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Legal Warning

This material contains summary general background information about Raia Drogasil S.A. (“Company”)
as of the presentation date and is provided solely for informational purposes. It is confidential and may
not be shared. No representation or warranty is made as to the accuracy or completeness of the
information herein. This presentation contains statements that are forward-looking within the meaning
of Section 27A of the Securities Act of 1933 (the “Securities Act”) and Section 21E of the Exchange Act
of 1934. Such forward-looking statements are only predictions and are not guarantees of future
performance. Investors are cautioned that any such forward-looking statements are and will be, as the

case may be, subject to many risks, uncertainties and factors relating to the operations and business

environments of the Company that may cause the actual results of the companies to be materially
different from any future results expressed or implied in such forward-looking statements. Although
the Company believes that the expectations and assumptions reflected in the forward-looking
statements are reasonable based on information currently available to the Company’s management, the
"DFr.{n?-c%?c‘f’L Company cannot guarantee future results or events. The Company expressly disclaims a duty to update
any of the forward looking-statements. Our securities have not been and will not be registered under

the Securities Act or under any state securities laws in the United States, and are being offered under

exemptions from registration under the Securities Act. Securities may not be offered or sold in the

United States unless they are registered or exempt from registration under the Securities Act. Any

offering to be made in the United States will be made by means of an offering circular that may be

obtained from the agents. This presentation does not constitute an offer, or invitation, or solicitation of

an offer, to subscribe for or purchase any securities. Neither this presentation nor anything contained

herein shall form the basis of any contract or commitment whatsoever.
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RD Saude is the leading pharmacy chain in Brazil with 3.6k locations. Our 52 MM
active customers perform 1.2 MM purchases daily both physically and digitally.

#1 pharmacy chain

in revenue and pharmacy count

3,614 pharmacies

presentin all 27 Brazilian states
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1.2MM purchases/day

average in the last 12 months

/5k employees
at the end of the 1Q26

91 NPS

Net Promoter Score

30.2% digital sales 2D e
1Q26, +66% growth YoY g ' B l
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RD Saude was born in 2011 from the merger of Raia and Drogasil, boasting a

centennial culture of care and a consistent performance track record.
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With Brazil’s aging demographics driving long-term market growth, RD Saude is
well positioned to expand while gaining share and consolidating the market.

Brazilian population +65 years old Pharma market maintains an accelerated long-term growth

Millions of people. Source: IBGE, 2024. 51 Total market. R$ billions. Source: IQVIA.
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Market share ' Average sales per store

(Retail participation by factory price, sell-out + sell-in) (RD Saude =100 index), 2025
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Our growing pharmacy chain offers health and wellness products in every state

of Brazil with robust economics and attractive consolidation potential.

Guidance 2026
330-350 new
pharmacies

P§A’ Rgél CZS

4> DROGASIL
2,131

Raia

1,483

m Mature
mYear 3
mYear 2

mYear1

North
156 stores
12.2% share

NATIONAL SHARE

19.6%

Northeast
! 553 stores
>14.6% share

Midwest
408 stores

| rSoutheast
24.5% share 605 stores CITIES
14.8% share 6 74
SP
1,434 stores
South 33.8% share
458 stores
11.4% share Source: IQVIA, consumer

price, sell-in + sell-out.

Pharmacy portfolio
Age structure

Maturity
achieved at the
start of the
4thyear.

Performance by region*
R$ millions, % of gross revenue 1Q26 LTM

Region 1
Region 2

Region 3

Region 4
Region 5
Region 6

m 4-wall EBITDA m Gross revenue

Retail sales mix
1Q26
m Branded Rx
m Generics
mOTC
= HPC




Our customer-centric approach allows us to enhance engagement and loyalty

through frequent interactions and holistic journey management.

Profiles and Bonds Profile and bond impacts on loyalty
CAV* (average = 100) % cumulative frequent customers
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Our deep understanding of customer behavior and category management

position us for leadership in health services & GLP-1.

Health services

“

Demand continves to outstrip ~ “SEalally

Health services boost N

loyalty & engagement

— supply & RD Sadde is positioned to =SSNy
benefit from production ramp-up S

o —
stia 92 saude

¢ 2.5x customer frequency &
spending Our competitive advantages

& ~40% market share in vaccines = ¢ Cold chain availability

R$ 27 MM in DC & pharmacy investments gy

compre online &
retire aqui

Pharmacist empowerment in

¢ Superior industry relationship
Leading market share, national presence GLP-1 sales per channel

¢ Omnichannel experience Thousands, boxes sold/month.
Thermolabile deliveries, <60 min delivery, SR ION At
¢ Services NPS 9 95% of A-Class within 1.5 km 699
4 Services portfolio 40 Growth prospects 448 /,::,/
¢ ~1 MM monthly buyers in Brazil (4Q25) e
¢ Health Hubs 2.9k Less than 1% of the Brazilian population

¢ End of semaglutide patentin Apr/26
New suppliers, volumes, prices & access

< Services performed 6 mm ¢ Future developments
(2025) New molecules & combinations m Sellout mSellin

¢ Vaccination rooms 430

2024 2025



Medication for life? GLP-1is not a “temporary weight-loss drug”; it works as a

)

“continuous weight regulator”. Once discontinued, the “body may reset”.

Over\llvejght
popu ation 4l ~46MM ~20MM ~23MM
BMI =25 ) 29.7% Cardiovascular 12.9% Historical 14.6%

risk factor

Hipertension Diabetes High cholesterol

Cardiometabolic
class indication risk

~ 9 7 M M Heart disease Chronic kidney disease Asthma

~8MM ~2MM ~8MM
adults

5.3% CardiO\./ascuIar 1.5% Re.naI/metaboIic 5.3% Re§piratory
expansion axis axis
(63% of adults. Source: IBGE)

How long does treatment last?
~57MM ~L0MM Source: Wu CC, Cengiz A, Lawley SD*

° Semaglutide (2.4 mg) Weight Loss Tirzepatide (5 mg) Weight Loss BEYOND
overweight obese F i s s =i OBESITY
36.9% 25.7% 5 L 5 =

in BW

Pivotal studies
included BMI =30 or
BMI =27 with
comorbidity.
Treatment
discontinuation led
. . . . o8 0% to weight regain.

Sources: PNS 2019/IBGE-MS for excess weight and obesity; Vigitel Brasil 2006— T T R ‘ W Rt O B S
2024/Ministry of Health for diabetes prevalence; PNS 2019/IBGE-MS for other T ime (weeks) ) B Time (weeks) B )
chronic diseases. Values in millions, when not published directly by the source, are

estimates calculated using official prevalence rates applied to the adult == PBUy mem PBUg =T
population.

LI

Note: Brazil’s total population of 213mm, 159mm adults.

B

Percent Change in BW

Percent Change

7 days —7 = 10 days —7 = 14 days — 7 = 28 days

*Less frequent dosing of GLP-1receptor agonists as a viable weight maintenance strategy. Epub 2025. PMID: 40415172. .



GLP-1: usage expansion and price declines unlock new waves of growth.

Injectables are
the current

o leaders

A

Approved market
concentrated in GLP-1
and GLP-1/GIP.

Combinations
seek greater

e potency
r

Advanced pipeline
targets greater weight
loss.

Pills may unlock
access

Potential to increase
adherence,
convenience and scale.

Novo and Lilly remain
anchors of the

category.
L —

Retatrutide and other
assets broaden
competition.

Price pressure and
greater
commoditization.

DD DDDDD
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G s

Generics + molecule
combinations

New presentations and

Injectable solution .
consumption formats

CagriSema Cagrilintide Orforglipron

Bimagrumab

e,

Mazdutide

Extensive pipeline

The dispute is no longer about a
single molecule: there are
multiple routes competing on
efficacy, adherence, duration and
specialized niches.

. @)
novo nordisk

Monlunabant Retatrutide

Zenagamtide

*Source: Drucker DJ. The expanding landscape of GLP-1medicines. Nat Med. 2026 Jan;32(1):47-57. Epub 2026 Jan 2.

Therapeutic expansion of

Est. Brazil GLP-1 Market (usD billion)
Source: IQVIA, Strategy PwC and Morgan Stanley

Discoveries
expanding the
thesis*

Systemic effects

0.7

] ] ]
2024 2025 2026E 2027E 2028E

2030E

the class
m Novo MElilLilly m"Generics"

Pemvidutide @

altimmune

Cafraglutide
AMGEN  merao

@ Pfizer

MET-2240

~\ Boehringer
I”ll Ingelheim

Survodutide

Enicepatide vk2735

Among others...

PMID: 41482564.



Our scale and retail expertise enables the development of a robust private label

offering and a omnichannel retail media solution with Impulso.

Private Label Retail Media

Leveraging our pharma leadership

Highlights Brands Front-store corps. _
IQVIA LTM Jun/25, CPP, R$ millions R$ billions, 3Q25 LTM to boost suppller results
+15pp avg. gross margin e
PP avg. g M Pampers e 1,866 AaEE 8.1 + 864 MM visits in 2025
vs. front-store ex-exclusive brands NCCOOCCRACCOp O . 11502... 5.2
SR '.\‘.‘??.d.-‘:..mgkgl?.@ — 2;3 + ~500 1P suppliers of which ~25 are top 50
ElETY S —— — /, /; advertisers in Brazil
33% market share w610 s 4,3 440 MM purch 97% identified (2025)
(source: IQVIA Jun/25 LTM) Cime Gripe m==m 554 Unilever mes== 3 3 * purchases, o laentitie
m— 554 m— 3.0 + 5thlargest DOOH player in Brazil (10k screens)
Carmed wmmm 542 3 (0
531 Kimberly = 26
. . . Huggies Supr. mmm 512 — ) 5 =
Revenue & Participation — 492 — 2.2 £
Exclusive Brands at RD Saude Novalgina === 491 Eurofarma mssm 21 g g‘
— 485 — .0 S o
9% Nivea === 476 AOO0O0000G00000ETII e E_E
+26% CAGR m— 462 :.RD Saude  wmmm 1.7 oY
2020-25 Johnsons Baby === 455 —".6 i
404 = 15
Front-store 6% 17 Huggies m=m 421 Colgate wm 12
participation < — 417 - 10

Gross . 2020 = = = | ‘
revenue I :g R0
R$ billions - L) 7 ;‘.;1 2]

Childcare e R - & sclugdes de midia ¢$RDsadde

2020 3Q25LTM
11




Our pharmacies are complemented by an unmatched health & wellness digital

experience, supported by a robust and evolving nationwide logistics network.

Digital & last-mile

Supply-chain & middle-mile

Digital sales Digital channel mix Highlights
R$ million, % of retail gross revenue % of digital sales, 1026
3.6 k 15
30.2% g
29.3% ¢ pharmacies Distribution
serving digital Centers

(delivery+collect)

+2 DCs in 2026:

modern and 39 min v Itupeva/SP 1H26
proprietary average delivery v Londrina/PR 2H26

81 Robust & efficient
FBPINFE logistics network

Delivery mix
% of digital sales, 1Q26 >40%

digital market share

>80%

pharmacies supplied
daily with a 1day
delivered in lead-time

1Q25 2Q25 3Q25 4Q25 1Q26 < 60min
1.28

%z App participation in sales
items Separated and o .:;:W’//a,".ﬁ.ﬁ" S I BB R N %
sold in 2025 el LAY BN

B Rev. of digital channels = — Retail particip.




¢p¢  The company has been accelerating its technological transformation agenda

acelerAl

10h of training

3 days of
development

15% of the solutions are
plug-and-play; the rest
can be implemented
within 10 weeks.

Under the “traditional IT
model”, projects would
take ~ 6 months, at a
cost of ~RS 1.5 MM.

#1 Al-powered automations

@ 96 participants

with the ever growing use of Al in the development of new routines.

#2 Apps built with Vibe Coding

@ 90 participants

Tool/Technol Tool/Technol
9 44 projects oolf Uescedno o8y 9 45 projects 25l Uescedno &
@ 31mentors n8n O 42mentors Lovable

20 departments

Examples of solutions:
Monitoring competitor prices
Automating legal drafts
NPS back office automation

30 departments

Examples of solutions:

Variable compensation calculator
Shrinkage simulator

SSC request management

Did the event strengthen
RD’s culture? < 96% >

Cultural Impact

Do you feel prepared to Has your perception of
apply the content? 86% RD Saude improved? 85%
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With a robust balance sheet, leading market position and clear competitive
advantages, we reinvest into the business in order to accelerate consolidation.

Free Cash Flow ROIC

S Centennial culture of care
R$ millions

Since 1905 and with NPS 91

= Cash flow from operations . )
Nationally recognized brands

— i i o
Investments and working capital 18.5 A’17 8% 17.7%* Raia & Drogasil among Top 20 by Interbrand

- Free cash flow 16.7% o
16.0% Proximity to the customer
2,293 2, 236 2,363 15.0% 84 MM customers within 1.5 km
13.7% . .
1.450 1,805 ’ Careers built within the Company
1,183 1,240 ~’ Regional managers with avg. 19 years at RD
Modern store footprint
3.6k pharmacies, 3k opened since Jan/12
Digital through proprietary channels
30% of retail sales, 83% via apps
-1,182_ 1,477 P
1,813 _2 165 Performance & Investment Power
2
Ve

2019 2020 2021 2022 2023 2024 2025 2019 2020 2021 2022 2023 2024 2025

* RD SaUde ex-4Bio reached 17.7% in 2025. Reinforcing our
strengths
Q) %
7 \mj

Flywheel

1.2x AAA.br S .
. cale and Superior Value
1Q26 net debt/EBITDA Rating by Moody’s Market Share Gains Proposition




Our business is built since 1905 based on long-term goals for sustainable value

creation, with governance, people and the environment in focus.

¢ About RD Saude Improving recognition of our ESG efforts

Since 1905, ~75% free float, with Shareholder [ . .
OOO stewardship of the remainder held by '@‘ agreement ISEB3 |
@ founding families controlling shareholders — ] until 2031 0 52 67 76 83 100
. . SNCDP | I I e
¢ Healthier People and Businesses D- D C B A- A
a 65% of operational 100% of pharmacy @ 100h of training and MSC] &b | @ i |
leadership positions ﬁh leaders developed — 2k employees enrolled ‘”CCC B BB BBB A AAA
ﬂﬂ held by women TQ within RD Saude —J in grad/postgrad

2020 2021 2022 2023/2024

Listed in the major Brazilian Sustainability indices

Oéi\ 100% of operations 6) 100% of pharmacies = Healthcare: vaccines, |SE BS |C02 BS IDIVERSA Bs

¢ Healthier Planet

@ supplied by renewable <= equipped with medicine @ services and rapid
sources S disposal bins [[™=~ diagnostic tests
. ISO /IEC 27001 2022 (BSI)
Emissions reduction Route planning, efficient Certification ISO bsi Lz Inf tion S itv and Pri /LGPD
ﬁ\ scopes 1-2 and _ vehicle utilization, and @51@ 14001, 1SO 45001 and Cn ot'fra tl'on 'e%u_rllty Iagh rlvT\ch g
agenda for scope 3 =o' fleet electrification LEED for DCs cemnne ertification In igital ©hannels (App an

Website) and Univers PBM

Scan to access our Annual & Sustainability Reports with more details on our Sustainability commitments and results.
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