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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,” “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 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.
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 core operating
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) one-off 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 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 / (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 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.

Stone at a Glance
Our mission is to transform the way SMB merchants use
software and financial services to grow their business,
improve productivity and sell more.
We do this by offering what we believe is a world
class suite of products and the best customer service
that merchants have ever seen in Brazil.
First

Integrated

Non-bank Merchant
Acquirer Payments
Institution in Brazil

Solutions in
acquiring, banking,
credit and software

R$115bn+

62%

R$738m

TPV LTM (2)

Revenue Growth y/y (2)

Adj Net Income LTM (2)

429k
Active Clients (2)

Mariana Rivas, customer support agent.
(1) As of 3Q19.

Business Highlights
Founder-led company with extensive track record, innovation and mission-driven ownership culture
Unique proprietary assets: advanced end-to-end payments and banking platforms with scalable
distribution network
Loved brand with integrated solutions: one-stop shop for SMBs with the best customer service and
single point of contact

Attractive financial profile has driven high growth and strong profitability
Large, attractive market with significant upside

LARGE AND
ATTRACTIVE MARKET

We Have Started in Payments, Where There is Still a Huge
Headroom to Grow...
Brazil is the 4th Largest Payments
Market in the World

Brazilian Acquiring Industry TPV (2)

Brazilian Electronic Payments Penetration (2)

(R$ trillion)

(% of total household consumption)

15% CAGR

R$6.8tn+
GDP (1)

R$4.3tn+
Household Consumption (1)

170mm
Consumers (3)

8.8mm
SMB Merchants (4)

(1)
(2)
(3)
(4)

IBGE as of 2018.
ABECS estimate for 2019E.
IBGE, Brazilian Tourism Ministry. As of 2017.
Neoway, SEBRAE, Portal do Empreendedor. As of June 2018.

11.5 p.p.

…More Recently, We Have Expanded Our Addressable Market
(Revenue Pool)

5x
CREDIT

MERCHANT
A CQ U I R I N G (1)

R$

20

R$

(2)

75

bn

bn+

T O TA L

BANKING (4)
SOFTWARE (3)

R$

9.5

bn

R$

10

R$
bn

114

~

bn

1
x

MERCHANT
A CQUIRING

NEW
SOL UTIONS

Notes:
(1) Stone internal estimate for all merchant acquirers total revenue for 2018.
(2) Stone internal estimate using total non-targeted loans for SMB companies in Brazil multiplied by the average spread discounted the default rate. Data from Brazilian Central Bank as of December of
2018. The % of non-targeted loans for SMBs and average spread was calculated based on management s assumptions using market data.
(3) Total addressable market in Brazil for retail management software in 2017, according to Goldman Sachs research.
(4) Stone internal estimate for the SMB segment using total revenue generated by the Brazilian top five banks in 2018 on checkin g account services.

UNIQUE
BUSINESS MODEL

The Stone Model
Technology: proprietary platform that allows for
flexibilty, scalability, efficiency and speed of
deployment

Service: “enchanters” solely focused on resolving clients problems on the line, in a single
phone call
Distribution
• Our team at the merchants doorsteps and
we have a fully integrated operation
• Digitally integrated distribution
Client Centric Culture: we take care of the
client experience end-to-end. All touch points
through our technology and our people

Loved Brand with Unique and Proprietary Assets

Customer Service:
Human Connection
Highly trained, in-house, agents
equipped to serve clients

66
NPS (1)

4.9

82%

secs average
of first call
time to
Resolution (2)
answer calls(2)

Notes:
(1) According to internal surveys conducted in June 2019;
(2) As of 3Q19, according to internal surveys.

Distribution:
Proximity
• Stone Hubs run by our local sales and logistics
team, both supported by our proprietary
technology
• On-demand service to SMBs, reaching clients
within minutes
• Foundational asset to support future growth

Technology:
Efficiency
• Single end-to-end payments platform
• Proprietary digital banking platform
directly connected to the Central Bank
• Empowers sales and logistics teams to
provide the best client experience
• Data to predict client-behavior
• 360 degree view of the client
• Strong back-office support

Entrepreneurial, Techy, Client-Driven Culture
Our culture drives results: entrepreneurial spirit permeates the entire company

Client-centric

Mission-driven
Ownership Mentality
Entrepreneurial
& Disruptive
Competitive
& Results Oriented
True Meritocracy

Stone Hubs: Our Strategy for SMB Clients
Managing sales, logistics and support locally

The Hub
▪

Local Stone operations serving SMBs throughout Brazil

▪

Run by our team and our technology

Disruptive Distribution Model
▪

Proximity allows for strong relationship with merchants

▪

Hubs represent a foundational asset built for future growth

SERVING SMBs, RUN
BY OUR TEAM OF HUB
LEADERS, STONE
AGENTS AND GREEN
ANGELS

Our People

(1) As of 31-Oct-2019.

▪

Our Hub team is highly trained in the Stone culture and carry
our mission through their local operations

▪

Team with sales (Agents) and logistics / support (Green
Angels), empowered with tools to provide the best client
experience

350+
hubs (1)

Scalable Platform for Digital & Integrated Partners
A complete ecosystem of digital solutions through single and simple API connections

Payment Service Provider (PSP)

Online Gateway

Integrated Partners
▪
▪
▪

PSPs / Sub-acquirers
Marketplaces
Integrated Software Vendors (ISVs)

Checkout

Social Commerce

Split Payment

Analytics

Automated Retrial

Recurrent Billing

Multi Method Payments

One Click Buy

Reconciliation API

SDKs

Omnichannel Acquiring

SmartPOS

Joint Venture with Grupo Globo
Joint Venture
Largest

> 90 years

broadcast television
network, reaching

of expertise in Media

98%

Reaches more than

of Brazilian cities,
the market leader
for decades

unique Brazilians daily

100 million

The Group’s internet
business is the

top source

for local and international
news, sports and
entertainment content
in Brazil

Expected to launch in 1Q20
33% owned by Globo and 67% by Stone
Tap a fast-growing market
Combine Grupo Globo s know-how in media and
marketing with Stone’s fintech capabilities

Management with over

20 years
of expertise in
payments

Strong
track-record disrupting
the industry

End-to-end
technology platform and diverse
set of products for merchants
Best-in-class

NPS

Provide enhanced self-onboarding experience
Deliver best-in-class service level for the segment
Offer complete solution, aggregating payments,
banking and financial services into one unique
platform

INTEGRATED
SOLUTIONS

Stone’s Approach to Serving Merchants

Suppliers

Credit Solution
There is a huge opportunity in providing credit to SMBs...
Credit and Prepayment Market in Brazil
Total revenue in 2018

…Stone has just started to address this opportunity
Number of clients using credit solution (thousands)

80
~R$80bn

1% share in
providing
funding to SMBs

Total disbursement since inception (R$MM)

R$0.8bn

0.8
Stone

1

Credit

TAM

2

Prepayment

(1) Stone total prepayment revenue in 2018.
(2) Credit addressable market based on Stone internal estimate using total non-earmarked loans for SMB in Brazil multiplied by the average spread discounted by the default rate. Data from
Brazilian Central Bank as of December 2018. The % of non-earmarked loans for SMBs and average spread was calculated based on management’s assumptions using market data.
Prepayment addressable market based on Stone internal estimate of prepayment revenue of the top 5 largest Brazilian acquirers .

Digital Open Banking Platform
We developed a proprietary suite of digital banking solutions designed to enable clients to conduct financial transactions and
integrate their financial data
Redefining how SMBs in Brazil deal with
their financial life
In-house built technology with direct
integration to the Central Bank

Increasing Engagement
Wire transfers
per account
(Indexed to 1.0x)

Public API that allows integration with
ERPs, wallets and other partners

Increasing Number of Open Accounts
Number of banking accounts
(thousands)

Boletos paid
per account
(Indexed to 1.0x)

Complete Financial Platform
Combined with Unparalleled Customer Service
Integrated financial platform (acquiring + banking + credit) already on pilot
Supported by great service and support

428,900 active clients

R$115bn + TPV in 3Q19 LTM

~29,000³ accounts

Increasing engagement

~13,400³ clients

R$185mm+³ in credit
disbursement

66

4.9

In Hours

Human Connection

NPS 1

secs average time to
answer calls 2

At our merchant’s
doorsteps

Highly trained, in house, agents equipped to
serve clients

(1) Average NPS in the 3Q19, according to internal surveys.
(2) As of 3Q19, according to internal surveys.
(3) As of Oct/19.

Software Strategy
We Are Scaling Fast our Software Client Base...

Number of
software clients
(thousands)

...With Increasing Engagement

Reconciliation¹
- Number of
accesses per client
(Indexed to 1.0x)

CRM/Loyalty¹ - heavy
user clients² as a % of
total subscribed clients
(Indexed to 1.0x)

(1) Reconciliation refers to Raio-X and CRM/Loyalty refers to Collact
(2) Merchants with more than 300 unique end consumers transacting through Collact at its store in the last 30 days

OPERATING AND
FINANCIAL
HIGHLIGHTS

Rapidly Scaling the Business
Substantial Growth Across Financial and Operating Metrics
Active Clients1

Total Payment Volume

Total Revenue and Income

Summary Statement of Profit and Loss
Δ%

‘

Δ

Δ%

Δ

Operating Leverage and Profitability
Adjusted Net Income and Margin (R$ in millions)1

Total Costs and Expenses (as % of Total Revenue and Income) 2

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

Adjusted Free Cash Flow²
(1)

‘
* Advanced payment of POS devices of R$102.4mm due to more favorable commercial terms

Adjusted Net Income Reconciliation (Non-IFRS)

‘

