DIVULGACAO DE
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1° TRIMESTRE DE 2026



RENTABILIDADE ESTAVEL DEMONSTRA RESILIENCIA DO MODELO DE NEGOCIO
Continuidade da sélida trajetoria de reducao da alavancagem: 2,52x (vs. 3,15x no 1T25)

* Faturamento: R$ 20,6 bilhdes (+1,7%)
* Vendas ‘Mesmas Lojas’: -0,9%, com impacto de
deflacao em commodities

* Market Share®: +0,3p.p. na visao ‘Mesmas Lojas’

Consumo restrito por cenario macro:

o Nivel recorde de endividamento: 80,4% em mar/26®@
o Ritmo ascendente de gastos com apostas

o Alto patamar de juros

Persisténcia da deflacao em commodities (-12%):
o Arroz, feijao, aclcar, leite, farinha de trigo e 6leo de soja
Guerra no Oriente Médio:

o Aumento do petréleo e derivados

Mudancas graduais nos habitos de consumo:

o Maior preferéncia por saudabilidade e proteinas

o Maior seletividade em categorias tradicionais

() Retail Index Nielsen - 1T26 vs 1T25

(2 CNC: Pesquisa de Endividamento e Inadimpléncia do Consumidor (Peic)

) Lucro incluindo créditos recorrentes de PIS/COFINS com aliquota efetiva de 29%

(4) Considerando novos créditos tributdrios relacionados a PIS/COFINS com aliquota efetiva de 29%
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ﬁ Rentabilidade (Ex. Novos créditos de PIS/COFINS)

* EBITDA Pré-IFRS16: 5,5% (estavel)

o Margem Bruta (+0,3p.p.): maturacao operacional, evolucao na
precificacao e mudancas no mix de produtos

o Despesas (+2,7%): crescimento abaixo da inflacdao mesmo com

investimentos em iniciativas estratégicas e novas avenidas de

\ crescimento

Lucro Liquido

* Lucro liquido recorrente® de R$ 174M (+7%)
o Pré-IFRS16(): R$ 367M
o Po6s-IFRS16®: R$ 320M

/—| Geracdo de Caixa e Alavancagem®

* Geracao de caixa livre em 12M: R$ 2,2 bilhées
o Menor ritmo de expansao e crescimento do EBITDA
* Alavancagem: 2,52x, reducao de -0,63x vs. 1T25
o -R$ 1,2 bina divida liquida
\ o Continua disciplina financeira e impacto positivo de créditos de PIS/COFINS

—)




ESTABILIDADE OPERACIONAL EM BASES COMPARAVEIS

Foco em eficiéncia: maturacao operacional, evolucao na precificacao e controle de despesas

LUCRO BRUTO

+1,9%
3.058 3.117

1T25 1T26

16,48% 16,73%

Mg. Bruta®

* Maturacao de lojas novas e servicos

* Avancos na gestao de precos

* Mudancas no mix de produtos

(1) 9% Receita Liquida

DESPESAS

+2,7%
2.067 2.122

1T25 1T26

11,14% 11,39%

Despesa sobre Receita Liquida

Crescimento abaixo da inflacao mesmo
diante de investimentos em iniciativas
estratégias e novas lojas

Avanco em iniciativas de eficiéncia e
racionalizacao de custos

EBITDA AJUSTADO
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+0,3%
1.025

1T26

5,50%

Mg. EBITDA Pré-IFRS16(

—eeee)



S
ASSAI

ATACADISTA

LUCRO LIQUIDO AFETADO POR JUROS ELEVADOS, NOVOS CREDITOS E
REESTRUTURACAO

RESULTADO FINANCEIRO LUCRO LiQUIDO
+10,2%
4
512 56 367
+7,3%
162 174
1T25 1T26 1T25 1T26 1T26
(Recorrente)
2,76% 3,03% 0,87% 0,93% 1,97%
* Aumento de 14% no CDI médio no periodo, « Impacto de PIS/COFINS de R$ 281 milhées liquido de IR

apesar da menor divida liquida

; . s * Reestruturacao organizacional
* Menor custo de antecipacao de recebiveis

(1) 9% Receita Liquida o



SOLIDA REDUCi\O DA ALAVANCAGEM: 2,52X, 0,63x INFERIOR AO 1T25
Consisténcia de resultado e foco na reducao da alavancagem

(RS Bilhes) GERACAO DE CAIXA LTM ALAVANCAGEM FINANCEIRA

-1,44X

Geracao de Caixa Operacional 2,9

Capex + SLB -0,7

Geracao de Caixa Livre 2,2

Custo da Divida + Dividendos -2,2 3,96x 4,69x

Geracao de Caixa Final 0,0 3,75x 3,15x
Normalizacao do Desconto de Recebiveis 1,2

Geracao de Caixa Final + Normalizacao 1,2

do Desconto de Recebiveis

Divida Liquida +

Recebiveis 11,3 13’7 13,8 13)4

descontados @

REDUCAO DA DIVIDA LIQUIDA

1725 1T26 Variacio 2,8 2,9 3,7 4,2
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2,52x

Covenants
Contratual: 3,0x

Ratio Covenants
Contratual no

1 2 2 1726 @: 1,28x
’

4,8

Divida Bruta 15,9 15,9 0,0
. . 0,
== Caixa Ajustado 2,5 3,7 1,2 +68,9%
Caixa Bruto 4.4 4.4 0,0
Recebiveis 1T22 1T23 1T24 1T25 1T26
-1,9 -0,7 1,2
Descontados
= Divida Liquida(l) 1 3,4 1 2’2 1’2 Divida Liquida + Recebiveis descontados(2) / EBITDA Ajustado Pré-IFRS16
() Divida Liquida + Recebiveis Descontados (RS 1,9 bilhdes em 31/03/2025 e RS 666 milhdes em 31/03/2026). (2) Ratios Contratuais: [Divida Bruta (-) Caixa (-) Contas a receber com desdgio de 1,5%] / [Lucro Bruto (+) Depreciagdo Logistica (-)

Entre 0 4T21 e 0 4724, o indicador de Divida Liquida + Recebiveis Descontados contemplava o saldo a pagar da 56&A]

. . . . AP 13) Ajustado pelo resultado de outras receitas e despesas operacionais e excluindo equivaléncia patrimonial dos dltimos 12 meses
aquisi¢do de hipermercados. O pagamento da aquisi¢céo de hipermercado foi finalizado no 1724 J P P 4 q p
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DISPONIBILIDADE DE CAIXA DE 7,5 BILHOES NO 1T26

DISPONIBILIDADE DE CAIXA

(R$ Bilhoes)

. .
+25,1% /—| Recompra de Debéntures

* Programa de Aquisicao Facultativa
aprovado em 27 de abril

5,8 6,0

= B

 Valor total aprovado: R$ 200 milhdes

n—

* Prazo maximo para Liquidacao de 180 dias

* Instituicdao Bancaria: a definir

3,7
2,4
1T25 2T25 3T25 4725 1T26
M Caixa (Exc. Recebiveis Descontados) Recebiveis Descontados B Recebiveis Nao Descontados
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FORTALECIMENTO DO MODELO COM EVOLUCAO DAS AVENIDAS DE CRESCIMENTO

Avancos em novas frentes com potencial de geracao de valor e aproveitamento do fluxo

de 40 milhées de clientes mensais em lojas

Produtos de alta atratividade a pre¢os competitivos e oferta por tempo limitado
* Exploracao de categorias ndao alimentares (ex. refrigeradores,

fritadeiras elétricas e televisores)
» Reforco da percepcao de preco baixo

Incremento de receita com novo setor

* Novo Marco Legal autorizando instalagdao de farmacias in-store
* |niciativa com baixo custo operacional e aproveitamento da estrutura

existente
* Alavanca para a venda de produtos de cuidados pessoais e suplementos

Bem-estar

——

e
| "5 NUTRATA $508
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Captura da tendéncia de maior busca por consumo saudavel

* Inclusao de novos produtos como suplementos e vitaminas
* Aumento de sortimento de produtos (ex. aveia, granola, sementes, barras

e bebidas proteicas)

' - | semtaoin”
=il NUTRATA ;0%

- v 218 %
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FORTALECIMENTO DO MODELO COM EVOLUCAO DAS AVENIDAS DE CRESCIMENTO

Avancos em novas frentes com potencial de geracao de valor e aproveitamento do fluxo
de 40 milhées de clientes mensais em lojas

. mamaear Marca Propria

= = = - <-=2 Expansio de margem e fidelizagio de clientes
: * Produtos sob as marcas Assai, Chef e Econobom
* Fortalecimento do poder de negociacao comercial

-l Assai Digital

B I —
RETIRADA ifoed | Geracgao de venda adicional com exploracao de novos canais
PARA ENTREGADORES

 Ampliacao do numero de lojas presentes no aplicativo IFood
* Testes em andamento com o Mercado Livre

Servicos Financeiros

Exploracao de novas fontes de receita

* Aguardando aprovacao da cisao da FIC pelo Banco
Central para avanco das diversas frentes do projeto

* Projeto piloto de adquiréncia (Assai Pay)
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AVANCOS EM ESG

Compromisso com crescimento sustentavel, gerando valor para a sociedade e o meio ambiente

. . o i Evolugcao no ranking e
o O Gestao Etica e Transparente alioiconsecutivo . ¢ T 5
& 9 no ISE B3 Unica do varejo alimentar

',’ de lojas com no volume de residuos no Programa Destino em alimentos doados

compostagem compostados Certo (+13%)

26,6% 44,9% 14,7% +1.259

da lideranca composta da lideranca composta dos colaboradores migrantes e refugiados
por mulheres por pessoas negras com 50+ anos no quadro

Pessoas e Comunidades

O
&

Instituto Assai +201% 21 toneladas +38,5%

em certificados da de alimentos doadas em refeicdes doadas:
Academia Assai (MG) 1,18 milhdo

e 11
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Expansao
Rentavel

@ Aumento de Produtividade

DiSCiplina @ Melhoriade Margem EVO[U(}éO
financeira do modelo

. e @ Explorar estrutura e fluxo ja
@ Continuartrajetéria de existente para incremento de

desalavancagem =N receita e diluicdo de custos e

ASSAI despesas

@ Investimentos calibrados ATACADISTA

@ Digital como novo canal

ao caixa gerado R o A e L
2 0 2 6 @ Servicos financeiros



Para fazer perguntas, clique no icone Q&A na parte inferior da tela.
Escreva seu NOME, EMPRESA e IDIOMA da pergunta a ser feita.

Ao ser anunciado, uma solicitacdo para ativar seu microfone aparecera na
tela e, entdo, vocé deve ativar o seu microfone para fazer perguntas.

Orientamos que as perguntas sejam feitas todas de uma Gnica vez.

To ask questions, please click on the Q&A icon on the bottom of the screen
Write your NAME, COMPANY and LANGUAGE of the question.

If announced, a request to activate your microphone will show up on your
screen, then, you should enable your audio to ask your question.

We Rindly ask you to make all questions at once.

D

Interpretation
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EARNINGS RESULTS ’

1st QUARTER 2026



STABLE PROFITABILITY DEMONSTRATES BUSINESS MODEL RESILIENCE
Continued solid trajectory of leverage reduction: 2.52x (vs. 3.15x in 1Q025)

* Gross Sales: R$ 20.6 billion (+1.7%)

* Same-Store Sales: -0.9%, impacted by commodity
deflation

« Market Share: +0.3 p.p. in the 'Same Stores' view

Consumption restricted by macroeconomic scenario:

o Record level of indebtedness: 80.4% in Mar/26?

o Upward pace of spending on bets

o High interest rates

Persistence of deflation in commodities (-12%):

o Rice, beans, sugar, milk, wheat flour, and soybean oil
War in the Middle East:

o Increase in oil and refined products prices

Gradual changes in consumption habits:

o Greater preference for healthy foods and proteins.

o Greater selectivity in traditional categories

() Retail Index Nielsen - 1Q26 vs 1Q25

(2) CNC: Consumer Indebtedness and Default Survey (Peic)

3) Profit including recurring PIS/COFINS credits with an effective rate of 29%

(4) Considering new tax credits related to PIS/COFINS with an effective rate of 29%
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Profitabilitg (e.g., new PIS/COFINS tax credits)

* EBITDA Pre-IFRS16: 5.5% (stable)

o Gross Margin (+0.3 p.p.): operational maturation, pricing evolution and
product mix optimization

o SGG&A expenses (+2.7%) : growth below inflation even with investments

\ in strategic initiatives and new growth avenues

Net Income

* Recurring net income @ of R$174M (+7%)
o Pre-IFRS16*):R$ 367 M
o Post-IFRS16®: R$ 320M

/—@ Generation and Leverage®

* Free cash flow generation in 12M: R$ 2.2 billion
o More disciplined pace of expansion and EBITDA growth
* Leverage: 2.52x, a reduction of -0.63x vs. 1Q25
o -R$ 1.2 billion in net debt
o Continuous financial discipline and positive impact of PIS/COFINS tax credits

—)
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OPERATIONAL STABILITY ON A COMPARABLE BASIS
Focus on efficiency: operational maturity, pricing evolution and expenses control

GROSS PROFIT SG&A EXPENSES ADJUSTED EBITDA
+1.9% +2.7% +0.3%
3,058 3,117 2,067 2,122 1,022 1,025
1Q25 1Q26 1Q25 1Q26 1Q25 1Q26
16.48% 16.73% 11.14% 11.39% 5.51% 5.50%
* Maturation of new stores and services * Growth below inflation even with
p i investments in strategic initiatives and

* Advances in price management new stores
* Product mix optimization « Progress in efficiency and cost

rationalization initiatives.
(1) 9% Net Revenue e
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NET INCOME AFFECTED BY HIGH INTEREST RATES, NEW TAX CREDITS, AND
RESTRUCTURING

FINANCIAL RESULT NET INCOME
+10.2%
512 564 367
+7.3%
162 174
1Q25 1Q26 1Q25 1Q26 1Q26

(Recurring)

2.76% 3.03% 0.87% 0.93% 1.97%

Financial Result over Net Revenue Net Margin®

* A 14% increase in the average CDI rate Impact of PIS/COFINS tax credits of R$ 281 million, net of
during the period, despite lower net debt income tax

* Lower cost of receivables financing * Organizational restructuring

1) 9% Net Revenue o



SOLID REDUCTION IN LEVERAGE: 2.52X, 0.63X LOWER THAN 1025
Consistency of results and focus on reducing leverage

(RS Billion LTM CASH GENERATION

Operating Cash Generation

Capex + SLB

Free Cash Generation

Cost of Debt + Dividends

Final Cash Generation

Normalization of Receivables Discounting

Final Cash Generation +
Receivables Discounted

REDUCTION OF NET DEBT

2,9
-0,7
2,2
-2,2
0,0

1,2
1,2

1025 1T26
Gross Debt 15.9 15.9 0.0
== Adjusted Cash 2.5 3.7 1.2
Gross Cash 4.4 4.4 0,0
gleScCeOiLvlinies -1.9 -0.7 L2
== Net Debt ™ 13.4 12.2 1.2

(1) Net Debt + Discounted Receivables (RS 1.9 billion as of 03/31/2025 and RS 666 million as of 03/31/2026).

Between Q4 2021 and Q4 2024, the Net Debt + Discounted Receivables indicator included the outstanding balance | () Adjusted for the result of other operating income and expenses and excluding equity method accounting for the last 12 months

of the hypermarket acquisition. Payment for the hypermarket acquisition was finalized in Q1 2024.

Net Debt +

Discounted
Receivables ®

Variation 2.8

3.96x

11.3

1022

FINANCIAL LEVERAGE

-1.44X

4.69x

3.75x
3.15x

13.7 13.8 13.4

2.9 3.7 4.2
+68.9%

1023 1024 1Q25

Net Debt + Discounted Receivables (2) / Adjusted EBITDA Pre-IFRS16

() Contractual Ratios: [Gross Debt (-) Cash (-) Accounts Receivable with a 1.5% Discount] / [Gross Profit (+) Logistics Depreciation (-) SG&A]
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2.52x

Contractual
Covenants: 3.0x

Contractual
Covenants Ratio
in 1Q26 ): 1.28x

12.2

4.8

1026

—_—
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CASH AVAILABILITY OF 7.5 BILLION IN 1026

CASH AVAILABILITY

(R$ Billion)

+25.1% /—i Debenture buyback

8.7
e

1Q25 2Q25 3Q25 4Q25 1Q26

7.5 » Optional Acquisition Program approved
on April 27

* Total approved amount: R$ 200 million

* Maximum settlement period of 180 days

5.9 * Banking institution: to be defined

- Receivables Not Discounted

- Cash (Ex. Discounted Receivables) Discounted Receivables
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STRENGTHENING THE MODEL THROUGH THE EVOLUTION OF GROWTH AVENUES

Advances in new avenues with the potential to generate value and leverage the flow of
40 million monthly customers in stores.

Highly attractive products at competitive prices, offered for a limited time

* Expansion into non-food categories (e.g., refrigerators, air
fryers, and televisions)
* Strengthening the low-price perception

Pharmacies

Revenue increase driven by a new segment

* New legal framework authorizing the installation of in-store pharmacies
* |nitiative with low operating costs, leveraging existing infrastructure
* A lever for boosting sales of personal care products and supplements

Health and Wellness

Capturing the growing trend toward healthier consumption
* Inclusion of new products such as supplements and vitamins
* Expansion of product assortment (e.g., oats, granola, seeds, bars

* and protein drinks)




STRENGTHENING THE MODEL THROUGH THE EVOLUTION OF GROWTH AVENUES
Advances in new avenues with the potential to generate value and leverage the flow of
40 million monthly customers in stores.

RETIRAD

PARA ENTREGADORES

ATENDIMENTO R
~ \ ‘A\.\

Private Label

Margin expansion and customer loyalty
* Products under the Assai, Chef, and Econobom brands
» Strengthening of commercial bargaining power

Assai Digital

Incremental sales generation through the exploration of

new channels
* Expansion of the number of stores available on the IFood app

* Ongoing tests with Mercado Livre

Financial Services

Exploration of new revenue streams

* Awaiting Central Bank approval of the FIC spin-off to advance
the project’s multiple workstreams

* Pilot project in acquiring (Assai Pay)

S
ASSAI
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ADVANCES IN ESG
Commitment to sustainable growth, generating value for society and the environment

4th consecutive year Evolution in the ranking
inthe ISE B3 and unique in the food
retail sector.

g Ethical and Transparent
Management

[ 4
I ¢

',’ from stores with in the volume of in the Destination in donated food

composting composted waste Right Program (+13%)

26.6% 44.9% 14.7% +1.259

leadership composed leadership composed of employees aged migrants and refugees
of women of black people 50+ in the context

People and Communities

O
&

Assai Institute +201% 21 tons +38.5%

in certificates from the of donated food (MG) in donated meals: 1.18
Assai Academy million

e 11
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Controlled
Expansion

@ Productivity Increase

Fi na nCial @ Margins Improvement
Discipline

Business
Model
Evolution

. Continue deleveraging . Explore existing structure and

: flow to increase revenue and
trajectory P

A dilute costs and expenses

ASSAI

@ Investments aligned with ATACADISTA @ Digital as a new sales
cash flow generated channel

2 0 2 6 @ Financial Services




Para fazer perguntas, clique no icone Q&A na parte inferior da tela.
Escreva seu NOME, EMPRESA e IDIOMA da pergunta a ser feita.

Ao ser anunciado, uma solicitacdo para ativar seu microfone aparecera na
tela e, entdo, vocé deve ativar o seu microfone para fazer perguntas.

Orientamos que as perguntas sejam feitas todas de uma Gnica vez.

To ask questions, please click on the Q&A icon on the bottom of the screen
Write your NAME, COMPANY and LANGUAGE of the question.

If announced, a request to activate your microphone will show up on your
screen, then, you should enable your audio to ask your question.

We Rindly ask you to make all questions at once.

D
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THANK YOU

Investor Relations Team
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