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Disclaimer
This material reflects management’s expectations and may contain estimates related to future events. Any information, data, forecasts or future
plans herein refer to estimates, and therefore can not be taken as concrete evidence or a promise to the market. Ser Educacional is not
responsible for investment operations or decisions taken based on the information herein. These estimates are subject to change without prior
notice.
This material has been prepared by Ser Educacional S.A. (“Ser Educacional" or the “Company”) in accordance with the highest national and
international standards, and it includes certain forward-looking statements that are primarily based on Ser Educacional’s current expectations
and projections of future events and financial trends that currently affect or may affect the Company’s business, and therefore they are not
guarantees of future performance. They are based on management’s expectations and involve a number of risks and uncertainties that could
lead the Company’s financial situation and operating results to differ materially from those expressed in Ser Educacional’s forward-looking
statements. Ser Educacional assumes no obligation to publicly update or revise any forward-looking statements.
This material is disclosed solely for informational purposes and should not be construed as a request or an offer to buy or sell any shares or
related financial instruments. Accordingly, this presentation is not a recommendation of investment and should not be considered as such. It is
not related to specific investment objectives, financial situation or particular needs of any recipient, neither does it make a statement or provide
a guarantee, either express or implied, related to the accuracy, completeness or reliability of the information herein. This presentation should
not be regarded as a substitute to the recipients’ judgment. Any opinion expressed herein is subject to change without prior notice and Ser
Educacional does not assume the obligation to update or revise them.
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ONE OF THE LARGEST HIGHER EDUCATION COMPANIES IN BRAZIL
Solid footprint in the Northeast and North regions in Brazil

240

63

Thousand students

campi

91%
of the student base located in
the NE e N regions

508
DL Centers

Leading brands in their key markets
Leader
in Greater Recife (PE)
Líder
Belém
NE's
remembered
#1
IESmost
privada
região brand Troiano Branding / Estadão
Leader in Belém (PA)
Líder RM
Recife Best Private
University
TopGuide
of mind NE
Student

Strategic growth levers

Classroom and hybrid graduation
Traditional and digital distance learning
Continued education
M&A

Virtuous cycle of value generation
Academic quality
and wide portfolio of
courses

Higher value proposition
to students

Quality structure and
focus on student
experience

Leader in Manaus (AM)
Top of mind last 5 years
Leader in Guarulhos (SP)
Top of Mind and Reference
in Dentistry and Veterinary

Integrated Backoffice
and financial strength

Strong and recognized
brands by the market
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HISTORY OF GROWTH WITH PROFITABILITY
@ IPO (2Q13)
Regions

Northeast and North

Hoje (3Q21)
Nationwide

Focus on regional
brands

# of students

76,000

240,000

~3,1x larger

# operating campi

23 units

63 units

~2,7x larger

zero

508

New growth avenue

Net Revenues LTM1

R$ 368 mm

R$ 1,346 mm

~3,7x larger

EBITDA LTM1

R$ 126 mm

R$ 309 mm

~2,5x larger

R$ 1,650/year

R$ 1,286/year

Resilience

# DL Centers

EBITDA LTM1 / Student

Consistent value generation since the IPO
1

LTM: Last 12 months
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Market
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BRAZILIAN HIGHER EDUCATION MARKET TRENDS
Prospects for increased demand for education

Favorable regulation for the adoption of distance learning

Life expectancy in Brazil went from 57 years in
1970 to 76 years in 2018 *

2014 Brazilian government in FIES and PRONATEC

Increase in the average time of economic activity
(e.g. pension reform)

2017 Creation of the new DL regulatory framework

Greater need for qualification for different career
moments
New technologies facilitate access to education
Students seek new education formats (e.g. growth
in the distance and e-learning markets)

Last year of significant investments by the

+

MEC publishes ordinance that allows for the

2019 increase in distance learning hours in classroom
teaching from 20% to 40%
Remote school regime was allowed by the MEC
2020 and became relevant to the maintenance of
education during COVID-19

Current scenario expands the addressable market for higher education
Appreciation of
professional
certification
courses
(e.g. healthcare
and law)

Growth of
online and
hybrid courses

* Source: IBGE – Brazilian Institute of Geography and Statistics

New teaching
models and
formats

Higher demand
for specific
content and
short term
courses

Greater
integration of the
undergraduate,
graduate and
open courses
segments

Expansion of
the
addressable
market
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HYBRID EDUCATION IS WELL RATED BY BRAZILIANS

Surveys with students demonstrate positive students' perceptions of the hybrid higher education model

Equal or better vs.
On campus

91%

Hybrid concept is
easy to understand

93%

No need to
go to campus
daily is the main
benefit

61%

Hybrid concept is
relevant

83%

*Source: EducaInsights
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SOLID FOUNDATIONS FOR HIGHER AND CONTINUED EDUCATION
Higher education and continued education markets
have significant growth potential
Addressable
Market
(In MM of inhabitants)

Undergraduate

Post-graduate

Continued
education

Brazilian higher education market has more than 2,500
private competitors

Small/medium
institutions
55%

Large (over 1% market
share)
45%

96,1

Distance learning and Postgraduate studies show high
annual growth rates in the last 4 years
16%

15%

35
27,8
8,5

Undergraduate
student base

Population aged 18 to Brazilian population
39 years and
with higher education
graduated from high
school

Brazilian workforce

Brazilian DL market enrollment

Enrollments in the Brazilian
graduate market
source: IBGE / INEP / SEMESP
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STUDENTS AND TEACHERS COMPARE THE EXPERIENCE OFFERED BY
UNIVERSITIES WITH OTHER SEGMENTS
The value proposition needs to
consider all layers of
expectations formation

Difference between
what students
expect and what a
traditional university
delivers

PERCEPTION
INFLUENCERS

EXPERIENCE
COMPETITORS

DIRECT
COMPETITORS

Changes consumer
expectations

Define industry
expectations

Deliver products and
services that compete
against you

Higher education
competitors

Source: Accenture 11

OFFER OF DIFFERENT EDUCATIONAL MODELS CREATES NEW MARKET GROWTH
POTENTIAL

Hybrid

Digital

On Campus

Market trend, with greater capacity

New ways of offering education with

Market for traditional courses

for organic growth (price and reach)

a high capacity for penetrating

and / or that require

continued education

practical classes

A new higher education market
Solid opportunities for market growth through the introduction of new teaching methodologies

coupled with the maturation of technological tools and cultural change of students
12

Strategy
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INCREASING THE STUDENT BASE THROUGH A FLEXIBLE COURSE OFFER VIA
REGIONAL BRANDS AND QUALITY INFRASTRUCTURE
Ser Educacional' s strategic plan

1

Investment in the new academic model that allows total flexibility of
offer and wide creation of new courses
Digital
Campus

2

Creation of new courses and offer models in the undergraduate,
graduate and continued education segments

3

Growth of the base of model units “Digital Campus” and expansion of
the base of teaching centers

4

Consistent investments in infrastructure to improve the students'
experience and ensure a strong capacity to dilute operating costs

5

Acquisitions focusing on regional brands with a solid student base in
regulated courses and in the EdTech and continued education
segment

Hybrid
teaching

Premium
experience

Synchronous

Asynchronous

Marketplace
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DIGITAL AND ACADEMIC TRANSFORMATION ROADMAP

Directed
Studies

Digital Transformation:
Focus on Student and
Teacher Experience - Investment in
Edtechs
Active Methodologies

DOL (Online
Discipline)

Post-Graduation
DL

Collegiate Test
2.0

Beginning of the use of
information technology in
undergraduate courses.

Beginning of the DL
modality for subjects in on
campus courses.

Beginning of graduate
courses offered 100%
online

Unification of the
Curriculum Matrices,
Teaching Plans and
beginning of the creation of
the national question bank.

2008

2012

2015

Full education and continued
graduation of teachers and
students creates new space for
discussion and experimentation
of pedagogical practices.

2021

2018

2016

Acquisition of Beduka
and Prova Fácil that
enhance the student
experience.

2010

2014

2015

2016

Collegiate Test
1.0

Undergraduate
DL

Stricto
Sensu

Semi presential

Hybrid
Methodology

Implementation of the
collegiate evaluation
system. Each unit started
creating its own question
bank.

Start of undergraduate
courses offered 100% in DL
model.

Stricto Sensu management
from the acquisition of
UNAMA and UNG.

Beginning of
undergraduate courses
offered 100% in semi
presential model.

Beginning of the implementation of
the hybrid methodology with the
construction of personalized guides
for the disciplines

2020

Educação Onipresente
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UBÍQUA IS
AN INNOVATIVE
ACADEMIC
MODEL THAT
HAS BEST
EDUCATIONAL
É BASEADO
NO MODELO
PEDAGÓGICO
TPACK*:
APRENDIZADO
POR MEIO
PRACTICES
WITH FLEXIBILITY
IN COMBINING CONTENT
DE METODOLOGIAS
ATIVAS E DESENVOLVIMENTO
DE COMPETÊNCIAS
Dynamic texts

Get along with
teachers

Active
methodologies

Networking
Events

Hybrid
production

Content

Pedagogical
knowledge of
the content

Pedagogy

Group
activities

Course
portfolio

Technological
knowledge of
the content

Videos and
podcasts

Technological
knowledge
pedagogical

Infographics
and games

Practical
classes
Guardian Tutor

Technology

Academic model with active

Flexible structure that allows

methodologies, based on the

TPACK* model

*Technological Pedagogical Content Knowledge
adapted from Mishra and Koelher (2006)

content to be organized in

different formats

Virtual
meeting

Virtual labs
Artificial
intelligence
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UBÍQUA ALLOWS FLEXIBILITY IN THE CREATION OF COURSES COMBINING
PEDAGOGICAL EXCELLENCE, TECHNOLOGY AND TRAINING OF TEACHERS

Complete platform with 100%
of the course syllabus

Flexible hybrid offer for any type of
teaching modality (% on campus x
online) or course (graduation, post
and free)

Creative and interactive digital content,
with games, videos, activities and
innovative methodology

Omnipresent Education

On campus classes in digital
units and use of learning
apps in classroom

Training of teachers to use active
methodologies

Permanent tutoring to guide setting
and socialization in AVA (Virtual
Learning Environment)
17

NEW OPERATIONAL MODEL ALLOWS CELERITY AND FLEXIBILITY IN THE
CREATION OF COURSES AND INNOVATIVE DISTRIBUTION MODELS
New distribution
formats

New modalities of
offering courses

A

B

▪ No re-enrollment

▪ Marketplace

▪ Non-stop learning

▪ Partnerships with
e-commerce
platforms

▪ Accelerated graduation
▪ Immediate beginning of
classes (without waiting for
class formation)
▪ 100% of monthly tuition
charged on credit card

▪ Distribution of
partner content
▪ Offer through
portals and IES
as White Label
solution

Tailor-made combos
and courses

New courses

C

D

▪ Double certification
(undergraduate and
graduate)
▪ Double graduation
(international or partner)

▪ Adaptation of the curriculum
matrix for the corporate
market
▪ In-company courses
18

DEBUT OF THE NEW GO KURSOS PLATFORM
Back-end comercial montado em parceria
com Vtex
Início do modelo de parcerias

Portifólio crescente de cursos
Lançamento dos programas
customizados e assinaturas
Cursos com tecnologia e conceitos
pedagógicos de última geração

Aulas online
disponíveis em
diversos formatos

Certificação
reconhecida em todas
as áreas

Conteúdo de alta
qualidade e compatível
com as tendências do
mercado

Planos de estudo
personalizados e
adaptados as
necessidades dos alunos
19

DIGITAL PLATFORM AND CREATION OF NEXT GENERATION CONTENT FOCUSED
ON THE BEST EXPERIENCE OF STUDENTS
1

State-of-the-art teaching and content platform

Hybrid content creation allows rapid growth of the course
base, adaptation and updating

2

Classes are scripted by teachers and presented by
communicators, with neutrality of regionalisms

Adoption of cutting edge technologies aiming to give
learning dynamics and interactivity

Complete tooling for academic monitoring and scale gain

SOFIA - Artificial Intelligence SOFtware designed to
support the attendance and performance analysis of
students

Guardian tutor: team of tutors who come into regular
contact with students as academic coaches

Analytics: set of analysis tools to assess student
participation in classes
20

DIGITAL CAMPUS THE BEST EDUCATIONAL EXPERIENCE FOR STUDENTS
Digital Campus Concepts:
New student and teacher portals

Premium experience
for students and strengthens
brand awareness

Campus

Portfólio

Laboratories

On Campus
or hybrid
teaching
modalities

Location
Events

Networking
Teachers
Students
Community

Living areas

More robotic backoffice

Most modern educational platform
and content

Existing units are adapted
to the new concept

Ubíqua Academic Model:
100% hybrid and based on active
methodologies
Modernized campus layout

New units are focused on
shopping centers and
neighborhoods

Asset light: smaller spaces, shopping
centers or residential regions
21

TRADITIONAL DL WITH HISTORICAL GROWTH AND PROFITABILITY SOLID
Evolution of Ser Educacional’s DL since 2017 is one of the best profitable growth cases in the market ...

+73% p.a.
CAGR
DL student base
(last 5 years)

104k
Students (3Q21)

R$181mm

R$63mm

Net Revenues
LTM 3Q21

EBITDA Adj.
LTM 3Q21

13%

35%

43%

% of total student
base

% of net revenues
LTM

Adjusted EBITDA
Margin

... and solid quality recognition

Two-time champion in Student Success:
Guardian Tutor Project
Champion in Teaching and learning::
Virtual Engineering Labs Project

Best distance learning undergraduate
course in Brazil:
Portuguese Language

3 courses in the Top 10 overall Brazil:
Languages, Teaching and English

#1 in Brazil
Gastronomy, Public Management,
Financial Management and
Quality Management
3 courses with CPC in the top 10
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GROWTH OF THE HIGHER EDUCATION ECOSYSTEM COMBINES ORGANIC
MOVEMENTS AND ACQUISITIONS
Recent strategic moves have changed the Company's profile, which is prepared to benefit from the process of transformation of higher
education.
Strategic moves in the last 12 months

Educação Onipresente

#

Type

Company

1

Acquisition

FAEL

2

Acquisition

Facimed / Unesc /
Unifasb / Unijuazeiro

3

Acquisition

CDMV / DOK

4

Acquisition

Beduka

5

Acquisition

Prova Fácil

6

Acquisition

Delinea

Edtech and one of the largest independent producers of digital
academic content for higher education in Brazil

7

Organic

Ubíqua

New hybrid, flexible curriculum matrix with state-of-the-art
technology and pedagogical model

8

Organic

Digital courses

9

Organic

GoKursos

10

Organic

B.Uni

Rational
Creation of a network of national centers

Digital
Campus

Expansion of the base of vacancies in medicine andstrengthen
presence in the Northeast and North

Hybrid
teaching

Expansion of the veterinary portfolio and creation of a
HoVets network
Premium
experien
ce

Undergraduate course search engine, with features that
help students find their courses
leading EdTech in the management of tests in Latin America with
more than 100 million assessments carried out in the last 5 years

Revolution in the offer of digital undergraduate and graduate
courses with modern courses and new offer models

Synchronous

Asynchronous

Marketplace

*

Entry into the open courses market, partnership model and
new forms of distribution
First fintech in the higher education sector, which will offer digital
financial solutions for students

* Acquisition awaiting closing after the fulfillment of typical precedent conditions
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RELEVANT HISTORY OF VALUE GENERATION BY ACQUISITIONS
Ano

Cidade

Região

Valor
R$ MM

Vagas
Medicina

Alunos
('000)

2007

Campina Grande (PB)

NE

2.3

-

2008

Maceió (AL)

NE

10.0

1.0

2008

Natal (RN)

NE

5.0

0.7

2011

Belém (PA)

N

2.0

0.1

2012

Aracaju (SE)

NE

1.0

-

2013

Teresina e Parnaíba (PI)

NE

29.8

3.7

2014

Belém e Santarém (PA)

N

151.0

12.6

2015

Guarulhos (SP)

N

199.0

18.3

2015

Rio de Janeiro (RJ)

SE

10.0

-

2015

Fortaleza (CE)

NE

6.0

0.4

2019

Manaus (AM)

N

195.0

23

2020

Cacoal (RO)

N

150.0

2020

Juazeiro do Norte (CE)

NE

24.0

2020

Vilhena / Ji-paraná / Porto Velho
/ Cacoal (RO)

N

120.0

2020

Barreiras (BA)

NE

210.0

2021

Lapa (PR)*

S

280.0

90.0

2021

Rio de Janeiro (RJ)

SE

12.0

0.5

Case Study UNAMA

Double Turnaround Case

Macapá

50

Expansion of the student base and
net revenue

▪

EBITDA margin growth

▪

Use of the regional brand for new
units and DL expansion

Boa
Vista
Belém

Net Revenue R$MM
Santarém
Marabá

Rio
Branco

Porto
Velho

255
109

Palmas

UNAMA - accredited units after
acquisition

Case Study UNN
75

▪

2014

100% consolidated in 6 months
▪

Operational synergies

2.7

▪

Expansion of the EBITDA margin

2.1

▪

Scale gains for the combined
company

2.9

26%

Manaus

80

2019

1.6
11%

* Acquisition awaiting closing after the fulfillment of typical precedent conditions

UNN – focus on the metropolitan region of Manaus and
the state of Amazonas

2019

2020
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FAEL TO IMPROVE SER EDUCACIONAL’S POSITION IN DIGITAL EDUCATION WITH
SOLID AVENUES OF SYNERGY GENERATION
Clear strategic rationale and ample opportunities for generating synergies

1

Network of hubs with national reach and comparable to the biggest
players of this segment in the market

2

Creation of a new model for the management of partner hubs in all Ser
Educacional brands

3

Expansion of the portfolio of courses available to the FAEL hubs, with
emphasis on courses of greater value such as health and engineering

4

Increased operational scale, with dilution of CAC and back-office

5

Network effect with the expansion of the base of courses in Ubíqua and
distribution of online courses in the Ser Educacional ecosystem

6

Digital education becomes relevant in Ser, optimizing its position in a highgrowth market segment

7

Optimization of administrative and marketing costs and expenses

Strong regional brands and national reach

Brands by region
North

More than 1,000 hubs in operation that will become
multi-brand and with one of the largest course portfolios in Brazil
*Pending the fulfillment of precedent conditions that are common for these types of transactions.

Northeast
South / Southeast / Midwest
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CDMV AND DOK ADD VALUE TO VETERINARY MEDICINE COURSES AND CREATE
HOVETS NETWORK IN SER EDUCACIONAL
Supplementary to add value to Ser Educacional’s distribution
network

1

Expertise in the operation of veterinary hospitals will allow the expansion
of DOK model in other cities operated by Ser Educacional

2

Offering of CDMV postgraduate and specialization courses in the other 19
units of Ser Educacional currently offering Veterinary Medicine

3

Digitalization of theoretical content to be offered on the network of learning
centers and online distribution platforms (GoKursos and commercial
partners)

4

Operational synergy with improved use of areas dedicated to veterinary
medicine laboratories and with ZooUnama in Santarém (PA)

5

Creation of new academic differentials with the expansion of veterinary
hospitals model (internship offer and reputation by reference hospitals)

6

Creation of new on-campus, hybrid and online postgraduate and extension
courses combining the company’s expertise

CDMV veterinary courses and hospitals will be replicated in
19 veterinary courses at Ser Educacional (5,000 students as of 1Q21)

2

HEALTH AND ENGINEERING STUDENTS BASE CREATES ADDITIONAL
OPPORTUNITY TO ENTER THE LIFELONG LEARNING SEGMENT
Health courses leverage the potential of
offering higher education courses

Distribution of the on-campus student base

Annual
Authorized
Seats

Annual seats
PROUNI / FIES

UNINASSAU Recife (PE)

268

321

FACIMED Cacoal (RO)

75

90

UNESC (RO)*

50

60

UNIFASB (BA)*

80

96

Total

473

567

Medicine courses

Humanities
27%

Vocational
4%

Health
care
60%

Engineering
9%

2020
Acquisitions
almost doubled
the base of
medicine course
seats

Investments in customer service, generating differentiation and reputation of local brands and new sources of revenue

Veterinary hospitals

Dentistry clinics

Medical clinics
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MEDICAL ACQUISITIONS STRENGTHEN SER EDUCACIONAL’S RESULTS BASE

Expressive growth in the results of medical courses
Students
(`000)

Annual seats

Net revenue
(R$MM)

EBITDA (R$MM)
and EBITDA margin (%)*

567
2.7
1.2

92.6

161.9

321

51.0

76.8

66.4%
57.2%

3Q20

3Q21*

3Q20

3Q21

9M20

9M21

9M20

9M21

* Unaudited managerial EBITDA
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SOCIAL ENGAGEMENT STRENGTHENS BRAND PERCEPTION AND COMMUNITY
PERFORMANCE
Active participation in the daily lives of cities

Social activities

Sports events

Social Circus

UNINASSAU Marathon

Assistance in health clinics

Environment

College in the communities

Zoo UNAMA

Indicator / Year

3,300

60,000

attendances and
events held

students directly
involved

100,000

2,000

people
directly served

benefited
entities
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DIGITAL BACKOFFICE FOCUSED ON THE BEST STUDENT EXPERIENCE

100% integrated, with support for all brands and teaching modalities,
allows for gains in scale and quality control of care

New portals for students and faculty ensure an increasingly efficient
and convenient academic experience

Flexible DL platform to meet any teaching modality (undergraduate,
graduate, free courses, etc.)

Process robotization and use of artificial intelligence generate
additional gains in scale, opportunities to generate new offers,
synergies and commercial offers
30

SOLID AVENUE OF GROWTH IN BRAZILIAN HIGHER EDUCATION

Organic growth of the DL
centers base and the new offer
of digital courses

Organic growth in the base of digital
units, especially in the countryside of
the Northeast and North regions

Development of the health
platform and medical student
base

Creation of new courses
distribution channels and entry into
the lifelong learning segment

Educação Onipresente

Development of the curriculum matrix
will allow the creation of new courses
and new certification formats

M&A
New acquisitions and
generation of synergies of the
recent acquisitions
31

Results
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EVOLUTION OF THE OPERATING UNITS AND DL CENTERS BASE
Digital Units

Teaching Centers

# of operating units
(hybrid, on-campus and online courses)

# DL operating centers

63
60

60

58

56

508

46
42
351
31

273

24

205
119

2013

2014

2015

2016

2017

2018

2019

2020

3Q21

0

9

9

15

2013

2014

2015

2016

2017

2018

2019

2020

3Q21

3

EVOLUTION OF THE STUDENT BASE
On-campus undergraduate student base (‘000)

Total student base (‘000)

124

240

131

134

146
132

128

133

101
70

185

141

148

152

191

150

128

DL student base (Undergraduate and Graduate) (‘000)
99
104

54
32

2013

2014

2015

2016

2017

2018

2019

2020

3Q21

2

3

12

0

7

17

2013

2014

2015

2016

2017

2018

2019

2020

3Q21
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FINANCIAL PERFORMANCE
Net Revenues (R$MM)

Ajusted EBITDA (R$MM)
Adjusted EBITDA Margin (%)

Adjusted Net Income (R$ MM)
and Adjusted Net Margin (%)

1.346
1.231

1.262 1.276 1.251

1.125

1.032

354
298

705

331 320 335
317 309
248

248

220

237
217

195

189

457

154
120 115

119
34% 35%

32%
26%

*3Q21: results accumulated in the last 12 months

27% 25%

26% 25%

23%

26%

31%
19% 22% 18% 19% 16%
10% 9%
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NET DEBT, CASH BALANCE AND INVESTMENTS (CAPEX)
Cash and cash equivalents (R $ MM) and
% of net revenue (LTM) in cash

Net Cash (Debt) (R$ MM)
and Net Cash (Debt) / EBITDA

-1,1

912 921

0,1 0,9 0,3

-1,4 -1,6

CAPEX (R$MM) and
% of Net Revenues

-0,1 -0,1 1,0
161

74% 73%
681

66%

453 497

110
102

54%
174
407

400

301

283
19% 27%
137

36%

30

-37

28

97
81

-118
-280

306

99

65
-304

63
51

22% 23%

30%
24%

10%

7% 9% 8%

5% 4% 5%

Fitch Ratings 2021: AA- (bra) stable outlook
*3Q21: results accumulated in the last 12 months
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CORPORATE GOVERNANCE AND SHAREHOLDING STRUCTURE
Executive Board

Fiscal Council

Jânyo Diniz - CEO

Reginaldo Ferreira Alexandre – Independent Sitting member

João Aguiar - CFO

Nazareno Habib Bichara - Sitting member

Adriano Azevedo - COO

Fernando Ramos dos Santos - Sitting member

Simone Bérgamo - CAO
Rodrigo Alves - IRO

Board of Directors

Shareholding
Structure

Free float
27,0%
27.0%
Onyx 5,0%
5.0%

José Janguiê Bezerra Diniz - Chairman

Vokin 5,1%
5.1%

Herbert Steinberg - Vice-Chairman (independent member)

José
Janguiê
Diniz
57,4%
57.4%

Cape Ann 5,1%
5.1%

Jânyo Diniz - CEO and Board member

Administradores
0,4%
0.4%

Flávio Luz - Independent Board member
Francisco Barreto - Board member
Sidney Levy - Independent Board member

Governance model highlights

Board committees
People, Management and Governance Committee
Finance Committee
Innovation Committee
Audit Committee (non-statutory)

Listed in Novo
Mercado.

89%

50%

Adherence to the
Corporate
Governance Form
(yes + partial)

Independent
members on the
Board of Directors

ESG information
disclosed to the
market
37

ESG key metrics
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CORPORATE GOVERNANCE
▪

Listed in Novo Mercado, B3’s special segment for publicly held companies with high corporate governance levels.

▪

Capital stock is only composed of common shares.

▪

Publication of a participation manual for shareholders meetings, designed to facilitate and encourage shareholder participation.

▪

Mechanisms to manage conflicts of interest at shareholders’ meetings, established in the Company's Bylaws in accordance with the practice
recommended by the Brazilian Code of Corporate Governance.

▪

Tender offer targeted at all shareholders, pursuant to the Bylaws, in the event of transactions involving the direct or indirect disposal of the Company's
control, accompanied by a reasoned opinion of the Board of Directors.

▪

The duties, roles and responsibilities of all the Company’s governance agents, i.e. the Board of Directors, the Executive Board and the Fiscal Council, are
clearly defined in the Company's Bylaws and in the Charters of the Board of Directors, the Fiscal Council and the Finance Committee.

▪

Fifty percent of the members of the Board of Directors is independent.

▪

Charter of the Board of Directors, regulating its duties, responsibilities and operating rules.

▪

The positions of CEO and chairman of the Board of Directors are held by different persons.
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CORPORATE GOVERNANCE
▪

Company strategies, established by the Board of Directors in accordance with its Charter, which requires the Board of Directors to establish the general
guidelines of the Company's business and decide on strategic issues, considering the impacts of its activities on society and the environment. These
strategies are designed to ensure the Company's longevity and create long-term value by periodically assessing the Company's exposure to the risks
mapped in its risk matrix, as well as analyzing the effectiveness of risk management systems, internal controls and the integrity/compliance system
(compliance).

▪

Compensation of members of the Board of Directors proportional to their duties and responsibilities, as well as the time required of them, with no variable
compensation and no compensation based on attendance at meetings.

▪

Annual evaluation of the Chief Executive Officer in a formal proceeding conducted by the Board of Directors, based on the achievement of the financial and
non-financial performance goals established for the Company.

▪

CEO succession plan approved and coordinated by the Board of Directors.

▪

Formal annual evaluation of the other statutory officers conducted by the Board of Directors based on the achievement of the Company's financial and
non-financial performance goals established by the Board of Directors, also taking into account the inputs of the Chief Executive Officer on the agreed
goals and on the permanence, promotion or dismissal of the executives. These issues are also discussed/deliberated at Board of Directors’ meetings.

▪

Compensation of Executive Officers established in accordance with the Company's Compensation Policy, duly approved by the Board of Directors,
consisting of a fixed portion and a variable portion, with the latter being linked to the achievement of medium- and long-term goals, clearly and objectively
related to the creation of long-term economic value for the Company.

▪

Incentive structure aligned with the risks defined by the Board of Directors and in accordance with the Company's Compensation Policy, duly approved by
the Board of Directors, which ensures that the same person does not control the decision-making process and its supervision, as well as prohibits any
person from establishing their own compensation.
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CORPORATE GOVERNANCE
▪

No Executive Board or management positions are reserved for persons directly appointed by shareholders.

▪

Fiscal Council in operation since 2014.

▪

Charter of the Fiscal Council, regulating its duties, responsibilities and operating rules.

▪

Non-statutory Audit Committee, as well as the internal regulations of the aforementioned Audit Committee, in accordance with the guidelines determined
by the Novo Mercado Regulation of B3 SA - Brasil, Bolsa e Balcão, approved by the Board of Directors at a meeting held in April/21.

▪

Independent and autonomous Conduct Committee, directly linked to the Board of Directors.

▪

Independent, autonomous and fair whistleblower channel internally managed by the Conduct Committee to receive grievances, questions, complaints and
denunciations.

▪

Dividend Policy, approved by the Board of Directors, which defines payment frequency and the percentage of adjusted net income to be distributed, among
other provisions.

▪

Nomination Policy, approved by the Board of Directors, which establishes the procedure to be followed in the recommendation of a candidate for the
position of member of the Company’s Board of Directors, the Executive Board or the Committees of the Board of Directors.

▪

Risk Management Policy approved by the Board of Directors and executed by the Executive Board.

▪

Transactions with Related Parties and Conflicts of Interests Policy approved by the Board of Directors, which establishes the rules that shall be followed in
all the Company’s and its subsidiaries transactions with related parties, as well as other possible conflict of interests.
41

POLICIES AND REGULATIONS

Policies approved in 2018 and 2019

Approval date

▪

Risk Management Policy

10/02/2018

▪

Management Nomination Policy

10/24/2018

▪

Management Compensation Policy

10/24/2018

▪

Charter of the Board of Directors

10/24/2018

▪

Dividend Policy

▪

Charter of the Fiscal Council

▪

Related-Party Transaction and Conflict of Interest Policy

Approval on 04/28/2017 and update on 05/09/2019
07/29/2019
08/22/2019

Other policies in effect
▪

Material Information Disclosure Policy

▪

Securities Trading Policy
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EMPLOYEE PROFILE
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EMPLOYEE PROFILE

44

SAFETY IN THE WORKPLACE

45

SUPPLIERS

46

INNOVATION

47

EDUCATION: LOANS AND QUALITY

48

ENERGY CONSUMPTION

49

WATER CONSUMPTION

50

Contact:
Jânyo Diniz, CEO
João Aguiar, CFO

Rodrigo Alves, IRO
Geraldo Soares, IRM

Phone: +55 (11) 2769-3223

E-mail: ri@sereducacional.com
Website: www.sereducacional.com/ri
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