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Esta apresentacao pode incluir declaracdoes que apresentem
expectativas da Administracao da Mills Locacao, Servicos e
Logistica S/A (“Mills”) sobre eventos ou resultados futuros.
Tais declaracoes tém como base crencas e suposicoes de
nossa Administracao tomadas dentro do nosso melhor
conhecimento e informacoes a que a Mills atualmente tem
acesso. Todas as declaracoes, quando baseadas em
expectativas futuras e nao em fatos histéricos, envolvem
varios riscos, incertezas e nao sao garantias de desempenho. A
Mills e seus empregados nao podem garantir que tais
declaracbes venham a ser corretas. Tais riscos e incertezas
incluem fatores relativos a economia brasileira, ao mercado de
capitais, aos setores de infraestrutura imobiliario, de dleo e
gas, pressdoes da concorréncia, entre outros, e a regras
governamentais, que estao sujeitos a mudanca sem prévio
aviso. Para obter informacoes adicionais sobre fatores que
possam originar resultados diferentes daqueles estimados
pela Mills, favor consultar os relatérios arquivados na
Comissao de Valores Mobiliarios — CVM.



111 Mills: uma jornada de transformacao e crescimento

Investimentos
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111 Mills: DNA e cultura Ginicos no mercado

________________________________________

_____________
___________________________

- +10 | - +2
+70 : 25 1° . 65
mil w mil
W, W, A i, W, W,
anos clientes Entre os 25 A maior frota de colaboradores filiais
maiores players equipamentos

elétricos da
Ameérica Latina

Parcerias de longo prazo com clientes e fornecedores



111 Mills: uma jornada de transformacao e crescimento

Diversificacao Diversificacao Previsibilidade de Companhia

de segmentos de clientes receita multiproduto

= Redimensionamento = Expansao de filiais = Entrada no segmento de = Entrada no segmento de
da unidade de Linha Amarela, com foco em intralogistica através da
negécios Formas e segmentos mais resilientes aquisicao da JM Empilhadeiras

= Combinacao de Negdcios

ESTRUEITE DS Mills + Solaris

= Expansao do portfélio de
produtos, oferecendo uma
solugao completa para os
clientes

= Maior exposigao a contratos
de longo prazo

= Novo planejamento
estratégico,
Crescimento focado
em PTA (Rental leves)

= M&As focados em PTAs

= Aumento da previsibilidade
de receita

FASE 3

= Aumento significativo da
base de clients, reduzindo
a concentracao de receita

FASE 4

= Reducao a exposicao
ao segmento de
construcao, menor
ciclicidade

= Aumento do share of wallet e de
switching costs




111 Mills: uma jornada de transformacao e crescimento

Diversificacao
de segmentos

= Redimensionamento = . .
da unidade de
negocios Formas e
Escoramentos

= Novo planejamento -
estratégico,
Crescimento focado
em PTA (Rental leves)

= Reducao a exposigao
ao segmento de
construgao, menor
ciclicidade




11| Diversificacdo de segmentos

Reducao da exposicao ao
segmento de construcao
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Redimensionamento da unidade de negocios Formas e
Escoramentos para adequacao ao tamanho do mercado

Reducao da contribuicao de receita dessa unidade de 51%

para 25%

Reducao da exposicao a produtos com alta ciclicidade

Busca de novos segmentos através do aumento da exposicao

a PTAs
Receita liquida de locacao (%)
2014 2018 \
49% ﬁ
75%
B Formas e Escoramentos PTAs

+3.000 10

Clientes Filiais




111 Mills: uma jornada de transformacao e crescimento

Diversificacao
de clientes

= Expansao de filiais

= Combinagao de Negocios
Mills + Solaris

= M&As focados em PTAs

= Aumento significativo da
base de clients, reduzindo i
a concentracao de receita
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Expansao de filiais

Combinacao de negocios - Mills + Solaris I\LIII,‘.‘:

SOLARIS

geradores e torres de iluminagao)

o
X
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N
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() Nest Rental

Transacdes de M&A com foco em PTA a. O &

Aumento significativo da base de clientes, reduzindo a

2

Aumento do portfolio de produtos (compressores,
=)

27 concentracao de receita

|4 | Diversificacao de clientes

I [ I Reducao da concentracao de receita
como reflexo do aumento da base de

clientes Receita liquida de locacao (%)
/— 2019 2021 ﬁ
Conquistas: Agenda ESG E W
83% 84%
NOS APOIAMOS
0 PACTO GLOBAL
\»OY’AL CO”? -
G N | r E t PTA Outros
§ ““\ ’793 ormas e escoramentos S
ap g
\&752,’
+7.000 +40
Clientes Filiais




111 Mills: uma jornada de transformacao e crescimento

Previsibilidade de
receita
. . = Entrada no segmento de -

Linha Amarela, com foco em
segmentos mais resilientes

= Maior exposigao a contratos .
de longo prazo

= Aumento da previsibilidade
de receita

FASE 3

10



|; | Previsibilidade de receita

I M I Relacionamento de longo prazo com os
clientes, reduzindo exposicao ao risco

— Conquistas: Agenda ESG —

ETHOS

Al )
IN'CDP
DISCLOSURE INSIGHT ACTION

Programa Brasileiro
GHG Protocol
ool

NOS APOIAMOS
0 PACTO GLOBAL

2022-2023
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Entrada no segmento de Linha Amarela,
focando em segmentos mais resilientes

Aquisicao da Triengel j TRIENGEL
Maior exposicao a contratos de longo prazo

Maior previsibilidade de receita

Receita liquida de locacao (%)

o 2022

2%
4%

80%

@ Formas e Escoramentos

2023 ——

3% 11%

70%

PTAs @ Linha Amarela e Caminhdes Adaptados QOutros

+9.000 56
Clientes Filiais




111 Mills: uma jornada de transformacao e crescimento

Companhia
multiproduto
. . . = Entrada no segmento de

intralogistica atraves da
aquisicao da JM Empilhadeiras

= Expansao do portfélio de
produtos, oferecendo uma
solugao completa para os
clientes

FASE 4

= Aumento do share of wallet e de
switching costs
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Crescimento e expansao do Core, com
=lo-©

O
g implementos e novos produtos
‘}' @E Entrada no segmento de intralogistica,
g através da aquisicao da JM Empilhadeiras
8 ij Aumento do Share of Wallet como reflexo do
maior potencial de cross selling
Aumento de switching costs para o cliente,
[ | @ gerando maior lealdade
(] [
|y} Companhia multiproduto
~ . Receita liquida de locacao (%)
I 0 I Expansao do portfolio, oferecendo
solucdes completas para os clientes - 2024 2026 T\
47%
59%
Conquistas: Agenda ESG L7
PEMTs Empilhadeiras [l Linha Amarela e M Formas e ¥ outros
} ‘ SCIENGE Empresa e transpaleteiras Caminhoes Adaptados Escoramentos
ETHos YWCDP [l @ e \- J
NG5 apouwos. Entre as
(OPALCo, A 55%
§0 .i“:’% Vim %Eﬂﬁresaf:idadé Mals de Mais de 100 . 25 maiores
-! Pa Y —— . da Receita em
\\WI/ 10 m”. pont.os de contratos de locadoras no
clientes atendimento Longo Prazo ranking global




Portfolio completo de solucoes de locacao

PTA Articulada PTA Telescopica PTA Tesoura P4 Carregadeira Escavadeira Rolo compactador Trator agricola Minicarregadeira

fgg aYa /hw
q ﬁj T

Torres de iluminagao
- b

\

Rental Leves

PAN Y,

Intralogistica Formas e Escoramentos

Empilhadeira Empilhadeira a Empilhadeira Rebocadores e Sistemas

patolada combustio eletrica frontal Plataformas Escoramentos Formas especiais
(I b
. J

Trilaterais

(" )
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Il Conquistas e premiacoes

Nossa jornada de
sustentabilidade avanca,
reafirmando NOSSO

compromisso com praticas
gue transformam o presente
e constroem um futuro mais
responsavel

exceléncia no ambiente de trabalho da
Companbhia. q
) A.,,.,,,, IAPA Awards 2025
T “Prémio de Sustentabilidade" pelo IAPA

Reconhecimentos - Gl N Awards 2025 (International Awards for
refletem nossa exceléncia e . Powered Access).
inovacao em diversas areas Reconhecimento

Mais uma vez fomos reconhecidos pela

Great Place to Work, ocupando a 192 |SEBS

Empresa
|
‘3 b iIapd
% Empresa B ME‘Z;) IAPA Awards 2024

Primeira locadora de equipamentos no
Brasil e a primeira do setor listada em
todo mundo a obter a certificagcado como
empresa B.

\

Novos indices

Entrada nos indices ICO2 (Indice Carbono
Eficiente) e IGPTW (Indice GPTW), destacando
o compromisso com a sustentabilidade e a

posicao no ranking Regional como uma

"Melhor Empresa de Locacao do Ano" pelo
IAPA Awards 2024 (International Awards for
Powered Access).

Maior empresa de locacao

Eleitos a maior empresa de locacao de
meios de acesso da América Latina,
alcancando a 222 colocagcao no ranking
"Access 50" da IRN.

IAero-FFsB3 ISE e IAGRO
Entrada da Companhia nas carteiras do Indice
de Sustentabilidade Empresarial (ISE B3) e do
Agronegécio Free Float (IAGRO) da B3;

das melhores empresas para se trabalhar
no Brasil, refletindo nosso compromisso
com um ambiente de trabalho exemplar.




Governanca corporativa: compromisso com a integridade
e transparéncia

Acordo de acionistas

Comités de assessoramento

Auditoria Interna,
Riscos e
Compliance

1
1
1 - i 5 [ ——————————————- i
! Familia Nacht ?un Fu.ndo i ASulli!r Tarpon tAgoes em Free Float : !
| 24.5% nvestimento rgentina T 19,8% — esouraria 28,0% | !
i 15,6% 9,4% i 2,7% ! Comité de Auditoria, !
: . i Financas e Riscos :
------------------------------------------------- 1 1
1

I -l"'"""""""""""u :

! ! | :

1 ) : | Comité de Gente, \

] Mills IM I : Gestdo e :

! 100% 100% . I Sustentabilidade i

: : : |

I l / :

! 1

1

1

| Mills Mills China ;

: Pesados 100% |

! :

! 1

1

| I :

1

! Mills Tech 1

! Nest LTDA :

| 51% 100% :

1

1
| I

Mills Locagao, Servigos e Logistica S.A.

Gente & Gestao e
SSMA

Formas e Rental Pesados Rental Rental Leves Financeiro e RI
Escoramentos Intralogistica

Posicao Acionaria em 30/06/2026 16



Nosso time: historico comprovado e decadas de experiéncia
nos mercados de Locacao e Formas e Escoramentos

Sergio Kariya
CEO

20+ Anos de Experiéncia

Membro do Conselho

Renata Vaz Kleber Racy Mario Almeida
CFO & DRI CHRO Leves
16+ Anos de Experiéncia 12+ Anos de Experiéncia 13+ Anos de Experiéncia

Eduardo Lema Daniel Brugioni Ricardo Gusmao
Pesados Intralogistica F&E

17+ Anos de Experiéncia 10+ Anos de Experiéncia 35+ Anos de Experiéncia




1li Nossa estratégia busca entregar o maior valor ao
acionista: crescimento, retorno e reducao de risco

Receita Liquida Historica

0,
25% 1.575

1.378
1.092

738
506

2020 2021 2022 2023 2024 2025

-

1.83g 1.889

Run
Rate
2T26

1 Excluiitens ndo-recorrentes
Run Rate = valor anualizado

Rentabilidade

57%
51% 51%
179 48%
42%
1.076
941
33% 36%
760
701
513
309

167

2020 2021 2022 2023 2024 2025 Run
Rate
Margem EBITDA Ajustado 2726

I EBITDA Ajustado

J

@ Previsibilidade de Receita

% da Receita Liquida de Locagao
da Companhia em longo prazo

+5 p.
‘7 P P—¢
55%

50%

2T25 2T26

18



1ly Um balanco saudavel aceleraas ; ~95% danossadivida
oportunidades de crescimento | com pagamento no longo prazo

Alavancagem: 1,2x div. Liquida / EBITDA
Custo médio da divida: CDI +1,09% e prazo médio de 3,5 anos

Indicadores de Endividamento

Continuidade na estratégia de otimizacao da estrutura de capital

1,4 1,4
13 1,1 1,1
L4 15 13 11 1,2
2196 Cronograma Amortizacao da Divida - 2T26

642

2725 3725 4725 1726 2T26
M caixae aplicagdes financeiras Endividamento (x)
\ I Divida Liquida == Spread CDI (%) )

4 Melhor estrutura de capital: ) Caixa 2026 2027 2028 2029 2030 2031 2032

I Debéntures [} Outros

000~ ‘. °
- B v — [ Rating M  Revisio M Perspectiva )
~ éncia atin evisao erspectiva
Alongamento do prazo Reperfilamento Reducao s - g
médio de pagamento das dividas da do custo da brAA Ago/2026 Estavel
em mais de 2 vezes nos Companhia divida

ultimos 5 anos




’ . 'p N -
Como é a nova Mills? |1,

Modelo de Negocios resiliente, com foco na
rentabilidade de longo prazo e no crescimento I I

sustentavel

20



111 Modelo de negécio resiliente focado na rentabilidade a longo
prazo

Muiltiplas
alavancas

Crescimento
consistente

Amplo Resiliéncia One stop

shop

mercado comprovada

* Mercado amplo + +70 anos de - Disciplinae - Multiplas alavancas * Orientado ao

enderecavel e
pouco penetrado

Mudanca para
aluguel em vez de
propriedade

Aumento da venda
cruzada para
capturar
participacao na
carteira

historia

Forte capacidade
de execucao

Historico de M&A
de sucesso

Gestao experiente

eficiéncia na
alocacao de capital

Crescimento em
receitas e margens
desde 2017

Maior
rentabilidade:
ROIC acima de
20% no LTMA4T24

de valor aliadas ao
potencial de
crescimento
organico e
inorganico
impulsionam
geracao de valor aos
acionistas

cliente com servico
premium

Solugoes completas

Base de clientes
relevante e
diversificada como
solida vantagem
competitiva

21



1l1 Visao de futuro

Estratégias para um crescimento sustentavel

Maior conversao

Rental x Buy Rental X Buy

* Aumento de
produtos ofertados

Crescimento para os clientes Aumento de market
A e + Diversificacao de share
Organ ICO clientes

* Otimizagao de
processos internos

* M&As °
Consolidacao de + Aquisicao de CreSC|mentO

mercado contratos de longo inorganico

prazo

22



Il1 M&A de oportunidade

Estamos atentos as oportunidades com multiplos atrativos, visando fortalecer nossa posicao no mercado e
potencializar sinergias estratégicas

* Ganhos de Cross-selling * Retornos atrativos
* Novos clientes (TIR)
» Cobertura geografica * Maior crescimento da
» Diversificacao receita
* Maior previsibilidade de * Ganhos de margem
receita *+ TROICe !Volatilidade
s -
\ J \ J —

* Seguranca * Know how

* Foco no cliente » Expertise comercial
» Capacidade * Plug and Play

« Etica e integridade « Manutencio

» Integracao pessoas




111 Aquisicao JM - Um M&A de sucesso

A transacao:

w Receita Bruta?
Y> R$153,5MM

— & EV/Ebitda

jﬁ}]ﬁ 4,3x

Desde a aquisicao:

s

W Pipeline
=~

=) @ +Novos

il

1) Receita bruta de 2023 (valor aproximado)

Perfil Comercial

= ~80% dos contratos com
prazo médio de 3-5 anos

= Carteira de clientes
pulverizada e robusta (maior
cliente < 6% da receita)

= Exposicao a mercados
resilientes

Frota Premium

=  Empilhadeiras Tier 1 no
mercado de intralogistica

Idade média da frota:

~3 ,8 anos

=]

EMPILHADEIRAS

Know-How de Manutencao

Equipe e processos de
manutencao robustos
garantem a extensao da
vida util do ativo,
maximizando o retorno da
frota

Empilhadeira 5 anos apds processo de
manutencao. Pronta para um novo ciclo.

A empresa, com mais de 30 anos de existéncia,
é referéncia no setor de locacao de empilhadeiras
e transpaleteiras no Brasil.

Equipamentos Clientes ativos

24



Il1 Next Rental: Frota Premium, DNA Caterpillar

Uma empresa do Grupo PESA com solucoes completas em locacao e manutencao

A Companhia: Frota diversificada:

@ = Empilhadeiras
7% = Linha Amarela

+700

= Se destaca por ser
multiprodutos, com
equipamentos de: Linha
Amarela, Empilhadeiras, _’
Caminhoes, Geradores e
Plataformas. '.'

= +10 anos no mercado M SedefFilial
= Matriz em Curitiba (PR)

e 1 filial em Betim (MG) M\«
= 210 colaboradores 583

@ B

Empresa consolidada no Frota nova e com marcas
setor, com manutencao de premium, como Caterpillar

alto nivel, expertise em e Komatsu, Mercedez, Volvo
customizacao de maquinas e Volkswagem e Genie.

e venda de seminovos.

1) EV/EBITDA (estimado para os 12 meses seguintes) de 3,0x a partir de 2026.

Equipamentos m Caminhoes e
Veiculos de Apoio

Leves

Principais segmentos de atuacao:
Mineracao, Agricultura, Florestal
e Construcao

Expansao da penetracao na
regiao Sul e no setor
Florestal, com contratos de
longo prazo.

Mineracao

Operacao
Remota
Florestal

@ Diferenciais:

= Operacoes remotas
= Selo de confianca PESA

A transacao:
EV/EBITDA* 3,0x

EV/Frota 0,8x
Valor R$ 180 milhoes




111 Alugar vale a pena para quem faz a conta

Apresentamos aos clientes o melhor retorno em comparacao com o investimento direto no equipamento (propriedade)

v' Reducao da alavancagem, com diminuicao do ativo imobilizado no balanco

v' Melhor gestao de caixa: investimentos focados no que importa para o cliente

AN

Foco no core business do cliente: nds nos responsabilizamos pela manutencao e uptime da

maquina
Venda no final do ciclo otimizada
Maior capilaridade: agilidade no atendimento ao cliente

Reducao da ociosidade

D N N NN

Portfolio completo: solucao adaptada a necessidade do cliente

/

26



n I ! Consideracoes finais e proximos passos

Ui

Somos a maior locadora

no Brasil', com vocacao
para atuacao

multiprodutos, e listada na

B3.

Acreditamos na forca do
negocio de locacao e
seguimos investindo em
ativos de qualidade para
garantir exceléncia para
nosso cliente.

MEdicdo 2024 do Ranking Access50, publicado pela Access International - https://www.accessbriefing.com/news/access50-extended-access-rental-toughs-it-out/8039544.article
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This  presentation may contain statements that present
expectations of the Management of Mills Locacao, Servicos e
Logistica S/A (“Mills”) about future events or results. Such
statements are based on beliefs and assumptions of our
Management taken with our best knowledge and information
to which Mills currently has access. All statements when based
on future expectations, and not on historical facts, involve
various risks and uncertainties, and are not performance
guarantees. Mills and employees cannot guarantee that such
statements will prove to be correct. Such risks and
uncertainties include factors relating to the Brazilian economy,
the capital markets, the infrastructure, real estate, and oil and
gas sectors, competitive pressures, among others, and
governmental rules that are subject to change without notice.
For additional information on the factors that may give rise to
results different from those estimated by Mills, please consult
the reports filed with the Comissao de Valores Mobiliarios—
CVM.



111 Mills: a journey of transformation and growth

Investmentsin
processes,
' TURNAROUND infrastructure ‘ = :
' START . \ and technology A ) . Focuson A
i (| — architecture, and Yo TRiEnGeL . execution: .
i i hL|"§ : Lean concept ‘rr § e
- MILLS | . souanis | P - FleetHeavyy | : ; . Mills
' FOUNDATION | A ’ | . tecpan | . Rental: 6x oy Mils " publishes its
: 3 3 ! jumomeees . ] g | 3 th si 1 becomesa i
‘ ‘ ‘ ‘ o M . . growthsince | . BC ; . 4th Annual
"ITN New Mills . the beginning | === g - . Report
L : i . ofoperations .. === / :

(NN cO N D

[Eof Sile® i @)

New Strategic

mulls

. Planning NEX(T
: RENTAL
' Growth 1 ~/\sk 0 eSS
§ ; . focused on
TURNAROUND 3 . AWPs NEXT
. CONCLUSION | : RENTAL
: AQUISITION
: IPO
Customer Experience -
focused on technology ENTRY IN
and branch opening YELLOW ]
LINE ENTRY IN

INTRALOGISTICS



111 Mills: Unique DNA and culture in the market

________________________________________

_____________
___________________________

+70 +10K 25 1° +2K 65
W, W, A L A .
years customers Among thetop 25 The largest fleet employees branches
Rental players of electrical

equipment in
Latin America

Long-term partnerships with customers and suppliers



11 Mills: a journey of transformation and growth

Segment Customer base Revenue Multiproduct

Diversification Diversification Predictability Company

= Resizing of the = Opening of new branches = Entry into the Yellow Line = Entry into the intralogistics
Formwork and Shoring segment, focusing on segment through the acquisition
business unit segments that are more of JIM Empilhadeiras

= Business combination

between Mills + Solaris resilient

= New Strategic
Planning, growth
focused on AWP (Light
Rental)

= Expansion of the product
portfolio, offering a complete
solution to our customers

= Greater exposure to

= M&As focused on AWP
long-term contracts

= Reduction of exposure
to the construction
segment, with less
cyclicality

= Significant increase in the
customer base, reducing
revenue concentration

= Increase in share of wallet and
higher switching costs

PHASE 3

= o~

7 "

2 n
<

T

m I
o

= Higher revenue predictability

PHASE 4




11 Mills: a journey of transformation and growth

Segment
Diversification

= Resizing of the . . .
Formwork and Shoring
business unit

= New Strategic
Planning, growth
focused on AWP (Light . -
Rental)

= Reduction of exposure
to the construction .
segment, with less .
cyclicality

L
L
n
<
L
o




|| I Segment Diversification

Reduction of the exposure
to the construction segment

0
~
=)
2y
<
o
=)
~

P XY

ot 5

&

Resizing of the Formwork and Shoring business unit to
align with market size.

Reduction of this unit's revenue contribution from 51%
to 25%.

Reduced exposure to highly cyclical products.

Pursuit of new segments by increasing exposure to
AWPs (Aerial Work Platforms).

49%

2014

Net Revenue breakdown (%)

@ Formwork & Shoring

3,000+

Clients

AWPs

10

Branches

2018 ﬁ

75%




11 Mills: a journey of transformation and growth

Customer
Diversification

= Opening of new branches . -

= Business combination
between Mills + Solaris

= M&As focused on AWP

= Significant increase in the
customer base, reducing
revenue concentration

N
L
n
<
L
o




Opening of new branches

Ceaad

4
-
)

Business Combination - Mills + Solaris Mill$

SOLARIS

ol o0
. o
|3
. .
Bd )

.
-
I 4

Increased product portfolio (compressors, generators and
lighting towers)

i
N
o
C}I
(o))
i
o
N

M&A transactions focused on AWP ’ (O 8Ka (O NestRental

altoplat

Significant increase in customer base, reducing revenue
concentration

ol

[ ]
II I Customer Diversification
I 0 I Reduction of revenue concentration Net Revenue breakdown (%)

as a result of customer base growth T 2019 2021 —

4% 4%

v |4

% 84%
Milestones: ESG agenda 83%

NOS APOIAMOS @ rFormwork & Shoring AWPs @ Others
0 PACTO GLOBAL
0Y>AL Co
& ”7
= \ 7
5 .-‘ =
W’ Yy 7,000+ 50+

Branches

W Clients




11 Mills: a journey of transformation and growth

Revenue
Predictability

. = = Entry into the Yellow Line -
segment, focusing on

segments that are more

resilient

= Greater exposure to -
long-term contracts

= Higher revenue
predictability .

PHASE 3

10



Entry into the Yellow Line segment, focusing
on the most resilient segments

oF

|F',!

o
iy;
O,

Triengel Acquisition “| TRIENGEL

Greater exposure to long-term contracts

2022-2023

o
a
cd

Greater revenue predictability

Net Revenue breakdown (%)

]
II I Revenue Predictability
I [ I Long-term relationship with clients

! . 2022 2023
reducing risk exposure 4 A\

3% 11%
2%
4%
[ q 80% 70%
Milestones: ESG agenda
o g )
INSTITUT @ Formwork & Shoring AWP’s @ Yellow Line & Adapted Trucks Others
ETHOS e
NOS APOIAMOS
0 PACTO GLOBAL
LG, 9,000+ 56
= (N .
1 I=‘!; Clients Branches
pN




11 Mills: a journey of transformation and growth

Multiproduct
Company

[
. . . = Entry into the intralogistics I I
segment through the
acquisition of JIM .
Empilhadeiras I

= Expansion of the product
portfolio, offering a complete
solution to our customers

PHASE 4

= Increase in share of wallet
and higher switching costs

12



Is Growth and expansion of the Core, with
. adjacencies and new products

Entry into intralogistics segment, through the
@B acquisition of JIM Empilhadeiras '

[N Share of Wallet Increase reflected by higher
Qj potential cross selling

2024 - 2026

@ Increase in switching costs for the customer,
generating greater loyalty

[ ]
I I Multiproduct Company
I Net Revenue breakdown (%)

I ] I Portfolio expansion, offering ———— 2024 2026 ——————
complete solutions to our customers |

47%
59%

Milestones: ESG agenda

AWP Forklifts and Forklifts [l Yellow Line and [l Formwork & [ Others

Certlhed \_ with pallet trucks Adapted Trucks Shoring )
q """"""""""""""" SCIENCE
ethos  INCDP (s @ e
By L 0 More than 559% Among the
5&“:‘:4"’ i % Efmresa Cidads = 100 : of Revenues in 25 biggest
\“@/p vmpa U= 10,000 fe“"ce Long-Term rental players
e locations Contracts worldwide

clients




A Complete portfolio of rental solutions

Light Rental

Articulated AWP Telescopic AWP AWP Scissors Wheel loader Excavator Compactor roller (Agicultural Tractor Skid steer loader
(& \( /; N\(
l" o s‘;
. VA é"’ o L Wy
Lighting Towers Generators
N
\_ J \_ J\\ J
Intralogistics Formwork & Shoring
Forklifts with Combustion Front-end electric Tugs sand _
pallet trucks forklifts forklifts Platforms Shoring Formwork Special systems

~\

Trilaterals

~\




Il Achievements and Awards

Our sustainability Journey
continues,reaffirming  our
commitment to practices
that transform the presente
and build a more
responsible future.

Recognitions that reflect our
excellence and innovation in
various areas.

Certified

—
Corporation

B Company

The first Rental equipment company in
Brazil and the first listed company in the
sector worldwide to be certified as a B
company.

[B]

New Indexes

Entry into the ICO2 (Carbon Efficient Index)
and IGPTW (GPTW Index) indices,
highlighting the company's commitment to
sustainability and excellence in the
workplace.

Recognition

Once again, we have been recognized by
Great Place to Work, ranking 19th in the
Regional ranking as one of the best
companies to work for in Brazil, reflecting
our commitment to an exemplary work
environment.

. |
iapa

IAPA Awards 2024

“Best Rental Company of the Year” by the
IAPA Awards 2024 (International Awards for
Powered Access).

Largest rental company

Voted the largest access media rental
company in Latin America, coming 22 in
IRN's “Access 50” ranking.

|
iapa
Pa
o
2025 Py

IAPA Awards 2025

“Sustainability Award” by the IAPA Awards
2025 (International Awards for Powered
Access).

ISEB3

IAGRO-FFS B3

ISE and IAGRO

Company included in the portfolios of B3’s
Corporate Sustainability Index (ISE B3) and
Agribusiness Free Float Index (IAGRO);

15



Corporate governance: commitment to integrity and
transparency

Shareholders' agreement
Advisory committees

1 1
: sun Sullair : Treasury T T '
1 NachtFamily __  Invesment . I Tarpon Free Float i ;
: 24.5% Fund Argentina T 19.8% = shares 28.0% I i
! 15.6% 9.4% I ’ 2.7% : Audit, Finance and :
} 070 : 1 Risk Committee \
_________________________________________________ 1 1
1
........ o :
| ' '
i q : People, Management !
i Mills M ; and Sustainability :
] 100% A0 ! Committee !
1 | 1
(B . Y I« S,
: | / :
1
! 1
1
. 1
: Mills _____ MillsChina '
! Pesados 100% .
! I
1
: | \ :
1 1
Mills Tech '
| Nest LTDA .
! 51% I
1
i 100% : Internal Audit,
: 1 Risks and
"""""""""""""""""" ' Compliance

Mills Locagao, Servigos e Logistica S.A.

People &

= Light Rental CFO and IRO Management and
Intralogistic Rental HSE

Formwork and Heavy Rental
Shoring

Ownership Structure as of June 30, 2026



1l Our Team: proven leadership with decades of experience in
Rentals and Formwork & Shoring

\ -
Renata Vaz Kleber Racy Mario Almeida
CFO & IRO CHRO Light Rental
16+ Years of Experience 12+ Years of Experience 13+ Years of Experience

Sergio Kariya
CEO

20+ Years of Experience

Board Member . o . ~
Eduardo Lema Daniel Brugioni Ricardo Gusmao

& Heavy Rental Intralogistics F&E

17+ Years of Experience 10+ Years of Experience 35+ Years of Experience

17



Our strategy

Is focused on generating maximum
shareholder value: growth, return and risk management

) o

Historical Net Revenue (BRL MM)

o
25% 1,575

1,378
1,092

738
506

2020 2021 2022 2023 2024

1,838 1,889

2025 Run
Rate
2026

57%
51% 51%
47% 48%
A42%
- 1,076
7
700 00
513
309
167
2020 2021 2022 2023 2024 2025 Run
Rate
Adjusted EBITDA Margin 20Q26
¥ Adjusted EBITDA )

@ Revenue Predictability

% of the Company's Net Rental
Revenuein the long term

+5 p.
‘7 P P—¢
55%

50%

2025 2026




|; | A healthy capital structure
1"} accelerates growth opportunities

Indebtedness BrL Mm)

1.4 1.4 1.3 11 11

1.4 1.5 1.3 11 1.2

2,196

2025 3Q25 4Q25 1Q26 2026
[ Cash & Equivalents Net Debt / EBITDA
\_ Il Net Debt = Spread CDI (%) )
e Capital structure optimization: N

37 ?5‘/ <
Extension of the Reprofiling Debt cost
average payment of the Company's reduction
term by more than debts

2 times in the last 5
years

Leverage: 1.2x Net Debt / EBITDA
Average Cost of Debt: CDI + 1.09% with an average maturity of 3.5 years

Continued strategy of capital structure optimization

642
564
147
9
B
Cash 2026 2027 2028 2029 2030 2031 2032

I Debéntures [ Other

D IS D @

brAA Aug/2026 Stable



What is the New
Mills like?

Resilient business model focused on
long-term profitability and sustainable growth



Resilient business model focused on long term profitability

Broad Proven

market resilience

I - Broad addressable + 70+ years of
and history
I underpenetrated
I market + Strong execution
capacity

« Shift towards rental

over ownership  Successful M&A

) track record
¢ Increasein

cross-selling to + Highly Experienced
capture share of Management
wallet

Consistent
growth

+ Capital allocation
with discipline and
efficiency

+ Consistent growth
in revenue and
margins since
2017

+ Higher profitability:

ROIC over 20% in
LTM40Q24

Multiple
Levers

* Multiple value levers
combined with
organic and
inorganic growth
potential drive value
generation to
shareholders

One-stop-
shop

* Premium service
and client oriented

Complete and
personalized
solutions

Relevant and
diversified
customer base as a
solid competitive
advantage




A look to the future

Strategies for sustainable growth

Greater Rental x

Buy conversion Rental X Buy

» Increasein
products offered to

0 rgan IC . Ccuusgfor?ne;rs Increase in market
grOWth diversification share

* Optimization of
internal processes

* M&As °
Market » Acquisition of long- Inorganlc

consolidation term contracts growth

22



I, | M&A opportunity

We are seeking opportunities with attractive multiples to strengthen our market leadership and maximize

strategic synergies

» Cross-selling gains

* New costumers

» Strong Capilarity

» Portfolio Diversification

* Higher revenue
predictability

» Safety Excellence
* Focus on the client
* Capacity

» Ethics and integrity

Attractive returns (IRR)
Higher revenue growth
Margin gains

TROIC and ! Volatility

Know-how
Commercial expertise
Plug and Play
Maintenance
Integration

People

=25
TR




|; | IM Acquisition — A successful M&A

"]
The transaction:

\

W Gross Revenuet?
I~ R$153.5MM

— & EV/Ebitda

jﬁﬁﬁ 4.3x

Since acquisition:

s

W Pipeline
=~

1) Gross revenue for 2023 (approximate value).

Commercial profile

= ~80% of contracts with an
average term of 3-5 years

= Diverse and robust customer
portfolio (largest customer
<6% of revenue)

= Exposure to resilient markets

Premium fleet

= Tier 1 forklifts in the
intralogistics market

% Average fleet age:
~3.8 years

=]

EMPILHADEIRAS

m

Maintenance Know-How

A robust maintenance team
and processes ensure asset
lifespan extension,
maximizing fleet return

Forklift 5 years after maintenance
process. Ready for a new cycle.

The company, with more than 30 years of existence,
Is a reference in the forklift rental and pallet trucks

sector in Brazil.

Assets

Active customers

24



111 Next Rental: Premium Fleet, Caterpillar DNA

A company of the PESA Group offering complete solutions in rental and maintenance

The Company: Diversified Fleet:

= Stands out for being
multi-product, offering
equipment such as:
Yellow Line, Forklifts,
Trucks, Generators, and Equipament

Platforms. .’
= Over 10 years in the

market ELI
= Headquarters in Curitiba '

(PR) and 1 branch in

Betim (MG) ARy
= 210 employees

m Forklifts

= Yellow Line

m Adapted Trucks

= AWP & Light Rental

Main operating segments: Mining,

' -C)ﬁ Agriculture, Forestry, and
Construction.

& il

Well-established company Modern fleet with premium Expanding presence in the

in the sector, specializing in brands such as Caterpillar, Southern region and the

high-quality maintenance, Komatsu, Mercedes, Volvo, forestry sector, supported
customized machinery Volkswagen, and Genie. by long-term contracts

solutions, and sales of pre-
owned equipment

1) EV/EBITDA (estimated for the next 12 months) of 3.0x starting in 2026

; g Algodao
Mineracao

Operacao
Remota

Florestal N E % T

REMNTAL

@ Competitive Advantages:

= Remote operations
= PESA’s trust seal

The transaction:
EV/EBITDA! 3.0X

EV/Fleet 0.8x
Pricec  R$ 180 million




10 Renting is worth it for those who do the math

We present to customers the best return compared to direct investment in assets (ownership)

v' Reduction of leverage, with a decrease in fixed assets on the balance sheet

v Better cash management: investments focused on what matters to the client

AN

Focus on the client's core business: we take responsibility for the maintenance and uptime of

the machines
Optimized end-of-cycle sale
Greater capillarity: agility in customer service

Reduction of idleness

D N N NN

Complete portfolio: solution adapted to the client's needs

/

26



Final Considerations and Next Steps

We are the largest rental
company in Brazil?, with a
vocation for multi-product

operations listed on B3.

We believe in the strength
of the rental business and
continue to invest in
quality assets to ensure
excellence for our clients.

@ 2024 edition of the Access50 Ranking, published by Access International - https://www.accessbriefing.com/news/access50-extended-access-rental-toughs-it-out/8039544.article
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