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Disclaimer

This report may contain forward-looking statements regarding Inter, anticipated synergies, growth plans, projected results and future strategies. While these ferward-looking reflect our | 1's good faith beliefs, they invalve
known and unknown risks and uncertainties that could cause the company’s results or accrued results to differ materially from those anticipated and discussed herein. These statements are not guarantees of future performance. These risks and
uncertainties include, but are not limited to, our ability to realize the amount of projected synergies and the projected schedule, in addition to economic, competitive, governmental and technological factors affecting Inter, the markets, products
and prices and other factors. In addition, this p lon contains numbers that may differ from those presented in our financial statements. The calculation methodology for these managerial numbers is presented in Inter's quarterly
earnings release.

Statements contained in this report that are not fact or historical information may be forward-looking statements under the terms of the Private Securities Litigation Reform Act of 1995, These forward-looking statements may, among other things,
beliefs related to the creatlon of value and any other statements regarding Inter. In some cases, terms such as “estimate”, “project”, “predict”, “plan”, “believe”, “can", “expectation”, “anticipate”, “Intend”, “aimed"”, “potential®, “may”, “will/shall" and
similar terms, or the negative of these expressions, may identify forward looking statements.

These forward-looking statements are based on Inter's expectations and beliefs about future events and involve risks and uncertainties that could cause actual results to differ materially from curment ones. Any forward-looking statement made by us
in this document is based only on information currently available to us and speaks only as of the date on which it is made, We undertake no obligation to publicly update any forward-looking statement, whether written or oral, that may be made from
time to time, whether as a result of new infermation, future developments or otherwise. For additional information that about factors that may lead to results that are different from our estimates, please refer to sections “Cautionary Statement
Concerming Forward-Looking Statements™ and “Risk Factors™ of Inter&Co Annual Report on Form 20-F.

The numbers far our key metrics (Unit Economics), which include active users, as average revenue per active client (ARPAC), cost ta serve (CTS), are calculated using Inter's internal data. Although we believe these metrics are based on reasonable
estimates, there are challenges inherent in measuring the use of our business. In addition, we continually seek to improve our estimates, which may change due to improvements of changes in methodology, in processes for calculating these metrics
and, from time to time, we may discover inaccuracies and make adjustments to improve accuracy, including adjustments that may result in recalculating our historical metrics,

The Rule of 50 referenced in this document s intended as a conceptual framework-a "North Star*-developed by Inter for strategic alignment. It is not meant to serve as financial guidance, advice, or an actionable recommendation. Any use of this
framework should consider the specific circumstances, risks, and objectives relevant to each individual or entity.

About Non-IFRS Financial Measures

To supplement the financlal measures presented In this press release and related conference call, presentation, or webcast In accordance with IFRS, Inter&Co also presents non-1FRS measures of financial performance, as highlighted throughout the
documents, The non-1FRS Financial Measures include, among others: Adjusted Met Income, Cost to Serve, Cost of Funding, Efficiency Ratio, Underwriting, NPL > 90 days, NPL 15 to 90 days, MPL and Stage 3 Formation, Cost of Risk, Coverage Ratio,
Funding, All-in Cost of Funding, Gross Merchandise Volume (GMV), Premium, Net Inflows, Global Services Deposits and Investments, Fee Income Ratio, Client Acquisition Cost, Cards+PIX TPV, Gross ARPAC, Net ARPAC, Marginal NIM 1.0, Marginal NiM 2.0,
Net Interest Margin IEP + Non-int. CC Receivables [1.0), Net Interest Margin IEP {2.0), Cost-to-Serve, Risk-Adjusted Net Interest Margin IEP + Non-int. CC Receivables (1.0}, Risk Adjusted Net Interest Margin IEP (2.0), Risk Adjusted Efficiency Ratio, Credit
Card EBT Margin.

A “non-IFRS financlal measure” refers to a numerical measure of our historical or financial position that either excludes or includes amounts that are not normally excluded or included in the most directly comparable measure calculated and presented
inaccordance with IFRS in our financial statements.

We provides certain non-IFRS measures as additional information relating to its operating results as a complement to results provided in accordance with IFRS. The non-IFRS financial information presented herein should be considered together with,
and not as a substitute for or superior to, the financial information presented in accordance with IFRS, There are significant limitations associated with the use of non-IFRS financial measures. Further, these measures may differ from the non-IFRS
infermation, even where similarly titled, used by other companies and therefore should not be used to compare Inter&Co's performance to that of other companies. For a reconciliation of Gross Loan Portfolio, SG&A, Effidency Ratio, ROAE, Other
Securities, Credit-Sensitive Portfolio, Cost of Risk, Funding, Cost of Funding, Total Gross Revenue, Interest-Eaming Portfolio, NIM, and NIM Excluding Credit Card Transactor Portfolio, see our Annual Report on Form 20-F for the fiscal year ended
December 31,2025. For a reconciliation of aur other non-IFRS measures, see the glossary of this presentation.
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o The Vision

° The Financial Strategy
o The Execution
° The Core Enablers

o Closing Remarks + Q&A




The Vision

Joao Vitor Menin | CEO Global
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The'Vision

Past3 Years

% Progress to Achievement

We're here
2027

2023
0% 10% 20% 30% 40% 50% 60% T0% 80% 90% 100%

Past3 Years

Elapsed Marf26 68%

Time

60/30/30 plan:
Good progress

toward our long- e 23m
term targets

57%

Achievement

Efficiency 75%

Ratio'

-1.7%

0

Note: Definitions are in the Glossary section of this Presentation. Note 1: Non-IFRS Financial Measure. For a reconciliation with most comparabile IFRS measure, please refer ta the glossary of this presentation. Note 2: Return on average Equity




Past3 Years

The results are
a testament to
disciplined
execution

Branding

Recognitions

#1 Finance app?

owneoayizoze S IAtET

7th Strongest
Consumer Brand in Brazil’

Brand Finance @

#2 Best Brazilian bank? #3 Strongest bank brand?

FOl'bes Brand Finance




TheVision
Past3 Years Next 3 Yaars

e
Past3 Years

And share-price
performance tells
the same story

P L gV

Investor Day
Jan.18™,2023

2023

Owners' Day | 2026 Q lnter

Delivering Shareholder Value

+2.7x in 3 Years

$6.48
R J NASDAQ
N e ~y ol J"V/\\'Yrﬂ(vwh’ﬂ'v\ /
- V’/‘f‘(&g e
F,—«-" IBOVESPA (USD)
d Owners' Day
L May 8", 2026

Source: Refinitiv. As of May 8™, 2026.
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past3 Years Next3Year owmeoayizoze 3 [tEr
< 15t 100% Cloud-based 100% Digital Super App in the Americas
Past3 Years
Leading Super App
for Client & SMEs
. D TR
We built the o (T T
best-in-class Complete S A . 1 Everyday
Financial Financial |= 5§ === i Commercial
Power | 3 .‘l 3 & | | Activities
superApp | | =01 |
u:' fntersh -:-- wu. -
X inter st M
Complete Integrated Global
Banking Commerce Capabilities
Build Grow Expand
Client Base Engagement Across
& Funding & Monetization Borders

Notte: Definitions arein the Glossary section of this Presentation,
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Past3 Years Next 3 Years . - . ‘ : N Owners' Day | 2026 g Inter

With our stakeholders

utionin

«

Past3 Years Across the company

Leadership

In the market

- ==

We are stronger o N

- ™ ™
& more efficient ~
Clients

since our last —

Investor Day . ' i = Investors

Solutions 5

Regulators

framework

+250bps
NIM?

85
-~ points NPS!

Note: Definitions are in the Glossary section of this Presentation. Note 1: As of March/2026. Note2: NIM Excluding Credit Card Transactor Portfolio. Non-IFRS Finans Fora iliation with most IFRS P o the gl f this ion, From3G22 to 1G26. 13
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(e Owners Day 12026 ) ||'|ter
Past3 Years
v 2x growth in active clients’ = Operating efficiencies from Al
CEO Reflection v Superior capital allocation - Driving higher cross-sell
Proud of our
progress, but v Strengthened our deposits franchise * Deeper credit penetration
driventodomore

|
'Y

Note: Definitions are in the Glossary section of this Presentation. Note 1: As March/2026 vs September/2022.
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Next 3 Years

Ourstrong Our current
performance priorities to build
since 2022 Inter’s future
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Next3 Years . . Owners Dy 2026 | |nter

e 3SA J Data Vault J Seven J

3 pillarsof our
business strategy

<
T

Seven
Single Massive Multi-agent
Smart real-time Al tool
superapp data vault for clients

Note: Definitions arein the Glassary section of this Presentation
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T — - e o . Owners' Day | 2026 &lnter
NOX(S Wedr: SINGLE SMART SUPER APP
One Al Multiple
Account Powered Verticals & Channels
Our 35A
: i Combines Financial &
a roach . N One Seamless Hyper-Personalized . . ’
PP - Unified Experience Experiences Non-Financial Solutions

. All Products Easily Auto-Optimized Driving Monetization
/_/Available on One Platform for Each User Every Day Opportunities

Superior client experience to
engage clients

Nate: Definitions are in the Glossary section of this Presentation 18
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Next3 Years

Over 180 products

Across 7 verticals

Complete suite of
products to
monetize

A

Investment

Global

&

Banking Shopping O
Loyalty

I

Insuranc

Owners' Day

(-]

7 Verticals

Generating thousands of

transaction data pointsina

P

virtuous cycle

ersonalized Experiences

19
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Past 3 Years Next 3 Years h = o ‘ . . . Owners” Day | 2026 & Inter
Inter Data Vault: The data foundation that powers Al at Inter

e Smarter
insights

Hundreds of thousands
data sources

Data that drives impact

Credit Underwriting

a Banking
! Fraud Prevention
Transactions a Credit More Better Al
E— , data experiences ) )
N a Shopping - Client service
External Data e Cross-sell
‘ nves -
Forum posts Up-sell
— a Global
&much more U f 5 0 . . E = h
Insurance niries - Jrganizes - enric
L Client signals & data
Q - engagement

Real-time data - Data quality - Governance
Foundations to deliver security & performance

Nate: Definitions are in the Glossary section of this Presentation 20
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5t 3 Y ears Mext3 Years

@ 2 Seven — —

Next3 Years . '
- Inter’s Al for clients | *

Chat, ask,
explore possibilities

= Total sperit on Uiber in March/2026: A8 202.88
13 User tranaactions in your staterent thia mensh

Fighast mpense 7§ 3054 (047201
Lomest expense: RS 12 85 [D4/18]

E =] Credit -RE20.48
Transact, deliver,
get things done g oo e

: < Type here e + i

<>

Optimize, learn,
make better decisions

~RE1432
2104

e ™

Multi-agent Al tool for clients

21

Note: Definitions are in the Glossary section of this Presentation
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Our Plan to Keep Delivering

Balance of Growth & Profitability
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Past3 Yaars Next3 Years . . ‘ . N Owners'Day | 2026 Inter

Very Specific

T We Remain on
(Pl Target Levels to :
Prove Our Strategy & Model Track to Achieve Them

&

We are evolving

our long-term @ 20
plans | '

It Will Continue
Driving Forward

&we are adding
another layer to this plan

Nate: Definitions are in the Glossary section of this Presentation 23




Consistent Balance of Growth & Profitability

e As We Scale to a New Level

Our new

north star 83® Ruleof 50




The'Vision
Past3 Years

&

With Clear Focus
& Key Enablers

Mext3 Years

Owners’ Day | 2026 iﬂ Inter

Our Battle Plan for the Future

Clear
Execution Focus

With Core
Enablers

-
. 7

Increase Deposits

Increase Credit Penetration L

Increase Principality e

- E/i -

Tech and Data = Risk Management
Credit Engine *«  People
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e The Financial Strategy

26




The Financial

Strategy
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How has the Brazilian

banking industry evolved?




TheFinancial Strategy
The Inclustry ¢

Owners’ Day | 2026 g l nte r

10 years ago, Brazilian banks were failing their clients

@ Highly Concentrated © Analog Distribution © Overcharged Clients
Average Banking Sector ROE -
Major Economies? (2016-2019)
in% by Country
13% .
>Q (0%
6%
% 34 3%
Retail Loans Market Share of
Top5Banks in2016! 2

BRA CHN USA FRA GBR IND ITA GER

Nate: Definitions are in e Glassary section af this F Mote 1: Data nco Central cio Brasil ponfolioss of December 2016, Note Z: International Monetary Fund. Average ROE from 2016 1o 2019, Dased on e (0D 3 largest olobal economies, Excludes fapan due 1o data unavailability. 29
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The Industry Inter By Design

Tailwinds that enabled disruption

© Regulators © Mobile Banking

Initiatives from Bacen & the Government

Salary Portability
Digital Signature

PIX

Private Payroll

A branch in every pocket

Notte: Definitions are-in the Glassary section of this Mote 1: Data tion of IPO values,

ince 2016,

owenpavizzs S INtEr

© Capital Markets

..Us[)25bl'l

Raised by LatAm fintechs since 2016

Private
Capital

Public
Capital

30
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The upside of the digital banking revolution

Banking Fee Revenue & Bank Accounts in Brazil

In%
= 1T Total Bank
42% 1.4 billion
billio Accounts'
slinter
Inter launches Brazil's first Digital
Banking Account
“300 million |
Banking Fee Revenue as
a % of Total Net Income?
2013 2015 2019 2025
o i .
Bank accounts surged, while ‘bad fees™ declined sharply
Note: Definitions are in the Glossary section of this Presentation. Source: Banco Cantral do Brasil. Note 1: Total individuals banking accounts in the end of the year. Note 2: Foe Revaenues + Net Income of the entira I system | Fi Maote 3: Consider banking fees such as withdraw 3]
Tees, wire tansters f i A 1 o GHhers.
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Ruleof 50

The downside of the digital banking revolution

Credit Cards + Personal Loans'

In RS millions, nominal

—_—

1,107 Total

4.5x

(Inflation adjusted 2.4x)

412

Personal Loans
[non-payrall)

2013

2009

2025

Household Debt Service Ratio? Household Banking Credit?

(Interest payments + principal payment) + income As % of GDP
A
59%
9%  *6pe
. ® 55%
7% 7% D4pe

Top 7 Biggest
Economies Median

2013

2019 2025 2013 2019

2025

Meanwhile, unhealthy credit became more prevalent among households

Note: Definitions are in the y section of this Source: B

ank for
comprising Beazil, France, Germany, laly, lapan, the United Kinadom, and the United States, Note 3: Same a|

Banco Central do Brasil, Note 1: Loan portiolic data comsidering credit card loans and nan-payroll
MNote 2, with ine addition of Ching.

rédita Note 2: ed based ondata

Owners' Day | 2026 Q lnter

A

4R
Top 8 Biggest
Economies Median

e @

32
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Most digital banks have targeted the unsecured market

Brazilian Loan Market - December 2025!

T Top 5 Banks
R$1.2 Trillion R$ 2.6 Trillion R$2.7 Trillion Market Share2  A2019-2025
Others 0.06 | Home Equity, FGTS & Others 02 sME/corporate 20
Auto 04 63% ‘]4 p.p.

Unsecured® Personal Loans

Rural 07
Unsecured?® Secured? SME/Corporate +
Personal Loans Personal Loans Rural
Note: Definitlons are in the Glassary section of this Presentatian, Source: Banco Central do Brasil and Inter, Note i bank loans, g entral do Brasil's Note 2: According ta IF Date, Losns Note 3: M redit card loans + personal loans thet 33
aren't payiodl linked of has any Note & ¢ Leans and 1o clients - Ni




Uniquely positioned in the Brazilian market
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We chose a different path, targeting the large secured personal loan market

Brazilian Loan Market - December 2025!

P N Top 5 Banks
RS].Z Trillion R$ 2.6 Trillion R$2.7 Trillion Market Share?  A2019-2025
Others 0.06 SME/Corporate 20
63% -14 p.p.

Unsecured® Personal Loans

82% -6 p.p.

Secured* Personal Loans

Rural 07
SME/Corporate + Rural
Unsecured?® Secured* SME/Corporate +
Personal Loans L Personal Loans ) Rural
Note: Definitlons are in the Glassary section of this Presentatian, Source: Banco Central do Brasil and Inter, Note i bank loans, ng Banco Central do Brasll's Nate 2: According to IF Date, Losns Naote 3: Nor redit card koans + persanal loans that 35
aren't payiedl linked o has any Note & ¢ 1o clients - Ni
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by Design

We have a |9\ é

differentiated

formula for

winningin

this market Sustainable Scalable Unique Profitable

Revenue Distribution Cost Growth
Growth Capabilities Efficiencies

36

Note: Definitions ere in the Glossary section of this Presentation,
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We focus on sustainable lending

Average Annualized Interest & Default Rate in Brazil
In %, as of March 2026

Interest
) +100% +100%
Rate
Default 36%
Rate'
A
Revenua
Growth
Sustainable Lending
Card Revolving Personal Loan + Qverdraft Private IMSS + Public Home Equity Mortgages *
Credit & Installments (Non-Payroll) Payroll Payroll o

Note: Definitions are in the Glossary section of ihis Presentation, Mote 1: Banco Central do Brasil, asof March 2026. Note 2: ABECIP, as of March 2026, Mote 3: Median rate of home financing for individuals withmarket rates, post-fixed indexed to TR | Isica - i =P 37
fixado referenciado em TR as of March 2026 + TRrate.
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A large-scale distribution platform driving product adoption

Active Clients per Product
In millions
2.9
8.8 181 Deposits
F\x; ' Inter Loop 5
i |

Active Clients

1 3 5 7 9 n 13 15 17 1’ 2

Quarters of relationship

Obder Newer
Procucy —

Procucts

8.9
Debit Card'

-

5.9
Fixed Income
(co8'

5.2
Credit Cards’

2.0
Savings Dep.!

230/ N N

Market Share Gains Since 2023 Investor Day

In%
B o6
2.3x
9.6%
1.1x
8.5%
Ed
o
~
5.5%
4.6% oo
4.3%
& 29x
~
i 2.5%
1.7
1.3% 1.8%
& 0.7%
# =+
= S 3
4 1 B
Home Equity TesouroDkew Private Time + Demand Mongage
PFS nanw:ww ums‘ Investing Payral Deposis’ Loans '

Note: Daﬁmlansaralr\tmearysedlnnostPremntauoun . Note 1: Praducts existed beDte'IOB'EBhawW.ﬂﬂmunl number of active clients is shown starting from 1Q20 to fit the graph scale. Note 2: Excludes clients who have anly "CD8 Meu Porquinho”® linked products. Note 3: Number of active contracts at the

endoflhepallnd ‘Nota 4: Total number PIX
Inter's share | dof FGTS [60-F- g
Cantral dn&ls\l frcmMuchD‘Eﬁmd 2022 Note 9: Totald d and it

Cessdo Fidu

outside de 5P|

I Market data from Banco Canral dnmsll Note 5: Total Huma F.quliypf Portfolio in Mar\:mmﬁlnd

Septembar/2022. Markat data from ABECIP. Note 6: Tote FGTS portfalio estimated by multiplying

. Market data from Tesouro Transparente: March 2026 snd September 2022, Note 8: Market data from Benco 38

clérig] from by inters
Its. Data from Benco Central co Bresi from March 2026 undseptsmbe-zmz Noke 10 Hatiat b iom bamcn Conral g0 Bl
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Unique combination of low cost of funding & cost-to-serve

Cost of Funding'2 Cost-to-serve per active client!23
In % of €DI In RS monthly

“77%

-340-p- 64

98%
RECES

78% |

64%

Me_bdian of Median of § Inter Medianof Mgdianof & lnter

Fintechs Incumbents 1926 Incumbents Fintechs 1Q26
Note: Definitions are in the Glossary section of this HNote 1: Non-IFRS. For 8 reconciliation with most comparable IFRS measure, please rafier to the glossary of this presantation. Note 2: Peer data based on publicly svailable IFRS Flmn(nlsmammandnpsrsumal data as of 4325_Cost-to-
serve and Cost of Funding calculated for peers using Inter's methodology. Inter asof 1026. Nota 3: Actie Clients figurss reportad by peers may use mathodologies differant from Inter's. For peers thet do not dischose active clients, we assumad 70% of their total bank sccounts the of Brazil 39

{as of Decembaer 2025).
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The result: sustainable growth with expanding profitability

Top-line Bottom-line

Net Revenue Net Income & ROE'2 i
InR$ millions pr—. In RS millions &% i . ROF'

15.5%

15.1% | End of Period

9,004
8,401
Net
1,421 Income
sinter
Prafitable
Growth
m
2022 2023 2024 2025 ' Mar/26 LTM 2002 2003 2004 2025 Mar/26 LTM
HNote: Definit in the Gl section et this HNote ;% A Equity, Non-IFs Fora recorliation with most RS tathe glossary of this the20-F form. Note 2 C he d dithi )

@ach segment.
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What is our strategic plan

forthe coming years?




Qur new
north star:

8@ Rulc of 50

o 30 %
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What do we mean by “Rule of 50"?

lllustrative ROE' + Net Revenue Growth (YoY)

8@ Rule of 50

~50%  ~50% ~50% ~50%

46% 45%

Revenue Growth

Rule of 38%
Rule of 50 +
- Growth

’ ROE!

~50%

4% Profitability

ROE'
2023 2024 2025 2026E 2027 2028E 2029E

Note: Definitions are in the Gl tion of this ion. Note 1: Return on ity. Non-IFRS Finan: .Fora iliation with most. IFR: z to the glossary of this presentation. 43




g Revenue Growth

—— -
Note: Dmlc‘luarshm%mlund this Present
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Thetncustry

What drove revenue growth and what's next?

Total Net Revenues

In RS millions
A7 NIM! Expansion
%of -
sotal A 19% 31% 34% 16%
261
535
A Equity
+RS28bn
500
IEP/ Equity
From 4.8x107.7%
296
NIM!
850 From 7.0% to 9.6%
Feelncome
27% CAGR?
3Q22Net Fee Income NIM' Leveraged Unleveraged 1Q26 Net
Revenue Growth Growth |EP Growth IEP Growth Revenue
MNote: Definitions are in the Glassary section of this Presantation. Note 1: NIM Excluding Credit Card Transactor Portfolic. Non-IFRS Fmandnl Measure. For a reconciliation with most comparabla IFRS measure, plaase refer thit MNote 2: the compownd annual growth rate.
Note 3: Retum on Average Equity. Non-IFRS Financial Measure. Fora IFRS this Note 4: |EP excluding Credit Card Trensactor Portfolio, Non-IFRS Financial L Fora with most 1FRS 3 45

tethe glossary of this presentation.




Profitability
Matters

& g ROE'? Expansion

LY =
— / \ 7 \
Mote: Defin y section of MNote 1: Nan-JFRS : w IFBS glossary \. / h
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2023 Investor Day Bridge: Steady State ROE

2023 Investor Day ROE® Bridge HMpp. 2

" 28%

Full
+8 p'p' Repricing
-]
Excl. Growth
Yot +8 P-P. invesments
Reyvenun
Crowth
9%
©
ROE®
1.3%
ROE CAC ECL Personnel  ROE Pro-Forma ls Real Payroll 5 Holding ROE Pro-Forma Excess ROE Pro-Forma
3IQ22Ad). 2 Expenses? Expenses * Expenses* Estate® Debts ra Capital? 38

Mote 1: 3022 Adjusted replaces the effect of nan-recurring deflation repqmadbymmazzwlm the admaummofmlsm projectad uyumFu:usnepm for 2023, Adjusted figures are non-IFRS measures, are presented forllustrative purpases only. Nota 2: 45 26 ¥ 3Q22 Nat new cliants; Nota % Ragarding
100% of 3022 new Credit Cllents; Note 4: © L & If we hacl pakd the debt in June/2022, Note 7: Decreasing the capital excess ta reach Basel Ratio of 15%. Note 8: Retum on 47
Average Equity. Non-IFRS Financial Measure. Foran liation with most IFRS he: gl of this i
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2023 Investor Day Bridge: Steady State ROE

Rule of

ROE®

Note 1: 3022

2023 Investor Day ROE Bridge

Full
+8p.
e Excl. Growth Be
$ld rowtl
+8 p p Investments
9%
1.3%
ROE & CAC 3 ECL ¢ Personnel® ROE Pro-Forma1® Real @ Payrall *
3Q22 Adj. Expenses Expenses Expenses Estate
ROE Growth 3Q22t0 1Q26
In%
Full
+7 pp’ Repricing
Excl. Growih
+l p°p Investments.
1.3%
ROE CAC ECL Personnel  ROE Pro-Forma Real Payroll®
3Q22Ad]."*  Expenses® Expenses® Expenses* 1# Estate’

100% of 1026 new Cradit Clients; Note 4: Considering the same market ratia [clients /
entesstoreach Basel Raio of 12.5% + decrease in tieasury income regarding the cash loss, Nots B: Retum on Average: Equity. Non-1FRS Financil Messure, For

preceding side.

& whl

with mest IF

* Repricing

g dleflation raparted by IPCA in 3Q22 with tha aﬂmmwmpmm mm(mpmpcma by the Focus Report for 2023, Adjusted figures e non-IFRS measures,

Owners Day | 2026 ﬁ Inter

+11 p.p. Cap\?al

Efficiency o
28 A 5 yearg
Holding * ROE Pro-Forma Excess ®  ROE Pro-Forma
Debt " Capital 3

+6 p.p Capital ~60%

* Efficiency of target

] 5 5% in3years

Holding ROE Pro-Forma Excess ROE lQZBa
Debt® 28 Capital”

. Note Z: RS 32 1G26 Net new ciients; Note 5: Regarding

rates; Note S:Al(eady Dqld ncldlngdem has led to lower debt expenses; Nate 7. Copltal Efficiency = Decreasing Ihe(,wltd
i refer

yol Note 9: For topic see 4
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The Indlustry

Ridecl S0 owmeoayizoze 3 [tEr
ROE potential trajectory

ROE Trajectory
In% %
~28
2-40p- 26-30%
2-30p
1-208 + Cost efficiency & revenues
PP 4-6 PP expansion®
contribution + Treasury optimization®
 Increase in leverage,
] 5 5 % from 9.6x to ~11x?
L]
Rule of

o + Current marginal ROE'*
-]
©

ROE® Credit Capital Treasury Feesand Trajectory

1926 Underwriting Efficiency Optimization Other Business

Trajectory 22% 13% 25% 64%

Segment
ROE® 1G26 12% 12% 12% 41%
HNote: i ¥ section n!' i ion. Note 1: the: ROE of the credit portfolio is equal to its current marginal ROE [22%), a3 01 1026. Note 2: Excluding total controlling shareholders equity o reach ~11x Asset to Equity ratio. anl! Treasury optimization excludes NTN-Bs and 49

considers FIDﬁ Note 4: A in efficiency ratio to approximataly 35%. Note 5: Retum on Averaga Equity. Mon-IFES Financial Measure. For a reconcillation with most tothe glossary of




The Indlustry

ROE potential trajectory

Credit Underwriting

Potential Credit ROE® Bridge

n%
+3p.p.
+7 pp.
ROES Impact:
~2p.D.
12%
ROES Impact:
~3p.0.
Curent Credit Curreat Exel. Shot Potential Credit
ROE'S Underwriting” term Loans® OE

Note: Definitions ara in the Glossary saction of this Presentation. Note 1: ROE of current credit operations as of 1026, based on allocated capital assuming a Basel ratio of 10.5%. Note 2: Managerial ROE of credit operations as of March 2026. Note 3: Excludeas short-term loans,
with mast

The Financial Strategy

Capital Efficiency

Assets + Equity ROE®Impact:
Top 10 Financial Institutions in Brazil by Assets*5, in % ~2.D.D.
12.9
9.6
;ulnter Optimized Top10
Target Banls Median

Treasury Optimization

Excess Liquidity

Legacy
Optimization:

NTB-Bs:

~R$7 bn of FIDCs?

25% RWA

~R$3 bn

Yielding IPCA7 +3.5%

ROE® Impact: ~1 p.p. ROES Impact: 1 p.p.

entral do Brasil. Note 5: As of 4025, Note 6 Returnon Average Equity, Non-IFRS Finandal Measure, For

card receivables. Note 4: Top 10 Finandial Institutions by Assets in Dec/25

banks,
presentation. Note 7: NTN-Bs balance yielding IPCA +3.5%. Note 8: Potential amount of FIDG Inter's treasury.

Net Income

Owners' Day | 2026 Q lnter

Additional Operational Leverage

M atU rl ng Early-stage initiatives

ROE| 1
JCurve Ak foact

/ SMEs/ Inter Pag

0
Global

Time
ROE Impact:
=2DD.

Leveraging a \ni:iativés

Already Happening Future Opportunities

Stable Headcount Cloud Costs Decrease

Hyper-personalization Big Vendors Reduction

Seven Less Consulting Fees

ial institutics redit
fer to the glossary of this

RS measure, ol

50




The Financial Strategy

Thenclustry Inter By Design Rueat 50 . Owners' Day | 2026 anter
What is the decomposition of ROE by timeframe?

ROE Trajectory

In%

~28%

8-120p- 26-30%

Rule of
50 P.p. contribution 2-3pp.

B 15.5%

Q26 ROEI Near-term Medium-term Trajectory

Note: Definitons are in the Glossary section of this F Nate I: Retum on A Equity. Non-iFRS Financial Measure. For a rec wiLh mest L I 1 s 51




our financial strategy

Banking Industry g I nter

by Design

Secured [_oa ns: Sustainable Growth

X
Scalable Dpistribution

Opportunity to .

Unique cost Efficiencies

Be Disrupted Profitablé Growth

8@ Rule of 50

Strategy designed to

balance

growth with

profitability




o The Execution
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Alexandre Priscila Rodrigo Rafaela

Brazil CEQ wo fe: o) IR Head

CONFIDENCIAL | Work in Progress | April 17th | 53




The Execution




Principality Deposits Credit Penetration Monetization Owners' Day | 2026 g Inter

Executing ourlong-term plan

Higher
N Monetization
Principality
Deposits
Credit

55




Increasing
Principality

Priscila Salles| Chief Client Officer

Rodrigo Gouveia| Chief Business Officer
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Driving engagement and

revenue growth




The Execution
Principality Deposits Credit Penetration Manetizasion Owners' Day | 2026 Q lnter

44

38

32

Track record on 26
client adds & client
activation

Activation Rate &
Active Clients
{in % and million)

0.01 0.1

-2015 2016 2017 2018 2019 2020

Note: Definitions are in the Glossary section of this Presantation. Note 1: Inter data & of 1026, 58
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Principality Deposits Credit Penetation Monetization Owners' Day | 2026 g Inter

Why does
principality matter?

Qur Ignition Point Our Strategic & Financial Benefits

© Rule of 50

Note: Definitions are in the Glossary section of this Mote 1: Non.IFRS Financ fora & IFRS tatheg 59
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Increasing principality leads to more product adoption and less churn

Primary Account

. . Clients grew 10 p.p
anT 20 an ' 30 ot
% % clients base
1Q25vs 1Q26 1Q25vs 1Q26
ARPACE per client type CSl4 per client type Churns per client type
Average revenue peractive client Average number of products held by clients Percentage of quiting clients
7.4
Inter Overall! Inter Primary Account 2 Inter Overalll  Inter Primary Account 2 Inter Overall! Inter Primary Account
Note: Definitions are i nmcimsarysm anofudsmmnmran llm-'l Intaravsmqstllsn: Note 2: Client with Inter as Primary Bank, as Inter criteria. Please refer to the gh 3: Average Ry Active Cient. Note d: Avarage number of products used by clients as of Marchy/26, Pleass ()

af a1 are longer after one year,
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A powerful economic engine

Deeper
v Relationships

Higher Greater

dlil Monetization Vo Cross-sell 7%

Higher ')J/\J

Engagement

61
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How do we win

principality at scale?




Principality
driven by 3SA

Note: Definitions are in the Glossary section of this Presentation

Single
Smart

super

Saldo

RS 1.234,00 >

Cheque especial disponivel: RS 1.234,00

& Pix Pagar Cartbes

o () o Ll
l
Loop DuoGourmet Gt Cards F
o Inter BR & m
@intorbe

Qual home vocé darla pra sua nova comunidade? Me
conta aqul nos comentirios pra encontrar outros
usudrios com os mesmes objetives que vocé, 4 Crie..
@7 Q7 o7

Ative seu
cartao virtual
pra comprar

Owners' Day | 2026 Q lnter

Creatinga
Delightful Experience

App

Increasing
Engagement

63
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ONE place for ALL clientsto use ALL our products

] Login

Single App

] Onboarding

T wm a= | Relationship
4 2 - @

Oneapp

forall ) &= . —
products ), s | X X )

\/_/

Note: Definitions are in the Glossary section of this Presentation

64




The Execution
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ONE place for ALL clients to use ALL our products

Single ] s App

] Onboarding

One app 1 Relationship
forall
Drod UCtS Incumbent Bank 1 m!ncumbentﬂankz _ rn:c-umbentaankz B Incumbent Bank 4 ~ Incumbent Bank 5
o - a Q- =
{::é . n s ﬂ‘ a w=— u
a - n.m a vo— . a 5
—ped 8 o —
o - [
o Lo
-
gk

65

Note: Definitions are in the Glossary section of this Presentation,




Qurappis
hyper-
personalized

Principality

Smart

Resgate ripido
+ Rendimanto

Commsen

owmeoayizoze 3 [tEr

Hyper-Personalization

Al-enabled UX anticipates client
needs & drives additional revenue

ﬁé:u FEr B
Y
) - )
= R
o:41 ol T -
&' Pergunts ou pesquise .
= @ 9 |
Saldo & Paigunte ou pesguise ‘ “
RS 3.242,77 T s p p
i veimerte x
Chegue especial dspanivet; R$ 123400 prp—
& Pix Pagas Cartbes Salda
R 1.234,00 >
@ 51234/
Nagoosr avian

B 9 ¢

It Ficil

Tesourn
Cireto

nnnnn

|
L ?

66




Principality Deposits

Qurappis

hyper-
personalized

Smart

Note: Definitions are in the Glossary section of this Presentation

The Execution

Credit Penetration Manetization
?/(9:41 all ¥ =
& > @ 9

Saldo
RS 1.234,00
Cheque especial disponivel: RS 1.234,00
& Pix Pagar Cartdes
o i) &
Loop Do Gourmet Gift Cards
Fatura do cartdo ==
RS 300,00
Vencimenio Parcelamanto
o501 Até 17x
Meu Parquinha Pontos Loop
== 8.263
[+ ]
L o Al a
Inicio Inwest Farum Shop

“SEVEN”

Multi-agent Al tool for clients

Owners Day | 2026 g Inter

&7




The Exacution

Manetizasion Owners' Day | 2026 glnter

Principality Deposits

180* Products

Across 7 Verticals

Checking Accounts
Payments Timel)epasﬂ's

Funds

Qurappis

Credit Cards
. Real Estate uss ¢
comprehensive ol loslinasing
& MUCh MOre  kemittaices
Gift Cards
Top-Ups

Travel Life
Property
Health

Loop Rewards Travel

Insurance

super

Note: Definitions are in the Glossary section of this Presentation, 68
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Our ecosystem
increases engagement
asitservesour clients’
daily needs

Note: Definitions are in the Glossary section of this Presentation 69




Principality

Loop

Loyalty Program
Incentivizes
transactions within
our ecosystem

Note: Definitions are in the Glossary section of this Presentation,

: P owmeoayizoze 3 [tEr

Deposits Credit Penetration Manetization

“Loop” currency is earned and redeemed
across our entire ecosystem

Shopping
Purchase and get loops l
- T
I
iﬂ . | Cards
|| Get cashback on your statement
[ o151 >
Investing e B
Getloopsinselected products + : e
+8.489 pts '

g Global
o Exchange your points for dollars

70




TheExadution

Deposits Cradit Penetration

Principality

)

&)

More
Products

Loop

Loyalty Program
Drives share-of-wallet
gains & principality

Increases Retention

Clients come back
to unlock rewards

Note: Definitions arein the Glossary section of this Prasentation. Note 1: Total clients by end of March 2026, Note 2: As of March 2026

Owners' Day | 2026 Q lnter

More
Engagement

&

2.3x co
Products Used by Loop Lawer
Clients vs. Other Clients? Churn

] 8 % Million
Clients'

More

Loops Earned /\7‘

Increases Switching Costs Increases Wallet Share

Concentrate spending &
balances

Leaving means
losing value
71




All
transactional
products
drive
principality

Principality

Deposits

TheExadution

Credit Penetration Monetization

Owners Day | 2026 ﬁ Inter

Frequency of Use Long-Term Relationships

Global

Unigque

Convenient

o 2

Total Clients'

Shopping

Habit Forming

Credit Cross-sell

3.8Mm

Active Clients?

-

Insurance

Multi-year Relationship

Cross-5ell Engine

2.0

Active Contracts®

Note: Definitions are in the Glassary section of this Presentation. Note 1: Total clients by end of March/2026. Note 2: Quarterly Active clientes in 1926.Note 3: Active insurance contracts in 1926. Note 4: Quarterly Active clientes in 1026,

Investments

Trusted Relationship

Sticky Balances

.2 A bl

Active Clients*

72
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Executing our long-term plan

Higher
Principality Monetization
Deposits
Credit

Note: Definitions are in the Glossary section of this Prasentation. 73
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High transactional
engagement

Strong deposits
franchise

Differentiated deposit
value proposition

Qur crown jewel enables
key competitive advantages

Note: Definitions are in the Glossary section of this Prasentation. 74
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Principality Deposits

Credit Penetration Manetization

High transactional
engagement

Pix + Cards TPV3#

RS thousands, monthly

Engagement
drives meaningful
payment flows

4 Q26
2
Q18

1 3 5 7 8 1 1315 17 19 21 23
Quarters of relationship

Note: Definitions are in the Glossary section of this Presentation. Source: Banco Central do Brasil. Note 1: Market data from Banco Central do Brasil, excluding transactions outside of 581, Note 2: Non-(FRS Financial Measure, For
presantation. Note 3: Scale of PIX volume was reduced to fit on page. Note : Non-IFRS Finandial Messure. For a recondillation with most comparable [FRS measure, please refer to the glassary of this presentati

Owners' Day | 2026 Q lnter

..,9%

PIX
Market Share
(Transactions in 1Q26)'

230

PIX transactions per
second'

64%

Cost of Funding (As % of CDI)?
1Q26

ith most measure, giossary of this

[i:]




Consistent Growth
Strong deposits %
franchise E%ﬁ&gi ozt\?;kz
owseoonewes . gy I .
highly diversified & —
. 4Q22 4Q23 4024
fast-growing
Highly Diversified
60% 40%
Deposits by i o
client type :

The Execution
Depaosits Cradit Penetration

Owners' Day | 2026 Q lnter

4Q25 Q26

76




Differentiated deposit
value proposition

Wewinwitha unique
value proposition that
drives confidence

edit Penetration Manetization Owners' Day | 2026 Q lnter

Qur Trusted Brand

? 2nd
85 -

NPS! best Brazilian bank
Excellence level according toForbes?

Our Broad Product Offering

30*

investment products

Note: Definition: are in the Glossary section of this Presentation. Note 1: As of 1026. Note 2: According to Forbes World's Best Banks 2026 77




The Exedution

oy —_— s v o - omesosyiozs - Sl INEEIN
Lower Higher
Cost of Funding' Lending Power
As aresult, our
deposit franchise is
acrown jewel that
provides key
competitive
advantages

Better Stronger
Data for Underwriting Client Stickiness

Note: Definitions are in the Glossary section of this MNote 1: Non-IFRS Financi . Fora fon with most P to the glossary of thi 78




Principality Deposits Credit Penetration Manetizazion Owners' Day | 2026 g Inter

Executing our long-term plan

Higher
Principality Monetization
Deposits
Credit

Note: Definitions are in the Glossary section of this Prasentation. 79
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We are “mining” our existing client base
to unlock the embedded credit opportunity

"9MM’

Credit Clients

Note: Definition: are in the Glossary section of this Presentation. Note 1: Inter data a1 of 1026. Note 2: Active clients with credit produces as of 1926, 80
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Active Clients with Credit Products'

In millions

~to be continued

+28%

CAGR

..with much more

We have increased roomto go

credit penetration...

3Qz 1Q26 2029E

Note: Definitions arein the G tion of this ion. Note 1: Mon-IFRS Fi i . Fora iliation with most IFRS | pl the glossary of this ik 81
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Our primary focus to increase credit penetration:

]

Private Payroll Real Estate Credit
Loans Loans Cards

Note: Definitions are in the Glossary section of this Presentation 82




Private payroll
isalarge
opportunity

Deposits Credit Penetration Manetization

Consignado
Privado Inter.

Easy, fast and
ideal for you.

Private Payroll Portfolio

In R$ billions, active clients in thousands

Active
447 Clients
2.5
282 19 Portfolio
/ 1.3

1Q25 3Q25 4Q25 1Q26

Note: Definitions arein the Glossary section of this Presentation. Note 1: Data from the Centrai Bank of Brazil.

Owners' Day | 2026 Q Inter

2.5%

Market Share in Mar/26

570k

Active clientsin Mar/26

Private Payroll Market'

Mar/26:

RI028

2.5x

Mar/25: /

R$4]Bn

83
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.whichwe believe is highly achievable:

& Distribution Power

We have aclear We planto
right to win _
+2X market Shal'e " Lack of Product Conflict
by 2029.. E’.’i Track Record in Similar Products

“~. Lower Cost to Serve & Cost of Funding

Note: Definitions are in the Glossary section of this Presentation 84
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High
Cross-Sell

Why does
this matter?

INote: D the y sectionof
measuie, please refer 1o the glassary of this presentation.

Note 1 IERS Financlal Measure, For 8 recanciiiation with most. , plea: mlossary MNote 2 Non-IFR5 Finenclal Messure. for a reconcllistion with most comperable IFRS 85
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Cross-Sell 4.5

High @ Private Payroll 232
ARPAC*

Why does
this matter?

inter” 57

High @

ROE +3 0% marginal ROE#

the y section of Note 1: A5 of 1026, Note 2: Average number of proclucts used by clients with private payroll loan as of March/26. Note 3: Total average managerial ARPAC form clients with private peyroll loans as of March/26. Note 4: Gross ARPAC. Non-IFRS Finsncial 86
woth of this ion. Note d: | ROE loans 1326, x| 3
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Real Estate

Mortgages Home Equity

“/ 46%
12%

2x

Fa=*7 50%

25%
W eare Portfolio
Growth'?
grOWing CIUleIy 1Q26 Yoy Growth (%}
& gaining Shal‘e Market slinter Market slinter
13% Mar/26:
CAGRS —* R$] 33080 25%
CAGR® — " Marp2e:
Total R$32Bn
Addressable
Market"”
RS Billion

Sep/22:

Sep/22:

Rgogen

Note: Definitions are in the Glossary section of this Prasentation. Source 1: Inter data as of 1026 Source 2: Mortgage market data from BACEN and home equity data from ABECIP, both as of Mar/2026 Note 3: CAGR represents the compound annual growth rate within@ach segment. 87

R$153n
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Real Estate
.which we believe is highly achievable:
We have a clear We planto ?.’i Industry Shift To Market-based Funding
right to win
+2X market share
by 2029.. E_EE Automated Offers and Approvals

J

~. Our Lower CTS' & Cost of Funding'

Note: Definitions arein the Glossary section of this Prasentation. Note 1: Non-IFRS Financial Measure, Fora

fonwith most messure, ple: to the glossary of this presentation. 88
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High
Cross-Sell

Why does
this matter?

Note: i the

y section of Note | IFRS Financlal Measure, For & recanciilation with most , ples ol v Mote 2: Non-IFR3 Finenclal Meesure. For a reconclligtion with most comperable IFRS 89
measuie, please refer 1o the glassary of this presentation.
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Real Estate

sy A
High
Sy 85|

Cross-Sell
Inter 4.5

+ HomeEquin'f‘h 9 560
High & |
Why does ARPAC ° Mortgage” 6,002

thiS matter? InterOverall 57

High @
ROE® +25% marginal ROE?#

Note: Definitions are in the Glassary section of this Presantation. Note 1: As of 1026. Note 2: Only i ad 15, Note 5: garial ROE ) i el Business, = . Note 4:
products used by clients with Mortgage |oans as of Maich/26. Note 5: Average number of products used by clients with Home Equity loans as of March/26. Note 6 loars as of Marcly26. Note 7: Tatal ARPAC form clients r [=T4)
March/25 Note 8: Return on ity. Nom-[FRS Financi Fora iliation with most comparable IFRS measure, please refer to the glossary of this prasentation. Note 9: Non-IFRS Financial Measure. For a reconciliation with most E: tothe gl y of thi it

during 1G26. Indluding Brazil Mortgage,
ARPAC

Ing]
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/ Credit Card TPV Total Credit Card Portfolio

In RS billions In RS billions

%
23* ___, 16.4 29% 15.6
CAGR CAGR

] l

Cl‘edit Cards 3Q22 1Q26 3Q22 1Q26
A Powerful product
fOF Cl |ent DI‘mCIDa ||ty IC[Edit Cards NPL > 90 Days per Cohort'?

4325

4071

Months of Relationship

Note: Definitions are In the Glossary section of this Presentstion. Note 1: Cohorts defined as the first date when theclient hes his limit avallsble. NPL per cohort = NPL >890 days balance of the cohort divided by totel credit card portfolio of the seme cohort, Note 2: Mon-IFES Finenclal Meesure. For a reconclistion with a1
« IFRS measure, o s i
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Credit Before Payments
is Needed Become Unmanageable
2 S
Transactor
1
We are executing o
our reshaping
Credit Cards Portfolio Composition Credit Cards Rates?
Strategy = In% In % per month Expanding credit
16% G | card profit margins
..to make debt s
service manageable 80% i 9% +14
&increase P-P-
fi i b EBT' Margin
profitability " 1Q24v5. 1626
Rewvolving Installments
::altmm he Imete’sl tion of m.:nml Non-IFRS Financlal Ms-wre Thlsggvécdmmmsmﬂ before income by:red\lf;rr‘;.ﬂm“ net reusnue‘::sgzlmw'&hmﬁ ;Iéag:;sﬂal :red\l:ardwuﬁtu-dtossmmaml\’&u Revenues include

@xpenses, b Ovemend allocations. Note 2: Ban(clmers A asof Apil 23, 2026, Data from Bnn(c Central do Brasil.

92
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Executing our long-term plan

Higher
Principality Monetization
Deposits
Credit

Note: Definitions are in the Glossary section of this Prasentation. 93
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Client
Monetization

Rafaela Vitoria | Head IR
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How do we

monetize our clients?
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Diversified ARPAC composition

1Q26 Gross ARPAC' Composition R$ 5 7

In RS, monthly p Gross ARPAC

+17%

= YoY
Q.
L, Pesanine
R34 00
o B
o R$14 24%
o 0
oo DoDbrmet G,
RS9 16%
it ”
Mok sate s i d etz com gy Fee-Based Liquidity-Based Interest-Based Total
ioag A
isn G ARPAC' ARPAC! ARPAC'

Qm an g,

Fatura do tandn

Note: Definitions arein the G ry sesction of this MNote 1: Non-IFRS i Fora i IFRS | to i 96
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We have products to monetize clients across all life stages..

Gross ARPAC2 Contribution per Product
% of Total ARPAC, as of 1026

~2 MM active clients' ~9 MM active clients’' ~10 MM active clients' ~3 MM active clients'

Kids , Adult 4 Middle-aged

<=17 years-old < / 181030 301050 years-old . 51+ old
Trans. Dep. &DebitCard 8% [N Credit Card & Pix Credit ~ 47% [N CreditCard &Pix Credit 6% [N CreditCard &Pix Credit 3% [
Fixed- Income 6% | Private Payroll & FGTS Loans 21% [l Mortgages & HE 20% [N Mortgages & HE 2% B
Gift Card 4% | Trans. Dep. & Debit Card 1% Private Payroll & FGTS Loans'8% [ Public Payroll 7% 1l
Top-Ups 4% | Mortgages & HE % B Trans. Dep. & Debit Card ~ 10% W Trans. Dep. & Debit Card 2% [l
Credit Card & Pix Credit 2% | Inter Shop % | Public Payroll 4% Private Payroll & FGTS Loans 7% [
Inter shop | Duo Gourmet ) Inter Shop 2% | Overdraft O |
Others 2% | Others 0% B Others I | Others 0%

3 3.7 #31 4.6 84 4.7 98 4.5

Note: Definitlons are in the Glossery section of this Presentation. Note: Images generated by Arificial Intelligence, Note 1: Active individual Clients, business clients are not Included, Note 2: Moa-|FRS Financlal Measure, Fora wlthmost L 2 tothe glossary of this
presentation. Note 3: Non-IFRS i . Fora illation with most: IFR: ta of thi i

o7




The Exacution

Principality Deposits Credit Penetration Monetization

..and ARPAC expands as they mature

Gross ARPACZ per Age Cluster & Active Client Distribution', as of 1926
InR$

Owners' Day | 2026 Q lnter

1007 1017 1028 1038 Gross
International Trip ARPACZ
Global Account
80.6

Marriage

BT 7 =, Home Equity
uying a House =
yr-1§r[g-sge "@ 63.9
Otod 5t09 1010 14 151019 201024 25t029 30to34 351039 40 to44 4510 49 50to54 551058 60064
Note: Definitions are in the Glossary section of this Prasentation. Note 1: Active individual Clients. Note 2: Non-IFRS Financi: . Fora tion with most. IFR: , pl to the glossary of 98
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Incremental ARPAC per Vertical

In RS, manthly

174

Resultingin
incremental
ARPACbeyond
the vertical

slinter Investments Shopping Insurance Global

Note: Definitions are in the Glossary section af this Presentation. Note 1: Non-IFRS Financial Measure. Incremental ARPAC Average Revenue Per Active Client) per vertical reprasants th by clients of a gl tical i othy cals [incremental revenuel,
diided bymem:a\ number of active clients in that vertical, &s of 1Q26, This metric is intended to illustrate the cross-sell revenue contribution of each vertical's client base across Inter's broader ecosystem, and is delwed from inter's intemal manageml PAL, A such, it may nctDed-lectwcwnm!sblawslmllarw tived

measues reported by ather compankes,

29




The Execution

Deposit: CraciitPanetiation Monekiaion Owners: Day | 2026 glnter

Active Client Growth vs. ARPAC*

In R$, monthly

57 w147

Avg. Gross ARPAC 1Q26 Avg. Gross ARPACH 1Q263

Unlocking ARPAC growth
with credit penetration . 258 — 87

+121% +134%

3.7

QR 1026 3Q22 1926
Active Clients Clients with an Active Credit Product
Note: Definitlons are in the Glossary section of this Presentation, Note 1: Total Active clients in the perlod, Note 2- Includes any dlient from the Credit vertical, Credit Card, Transactionsl Depaosit, Exchange Deposit, and SME Globsl Depasit, Note 3: Total ARPAC ith it products as of 100
March/Z5. Note 4: Non-IFRS Financial Measure. For i with mast MEasUre, phe. to the glossary of this presentation.
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Gross ARPAC! per Cohort

In R$, monthly
120

100

Expanding ARPAC
Across All Cohorts

60

40 Q26
20
Qe
0
1 4 7 10 13 16 19 22 25 28 31

Quarters of relationship

Note: Definitions arein the G tion of this ion. Note 1: Non-IFRS Financi . Fora iliation with most. IFR: N tothe gl y of thi: i 101
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How this all connect to the Rule of 507

Higher
,/ PrIHCIpaIIty Monetization

Deposits

Credit

102
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o The Core Enablers

103




Our
Technology

& Al




Tech & Data
Evolutions

1

Strengthening
Our Tech

Foundation

2

Expanding Our
Data
Advantages

3

Scaling
Al Across Inter &
to our Clients

105
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_)Strengthening our tech foundation by platformizing our core systems

b & N
| A L' | e
g
‘-‘Eﬁ:j' >

On a platform concept, the .with this, the features are ...and thus, bulld competitive

foa rasaUices 1a feusahie extensible and several advantages that strengthen the
and standardized... products can be developed... ecosystem.

More efficient product launches
& geographic expansion

106
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| ’2) Expanding our data advantages by
increasing data points and inferences
7 business verticals

generating rich data

] 80 /D ]’400 Data Points

Gathered per Data point examples

Client on Average' ~1aM
. 18
Banking Money flows : ;
Daily PIX transactions?
i . o M
Creditworthiness 600
Monthly Predictions®
o + M
Global Travel behavior 6.5
Geolocation triggers?
+4.8M
Forum Social behavior :
Interactions®
Tech Day March
2024 2026
Note: [n [ Note 1: Client dara points excluding atesf Note 2: Data to the smount of Pix fransections successfully processed In Mar/2026. Note 3: Number of 107

the ction of rom
v
O SUPPOIT dexisiy g, cluring 2026, Nota 4: Tatal number of il sent in 20 Brazil and the: United States, not repiesenting distinct clients). Nota 5: From lanuary 01, 2026 tMay 8%, 2026.




The Core Enablers
Tech& Data CreditEngine Risk Managameant Pecple &Culture Owners' Day | 2026 ﬁ Inter

_2) Expanding our data advantages by
increasing data points and inferences

In Petabytes

AvailableData 447

Inter’s
DATA VAULT

Real time data
Quality

Governance

Better Underwriting Better Cross-Selling

INote: Definitians are in the Glossary section of this Prasentation, 108




a Scaling GenAl for allemployees

20*

LLM models inside
Inter's GenAl platform,
Such as:

@ OpenAl
Gemini
ANTHROP\C

Through

Em o
=0

Note: Definitions arein the Glossary section of this Prasentation. Note 1: Agents created and made available through the Inter GenAl tood, based on the Of

Empowering our employees to be more productive

Tech&Data

Pl - Anthopic Claude Sonnet 46 = +

°:

Enviat uma Mensagem

+ &

- Anthopic Clauda Sannot 4.6

The Core Enablers

CreditEngine

Risk Management

People &Culture

Here's a comprehansive table with the most recent avallable SDP (nominal, USD) and population dsta. Nete that figures are
approvimate and sourced from World Bank { IMF estimates (primarily 2023-2024)

[
'
z
H
1
5
B
T
5
3
"

n

COUNTRY

Adgraniatan

GOP (NOMINAL, USD)

#aga
2298
123098
[0
192
208
saz138
s2a78
nzmse
¥aze.z8

wrasm

software. Note 2:

[P

Owners Dy 2026 | Inter

*1,0008"

Processed
Tokens?

|
e

+4008n +6008n

Day-to-day usage Software engineers
across business usage through Cursor

Next...

Revolutionizing
Software Development
Life Cycle

the total volume of tokens processed by the Inter GenAl tool since its implementation. 103




Techa Data

9 Scaling GenAl for our clients

o Seven

Inter's multi-agent
Altool for clients

6 different agent types
trained to deliver the
best client experience

(& more to come...)

Note: Definitions are in the Glossary section of this Presentation

The Core Enablers

CreditEngine

Risk Management

People &Culture

f 9:41

=]
=

/

MI’}\
® e

Owners Day | 2026 g Inter

Saldo

RS 1.234,00 >

Cheque especial disponivel: R 1.234,00

& Pix Pagar Cartdes

o ! &
Loop Duo Gourmet Gift Cards
Fatura do cartéo =
RS 300,00

Vencimento Parcelamento
05101 Ath 17

Meu Parquinho Pontos Loop

8.263

Enabling a better
client experience

Leveraging our
Data Vault Power

no
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a Scaling Al to unlock value
~across the board

+ Revenue + Principality

550 .

Already in production' A

350

Under development? i Eff|C|enCy + PrOfIta bl“ty

*300

Potential use cases to be developed?

Note: Definitions are in the Glossary section of Note 1 : Includ Al agents and projects that use traditlonsl Al at some stage of the process. Note 2: Indudes generative Al agents and projects that use traditional Al at some stage of the process and are In the development and testing phase. m
INote 3: Theseare Al projects in the ideation of planning phase collected thiough intendews with executives,




Our Credit
Engine
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° Elevating Our
Collections Strategy

Creditengine asa

° Improving Our
Underwriting Engine

core enabler of the

Rule of 50

o Centralizing Qur
Credit Governance

n3
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o Elevating Our

Creditengineasa Collections Strategy

o Improving Our
Underwriting Engine

core enabler of the

Rule of 50

o Centralizing Qur
Credit Governance

114
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Tacha Data CreditEngine Risk Managameant Pecple &Culture

@ Centralizing governance
Creating faster decision-making & more consistent execution at scale

Mortgage Personal Credit Card N Decentralized pricing
A
Credit Treasury Risks
2 4
o Underwrites & Manages Sets Pricing Monitors Portfolio Health
< Collections Guidelines & Risk Limits
N \

15

Note: Definitions are in the Glossary section of this Presentation,
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o Elevating Our

Creditengineasa Collections Strategy

° Improving Our
Underwriting Engine

core enabler of the

Rule of 50

° Centralizing Our
Credit Governance

16




The Core Enablers
ach& Data CreditEngine g

owesosyi20 S [I1EEr

© Underwriting engine
Improving the quality & quantity of data that our models ingest

Turning Fragmented Credit Signals...

) ) ) ™) From:

[ ] [ J
= = 2 ®m == nter's 7 verticals
= . e ] [ ]

[E= [ N | . N N N N
+

m : - : a|m : : : = : : 40 million average daily transactions!
R N B R N B | | =

[ N R R R R R R B | +
EES EBE BEEES ]3 external data sources'

Note: Definitions are in the Glossary section of this Prasentation. Note 1: As of March 2026. 17
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© Underwriting engine
Improving the quality & quantity of data that our models ingest

..Into A Unified Client View via
the Data Vault

> 360° Credit Signals

Bureau + Behavioral + Transactional Data

One unified client view combining outsourced data with our
proprietary behavioral and relationship signals

Unstructured Data

Documents + Interactions + Other Alternative Sources
We convert “messy” data into usable insights that deepen our understanding
of the client, beyond traditional variables

W

SSEEEEEES
SsEEEEEEn
AN
SEEEREN
SEEEREREEER
ans
SESEEEEEEN

m

» Real-Time Data

Client Activities + Geolocation + Preferences
We observe client behavior and context to act quickly and make better
decisions, even before a risk event occurs

INote: Definitions are in the Glossary seciion of ihis Presentation, ne




The Core Enablers
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@ Underwriting engine
Improving the effectiveness of our underlying models

Fueling our
continuously self-governed feedback models

Client Behavior & : Continuous Monitoring

New Information J to Re-Assess Risks

Note: Definitions are in the Glossary section of this Presentation

}

Owners' Day | 2026 Q lnter

ne




The Core Enablers
Techs Data CreditEnging Risk Management People &Culture Owners' Day | 2026 g lnter

@ Underwriting engine
Forexample, our pricing models are becoming more tailored for each client

Risk-adjusted Pricing Format Current Pricing: Hyper-personalized

2023-2025 2026 - onwards
Types of
Model inputs
7 types of 7 types of Resultingin 1 Contract variables ?
Term Client
S {months) Rate S _l ;l) ;:I_g l,. L -’3; I:
- L | I I | l | I
245% Income profile Powered
Gold 24 2.35% ase | I I I I | I
¥ [MTITTIITITIIMTTITIMTITTITTITTITITTIITTITT
+ L N N NN
(I E R RN ] sesee Sesee IR R RN ] (R R RN ] (AR RN ] (AR RN ] byAl
Behavior variables e e et Wt ot it W
12 2,33%
Engagement
Silver 24 1
251% Prior operations Personalized pricing for each client
App Logins

~100 Hundreds of thousands

combinations of combinations

INote: Definitians are in the Glossary section of this Presentation, 120




The Core Enablers
Tech&Data CreditEngine Risk Management People &Culture Owners Day | 2026 _g Inter

© Underwriting engine
Hyper-personalized pricing is already enhancing our credit profitability

Hyper-personalized Pricing
Net income is higher for rollout by product

hyper-personalized clients
Private Payroll & FGTS' ° @ Private payroll

: ® FGTS
Gogd result§ sofar: ~10% " &
Netincome increases | S
in products with e ©

® Time deposits &

hyper-personalized oS .
pricingin place ® Mortgages&

Home Equity
P Pixcredit&
Credit Cards

Control group

Hyper-personalized ® Collection
Pricing
products

Nate: Definitions are in the G tion of this ion. Mote I As of March/2026. 121
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i . Elevating Our
Credlt eng|ne aS a o Coliectic?ns Strategy
Improving Our
core enabler of the Underwiting Engine

Rule of 50 e
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@© Collections strategy
Using Al-powered tools to enhance the collection process

..® Faster Recovery

Behavioral data driving dedisions

Al -
Powered & EY ooy Right message, channel, time
Collections

@ Not Just Notifies Real-time Al agent with NBO/NBA logic

INote: Definitians are in the Glossary section of this Presentation, 123
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@© Collections strategy
Better collections & recoveries is already a reality

Digital Collection’
In%

~90%

~20p.p.

Better UX for the Client
With no human interaction

Lower delinquency rates
Lower cost for Inter

2022 2026

INote: Definitions are in the Glossary section of this Presentation. Note 1: Total recovered throwgh digital channels over total recovered.

Owners Day | 2026 g Inter
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...and this is resulting

Creditengine asa superior outcomes

core enabler of the

Rule of 50

Portfolio Scaling with Controlled Risk

Improving Risk-Adjusted NIM's

Note: Definitions arein y section of this Note 1: Mon-IFRS Financi Fora with most P to the glossary of 125
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Superior Outcomes
Portfolio scaling with controlled risk

Gross Loan Portfolio? Risk Adjusted NIM!

In RS billion In%

———— 498

~2.4x

; Q26
Cost of Risk?
4.4% 5.6%
3Q22 1Q26
21.0
NPL> 90 Days?
3.9%
0, 3Q22
40%  2.1% ¢
1Q22 1Q26
Q22 1Q26
Note: [ he y section of Note 1: NIM Excluding Credit Card Transactor Portfolio. Non-IFRS Financial Measure. For a reconciliation with most comparable IFRS measure, please iefer this : FRS Financial Messure. For a reconcllistion withmest 175
comparable IFRS measure, please refer to the glossary of this presentation.




Our Risk
Management

Marlos Araujo | CRO
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Risk management is designed
to support our sustainable
growth with a healthy risk
position

Assets

128




Assets

Highly secured portfolio,

providing long-term
sustainable growth

The Core Enablers

Tachs Data CreditEngine Risk Management People & Culture

Loan Portfolio' Breakdown

In RS billion
40.2
374
356
34%
35%
35%

4Q24 Q25 2Q25

INote: Definitions are In the Glassary section of
Note 3: Loans and 1o clients

Note 1: Non-IFRS

. Fora

Owners' Day | 2026 Q lnter

i3 49.8

438

33% Unsecured?

33%
34%

3
67% Secured

3Q25 4Q35 1Q26

to the glossary of this presentation. Note 2: Non-collateralized: credit card loans + personal loans that aren't payroll linked or has any guarantees.

129
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Unsecured' Portfolio provision & Stage 3 balance 131%
In RS million
M Provision 2598 2,765

M Stage 3 Balance 2110

1,925

1.455 1,627
975 1073 -
Resilient credit risk 4222 423 sa24 pros T

management, with  unsecured stages transfer in 12-month period
. . . In%
robust provisioning
levels 54K o=
\ 7.9% 8.2% Stage land 2
1.5% /———————- Provision (%)

7.6% v
/ 7.4% 7.2%

Transfer from
6.4%
' 6.5% Stage land 2to
Stage 3 (%)
4Qn 405 4024 4Q25 1Q26

Note: Definitions arein the Glossary se<tion of this Note1: et care lowns + thataren't payicll inked of Nas any guarantees, 130
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Tachs Data CreditEnging Risk Management People & Cultu

Risk management is designed
to support our sustainable
growth with a healthy risk

position

Liabilities

131
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Cost of Funding® (% CDI')?
Funding Concentration® %
In % of total funding

o -34p-p.
741 Total Funding 98%
-13p-p-
78%
A highly dispersed 64%
funding base..
Total funding?®
concentrated
9.4% !
5.2% 7.3% 8.5% inInter'stop
mil BN BE JN e
Top 10 Top 30 Top50 Top100 Median of Medan of slinter
Fintechs Incumbents
Note: i the y section of Note 1: Aversge CDI rate during the quarter, Note 2: Peers and Inter figures In IFRS, Peers cost of funding calculeted using their financial statements as of 4 quarter of d public Intes asof 1G26 Note 17
3: Non-IFRS Financial Measure, Far with most MEasUIE, plea: Ter 1o the ghossary of this presentation.
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Liquidity Coverage Ratio (LCR)?

In%

+21P-P-
200% 202%
) ) L 181%
.. built a strong liquidity 2X
position, consistently .
above marketbenchmark B e M
and regulatory minimum
2025 1Q26 Top 5 Banks'

133

Note: Definiti iin the G y section of this Note 1 using of the top 5 Brazilian banks by asset size excluding developmeant banks. Mote 2: Non-IFRS Financial Measure. For an with most sure, pleasa refer glassary of thi
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Risk management is designed 2olelliel
to support our sustainable
growth with a healthy risk
position

Assets

134
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Uabllities Total Assets CAGR# Total Deposits CAGR™*
In%

In%

slinter 28% slinter 38%

Asaresult, we are
Creating alpha

Fintechs3 Fintech; 21%
— o 125% * Market 19% 156% : 3
Growth Growth
since 3Q22 since 3Q22

e

te: O y section of Source: Banco Central do Brasil - Top 200 Financial Institutions In Sepy22 excluding development banks. Note 1: 5022 vs. 4035 €, in each segment, Note 2: Top 200 finencial Insthutions by Banco Central |35
do Brasil ranking. Note 3: In accordance with Banco Central do Brasil Note 4: Peel IF.data trom 3G22 until 4G25. Inter financial and other public documents as of 3022 and 4325,
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Owners Dy 2026 | |nter

Tachs Data CreditEnging Risk Management People &Culture
Balance Sheet Composition># ~with flexibility and dynamic
In% repricing capabilities
i 8 8%
Net Exposure? by Rate
In%
Earning o
Assets’
Real interest rate
(IPCA, IGMP, TR, USD)
Structurally stronger -
o 4Q25 1Q26 Top 5 Banks
balance sheet position..

N 6% 1% ]

Interest-

Bearing

Liahilities®
4Q25 1026 Top 5 Banks * 1026 parurity *12M
Note: Definitions are in the Gl y section of this Note 1: Eamni ‘the sum of all balance sheet assets that revenve. Note 2: Tabil i the sum of all balance sheet liabilities that bear interest. Note 3: Peers and inter figures in (FRS. Benchmark using the
median of thetop 5 llian bank i Iudi | banks, & of latest public libale data, 4Q25. Inter* itl of 126, Note 4: the net posl o as total edoagl rate index minus d to the same index, reflecting Inter's nat

assel
balance sheet sensitivity to each respective benchmark rate.

56
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Risk management is designed
to support our sustainable

growth with a healthy risk
apita

position

137
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Assets + Equity?

L 11.0x
Equity/ +57%— 9 6X

Capital

Putting the capital to work,
but we still have room to
keep growing fast

slinter slinter Market!
6 €=

Note: Definitions are in the Glassary section of this Presantation. Source: Banco Cantral do Erasil Note 1: Top 200 Financial Institutions in Sep/22 excluding development banks. Note 2: Pears' figures based on latest availsble data from IF.data as of 4G25. Inter figures based on IFRS data from financial statements and 138
other public docurnants as of 3022 and 1026,
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Pro-Forma Capital Ratio’

n%
Equiny/
i +3.3 p.p.
+4.6 p.p.
Potential
Subordinated
o y Debt?
We have sufficient capital +1.9 pp.
Capital at
12.1% )
to double our gross loan _ Holding?
. =y Tle_rz
portfolio of ~RS 50 bn Capite
1.5%
Core Capital
Tier 1 Capital Tier 2Capital Capital at Holding  Subordinated Debt  Pro-Forma Capital ¥
Note: e Gl ry section of this Note l; Asm‘Marmsl 12026, Note 2: G Idl e i | 5.4, level, Note 3: sunommaredDeb&mmmemmlarumu\un\mrrommelmof ible as Tier 1 or 2 reql 'y capital,
Note 4: + IRRBE: 8l 8tio, ing Basel Il apital buffers, and an Rate Risk n-1FRS Financial Messure, Plo Forma Caj 139

pital
that combines b 54 Tier | end Tier 2 capital with additional capital sourcss.suchasaplullﬁld utthahobdlrlu company level [Inter&Co, Inc and it Ihe \5u|noeu et aligible & I'Ier! o Tler 2 instruments,
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RWA? ROE' & Capital Accumulation Rate!
In RS billions In%
220/ i . Capital
o 16.7% /2% Accumulation Rate!
E(;]ui_[y;;‘ Average Annual — End of Period
pita Growth Rate
45.7 — s

15.5% EndofPeriod*

15.1%

Approaching self-funding
with capital neutrality
asweincrease ROE4

25¢]

2.5%

1.8%
Dec/22 Deq25 2022 2023 2024 2025 1Q26
Note: i he y section. Note 1: Non-IFRS Financial Measure. Fora with most ¢ (3 o this Note 2: Risk-welghted asset from Banca Inter 5., Note 3: Data from the last quarter of the period. Note d:#etum |40}
on Average Equity, Non-IFRS Financial Measure. For with most MEFSUIE, phed: 1) ghossary of thi
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How does risk management enhances our vision?

Market & Liquidity Risks

Changing

New Growth
economic environment Safe

Growth Opportunities

Credit Risk & Capital Management

slinter Consistent Rule of

: 50
Challenging . Return
competitive landscape Risk Management
Operational Risks Flawless Principality +

Deposits + Credit

Execution

Global regulatory
framework

INote: Diefinitions are in the Glossary section of this Presentation. 141




Our People &
Culture

Thais Lemos | CHRO
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We keep evolving our
organizational structure
to deepen alignment and
accelerate execution

Q2L 3

Alexandre Riccio Cassio Segura Santiago Stel Marco Araijo Marlos Araijo Guilherme Ximenes
Brazil CEO U.S. Country Manager CFO aco RO o
2 EoE- Z Morgan Staniey nu T GOL
; BancopoBrasiL bradesm
° YellowFi ® Qv mi
: AR onte w
o WBARCLAYS o Santander :
o« accenture

Notte: Definitions arein the Glossary section of this Presentation,

. ¥ Joao Vitor Menin

owmeoayizoze 3 [tEr

Created positions

@

Rodrigo Gouveia Thais Lemos

CHRO
SONDA
Infosys
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The Core Enablers

CreditEnging

owmeoayizoze 3 [tEr

RiskManagement People & Culture

We keep evolving our
organizational structure
to deepen alignment and

accelerate execution
Alexandre Riccio Cassio Segura Santiago Stel
§ Brazil CEQ U.S. Country Manager CFO
z
= BCG 22 Morgan Stanley
é BANCODO BRASIL
: GERDAL YellowFi
o AMERISTEEL
o WBARCLAYS

Notte: Definitions arein the Glossary section of this Presentation,

@

Marco Araljo
aco

nu
P Hsec

«» Santander

Global CEO

Jodo Vitor Menin
Global CEO

Structure aligned
with our ambition

@ @ ® &

Marlos Arailjo Guilherme Ximenes  Rodrigo Gouveia Thais Lemos
CRO ao CNBO CHRO
(0 CGOL facebook SONDA.
bradesco
s Infosys
>
accenture
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Over 15 new
officers since 2022

We brought strategic talent
to build a world-class

Marcela Zonis
Global Expansion Director
endeavor

Mavro Franga Rangel
Credit And Collection Director

{#) safra

Cassio Segura
International Business Executive Director

B YellowFi @i

André Caram
Institutional Investment Director & Win

suamédca (£ Safra D R

2022 %2023

Notte: Definitions arein the Glossary section of this Presentation,

Tech& Data

The Core Enablers

CreditEngine Risk Managemant People & Culture

Andrea Nocciolini
Branding Director

ffegd Whjriool

Marcelo Dantas
Finance Executive Director

® & safra

Rui Leandro Junior
Tax Director
kpma NU

Monica Sacarelli
Investments Director

rico G crio

Helcio Tegeda
Commerce & Loyalty Director

® detz

Pierre Magalhaes
Internal Audit Director

Deloitte. WIMRY [0

Yasmin Rozwadowski
Securities Chief Operations Officer
&2 CITADEL - Morgan Stanley

2024

Owners' Day | 2026

Fernando Bacchin
Transactional Products Director

@ cifibank P PayPal
Marcello Marcomini
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The Core Enablers
Techs Data CreditEngine RiskManagement People & Culture Owners” Day | 2026 .g Inter

OUF competitive adva ntage Our leadership combines top-tier external
to bU"d a WOI‘|C|-C|EISS team experience with homegrown leaders at Inter.

-50%

Of our leaders have
top-tier experience
from the market

—-50%

Of our leaders are
homegrown at Inter,
with years of hands-on
experience
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Notte: Definitions arein the Glossary section of this Presentation,




Tach&Data

Our competitive advantage
to build a world-class team

-50%

Of our leaders have
top-tier experience
from the market

Note: Definitions arein the Glossary section of this Presentation
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The Core Enablers

CreditEngine

éo =gie =Eo =Qo
=pije =BE)e =)o =B
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People & Culture
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Our leadership combines top-tier external
experience with homegrown leaders at Inter.
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-50%

Of our leaders are
homegrown at Inter, with
years of hands-on
experience
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The Core Enablers
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Re-skiling is the key investment in our People Strategy

Active clients per employee! Net revenue per employee'
in thousand in RS thousand
wx 6 29% — 1,961

893

2022 2025 2022 2025

Increasing
Re-skiling with Al to improve efficiency

Notte: Derfinitions arein the Glossary se<tion of this ion. Note 1: Non-| Measure. Fora with most IF P tothe gl

Owners' Day | 2026 g lnter

Priorities fora
future-ready workforce:

Attract and hire talent
with future skills

Build our team’s capabilities
tolead in the Al era

Enable our people to
work smarter to create more value

8% eo
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Client Centricity

To create aworld
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.~ betweenpeople |
\ generate more value |

Winning Mentality m Driven by Innovation
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How do we ensure our

people achieve the plan?
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DAC:
Inter's core

Our purpose
management +Rule of 50
framework DIRECTION

VIRTUOUS CYCLE

Strong culture
as an accelerator COMMITMENT ALIGNMENT

A top-tier team with
the right incentives

INote: Definitions are in the Glossary section of this Presentation. 153
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o Closing Remarks + Q&A
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. Future . Execution . Powerful
7 Vision Capability Team

Innovative 60/30/30: To Execute
Key DNA On Track! The Plan
Takeaways
. Value Creation Clear . Improving Unit
a Flywheel “Battle Plan” Economics
35A & Data Vault Increasing Deposits Driving Higher
& Seven Credit & Principality ARPAC' & Margins

" Compounding Consistent Balance: Revenue Growth + ROE' =

Nalue Rule of 50

Note: D i tionof this Note 1: Ret age Equity. Non-IFRS LFora iliation with most comparable IFRS tothe gl of 155
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Non-IFRS measures and KPIs

Activation Rate

Number of active clients at the end of a given period

Total number of clients at the end of a given period

Active clients

We define an active client as a client at any given date that was the source of any amount of revenue for us in the
preceding three months, or/and a client that used products that do not generate revenues in the preceding three
months {e.g.: pix, wire transfers, etc). For Inter Insurance, we calculate the number of active dients for cur Insurance
brokerage operations as the number of beneficiaries of insurance policies effective as of a particular date. For Inter
Invest, we calculate the number of active clients as the number of individual accounts that have invested on our
platform over the applicable period.

Active clients per employee

Active clients at the end of a given period
Number of employees of the end of the period

Annualized interest rates

Yearly rate calculated by multiplying the quarterly interest by four, over the average portfolio of the last
twa quarters. All-in loans rate considers Real Estate, Personnal +FGTS, SMEs, Credit Card, excluding non-
interest earnings credit card receivables, and Anticipation of Credit Card Receivables.

ARPAC per quarterly cohort

Total Gross revenue net of interest expenses of a given cohort divided by the average number of active:
clients in the current and previous periods’, Cohort is defined as the period in which the client started his
relationship with Inter,

1 - Avesage number of active clients in the current and previous perieds: For the first period, s used the total number of active clients in the end of the
period,

slinter
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Basel ratio
Referential equity
Risk weighted assets
Capital Accumulation Ratio
(Net Income from the period - Dividends from the period) x 4
(Average Equity from the period and previous period -
Average prudential adjustments from period and the the previous period)

Card+PIX TPV

PIX, debit and credit cards and withdrawal transacted volumes of a given period. PIX is a Central Bank of
Brazil solution to bring instant payments among banks and financial institutions in Brazil.

Cost of funding

‘We define Cost of Funding as interest expenses divided by average Funding, which is calculated as
Funding as of the end of the applicable year plus Funding as of the end of the prior year, divided by two.

Interest expenses x 4
Average of last 2 periods Funding
(Deposits from customers + Securities issued + Securities sold under agreements to repurchase +
Interbank deposits + Borrowing and onlending)

Cost of risk

‘We calculate Cost of Risk as impairment losses on financial assets divided by the average Credit-Sensitive
Portfolio for the current and prior year end

Impairment losses on financial assets x 4
Average of Jast 2 periods Credit — Sensitive Portfolio
(Other securities + Gross Loan Portfolio)




Non-IFRS measures and KPIs

Cost-to-serve (CTS)

(Personnel Expense + Administrative Expenses + Depreciation and Amortization) + 3

Average of the last 2 periods Active Clients

Coverage ratio

Provision for expected credit loss + Pravision for expected credit losses on loan commitments
Overdue higher than 90 days

Cross-selling Index (CS1)

¥ Number of used products
(Active Clients in the Begining of the quarter + Active Clients in the end of the quarter) = 2

Credit-Sensitive Portfolio

Other Securities + Gross Loan Portfolio

Earning portfolio (IEP)

Cash and cash equivalents + Amounts due from financial institutions, net of provision for expected credit losses
+ Deposits at Central Bank of Brazil + Securities, net of provision for expected credit losess
+ Derivative financial assets + Loans and advances to customers, net of provisions for expected credit losses
+ Interbank onlending

Efficiency ratio

Efficiency Ratio is our SG&A divided by the revenues less the following tax expenses: PIS/COFINS, I5SQN, and
other taxes, as presented in Note 31 of our Audited Financial Statements. Revenues are presented gross of
PIS/COFINS, ISSQN and other taxes in the statements of income.

Personnel expense + Administrative expenses 4 Depreciation and amortization
Net Interest Income + Net result from services and comissions + Other revenue —
Tax expenses + Taxes on interest on own capital

Fee income ratio

Owners’ Day | 2026 -ﬁﬂ Inter

Net result from services and commissions + Other revenue

Net Interest Income + Net result from services and comissions + Other revenue — Tax expense

Fee-Based ARPAC

(Revenues from services

and commissions 4 Other Revenues + Cashback Expenses + Inter Loop) + 3

Funding

Average of the last 2 periods Active Clients

Deposits from customers + Securities issued + Securities sold under agreements to repurchase

+ Interbank deposits

Gross ARPAC

(Interest income +

+ Borrowing and onlending

(Revenue from services and comissions — Cashback - Inter rewards)

+ Income from securities and derivarives + Other revenue) + 3

Gross loan portfolio

Average of the last 2 periods Active Clients

Loans and Advance to Customers + Loans to financial institutions

Gross loans per active client

Interest-Based ARPAC

Gross Loans Portfolio
Number of active clients at the end of a given period

(Interest Income) + 3

Average of the last 2 periods Active Clients




Non-IFRS measures and KPIs

Liquidity-Based ARPAC

(Income from securities, derivatives and foreign exchange) + 3
Average of the last 2 periods Active Clients

Liquidity Coverage Ratio

HQLA (High Quality Liguid Assets)
Net Cash Qutflows

Marginal ROE

Return on equity generatad by the portfolia's current erigination activity, reflecting the profitability af newly
originated loans rather than the blended performance of the existing book.

Net fee income

Net result from services and o i + Other R +F foreign

Net interest income

Interest Income + Interest Expenses + Income from securities + Income from derivatives

Net revenve

Net interest income + Net fee income

Net revenue per employee

Net Revenue of a given period
Average of last 2 periods Employees
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NIM Excluding Credit Card Transactor Portfolio

Net interest income and income from securities, derivatives and foreign Exchange x 4
Average of last 2 periods Earning Portfolio exluiding Credit Card Transactor Portfolio
(Cash and cash equivalents + Amounts due from financial institutions, net of provision for expected credit losses +
Deposits at Central Bank of Brazil + Securities, net of provision for expected credit losess +
Derivative financial assets + Loans and advances to customers, net of provisions for expected credit losses +
Interbank onlending — Credit Card Transactor Portfolio)

NPL15to 90 days
Overdue 15 to 90 days
Loans and Advance to Custumers
NPL> 90 days
Overdue higher than 90 days
Loans and Advance to Custumers
NPLformation

Overdue balance higher than 90 days in the current quarter - Overdue balance higher than 90 days in the
previous quarter + Write — off change in the current quarter
Total loans and advance to customers in the previous quarter

Other Securities

‘We define Other Securities as the sum of the following securities: Debentures, Certificates of real estate
receivables, Investment fund shares, Certificates of agricultural receivables, Fixed-term deposit with special
guarantee, Commercial promissory notes, Rural product bill, Bank depaosit certificates, Agribusiness credit bills
(LCA), Real estate credit bills (LCI), Financial bills (LF), and Development bills of credit, each of them classified
according to the respective measurement category.




Non-IFRS measures and KPIs

Primary Banking Relationship

The: primacy score analyzes 17 features and holistically measures customers' relationship with Inter against
their relationship with other financial institutions', such that we consider *Primary” customers those who
have Inter as one of their most engaged finandial institutions.

Return on Average Equity (ROE)

(Profit (loss) for the quarter)x 4
Average of last 2 quarters of total shareholder’s equity

Risk-Adjusted NIM Excluding Credit Card Transactor Portfolio

Net interest income and income from securities, derivatives and foreign exchange
—Impairment losses on financial assets ) B
Average of last 2 periods Earning Portfolio exluiding Credit Card Transactor Portfolio
(Cash and cash equivalents + Amounts due from financial institutions, net of provision for expected credit losses +
Deposits at Central Bank of Brazil + Securities, net of provision for expected credit losess +
Derivative financial assets + Loans and advances to customers, net of provisions for expected credit lnsses +
Interbank onlending = Credit Card Transactor Portfolio)

SGEA

Administrative Expenses + Personnel Expenses + Depreciation and Amortization

Stage 3 formation

Stage 3 balance in the current quarter - Stage 3 balance in the previous quarter
+Write — off change in the current quarter
Total loans and advance to customers in the previous quarter
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Total gross revenue

‘We define Total Gross Revenue as the sum of interest income, net revenues from services and commissions,
cashback expenses, Inter Loop, other revenues, income from securities, derivatives and foreign exchange.

Interest income + Net revenues from services and commisions + Cashback expenses + Inter Loop
+ Other revenues + Income from securities, derivatives and foreign exchange
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