level of 
accounts payable to clients in our balance sheet; the second item has direct in�uence in the amount of receivables from card issuers in our balance sheet. 15
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Non-IFRS Adjusted Net Income Reconciliation

Notes:
(1) Consists of non-cash expenses related to the grant of share-based compensation, as well as fair value (mark-to-market) adjustments for share-based compensation expense classi�ed as 
a liability in our consolidated �nancial statements. For 4Q18 and 1Q19 represents a one-time share-based expense related to our IPO.
(2) On intangibles related to acquisitions. Consists of expenses resulting from the amortization of the fair value adjustment on intangible assets and property and equipment as a result of 
the application of the acquisition method, a signi�cant portion of which relate to the Elavon do Brasil (”EdB”) acquisition.
(3) Consists of the gain on re-measurement of our previously held equity interest in Equals to fair value upon the date control was acquired.
(4) Consists of (i) impairment charges associated with certain processing system intangible assets acquired in the EdB acquisition that we no longer use, in an amount of R$6.4 million in 
2Q18 and (ii) impairment associated with improvements made to certain leased o�ce space upon the termination of the lease, in an amount of R$2.0 million for 2Q18
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