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Tenda is the fifth largest developer of low-income housing in Brazil 
and operates in ten metropolitan regions of the country
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Tenda at a 
Glance

Source: Reference Form – Tenda, Reports of the Mentioned Companies

* MRV Brazil 2

25,806 units launched in the last 12 months

R$ million, 1Q25 LTM % of gross sales (PSV) in 1Q25

Launches Operating regions

Regions of operation - PSV by region

São Paulo 
(SP)

Salvador 
(BA)

Fortaleza 
(CE)

Rio de 
Janeiro 

(RJ)

Porto 
Alegre (RS)

Recife (PE) Goiânia 
(GO)

Campinas 
(SP)

Others

30.5%

21.9%

12.2%
9.8% 9.5% 8.1% 7.0%

1.0% 0.1%

CYRE3MRVE3*CURY3 DIRR3 TEND3 PLPL3 EVEN3 EZTC3 TRIS3 HBOR3

16,183

11,770

7,479

5,759 5,616

4,580

3,636

1,985 1,797
1,263



With more than 50 years of history, Tenda presented a successful strategic 
repositioning in 2012 and now begins a new phase

History

1969 2024+2017

The origins of Tenda date
back to the founding of Tenda
Engenharia e Comércio in
1969 (currently with no ties to
Tenda)

2008

Gafisa incorporated Tenda
to access the popular
housing market, with
shared management

First launches in the business
model. In 2013, Tenda
launched projects in 3
metropolitan regions. From
there, it began to grow at the
pace of 1 new region per year

2018

Tenda launches its first
developments with
taller towers, accessing
neighborhoods that are
ever closer to the center
of Brazil's large cities

2020

Tenda starts project to develop
business model based on
offsite construction, aiming to
expand to all cities in Brazil

2022

Tenda continues its
offsite construction
project, inaugurating the
Alea plant in the city of
Jaguariúna.

The company carried out its
first follow-on, issuing 18,7
shares at a price of R$12.50
for a total of R$234.4.

Strategic repositioning of
Tenda, with the creation of a
business model focused on
the construction of buildings
with aluminum shapes in
metropolitan regions

2012 2013

Tenda is spun off from
Gafisa, returns to B3 and
enters the Novo Mercado
(New Market)

In 2011, Tenda once
again had a dedicated
board of directors

2011

Source: Company / Reference Form

2023

The certification “Selo Casa Azul 
+ Caixa Projetar – Portal do 
Morumbi”. In February 2024,
the company obtained its first
"Casa Azul Seal," one of Caixa
Econômica's premier references
on Sustainability.
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Continued strong demand from the low-income segment has enabled 
the company to adopt an innovative industrial approach
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Industrial 
approach

Conventional model of 
the construction 

industry

Product Without standardization Only 2 SKUs

Scale
Small players with 

limited scale
+25.3 thousand units 

launched in 2024

Organization Lack of coordination Totally integrated

Demand Cyclical demand Constant demand

Attributes No Standardization
Predefined Attributes 

Plug-in

buildings T+4 without an elevator Buildings with 1 or more elevators up to 
16 floors

GDP 1Q25 - BRAZIL¹

-0.8%

1.4%

-0.8%

1.4%

Only 2 SKUs

Source: Company . 1 – Brazilian Institute of Geography and Statistics (IBGE).

% Civil Construction     % Total GPD

In the first quarter of 2025, the GDP of the

construction sector fell by 0.8% compared to the

previous quarter, while Brazil's overall GDP grew by

1.4% in the same period. However, construction

GDP posted an expansion of 3.4% in 1Q25

compared to the same period of the previous year.



Our sales prices are the lever with the highest speed of result response 
in Tenda's business model
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Highlights

Average price per unit - Consolidated (R$ thousand)

This price evolution has positively impacted the gross 

margin of new sales, which reached 36.0% in 1Q25;


Gross sales reached R$ 1,213.4 million in the first 

quarter of 2025, achieving Gross SoS of 28.8%;



We are constantly evolving our sales prices, 

maintaining competitive levels; 


206 211 212 208 216

4Q23 1Q24 2Q24 3Q24 4Q24

Net SoS of 25.8%, an increase of 2.7 p.p. compared to 

4Q24.


SoS among low-income construction companies in Brazil
(Net SoS; %)

Source: Company. Base date considers 1Q25

22%

21%

26%
25%

20%

4Q23

30%

18%

20%

1Q24

32%

24%

2Q24

37%

23%

28%

36%

3Q24 4Q24

23%
22%
20%

26%

19%

16%

Tenda..... Player 1 Player 2 Player 3



Portfolio
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In the first quarter of 2025, the company’s launches totaled R$ 920.9 million.

Launch highlights

SÃO JOSÉ DO RIO PRETO 

– SP

• Launch: Mar/25

• 100 Units launched

• PSV – R$ 22.8 million

• Average price R$ 228.0

        thousand

TAUBATE PREMIUM – SP

• Launch: Feb/25

• 183 Units launched

• PSV – R$ 47.5 million

• Average price R$ 260.0

        thousand

VIVENDA REAL- BA

• Launch: Jan/25

• 571 Units launched

• PSV – R$ 134.1 million

• Average price R$ 234,8 

thousand

AQCUA DANUBIO - RS

• Launch: Jan/25

• 388 Units launched

• PSV – R$ 82.9 million

• Average price R$ 213.7

      thousand



Guidance 2025 - Tenda
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3M25 
With Pode 

Entrar

3M25 
Without 

Pode Entrar

Lower Limit Upper Bound

36.3% 36.7%

34.0%
36.0%

Adjusted Gross Margin
(%)

Net Pre-Sales
(R$ Million)

Net Income
(R$ Million)

988

3M25 Lower Limit Upper Bound

3,800 4,000

3M25 Lower Limit Upper Bound

104.9

360.0 380.0

• Net Income in 3M25 reached 29.1% of the 

Lower Bound

• Net pre-sales in 3M25 reached 26.0% of the 

Lower Bound



Guidance 2025 – Alea
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Adjusted Gross Margin
(%)

Net Pre-Sales
(R$ Million)

Net Income
(R$ Million)

3M25 Lower Limit Upper Bound

99.9

700.0 800.0

3M25 Lower Limit Upper Bound

6.8%

20.0% 22.0%

3M25

0.0

Lower Limit Upper Bound

-19.4

20.0

• As Vendas Líquidas no 3M25 atingiram 14,3% do 

Limite Inferior



Housing Program 

Minha Casa Minha Vida

Municipal Programs



~80% of the FGTS budget is earmarked for Housing, constituting the 
main source of resources for low-income housing in Brazil

Fonte: FGTS, Diário Oficial da União (Resolução 955/2020) Disponibilidades conforme Orçamento FGTS (Resolução 903/2018). GOV.br 10

FGTS

R$ billion

FGTS Budget Execution – Housing 

50.7

2019

50.4

2020

49.3

2021

61.6

2022

97.8

2023

126.5

2024

41.3

2025*

63.8 61.9 59.3
68.9

102.4

127.6 126.8

Final Budget Realized

2026 2027 2028

126.8 126.8 126.8

Orçamento Aprovado

*Updated through April/25



Structure of Real Estate Financing in the Brazilian Market

Fonte: ABECIP; ANBIMA; B3; Caixa Econômica Federal; SECOVI-SP
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Highlights 

27%

17%

9%

10%

32%
5%

26%

17%

9%

9%
5%

34%

Total: 2.4 trillion

SBPE

R$768 bi

FII

R$240 bi

LIG

R$120 bi

CRI

R$216 bi

LCI

R$408 bi

FGTS

R$648 bi

December of 2024

SBPE

R$735 bi

FII

R$183 bi

LIG

R$108 bi

CRI

R$170 bi

LCI

R$333 bi

FGTS

R$550 bi

Total: 2.1 trillion

December of 2023

4%

31%

11%

27%

23%

18%

Annual

Variation
(2023 VS 2024)

• The main sources of financing 

in the national market are the 

Brazilian Savings and Loan 

System (SBPE) and the 

Severance Indemnity Fund 

(FGTS);

• Together, they account for 

approximately 59% of the 

total funding in the country.

• For low-income families, 

financing resources 

predominantly come from 

the FGTS through the Minha 

Casa Minha Vida program.

SFH = R$ 1.316 Bi (SBPE+FGTS) SFH = R$ 1.416 Bi (SBPE+FGTS)

Structure of Funding
(R$ billion, %)



CHANGES TO THE “MINHA CASA MINHA VIDA” PROGRAM
Update of the income thresholds in the MCMV program

Fonte: Companhia.. 12

Highlights 

Gross PSV by income bracket

* In August 2024, the new scenario for

the MCMV income brackets came into

effect.

Cluster Bracket 1 Bracket 2 Bracket 3

Old Scenário 0 - 2640 2640 - 4400 4400 -8000

New Scenário 0 - 2850 2850 - 4700 4700 - 8000

2Q23 3Q23 4Q23 1Q24 2Q24 3Q24* 4Q24 1Q25

59%

31%

10%

50%

37%

13%

59%

30%

11%

1Q23

28%

9%

54%

33%

13%

43%
40%

17%

54%

33%

14%

55%

30%

16%

45%

38%

17%

63%

Bracket 1

Bracket 2

Bracket 3



Great market opportunity with regional housing programs.

Fonte: Companhia. 13

Highlights 

The regional programs represent a significant market opportunity for Tenda in the company's areas of operation.

Multiple opportunities in Tenda's areas of 
operation through housing programs focused on 
the low-income segment.

1

7

2

3

4

5

6

1

2

3

6 4

7

5

Implemented

In Implementation

Program Name
State/

Municipality
Target audience / 
Income bracket

Benefit per unit Status

Casa Fácil Paraná Up to 4 minimum wages R$20,000

Compra Compartilhada Porto Alegre Up to R$ 5k R$15,000

De Portas Abertas Rio Grande do Sul Up to 4 minimum wages Up to R$30,000

Habita+ RJ Rio de Janeiro Up to R$ 4,4k R$25,000

Entrada Moradia Ceará Ceará Up to R$ 4,4K R$20,000

Casa Paulista São Paulo Up to 3 minimum wages
Between R$13,000 

and R$16,000

Morar Bem Pernambuco Up to 2 minimum wages Up to R$20,000



Tenda in Numbers



Proven Track record with robust operational results

Source: Company. Consolidated  numbers. 15

Operational 
Highlights

Consistent and disciplined growth of Tenda's main operational indicators ensuring the company's positioning among 
the leading real estate developers in the country

Landbank
(R$ million and amount of land (in thousand))

Launches
(R$ million and number of launches (in thousand))

Net Pre-Sales and Net Pre-Sales Over Supply (SoS) 
(R$ million / Average quartely SoS (%))

1.015 1.141 1.545 1.855 2.040 2.553 3.141 2.363 3.136
4.523

3.489
4.647

490

14,8%

2013

396

11,3%

2014

23,8%

2015

22,8%

2016

25,5%

2017

30,7%

2018

28,1%

2019

30,0%

2020

33,0%

2021

24,0%

2022

26,7%

2023

30,6%

2024 1Q24 
LTM

1Q25 
LTM

28,2% 29,5%

829 900

15.1

2013

25.1

2014

10.6

2015

1,085

11.4

2016

1,180

9.2

2017

1,144

7.4

2018

1,582

9.3

2019

1,649
618

2020

1,707

6.5

2021

1,954

9.9

2022

2,385

9.1

2023

3,283

8.7

2024 1Q24 1Q25

2,206

7.6

3,123

8.17.8

Inventory at Market Value Inventory Turnover

Inventory at Market Value
(R$ million (PSV) and inventory turnover (in months of net pre-sales))

Net Pre-Sales Net SoS

Extensive land bank ready to be 
accessed for the development of 
profitable projects

Sustainable launch speed with 
several successful projects 
delivered over the last 10 years

Strong sales growth with 
recovery observed in 2023

One of the smallest inventories 
among public companies, 
demonstrating strong absorption 
of our units

20.0

2013

3,955

28.9

2014

4,733

34.4

2015

4,462

32.7

2016

6,695

45.8

2017

8,894

60.1

2018

10,619

72.2

2019

10,975

73.3

2020

12,392

78.5

2021

16,332

92.9

2022

19,346

102.4

2,428

22,810

113.6

2024 1Q242023

19,061

100.2

23,419

115.5

1Q25

LandBank Units

2.5

2013

613

4.3

2014

1,089

7.7

2015

1,342

9.6

2016

1,695

11.8

2017

1,913

13.6

2018

2,575

17.9

2019

2,665

18.1

2020

3,129

20.9

2021

2,380

12.2

2022

3,484

17.3

339

5,459

25.3

2024 1Q24 
LTM

2023

3,757

18.2

5,610

25.8

1Q25 
LTMLaunches Units



The company is regaining good financial results, bringing optimism and confidence 
for the future

Source: Company. Consolidated  numbers.1. Adjusted for capitalized interest. *Margin figures exclude Pode Entrar and other items. 16

Financial 
Highlights

Net Revenues and Adjusted Gross Margin¹
(R$ million, %)

G&A Expenses and G&A / Gross Sales
(R$ million, %)

Net Income and Net Margin

(R$ million, %)

S&M Expenses / Net Sales
(R$ million, %)

817 851

2013

570

26.9%

2014

30.6%

2015

1,053

33.3%

2016

1,358

36.7%

2017

1,681

36.3%

2018

1,950

35.0%

2019

2,282

15.0%

2020

2,540

19.2%

2021

2,413

14.0%

2022

2,903

23.6%

2023

3,284

30.8%

2024* 1Q24 
LTM

1Q25 
LTM*

2,996

24.6%

3,405

32.5%32.2%

Net Revenue

Adjusted Gross Margin

97 95 124 117 154 188 208 179 240 196 252

11.9%

2013

87

15.3%

2014

84

9.9%

2015

90

8.5%

2016

7.0%

2017

7.4%

2018

6.0%

2019

6.8%

2020

7.4%

2021

8.6%

2022

6.2%

2023

7.3%

2024 1Q24 
LTM

1Q25 
LTM

6.6% 7.4%
G&A expenses

G&A / Net Revenue

-118 -109

30 57 107 200 264 200

-191
-547

-96

106

-50

187

-14,5%

2013

-19,2%

2014

3,6%

2015

5,4%

2016

7,9%

2017

11,9%

2018

13,5%

2019

8,8%

2020

-7,5%

2021

-22,7%

2022

-3,3%

2023

3,2%

2024 1Q24 
LTM

1Q25 
LTM

-1,7% 5,5%

Net Revenue

Net Margin

90 137 145 163 201 246 241 238 285 254 289
78

15.8%

2013

53

13.4%

2014

65

6.4%

2015

7.9%

2016

8.9%

2017

7.8%

2018

8.0%

2019

7.9%

2020

7.8%

2021

10.2%

2022

7.6%

2023

6.3%

2024 1Q24 
LTM

1Q25 
LTM

7.3% 6.2% S&M Expenses

S&M / Net Sales



Customer Profile



Customer Profiles of Clients Who Purchased a Tenda Property in 2024

Fonte: Company 18

Customer Profile

Children

Marital StatusGender

53.1%
46.9% Female

Male

87.9%

6.9%
4.5%

0.5%

0.3% Single

Married

Divorced

Widowed

Common-law Marriage

75.9%

20.9%

2.4%
0.8%

None

1 Child

2 Children

3 or more Children

The profile of Tenda's customer who purchased a

property in 1Q25 was predominantly female,

single, and without children.



Tenda Customer Characteristics in 2024

Fonte: Company 19

Customer Profile

Income (BRL)

ScholarityAge (Years)

27.8%

41.2%

20.9%

8.3%
1.7%

18 to 25

26 to 35

36 to 45

46 to 55

Above 55

0.9%
0.2%

73.6%

1.0%

20.8% 3.3%
0.2%

Complete Elementary

Incomplete Elementary

Complete High School

Incomplete High School

Complete Higher Education

Incomplete Higher Education

Others

0.4%
9.1%

41.5%36.8%

12.2%
Up to 1500

1500 to 2000

2000 to 3000

3000 to 5000

Above 5000



Cash Generator Model



Controlled indebtedness with improvement through new issuances in 2024

21

Cash, Leverage and 
Capital Distribution 

76%

37%

100%

24%

63%

95%

2025 2026

5%

2027

0%

2028+

202 335 181 131

Source: 1Q25 Press Release. ¹ Includes financial investments; ² Considers minority interests; 

Gross debt 849.1

Cash and cash equivalents1 (581.5)

Net debt 267.6

Net Debt / Equity (SE+MS)2 24.2%

Corporate Net Debt / Shareholders' Equity -1.8%

Debt overview
(R$ mn)

Covenant tracking
(Net Corporate Debt / Equity; Covenant)

Amortization schedule
(R$ mn)

Average cost of debt
(R$ mn)

Average cost:

CDI + 2.05%
Average cost :

TR + 8.80%

Average cost:

IPCA + 6.86%

Average overall cost 

of 12.89% y.y.331%

36%34%

CDI TR IPCA

1Q21

10%

2Q21

11%

3Q21

10%

4Q21

32%

1Q22

33%

2Q22

55%

3Q22

66%

4Q22

67%

3%

42%

2Q23

13%

3Q23

16%

4Q23

2%

1Q24

0%

2Q24

5%

3Q24

-10%

4Q24 1Q25

-2%

1Q23

Corporate Net Debt / Shareholder’s Equity - Reported

Corporate Debt SFH Debt



The company has already gone through its most challenging period and remains 
strategically well-positioned in the affordable housing segment in Brazil.

Source: Press Release 1Q25 / Note: *includes assignment of receivables portfolio Pro-Soluto; Adjusted – Financial result and interest. 22

1

2

3

All-time record in quarterly Net Income of 85.5 

million in 1Q25, a 301.1% increase compared to 

4Q24;

All-time record in net pre-sales for the first quarter 

of the year, closing 1Q25 at 1,088.3 million.

Highest adjusted gross margin in Tenda’s segment 

history, 36.7% in 1Q25;

Quarterly updates

Generation/Consumption of Operating Cash

▪ Transfer after sales

▪ Construction execution speed

▪ Cash flow acceleration

Cash-Generating Business 
Model

Minimum Cash Policy
Minimum cash equivalent to: :

▪ 3 months of operational outflows

▪ Short-term debts

▪ Land (short term)

Capital Allocation

▪ Share buyback

▪ Dividend payment

Cash, Leverage and 
Capital Distribution 

(R$ million) 1Q24 2Q24 3Q24 4Q24 1Q25 2023 2024

Gross Debt 1.101,2 1.105,7 1.170,4 1.041,5 849,1 1.180,1 1.041,5

(-) Cash and Cash Equivalents and Financial Investments (747,4) (721,9) (738,0) (849,3) (581,5) (718,8) (849,3)

Net Debt 353,8 383,8 432,4 192,2 267,6 461,3 192,2

Variation of Receivables Assignment 151,1 (28,5) (20,7) 156,6 (37,8) 229,4 258,6

∆  Net Debt (+) Receivables Securitization (43,6) (1,5) (28,0) 83,6 (37,5) (109,3) (10,5)

Net Financial Result (Income Statement) (27,4) (28,5) (23,8) (23,1) (26,2) (136,5) (102,9)

Follow-on / SWAP Cash Effect / Share Buyback 0,0 0,0 0,0 25,4 (8,2) 224,3 25,4

Operational Cash Flow - Alea
1 (21,6) (25,9) (27,5) (34,5) (7,1) (97,8) (109,4)

Operational Cash Flow - Tenda 5,4 52,8 23,4 116,1 3,6 119,4 197,7

Impact of Change in CEF Criteria (Transfer x Recording) (26,9) (35,5) (43,0) (29,7) (33,0) 0,0 (135,2)

Delay in transfer – CE + RS 0,0 0,0 0,0 0,0 (55,0)

Tenda Operational Cash Flow ex-effects 32,3 88,3 66,4 145,8 91,6 119,4 332,8

1
Includes a net capital increase of R$ 33 million in 1Q25.



Strategy

The segment and our business model 
enable a resumption of growth, in 
addition, Tenda has developed an 
innovative business model, based on 
offsite construction, to reach new markets



In 2023, Alea introduced the 'Casapatio Project': a brand focused on 
products in open lots.

Source: Release 1Q25 24

Alea launches

Negotiation timeframe of 1-2 months 
(vs. Alea's 3-5 months)

Infrastructure already executed
(vs. Alea's 4-5 months construction 

period)

Approval timeframe of 2-3 months
(vs. Alea's 2-3 years)

CASAPATIO: Key highlights

Currently, Casapatio represents 65% of Alea's 
launches

Greater speed in 
launches made possible 

by Casapatio

Custom patio homes model with 100% POC delivery in 3 months arrives to accelerate Alea's growth in Off-Site construction.

35%

65%

Casapatio Alea

403

407
183

226

2022

1,709

2023

1,877

1,043

2024

2,116

2,920

1Q25

409

Growth Strategy

Casapatio Alea



Alea presents a significant growth opportunity in Off-site construction

Source: Company 25

Total PSV potential R$248 bi R$250 bi R$498 bi

Potential annual PSV R$64 bi R$96 bi R$88 bi

Families formed per 
year (thousand)

Natural product Houses Houses Houses Apartments Total

Monthly income R$2k – R$4k R$4k – R$9k +9k - -

Platform
Alea
Base

Alea
Premium

Alea
Ville

Tenda -

Houses represent the majority of the potential for residential 
construction in Brazil  

Alea secures Tenda's exposure to a blue ocean of opportunities 
represented by an addressable market of nearly R$250 billion

Brazilians' desire for housing Composition of housing finance 

70%

30%

Casa Apartamento

70%

30%

Casa Apartamento

400

1.580

460

220

500

Houses represent a significant portion of the potential residential construction market in Brazil, and almost no major player is focused on the segmentno

300 250

Previous
Expectation

Current
Expectation

400

300

Cash Consumption 2020 to 2024
(R$ million)

In 2024, Alea projects
reached a launch volume of
2,920 units, a 38.0%
increase compared to the
previous year. In 1Q25, 409
units were launched.

Growth Strategy



Earthworks, House Foundations, Underground Networks, Pavement

Ceramic Flooring, Painting, Doors, Electrical/Plumbing Installations, Sanitary

Ware and Fixtures

Infrastructure

Assembly

Finishes

Assembly of Houses: Panels and Roofs

The execution of the Alea works is divided into three stages:



ESG



Closer to the floor 

value than bracket 

2 of MCMV

Properties affordable by 

low-income families

B3 COMPANY FULLY DEDICATED TO 

PROJECTS IN MINHA CASA MINHA VIDA 

PROGRAM

AVERAGE MONTHLY 

FAMILY INCOME

(R$, Jan/25 to Mar/25¹)

3,634

AVERAGE PRICE PER UNIT SOLD

(R$ thousand, 1Q25²)

2,000 4,000

ESG Pillars

28

ESG

Social inclusion
Commitment to 

ethics and 
governance

Respect for clients 
and employees

6,287
EMPLOYEES 78%

... of which

ARE DIRECTLY HIRED BY TENDA

Clients receive the housing units 

within schedule

100% OF PROJECTS LAUNCHED AFTER 2013

WERE DELIVERED WITHIN SCHEDULE

Most employees directed hired

SAFE ENVIRONMENT: 

INDUSTRIAL RISK MONITORING 

STANDARDS

Own employees in ~100% 

of the tower's activities

Culture focused on ethical conduct

Reference Governance

✓ Ethics Committee coordinated by the CEO

✓ Ethics Code for employees and suppliers

✓ Preliminary Assessment of suppliers

✓ Independent Reporting Hotline

90% COMPLIANT WITH IBGC’S BEST 

PRACTICES IN 2019³

✓ A New Market Company

✓ All board members are independent.

✓ All the directors are statutory officers, 

with 22% of compensation linked to long 

term incentives4

Source: (1) Based on gross sales between Jan/25 and Mar/25; (2) Weighted average price between (%MRV Incorporação), Directional (only Direcional), Plano & Plano and Cury;

(3) Based on Tenda’s CVM 586 form; (4) According to the management proposal approved at the AGM for the year 2024

MCMV

221

269



Advisory Committees

Tenda adopts the best Corporate Governance practices, holding a prominent 
position among the companies in the New Market, B3's highest level

Source: Company.. 1 Previously referred to as 'Remuneration, Nomination, and Corporate Governance Committee 29

Board composed of 7 highly experienced and 
independent members

Independent Board 100% 45%

No family relations 0% 43%

Individual performance 
evaluation

Yes 69%

Antonoaldo Neves
Independent Member

Maurício Luchetti
Independent Member

Marília Rocca
Independent Member

Bernardo Araújo
Independent Member

Marcos Duarte
Independent Member

Cláudio de Andrade
Chairman

Corporate 
Governance

1

2

3

Audit Committee

Ethics Executive Committee

Executive Investment Committee

4 People Committee¹

First-rate corporate governance: 100% independent board combined with a management team with extensive experience in the sector and at Tenda

Bruno Balbinot
Independent Member



Tenda Executive Board

Management with extensive experience in the sector

Source: Company 30

Corporate 
Governance

Alea Executive Board

Luis Martini
COO

Andre Massote
Operations Officer

Alex Hamada
Operations Officer

Joao Selister
Operations Officer

Geraldo Rodrigues
Operations Officer

Alexandre de Oliveira
Operations Officer

Fabrício Quesiti
Operations Officer

Luiz Mauricio
CFO

Renan Sanches
COO

Cristina Marques
HR Officer

Daniela de Britto
Operations 

Officer

Rodrigo Hissa
Operations Officer

Alexandre Millen
Operations Officer

Weliton Junior
Operations Officer

Amanda Bezerra
Operations Officer

André Padilha
Operations Officer

Marcelo Melo
Operations Officer

Igor Gomes
Chief Information
Technology Officer

Rodrigo Osmo
CEO



Stock Performance and Share Structure

Source : Formulário de Referência – Tenda; B3; Material Fact– Tenda

Notes: (1) ADTV: Average Daily Trading Volume; Base 03/31/2025.
31

Shareholders 
and Stock 
Performance

47.0%

0.9%
2.6%

31.3%

10.3%

0.1%

7.7%

ASSETS / FUNDS

INVESTMENT CLUBS

FOUNDATIONS AND INSURANCE COMPANIES

FOREING INVESTORS

INDIVIDUALS (PF)

LEGAL ENTITIES (PJ)

OTHERS

Stock Performance

30 Days 90 Days 180 Days

ADTV1 R$ 59.9 mi R$ 61.8 mi R$ 68.3 mi

Performance -6.3% +10.9% +8.2%
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+227.0%

TEND3

Type of Tenda Investors
▪ TEND3

▪ [B]³ NOVO MERCADO

▪ 122,578,158 

▪ R$ 13.80

▪ R$ 1,691,578,497.60

Ticker

Listed segment

Number of shares

Share price*

Market value

* Position as of 03/31/2025

Share Structure

Outros
Total Return 
Investment 

LLC

24.95% 6.05% 6.61% 56.40%

Morgan 
Stanley

6.00%
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