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Disclaimer Ser

educacional

O material divulgado pela Companhia reflete as expectativas dos administradores e podera conter estimativas sobre
eventos futuros. Quaisquer informacoes, dados em geral, previsdes ou planos futuros refletem estimativas e ndao podem ser
tomados como dados concretos ou promessa perante o mercado. A Ser Educacional nao sera responsavel por quaisquer
decisOes de investimentos, operacdes ou alteracdes nas posicoes dos investidores tomadas com base nas informacdes e
dados aqui divulgados. Da mesma forma, fica claro que o material ora divulgado podera sofrer alteracdes sem prévio aviso.

O presente material foi elaborado pela Ser Educacional S.A. (“Ser Educacional” ou a "Companhia") de acordo com as mais
rigidas normas nacionais e internacionais aplicaveis ao setor e inclui determinadas declaracdes prospectivas que se
baseiam, principalmente, nas atuais expectativas e nas previsdes da Ser Educacional quanto a acontecimentos futuros e
tendéncias financeiras que atualmente afetam ou poderiam vir a afetar o negdécio da Ser Educacional, nao representando,
no entanto, garantias de desempenho no futuro. Elas estao fundamentadas nas expectativas da administracao, envolvendo
uma série de riscos e incertezas em funcdao dos quais a situacao financeira real e os resultados operacionais podem vir a
diferir de maneira relevante dos resultados expressos nas declaracdes prospectivas. A Ser Educacional ndo assume
nenhuma obrigacdao no sentido de atualizar ou revisar publicamente qualquer declaracdao prospectiva.

Esta apresentacao é divulgada exclusivamente para efeito de informacao e nao deve ser interpretada como solicitacao ou
oferta de compra ou venda de acdes ou instrumentos financeiros correlatos. De igual modo, esta apresentacao nao oferece
recomendacao referente a investimento e tampouco deve ser considerada como se a oferecesse. Ela nao diz respeito a
objetivos especificos de investimento, situacao financeira ou necessidades particulares de nenhuma pessoa. Tampouco
oferece declaracao ou garantia, quer expressa, quer implicita, em relacao a exatidao, abrangéncia ou confiabilidade das
informacdes nela contidas. Esta apresentacao nao deve ser considerada pelos destinatarios como elemento que substitua a
opcao de exercer seu proprio julgamento. Quaisquer opinides expressas nesta apresentacao estao sujeitas a alteracao sem
aviso e a Ser Educacional nao tém a obrigacao de atualizar e manter em dia as informacdes nela contidas.
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Uma das maiores empresas de ensino
superior do Brasil

jwl

373mil

alunos de educagao

continuada

&

1.001
EEENERIETS

do curso de medicina

W4
®

Sélida estrutura
de governanca
corporativa

(' UDM — Ultimos Doze Meses

62
unidades com
distribuicao
omnicanal

b

presenca

Nacional: oferta via

unidades, online e
polos parceiros

Track record de
crescimento
organico e M&A

L]

+800

polos
de Ensino

Digital

UNINASSAU
UNAMA
UNINORTE
UNIFAEL

marcas
regionais fortes

W

ecossistema de
educacgao continuada
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Base de alunos de ensino regulado (‘000)
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Receita liquida (RSmm)

1.676
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1.831

2023

2024

1.981
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Linha do tempo Ser Educacional Sefr

educacional

Base total de alunos (‘000) e principais aquisi¢oes ao longo dos anos
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. Novo marco Aumento da carga Novas regras de
Principais mudancgas .
regulstérias- ’ Auge do FIES / PRONATEC regulatorio hordria EAD no credenciamento cursos de
' L e e e e e e e e e e e e — o EAD ensino presencial em Medicina

até 40% (ADC 81) 6



Marcas regionais reconhecidas em ser
seus mercados de atuacao educaciona

Rede nacional e omnicanal, em unidades e polos com localizagao Estrutura focada na melhor
e infraestrutura privilegiada em seus mercados de atuacao experiéncia dos alunos
= Lider em Belém e maior ~
ﬁ instituicdo do Para (PA) = )
UNAMA
RR AP
6 Qz s@n
. Lider em Manaus (AM) e maior
AM 10 @7 g ﬁ instituicdo do estado do
32 ' A MA-——" S5 .--RN A
_____________________________________ UNINORTE mazonas
- PA 20Q:2 o 39Q6 —'ZOW2
21@.2
" 2193 s @u
13 @1 RO TO 11.492 Marca mais lembrada do NE,
21 Qs T 2 sS@L AL a lider na RM de Recife
321 32Q3 SE UNINASSAU e Pernambuco (PE)
DF BA
12Q1
GO \/
33 9 MG
28'1 Lider em Guarulhos (SP)
MS GEQS Top of Mind e Referéncia em
13 Odontologia e Veterinaria
sp 449,13—{“
PR 67@2
9 62 Unidades omnicanal 65 '2 __________
9 808 Polos de Ensino Digital s« T e . = Referéncia em Ensino Digital
33
RS \ Ampla rede de polos parceiros
soQ1 UNIFAEL
gt
Localizacdo privilegiada 7




Modelo académico com tecnologia e
pedagogia de ultima geracgao

/ Plataforma completa com o

conteudo programatico do curso

A digitalizado

N\
2 4

Conteudo digital criativo e

o)
.Q, ﬂ

Oferta hibrida flexivel para
qualquer tipo de modalidade de
ensino (presencial x online) ou

curso (graduacao, pos e livres)

Q4 ubiqua

EDUCACAO

ONIPRESENTE atividades e metodologia

| . inovadora
Aulas presenciais em
unidades digitais e uso de

aplicativos de aprendizagem
em sala de aula

~—im

Treinamento dos docentes para
utilizacdo das metodologias
ativas

=

Tutoria permanente para orientar ambientacao
e socializagdo no AVA (Ambiente Virtual de
Aprendizado)

interativo, com jogos, videos,

Ser

educacional

Hub de projetos integra o melhor
do ensino digital e presencial

i@

<4

sponsor

byogubiqua

Aulas com profissionais renomados do mercado

\‘ ./

ol expenence

byogubiqua

Experiéncia imersiva em vdrios locais do Brasil

navega

byogubiqua

Conexdo com influenciadores e instituicées internacionais

8



Sdolida exposicao a cursos de saude Sser

educacional

Cursos com prazo médio longo (4-5 anos) e ticket médio mais elevado e atrativos para o mercado de trabalho

Participacao dos cursos de saude na Cursos de satide com maior

base de alunos de ensino hibrido demanda no ensino hibrido

Medicina

64% 64%

639
62% 7o
60% 2
O\OQO Farmacia S
xS <
GOQ /O .

55% O %
50% I
I ((\

2
. 2%
2019 2020 2021 2022 2023 2024 1T25 et@f/h;f.a <<,‘\‘\e
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Expansao recente do portfolio ser

de cursos de medicina educaciona
Abertura das vagas de medicina Expansao de vagas anuais
. de cursos de medicina em 2024 e 2025
4 Cidade Vagas AI:IL!EIIS Ano de
de Medicina Entrada3

1 Recife (PE) 268 2012 /2018
2 Vilhena (RO) 98 2020/ 2022
3 Barreiras (BA) 80 2021 1.001
4 Cacoal (RO) 75 2021
5 Santarém (PA) . 60 2024
6 Teresina (PI)(V) i 60 2024 i 360
7 Caruaru (PE) ' 60 2024 ! 521
8 Campina Grande (PB) (1) L 60 2024 |
9 Belo Horizonte (BH)®@ . 60 2024 |
10 Rio de Janeiro (RJ) i 60 2024 i
11 S3o Luis (MA) (1) 60 2024
12 Maracanau (CE) (1) |60 2025 |

Total | 1.001 : 1124 Portarias'?) Decisoes'?) 1T25

480 vagas (48% do total) em Judiciais

12 ou 22 safra de captagdo

(1) Processos administrados com tramitacdo definitiva por emiss3o de Portaria MEC. (2 Decisdes judiciais para abertura de vestibular ainda sem decisdo em transito e julgado e novos vestibulares
suspensos a partir de fev/25 3 ano da aquisi¢cdo ou do credenciamento do curso de medicina. No Recife, o credenciamento ocorreu em 2012 e a expans3o de 100 vagas em 2018. Em Vilhena, a 10
aquisicdo ocorreu em 2020 e houve uma expansao de 48 vagas em 2022.



Ensino de qualidade com investimento- ser
beneficio atrativo

educacional

CPC ensino hibrido IDD ensino hibrido

2,6
2,4
2,2
1,8
193
187
2019 2021 2022 2023 2019 2021 2022 2023

le2 m3/4/5 11



Aumento relevante da eficiéncia ser
operacional e desalavancagem financeira educaciona

Geracao operacional de caixa liquida (GOC) pos-Capex

Alunos de graduacgao de ensino hibrido por unidade (RSMM) e conversio em EBITDA Ajustado (%)

2.989
2.795 150
2.583
2.231 I
I 2022 2023 2024 1T25 udm
2022 2023 2024 1T25
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Ecossistema de educacao continuada ser
cada vez mais completo SHucationd
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Missao, Visao e Valores

Missao @

Formar profissionais empreendedores por
meio da educacao inovadora, promovendo
transformacao social e gerando
prosperidade.

Vis3o "I"

Ser reconhecida como uma das maiores
referéncias em educag¢ao superior, de
maneira sustentavel, formando profissionais
empreendedores que contribuam para o
desenvolvimento do Brasil.

Ser

educacional

Valores Vg

- Compromisso com a qualidade

- Educagao inovadora, inclusiva e
diversificada

- Etica, cidadania, solidariedade e justica

- Sustentabilidade e
responsabilidade socioambiental

- Austeridade no uso de recursos

- Sentimento e agao de dono como
VOCacao

- Obstinacao por fazer acontecer

- Gente criando o futuro
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Ensino superior € um mercado com

Ser

V 4 [ g
fundamentos sélidos e crescente educaciona
Mercados de ensino superior e educagao continuada Mercado de ensino superior brasileiro possui
possuem potencial relevante de crescimento mais de 2,5 mil competidores privados

Mercado £ .
enderegavel Graduac3o P6s-eraduacs Uf:agao
(em mm de hab) ))) ‘ osgraciiacas continuada Empresas n3o listadas
61%
92,0

Empresas Listadas
39%

62,0
Evolucao da base de alunos de graduacao
de ensino superior (mm)
10
9,4
8,3 8,5 8,6 8,7 9,0 —
25,8 6,5 6,4 6,2
2,6 5,3 5,1 5,1
1
0,0 43 4,9
3,7
) 3,1

18 2,1 ”
Base de alunos total ~ Populagdo ccom  Populagdo brasileira  Forga de trabalho 2017 2018 2019 2020 2021 2022 2023
do ensino superior ensino médio com ensino superior brasileira Graduac3o Presencial (Hibrida) Graduac3o Digital (EAD) Total

Fonte: mapa do ensino superior Brasil — 2023 and IBGE *market share considera: Presencial + EAD sobre total de alunos do mercado privado 16



Historico de vagas e base de alunos

Ser

de medicina educaciona
Evolucao da Base de alunos de cursos Evolucao das vagas ofertadas para
de medicina no Brasil (‘000) cursos de medicina no Brasil (‘000)
267
246
224
204
189
168
150 43,4 43,5
sy 396 404 419
35,0 : 11,4 11,4
10 8 11,2 11,3 LA
10,3 ’

2017 2018 2019 2020 2021 2022 2023 2017 2018 2019 2020 2021 2022 2023

M Privadas Publicas

*Fonte: INEP 17
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Geracao de valor consistente via

maximizac¢ao dos ativos educacionais

Busca continua de ganhos de
eficiéncia e rentabilidade

= Alta utilizacdo do parque imobiliario
* Foco na automacdo de processos

= Disciplina financeira para expansado e
geracdo de novos negdcios

= Ganho de sinergias entre os negdcios
existentes

Investimento em experiéncia do
aluno, ecossistema, tecnologia e
empreendedorismo da educagao

= Desenvolvimento de tecnologias
educacionais e modelo académico

» |nvestimento em novos negdcios para
maturacdo do ecossistema de educacao
continuada

= Melhoria de sistemas, processos e
matrizes curriculares

el

educacional

Ser

educacional

Crescimento organico
Ensino Hibrido e Digital

Novas unidades e polos em mercados que ja
possuem reconhecimento das marcas regionais

Foco na oferta de cursos com maior demanda de
mercado
(ex. saude e direito)

19



Objetivos 2025 Ser

educacional

Disciplina na oferta de
cursos e

foco nas areas da saude e

direito

Manutencao da eficiéncia
operacional

Credenciamento de novos
cursos de medicina por
meio da avaliacao das
liminares e participacao no
Mais Médicos 3

Melhoria continua da
qualidade académica e
reforco dos atributos das
marcas

Aumento da geracao
operacional de caixa e
reducao do endividamento

financeiro

Evolucado das margens
operacionais e financeiras

20
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Evolucao da base de unidades e polos
operacionais

# de campi em operagao ) o
Polos de ensino digital

(cursos hibridos e online)

62
948
61
863
59
58 “““\ “““\

2022 2023 2024 1725 2022 2023 2024 1725

22



Evolugcao da base de alunos ser

educaciona

Base total de alunos (‘000) Base de alunos de graduacgao presencial (‘000)
373
- 185
330 136 150
313
- . l
2022 2023 2024 1T25
Base de alunos de ensino digital
(graduacgao e pos-graduagao) (‘000)
185
163
. 1.60

2022 2023 2024 1125 2022 2023 2024 1T25
23



Distribuicao da base de alunos por area ser
do conhecimento etucaond

Base de alunos de graduagao de Base de alunos de graduagao de Base de alunos total de graduagao por area do
Ensino Hibrido por area do conhecimento Ensino Digital por area do conhecimento conhecimento

Tecnologos
5% ’

Tecnodlogos
18%

Saude

o)
ETMERER Tecnodlogos 24%

25% 32%

~ Engenharias
8%

INERES

ngenharias
30%

o Humanas
36%

Engenharias
7%

Dados 1T25 24



Desempenho financeiro Sser

educacional

Receita liquida (RSMM) EBITDA ajustado (RSMM) Lucro liquido ajustado (RS MM)
e Margem EBITDA Ajustada (%) e Margem Liquida Ajustada (%)
2.071
1.981
1.831
1.676
490
154
1

2022 2023 2024 1T25 2022 2023 2024 1T25 2022 2023 2024 1T25

(1 UDM - Ultimos Doze Meses

25



Endividamento e alavancagem
financeira (RSMM)

2,68
2,17
1,64 -
1,35
1.087 1.090
1.025 981
784 792
719
I I I :
2022 2023 2024 1725

W Divida Bruta ™ Divida Liquida === Divida Liquida / EBITDA Ajustado UDM
26



Reconciliagdo do EBITDA Ajustado Sefr

educacional

EBITDA (Valores em R$ ('000)) e
(UDM)

Lucro Liquido 59.995 (1.162) (28.044) (222.148)
(+) Resultado financeiro liquido? 216.526 225.298 230.941 190.683
(+) Imposto de renda e contribuicdo social 23114 14.793 4 384 1237
(+) Depreciacédo e Amortizacao 221.092 222 434 225.863 214 318

EBITDA' 520.727 461.363 433.144 190.090
Margem EBITDA 25,1% 23.3% 23.7% 11,3%
(+) Receita de Juros sobre Acordos e Outros® 15.001 19.565 24076 24 840
(+) Custos e Despesas Nao Recorrentes® 96.209 96.054 55.176 225204
(-) Aluguéis minimos pagos” (141.547) (139.283) (147.708) (147.565)

EBITDA Ajustado’ 490.391 437.699 364.688 292.569
Margem EBITDA Ajustada 23.7% 22.1% 19.9% 17.5%

1. EBITDA ndo é uma medida contabil.

2. Receita de juros sobre acordos e outros séo compostas pelo nosso resultado financeiro, liquido, oriundo da receita de juros e de multas sobre mensalidades correspondentes aos encargos financeiros sobre as mensalidades negociadas e
mensalidades pagas em atraso.

3. Os custos e despesas nado-recorrentes séo compostos principalmente por gastos ligados a fusfes e aquisicdes de empresas, despesas relativas a multas rescisorias em processos de otimizagdes de quadros de funcionérios, os quais ndo
impactariam a geracao usual de caixa.

4. Os aluguéis minimos sdo compostos pelos contratos de aluguel registrados como arrendamentos financeiros pelo IFRS 16. Os gastos destes arrendamentos nao transitam pelo nosso EBITDA, compondo o EBITDA ajustado.

5. O EBITDA Ajustado corresponde a soma do EBITDA com (a) resultado financeiro das receitas com multas e juros sobre as mensalidades, (b) custos e despesas ndo-recorrentes e (c) os aluguéis minimos pagos.

Essa divulgacao é parte integrante da divulgacao de resultados trimestrais. Para mais referencia sobre a reconciliagcdo do EBITDA e EBITDA Ajustado, acesse os resultados
completos disponibilizados no site https://ri.sereducacional.com/informacoes-financeiras/resultados/



https://ri.sereducacional.com/informacoes-financeiras/resultados/
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Disclaimer Ser

educacional

This material reflects management’s expectations and may contain estimates related to future events. Any information, data, forecasts or
future plans herein refer to estimates, and therefore cannot be taken as concrete evidence or a promise to the market. Ser Educacional is not
responsible for investment operations or decisions taken based on the information herein. These estimates are subject to change without
prior notice.

This material has been prepared by Ser Educacional S.A. (“Ser Educacional" or the “Company”) in accordance with the highest national and
international standards and includes certain forward-looking statements that are primarily based on Ser Educacional’s current expectations
and projections of future events and financial trends that currently affect or may affect the Company’s business. and therefore, they are not
guarantees of future performance. They are based on management’s expectations and involve a number of risks and uncertainties that could
lead the Company’s financial situation and operating results to differ materially from those expressed in said forward-looking statements. Ser
Educacional assumes no obligation to publicly update or revise any forward-looking statements.

This material is disclosed solely for information purposes and should not be construed as a request or an offer to buy or sell any shares or
related financial instruments. Accordingly, this presentation is not a recommendation of investment and should not be considered as such. It
is not related to the specific investment objectives, financial situation or particular needs of any recipient, neither does it make a statement or
provide a guarantee, either expressly or implicitly, related to the accuracy, completeness or reliability of the information herein. This
presentation should not be regarded as a substitute to the recipients’ judgment. Any opinion expressed herein is subject to change without
prior notice and Ser Educacional does not assume the obligation to update or revise them.
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One of the largest higher education
companies in Brazil

jwl

373 thousand

higher education

student base

&

1.001
Annual medical
school seats

W4
®

Solid corporate
governance
structure

(1) LTM — Last twelve months

62
Campi with
omichannel
distribution

B4

National presence:

offered via campi,

online and partner
centers

Track record of
organic growth and
M&A

L]

+800
Distance learning
centers

UNINASSAU
UNAMA
UNINORTE
UNIFAEL

Strong regional
brands

W

continuing education

ecosystem

Ser

educacional

Higher education student base (‘000)

224

2021

1,407

2021

330
295 313 I

2022

2023

2024

Net revenue (RSmm)

1,676

2022

1,831

2023

1,981

2024

373

1Q25

2,071

1Q2501T™m
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Total student base ('000) and major acquisitions over the years

UN[FAEL
“UNI \DB
UNMCIMED
umNonTEUNESC 224
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UNAMA
UNINASSAU
lllIIIIII

|
I : I
: New Distance Increase in distance New rules for
I

Key higher education . .
. Peak of FIES / PRONATEC j j j j
regulation changes eak of / Learmr?g learning hours in accreditation of medical
L e e e e e e e e — Regulation face-to-face teaching courses

by up to 40% (ADC 81)



Regional brands recognized in
their markets

Ser

educacional

National and omnichannel network, in campi and hubs with privileged Structure focused on the best
location and infrastructure in their markets of operation student experience
= Leader in Belém and largest
% institution in Para (PA) _ )
UNAMA
RR AP
6 Qz s@n
. Leader in Manaus (AM) and
AM 110 @7 e R ﬁ largest institution in the state of
QAT MA - RN UNINORTE  Amazonas
o PA 20Q2 o 39Q6 502 N
21@.2-
" 293 o Q2 '__PE
13 @1 RO TO 11\Q2~\_\\ Most remembered brand in the
21 Qs T 2 S@L AL T a NE, leader in the Recife and
@1 2@Q3 SE UNINASSAU  Pernambuco (PE) metropolitan
oF BA regions
12@Q1
GO \/
33 9 MG
28'1 Leader in Guarulhos (SP) Top of
MS GEQS Mind and Reference in Dentistry
13 and Veterinary Medicine
R
sP 24 QL
9 62 Omnichannel campi PR 67 '2-——"’
@ 808 Digital learning centers o '2 _________________________
sc9 ______________________ = Reference in Digital Education
33
RS Wide network of partner
soQ1 UNIFAEL centers
ol
Prime Locations




Academic model with cutting-edge
technology and pedagogy

©

Complete platform with
digitalized course program

A content

ol
%
Flexible hybrid offering for any ‘
type of teaching modality (in-
person x online) or course

(undergraduate, postgraduate
and free)

N\
2 4

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

Q4 ubiqua

EDUCACAO
ONIPRESENTE

A P ®
In-person classes in digital
units and use of learning

alppllcatlons in the Q Training teachers to use active
classroom a / methodologies

Ongoing tutoring to guide adaptation and
socialization in the AVA (Virtual Learning
Environment)

Ser

educacional

Project hub integrates the best
of digital and in-person teaching

i1 sponsor

byogubiqua

Classes with renowned professionals in the market

\‘ ./

ol expenence

byogubiqua

Immersive experience in several locations in Brazil

navega

byogubiqua

Connection with international influencers and institutions

8



Solid exposure to health courses

Ser

educacional

Courses with a long average term (4-5 years) and a higher average ticket price that are attractive to the job

market

Participation of health courses in the
hybrid learning student base

63% 64%
(o]

62%
60%
55%
50% I

2019 2020 2021 2022 2023 2024

Health courses with the highest
demand in hybrid education

Medical
64%
Q Pharmacy X
’0(} &
§ %
ot Sy
A 8
Loy «o°
N
1025 KON W
e



Recent expansion of the portfolio ser
of medical courses etucationd

Opening of medical seats Expansion of annual places on medical
courses in 2024 and 2025

# City Annual seats Start year?
1 Recife (PE) 268 2012 /2018
2 Vilhena (RO) 98 2020/ 2022
3 Barreiras (BA) 80 2021 1.001
4 Cacoal (RO) 75 2021
5 Santarém (PA) (1) :r 60 2024
6 Teresina (PI)(V) ' 60 2024 i 360
7 Caruaru (PE) ' 60 2024 ! 521
8 Campina Grande (PB) (1) L 60 2024 |
9 Belo Horizonte (BH)®@ . 60 2024 |
10 Rio de Janeiro (RJ) i 60 2024 i
11 S3o Luis (MA) (1) 60 2024
12 Maracanau (CE) (1) |60 2025 |

ezl : ol : 1Q24 Ordinances(l) Court decisions(z) 1Q25

480 vacancies (48% of the total) in
1st or 2nd recruitment season

(1) Cases managed with final processing by issuance of MEC Ordinance. (2) Court decisions to open entrance exams with no final and binding decision yet and new entrance exams suspended as of Feb/25 (3) year of acquisition or accreditation of the medical

course. In Recife, accreditation took place in 2012 and the expansion of 100 vacancies in 2018. In Vilhena, the acquisition took place in 2020 and there was an expansion of 48 vacancies in 2022. 1 0
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Significant increase in operational
efficiency and financial deleveraging

Hybrid learning undergraduate students per unit

2,989
2,795
2,583
2,231 ||||
2022 2023 2024 1Q25

Ser

educacional

Net Operating Cash Generation (GOC) post Capex
(RSMM) and conversion into Adjusted EBITDA (%)

150

2022

2023

2024

1Q25 LT™M
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Mission, Vision and Values

Mission @ Values @

Train entrepreneurial professionals through - Commitment to quality
innovative education, promoting social - Innovative, inclusive and diversified
transformation and generating prosperity. education
- Ethics, citizenship, solidarity and
justice
Vision "|'| - Sustainability and socio-

environmental responsibility
To be recognized as one of the greatest

C 9 - Austerity in the use of resources
references in higher education, in a

sustainable manner, training entrepreneurial ) 59“5? and action of ownership as a
professionals who contribute to the vocation
development of Brazil. - Obstinacy in making things happen

- People creating the future
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Higher education is a market with solid ser
foundations and growing

educacional

Higher education and continuing education markets have

Brazilian higher education market has more than
significant growth potential

2,500 private competitors

Addressable market ))) Und duat Grad Continued
(in mm of inhab) naergraduate raduate Education Non-listed player
61%
92.0

Listed player
39%

62.0

Evolution of the higher education undergraduate
student base (mm)

10
9.4
8.3 8.5 8.6 8.7 9.0 —

25.8 6.5 6.4 6.2

5.6 5.3 5.1 5.1
10.
0.0 43 4.9
3.7
) 3.1

13 2.1 3

Total higher education Brazilian population  Brazilian workforce 2017 2018 2019 2020 2021 2022 2023
student base Population with high with higher education

] ——Hybrid education Digital education —Total
school education

Source: Map of higher education in Brazil — 2023 and IBGE =~ *market share considers: In-person + Distance Learning over total number of students in the private market 16



History of seats and medical
student base

History of seats and medical
student base(‘000)

246
224
204
189
168

2017 2018 2019 2020 2021 2022 2023

267

*Source: INEP

Ser

educacional

Evolution of seats offered for medical
courses in Brazil (‘000)

39.6 40.4 41.9 43.4 43.5

112 11.3 11.4

2017 2018 2019 2020 2021 2022 2023

38.2

35.0 11.4 11.4

10.8

10.3

M Private Public

17
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Consistent value generation through
maximization of educational assets educationd

Ser

Continuous search for efficiency

Organic Growth Hybrid and
and profitability gains

Digital Education

= High utilization of real estate * New units and hubs in markets that already have

= Focus on process automation recognition of regional brands
= Financial discipline for expansion and

generation of new business

= Focus on offering courses with greater market
demand (e.g. health and law)

= Gaining synergies between existing
businesses

Investment in student
experience, ecosystem,
technology and education
entrepreneurship

el

educacional

= Development of educational technologies
and academic model

* |nvestment in new businesses to mature
the continuing education ecosystem

= |mprovement of systems, processes and
curricular matrices

19



2025 Objectives Sser

educacional

Discipline in the offering of
courses and

focus on the areas of health

and law

Maintaining operational
efficiency

Accreditation of new
medical courses through
assessment of injunctions
and participation in Mais
Médicos 3

Continuous improvement of
academic quality and
reinforcement of brand

attributes

Increased operational cash
generation and reduced
financial debt

Evolution of operating and
financial margins

20
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Evolution of the base of units and
operational hubs

(hybrid and online courses) Digital learning centers

62
948
61
863
59
58 I I

2022 2023 2024 1Q25 2022 2023 2024 1Q25

# of campuses in operation

22



Evolution of the student base

Total student base (‘000)

373

330
313
295

2022 2023 2024 1Q25

Ser

educacional

Hybrid learning student base (‘000)

165
] l150 I

2022 2023 2024 1Q25

185

Digital learning student base
(undergraduate + graduate) (‘000)

185

163
156 .160 .
2022 2023 2024 1Q25

23



Distribution of student base by area ser

ducacional
of knowledge
Hybrid Education undergraduate student base Undergraduate student base of Digital Total undergraduate student base by area
by area of knowledge Education by area of knowledge of knowledge

Technologists

5% Health Technologists

(o) (o)
Technologists 24% 18%

32%

Humanities

Health
45%

 Engineering
< Humanities
30%

Health

Humanities

36% _ .
Engineering

7%

1Q25 Data

24



Financial performance Sser

educacional

Net revenues (R$MM) Adjusted EBITDA (RSMM) Adjusted net income (RS MM)
and Adjusted EBITDA margin (%) e Adjusted net margin (%)
2,071
1,981
1,831
1,676
490
154
1

2022 2023 2024 1Q25 2022 2023 2024 1Q25 2022 2023 2024 1Q25

WLT™ WLT™ WLT™ 25
@) LTM - last twelve months



Debt and financial leverage (RSMM) ser

educacional

2.68

2.17

1.64 —
1.35
1,087 1,090

1,025

981

784 792

719

663

2022 2023 2024 1Q25

B Gross debt m Net debt - Net debt / Adjusted EBITDA LTM
26



Adjusted EBITDA reconciliation ser

educacional

EBITDA (RS "000)

Net Income 59,995 (1,162) (28,044) (222,148)
(+) Net financial expense? 216,526 225,298 230,941 190,683
(+) Income and social contribution taxes 23,114 14,793 4 384 71,237
(+) Depreciation and amortization 221,092 222 434 225,863 214 318

EBITDA' 520,727 461,363 433,144 190,090
EBITDA Margin 251% 23.3% 23.7% 11.3%
(+) Revenue from Interest on Agreements and Others? 15,001 19,565 24,076 24 840
(+) Non-recurring costs and expenses3 96,209 96,054 55,176 225,204
(-) Minimum rent paid* (141,547) (139,283) (147,708) (147 565)

Adjusted EBITDA® 490,391 437,699 364,688 292,569
Adjusted EBITDA Margin 23.7% 22 1% 19.9% 17 5%

1. EBITDA is not an accounting measure.

2. Interest income on agreements and others is comprised of our net financial result, arising from interest income and fines on monthly payments corresponding to financial charges on negotiated monthly payments and monthly payments paid in
arrears.

3. Non-recurring costs and expenses are mainly comprised of expenses related to mergers and acquisitions of companies, expenses related to termination fines in processes of workforce optimization, which would not impact the usual cash
generation.

4. Minimum rents are comprised of rental contracts recorded as financial leases under IFRS 16. The expenses of these leases are not reflected in our EBITDA, but are part of the adjusted EBITDA.

5. Adjusted EBITDA corresponds to the sum of EBITDA with (a) financial result of revenues from fines and interest on monthly payments, (b) non-recurring costs and expenses and (c) minimum rents paid.

This disclosure is an integral part of the quarterly results disclosure. For further reference on the reconciliation of EBITDA and Adjusted EBITDA, access the full results
available on the website https://ri.sereducacional.com/informacoes-financeiras/resultados/ 27



https://ri.sereducacional.com/informacoes-financeiras/resultados/
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JANYO DINIZ (CEO) | JOAO AGUIAR (CFO)

RODRIGO ALVES (IRO) | GERALDO SOARES

WWW.SEREDUCACIONAL.COM/RI

+55 (11) 97093-2225

ri@sereducacional.com

http://sereduc.com/08hk2P

XB Lo

@ser_educacional
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