Brazilian IT Industry Overview
I NVE T Invest Tech Presentation

TECH




Disclaimer TECH

This presentation is based on several market studies carried out by Invest Tech or other non-related parties . The information here
presented is a result of a compilation of these studies. Invest Tech does not intend to claim authorship nor to imply that all
information here presented is produced by Invest Tech by any means.

The information contained in this document is, to the best knowledge and belief of invest Tech true and correct in all material respects
and is not misleading . In preparing this document, Invest Tech has relied on information from publicly available sources and has not
independently verified the accuracy or completeness of the information contained therein . The main sources of information on this
document comprise : A.T. Kearney (Developing a Strategic Agenda for the A | Dffshore Out s o ur eectarg;o0Brasscom ; Reuters ;
Série Estudos ; Newsweek, among others

The information provided in this document is subject to change . The delivery of this document does not imply that any information
contained herein is correct at any time subsequent to its date of publication . Each recipient of this document is responsible for making
his own independent evaluation of the information contained herein .

By accepting this IM, the recipient ( i Re c i p ageesttd keep strictly confidential all information contained herein and not to disclose
all or any part of such information to any third party without the prior written consent of Invest Tech.
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x Swelling lower -middle class
x Macroeconomic environment:
V Economic and political stability

V Inflation is controlled; local and federal
governments required by law to rein in their debts

V High level of foreign trade and investment

Key Figures

Interest Rate 8,8%
Unemployment 6,8%
Inflation 4,5%
GDP (USD bi) 1.987
Population 193 mm

Source: Reuters; Newsweek, Invest Tech



IT Industry Overview

xBrazil

Size
Global IT BPO Market - USD bn
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internal IT

Sector currently employs 1.7 mm people,
among programmers, analysts and managers

Specialized schools take around 77.000 new
workers per year to the IT market

111 post -graduate IT -related courses

Brazil is a well know provider of key

technologies and platforms such as Java, Unix,
Linux, COBOL, Natural, .Net, C++, Oracle, SAP,
Totvs, Siebel, PeopleSoft, SOA, EAI, CMMi, ISO,
ITIL, among others

60 mm computers in use today
A 1 computer to each 3 inhabitants

A The ratio is expected to reach 1 computer to
each 2 inhabitants in 2012

More than 170 million mobile phones in
operation

Comprehensive Telecom network offers
country -wide access

ei ght

Source: A.T. Kearney; Brasscom



Competitive Landscape TECH

Size

ToTvs
Stefanini
Tivit
UOL

Software &
Services

CPM Braxis Politec
Scopus

Ideiasnet

Sonda Procwork

Hardware

Iltautec

Positivo

Focus



Competitive Landscape

INVEST
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IT - BPO Outsourcing

Full Outsourcing Corporate Hosting Web Hosting Infrastructure

V Atos Origin
VHP/ EDS
VIBM

V Montreal
VSiemens IT
V Synapsis

V Telefonica
V Tivit

V T-Systems
V Unisys

V Alog

V Ativas
VBIT

V Computeasy
VDHC

V Diveo

V Global

V Grossing
VHP/ EDS
VIBM

V Telefonica
VTIVIT

V Alog

V Brt

V Digiweb

V Diveo

V Hostlocation
V Locaweb
VLogup

V Uol

V Avaya

V Damovo

V Digitro

V Medidata

V Olitel

V Siemens
Enterprise

V Spread

V Telesul

V Wittel

VB2BR

V Bull

V Cimcorp

V Computeasy
V CSC Brasil
V Cyberlynx
V Dedalus

V Digitro

V Getronics
VHP/ EDS
VIBM

V Spread

V Cimcorp
V Columbia
VEMC
VHDS
VHP/ EDS
VIBM

V Kaisen

V Symantec

V Arcon

V Computeasy
V Cyberlynx
VIBM

V Metodo

V Netsafe
VPwC

VTrue Acess
V Unisy

V Arcon
V Cipher
V Disec
VEDS
Embratel
V Etek
V Future Security
V Global Crossing
VIBM
V Siemens
VTrue Acess
V Unisys

V Simpress

V American
Banknote

V Lexmark

V Xerox

V Tecnoset

VHP

V Interprint

V Laser Print

VCSC Brasil
V Cyberlynx
V Haldgica

V Spekx

V Pink

V Elephant

V Quint

Source: Série Estudos




N INVEST
Competitive Landscape TECH

Application Management

Proprietar

V Accenture V Meta V Accenture VSimens IT V Aporte

V Altran V Poliedro VBBKO V Softek V Bertini
VBRQ V Politec V Bearing Point V Sonda Procwork VCTIS

V Cast V Resource V Complex VTIVIT DBA

V CPM Braxis V Sonda Procwork V CPM Braxis GPTI
VCIi&T V Softtek V Deloitte V Quanan
VCTIS V Stefaninni VDolt V Resource
VDBA VTIVIT V Everis V Sunrising
VEDS V Unisys V Fist Team VYKP

V Elumini V Grupo Assa V Walar

V Everis VHP/ EDS

VGPTI V Neoris

VIBM V Politec

Source: Série Estudos
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Competitive Landscape TECH

Largest Multinational (USD mm)

Player Revenue with IT - Revenue With IT - Total Company Full : Infrastructure Application
BPO - Outsourcing BPO - Services Revenues Outsourcing Management
1 HP/EDS 479 943 3.234 188 182 107
2 IBM Brasil 405 1.050 2.733 192 127 85
3 Unisys 144 287 432 37 74 32
4 Accenture 118 341 467 0 1 117
5 Telefonica 109 159 11.407 40 58 11
6 Xerox 103 164 788 0 103 0
7 Atos Origin 67 161 168 31 13 22
8 TCS 66 108 108 0 0 67
9 Siemens IT Solutions 64 82 82 23 18 22
10 T-Systems 48 91 129 18 15 15
11 Orange Network 43 101 101 0 43 0
12 BT Brasil 41 101 152 0 41 0
13 Oracle 39 149 473 0 0 39
14 Getronics 37 127 139 4 28 5
15 Damovo 32 61 108 0 32 0
16 Siemens Enterprise 29 70 254 0 25 4
17 Softtek 27 71 76 0 0 27
18 Global Crossing 26 26 98 0 26 0
19 Logica 25 38 43 13 5 8
20 Indra 25 58 66 0 0 25

Source: Série Estudos
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Competitive Landscape TECH

Largest Local (USD mm)

Revenue with IT - Revenue With IT - Total Company Full : Infrastructure Application
BPO - Outsourcing BPO - Services Revenues Outsourcing Management
1 TIVIT 189 239 535 57 83 47
2 CPM Braxis 129 337 535 0 44 85
3 Scopus 127 167 192 0 127 25
4 CTIS 113 168 243 0 61 52
5 Politec 112 293 307 0 0 112
6 Sonda Prockwork 100 233 280 0 21 80
7 ltautec 85 271 789 0 74 12
8 Simpress 80 80 144 0 80 0
9 Stefanini 80 205 277 0 11 69
10 GPTI 73 176 176 0 3 69
11 Locaweb 55 55 55 0 55 0
12 Spread 52 84 119 0 32 19
13 TBA 47 152 173 0 47 0
14 DBA engenharia 40 100 107 0 1 39
15 BRQ 39 97 97 0 0 39
16 Eclipse 37 128 16 0 30 7
17 Montreal 36 74 86 12 13 11
18 Cobra 35 126 216 0 35 0
19 Microcity 35 34 34 0 34 0
20 Alog 34 32 32 0 32 0

Source: Série Estudos



Brazilian Offshore Market

Size and Offer
x Brazilian Offshore Market: USD 2,2 bn (2008)

x A distinctive position for the Brazilian offer
A Value Proposition:

V Resolvability (the ability to solve problems
effectively and efficiently)

A Differentiating elements
V Innovation and updated technology
V Specialization

V Proactive offer of solutions based on
cultural affinity and plurality

V Convenient both in terms of geography and
time difference

A Qualifying elements
V Competitive costs

x  Players by Size:

1. IBM 8. DTS

2. Accenture 9. Sonda Prockwork
3. EDS 10. Tata

4. BT 11. Grupo Assa

5. Stefanini 12. CI&T

6. CPM Braxis 13. TIVIT

7. BRQ 14. Satyam

Breakdown

Brazilian IT BPO Offshore market by segment

Consultancy
BPO 4%
7%

Infrastructure
Management
16%

Development
73%

Brazilian IT BPO Offshore market by region

\_ USA

80,5%
Source: A.T. Kearney; Brasscom



The global market and challenges facing the Brazilian offer

Players

x Numerous countries are qualified to
capture a significant portion of the off
shoring market

xBrazil 6s

competition i

offshored services arena can be split into two
major categories

i

Traditional exporters of IT services (e.g.:
Canada, India and Ireland)

Emerging exporters (e.g.: China, Malaysia,
the Philippines, Eastern Europe and Mexico),
all of which try to explore advantages in
terms of low cost and a pool of resources,
and/or position themselves as a regional
service hub

x India has clear advantages, it dominates the
market of offshored IT services and leads in
BPO

i

Size and quality of companies and resource
pool

Advantages in terms of cost of labor and low
taxes on service exports

Broad installed base of offshore contracts and
service centers

Offers services that incorporate higher value
added items

Opportunity

x Offers by traditional countries, however
already show signs of fatigue, opening the
way for new players

gX

Buyers bf offshibre aervides BakPe@volved from

simply looking for a way to cut costs to
improving the level of service they provide to
their end customers

i

From AGI obal
outsourcing priority is cost savings, and that
use cost as the main criterion to differentiate
vendors - a behavior that is often found
when IT processes are outsourced (ITO)

To AMr. Customer o cli
careful when outsourcing more complex
business processes - this behavior is most
often found in Business Process Outsourcing
(BPO)

x Traditional offshoring solutions are showing
signs of fatigue:

i

The Indian offer seems to be saturated

costs are increasing, there are problems of
scalability at the original levels of quality, and
personnel turnover is high

Contracting companies are more concerned
with information security and a significant
lack of flexibility in their outsourced services

Sourcingo

Cus:

ent s,

Source: A.T. Kearney; Brasscom



Brazilian Advantage

Industry and Business knowledge

x Information technology plays a major role in all
productive sectors in Brazil, and there is an
increasing awareness of its essential role in
achieving real economic gains for the economy

Human Resources

x Great scale and the quality of labor currently
available in the country, as well as the ability to
prepare an increasing number of professionals to
meet the market demands in an effective manner

English proficiency (2007) TOEFL
100

80
60
40

20

Arg. Chile Brasil Méx. Russia India Col.

Government Support

x Qver the last ten years the Brazilian
government has viewed the IT -BPO industry as
strategic, which has led to the prioritization of
incentives and the creation of institutional
support

Cultural Compatibility and Time Zone Proximity

x The large variety of ethnic groups living together
in Brazil has molded a tolerant and plural society

x Positive impact on IT  -BPO outsourcing contracts
signed with Brazil enabling more effective
communications and reduction in costs

Infrastructure

x World -class infrastructure and a strongly
globalized market, especially in the IT -BPO
sector, with a mature regulatory environment
and business practices

Infrastructure Index
13

11

Brasil Russia China india

x Examples:

V Tax on Revenue
V Tax on Labor
V Tax on income

Source: A.T. Kearney; Brasscom



Brazil is ahead of India and China in several areas

Criterion 1 Government action and business environment Brazil leads India or China lead
Social stability
Political stability V
Low risk of terrorist attacks V
Meeting industry needs
Efforts to promote ITC V
Facility to start a business V
Overall business environment V
ITC infrastructure V
Intellectual property rights
Protection granted to property rights V
Information security / activities to curtail piracy V

Source: A.T. Kearney Offshore Location Attractiveness Index metrics, based on the Economist Intelligence Unit and the WEF Global

Competitiveness Report executive perception ratings



India, China and Canada are today at a higher competitive level TECH
Highlights of the main competitors group Brazil assessment
Ch o A The three main competitors occupying a significant portion of A Domestic demand is well developed
ar]?tcrferl'?rt'cs the global market for outsourced IT services. and sophisticated, providing the
0 i : A Although internal demand in China is not yet mature, the size industry with experience it could
2l of the domestic market and strong Government support for the leverage in the International
industry make it a competitor with strong potential. market

A Few large companies
A Few certified companies

AIndia and China have a strong cost advantage and an available A Infrastructure in Brazil is good

Country pool of qualified human resources. A Labor compensation is relatively

i g A Canada, though operating with high costs, has a highly competitive, however payroll taxes
qualified work force and a business environment that is harm the countryos
favorable to the IT industry AP%SIUQH- th .
A While Canada has excellent infrastructure, this is a critical gap ;I' ¢ scllze Odt € resource poo 'Sf
in both India and China imited, and new entrants are o
medium quality.

: AIn both China and India the number of Internet users, and AInternet use in Brazil also shows
History of Internet access in schools is growing strong growth, as does Internet
Innovation A Canada and China saw heavy investments in R&D by the private access in schools. However, the

sector private sector does not invest
A China has 10 times as many researchers as Canada muchin R&D _
Alnnovation is critical for Brazil
Investor and A Although business indicators are poor for China and India, both A Compared to China and India,
i v countries have a good reputation with investors Brazil is less attractive to FDE

A Less global exposure compared
to China and India limits this
countryds ability -
negative perceptions

perception

Source: A.T. Kearney; Brasscom



INVEST
SWOT TECH

Brazil should leverage its local experience to develop its position in the global outsourcing market

x Brazil has a significant domestic market that it can x Limited scale of local players and a lack of regional/global
use to demonstrate: offshoring hubs for relevant services
V Experience in value added service and project x The Brazilian offer is not well articulated and sector
capabilities to develop ~ complete solutions representation is dispersed
V Understanding of the rules of business in vertical x Technology park has limited resources
specialization segments x The fABrazil | TO identity is as |y:¢
V Significant specialization in financial services, x Little scalability of qualified resources
insurance, telecom and government x The quality of the talent pool is not yet competitive in the
V A history of interaction and exchange with global market T poor in project planning and management
multinationals x Little capillarity of government resource distribution
x A country IT culture xQuality of services is heterogeneous and only a limited
x Close proximity to target markets (time difference, number of companies are qualified internationally
flight frequency), thus facilitating the interaction with x Costs are not competitive (overheads, tax burden)
client teams
x Relatively competitive compensation paid to sector
manpower
x Take advantage of the window of opportunity for x Strong competition from emerging offers
emerging offers that exists in the global market x Risk that the domestic industry will become
x Focus on initiatives to take the Brazilian offer of IT Afdenationalizedo unless | ocal c|o
services international; take advantage of a closer competitive

partnership between Government and the private
sector to develop IT

Source: A.T. Kearney; Brasscom



Agenda

l. IT Industry Overview
IIl. IT Dynamics

l1l. Invest Tech Presentation



Information Technology Value Chain

Business
Strategy

TI Market- | Oper-
ing ations

~ S=-—a
~ -
~ -—a

IT-influenced business
processes

Applications

Infrastructure

Hardware

Defining the links in the value chain

A The business strategy is translated into an IT -
influenced business  process. These business processes
may be the target of BPO (business process
outsourcing) initiatives

A The applications capture the rules and rationale of the
business, and have specific functions

A Infrastructure software supports the IT structure and
runs functions that are common to all applications and
computing environments

A Hardware includes the physical infrastructure that
stores and runs infrastructure hardware and
applications

Source: A.T. Kearney; Brasscom



Information Technology Services Value Chain

Help -desk

IT

influenced
business

processes

Applications

Infrastructure

Hardware

Services included Description

A Business
consulting

A Business
processes

A Consulting with a focus on process improvement
and optimization , analysis of the economic
feasibility of the outsourcing operation and support for
implementation

A IT influenced BPO

A IT Consulting

A Development,
deployment
and integration

A Applications
maintenance

A Consulting services that influent IT architecture,
implementation and operation

A Systems development and integration
existing; customized or package). Support for
implementation and system roll -out

A Service utilization and processes and methodology for

(new or

and application maintenance, improvement and
management management

A Bundled A Support for software installation and utilization, for
software migrating to new releases and installing updates
support A Operational management of the IT
services infrastructure

A Operating
services

A Hardware A Incident related installation, maintenance and
support repairs, either onsite or centralized. Support for
services installing equipment and upgrades and for

technical troubleshooting

Source: A.T. Kearney; Brasscom



Global Business Model

Large players use a global arbitration model organized around centrally planned operations and

decentralized delivery

Global supportareas

(3] D
Training Subsgjlary
©
Marketing Q
N &
(5]
Risk = Head-
management quarters
© I
Internationa
Contracts p

Control

Subsidiary
XX

Targetmarkets

Subsidiary
2

Global business model

0 Asubsidiary in the target market sells the service
locally

Headquarters incorporates local demands and
conducts best- shoring, leveraging the global
platform and optimizing cost and risk

Global training ensures homogeneous delivery and
structured, seamless communication with the market

o International marketing prepares advertising
campaigns

e Risk Managementhedges the offer, trying to reduce
the impact of exchange variations

International Contracts drafts the contracts and
instructions, and monitors litigation worldwide

0 Control tracks the aggregate and subsidiary results to
ensure global productivity standards

Source: A.T. Kearney; Brasscom



Dynamics of the IT Services market TECH

Large IT players use partners to access expertise and complement or expand their human resource pool

Dynamics of the IT Services market Imm%af'gigz Jogussrﬁ,ﬂ!sggg
A Market dynamics
. : suggest a movement
Large global clients Large global suppliers towards partnerships
and industry

consolidation

A Regional partner or A The trend is towards
acquisition for mid - sized vendors
x  Expertise for a positioning themselves
specific offer as
x Acquiring x  Partners
execution

x  Acquisition targets

capabilit
P Y x  Niche players

Small and mid -sized : .
clients ﬁ Small and mid -sized vendors

Source: A.T. Kearney; Brasscom



IT service market segmentation

INVEST
TECH

Geography Vertical segments

A Segmentation based on
main markets

x USA
x  Europe
x Japan

A Segmenting demand by
link in the IT services
value chain

X

X
X
X

Hardware
Infrastructure
Applications
Business processes

A Customer vertical
segment of business

X

X

X

Financial services
Government

Manufacturing
Industry

Communications
Services
Other

Source: A.T. Kearney; Brasscom



Evolution of the market for IT Services TECH
The service outsourcing and offshoring market i s entering
Technology as an High point Rest period Period of improvements and
enabler expectations market maturity
| Offshore | @7 . o T e T R

' High point in the search for ! i ‘ S —— . i Market arrives ata
} becomesa ! costsavings through . i Adjustment . Failures and | ' reliable model for !

rea||ty ______ ! outsourcing =20 .| __retractions global outsourcing
| . . . | . o . >
e o 2004 2006 and beyond
L : Third party service ) .
: providersinvest in
i offshoring !
Indian infrastructure and human resources start to get
saturated, opening opportunities for other countries
Outsourcing contracts
0 become larger and more Free software changes the revenue
© complex model of service companies
c
Qo Japan %ppears asaf n e N Information security becomes the main
— emander o offshoring concern
SMBs demand offshore
outsourced services

The trend in offshored IT services has been through its euphoria stage and now tends to stabilize

& no disruption is expected to drastically al

Source: A.T. Kearney; Brasscom



Evolution of the global offer of IT Services TECH

Large global players have already consolidated their offshoring offer

Globalization
and intensity of
competition | :
Specialization ' ' L
P : | Consolidation
: Diversification : ofthe
: and entry of | offshoring
! new players ,  model
I I
| 1
<4== 1990 1998 m—p
Main players A IBM: software products A IBM: consulting, developmentand A LBevv’FﬁEy%'rﬁgﬁgPtBuggand
and their A EDS: Operational services Integration services
position (outsourced IT infrastructure) A EDS: consulting, developmentand
A Accenture: consulting, integration
developmentand integration A Accenture: Applications
managementand maintenance
A New players (e.g.,: Tata, Wipro
and Infosys) presentin all links of
the global competition value chain
_ A Global companieswith onsite A Start of operations with a A Consolidated offer with
Business model models and local delivery significantamount of offshore and global delivery
offshoring models

Source: A.T. Kearney; Brasscom



Typical behavior displayed by outsourcing and offshoring clients

INVEST
TECH

Outsourcing and offshoring clients can be described as searching for value or for the best possible level of
service for their end customer

Simultaneous outsourcing and offshoring
(Global Sourcing clients)

In-house offshore operation, followed by
outsourcing (Mr. Customer clients)

Outsour
ced

In-
house

Local IT Services Offshore IT

Outsour I

& BPO Services & BPO
In-houselocal 0 In-house offshore
operation operation: @ Cap

Centerso

. In-
U1 NoBise

<+— QOperation =——»

<4 Geographic location >
Onshore/Near-shore Offshore

R

Local IT Offshore IT
ced c Services & BPO Services & BPO
(@)
©
S
O In-house local In-house offshore
operation operation: i Ca
CentersO

4 (Geographic location ==
Onshore/Near-shore Offshore

=

Client
description

A More daring
transformation

A More risk prone

A The objective isto  immediately capture
value through  outsourcing, even if a
larger portion of the savings/gains are
split with a third party

A Focus on cost savings

A Common behavior in

in terms of change and

ITO processes

A Less daring in terms of change and
transformation

More risk averse

Tend to conduct internal
improvements  before turning to
outsourcing for greater savings

A Focus on increasing revenues
A Common behaviorin  BPO processes

o 3>

Source: A.T. Kearney; Brasscom




Differentiating criteria for vendor selection TECH

Mr. Customer type clients use broader criteria to select outsourcing and offshoring vendors

Global Sourcing clients

Readiness for problem
resolution

Capacity to respond to urgent requests and flexibility to handle changes in
scope

Cost vs. Share in business
risk

Cost of services rendered considering SLAs and risks taken

Quality of the offer

0
-
=
2
©
o
Q
S
]
-~
(%2}
>
O
—
=

Quality of the partnership

Risk Management

Improved business model

Increased service levels

An offshoring platform that matches the cost and quality criteria of the
clientds demand

A partnership that is suited to the importance of the outsourcing objective.
For example, outsourcing a central process should be structured as a joint
venture that takes into account a complex set of risks.

The vendorb6s ability to manage operating
that is adequate for the contract. In this way neither side will be unduly
harmed should there be significant changes in the business environment.

The ability to propose broad solutions that will make the client more
competitive.

The ability of the vendor to be operational more effective and provide a
better level of service that the client could on its own, at an equivalent cost.

Source: A.T. Kearney; Brasscom



Main limitations to the outsourcing/offshoring decision TECH

The main challenge to sell outsourcing/offshoring services is how to demonstrate the benefits

: A Lack of data to build a baseline to quantify and demonstrate the
Lack of internal benchmarks benefits of outsourcing

A Implement management change to ensure that the transition risks are
Management properly managed

Suitability of the internal A Map and standardize internal processes
processes geographic units before the outsourcing effort

A Adjust the internal structures to work with both in -house and offshore
Internal Structures outsourcing models

A Barriers to outsourcing and offshoring placed by the Unions

Source: A.T. Kearney; Brasscom



There are many different types of credit facilities TECH

Main financing modes

VC and
BNDES FINEP PEY Banks 2 Main credit facilities
funds
3 3 FINEP
Innovation A Non refundable financing i for

not for profit research institutions

A Zerointerest i for projects within
the new Industrial Policy, less

Venture Capital 3 3 3 bureaucracy, focus on small
companies (available only in
some regions)

A Pro-innovation i for projects

Entrepreneurs 8 3 3 within the new Industrial Policy,

(Start -ups) to fund R&D, innovation and

technological capability formation

A The INOVAR Venture Capital

3 3 3 project 1 no direct FINEP

Infrastructure transaction (application via FINEP
for private Venture Capital funds)

BNDES

A PROSOFT for business an for the
3 3 trade and export of software

Commercial Banks

A PROEX for exports in general
(Banco do Brasil)
Exports 3 3

Source: A.T. Kearney; Brasscom
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Institutional Presentation

Overview
Professionals
Financial Advisory

Venture Capital & Private Equity

30



Independent and
Entrepreneurial
Approach

Market Knowledge
and Product
Expertise

Different jointed
SIS

Access to Deal
Flow & Capital

Independent business structure providing impartial Corporate Finance advice

Proceeding based on high ethical standards and confidentiality are at the cornerstone of
the companyés code of conduct

Entrepreneurial and flexible approach

Proven regional expertise in deal structuring, negotiation, and portfolio management

Complemented by extensive network of international partners in accounting, law and other
technical areas

Previous entrepreneurial background comprehending share holders expectations and
growth strategies

Vision and financial Discipline ensure maximized results and the added value solutions

issue

Strong networking with prestigious Regional and International corporations and financial
institutions

The Boutique size allows ability to cater for small & medium size companies as well as
larger corporates

Wide Networking into the key industries of economy
31



|l nvest Techds Clients and | nvest o423

Prolific Companies in Brazil TECH
Gavea tecnolegica dimenst*
INVESTIMENTOS

" i -‘\K
®) attachmate
®
EJ rinep BB
S FUNCEF
R aLTRan

RESOURCE®

PO W
2, ) Além da Tecnologia TATA

/ ( / [ ] [ ]
_ ‘ INTER: ! Processor
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http://www.funcef.com.br/
http://www.iadb.org/mif/home/index.cfm?language=English
http://www.processor.com.br/manager.aspx
http://www.intersix.com.br/index.htm
http://br.attachmate.com/
http://www.dimensi.com.br/index.php

Certificates and Partnerships TECH
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http://www.abvcap.com.br/Default.asp
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http://www.navita.com.br/
http://www.bertini.com.br/
http://www.itmidia.com.br/
http://www.intersix.com.br/index.htm
http://www.certisign.com.br/home/default.jsp
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INVEST

Professionals & Board TECH

Our team is formed by a combination of experienced professionals with proven track record on entrepreneurship, advisory and
consulting deals

Miguel Perrotti

Miguel has more than 20 years of experience in creating and developing businesses in the technology industry . As an
entrepreneur, he set up successful companies, generated several businesses and structured merger & acquisitions .
Nowadays he is the president of Perrotti Participacdes, business holding in IT and Invest Tech co-founder .

Mauricio Lima

Mr. Lima developed several investment funds since 1994, when he began structuring and managing fivent awa @i fuads dn
Brazil. Mr. Lima took leading roles in invested c o mp anibeasdd and later developed several different investment
opportunities  for new businesses as well as established new operations . He is the co-founder of Invest Tech, has worked at
Lloyds Bank and Banco Ital and was an Executive Director at Vesta Technologies as well as a Senior Consultant at Bain & Co.

Guilherme  Monteiro

Guilherme is graduated in business administration from Ibmec Sao Paulo, with specialization in valuation and risk capital .
Prior to joining Investtech, Mr. Guilherme has worked at Itad Bank in Brazil as risk analyst and at Swicorp, in Dubai, as an
investment officer, being responsible for M&A and capitalization mandates .

Mateus Tessler

Mateus has graduation degree in Laws from Mackenzie with specialization in finances from Ibmec S&o Paulo (Insper) , he has
worked as a consultant in Merge & Acquisition at Deloitte Brasil where he participate of negotiations including buying, selling
and capital rising for many companies in different industries . In 2008, he became partner of Venture Capital Institute
(NASBIC) and nowadays he is part of the committee of Capital Semente, Entrepreneurship and innovation of BVCAP.
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INVEST

Professionals & Board TECH

Our team is formed by a combination of experienced professionals with proven track record on entrepreneurship, advisory and
consulting deals

Gustavo Barros

Gustavo is graduated in Economics from Ibmec S&o Paulo (Insper) with specialization in valuation and risk capital . Prior to
joining Investtech, Mr. Barros has worked as trader at EUM Investimentos, responsible for investment clubs management . He
has worked at Louis Dreyfus in the M&A department, working with research in agro industrial industry

Valmir Pereira

Owns an investment holding . Founder and main executive of Imarés, sold the company and, nowadays, he is a new
opportunities investor . Mr. Valmir has a Strong expertise in businesses analyzes, and innovative business models making . He
has a vast networking in multiple industries

Sérgio  Kulikovsky

Chairman and main individual shareholder of an electronic certification company . Founder of NetTrade, sold to Patagon and
Santander . He has a deep knowledge on technology, management and creation of enterprises . He is also an investor in other
business

Ruy Simdes

Ex-CIO of large banks, partner of Guarita & Associados, investment boutique focused on insurance industry . Mr. Simdes has a
analytical mindset . Solid knowledge of the ICT industry . Networking developed in 30 years experience
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Advisory Services

INVEST

TECH

M&A and Strategic

Advisory

(

Advise clients across each step of the transaction:
u  Valuing the business
u ldentifying key value drivers
u  Structuring the transaction
u  Coordinating the due diligence process
u  Assisting the client during negotiations or negotiating on its behalf
u  Coordination of legal and accounting advisors
u  Direct negotiations with government agencies
u  Assisting clients in carrying out strategic reviews

u  Developing financial models for decision evaluation

Invest Tech engineers links between compatible value -adding entities to maximize
shareholder wealth and provide assistance across each step of the transaction process, from
the early seeds of an idea through to a successful closing. Invest Tech understands the
need to bridge the cultural and information gaps which may exist between corporations and
investors with sometimes differing perspectives

Whether Invest Tech initiates the opportunity or is requested to assist in the

implementation of established strategies, we utilize a comprehensive range of in -house
resources, complemented where beneficial by selective outsourcing to provide the

necessary expertise to investigate and validate all aspects of the transaction

39



Advisory Services

Debt

Advisory

Advising on debt financing solutions that enable clients to capture new
investment opportunities and to support growing operational needs:

u

u

Invest Tech works closely with clients to carry out important financing reviews and to
develop financial models for decision evaluation and support of both short and long

Strategic advice on the client's financing objectives
Reviewing the optimum capital structure
Assessing available sources of finance

Analyzing potential market counterparties

Detailed financial modeling and credit assessment

Compilation and provision of detailed information to selected institutions

Advice and execution resource to facilitate the approach to finance

counterparties

Negotiation of institutions' proposals and finalization of detailed terms and

conditions

Coordination with the client's legal advisers to ensure successful completion

financing goals

Invest Tech assists clients in identifying sources of debt capital, then negotiating debt
transactions on their behalf in order to obtain the best possible terms available

-term
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Venture Capital & Private Equity

Target
Commitments Sectors
Capital US$ 20 million Brazil (SP and RJ)
Tech 1

Unicapital North East
(Brazil)
Capital US$ 30 million Sectors driven South and South
Tech 2 by growth in

consumer
demand
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VCi How We Bring Value to Investee Companies TECH

U Buy and Build

Prompt Growth U  Geographic expansion
U Vertical or horizontal integration

Optimize capital structure (adequate leverage level)
Engineer creative financing structures

U Finance cash starved companies whose growth is capped due to their inability to raise
funds because of inefficiencies in the Brazilian financial market

Financial
Engineering

U  Support management in enhancing governance structure
U  Introduce transparency
U  Put in place adequate reporting and planning processes

Enhance
Governance

U Review strategic positioning (pricing, branding, target market, etc.)
Improve U Optimize operations (supply chain management, distribution channels, etc.)
Operations . . . .
U0 Upgrade management practices (cost controls, incentive schemes, etc.)

U  With strategic investors, if any
Identn‘_y 0 With other portfolio companies (possible industry consolidation within fund framework)
SHNETEIEE U With non-affiliated foreign or local companies, by securing long-term partnerships
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Contacts

Mauricio Lima

Partner

E-mail: mlima@investtech.com.br
Direct: +55 11 3283.5840
Mobile: + 55 11 9266.1949

Gustavo Barros

Analyst

E-mail: gbarros@investtech.com.br
Direct: +55 11 3283.5840

Mobile: + 55 11 7809.1949

Miguel Perrotti

Partner

E- mail: mperrotti@investtech.com.br
Direct: +55 11 3283.5840

Mobile: + 55 11 9233.9993

Guilherme Monteiro

Coordinator

E- mail: gmonteiro@investtech.com.br
Direct : +55 11 3283.5840

Mobile: + 55 11 7740.8792
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