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v2L18  DESTAQUES 2T25

ENTENDER PARA ATENDER

MODELO DE NEGOCIO IMPULS|ONA RECEITA BRUTA DE RS 2,8 BILHOES COM
CRESCIMENTO ORGANICO CRESCIMENTO DE 13%'

62% DOS NOVOS PROJETOS INCORPORAM
MAIOR VOLUME DE PROJETOS ASSET LIGHT MODELO ASSET LIGHT REDUZINDO CAPEX
LIQUIDO PARA RS 18MM NO 2725

EVOLUGCAO DAS MARGENS EBITDA DE R$ 492 MILHOES COM MARGEM DE
OPERACIONAIS NO PATAMAR ADEQUADO 21,6% (+ 2,4 p.p. vs 2T24)

GARANTIA DE RECEITA FUTURA

CONTRATADA RS 1,5 BILHAO DE NOVOS CONTRATOS NO 2T25

PERMITE INiCIO DE DESALAVANCAGEM RS 295 MILHOES NO 2T25 (+22% vs 2T24)

SELO OURO NO GHG PELO 62 ANO
CONSECUTIVO E SELO PRATA ECOVADIS ACIMA
DA MEDIA GLOBAL DO SETOR

EXCELENCIA APOIADA
POR PRATICAS SUSTENTAVEIS

( GERAGAO DE CAIXA FLUXO DE CAIXA APOS CRESCIMENTO DE

1 0 Crescimento (%) esta excluindo os efeitos da redugdo no transporte de graos



ed RESULTADOS 2T25

R$2,8 bi ‘.‘ R$2,4 bi ‘.‘ 492 mm ‘.‘

REPORTADO: RS 488 mm

+12,5% +11,2% +23,5%

vs. 2T24 vs. 2T24

vs. 2T24

MARGEM EBITDA Ajustado (sobre ROL de Servigos) LUCRO LiQUIDO Ajustado?/3 ROIC Running Rate

21,6% 4 36,3 mm 4 14,5% 4

REPORTADO: RS 21 mm

+2,4 p.p. +9,9% +0,2 p.p.

vs. 2T24

vs. 2T24 vs. 1T25

CRESCIMENTO ORGANICO COM EVOLUCAO DAS MARGENS OPERACIONAIS:

= Se desconsiderarmos as receitas do transporte de graos, o crescimento da receita liquida consolidada foi de 13% vs 2T724.

=  Ramp-up dos contratos firmados em 2024 e no 1T25

= Reequilibrio da rentabilidade dos contratos comerciais por meio de ajuste de precos para fazer frente a inflagao de insumos
Implantacao de iniciativas para ganho de eficiéncia e reducado de custos contribuiu para evolu¢ao das margens no periodo

Resultado segue pressionado pelas despesas financeiras, com CDI médio ainda mais elevado nesse trimestre, o que reforca o foco na
estratégia de desalavancagem

10 Crescimento (%) esta excluindo os efeitos da reducdo no transporte de grdos | 2No 2T25, o nimero exclui o efeito de baixa de mais valia alocada no custo de venda de ativos ajustado em RS 3,7 mm no EBITDA e em RS 2,4 mm no LL | 3 No 2T25, ajuste
de RS 12,4 mm no lucro liquido para excluir o efeito de amortizacdo de dgio/mais-valia



PORTFOLIO DE SERVICOS LOGISTICOS ESSENCIAIS EM TODAS AS ETAPAS DO CICLO
@8 PRODUTIVO: DIVERSIFICACAO TRAZ RESILIENCIA E IMPULSIONA CROSS-SELLING

%JSL

Percentuais com base na
receita liquida de servicos do

2T25
14% 34% 7% 45%
| | | |
ARMAZENAGEM OPERACOES DEDICADAS A e TRANSPORTE DE CARGAS

Operagoes especializadas e dedicadas que nao Operagoes que envolvem caminhdes préprios ou de terceiros Carga Geral
envolvem caminhodes (asset heavy e asset light)

28% 66%
R$ 640 mm RS 1,5 bi

/ \ ( . . . . \
Servicos de intralogistica para diversas Transporte internacional de alimentos refrigerados e 8[ Transporte de grios ]
industrias: automotivo, bens de capital, frigorificados = I
\_ J
- celulose, etc v I < 2 Transporte de bens de
o\ J o o . . x
T [ . = Distribuicdo urbana de alimentos, bebidas e bens de consumo
> o , .
] Gestdao de armazéns dedicados e é N consumo )
w . . i
multiclientes
J ( . . T h ©_JSL NOVAAVENIDA DE
I Transporte dedicado para diversas industrias (florestal, DIGITAL
[ Fretamento ] automotivo, quimicos, etc) CRESCIMENTO COM
A\ J

ESCALABILIDADE E EFICIENCIA

NA GESTAO DE AGREGADOS E

TERCEIROS
100% ASSET LIGHT

94% DA NOSSA RECEITA EM SERVICOS COM ALTO GRAU DE ESPEClALIZACAO E ESSENCIALIDADE NA CADEIA DE

SUPRIMENTOS E VENDAS DOS NOSSOS CLIENTES




MODELO UNICO DE GESTAO, ESCALA, CAPILARIDADE E DIVERSIFICACAO GERAM CADA
@8 VEZ MAIS EXPERTISE, RELACIONAMENTO E NOVOS NEGOCIOS

SIJSL

CLIENTE
NECESSIDADE DO CLIENTE
é _ DIRETORIA EXECUTIVA
MBS
GERENTE DO CONTRATO
CLIENTE/PROJETO N 1of
NOVO Rodomeu P |
Estratégia proativa na o MARVEL ) TRuekean *
prospeccao de novos
clientes e aumento de I:Sh U Gestao individualizada do contrato, projetos
TRANSPORTES 00— @ R . .
‘\ share of wallet na base DA ALGETIL customizados e desenvolvidos com os clientes
E atual (cross-selling) / BOAS EMPRESAS, BEM GERIDAS E COM cn . . . -
E / PORTFOLIOS DE SERVICOS, SETORES E O Experiéncia e capacidade de implantagdo com
CLIENTES COMPLEMENTARES agilidade e eficiéncia
CLIENTE
FIDELIZADO "‘ U Precificacdo adequada, controle de custos e eficiéncia
q” U Autonomia e agilidade na tomada de decisdes

HFl X ") M 2 Q

Beneficio da

Seguranca e Reducéao de Solugdes Ganho de Foco no Core
Escala

Capilaridade Confiabilidade Custos Customizadas Eficiéncia Business

CRESCIMENTO SUSTENTAVEL — RESILIENCIA DE MARGENS E RESULTADOS




i) TRANSFORMACAO DA ESCALA E CRESCIMENTO ORGANICO

= - FSin
GRS ~V Rudumeu TP: ~#7 MARVEL B) rucKean ruuspokm A
Mai-22 Abr-23 Set-23 —>

— I1PO3T20 Out-20 Nov-20 Mai-21 Jun-21 Jul-21

ENTENDER PARA ATENDER

28%

CAGR ORGANICO
RECEITA LIQUIDA UDM 1 Z%

desde trimestre da
aquisi¢do’

18% 27% 20% 30% 59% -24%

CRESCIMENTO
ORGANICO

RECEITA LIQUIDA UDM 84%

desde trimestre da
aquisi¢do’

|
I
|
|
|
|
|
|
|
|
|
|

168% 303% -42% 55%

115%

| | |
[ [ |
| | '
| | |
| | ’
| | |
| | ’
| | |
| | '
| | |
| | |
| | |

75%

CRESCIMENTO
RECEITA LiQUIDA CONSOLIDADA UDM # 242%

desde o IPO 3720

CAGR
RECEITA LIQUIDA CONSOLIDADA UDM # 30%

desde o IPO 3T20

CAGR ORGANICO
TOTAL RECEITA LiQUIDA COMBINADO UDM # 1 6%

desde o IPO 3720

BASE DIVERSIFICADA DE CLIENTES COM LONGO HISTORICO DE RELACIONAMENTO, VARIOS CONTRATOS ATIVOS E ALTO POTENCIAL DE CROSS-SELLING

cenvem, 'l mercado E 7 <()> UltrOISClZ I ueStIé

ambev suUzano livre natura
RELACIONAMENTO 20 @17 69 (240 4 B5 19 29 14 &7 32 @11 17 @3 25 @11
. Yy
P W iaie s Mondelez, & Ve, [ ceroav %gi@‘ @
NUMERO DE (i = iy = s = Klabin Unilover
CONTRATOS 23 @15 10 @4 23 @13 26 @7 9 @7 10 @2 49 @16 30 @15

1Célculo do CAGR e crescimento da JSL considera o ano de 2020 como base a



VP18 CAPEX E NOVOS CONTRATOS PARA SUSTENTAR O RITMO DE CRESCIMENTO

ENTENDER PARA ATENDER

HISTORICO DE CONTRATOS FECHADOS NOS ULTIMOS 12 MESES
3124 ——— —— 4124 ——— — 1T25

RS 2,2 bl em contratos com | RS 886 MM em contratos RS 1,8 bl em contratos com
prazo médio de 64 meses, sendo com prazo médio de 49 meses, | prazo médio de 81 meses, sendo _|_
92% cross-selling sendo 95% cross-selling 33% cross-selling

= 58% QUIMICOS = 21% QUIMICOS = 57% OUTROS (inclui

= 19% VAREJO = 17% PAPEL E CELULOSE aeroportuario — novo Setor)
= 22% AUTOMOTIVO

CAPEX 2T25 RS mm

* O perfil asset light (em fun¢do da natureza dos servicos) de 62% dos
novos contratos firmados no 2T25 contribuiu para uma necessidade
menor de capex no periodo

* Parte dos novos contratos firmados no 2T25 refletem a estratégia de
avaliacdo da alternativa de locacdo de ativos alugados (parcialmente ou
integralmente) quando a avaliagao indicou ser benéfica. Com isso,

observa-se uma redugio de 88% vs 2T24.

Capex bruto 2T25 Receita da venda de Capex Liquido 2T25
ativos 2725

2T25 ——
RS 1,5 bi em contratos com

prazo médio de 67 meses, sendo
95% cross-selling

= 35% ALIMENTOS E BEBIDAS
= 24% SIDERURGIA E MINERACAO

PERFIL DOS NOVOS CONTRATOS

m ASSET LIGHT = ASSET HEAVY
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ENTENDER PARA ATENDER

RECEITA
(RS mm)

m

LiQUIDA

2724

1725 2725

—

14%

Servigos

34%

7%

45%

6%

7% 24%
o

11% .

13%

NOSSO MAIOR CLIENTE REPRESENTA ~10% DA RECEITA, DISTRIBUIDA EM
MAIS DE 15 CONTRATOS ATIVOS

INo 2T25, o numero exclui o efeito de baixa de mais valia alocada no custo de venda de ativos ajustado em RS 3,7 mm no EBITDA/EBIT e em RS 2,4 mm no LL | 2 No 2T25, ajuste de RS 18,8 mm no EBIT e R$ 12,4 mm no lucro liquido para excluir o efeito de

Setores
\ ’ 17%

14%

@ TRANSPORTE DE CARGAS
@ OPERAGOES DEDICADAS
@ ARMAZENAGEM

@ DISTRIBUIGAO URBANA

@ AUMENTOSE BEBIDAS
@ PAPELECELULOSE
@ nrutomotivo

@ ourtros

. BENS DE CONSUMO
. Quimico
‘ SIDERURGIA E MINERAGAO

@ VAREIO/E-COMMERCE

amortizagdo de agio/mais-valia | * Calculada sobre ROL de Servigos

EBIT Aj. /2 (R$ mm) | MARGEM EBIT Aj.1/2/3 (%)

EEE EBIT =@=|Vlargem
13.0% 13.4% 13,6%
o— —o- e
+15%
;
2724 1T25 2T25

EBITDA Aj.23 (R$ mm) | MARGEM EBITDA Aj.%/3 (%)

N EBITDA ==@=Margem

19,99, 20.6% 21,6%
. 0 I .
+23%

2724 1725 2725

DIVERSIFICACAO DE SETORES E SERVICOS SAO DIFERENCIAIS
ESTRATEGICOS E CONTRIBUEM COM A RES|

+11%
i

IENCIA DOS RESULTADOS

LUCRO LIQUIDO Aj.1/2 (R$ mm)

+10%
;

2724 1725 2725

ROIC Running Rate (%)

154% 14,5%

14,3%

2724 UDM 1725 UDM 2725 UDM
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ENTENDER PARA ATENDER

ASSET LIGHT 52% da ROL de servicos

RECEITA LIQUIDA DE SERVICOS

2725

RS 1’2 bi +9,3%

vs. 2T24

EBITDA | Margem EBITDA!
2725 Margem

260 mm 22,0%

+47,2% vs. 2124 +5,7 p.p. vs. 2124

EQUILIBRIO DOS MODELOS ASSET LIGHT E ASSET HEAVY

Crescimento de 9%, com potencial de expansdo, devido a concentracdo do perfil leve
em ativos nos contratos firmados no primeiro semestre de 2025 (76% dos novos
contratos do semestre sdo asset light). Excluindo o transporte de grdos o crescimento

foi de 14%.

A evolugdo da margens operacionais estd na direcdo do nosso planejamento
estratégico de focar em operagdes com alto nivel de especializa¢do, neste trimestre
impulsionados pelas operacdes de intralogistica e armazenagem. Também na mesma

linha, no transporte de carga, os novos contratos ja contam com frota alugada.
A JSL Digital, uma nova avenida de crescimento para o transporte de cargas com
4

caminhoneiros auténomos, com modelo de opera¢do “asset zero”, jd apresentou

expansao de mais de 4x vs 1T25.

ASSET HEAVY 48% da ROL de Servigcos

RECEITA LIQUIDA DE SERVICOS

EBITDA | Margem EBITDA!

2725

RS 1’1 bi +10,1%

vs. 2724

1Calculada sobre a ROL de Servigos

2T25 Margem

228 mm 20,9%

+4,2% vs.2124  -1,2 p.p.vs.2124

Crescimento de 10% devido o ramp-up dos projetos implantados nos trimestres
anteriores, principalmente no segmento de opera¢des dedicadas e distribuicdo

urbana, nos setores de papel e celulose e alimentos e bebidas

Margem EBITDA de 20,9%. A margem segue pressionada pela venda de ativos,
conforme ja citado, por um tipo de veiculo leve especifico (picape). O EBITDA de
servicos foi de RS RS 232,1 milhdes, com margem de 21,3%, em linha com periodos

anteriores.

Novos contratos assinados no periodo reforcardo a diversificagdo de setores,
destaque para mineragdo e quimicos, nos tornando cada vez mais integrados a

cadeia de produgdo dos nossos clientes.



PROGRAMA ESCALA JSL
@ |NICIATIVAS PARA GANHO DE EFICIENCIA E REDUCAO DE CUSTOS

%JSL

Projeto de reducao de custos e melhora da eficiéncia operacional da companhia,
implantadas desde o ultimo trimestre de 2024.

Principais destaques das iniciatias de eficiéncia sao: fretes, despesas com pessoal e
infraestrutura.

AcOes implantadas até junho resultam em um ganho anualizado de aproximadamente
RS 230 milhdes.

Existem novas iniciativas de eficiéncia ja mapeadas que serdao implantadas ao longo
do segundo semestre de 2025.

Exemplo de iniciativas acdes estratégicas

Reducao de despesas Otimizagao de infraestrutura

* Digitalizacao de processos operacionais * |Integracao e sinergias operacionais

* Revisdo de processos e procedimentos entre operagoes

com impacto em horas extras e escala e Centralizagao de estruturas de
de trabalho backoffice operacional



EXECUCAO DO PLANEJAMENTO ESTRATEGICO IMPULSIONA GERACAO DE CAIXAE

/

RATING DE CREDITO CORPORATIVO
Nacional Global Perspectiva

MOODY’S AA+.br - Estavel
LOCAL
FitchRatings AA(bra) BB- Estavel
S&P Global brAA+ BB- Estavel
Ratings

N\ —/

SISL
RESULTADOS, CONTRIBUINDO PARA POTENCIAL DESALAVANCAGEM

(RS mm) 2724 1T25 2725
Divida bruta 7.771,3 7.465,5 7.144,3
Caixa e aplicacdes financeiras 2.398,0 1.748,5 1.353,7
Divida liquida 5.373,2 5.717,0 5.790,6
EBITDA' UDM 1.769,7 1.877,6 1.822,2
EBITDA-A' UDM 2.003,9 2.203,5 2.192,5

Indicadores Financeiros — Covenants 2T24 1T25 2T25 Covenants
Divida liquida / EBITDA-A 2,68 2,59x : 2,64x  Menor que 3,5x !
EBITDA-A' / Resultado Financeiro Liquido 2,77x 2,75x :_ 2,60x Maior que 2x _!
Divida liquida / EBITDA' 3,04x 3,04x 3,18x N/A

l J

|

Excluindo o efeito da reversao das provisdes referentes ao sistema S do
EBITDA do 1T25 UDM, apresentamos uma reducao de -0,13x na
alavancagem em relagao trimestre anterior (3,18x vs. 3,31x).

\ —————
e A X
Reducdo da divida bruta na comparagao trimestral, resultando em :
~ ’ 0 ré . . I
reducao do spread médio do custo da divida da companhia !
Considerando a composi¢do da divida no final do segundo trimestre,
tivemos uma reducao do spread médio em 0,3 p.p. na comparagao
trimestral e 0,6 p.p. na comparagao anual.
\« J
C ~/

Caixa

1Resultados combinados, considerando os ultimos doze meses de FSJ

CRONOGRAMA DE AMORTIZAGCAO RS mm

Linhas compromissadas de
R$507 milhdes disponiveis

Prazo médio da divida liquida de 5 anos
Liquidez suficiente para amortizar a divida até o
inicio de 2027

901

Fontes de liquidez = 2,1x divida de curto-prazo

1,613

890 931 1,007 1,063

739

cp

2026 2027 2028 2029 2030 2031




MODELO DE NEGOCIOS IRREPLICAVEL E RESILIENTE COM BASES PRONTAS
PARA CICLO DE DESALAVANCAGEM E CONTINUA EXPANSAO SUSTENTAVEL

& —— s EERGeE  Be R L 8 i '

MODELO DE NEGOCIO GARANTE RESILIENCIA E EXPERTISE PARA ATENDER DIVERSOS SETORES |
HNRUY A VAT ™Sl A (\TH . H ‘

FOCO NA OTIMIZACAO DA ALOCAGCAO DE CAPITAL COM POTENCIAL DE REDUCAO DA ALAVANCAGEM
gl " — . &

——
C3) PROGRAMA ESCALA JSL COM FOCO NA EFICIENCIA OPERACIONAL E REDUGCAO DE CUSTOS = o
: - IR U AasSaa... | WA TE ST
/98 DNA DE SERVICOS SUSTENTA ALTO POTENCIAL DE CROSS-SELLING E CONTRATOS DE LONGO PRA% ,
h |1 B By . VB VLo RENN g 2 '
( o3 ~35.000 PESSOAS: GENTE DEDICADA E PREPARADA PARA ASSEGURAR QUALIDADE E EFICIENCIA !
BY e | 7T A& =z rsa
S5 BN *3 JSL DIGITAL: CRESCIMENTO ACELERADO E RENTABILIDADE NO MODELO 100% “ASSET ZERO”

l

<

—
3 U : : A
HISTORICO COMPROVA QUE EM MOMENTOS DE VOLATILIDADE DE MERCADO, OS DIFERENCIAIS ESTRATEGICOS DA JSL -
ESCALA, AMPLO PORTFOLIO DE SERVICOS E SOLUCGES CUSTOMIZADAS PARA TODOS OS SETORES - SAO DETERMINANTES
PARA GARANTIR O CRESCIMENTO ORGANICO COM CONFIANCA E RENTABILIDADE.

Ryt Gan

s

p—<3




ENTENDER PARA ATENDER

;@ E?Eﬁ TPRC "N Rodomeu $P”MARVEL |] TRUCKPAD SIC ,ESIA_

2o ODOHABALIGISTICA

Aviso Legal

Algumas das afirmacdes e consideracées aqui contidas constituem informacées adicionais
ndo auditadas ou revisadas por auditoria e se baseiam nas hipéteses e perspectivas
atuais da administracdo da Companhia que podem ocasionar variacdes materiais entre os

resultados, performance e eventos futuros. Os resultados reais, desempenho e eventos RELAQ()ES COM INVESTIDORES
podem diferir significativamente daqueles expressos ou implicados por essas afirmacoées,
como um resultado de diversos fatores, tais como condigdes gerais e econémicas no +55 (11) 2377-7178 ri@ijsl.com.br ri.jsl.com.br

Brasil e outros paises, niveis de taxa de juros, inflacdo e de cAmbio, mudancas em leis e
regulamentos e fatores competitivos gerais (em bases global, regional ou nacional). Dessa
forma, a administragdo da Companhia ndo se responsabiliza pela conformidade e precisao
das informacdes adicionais ndo auditadas ou revisadas por auditoria discutidas no
presente relatério, as quais devem ser analisadas e interpretadas de forma independente
pelos acionistas e agentes de mercado que deverdo fazer suas proprias andlises e
conclus@es sobre os resultados aqui divulgados.
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ENTENDER PARA ATENDER
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RELEASE

2Q25

UMA EMPRESA DO GRUPO
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Ay 2025 HIGHLIGHTS

ENTENDER PARA ATENDER

BUSINESS MODEL ENSURES STRONG GROSS REVENUE OF RS 2.8 B WITH
POTENTIAL FOR ORGANIC GROWTH A GROWTH OF 13%'

62% OF NEW PROJECTS HAVE ADOPTED THE

HIGHER VOLUME OF ASSET-LIGHT MODEL, REDUCING NET CAPEX TO

ASSET LIGHT PROJECTS
RS18M IN 2Q25
EVOLUTION OF OPERATING MARGINS EBITDA OF RS 492 M WITH A 21.6% MARGIN
TO HEALTHY LEVELS (+2.4 p.p. VS. 2Q24)
SECURED CONTRACTED FUTURE
( REVENUE RS 1.5 B IN NEW CONTRACTS IN 2Q25
CASH GENERATION OPERATING CASH FLOW OF
SUPPORTS DELEVERAGING START RS 295 M IN 2Q25 (+22% VS 2Q24)
e CELLENCE DRIVEN Ti?;féé I|\=||;EJ(|:\/| THE GHG PROTOCOL FOR
BY SUSTAINABLE PRACTICES UTIVE YEAR AND ECOVADIS
SILVER SEAL

1 Growth (%) excludes the impact of lower grain transportation volumes.



e 2Q25 RESULTS

x2.8B 14 «2.4B 4 492 M 4

REPORTED: R$488 M

+12.5% +11.2% +23.5%

vs. 2Q24 vs. 2Q24 vs. 2Q24

Adjusted EBITDA MARGIN (on Net Rev. from Services) Adjusted NET PROFIT?/3

REPORTED: RS 21 M

+2.4 p.p. +9.9% +0.2 p.p.

vs. 2Q24

vs. 2Q24 vs. 1Q25

ORGANIC GROWTH AND EXPANSION OF OPERATING MARGINS:

= Excluding grain transportation revenue, consolidated net revenue growth was 13% vs. 2Q24

=  Ramp-up of contracts signed in 2024 and in 1Q25

= Repricing commercial contracts to restore profitability and offset input inflation

= |mplementation of efficiency and cost-reduction initiatives contributed to margin improvement in the period

=  Results remain under pressure from financial expenses, with the average CDI even higher this quarter, further reinforcing the focus on the
deleveraging strategy.

1 Growth (%) excludes the impact of lower grain transportation volumes. | 2In 2Q25, the figure excludes the write-off of the asset revaluation effect allocated to asset sales cost: RS 3.7M in EBITDA and RS 2.4M in Net Profit | ® In 2Q25, RS 12.4M adjustment
in Net Profit to exclude goodwill/amortization effects
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ENTENDER PARA ATENDER

PORTFOLIO OF ESSENTIAL LOGISTICS SERVICES ACROSS ALL STAGES OF THE PRODUCTION

CYCLE: DIVERSIFICATION THAT DRIVES RESILIENCE AND STRONG CROSS-SELLING

Percentages based on 2Q25
Net Revenue from Services

14% 34% 7% 45%
\ \ \ \
URBAN
WAREHOUSING DEDICATED OPERATIONS DISTRIBUTION CARGO TRANSPORTATION

Specialized and dedicated operations not Operations involving owned or third-party trucks (asset heavy and
. . . General Cargo
involving trucks asset light)

EXAMPLES

28%
RS 640 M

Intralogistics services for various
industries: automotive, capital goods,
pulp and paper, etc.

J
N

a

Dedicated and multi-customer inventory
management

Chartering Services

94% OF OUR SERVICE REVENUE COMES FROM HIGHLY SPECIALIZED AND CRITICAL SERVICES WITHIN OUR CLIENTS’

66%
R$1.5B

.
International transportation of refrigerated and frozen

foods

J
R

Urban distribution of food, beverage
and consumer goods

EXAMPLES

AN
EXAMPLES
'SR

Dedicated transportation for multiple industries (forestry,
automotive, chemicals, etc.)

SUPPLY AND SALES CHAINS

6%
RS 126 M

Grain transportation ]

Transportation of consumer
goods

~N SJSL A NEWGROWTH

DIGITAL
DRIVER FOCUSED ON

g SCALABLE AND EFFICIENT

MANAGEMENT OF THIRD

PARTIES AND INDEPENDENT

DRIVERS
100% ASSET LIGHT




UNIQUE MODEL OF MANAGEMENT, SCALE, REACH, AND DIVERSIFICATION DRIVES
@aw GROWING EXPERTISE, RELATIONSHIPS, AND NEW BUSINESS OPPORTUNITIES

SIJSL

CLIENT
CUSTOMER NEEDS
= ~ A EXECUTIVE MANAGEMENT
MBS
Y ?H #ﬁ% ‘Q CONTRACT MANAGER
EXCELLENCE Rodomeu Tpc |
Proactive strategy to -2/ MARVEL U TRUGKPAD

! acquire new clients and !
A increase share of wallet in Y m%g f.sh U Customized contract management, tailored projects

‘\ the current base (cross- II O DHADALOGISTICA developed with customers

\ selling) / . . - . -

\ v S Ao I WL QO Experience and capability to deploy with agility and
a

U

COMPLEMENTARY SERVICE, SECTOR, efficiency
AND CLIENT PORTFOLIOS:
= Appropriate pricing, cost control and efficiency
~ ope . . . .
> \\\\_4 = Autonomy and agility in decision-making

HFl X M 2 Q

- - - Focus on
Benefits of Safety and Cost Customized Efficiency
Scale Broad Reach Reliability Reduction Solutions Gains Bucé(i)nrgss

SUSTAINABLE GROWTH - RESILIENT MARGINS AND RESULTS
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=R / .-AD:L /
— 1PO 3Q20 Oct-20 Nov-20
ORGANIC CAGR I I I
LTM NET REVENUE o [ o I (V) I
since acquisition’ 12 A) I’ 3 A Il 18 A) :
| | |
| | |
ORGANIC GROWTH ,' ,' :
LTM NET REVENUE | | I
. sl g | | |
since acquisition 84% l 75% l 115% I
| | |
ORGANIC CAGR
TOTAL LTM COMBINED NET REVENUE # 16%

since 3Q20 IPO

Rudumeu /
May-21

27%

TPC

Jun-21

20%

CAGR

LTM CONSOLIDATED NET REVENUE
since 3Q20 IPO

. 30%
|
|
|
|
|
|
|
|
|

168%

=) 30%

SCALE TRANSFORMATION AND ORGANIC GROWTH

f ~#7 MARVEL { [} rruckean / ﬂuuspoms
Jul-21 May-22 Apr-23

LTM CONSOLIDATED NET REVENUE
since 3Q20 IPO

{ FSin
Jul-23
' 59% | -24% | 28%
i | i
| | |
: | :
. 303% | -42% | 55%
|
GROWTH

=) 242%

DIVERSIFIED CLIENT BASE WITH LONGSTANDING RELATIONSHIPS, MULTIPLE ACTIVE CONTRACTS, AND HIGH CROSS-SELLING POTENTIAL

CERVEIARI ” mercado
ClmbeV Suzéno livre
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B W oaie A, Mondelez,
NUMBER OF CONTRACTS 23 @ 15 10 @4 23 @ 13

CAGR and growth calculations for JSL use 2020 as the base year
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VP18 CAPEXAND NEW CONTRACTS TO SUSTAIN GROWTH MOMENTUM

ENTENDER PARA ATENDER

NEW CONTRACTS SIGNED IN THE LAST 12 MONTHS

3Q24 ——— ——— 4Q24 ——— — 1025 ——— — 2Q25 —

RS$1.5 Bin contracts with an
RS 2.2 Bin contracts with an | R$886 M in contracts with | RS 1.8 Bin contracts with | aveSrage e G567 ek, Wi

average term of 64 months, with an average term of 49 months, an average term of 81 months, 95% cross-selling

92% cross-selling with 95% cross-selling with 33% cross-selling o
- (0]

= 58% CHEMICALS = 21% CHEMICALS = 57% OTHER (includes airport .

= 19% RETAIL = 17% PULP & PAPER sector —new vertical) " 24%STEELAND MINING

= 22% AUTOMOTIVE

2Q25 CAPEX Rrs million PROFILE OF NEW CONTRACTS

* Asset light profile (based on the nature of services) of 62% of the
new contracts signed in 2Q25 contributed to lower CAPEX
requirements in the period

* Some of the new contracts signed in 2Q25 reflect the strategy of
considering leasing assets (partially or fully) whenever this proved to
be the more beneficial option. As a result, there was an 88%
reduction vs. 2Q24

Gross Capex 2Q25 Asset Sales 2Q25 Net Capex 2Q25

m ASSET LIGHT = ASSET HEAVY



%JSL

DIVERSIFICATION ACROSS SECTORS AND SERVICES IS A STRATEGIC

@ DIFFERENTIATOR AND SUPPORTS RESILIENT PERFORMANCE

NET REVENUE
(RS million)

Adj. EBIT Y2/3(R$ million) | Adj. EBITDA MARGIN/2/3/4
(%)
I EBIT =@=— Margin

NET PROFITY/2/3 (RS million)

(V)
+11A) 13.0% 13.4% 13.6%
== — @
+15% +10%
2,320
2Q24 1Q25 2Q25

o
14% \ _

. CARGO TRANSPORTATION

@ DEDICATED OPERATIONS

2Q24 1Q25 2Q25

Adj. EBITDAY/3 (RS million) | Adj. EBITDA MARGIN/4

2Q24 1Q25 2Q25

ROIC Running Rate (%)

o
Services 45% (%)
@ WAREHOUSING N EBITDA ==@=Margin
o @ URBAN DISTRIBUTION 20.6% 21.6%
34% 19.2% P
o ¢
6% @ 700D AND BEVERAGE +23%
7%“ 24% @ FULPAND PAPER 15.4% 14.3% 14.5%
8%. @ nrutomoTIvE F + — .
. Sectors @ omier
11% ’17% . CONSUMER GOODS
13% ' @ cremicas 458
14% @ smeELAND MINING
2Q24 LTM 1Q25 LT™M 2Q25 LTM

@ RETAIL/E-COMMERCE

2Q24 1Q25 2Q25

OUR LARGEST CLIENT ACCOUNTS FOR ~10% OF REVENUE, SPREAD

ACROSS MORE THAN 15 ACTIVE CONTRACTS

1In 2Q125, the number excludes the impact of the write-off of fair value adjustments allocated to the cost of asset sales, adjusted by R$3.7M in EBITDA/EBIT and R$2.4M in Net Profit | 2In 2Q25, R$18.8M EBIT adjustment and R$12.4M Net Profit adjustment
to exclude the effect of goodwill/fair value amortization | 3Calculated based on Net Revenue from Services



ASSET LIGHT 52% of Net Operating Revenue from Services

NET REVENUE FROM SERVICES
2Q25

s 1.2 B

+9.3%

vs. 2Q24

EBITDA | EBITDA Margin?

2Q25 Margin

260 M | 22.0%

+47.2% vs. 2024 +5.7 p.pvs. 2024

vo2id BALANCE BETWEEN ASSET LIGHT AND ASSET HEAVY MODELS

9% growth, with expansion potential, driven by the concentration of light-asset
profiles in the contracts signed in the first half of 2025 (76% of new contracts in the

first half of the year are asset light).

The improvement in operating margins was mainly due to intralogistics and
warehousing operations, which typically have higher margin profiles. In cargo

transportation, part of the new contracts involved the use of leased fleets

JSL Digital, a new growth avenue for cargo transportation with independent truck
drivers, operating under an “asset zero” model (with no owned assets), has already

grown more than 4x vs. 1Q25.

ASSET HEAVY 48% of Net Revenue from Services

NET REVENUE FROM SERVICES

EBITDA | EBITDA Margin?

2Q25

RS 1.1 B +10.1%

vs. 2Q24

1Calculated on Net Revenue from Services

2Q25 Margin

228 m | 20.9%

+4.2% vs. 2024 -1.2 p.pvs. 2024

10% growth, driven by the ramp-up of projects launched in previous quarters,
mainly in the dedicated operations and urban distribution segments, with highlights

in the pulp & paper and food & beverage sectors.

EBITDA margin stood at 20.9%. The margin remains under pressure from asset sales,
as previously mentioned, due to a specific type of light commercial vehicle (pickup
truck) that depreciated above market average. Service EBITDA totaled RS 232.1

million, with a margin of 21.3%, in line with previous periods.

The new contracts signed during the period will further strengthen sector
diversification, with highlights in mining and chemicals, and will reinforce cross-
selling, making us increasingly essential to our clients through services that are

deeply integrated into their production chains.



JSL SCALE PROGRAM
@ INITIATIVES FOR EFFICIENCY GAINS AND COST REDUCTION

%JSL

Project to reduce costs and improve operational efficiency, rolled out by the company
since the last quarter of 2024.

Key efficiency highlights include freight, personnel expenses, and infrastructure.

Actions implemented by June resulted in annualized gains of approximately R$230 million.

New efficiency initiatives have already been mapped and will be implemented throughout
the second half of 2025.

Key initiatives and strategic actions include:

Expense Reduction Infrastructure Optimization

* Digitalization of operational processes * Operational integration and

 Review of processes and procedures synergies between operations

impacting overtime and work e Centralization of operational back-
schedules office structures



EXECUTION OF STRATEGIC PLANNING DRIVES CASH GENERATION AND RESULTS,

SJISL
ENTENDER PARA ATENDER
CONTRIBUTING TO POTENTIAL DELEVERAGING
(R$ million) 2Q24 1Q25 2Q25 4 )
Gross Debt 7,771.3 7,465.5 7,144.3 CORPORATE CREDIT RATING
Cash and Investments 2,398.0 1,748.5 1,353.7 .
National Global Outlook
Net Debt 5,373.2 5,717.0 5,790.6
. -
LTM EBITDA' 1,769.7 1,877.6 1,822.2 BgCOA?DY S AAt+.br Stable
LTM EBITDA-A' 2,003.9 2,203.5 2,192.5 i .
—— : FitchRatings AA(bra) BB- Stable
Financial Indicators - Covenants 2Q24 1Q25 2Q25 Covenants
Net Debt / EBITDA-A" 2.68x 259x ! 2.64x Less than 3.5x |
1 | S&P Global brAA+ BB- Stable
EBITDA-A' / Net Financial Result 2.77x 2,75x :_ 2.60x  Greater than 2x | L Ratings
Net Debt / EBITDA' 3.04x 3.04x 3.18x N/A \ /
Excluding the effect of the reversal of Sistema S provisions from 1Q25 LTM AMORTIZATION SCHEDULE RS million
EBITDA, we recorded a -0.13x reduction in leverage compared to the
previous quarter (3.18x vs. 3.31x). — » Average net debt maturity of 5 years
R$ 507 million in « Sufficient liquidity to meet debt obligations
. 5 400 committed credit lines through early 2027
(" A ' available e Sources of liquidity = 2.1x short-term debt
Reduction in gross debt quarter over quarter, accompanied by a lower eIl
average debt spread. 1,600
1,200
Based on the debt composition at the end of the second quarter, we saw
a 0.3 p.p. reduction in the average spread quarter over quarter and a 0.6 800 1,613
. 400 901 890 931 1,007 1,063
p.p. reduction year over year. 739
\« J 0
N > Caixa cP 2026 2027 2028 2029 2030 2031

1Combined results, taking into account the last twelve months of FSJ



AN IRREPLICABLE AND RESILIENT BUSINESS MODEL WITH THE FOUNDATION
FOR A DELEVERAGING CYCLE AND CONTINUED SUSTAINABLE GROWTH

& e L sescus B RS - i

BUSINESS MODEL THAT ENSURES RESILIENCE AND EXPERTISE TO SERVE MULTIPLE SECTORS
HNRUY A VAT ™Sl A (\TH

FOCUS ON OPTIMIZING CAPITAL ALLOCATION, WITH POTENTIAL TO REDUCE LEVERAGE
-
JSL SCALE PROGRAM FOCUSED ON OPERATIONAL EFFICIENCY AND COST REDUCTION
- IR U sAaSsa... | WA TED STSEBWN
SERVICE DNA SUPPORTS STRONG CROSS-SELLING POTENTIAL AND LONG-TERM CONTRACTS :
: B By . VB VLo RENN g ad
( o3 ~35,000 PEOPLE: DEDICATED AND PREPARED PEOPLE TO ENSURE QUALITY AND EFFICIENCY
BY e | 7T A& =z rsa
SSSI N S% JSL DIGITAL: ACCELERATED GROWTH AND PROFITABILITY UNDER A 100% “ASSET ZERO” MODEL

l

<

—
2l B { i y il
TRACK RECORD PROVES THAT IN TIMES OF MARKET VOLATILITY, JSL'S STRATEGIC ADVANTAGES—SCALE, A BROAD PORTFOLIO
OF SERVICES, AND CUSTOMIZED SOLUTIONS FOR ALL SECTORS—ARE KEY TO ENSURING CLIENT GROWTH WITH CONFIDENCE
AND PROFITABILITY.

p—<3




ENTENDER PARA ATENDER
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2o ODOHABALIGISTICA

Disclaimer

Some of the statements and considerations contained herein comprise additional
unaudited or unreviewed information and are based on the current assumptions and views
of the Company's management that may cause actual results, performance and future

events to vary materially. Actual results, performance or events may differ materially from INVESTOR RELATIONS
those expressed or implied by such statements due to, among other things, general
economic conditions in Brazil and other countries, interest rates, inflation and currency +55 (11) 2377-7178 ri@jsl.com.br ri.jsl.com.br

exchange rates, changes in laws and regulations, and general competitive factors (on a
global, regional or national basis). Accordingly, the Company's management does not
accept responsibility for the conformity and accuracy of the additional unaudited or
unreviewed information discussed in this report, which should be independently reviewed
and interpreted by the shareholders and market agents who should make their own
analyses and conclusions about the results disclosed herein.




