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Disclaimer

The information is in summary form and does not purport to be complete. It is not intended to be relied upon as advice to potential investors in any potential future offering of

securities and does not form the basis for an informed investment decision. Information contained in this material has not been independently verified and will not be updated.

Certain information has been obtained from public sources. The Company has not verified the accuracy of, and make no representations or warranties in relation to, statistical

data or predictions contained in this presentation that were taken or derived from third party sources or industry publications and such statistical data and predictions are used

in this presentation for information purposes only. This presentation is strictly confidential and may not be disclosed to any other person.

The information in this presentation is preliminary in nature and subject to change. No representation or warranty, express or implied, is made concerning, and no reliance

should be placed on, the accuracy, fairness or completeness of the information presented herein. All information in this presentation is subject to verification, correction,

completion and change without notice. In giving this presentation, none of the Company, any of its affiliates, directors, officers, agents or employees undertake any obligation

to provide the recipient with access to any additional information or to update this presentation or any information or to correct any inaccuracies in any such information. This

report does not contain all the material information about the Company.

This presentation may contain statements that are forward-looking. Such forward-looking statements are only predictions and are not guarantees of future performance.

Investors are cautioned that any such forward-looking statements are and will be, as the case may be, subject to many risks, uncertainties and factors relating to the operations

and business environments of the Company and its subsidiaries that may cause the actual results of the Company to be materially different from any future results expressed or

implied in such forward-looking statements. None of the Company, any of its affiliates, directors, officers, agents or employees shall be liable to any third party (including

investors) for any investment or business decision made or action taken in reliance on the information and statements contained in this presentation or for any consequential,

special or similar damages.
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Our

Mission

Our mission is to revolutionize the ecosystem 

for private K-12 schools, unifying high-

quality education and administration through 

neuroscience and technology at scale and lead 

the digital transformation in schools.

“

“

3



4

Online 
Enrollment

Core 
Content Academic

STEAM
Digital 

Learning

Socio-
emotional

Languages
Continuous 

Teacher 
Training

E-commerce

Scholarship 
Marketplace

Digital 
Marketing/

CRM

Financial
ERP

Academic
ERP

1 9 1 4 1 9 6 5 1 9 8 31 9 5 0 1 9 8 7 2 0 1 32 0 1 21 9 8 6 1 9 9 1 2 0 0 41 9 7 3 2 0 1 81 9 9 5 2 0 1 0

Brazilian K-12 

educational platforms leader 

since 2012

The largest Education

group in Brazil

#
Somos brand, year 

of foundation

P A R T N E R  O F  C H O I C E  F O R  

I N T E G R A T E D  K - 1 2  

P R O D U C T S  A N D  S E R V I C E S

Vasta is the Combination of the Most Traditional

Education Brands Present in Brazil Since 1913

#
Cogna brand, year 

of foundation

2 0 1 6
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We Built The Most Complete and Integrated Platform of

K-12 Products and Services

C O R E  E D U C A T I O N
Multi-brand, powered by technology platform 

delivering high quality content according to each 

student’s profile

C O M P L E M E N T A R Y  S O L U T I O N S
Diversified solutions used both as core curricula 

and after-school content, transforming the school 

into the hub for all students’ education needs

D I G I T A L  S E R V I C E S
Platform offering unified day-to-day 

administration through a full stack of digital 

tools and features

C O N T E N T  &  

E D T E C H  

P L A T F O R M
( B 2 B 2 C )

D I G I T A L  

S E R V I C E S  

P L A T F O R M
( B 2 B )

Solutions 

currently offered 

by Vasta

Significant

opportunities to widen

our Digital Services offerings 

through in-house development, 

partnerships and

disciplined M&A

E-commerce

Online 
Enrollment

Scholarship 
Marketplace

Digital 
Marketing/

CRM

Financial
ERP

Academic
ERP

Core 
Content Academic

STEAM
Digital 

Learning

Socio-
emotional

Languages
Continuous 

Teacher 
Training
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In R$ billion

6.0

Core Content
(Direct Sales + 

Subscription)

11.7%

6.4

Complementary 

Solutions

0.4%

12.9

Digital Services

0.5%
V A S T A ’ S

M A R K E T

S H A R E ( 1 )

Total TAM

25.3

C O N T E N T  &  

E D T E C H

D I G I T A L  

S E R V I C E S

Source: Oliver Wyman
1 In terms of Vasta’s 2018 gross revenues.

2018 2018 2018 2018 2030

D I G I T A L  

S E R V I C E S

C O N T E N T  

&  E D T E C H

Total TAM

54.0

…

Significant TAM, With Potential to More 

than Double in the Next 10 Years
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OUR BUSINESS MODEL CONSISTS OF 
A PLATFORM AS A SERVICE (PaaS)

SUBSCRIPTION 

MODEL

RECURRENT

REVENUE

HIGHLY 

SCALABLE

ASSET-

LIGHT

HIGH 

GROWTH

TECHNOLOGY 

BASED 
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THE 
TECHNOLOGICAL 

PLATFORM IS
INTEGRATED

THE CHOICE OF 
METHODOLOGY IS 

UP TO THE SCHOOL

POSSIBILITY OF A 
HYBRID OFFER:

SYSTEM + BOOKS

A CHOICE OF THE SCHOOL!
LEARNING SYSTEM OR TEXTBOOK?

LEARNING 
SYSTEM

TEXTBOOK
SUBSCRIPTION
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Unique Ability: Powerful Lead Generator, Translating Into 

High Growth, High LTV / CAC and Strong Up -sell & Cross-

sell Opportunities

B U N D L E
(Continuous Assessments)

Digital 

Learning

Teacher 

Training

Core

Content

C o r e  E d u c a t i o n

T E X T B O O K S ( 1 )

Differentiated lead generator

towards subscription

C o m p l e m e n t a r y  S o l u t i o n s D i g i t a l  S e r v i c e s

Languages

Socio-emotional

STEAM

Academic

E-commerce

ERP

Digital Marketing / CRM

(...)

Schools with no

commercial relationship

~3.0 mm
students

45%55%

L e a r n i n g  

S y s t e m s T e x t b o o k s

U P - S E L L  &  C R O S S - S E L L  A C R O S S  T H E  E N T I R E  P L A T F O R M

Opportunities for increasing our student base in 7.4 million new student enrollments(2), or 6.3 times the current student enrollments(2) level

1 Direct Sales. 2 Each student enrollment represents one student enrolled in  one single solution, bearing in mind that one student can be enrolled in more than one solution.

~1.8mm
students

L e a d  G e n e r a t o r

Subscription Model
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L A R G E S T  S A L E S F O R C E  A N D

C L I E N T - D E D I C A T E D  T E A M  I N  B R A Z I L …

…  F O L L O W I N G  A N  O R G A N I Z E D  S A L E S  P R O C E S S  B A S E D  

O N  W H A T  S C H O O L S  N E E D  M O S T

1 0 0 %

C O V E R E D

184
salespeople

136
customer support

70%
of staff with +3 years

of Vasta

+80h / year
on avg. of

training activities

Incentives
aligned to what creates

more long-term value

Behind the 

Curtains
Attract & 

Convert
Captivate & 

Expand

Business Intelligence
(data on nearly 90% of the 

private K-12 students)

Clear marketing 

action plan

Materials 
for the campaign

Business Consultants
(B2B expert and

school leader)

Product Specialists
(academic methodology

expert)

Pedagogical Advisors
(teacher training)

Increase 

retention rates

Up-sell

Cross-sell

I N S I D E  S A L E S

Online-based support team available throughout all stages of the sales process by helping

on understanding new and existing partners schools interests and needs

A Robust and Well-structured Salesforce Supporting Our 

Go-to-Market Strategy



111 Based on administrators` views on Anglo and pH educational platforms as of December-2018. 2 One of the most prestigious literary honors in Brazil.

Strong Brand Awareness and Recognition Across the 

Broadest Breadth of Brands

102
Jabuti(2) awards

since 1959

is the t o p  o f  m i n d

educational platform brand 

among premium schools

Positive Experience 

Evidenced by our NPS

Several Recognition 

Prizes Awarded

Highest Awareness Levels

Among Competitors

C O R E  C O N T E N T

D I G I T A L  L E A R N I N G

63

93 93

( 1 )

Catering to All Preferences and Income Brackets
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Our Students’ Academic Outcomes are a Testament to

Our Superior Execution

#2

#3

#4

#5

1 3 0

7 6

6 4

6 2

#1

#2 + #3 2 0 6

Ranked Among the Top 1 Ranked Among the Top 3

504

#2

#3

#4

#5

2 3 7

1 5 1

1 3 3

1 3 0

#2 + #3 3 8 8

+ 1 1 3 %

+ 2 3 4 %

+ 3 0 %

#1263

+ 1 0 2 %

+ 2 6 6 %

+ 2 8 %

We have an undisputed leadership position in ENEM, and our partner schools scored an average of 588 points in 2018, 

representing a spread of 6 points against Competitors #2 and #3 together

Source: INEP as of 2018

Note: ENEM ranking based on # partner schools ranked in its respective municipalities; Percentages indicate Vasta's position in terms of # partner schools vs competitors. 



Harvard
Innovation Labs
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Neurofeedback - METHODOLOGY

EEG: Monitors the brain’s electric 

waves. Allows us to quantify the 

response in terms of ATTENTION, 

MOTIVATION and MEMORY.

Eye-tracking: monitors 

the movement of the 

eyes. Allows us to analyze 

VISUAL FOCUS.

The participants of this study were invited to watch educational content. While the participants watched the content, they were 

monitored by two equipment: EEG and Eye-Tracking.
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Results Attention Index

Physics: 17.43

ATTENTION

Portuguese language: 37.79

ATTENTION

“Have you stopped to think about it?”
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Cognitive 

Big Data, 

Soft Skills

Understand

and Engage

Each Student

Extensive

Learning

Better

Academic

Results

Better

Reputation

More Schools 

and Students

VIRTUOUS

CYCLE
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We Are 

Ready for 

Growth!

Cross-sell 
within our base 

of partner
schools

Increase our 
base of 
partner 
schools

Launch new 
products and 

solutions
( i n - h ouse pa rt n ersh i ps 

a n d M& A )

Up-sell
within our

base of
partner
schools

Potential for 
international 

expansion

Shift towards 
subscription 

solutions
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2019 Until 12/nov/19

(Actual)

Until 23/jan/20

(Actual)

End of Cycle

(Potential)

Building-up Our Journey to Deliver Continuous

ACV Growth

1 ACV: sum of annual revenue per student for all students enrolled in our partner schools, in a subscription model. 

Annual Contract Value1

+20% Core Content

~90% Vasta EBITDA 
Subscription Model

Language
s

Socio-
Emotional

New go-to-market implemented 

successfully

Expectation of new products and 

services to be offered during 2020

+25%
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Strong market 

opportunity backed 

by resilient 

fundamentals

Partner of choice in a 

large and still highly 

fragmented 

addressable market

Well-recognized and 

high-quality 

portfolio of brands 

backed by a unique 

science in learning 

approach

Unique combination 

of high margin, high 

cash conversion and 

strong growth 

potential 

19

Key Takeaways From This Meeting
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E d u c a t i o n D a y


