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HIGHLIGHTS

We are initiating the coverage of Construtora Tenda with a BUY recommendation and a YE21 target price of BRL
47.59 per share, representing an 59,9% upside from current levels. Our analysis was performed using the DCF
method, multiples comparison and a Monte Carlo analysis with more than 10,000 scenarios, based on six major
pillars: (i) the problem of the housing deficit in Brazil should persist; (ii) the government program PCVA should remain
in place in the next mandates; (iii) Tenda may be resilient with changes in FGTS; (iv) Tenda’s operational structure
enables competitive advantage in the sector; (v) the onsite model may reach its maturity in the coming years; (vi)
promising future with the implementation of the Offsite model.

A winner onsite model.
After the start of a turnaround in 2012, Tenda created an operational model that obtained a 40.2% CAGR in PSV
launches between the years 2013 to 2019. The strategy of the CEO, Rodrigo Osmo, was to reduce risks and make the
company as efficient as possible. A combination of large-scale construction, industrial approach, cost reduction and
fast sales speed made the company achieve the highest return on invested capital (ROIC) among the comparable
companies. The standardization of construction models during the years optimized Tenda's operation, and with
reduced costs and expenses, it was possible to record the lowest price per unit in the market. Since Tenda's target
audience is low-income, price is one of its biggest competitive advantages.

Favorable dynamic for the low-cost homebuilders in Brazil.
Brazil’s problem of housing deficit can be seen as a great opportunity for Tenda. With more than 7,7 million
households in precarious conditions in 2019, it can be concluded that there is great market potential to be looked at
for the company in the future. Government’s major attempt at reducing this statistic is the Casa Verde Amarela
program, which gives access to low-income housing through subsidies. This huge market that must be supplied in the
next years and its alignment with government assistance that facilitates the access of low-income families to
financing for homeownership is extremely favorable for low-cost homebuilders.

Resilience against COVID-19.
The company demonstrated resilience against COVID-19 crisis. Despite some issues with suppliers, paralyzed works,
and an increase in the price of materials, Tenda overcame these adversities and recorded positive results for 2020.
This fast recovery is, overall, due to its operational efficiency, and to the fact that the purchasing decision of the
niche that Tenda operates is not heavily impacted by weak economic activity.

Offsite is the future.
Tenda intends to implement, in the coming years, a new production model, with the wood frame technology based
on the prefabrication of houses in a controlled environment, having only the assembly in the construction place. This
is the offsite model, for which Tenda has deployed significant investments in research and development to test its
efficiency. We estimate that the model represents an addition of more than 12 thousand units in the company’s
launch potential.

Investment Risks.
Some aspects may affect Tenda's target price and must be considered. Among the major risks, we point: (i)
unforeseen events with land acquisition directly affecting the company's operational cycle; (ii) the company may not
reach the required 1,000 unit launched per year in an expansion area; (iii) problems with costs and expenses
drastically affect the company's margins, since the average price per unit should remain low; (iv) implementation of
the offsite model requires high investments; (v) high dependence on PCVA; (vi) FGTS must have problems in
capturing resources in the long term.
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Figure 02 | Monte Carlos Analysis BRL
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HOLD

Highlits 2019 2020E 2021E 2022E 2023E 2024E 2025E 2026E 2027E 2028E 2029E

Net Revenues BRL mn 1,950 2,078 2,674 2,906 3,289 3,978 4,740 5,372 5,781 6,140 6,466 

EBITDA BRL mn 311 208 370 360 435 526 638 768 843 917 984

EBITDA margin % 16% 10% 14% 12% 13% 13% 13% 14% 15% 15% 15%

Net income BRL mn 267 114 276 264 297 350 449 555 629 692 753

Net margin % 14% 5% 10% 9% 9% 9% 9% 10% 11% 11% 12%

Valuation Metrics
EV/EBITDA x 15.8x 23.6x 13.3x 13.7x 11.3x 9.3x 7.7x 6.4x 5.8x 5.4x 5.0x
P/E x 11.7x 27.3x 11.3x 11.8x 10.5x 8.9x 6.9x 5.6x 5.0x 4.5x 4.1x
EPS BRL 2.6x 1.1x 2.6x 2.5x 2.9x 3.4x 4.3x 5.3x 6.0x 6.6x 7.2x

Operational Metrics

PSV Launches BRLmn 2,575 2,524 2,877 3,280 3,739 4,779 5,448 5,919 6,222 6,493 6,784 

Cancelations BRLmn 200 370 260 299 342 419 491 549 593 628 660

Landbank BRLmn 10,619 10,845 12,676 14,763 17,142 20,184 23,651 27,418 31,378 35,511 39,828 

BUY

Last Update: 11/04/2020
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BUSINESS DESCRIPTION

Founded in 1993 in Belo Horizonte – MG, incorporated by Gafisa S.A. in 2008, and acting, since 2017, as an
independent company listed on B3 after the conclusion of its spin-off with Gafisa, Tenda S.A. is a real estate company
that exclusively targets the residential segment focused on low-income customers, operating in nine metropolitan
regions of Brazil. Nowadays, the company is responsible for more than 100,000 units constructed, occupying the 2nd

position in net sales in the low-income housing segment (BRL 2.17 bn). Over the past ten years, the company
underwent significant operational changes, until it fitted on an ideal actuation segment. Only after the creation of the
government program “Minha Casa Minha Vida” [currently Casa Verde e Amarela program (PCVA)] in 2009, along with
the restructuring of the new business model firmed in 2012, the company started to show expressive market share
growth and revenue.

Business model change. Until 2012, while it was a part of Gafisa S.A., the company operated with a business model
similar to the rest of the sector, although it had been suffering from operational problems that costed a net loss of BRL
660 million in 2011. After the coming of the new executive officers dedicated entirely to the low-cost housing
segment, with the restructuring of the operational model and a better-defined expansion strategy, the company
implemented successfully a new business model with the following pillars: (i) contracted release, which consists of
releasing only projects that are properly registered in PCVA and that have their incorporation memorandum properly
registered, diluting execution risks; (ii) sale released only after the approval of the eligibility of the credit criteria; (iii)
sales in proper stores, which allow larger control of the sales process and, consequently, a greater alignment of the
customers in relation to the products and their personal goals; (iv) wall construction model through aluminum
formwork system, increasing the agility of the production cycle; (v) standardized products with Lean Manufacturing
concept, increasing scalability and reducing costs; (vi) focus on metropolitan regions, aiming to be geographically
located in regions with a high rate of family formation and potential launch of 1000 units per year; and (vii) exclusive
focus on PCVA bands 1.5 and 2 (See Appendix 8), which includes families with monthly income between BRL 1600 and
5000.

Based on the government program PCVA. The government program that aids low-income housing is fundamental for
the current company’s business model since it offers subsidies and loans with interest below the market to a parcel of
the low-income population, helping families to finance the costs of purchasing a popular property and, consequently,
creating an opportunity to increase the launching of properties by the company. Recently, there was an alteration
from the old Minha Casa Minha Vida (MCMV) program to the Casa Verde e Amarela Program (PCVA) with small
changes, one of which was the reduction of interest rates from 4.50% to 4.25% per year in the North and Northeast of
Brazil, and the latter concentrates 22% of Tenda’s launches.

How does Tenda create value? Tenda's operational model consists of three sequential steps: 1st acquisition and
legalization of the land, 2nd launch and 3rd construction. The first stage is characterized by a limited cash exposure for
the land purchasing, which varies between 10%-15% of the PSV and has a duration of approximately 12 months until
the start of the project launch. After the launch, the units are sold directly to the customers, who are subsequently
sent to finance the purchase of the property at the public bank Caixa Econômica Federal through PCVA. Usually, all
units are sold within ten months. The final stage of the process, the construction, however, occurs after six months
from the beginning of launches and takes 11 months to be completed (Figure 05). The public bank that will receive the
families' financing will have to pay Tenda concomitantly with the progress of the constructions, thus characterizing a
cash-generating operating model that leaves the company in a favorable position with low cash exposure

Sharp but geographically limited growth. Tenda presented an expressive CAGR of launches of 40.2% between 2013
and 2019 due to its fast expansion to nine metropolitan regions. The major factor that made this strong growth
possible was the new operational model based on the standardization of its products, which resulted in lower
production costs and, thereby, enabled the company to offer properties at prices below the market, creating a huge
competitive advantage. However, the company itself affirms that this growth is limited by the quantity of regions that
meet the requirement of this production model, that is: to offer a launching potential of 1000 housing units per year.
There are only 13 regions in Brazil suitable for this type of business, representing a geographic restriction that will
force a reduction of CAGR in the next few years to 10-15%, according to the company.

New expansion project. The solution to the problem of growth decay that is being researched and developed by the
company is the adoption of a new offsite construction model, which aims at expanding the company’s operations in
the interior regions of the states where it has activity. The company believes that this will be the way to combine a
high industrialization potential to the low local scale of these target regions.

Figure 03 |Tenda’s operating area and % of PSV in 
2Q20

Figure 05 |Company's operational process

Source: Company's data
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ENVIRONMENT, SOCIAL AND GOVERNANCE

Environment
Hidden information. Tenda started to incorporate new information related to sustainable practices in the
presentation of 2Q20 results, but the company is still at an early stage and one step behind its peers in terms of
information about activities related to sustainability practices. MRV, for example, is one of the companies that
compose the Corporate Sustainability Index (ISE) and presents a website strongly dedicated to the questions pertinent
to the ESG practices, such as actions against climate changes, water and energy savings, etc.

Non-ecological raw material. Aluminum formwork construction is an important factor in productivity and resource
savings for the company’s projects. However, the energy required to transform bauxite into aluminum is very high,
representing 6% of all electricity consumption in Brazil, and leading the ranking of industrial energy consumers of the
country. Besides that, during aluminum production, there is the generation of polluting gases, like CO2 and
perfluorinated compounds (PFCs), which intensify global warming, and there is also the residual generation of red
mud , which negatively influences the environment.

Waste management. Brazilian law is very rigid when concerning the management of solid waste that is generated
by the company’s construction activities, including storage, transportation, packaging, treatment, and disposal for the
purpose to avoid possible environmental damages to the affected areas. Thus, this factor causes the company to have
a higher dedication to its obligations in this area of environmental responsibility.

Energy use and GHG emissions. One of the major challenges of the Real Estate Industry is to mitigate the impacts
related to energy consumption and the emissions of greenhouse gases (GHG). According to The International Energy
Agency, buildings are responsible for 40% of global primary energy consumption and up to 28% of CO2 emissions.
Although some sustainable solutions linked to the use of “green products” are on the rise in some countries, this
practice is found at much lower levels of execution in Brazil. On the other side, despite Tenda’s current model of
construction is included among these activities that are the major GHG emitters, the company is focusing on
researching into alternative projects classified as green building.

Future in green building. The new offsite model proposed by the company has a strong sustainable component, since
it adopts wood as a raw material for constructions. Unlike the other inputs, as traditional steel and concrete, which
are big carbon emitters, Pinus, which are fast-growing trees, retain carbon from the environment to grown and are
100% renewable. furthermore, the production performed inside the industrial environment with the new technology
reduces the volume of solid waste by 40% to 60% and reduces the water consumption during the buildings in
comparison to masonry works. Thus, if the company starts to develop this model in the future, in addition to being
able to reach a larger potential market, it will have as an ally an important component for sustainability.

Social
Social Inclusion. The full production of the company is associated to projects directed to the low-income families,
offering apartments with prices 20% below the average of the main competitors in the sector (Figure 19), thus,
enabling access to a new alternative for the needy communities that are part of the PCVA and dream of having their
own home.

Evaluation of customers and employees The homebuilder has a low rating on the Reclame Aqui website reviews,
having complains of customers who comment about the principal problems, that are: infiltrations, delay in carrying
out repairs and customer service. Besides that, the website’s solution rate is only 58%, and the customer’s rating for
the company is 4 out of 10. Data were collected in the last 12 months (Figure 09).

Conflict with the indigenous community. In February of this year, the real estate company was accused of cutting
down reaming trees of the Atlantic Forest in the northern region of São Paulo, while performing works in the region.
The conflict with the indigenous people Guarani-Mbya, who lived next to the target site of Tenda’s operations,
resulted in the prohibition of the completion of works, due to risks to environment and indigenous rights, reflecting a
defeat in both operational and social terms for the company.

Working condition. Tenda’s name, in 2014, was included in the register of companies that supposedly submit their
employees in situations analogous to slave labor, and, until nowadays, it maintains an injunction that removes their
name from that register pending in the Superior Court of Justice’s final decision. Thus, there is a risk that the company
may be included in this list again, which reflects a disregard by the homebuilder for its employees and may affect the
consumer’s decision when dealing with a purchase agreement.

Governance
High transparency. The company is included in the special listing named “Novo Mercado”, which represents the
highest standard of corporate governance. This segment is characterized by the adoption of a series of corporate rules
that expand the rights of shareholders such as: 100% tag along, disclosure of internal policies and relevant facts,
maintaining a minimum of 25% of free float, and exclusive composition of ordinary shares with right to vote.

Integrity Program. When it comes to preventing corrupt practices, the company is capable of playing a role in
presenting tools for monitoring and handling cases related to the integrity program, such as: whistleblowing channel;
contractual anti-corruption clause; training application; periodic risk assessments and code of ethics. Moreover, there
is an independent area of denouncement counting which reports directly to the Audit Committee.

Qualified and experienced management. Several relevant funds have a shareholding in the company, which
characterizes a pulverized capital structure (Figure 10) that is rare in Brazil and pleasant in the eyes of the investors,
with a free float of 93.4%. The company’s board of directors is composed of seven independent members. Among
them, Cláudio José Carvalho de Andrade and Eduardo Ferreira Pradal are associated with the manager Polo Capital
(9.92% of participation in the company), and the manager Flávio Uchôa Teles de Menezes is associated with the Pátria
Investimentos private equity fund (10.35% of participation in the company). The executive committee is headed by
CEO Rodrigo Osmo, who was one of the responsible for the company’s operational restructuring in 2012. Nowadays,
the board is composed of nine statutory directors and can be divided into three essential pillars for the company’s
future performance: (1) experience in the real estate sector; (2) performance in marketing, HR and BDO; and (3) focus
on offsite construction (See Appendix 10).

Skin in the game. The remuneration of the members of the board of directors and the executive officers is adjusted
according to the average market values. This value is determined by research performed by external consulting and
can be divided into fixed remuneration, short-term incentives, and long-term incentives (See Appendix 12). Thus, the
compensation scheme is directly linked to the present and future performance of the company, encouraging the
members to perform management with skin in the game.

Source: Reclame Aqui website

Source: Company's data
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INDUSTRY OVERVIEW

After more than a decade of expansion higher the Brazilian gross domestic product (GDP), between the years of 2000
and 2013, the Brazilian real estate sector went through a crisis that has extended until the end of 2016, with a 20%
retraction of the sectorial GDP. After a slight resumption, the growth was again interrupted by the COVID-19 crisis.
Real estate market, that in 2019 had 230 billion gross value added (GVA) (approximately 3.7% of GDP), recorded a
CAGR of 6% over last 15 years, promoted, overall, by the credit expansion for both companies and consumers; the
maturation of housing policies; and the increase in per capita income. The sector is expected to grow 6% in the next
years, mainly supported by: (i) the speed of the formation of new families; (ii) the increase in the housing deficit; (iii)
the structural decrease in interest rates; and (iv) the continuity of the housing programs.

Fragmented, cyclical and vulnerable. The real estate sector is highly fragmented, having more than 120,000
companies, the top 50 accounting for nearly 11% of all revenue generated by the sector. The high requirement for
investments in capital expenditure (CAPEX) and the vulnerability related to the interest rates, inflation and national
economic activity, prevent the formation of oligopolies, which can be observed by the low variation of the market
share of the 50 largest companies in the sector. Moreover, the productive cycle, which takes on average 2 years to
the conclusion (launch, sale, construction and delivery), increases the exposure to macroeconomic uncertainty and
the need for working capital.
A problem and an opportunity. Even with the credit expansion and the development of housing programs directed to
reduce the housing deficit, the number of homes under precarious situations continues to grow, reaching 7.7 million
in 2019. This demonstrates an excess of the housing demand since the programs have grown. Furthermore, the
formation of more than 30 million new domiciles is estimated until 2030, which demonstrates the potential for
expansion in the housing segment in the country.

Casa Verde e Amarela program. The Casa Verde e Amarela program (PCVA) is the continuation of the Minha Casa
Minha Vida program (MCMV), a housing program created in 2009 to provide houses for low-income families. The
leading sources of funding are the Service Guarantee Fund (FGTS) and the Federal Budget, the latter being used only
in the lower range. Besides that, subsidies through the FGTS for the program increased from 80,000 units in 2009 to
286,000 in 2019, with a CAGR of approximately 11%, disregarding group 1, subsidized by the OGU. The estimated
budget is of more than BRL 55 billion per year for the next three years, which demonstrates the significance of the
program for the housing sector.

FGTS Budget. FGTS has a collection hitched to the worker wages, who monthly contribute with 8% of their salaries.
Moreover, the FGTS Board of Trustees delimits a maximum budget that can be executed for specific purposes, such as
housing, infrastructure, sanitation and others. Specifically for housing, the fund can be used for subsidies within the
housing programs and real estate financing outside the programs (See Appendix 8). Housing subsides increased from
206 million reais to 7 billion in 2019, a movement linked mainly to the creation of the MCMV, currently PCVA. One of
the risk factors for the programs is the non-sustainability of the fund, an uncertainty generated by the increase of the
withdrawals in the last years, and more sharply with the corona voucher creation.

The interest rate curve: an opportunity for banks and construction companies. The reduction of interest rates to the
lowest levels in history of Brazil and below the inflation causes major implications: (i) the impossibility, for the banks,
of generating returning on capital via short-term government bonds; and (ii) more attractive rates for consumers and
companies. Furthermore, another factor is crucial: the current structure of the interest rate curve. Since the
steepening of the curve is high (high spread), loans and contracts with long durations still present relatively high
profitability. And the estate credit is precisely the longest existing modality, which turns out to be an opportunity for
banks to lock in better rates. Therefore, the sum of these factors will bring a credit expansion in the next years with
accelerated growth, a movement that can already be seen when comparing 2020 (with high unemployment rates)
with the year before (Figure 15).

COVID-19 and the business confidence. Due to the pandemic, economic activity levels have dramatically decreased.
In the civil construction market, in which business confidence is a determining factor due to the high level of capital
investment, the levels have decreased as well. While the Brazilian GDP fell 9.1% in the first semester of 2020, the real
estate sector dropped around 5.7%. In the housing segment, real estate financing retracted at first, a movement that
accompanied the business confidence and the sector activity as a whole. However, in a more accelerated than the
expected way, the segment already shows recovery in the financial and launching levels, also boosted by the lower
levels of interests, as mentioned. Companies more focused on low-cost, such as Tenda and MRV presented results
above expectations, showing the resilience of popular housing.

Looking to the future: Offsite & Wood Frame. Real estate is one of the oldest activities of human civilization and
represents an important part of global production, however, the productivity gain through the last decade was tiny,
when compared to other industries, being in many cases, basically artisanal. Thus, the opportunity for productivity
gain is huge, especially concerning to the prospect of industrialization. Two constructive technologies without low
relevance to the Brazilian market nowadays, but with potential for development over the next few years are Wood
Frame & Offsite. As highlighted in the environmental, social and corporate governance (ESG), Wood Frame has a
lower environmental impact compared to reinforced concrete. But, moreover, the technology generates gains with
thermal savings and possible cost on maintenance the property. In relation to the offsite, it is nothing more than
accomplishing the biggest part as possible of the enterprise’s manufacturing in a factory, a controlled environment
such as a production line, and transporting the pre-finished product to its destination, where the assembly and
eventual finishes will be done, bringing the capacity of reaching small markets, due to its portability. The factory
building model is widely used in countries like China, UK and USA. The global market for modular construction is
approximately $125 billion, with an estimated CAGR of 6.5% for the next five years. According to a 2019 McKinsey
report, the potential of costs reduction in a comparison between onsite and offsite constructions is 20%, but these
savings would mostly be due to savings in labor costs, and in case of the savings with labor to be less than the
increase in logistics and materials, this could represent a risk of a 10% increase in the total costs, instead of savings.
Therefore the labor in Brazil is cheaper than in the target countries, we believe that the margin in the short term for
cost reduction is low, especially at the beginning of its operation, being more likely an increase in costs. We see as the
main advantage of Offsite the reduction of the building times of up to 50% and the greater predictability of costs and
project time, besides being economically viable in smaller markets due to the implicit portability to the technology.
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COMPETITIVE POSITIONING

An analysis of the sector’s competitive forces reveals high bargaining power of consumers in the housing market even
when considering a low-income customers. The competitiveness of the real estate market is mainly due to the low
branding relevance in this segment, low degree of product customization and, especially, due to the lol barriers of
entry in this market. The real estate sector in Brazil presents a high degree of fragmentation and pulverization.
The Annual Survey of the Construction Industry (PAIC), performed by the Brazilian Institute of Geography and
Statistics (IBGE), provides data that reveal numbers greater than 120 thousand companies around Brazil for the 2018
census, a number 2.35 times greater than the same number of active companies in 2007. Even talking about open
capital companies, the real estate sector lays between the most relevant in total number. Therefore, for more
efficient analysis, we have adopted a segmentation that takes into consideration the socio-economic profile of the
population for which the properties are destined.

Understanding the Segmentation
Dividing the sector. Due to the extension of the real estate market both concerning the type of property produced
and in geographic scope, choosing a target market aiming to direct efforts for the conception of a product that serves
a specific audience is an approach adopted by the main construction companies in the country. For more efficient
analysis, we adopted a segmentation related to the type of property offered based on four segments: 1. Super
economical; 2. Economical; 3. Medium standard; and 4. High standard / luxury (See Appendix 15). Currently, Tenda is
disputing the market related to the two first segments with other big companies with open capital, which we will use
as a target for comparative bases.

Super Economical and Economical. The properties produced for this segment have their sales destined especially to a 
public that has access to forms of estate financing provided by the government. In the case of the Super Economical 
segment, we considered properties turned to the PCVA bands 1, 1.5 and 2 and the Economical segment stays 
responsible for the bands above, being limited to a monthly family income of up to BRL 7,000.00 . The average price 
charged by the market for properties in this category, according to data calculated based on the PCVA program, is BRL 
174 thousand (Figure 19), they have between 1 and 2 bedrooms and, mostly, are located in regions far from the 
center. From the five companies in the industry with greater market share (Figure 18), besides Tenda, another two 
have a focus of action the segments served by MCMV, namely: MRV and Direcional. However, Tenda is the only 
company that has 100% of its activities turned focused on this segment. The exclusive activities focus of Tenda for this 
segment comes attached to a strategy of consolidation in the sector that began after Gafisa implements a new 
organizational structure in 2012 , a moment in which the company underwent restructuring and downsizing to 
develop a new business model. 

Strategy
Standardization. Assigning an industrial approach to the construction methods, Tenda’s attempt to bring production
engineering concepts to the construction industry intends to achieve greater efficiency in the constructions process.
Internal data released by the company show a 40% drop of the construction costs over six years. Nowadays, within
the product portfolio, there are only three types of projects (SKUs), that are replicated by all the geographic regions
where Tenda is present. Since this is a sector in which gains of scale are harder to achieve, as each project is unique
and demands the same amount of labor, equipment used and raw material, standardizing the products was a solution
found to enable the application of efficient methods previously tested for the biggest possible number of projects.

All or nothing. Fort efficient labor allocation and application of faster construction methods, Tenda aims to produce a
minimum of 1000 units per year in the metropolitan regions in which it is present. The key is to allocate its own
employees, who already know the production methods, in several projects, in such a way as to maintain a productive
continuity; almost 100% of the activities of constructions are made by own employees. The sum of these two factors
allows Tenda to deliver more and more projects in the cities where it is present, increasing its geographic presence in
the main metropolitan regions.

Type of construction. The transition of the traditional masonry construction methods to the adoption of aluminum
formwork system enable a more efficient and profitable solution for the property's construction, since
standardization is adopted as an operational premise for the company by focusing exclusively on the low-income
public. Profitability comes both from a reduction in material waste and less use of labor, also decreasing demand for
working capital. In four years, the General and Administrative Expenses decreased by 3 p.p. while the PSV increased
by more than 10% (Figure 20).

“Best-in-price”. Despite adopting processes already known to the real estate sector, also applied by its main
competitors, Tenda presents currently the lowest average price per unit sold for properties focused on PCVA,
producing properties with similar characteristics both in location and in type (See Appendix 14). By working accurately
within the “lean construction” model, Tenda can reduce the delivery time per enterprise, generating benefits to the
clients and contributing to the revenue recognition process within the model stipulated by the accounting board for
the sector (POC), which enables the generation in advance of cash for the company.

What about PSV and SoS? One of the metrics used to evaluate companies in the sector, one of the metrics used to
evaluate the operational efficiency of the company is called SoS, Sales Over Supply, an indicator responsible for
showing the percentage of units that were sold in terms of the total units made available. The ability to convert
inventories into monetary values makes it possible for the company to generate liquidity to invest in new business,
and when we deal with the sector in which Tenda is included, the lower cost per unit is one of the factors that better
contribute to the increase in this indicator. Among the entire sector, Tenda is currently the constructor company with
the best SoS of the market (Figure 22), which proves the ability, among all peers, to make an early profit from its
enterprises and contribute to the “flywell” of the industrial approach, feedbacking the virtuous cycle. In terms of PSV,
Tenda presented a growth very similar to the major competitor in the last three years. The low number is a
consequence especially of Tenda’s still small geographic coverage when compared to other competitors, which can be
justified when analyzing the average PSV per unit launched over the past few years by the major competitors.

Geographic positioning. For the maintenance of the price per unit produced such as its agile sales process, there is a
necessity of a minimum local presence. Nowadays, Tenda is present in the nine largest metropolitan regions of the
country, while MRV operates in 21 states and 158 cities, and Direcional covers 12 states and 45 cities. In none of the
locations where Tenda is present, it has exclusivity. When it comes to better access to locations, a study performed
taking São Paulo city as an object made it possible to observe that Tenda can access better regions than the biggest
player in the market.

Figure 19 | Average Price per Unit BRL (‘000)

Figure 18 | Market Share

Figure 21 | Average distance from city center

Figure 22 | PSV and SoS of peers (BRL bn)
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INVESTMENT THESIS

After a deep analysis of the probable future that Tenda and the real estate sector should follow in the coming years,
we defend our buy recommendation and target price of BRL 47.59 based on some pillars. (i) the housing deficit
problem in Brazil must endure; (ii) the government project PCVA should remain in the next mandates; (iii) Tenda must
be resilient with the FGTS changes; (iv) Tenda's operating structure results in a great competitive advantage in the
market; (v) the onsite model should reach its maturity in the coming years; (vi) promising future with the Offsite
model implementation.

Housing deficit: The Brazilian housing deficit had a growth of approximately 7% between the years of 2007 to 2017.
Even with the strengthening of housing policies and programs, which may have decelerated the deficit increase, the
numbers keep growing. In 2019 there were nearly 7.7 million families that fit the housing deficit statistics. This
association suggests that the growth of families in an irregular or non-existent housing situation is bigger than the
public policies can absorb. Thus, this gap is understood as a safety margin for Tenda, since, in addition to the absolute
number being very expressive, it grows, increasing the potential market in which the company operates.

PCVA: It is a fact that Tenda's current model has a big dependence on the PCVA, but we believe that in the long-term
Brazil will remain to have a government assistance popular housing program. Over more than ten years since its
creation, the former MCMV resisted the recent political change and went through several changes and, however, it
was not able to solve the Brazilian housing problem. Nevertheless, the program has social aspects, being the own
home almost all the savings that the lower classes have. It also plays a political and economic role, heating the
homebuilder industry. That said, we consider that the probability of program discontinuation is low, since it would
confront not only the social problem of housing but also economic and political interests.

Financial aid. FGTS plays a very relevant role in the functioning of the current encouragement to the popular housing
program, and we have an assumption that over time, the tendency is that FGTS will deteriorate. The principal risk of
this deterioration for the market in which the company operates would be a possible decrease in the PCVA subsidies,
which can force changes in several variables, which does not necessarily mean something bad for Tenda. With a
subsidy reduction, margins would be reduced so demand would remain at stable levels. This reduction would put
pressure on all players, and we believe that, in this scenario Tenda could benefit from the market opening generated
by the exit of competitors with lower margins. Thus, counterbalancing the loss of margin by gaining market share. In
the medium and long term, this exit of players could also generate a recovery of margins. Another relevant point is
that the PCVA’s band 3 is no longer so much competitive, when compared to another financing line, due to the
decrease in interest rates. With the reduction in demand for band 3, the total decrease in FGTS resources could not
have a great impact on the final value available for subsiding in band 1 and 2. Considering these points, we conclude
that the variables may become null, creating certain neutrality about possible changes in the scenario. That said, we
used as a premise that in the long term, the company will have some margin decrease and in the short term, this
question may not have a great impact on Tenda or its revenue growth.

Operational efficiency: Since the beginning of the turnaround in 2012, Tenda focuses its forces on a strategy that
could mitigate the risks and bring fast results. The synergy between a large-scale production, standardized and with
an industrial approach, made the Tenda’s constructions faster, with optimized and more predictable costs and
expenses. This operational efficiency allowed Tenda to conquer the highest SoS of the market, and the most
accessible price between the peers. Considering that Tenda’s niche is extremely sensitive to the price, we concluded
that the company is well positioned. Besides that, we observed that the low-income homebuilders are less affected by
the sector cyclicality that has its bigger impacts resulted from the fluctuations in interest rates. For these reasons, we
believe that Tenda’s operational model is resilient and may withstand possible turbulences in the long term.

Mature Onsite. Due to all this operational strategy, the Onsite model may achieve its maturity in the coming years
and reach its maximum launching potential in 2026E. This stability is very positive for Tenda, since it allows that the
company takes risks with more security in the Offsite model. With 30 thousand launches per year, Tenda guarantees a
healthy cash generation, that supplies working capital and allows unleveraged expansions. So, with experience and
years of improvement, the projects in Fortaleza, Goiania and Curitiba may consolidate.

Offsite. The new Offsite construction model that Tenda intends to implement over the next years represents the
beginning of a new era. The idea of ​​prefabricating houses with wood frame technology, and just assembling on the
construction local allows Tenda to reach new markets. In the current Onsite model, it is only practicable to enter a
new metropolitan area with a minimum 1,000 units launch per year. The new model allows the company to enter
smaller regions, and with a smaller launches number. An initial implementation studied by the team (See Appendix 16)
showed that starting in 2024E, the model would represent a potential of more than 11 thousand launches per year.
According to the company estimates, if the offsite is 100% implemented, this would result in the potential of 30
thousand more launches per year on the model, which represents twice the current size of Tenda. Moreover, Tenda's
operations should get even better, with less construction time. Another important factor is that wood frame
technology is an ecological path to be followed. ESG aspects are being requested more and more in the market, and
the offsite must be viewed positively by investors.

FINANCIAL ANALYSIS

History analysis. After a net loss of BRL 660 million in 2011, representing 1.5x of its net revenue, Tenda started a
restructuring and turnaround process, being able to reverse a sequence of losses into profit only in 2015. During this
process, the company went through a downsizing, reaching a negative CAGR in net revenue between 2012 and 2015,
after discontinuing its former model in its totality and not having made any launches in 2012, also having a negative
SoS due to high sales cancellations (Figure 26). The turnaround strategy showed to be effective, demonstrating
recurring improvements in the company’s metrics over the next few years (Figure 27) and, at the same time,
maintaining a solid cash position.

Financial leverage. As recovering, Tenda obtained impressive results and practically did not need to push its leverage
level. During the years 2014 and 2019, the net revenue CAGR was 27.9%, while the average net debt was -12%. This
shows the company’s efficiency in generating cash, even with a conservator culture concerning its financing. In 2019,
the company ended the year with a 19.71% ROE, the best in the sector, showing one of the best returns in the sector,
against one of the most conservative capital structures. Tenda has proved that it does not have to leverage to achieve
strong results, and therefore, it should keep its debt level low in the long term. But, with a 15% covenant, it is
important to highlight that the company has margin to leverage, and further increase even more its rentability. With
the lowest interest rate in history, it is likely that the company’s debt increases until 2026E, during the initial
implementation process of the offsite model, and then normalize.

Figure 26 | Restart - SoS & Launches PSV

Source: Company’s data 

Figure 23 | Areas with operational exclusivity peers

Figure 24 | Onsite winner cycle

Source: Company’s data, Team  42 Estimate

Figure 25 |Units launches potential per year  (‘000)
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Revenue. Within Brazilian accounting, the legal mechanism used to interpret IFRS 15 is CPC47. In it, all real estate
companies listed on the “Novo Mercado” use the revenue recognition method according to the evolution of
construction (PoC). Since 2015, Tenda has kept a high revenue recognition level, which remained always close to 80%.
Nevertheless, in 2020E, despite the increase in the sales number, the temporary pause in some works due to state
restrictions to the real estate market damaged the company’s revenue recognition, which fell to 76%. Following the
PoC model, since some works will only be completed in 2021E, the revenue that should be recognized in 2020E, may
be recognized only in the next year, and the backlog sales of 2020E gone be higher than usual. For that, net revenue
in 2020E may grow only 6.6% y/y, while 2021E may grow 34.5% y/y.

Gross margin. Tenda has one of the highest margins in the real estate market. We got to observe a gradual and
constant evolution over the past five years. The standardization process and industrial construction showed that the
operational costs could be reduced, and in 2019 represented 65% of net revenue (Figure 28). Despite believing in a
synergy between the Onsite and Offsite models, the company made it clear that the processes are already in a high
optimization level and that, therefore, the operational cost margin should not have bigger improvements. Concerning
2020E, due to the coronavirus pandemic, a fragility of the model about the operational costs was wide open. The
shutdown resulted in the lack of construction materials and higher prices. With an expected 5.40% INCC, the
operational costs may represent 69% of net revenue.

EBITDA margin. As well as the costs, the company’s expenses were also optimized. In 5 years, the EBITDA margin of
5.32% in 2010 increased to 15% in 2019 (Figure 28). Tenda's expenses do not grow in proportion to the number of
launches, and in the long term, this makes the EBITDA margin each more competitive. In relation to 2020E, social
distancing resulted in expenses with online sales and technological resources. This exceptional increase in expenses
affected the EBITDA margin, which fell to 10.09%. Another way to analyze the company's EBITDA is through adjusted
EBITDA. One of the expenses that include G&A is the remuneration of employees with the plan of actions of Stock
Option. Since this expense does not directly affect cash, the adjusted EBITDA is an indicator that does not consider
this remuneration as an expense and reflects in bigger margins. In 2019, the adjusted EBITDA margin was 3.12 p.p
above the normal EBITDA margin, with 18.12%.

Launches growth. During the years of 2015 and 2019, the PCVA market obtained a 14.11% CAGR in the number of all
projects launched per year. During the same interval, Tenda more than doubled its number of launches, with an
18.34% CAGR (Figure 29) . In terms of PSV, Tenda went from BRL 1,088 in 2014 to BRL 2,575 billion in 2019. We
reiterate that this was the result of the synergy of large-scale construction, industrial approach, cost reduction and
low prices, demonstrating to be a winning model.

Sales. In the past years, Tenda obtained the greatest SoS among its piers (Figure 22). This resulted in an 1% CAGR
between 2015 and 2019 in net sales, representing a PSV of BRL 2.039 bn in 2019. In 2020E, with a stagnation in the
growth of launches, and a sales record in 2Q20, there may be an exponential increase in the company’s SoS, but it
should normalize in 2021E, with the increase in launches.

Barter lands. The percentage of the total land acquired through exchange has evolved considerably over the last
years. This fact resulted in a considerable improvement due to the decrease in the capital required to start the works.
This operational improvement can be observed in the Net Working Capital gradual reduction concerning the total
assets between 2015 and 2019, while the percentage of exchange gains strength within the company’s operation
(Figure 30). Thereby, Tenda was able to grow its operations together with efficient resource allocation.

VALUATION

Operational assumptions
Launches assumptions:
Over the past 6 years, Tenda has more than quadrupled the total number of units launched per year, a movement
that was accompanied by a bigger coverage of the geographic regions. Internal guidelines launched by the company
show an intention to grow one region per year within the next 4 years, that is, a minimum increment of 1000 units
more per year being launched. The projections for future releases were divided into two models:

Onsite launches. The COVID-19 crisis has affected the investors’ confidence, which costed the prorogation of some of
the company’s plans. For that, we believe that the number of launches in 2020E might be close to the year 2019.
However, with a more established macroeconomic scenario in 2021E, the future PSV launches must follow the 14%
CAGR between the last 5 years of total PCVA (Figure 31). Despite the company has grown in bigger numbers in the
past, Tenda should maintain a more controlled growth until it reaches its maximum potential in 2026E with a PSV of
BRL 5,247 bN and 31 thousand units launched. For the next few years, with the onsite model mature, the launches
may stabilize close to those 31 thousand units launches.

Offsite launches. With the initial offsite implementation approached by the team, Tenda started to see in the
countryside a potential of almost 12 thousand units launches per year (See Appendix 16). The first launches of the
factory must happen only in 2024E and in a less aggressive way, to understand the responses of the market to the
new model. This represents an initial PSV of BRL 516 mn and 3,250 units launched. After one year of experience, the
company may follow PSV growth of launches of 14%¨y/y, reaching in 2029E a total of BRL 994 mn and 5.451 units.
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Key Financial Metrics 2014 2015 2016 2017 2018 2019 2020E 2021E 2022E 2023E 2024E 2025E 2026E 2027E 2028E 2029E 2029E

DuPont Analysis

ROE -13.09% 2.69% 4.76% 9.17% 16.64% 19.72% 7.86% 15.98% 13.27% 13.43% 14.13% 15.96% 17.19% 16.98% 16.53% 16.10% 16.10%

Profit Margin -25% 4% 5% 8% 12% 14% 5% 10% 9% 9% 9% 9% 10% 11% 11% 12% 12%

       Tax Burden 104% 84% 82% 87% 88% 88% 74% 85% 84% 83% 83% 84% 85% 86% 86% 87% 87%

       Interest Burden 122% 119% 71% 99% 104% 104% 88% 94% 96% 94% 94% 95% 95% 96% 96% 97% 97%

       Sales Margin -19% 4% 8% 9% 13% 15% 8% 13% 11% 12% 11% 12% 13% 13% 14% 14% 14%

Asset Turnover 0.27x 0.45x 0.57x 0.64x 0.64x 0.56x 0.50x 0.59x 0.58x 0.59x 0.64x 0.69x 0.69x 0.67x 0.64x 0.61x 0.61x

Financial Leverage 2.0x 1.7x 1.7x 1.8x 2.2x 2.6x 2.9x 2.6x 2.5x 2.5x 2.5x 2.5x 2.4x 2.3x 2.3x 2.3x 2.3x

ROIC -10.3% 2.2% 6.0% 11.3% 21.8% 22.3% 9.3% 19.7% 15.9% 15.3% 15.3% 16.6% 18.3% 18.7% 19.1% 19.4% 19.4%

Groth

Net Revenue YoY -30.3% 49.3% 23.7% 29.0% 23.8% 16.0% 6.6% 28.6% 8.7% 13.2% 20.9% 19.2% 13.3% 7.6% 6.2% 5.3% 5.3%

Net Revenue CAGR 3y 9.1% -7.3% 8.8% 33.5% 25.5% 22.8% 15.2% 16.7% 14.2% 16.5% 14.2% 17.7% 17.8% 13.3% 9.0% 6.4% 6.4%

Leverage  Ratios

Debt/Equity 40.5% 22.0% 12.6% 23.2% 45.1% 64.4% 92.2% 74.7% 63.0% 63.4% 61.0% 53.6% 50.8% 43.4% 41.2% 40.5% 40.5%

Net Debt/Equity -5.2% 1.2% -8.2% -19.6% -26.0% -14.8% -4.1% -13.3% -12.5% -6.4% -1.4% 1.5% -0.1% -5.2% -10.0% -14.1% -14.1%
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Bright Future. We estimate that, with the synergy between a model with an already proved success and a promisor
model, Tenda may reach in 2029E a total of 37 thousand units launches per year, with a PSV of BRL 6,784 billion
(Figure 30). A CAGR of 11.36% since 2019. The company estimates that, in the case of more effective implementation
of the offsite model in the next years, the potential of total launches may reach up to 60 thousand units. However, we
believe that this may happen with more caution and time. In relation to the average price of each launched unit,
Tenda may remain with the lowest price in the sector. Thus, the average price per unit was projected following a
correction with the IPCA.

Sales assumptions:
Sales cancelation. Due to the COVID-19 crisis, the level of cancellations made in 1H20 totaled twice the cancellations
made in 2019, but this cancellations number may normalize and return to a margin close to 10% of gross sales until
the end of 2021E due to a faster than the expected recovery of Tenda towards the economic scenario.

Net sales. For Tenda’s net sales projections, we considered our SoS different than the SoS that was used in the
company data. As we don’t know what makes all the supply, we estimate our SoS as all net sales of the year, over
what we considered as supply (the sum of last year inventory at market value plus launches of the year). As seen
before, Tenda’s operations are turned to an industrialized and optimized construction. This results in the largest SoS
of the market. We believed that the Onsite model has already reached an efficiency model that may not suffer bigger
alterations in the next years. Regarding the Offsite model, despite believing in an improvement in the operational
cycle of the company due to a reduction of the construction time, we opted for keeping the current company’s SoS
due to: (i) Tenda already has the greatest SoS in the market; (ii) the offsite model is turned to the countryside, where
the sales should happen with less velocity. Thus, with the synergy between the models and acceleration of online
sales, in 2029E net sales may be BRL 6.735 billion. A CAGR of 14.2% since 2019.

Landbank assumptions:
Tenda’s land acquisition policy intends to keep a sufficient level of launching lands for the next three years. Following
this assumption, we project the acquisition of Land as a fixed percentage of 164% of PSV launches. The calculation
was based on the average of the last three years and it is well aligned with the policy stipulated by the company,
maintaining a safe Landbank for future launches.

Financial assumptions
Revenue assumptions.
We calculate the gross revenue based on a percentage of the All-Contracted Sales, which indicates the backlog of
sales and net sales. In 2020E, due to the shutdown of some works, especially in the states of RS, PE, CE and GO, we
expected a reduction to 76% of revenue recognition in 2020E. in the following years, revenue recognition is expected
to recover, and from 2026E, with the offsite properly implemented and an expected reduction of the model
construction time, revenue recognition may represent 82% of All Contracted Sales, totaling BRL 5,583 bn (Figure 33).

Margins assumptions:
COGS. The operating costs were projected as a percentage of net revenue. The lack of construction products caused
by COVID-19, increased material prices. We expect for 2020E an INCC of 5.2% that should affect the gross margin,
since the average price of Tenda units may remain low. The operating costs may return to pre-pandemic levels until
2022E, representing 65% of net revenue. From 2025E, the operating costs may grow due to: (i) initial implementation
of the offsite model implicating a learning period with costs above the ideal; (ii) weakening of FGTS subsidies and
capitalization should affect the gross margin. Therefore, in 2029E, operating costs may represent 66% of net revenue.
(See figure 34).Capitalized finances charges were designed following the accounting of the CPC standards,
representing 37% of finance expenses.

SG&A. Selling expenses represented, since 2017, an average value of 7.57% of the total gross sales. For the
projections, we kept this percentage until 20209E, believing there will not be changes.
About G&A, there was a 5% reduction in the EBITDA margin between 2019 and 2020E due to: (I) the stoppage of
physical stores during the COVID-19 crisis, driving expenses in technology and digital sales in response to the
stoppage; (ii) for the future implementation of the offsite model, Tenda must pay 1% of Net revenue in R&D, and
must spend in 2021E and 2022E an estimated value of 2% of net revenue in R&D. After the effective implementation
of the offsite, there may be a minimum increase of 10% in G&A, considering the increase in the number of employees.
For all years, G&A was adjusted by the IPCA.
Stock Option plan: the company has a Stock Option employees remuneration plan. We projected this expense
representing 4.57% of the company’s EBITDA performance.

Financial result: we projected the financial revenues based on Tenda’s basic interest rate of the year and cash and
equivalent. Financial expenses were projected based on the cost o of debt (Kd) and total debt. This rate is adjusted
with the difference in the basic interest rate for the next years. Thus, we expect to have a negative financial result for
the coming years, as financial revenues were minimal, and Tenda is expected to increase its level of indebtedness in
the short term.

Taxes: Tenda has a Special Tax Regime that directly incites in gross revenue. The company has been paying, since
2016, a rate close to 1.7%. For the tax projection, we maintained this rate until 2029E.

Working Capital assumptions:
We calculated the Working Capital based on: (i) Receivables; (ii) Properties for Sale (iii) Payables for Materials and
services; (iv) Social and Tax obligations; (v) Obligation for purchase of land. (i) Receivables: we projected receivables
per day of net revenue based on the results of the last three years. (ii) Properties for Sale represent the company’s
inventory, which is composed of Land, Building under construction, and completed units. We projected Land as a
percentage of Landbank. Building under construction and completed units as a percentage of market value inventory.
We believe that, with the offsite implementation, the construction time may be reduced. This implies a proportional
reduction in the total building under construction and, consequently, an increase in completed units (Figure 37). This
assumption is fundamental for a revenue recognition increase since the revenue will be recognized faster. In relation
to payables for material and services, due to issues with lack and costs of construction materials, the days in relation
to the cost of goods sold (COGS) of receivables may be greater in 2020E and go back to normal in the next years.
Despite believing that the company may gain time off in the supplier payment days as it matures, we prefer to adopt a
more conservative projection, maintaining the payment days close to or the same as 2019. We projected Social and
Tax obligations as days of G&A expenses based on the last three years average, and Obligations for purchase of land
as a percentage of Land.
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Figure 33 | Gross revenue X recognition (BRL bn)

Figure 34 | P&L breakdown
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CAPEX assumptions:
The aluminum formwork used in the Onsite model represent more than 50% of all Tenda property, plant and
equipment (PP&E) and depreciation. This shows that most of the capital expenditure (CAPEX) is related to the
necessary acquisition of forms for the annual launches of the company. For this CAPEX projections, we used a 1.54%
ratio between the immobilized investments and Tenda’s launches of the year.
Offsite Factory. The implementation of Tenda’s Offsite model requires investments. We estimate that Tenda will pay
approximately BRL 185 mn during the years 2022E and 2023E for the construction of a factory. We calculated this
value based on a study performed by Mckcinsey and used as a parameter the investments for the construction of the
factory made by the company Entekra in 2019 in the USA (See Appendix 16).

DEBT assumptions:
Tenda has sustained its growth in the last years without leverage. The company has a positive cash flow, which allows
this unleveraged culture to continue for the next years. Nevertheless, in 2024E we expect an increase in the
company's indebtedness because of working capital in the offsite implementation (Figure 36) . Regarding the
structure of its debts, with a low basic interest rate, debentures emission in the short term seems to be more
advantageous. With the increase in SELIC, Tenda may increase its financing with SFH. Despite the company has
enough time to go into debt with a 15% covenant, Tenda may keep a net debt-equity equity structure of -15% in the
long term.

DCF methodology
In general terms, our model was built in two stages. In the first, we focused on modeling the current business front of
the company, the Onsite, and let this model front very solid, since it’s the one from which we have more precise
information and with a positive level of predictability. In the second stage, we introduced the Offsite business front
within our model. This made it possible for us to see the model’s behavior with and without the Offsite segment, and
which was its impact on the valuation.
WACC. We used as a weighted average cost of capital of 11.01% (See Appendix 4). This value was reached using the
value of 4.6% as pre-tax Cost of Debt, reported as the average cost of Tenda’s debt by the company’s Investor
Relation, and as Cost of Equity, we used 14.04% (Figure 37), a value obtained after calculations based on the following
data: Risk Free 0.79% (US Treasury Bond 10y); Sector beta re-leveraged by Tenda's debt (team data) of 1.53; 4.97%
Equity Risk Premium (by Aswath Damodaran); 4.41% Country Risk (by Aswath Damodaran); 1.50% US inflation rate
(Itaú projection); 2.60% BR inflation rate (XP Inc projection). After we determine pre-tax Kd and the company’s Ke, we
calculated the tax adjusted Kd and weighted with Ke, based on Tenda's capital structure at market value.
Transition & Terminal Value. We verified that the detailed horizon that we chose to use for 10 years covers the entire
initial implementation cost of the new business, but it does not do the same with the returns that would be obtained
from the Offsite front with its new addressable market. In this way, we saw that the potential return on investment
projected for the Offsite would not be being accounted for correctly in a 10-year analysis horizon. However, we do not
believe that would make sense to extend the detailed 10 years analysis horizon since we would not have total
confidence in the assumptions used in such long projections. So, we chose to implement a period of growth transition
between the cash flow projected of 2029 (14.94% growth y/y) and the perpetual growth value of 3% (Figure 39). The
transition used was of ten years, which first year (Transition 𝑔30𝐸) has a growing value equal to the one of the market
in which the company operates (14%), the transition period has an exponential decline in growth rates, being:
Transition g ͭ = g29E*e^(-c*t)+3% (Appendix 6). We used 3% as perpetual growth value because we decided to follow
inflation, and this is the projected data that is furthest from the IPCA index that we have access to.
Scenarios. For a better understanding of the company’s future, we calculated the target price of Tenda for the other
two possible scenarios. We considered changes in the launches PSV growth, SoS, revenue recognition, and operating
costs.
Bear Market. Estimating that Tenda underperforms our expectations, we calculated a target price of BRL 43.38, an
upside of 45%. In this scenario, Tenda may take eight years to reach its potential of Onsite launchings, and a 12%
CAGR in the offsite model until 2029E (Figure 40). We did not consider any increase in revenue recognition, even with
the Offsite implementation, and we considered an SoS reduction to 52.00%. The gross margin may be more affected
in the long term, 32% in 2029E, being more affected by the weakening of FGTS and the implementation of the initial
Offsite costs.
Bull Market. Estimating that Tenda underperforms our expectations, we calculated a BRL 55.84 target price, a 87%
upside. In this scenario, Tenda may reach its potential Onsite launchings in five years, and a 22.69% CAGR in the
Offsite model until 2029E (Figure 40). We considered a reduction in the constructions time in the offsite model,
resulting in a 83% revenue recognition, and a 60% SoS offsite. The operational costs may stabilize in 65% net revenue,
resulting in a 43.11% gross margin in 2029E.
Monte Carlo Analysis. We made more than 10.000 combinations of possible scenarios with a Monte Carlos analysis
and concluded that the buy recommendation represents 82% of the cases (Figure 2).

Multiples
After the consolidation of the model made by the DCF method, we carried out a valuation by multiples to confirm the
bias of our recommendation. As peers for this analysis we use: CYRE3, EVEN3, EZTC3, MRVE3 and DIRR3. In this
analysis, we chose to use the multiple EV/EBITDA as it is an indicator that measure price, net debt and operating
income in its composition, relevant points for analysis in our opinion. The average market EV/EBITDA (FactSet) for
2021 is 10.06x. While the EV/EBITDA projected by us for Tenda is 7.92x (Figure 41). The analysis by multiples reaffirms
the recommendation bias obtained by DCF, where the company is undoubtedly, underpriced in relation to the
market.

INVESTMENT RISKS

Business and Operational (O)
Land acquisitions. (O1)
Tenda’s difficulty in obtaining land may stop the continuity of its production cycle. To acquire the adequate location is
the first step for the beginning of the real estate development project, following a series of characteristics that suit
the three stock keeping units (SKUs) with which the company works. Failure in obtaining lands results in breaking the
company’s production cycle because it prevents efficient labor allocation. There is a natural tendency to increase the
value of land closer to central regions, which leads the construction company to implement more verticalized
projects, which still do not have as much expertise as in buildings without elevators.
Launches per region. (O2)
Continuing the previous risk about geographic issues, we highlight a risk linked to the company’s difficulty in

Figure 37 | Cost of Equity - Breakdown
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Figure 40 | Bear, Base and Bull
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PSV Launches CAGR (20E - 26E) 12.00% 14.00% 17.74%

SoS 54.00% 56.80% 56.80%

PSV Launches CAGR (24E - 29E) 12.00% 14.00% 22,69%

SoS 52.00% 56.80% 60.00%
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Figure 41 | Multiples - EV/EBITDA YE21
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operating new markets. Nowadays, Tenda is present in the nine largest metropolitan regions in the country, which
contributes to the execution of its strategy of keeping a production line, since it is known that there is a constant
demand propelled by demographic growth. New regions with different dynamics may impact Tenda’s strategies that
allow reaching a competitive price within the sector. In addition to the growth following the CAGR of the last five
years of the PCVA project, our calculation estimate for the launch of new units considers the geographic expansion
expected by the company in one region per year for the next 4 years, that, in case of not being concluded, can affect
the pace of launches.

Price sensitivity. (O3)
During this analysis, we saw a few times that the industrial construction method and the standardization allow the
average price of Tenda’s units to be the most competitive in the market. However, the fact that Tenda depends on its
low prices to guarantee positive results is the biggest operational risk that the company may deal with. Since its target
public depends on these prices, even if Tenda has problems with costs and expenses, this cannot be aggressively
reflected in its final price. The result is a great fragility in the company’s margins. As a recent example, we have the
year 2020E. With the increase of the cost of the construction materials, and G&A expenses, gross margin and EBITDA
margin were drastically affected, since the average unit price was kept below the market (Figure 43).

Offsite implementation. (O4)
The possibility of implementing this new business model changes some CAPEX estimations for the next two years. In
2021E and 2022E, 2% of net revenue will be destined for R&D and will be necessary BRL 185 mn to build a factory.
Although our growth projection was conservative – 3,250 units initially, compared to the estimation of the company
of 6,500 units per year, the possibility of delay in concluding the project or the discontinuity of launches due to a
negative response to the new technology may affect our results.

Industry Market (M)
Peers with more attractive prices (M1).
We take the average price of the apartments sold as one of the principal drivers of the purchase decision by the
consumer. The entry into the market of new construction companies that can provide properties with more attractive
prices may harm Tenda’s SoS, which would imply a bigger necessity of funding for the construction of new projects.
Construction companies with great expertise in the local market contribute to the substantiation of this risk. Although
Tenda has less geographic coverage than the largest players, its target market has been gradually expanding, and the
size may become a threat to the construction company since it opens space for the entry of competitors that have an
exclusive focus on a single region. Recently, Plano&Plano company became part of Tenda's direct competitors as a
construction company that owns 100% of its projects focused on the low-income market, but with operations only in
the city of São Paulo. The rise of companies with an exclusive focus on the cities in which Tenda already operates is a
threat to the company's business model.

INCC (M2).
The National Construction Cost Index measures the evolution of the housing construction cost and directly influences
the value of installments in financing apartments bought in the plant. The index considers costs with labor,
equipment, and facilities. Thus, if any of the components suffers a pressure in its prices, that may come from labor
issues, the cost of raw materials for equipment, and others, the sector activity may be negatively affected. Specifically,
about Tenda, the Bear scenario showed that any sensitivity in the operating costs drastically affects the stock’s target
price. Therefore, in the case of INCC for the next years to be bigger than expected, Tenda may be affected.

Macroeconomic (E)
Interest rate (E1).
Since the basic interest rate of the economy is the starting point of the composition of the final rate of loans and
financing, fluctuations impact both real estate acquisition and production. In this sense, the two principal factors that
can lead to alterations in the rate are: high inflation and increased country risk. Given the dependence of the real
estate sector on credit, the risk for Tenda is high in the interest rate, which will increase the final value of financings
(and construction), decelerating the sector.

FGTS (E2).
One of the risks associated with Tenda’s activity is FGTS, an important component of PCVA, from which the company
depends on performing its activities. In the optics of collection, the major risk in long term is the natural tendency of
emerging countries to a reduction of the economically active population (EAP), due to the decrease in the birth rates
(Figure 45). Therefore, with fewer workers contributing to the fund, it is natural for its collection to tend to decrease.
From the perspective of the withdrawal, this demographic question also has an impact: with a longer life expectancy,
the population tends to live longer, impacting the withdrawals related to retirement. Historically, the situations in
which withdrawals from the fund can be made are: (i) real estate financing; (ii) unfair dismissal; (iii) retirement; (iv)
serious diseases. Due to such restrictions, the fund can remain stable. However, over the past few years, the
“sporadic” withdrawals, used to inject capital into the economy, have increased. With the COVID-19 crisis, there will
be the release of new value, out from the pre-established conditions. Withdrawals for this purpose can become a
liquidity injection, being able of being used politically, which becomes a risk.

PCVA (E3).
Tenda is extremely dependent on the Programa Casa Verde Amarela program, since the company operates within the
program. Besides the aspect related to the subside from the FGTS, there is also the risk of modifications within the
program. With the change of government, that occurs every four years, the Minister of Regional Development may be
also changed, and such position has the responsibility of the coordination of the PCVA. Thus, such changes may favor
or harm Tenda’s activities.

Regulatory (R)
Real estate laws (R1).
Regulatory issues can directly impact the constructions and financing conditions of real estate projects. As an
example, we have the Termination Law of December 2018, which brought important aspects related to real estate
contracts acquired in the plant. In this case, the idea was to bring stability to the sector, with clearer rules regarding,
overall, the undoing of the business due to the fault of one of the parties involved. However, other issues could
negatively affect Tenda's activity, such as increased regulatory standards, which could increase the cost of labor in the
real estate sector.
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Operational Statements

Financial Statements

Operational

Unit 2014 2015 2016 2017 2018 2019 2020E 2021E 2022E 2023E 2024E 2025E 2026E 2027E 2028E 2029E

Launches PSV BRL '000 614,000 1,088,941 1,342,491 1,694,000 1,912,700 2,575,100 2,523,598 2,876,902 3,279,668 3,738,821 4,778,537 5,447,532 5,918,648 6,222,490 6,493,303 6,784,019

Growth y/y % 77.35% 23.28% 26.18% 12.91% 34.63% -2.00% 14.00% 14.00% 14.00% 27.81% 14.00% 8.65% 5.13% 4.35% 4.48%

Units launched unit 4,284 7,711 9,819 11,768 13,636 17,894 17,742 19,674 21,818 24,195 30,081 33,358 35,256 36,056 36,601 37,198

Average price BRL '000/unit 143 141 137 144 140 144 142 146 150 155 159 163 168 173 177 182

Gross Sales BRL '000 919,381 1,208,135 1,417,628 1,807,540 2,047,162 2,239,405 2,689,092 2,910,984 3,347,540 3,829,893 4,697,500 5,498,730 6,154,806 6,642,943 7,035,257 7,395,426

Cancelations BRL '000 523,363 192,042 275,961 263,700 192,400 199,800 370,321 259,719 298,669 341,704 419,112 490,598 549,134 592,686 627,688 659,822

Net sales unit 395,981 1,016,130 1,141,866 1,544,700 1,854,900 2,039,600 2,318,771 2,651,265 3,048,872 3,488,189 4,278,387 5,008,131 5,605,672 6,050,258 6,407,570 6,735,604

Growth y/y % 156.61% 12.37% 35.28% 20.08% 9.96% 13.69% 14.34% 15.00% 14.41% 22.65% 17.06% 11.93% 7.93% 5.91% 5.12%

Units sold unit 2,623 6,814 8,138 10,827 13,466 14,907 16,614 18,441 20,490 22,760 27,102 30,801 33,472 35,074 36,064 36,806

Average price BRL '000/unit 143 141 137 144 140 144 142 146 150 155 159 163 168 173 177 182

SoS % 52.99% 50.92% 55.58% 59.98% 54.83% 59.45% 56.80% 56.80% 56.80% 56.80% 56.80% 56.80% 56.80% 56.80% 56.80%

Landbank BRL '000 3,954,886 4,732,938 4,461,800 6,695,000 8,893,600 10,619,400 10,844,586 12,675,570 14,762,891 17,142,438 20,183,705 23,650,748 27,417,630 31,377,891 35,510,508 39,828,149

Land acquisition BRL '000 2,017,599 1,848,584 1,417,428 3,928,500 4,111,900 4,300,600 2,749,384 4,707,886 5,366,990 6,118,368 7,819,803 8,914,576 9,685,530 10,182,750 10,625,920 11,101,661

Income Statement

Unit 2014 2015 2016 2017 2018 2019 2020E 2021E 2022E 2023E 2024E 2025E 2026E 2027E 2028E 2029E

Gross revenue BRL '000 551,790 907,362 1,170,655 1,420,369 1,746,577 2,005,329 2,184,242 2,778,583 3,019,976 3,418,482 4,134,082 4,926,323 5,582,838 6,008,496 6,380,963 6,720,189

(+/-) Provisions BRL '000 18,348 -56,400 -117,945 -62,465 -65,323 -55,231 -105,843 -105,031 -114,156 -129,219 -156,269 -186,216 -211,032 -227,122 -241,201 -254,024

Net Revenues BRL '000 570,138 850,962 1,052,710 1,357,904 1,681,254 1,950,098 2,078,399 2,673,552 2,905,820 3,289,262 3,977,813 4,740,107 5,371,806 5,781,374 6,139,762 6,466,165

Growth y/y % 49.26% 23.71% 28.99% 23.81% 15.99% 6.58% 28.64% 8.69% 13.20% 20.93% 19.16% 13.33% 7.62% 6.20% 5.32%

(-) Operational costs BRL '000 -417,050 -590,800 -701,648 -859,147 -1,070,745 -1,268,418 -1,424,189 -1,764,544 -1,888,783 -2,138,021 -2,603,300 -3,151,507 -3,567,613 -3,833,265 -4,062,449 -4,267,669

(-) Capitalized finances chargesBRL '000 -27,198 -14,784 -28,057 -30,140 -24,679 -33,605 -24,610 -29,977 -34,849 -38,375 -44,037 -48,404 -49,979 -53,394 -53,930 -56,573

Gross profit BRL '000 125,890 245,378 323,005 468,617 585,830 648,075 629,600 879,031 982,188 1,112,867 1,330,476 1,540,195 1,754,214 1,894,716 2,023,383 2,141,923

Gross margin % 22.08% 28.84% 30.68% 34.51% 34.84% 33.23% 30.29% 32.88% 33.80% 33.83% 33.45% 32.49% 32.66% 32.77% 32.96% 33.13%

(-) Selling expenses BRL '000 -52,978 -65,311 -90,490 -136,873 -145,288 -162,525 -202,857 -219,604 -252,538 -288,927 -354,379 -414,823 -464,318 -501,143 -530,739 -557,910

(-) G&A expesnes BRL '000 -87,073 -83,971 -89,739 -95,155 -123,846 -117,117 -150,234 -206,373 -279,197 -286,557 -325,985 -339,560 -354,412 -370,423 -384,052 -397,950

(-) Other expenses BRL '000 -81,342 -50,849 -42,198 -99,614 -81,017 -57,242 -68,333 -83,357 -90,599 -102,554 -124,022 -147,790 -167,485 -180,255 -191,429 -201,606

EBITDA BRL '000 -95,503 45,247 100,578 136,975 235,679 311,191 208,175 369,696 359,854 434,829 526,090 638,023 767,999 842,896 917,164 984,458

EBITDA margin % -16.75% 5.32% 9.55% 10.09% 14.02% 15.96% 10.02% 13.83% 12.38% 13.22% 13.23% 13.46% 14.30% 14.58% 14.94% 15.22%

Adjusted EBITDA BRL '000 -67,467 62,170 130,174 169,548 278,732 353,452 244,108 409,774 412,642 490,665 591,227 711,955 848,938 933,556 1,011,994 1,085,535

Adj EBITDA margin % -11.83% 7.31% 12.37% 12.49% 16.58% 18.12% 11.74% 15.33% 14.20% 14.92% 14.86% 15.02% 15.80% 16.15% 16.48% 16.79%

(-) D&A BRL '000 -15,664 -14,835 -12,299 -13,488 -16,319 -20,460 -34,048 -24,300 -28,914 -55,388 -77,364 -76,458 -78,144 -81,117 -84,483 -88,034

EBIT BRL '000 -111,167 30,412 88,279 123,487 219,360 290,731 174,127 345,396 330,940 379,442 448,727 561,564 689,855 761,778 832,680 896,424

(+) Financial income BRL '000 58,673 46,825 27,257 28,146 42,883 61,241 34,872 41,917 53,196 56,394 58,009 57,967 55,024 61,742 67,472 80,264

(-) Financial expenses BRL '000 -83,548 -41,051 -52,758 -29,003 -34,377 -49,439 -55,539 -63,199 -67,753 -79,367 -85,382 -85,225 -92,779 -90,798 -97,329 -107,081

EBT BRL '000 -136,042 36,186 62,778 122,630 227,866 302,533 153,461 324,115 316,382 356,468 421,354 534,307 652,100 732,723 802,823 869,606

(+/-) Taxes ans social contribuitionBRL '000 -6,328 -6,522 -20,966 -17,994 -26,520 -35,120 -39,027 -47,236 -51,340 -58,114 -70,279 -83,747 -94,908 -102,144 -108,476 -114,243

Net income bef min. BRL '000 -142,370 29,664 41,812 104,636 201,346 267,413 114,434 276,879 265,043 298,354 351,075 450,560 557,192 630,578 694,346 755,363

(-) Minorities share BRL '000 743 623 9,382 2,050 -1,054 -869 -362 -876 -839 -944 -1,111 -1,425 -1,763 -1,995 -2,197 -2,390

Net income BRL '000 -141,627 30,287 51,194 106,686 200,292 266,544 114,072 276,003 264,204 297,410 349,964 449,134 555,429 628,583 692,149 752,973

Net income margin % -24.84% 3.56% 4.86% 7.86% 11.91% 13.67% 5.49% 10.32% 9.09% 9.04% 8.80% 9.48% 10.34% 10.87% 11.27% 11.64%

Balance Sheet

Unit 2014 2015 2016 2017 2018 2019 2020E 2021E 2022E 2023E 2024E 2025E 2026E 2027E 2028E 2029E

ASSETS

Current assets BRL '000 1888212 1698915 1,666,305 2,002,970 2,516,579 3,334,009 4,047,825 4,347,899 4,698,405 5,195,973 5,875,183 6,539,012 7,429,055 8,216,229 9,178,545 10,217,420

Cash and cash equivalents BRL '000 494572 234274 223,487 497,723 855,559 1,070,452 1,397,245 1,519,879 1,503,840 1,546,909 1,545,795 1,467,299 1,646,464 1,799,241 2,140,372 2,553,848

Receivables BRL '000 340553 479415 427,147 396,841 475,696 625,142 807,321 858,337 932,906 1,056,010 1,277,067 1,521,800 1,724,605 1,856,096 1,971,155 2,075,946

Properties for sale BRL '000 882197 835467 850,514 999,032 1,086,766 1,492,564 1,685,141 1,811,565 2,103,540 2,434,936 2,894,203 3,391,795 3,899,867 4,402,775 4,908,899 5,429,508

Due from related parties BRL '000 109306 83963 93,478 47,059 42,310 40,472 41,182 41,182 41,182 41,182 41,182 41,182 41,182 41,182 41,182 41,182

Escrow deposits BRL '000 29100 17402 25,351 30,355 31,019 46,008 43,760 43,760 43,760 43,760 43,760 43,760 43,760 43,760 43,760 43,760

Other receivables BRL '000 32484 48394 46,328 31,960 25,229 59,371 73,176 73,176 73,176 73,176 73,176 73,176 73,176 73,176 73,176 73,176

Permanent assets BRL '000 236977 206745 195,844 132,208 104,460 144,476 147,452 167,375 281,667 376,544 372,635 379,914 392,749 407,282 422,611 438,859

Investments in equity interestsBRL '000 199546 163602 147,831 65,417 39,376 42,592 42,543 42,543 42,543 42,543 42,543 42,543 42,543 42,543 42,543 42,543

Property and equipment BRL '000 24808 24629 30,143 41,824 39,018 79,434 78,848 94,787 186,221 262,123 258,995 264,818 275,086 286,713 298,976 311,974

Intangible assets BRL '000 12623 18514 17,865 21,644 26,066 22,450 26,060 30,045 52,903 71,879 71,097 72,553 75,120 78,026 81,092 84,342

Deferred taxes BRL '000 0 0 5 3,323 0 0 0 0 0 0 0 0 0 0 0 0

TOTAL ASSETS BRL '000 2125189 1905660 1,862,149 2,135,178 2,621,039 3,478,485 4,195,276 4,515,273 4,980,072 5,572,517 6,247,817 6,918,926 7,821,804 8,623,511 9,601,156 10,656,279

LIABILITIES & SHAREHOLDERS' EQUITY

Current liabilities BRL '000 1042843 778846 786,527 971,439 1,417,265 2,126,776 2,744,197 2,788,191 2,988,785 3,358,173 3,771,001 4,105,258 4,591,564 4,921,834 5,414,974 5,980,665

Borrowings and financing BRL '000 48933 46453 134,994 116,163 104,782 60,016 526,484 580,398 627,343 772,601 831,148 814,536 886,736 867,806 930,227 1,023,430

Debentures BRL '000 389617 201877 0 154,002 437,709 810,420 811,345 709,375 627,343 632,128 680,030 693,864 755,368 739,242 792,415 871,811

Payables for materials and servicesBRL '000 23461 13669 31,664 22,749 21,449 38,926 64,275 54,005 57,807 64,433 78,456 103,611 117,291 126,025 133,560 140,307

Social and tax obligations BRL '000 71251 72606 60,108 64,382 71,975 79,313 108,733 140,810 190,499 195,521 222,423 231,685 241,819 252,743 262,042 271,525

Obg. for purchase of land BRL '000 231686 240635 235,623 444,800 619,542 943,248 1,036,133 1,106,376 1,288,566 1,496,262 1,761,716 2,064,334 2,393,123 2,738,791 3,099,502 3,476,364

Due to related parties BRL '000 120643 88607 204,717 50,677 21,801 23,681 24,407 24,407 24,407 24,407 24,407 24,407 24,407 24,407 24,407 24,407

Dividends payable BRL '000 0 0 0 0 13,338 18,175 18,147 18,147 18,147 18,147 18,147 18,147 18,147 18,147 18,147 18,147

Provisions BRL '000 95322 76338 73,204 75,211 79,676 74,580 77,878 77,878 77,878 77,878 77,878 77,878 77,878 77,878 77,878 77,878

Deferred taxes BRL '000 7931 5045 11,437 5,851 7,833 11,794 14,308 14,308 14,308 14,308 14,308 14,308 14,308 14,308 14,308 14,308

Other payables BRL '000 53999 33616 34,780 37,604 39,160 66,623 62,488 62,488 62,488 62,488 62,488 62,488 62,488 62,488 62,488 62,488

TOTAL LIABILITIES BRL '000 1042843 778846 786,527 971,439 1,417,265 2,126,776 2,744,197 2,788,191 2,988,785 3,358,173 3,771,001 4,105,258 4,591,564 4,921,834 5,414,974 5,980,665

Shareholders' equity: BRL '000 1082346 1126814 1,075,622 1,163,739 1,203,774 1,351,709 1,451,079 1,727,082 1,991,286 2,214,344 2,476,817 2,813,668 3,230,239 3,701,677 4,186,181 4,675,614

LIABILITIES + EQUITY BRL '000 2125189 1905660 1,862,149 2,135,178 2,621,039 3,478,485 4,195,276 4,515,273 4,980,072 5,572,517 6,247,817 6,918,926 7,821,804 8,623,511 9,601,156 10,656,279

Appendix 1

Appendix 2
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Assumptions

Cash Flow

2020E 2021E 2022E 2023E 2024E 2025E 2026E 2027E 2028E 2029E

(=) Net income BRL '000 114,072 276,003 264,204 297,410 349,964 449,134 555,429 628,583 692,149 752,973

(+) D&A BRL '000 34,048 24,300 28,914 55,388 77,364 76,458 78,144 81,117 84,483 88,034

(+/-) WC BRL '000 -227,102 -85,390 -130,864 -235,154 -373,947 -405,289 -358,275 -269,073 -243,638 -232,308

(=) CFO BRL '000 -78,983 214,912 162,254 117,644 53,381 120,304 275,299 440,628 532,995 608,699

(-) CAPEX BRL '000 -138,956 -44,223 -143,207 -150,265 -73,454 -83,738 -90,979 -95,650 -99,813 -104,282

(=) CFI BRL '000 -217,939 170,690 19,048 -32,621 -20,073 36,566 184,319 344,978 433,182 504,418

(+/-) Δ Debt and liabilitires arising BRL '000 467,392 -48,056 -35,087 150,043 106,449 -2,778 133,703 -35,056 115,594 172,599

(-) Dividends BRL '000 -13,700 0 0 -74,353 -87,491 -112,284 -138,857 -157,146 -207,645 -263,541

(=) CFF BRL '000 235,754 122,634 -16,039 43,070 -1,115 -78,495 179,165 152,776 341,132 413,476

Launches Breakdown

Unit 2014 2015 2016 2017 2018 2019 2020E 2021E 2022E 2023E 2024E 2025E 2026E 2027E 2028E 2029E
PSV total BRL '000 614,000 1,088,941 1,342,491 1,694,000 1,912,700 2,575,100 2,523,598 2,876,902 3,279,668 3,738,821 4,778,537 5,447,532 5,918,648 6,222,490 6,493,303 6,784,019

Growth y/y % 77% 23% 26% 13% 35% -2% 14% 14% 14% 28% 14% 9% 5% 4% 4%

Units launched unit 4,284 7,711 9,819 11,768 13,636 17,894 17,742 19,674 21,818 24,195 30,081 33,358 35,256 36,056 36,601 37,198

Average price per unit BRL '000/ unit 143.32 141.22 136.72 143.95 140.27 143.91 142 146 150 155 159 163 168 173 177 182

PSV Offsite BRL '000 516,280 588,560 670,958 764,892 871,977 994,054

Growth y/y % 14.0% 14.0% 14.0% 14.0% 14.0%

Units launched unit 3,250 3,604 3,997 4,432 4,915 5,451

Average price per unit BRL '000/ unit 159 163 168 173 177 182

PSV Onsite BRL '000 614,000 1,088,941 1,342,491 1,694,000 1,912,700 2,575,100 2,523,598 2,876,902 3,279,668 3,738,821 4,262,256 4,858,972 5,247,690 5,457,598 5,621,326 5,789,965

Growth y/y % 77% 23% 26% 13% 35% -2% 14% 14% 14% 14% 14% 8% 4% 3% 3%

Units launched unit 4,284 7,711 9,819 11,768 13,636 17,894 17,742 19,674 21,818 24,195 26,831 29,754 31,259 31,624 31,686 31,747

Average price per unit BRL '000/ unit 143.32 141.22 136.72 143.95 140.27 143.91 142 146 150 155 159 163 168 173 177 182

Sales Breakdown

Unit 2014 2015 2016 2017 2018 2019 2020E 2021E 2022E 2023E 2024E 2025E 2026E 2027E 2028E 2029E
Gross sales BRL '000 919,381 1,208,135 1,417,628 1,807,540 2,047,162 2,239,405 2,689,092 2,910,984 3,347,540 3,829,893 4,697,500 5,498,730 6,154,806 6,642,943 7,035,257 7,395,426

Sales cancellations BRL '000 523,363 192,042 275,961 263,700 192,400 199,800 370,321 259,719 298,669 341,704 419,112 490,598 549,134 592,686 627,688 659,822

As %  sales % 132.17% 18.90% 24.17% 17.07% 10.37% 9.80% 16.00% 9.80% 9.80% 9.80% 9.80% 9.80% 9.80% 9.80% 9.80% 9.80%

Net sales R$'000 395,981 1,016,130 1,141,866 1,544,700 1,854,900 2,039,600 2,318,771 2,651,265 3,048,872 3,488,189 4,278,387 5,008,131 5,605,672 6,050,258 6,407,570 6,735,604

Growth y/y % 157% 12% 35% 20% 10% 14% 14% 15% 14% 23% 17% 12% 8% 6% 5%

Net units sold unit 2,623 6,814 8,138 10,827 13,466 14,907 16,614 18,441 20,490 22,760 27,102 30,801 33,472 35,074 36,064 36,806

Average Price per unit BRL '000/ unit 150.96 149.12 140.31 142.67 137.75 136.82 140 144 149 153 158 163 167 172 178 183

Inventory at market value BRL '000 828,665.00 899,813.00 1,085,357.00 1,179,800.00 1,144,500.00 1,581,600.00 1,791,035 2,088,314 2,402,643 2,754,186 3,370,012 3,950,953 4,429,869 4,788,156 5,074,991 5,336,556

Supply BRL '000 1,917,606.00 2,242,304.00 2,779,357.00 3,092,500.00 3,719,600.00 3,900,371 4,667,937 5,367,982 6,141,464 7,532,723 8,817,544 9,869,601 10,652,359 11,281,458 11,859,010

SoS % 53% 51% 56% 60% 55% 59% 57% 57% 57% 57% 57% 57% 57% 57% 57%

Net sales Offsite BRL '000 293,234 460,971 585,559 696,003 806,937 926,305

As % total % 7% 9% 10% 12% 13% 14%

Growth y/y % 57.20% 27.03% 18.86% 15.94% 14.79%

Net units sold unit 1,858 2,835 3,496 4,035 4,542 5,062

Average Price per unit BRL '000/ unit 158 163 167 172 178 183

Inventory at market value BRL '000 223,047 360,003 460,523 548,754 636,841 731,337

Supply BRL '000 516,280 811,606 1,030,961 1,225,415 1,420,730 1,630,895

Offsite SoS % 57% 57% 57% 57% 57% 57%

Net sales Onsite BRL '000 395,981 1,016,130 1,141,866 1,544,700 1,854,900 2,039,600 2,318,771 2,651,265 3,048,872 3,488,189 3,985,154 4,547,160 5,020,113 5,354,255 5,600,632 5,809,299

As % total % 100% 100% 100% 100% 93% 91% 90% 88% 87% 86%

Growth y/y % 157% 12% 35% 20% 10% 14% 14% 15% 14% 14% 14% 10% 7% 5% 4%

Net units sold unit 2,623 6,814 8,138 10,827 13,466 14,907 16,614 18,441 20,490 22,760 25,245 27,966 29,975 31,039 31,522 31,744

Average Price per unit BRL '000/ unit 150.96 149.12 140.31 142.67 137.75 136.82 140 144 149 153 158 163 167 172 178 183

Inventory at market value BRL '000 828,665.00 899,813.00 1,085,357.00 1,179,800.00 1,144,500.00 1,581,600.00 1,791,035 2,088,314 2,402,643 2,754,186 3,146,965 3,590,949 3,969,346 4,239,402 4,438,150 4,605,219

Supply BRL '000 1,917,606.00 2,242,304.00 2,779,357.00 3,092,500.00 3,719,600.00 3,900,371 4,667,937 5,367,982 6,141,464 7,016,443 8,005,937 8,838,640 9,426,944 9,860,728 10,228,116

Onsite SoS % 53% 51% 56% 60% 55% 59% 57% 57% 57% 57% 57% 57% 57% 57% 57%

Backlog 

Unit 2014 2015 2016 2017 2018 2019 2020E 2021E 2022E 2023E 2024E 2025E 2026E 2027E 2028E 2029E

Backlog of sales BRL '000 130,604 275,301 255,448 325,149 546,743 555,232 821,964 726,098 784,913 889,215 1,073,749 1,202,667 1,277,176 1,374,093 1,459,748 1,537,690

Costs to be incurred BRL '000 -86,742 -149,975 -136,556 -169,099 -308,426 -337,579 -439,340 -361,508 -408,676 -486,595 -600,901 -630,212 -620,490 -625,019 -625,598 -627,667

Backlog of results BRL '000 43,862 125,326 118,892 156,050 238,317 217,653 382,624 364,591 376,237 402,620 472,848 572,455 656,687 749,074 834,150 910,022

Backlog margin 33.58% 45.52% 46.54% 47.99% 43.59% 39.20% 46.55% 50.21% 47.93% 45.28% 44.04% 47.60% 51.42% 54.51% 57.14% 59.18%

Revenue recognition

Unit 2014 2015 2016 2017 2018 2019 2020E 2021E 2022E 2023E 2024E 2025E 2026E 2027E 2028E 2029E

All contracted sales R$'000 1,146,734 1,417,167 1,800,148 2,180,049 2,586,343 2,874,003 3,473,229 3,774,970 4,273,102 5,167,602 6,081,880 6,808,339 7,327,434 7,781,662 8,195,352

Gross revenue R$'000 551,790 907,362 1,170,655 1,420,369 1,746,577 2,005,329 2,184,242 2,778,583 3,019,976 3,418,482 4,134,082 4,926,323 5,582,838 6,008,496 6,380,963 6,720,189

% of recognition % 79.13% 82.61% 78.90% 80.12% 77.54% 76.00% 80.00% 80.00% 80.00% 80.00% 81.00% 82.00% 82.00% 82.00% 82.00%

Appendix 3

Land Bank

Unit 2014 2015 2016 2017 2018 2019 2020E 2021E 2022E 2023E 2024E 2025E 2026E 2027E 2028E 2029E

Land Bank BoP R$'000 2,427,604 3,954,886 4,732,938 4,461,800 6,695,000 8,893,600 10,690,000 10,844,586 12,675,570 14,762,891 17,142,438 20,183,705 23,650,748 27,417,630 31,377,891 35,510,508

(+) Land acquisitions R$'000 2,017,599 1,848,584 1,417,428 3,928,500 4,111,900 4,300,600 2,749,384 4,707,886 5,366,990 6,118,368 7,819,803 8,914,576 9,685,530 10,182,750 10,625,920 11,101,661

(-) Launches R$'000 -614,000 -1,088,941 -1,342,491 -1,694,000 -1,912,700 -2,575,100 -2,523,598 -2,876,902 -3,279,668 -3,738,821 -4,778,537 -5,447,532 -5,918,648 -6,222,490 -6,493,303 -6,784,019

Other adjustment R$'000 123,683 18,409 -346,075 -1,300 -600 300 -600 0 0 0 0 0 0 0 0 0

Land Bank EoP R$'000 3,954,886 4,732,938 4,461,800 6,695,000 8,893,600 10,619,400 10,844,586 12,675,570 14,762,891 17,142,438 20,183,705 23,650,748 27,417,630 31,377,891 35,510,508 39,828,149

Macro Assumptions

unit 2014 2015 2016 2017 2018 2019 2020E 2021E 2022E 2023E 2024E 2025E 2026E 2027E 2028E 2029E

INCC % 6.95% 7.48% 6.13% 4.25% 3.84% 4.15% 5.40% 4.00% 4.00% 4.20% 4.20% 4.20% 4.20% 4.20% 4.20% 4.20%

IPCA % 6.40% 10.70% 6.30% 2.90% 3.70% 4.30% 2.54% 2.80% 3.50% 3.00% 3.00% 3.00% 3.00% 3.00% 3.00% 3.00%

SELIC % 11.75% 14.25% 13.75% 7.00% 6.50% 4.50% 2.00% 3.00% 3.50% 3.75% 3.75% 3.75% 3.75% 3.75% 3.75% 3.75%

EUA GDP % 2.53% 2.91% 1.64% 2.37% 2.93% 2.43% -3.97% 3.98% 2.01% 1.78% 1.78% 1.78% 1.78% 1.78% 1.78% 1.78%

Brazilian GDP % 0.50% -3.55% -3.28% 1.32% 1.32% 1.14% -4.53% 3.54% 2.99% 2.87% 2.87% 2.87% 2.87% 2.87% 2.87% 2.87%

IGPM % 3.69% 10.54% 7.17% -0.52% 7.54% 7.30% 17.00% 3.99% 3.00% 3.00% 3.00% 3.00% 3.00% 3.00% 3.00% 3.00%

Source: BACEN, Itaú BBA, XP investimentos, FGV
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Appendix 4

Company Name L. Beta Debt
Maket Value  of 

Equity
Tax Rate Unl. BETA

Cyrela Brazil Realty SA 
Empreendimentos e Participacoes

1.50 2,910,556,000.00 10,485,258,890.00 23.2% 1.2

EZTEC Empreendimentos e 
Participacoes SA

1.12 13,106,000.00 8,560,170,000.00 7.4% 1.1

MRV Engenharia e Participacoes 
SA

1.08 4,840,199,000.00 8,790,840,960.00 13.9% 0.7

Even Construtora e Incorporadora 
SA

1.51 1,124,754,000.00 2,588,520,000.00 21.9% 1.1

Direcional Engenharia SA 1.44 922,443,000.00 2,262,635,250.00 13.0% 1.1

Moura Dubeux Engenharia SA 1.43 226,387,000.00 1,005,322,560.00 15.6% 1.2

Tecnisa SA 1.43 334,982,000.00 767,109,980.00 11.4% 1.0

Median 1.123

Company Name Debt
Maket Value  of 

Equity
Tax Rate Re-L Beta

Construtora Tenda SA 1,359,665,000.00 3,183,535,440.00 14.7% 1.532

WACC Model 

Capital Structure  

Debt to Total Capitalization 29.9%

Equity to Total Capitalization 70.1%

Debt / Equity 42.7%

Cost of Equity 

Risk Free 0.79%

Beta 1.53x

Equity Risk Premium 4.97%

Country Risk 4.41%

US Inf. 1.50%

BR Inf. 2.60%

Ke 14.04%

Cost of Debt 

Kd pre-tax 4.60%

Tax Rate 14.7%

Kd 3.93%

WACC 11.01%

Source: Refinitiv, Aswath Damodaran, US Treasury, Bacen, Team 42 EstimatesLast Uptade: 10/12/2020

Beta & WACC

Appendix 6 Transition Growth

𝑔 𝑡 = 𝑔29𝐸 ∗ 𝑒
(−0.306)∗𝑡 + 0.03

We use an exponential decay to determine the behavior of the transition growth over a 10-year period from 2030 to 2039. This
behavior is the same used to determine market share in competitive markets in the long run. The mathematical equation that

represents this decay is : (𝑔 𝑡 = 𝑔29𝐸 ∗ 𝑒
(−0.306)∗𝑡 + 0.03). where 𝑔 𝑡 is the growth rate for the period ; 𝑔29𝐸 is the growth rate

of year 2029E; 𝑒 is the Euler number (2.7182818...); 0.306 is the constant that was stipulated for the value of 𝑔30𝐸 reaches the
average market growth rate(14%); and t is the corresponding time in years. In addition, we added a value of 3% to the formula
that represents the maximum decay point determined by the perpetuity growth.

Source: Team 42 Estimates

Appendix 5 FCFF

Free Cash Flow to Firm

Unit 2019 2020E 2021E 2022E 2023E 2024E 2025E 2026E 2027E 2028E 2029E

FCFF BRL '000 13,458 -202,166 189,746 32,081 -12,449 3,845 60,977 218,342 371,978 461,202 530,101
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Appendix 7 Simplified flowchart - PCVA

Appendix 8 PCVA’s Bands

Source: Company’s data.

Band 1
3.4%

Band 1.5 and 2
70%

Band 3
10.6%

Middle and 
high 

income
16%

Band 1: Family 
Income up to 

BRL 1,600

In this band, the government pays 90%* of the property 
and the family can parcel the 10% in 120 installments 

from BRL 80 to 270, without interest. ( Maximum 
property value of BRL 96,000).                                                                                               

* The resources are provided by union 

Band 1.5: 
Family Income 

up to BRL 
3,270

In this band, the government uses FGTS resources to 
subisidy up to BRL 47,500 and the rest can be parceled 
in 30 years. The subsidy value decrease as the income 

increases. 

Band 2: Family 
Income up to 

BRL 5,000

In this band, the government uses FGTS resources to 
subisidy up to BRL 29,000 and the rest can be parceled 
in 30 years. The subsidy value decrease as the income 

increases. 

Band 3: Family 
Income up to 

BRL 7,000

In this band, there are no subsidies and lower interest 
rates compared to the private financing. Limit of 30 

years to pay the property.

Source: Company’s data.

Source: Company’s data.

Percentage of Brazilian families that fit each
PCVA Band:
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Appendix 9 ESG Rating

ESG Factors Issues Activity Description Rating

ENVIRONMENT

GHG Emissions

The company's activities have a negative
factor in terms of GHG emissions, since the
company's business model does not yet
have a line of green building materials.

1

Sustainability Information
The company does not publish a
sustainability report and recently released
the first information about the topic.

2

Deforestation

To carry out the construction of its
products, the company needs to remove all
traces of plants and trees from the area
when it is in undeveloped locations.

3

Energy efficiency
The manufacture of raw materials for
aluminum shapes and masonry activities
has a high energy expenditure.

1

Average 1.75

SOCIAL

Customer satisfaction
The customer rating for Tenda is below the
market average according to the Reclame
Aqui website.

2

Gender and diversity
There is only 1 woman representative and
little ethnic diversity on the board of
directors.

2

Community relations

The price of houses below market value is
an opportunity for families in the PVCA
program. On the other hand, the company
has a history of conflict with communities
close to its area of operation.

4

Human rights

Tenda has already been mentioned in a list
that contains companies that subject their
employees to slave labor. However, the
reason for this listing was not very clear,
and the company is currently out of that
listing through a legal injunction.

3

Average 2.75

GOVERNMENT

Board composition
All directors have the necessary experience
and skills to act in the designated position.

5

Executive compensation

The company's remuneration model is
conducted by external consultancy surveys
and has incentives to create value for the
company in the long term through
operational performance metrics.

5

Whistleblower schemes
The company has a coherent code of ethics
and a secure reporting channel for eventual
communications.

5

Average 5

Total Average 3,167

From the examples of ESG issues found in the CFA Institute’s Article "Environment, Social and
Governance Issues in Investing: A Guide for Investment Professionals" we selected the main ones that
are part of Tenda's analysis for a rating. The grades given vary from 1 to 5, with 1 representing the
worst evaluation and 5 the best evaluation in the item presented. The three ESG topics have the same
weight in the total average.

Source: Team 42 estimates.
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Appendix 10 Executive Officers

Name Position Expertise Background Academic Formation

Rodrigo Osmo Chief Executive Officer Leader

• CEO at Tenda (since Jan/2012); 
• CFO at Gafisa (mar/2011 - Dec/2011); 
• CEO at Alphaville Urbanismo (Oct/2009 - Nov/2011); 
• BDO at Gafisa (Jul/2006 - Oct/2009); 
• Associate at GP Investments (Jun/2005 - Jun/2006); 
• Associate at Consultant Brain & Company (Nov/2003 -
Jun/2005);
• Research Assistant at Harvard Business School 
(May/2003 - Nov/2003).

• MBA at Harvard Business School; 
• Bachelor of Chemical Engineering at 
Escola Politécnica da USP.

Renan Barbosa 
Sanches

Chief Financial Officer & DRI 
Industry 

Experience

• CFO at Tenda (since Jan/2018); 
• Controllership Director at Tenda (Jul/2017 - Dec/2017); 
• Financial Planning Manager at Tenda (Jul/2013 -
Jun/2017); 
• Financial Manager at Gafisa (Oct/2011 - Jul/2013).

• Executive Program for CFOs at 
University of Chicago; 
• MBA in Finance at FGV; 
• Bachelor of Economics at 
Mackenzie.

Sidney Ostrowski Chief Operating Officer
Industry 

Experience

• COO at Tenda (since Jan/2010); 
• Construction Group Manager at Gafisa (Jan/2006 -
Dec/2009).

• MBA in Real Estate Management at 
FAAP; 
• MBA in Business Executive at FDC; 
• Bachelor of Civil Engineering at 
Mackenzie.

Fabrício Arrivabene
National Sales And Marketing 

Director
Industry 

Experience

• National Sales And Marketing Director at Tenda (since 
Jan/2012); 
• Regional Director at Tenda (Jan/2009 - Dec/2011); 
• Sales Director at Gafisa (Jul/2007 - Dec/2008); 
• Commercial Manager at Ambev (Feb/2006 - Jul/2007); 
• Direct Distribution Manager at Ambev (Feb/2003 -
Jan/2006).

• MBA at BSP; 
• Bachelor of Production Engineering 
at Ufscar.

Luis Gustavo S. 
Martini

Chief Marketing Officer Marketing

• CMO/CXO at Tenda (since Feb/2019); 
• Head of Retail Product and eCommerce at Amazon 
(Nov/2018 - Feb/2019);
• CMO at Omelete Company (may/2017 - oct/2018); 
• Marketing Manager at Natura (Feb/2004 - Oct 2015).

• Executive Program for Behavioral 
Sciences at Columbia Business School; 
• Master in Product Development and 
Strategic Planning at ITA; 
• Bachelor of Mechanical Engineering.

Cristina Caresia Chief Human Resourses Officer RH

• CHRO at Tenda (since Nov/2019); 
• HR Director at Cia. Hering (May/2017 - Nov/2019); 
• HR Manager at Cia. Hering (may/2014 - Nov/2019); 
• HR Resourse  Manager at Natura (Feb/2004 - May/2014).

• Marketing Management at FAAP; 
• Administration and Business at 
FAAP.

Benjamin Citron
Chief Business Development 

Officer
BDO

• BDO at Tenda (since Apr/2020); 
• Real Estate Investments Director at Votorantim 
(Aug/2018 - Apr/2020); 
• Corporate Portfolio Management & Real Estate 
Development at Votorantim (Jun/2015 - Aug/2018); 
• Vice President at Merril Lynch (Mar/2008 - Apr/2013); 
• Analyst at Credit Suisse (Dec/2006 - Feb 2008).

• Program for Leadership 
Development at Harvard Business 
School; 
• Bachelor of Production Engineering 
at Escola Politénica USP.

Marcelo Melo Buozi Chief Executive Business Officer
Offsite 

Construction

• Executive Business Director at Tenda (since Jan/2014); 
• Regional Business Director at Tenda (Jan/2012 -
Dec/2013); 
• Incorporation Director at Gafisa (Jun/2005 - Dec/2011).

• Economic and Financial 
Management at FDC; 
• MBA in Management and Business 
at FGV; 
• Bachelor of Civil Engineering at 
FAAP.

Alex Hamada Chief Administrative Officer
Offsite 

Construction

• CAO at Tenda (since Apr/2014); 
• Shared Services Director at Gafisa (Aug/2011 -
Mar/2014); 
• Shared Services Director at Wal-Mart (Oct/2009 -
Aug/2011).

• MBA and Bachelor of Business 
Administration at FGV.

Board of DirectorsAppendix 11

Source: Company’s data, LinkedIn website.

Source: Company’s data.

Name Institution Representant Position

Cláudio José Carvalho de Andrade Polo Capital Chairman

Eduardo Ferreira Pradal Polo Capital Independent Member 

Flávio Uchôa Teles de Menezes Pátria Investimentos Independent Member

Rodolpho Amboss Silverpeak Real Estate Partners Independent Member

Maurício Luís Luchetti Galícia Investimentos Independent Member

Mario Mello Freire Neto Poder do Voto Independent Member

José Urbano Duarte José Urbano Consultoria Ltda. Independent Member
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Appendix 12 Executive compensation

Appendix 13 Number of active business

Administration Area Fixed Salary Variable Salary

Board Of Directors

It comprises approximately 50% of the total compensation and
is defined considering the average values and the best market
practices, based on research carried out by external
consultants.

It comprises approximately 50% of the total
compensation and it is granted in the form of
restricted shares, considering the share price at
the time of grant.

Executive Officers

It comprises approximately 45% of the total compensation and
is defined considering the average values and the best market
practices, based on research carried out by external
consultants.

Short Term: It comprises approximately 25% of
the total compensation. Its objective is to
reward the year's results if the goals have been
reached or exceeded, linked directly to
indicators contained in the company's
Scorecard, such as equity, ROE, EBITDA, cash
flow, etc.
Long Term: It comprises approximately 30% of
the total remuneration. It is based on stock
options and restricted shares.

Audit Committee
It comprises the total compensation and is defined considering
the average values and the best market practices, based on
research carried out by external consultants.

None

Description:

Restricted shares: Compensation through shares. The beneficiary does not have to choose whether or not
to exercise his shares. The shares granted will only be transferred to Tenda Beneficiaries after the vesting
period (2 years) and may be traded on the stock exchange after 1 year of lock-up, that is, 3 years from the
grant.

Stock options: Compensation through the right to subscribe ordinary shares in the company's share
capital. The shares granted expire after a period of approximately 10 years. As with restricted shares, the
shares granted will only be transferred to Tenda Beneficiaries after the vesting period (2 years) and may
be traded on the exchange after 1 year of lock-up, that is, 3 years from the grant.
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60.000

70.000

80.000

90.000

100.000

110.000

120.000

130.000

140.000

2007 2008 2009 2010 2011 2012 2013 2014 2015 2016 2017 2018

Source: IBGE

Annual Research of Civil Construction

This research is focused on bring data about structural caracteristics of civil construction sector, made
by IBGE. Annualy, a lot of information are collected by a sample ( companies in the sector with more
than 40 employees), as gross and net revenue, costs and expenses and others. The research also
consider the sector concentration, analysing the number of companies and market share.
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Metodology

Distance calculation

To calculate the distance, the central region of São Paulo was used as a parameter.

Address: Av. Paulista, 2073 - Bela Vista, São Paulo - SP, 01311-300.

The apartments were selected at random.

Use of the digital platform

At the time of the evaluation, Tenda made available on its website 54 properties located in the region of the city of São Paulo. The main competitors MRV 

and Direcional had 14 and 6 projects respectively available for viewing.

By telephone contact, the 3 companies reported that the website is constantly updated.

Companies Address Distance
Average distance 

from the city center

Maria J da Conceição, w/n - Vila Andrade - São Paulo - SP 18,9Km

Itambu, s/n - Vila Santos - São Paulo - SP 15,8Km

Ourives, w/n - Jardim São Savério - São Paulo - SP 20,7Km

Barão Carlos de Sousa Anhumas, 380 - Jardim Recanto Verde - São Paulo - SP 26,3Km

Avenue Miguel Yunes, 717 - Usina Piratininga - São Paulo - SP 23,9Km

Avenue of Mirandas, 315 - Jardim Maria Duarte - São Paulo - SP 14,3Km

Tomoichi Shimizu, L183 (Região de Itaquera - São Paulo/SP) 39,5Km

Avenue Raimundo Pereira de Magalhães, 2500 (Pirituba - São Paulo/SP) 14,1Km

Salvador Fernandes Cardia - São Miguel Paulista - São Paulo/SP 33Km

Rua André de Almeida - São Mateus - São Paulo/SP 33Km

Rua Luís Mateus - Região de Itaquera - São Paulo/SP 38,7Km

Rua Domingos Ataíde - Vila Andrade - São Paulo/SP 12,9Km

Eugênio Falk, 506 13,2Km

Campante, 406 - Ipiranga, São Paulo/SP 14,1Km

Lavapés, 463 - Cambuci 4,4Km

Campante, 410 - Ipiranga 11,4Km

Professor Wlademir Pereira, 100 Vila São Francisco - SP 13,3Km

Savério Quadrio, 621 Jardim Amaralina - São Paulo - SP 19,4Km

DIRR3 12,58Km

TEND3 19,98Km

MRVE3 28,53Km

Utilização da plataforma digital

Appendix 14 Distance calculation

SEGMENT - Focus of Action

Super Economical Economical Medium Standard High/Luxury

TEND3

MRVE3

DIRR3

CYRE3

EVEN3

EZTC3

TRIS3

MTRE3

MDNE3

PLPL3

ROSS3

CURY3

Appendix 15 Peers – Market Focus

We define the focus of action of the main companies in the market based on a detailed analysis of the type of properties sold and 

following the information found in their Reference Forms. We seek to emphasize the focus of action instead of entering into a detailed 

analysis of all types of properties that each company builds.

Source: Team 42 Estimates

Source: Team 42 Estimates
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Entekra is a construction company founded in 2016 that focused on residential and commercial 
construction.

They work with an integrated off-site construction model called by the company FIOSS® (Fully 
Integrated Off-Site Solution) in which they are responsible for i. Pre-construction, ii. Design & 
engineering, iii. Off-site manufacturing, iv. Delivery v. On-site assembly and vi. Finishing. With this, the 
company believes to combine technologically advanced construction methods in a single production 
line in order to achieve two main results: 1. build more sustainably and 2. Provide affordable real 
estate.

In 2020, Entekra has won Ivory Prize for Housing Affordability who recognizes companies that are 
working to lower the cost of housing. Corrently, Entekra is seen around the word as one of the 
companies that are chaging the way that we build houses around the word. The main reason why 
Entekra was chosen is because his ability to reduce the time in the construction process which 
consequently reduces the cost of each unit.

METRICS TO OFF-SITE CONSTRUCTION

Much of the information collected for the construction of theses for an off-site construction approach takes into account a study published by McKinsey & Company in 
June 2019 entitled Modular Construction: From projects to products. Even adopting the American and European market as a basis for studies, we believe that Tenda will 
be able to bring to the national market, part of these figures related to efficiency since it has been proving its operational capacity over the last few years.

We adopted Entekra as a benchmark for our projections due to the similarity with Tenda when we look at the perspective of objectives and business model. Although the 
two companies have distinctions mainly in terms of country of operation and scale of business, we believe that initially Tenda will seek to reproduce in the off-site 
construction some operational characteristics that Entekra has already applied in the North American market, which are: i. productive efficiency and ii. low-income target 
market. These two aspects are now present in Tenda's operating model and we believe that synergies may arise with the creation of this in the operating model. In 
addition, the tent itself states that it seeks to act close to a Start-Up mode model, so we consider it feasible to take a Startup as a reference in order to use some metrics as 
a comparative basis.

Which are the metrics?

Entekra recently built its new plant in the Modesto, California region for the production of parts used in off-site construction. The approximate investment was US$ 35mn 
in a factory capable of launching 3,000 units per year.
Seeking an estimate for the cost of building a tent factory in early 2021, we used the factory built by Entekra as a reference. For this, we made two main changes:

1. We adopted the exchange rate estimated by the Central Bank of Brazil through the last Focus Report released.
2. We converted Entekra's total annual production capacity in ft² from 7,500,000.00ft² to 696,767m².

Assuming an average size of 60m² each residential unit produced by Tenda, the total annual production capacity is 11,612.00 homes and the total production cost of the 
factory is close to BRL 200,000,000.00

Appendix 16 ENTEKRA & McKinsey

Entekra's Factory / USA / 2019

Total Value $ US$ 35,000,000.00

Units per year 3000

Size of units (ft²) 2500

Annual production capacity (m²) 7500000

Size of units (m²) 232,26

Annual production capacity (m²) 696767

Total houses producted in 1 year (60m²) 11,612.78

Year 2019 2020E

USA Inflation 1%

Factory cost of construction US$ 35,000,000.00 US$ 35,350,000.00

US$/BRL (Focus forecast) 5.25

Total cost of building the factory 185,587,500.00
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Competitiors

Segmentation

Quality
differences

Brand loyality

Barriers to exit

Competitive Rivalry

Number of
suppliers

Uniqueness
of each

suppliers

Switching
cost

Bargaining Power of 
Suppliers

Costumers

Substitute
Information
available

Bargaining Power of 
Consumers

Barriers to
entry

Economies
of scale

Acess to
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Governmen
t policy
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on

Switching
cost

Potential of New Entrants 

Products

Substitute

Differentiati
on

Switching
cost

Threat of Substitutes

Appendix 17 Porter 5 Forces

Source: Team 42 Estimates

FORCE CRITÉRIA JUTIFICATION

Competitiors A fragmented and fragmented market.

Segmentation

Segmentation divided by socioeconomic profile. In order to act with 

relevance in the low-income market, it is necessary to apply industrial 

processes for more efficient gains, which prevents the entry of some 

competitors.

Main differences

Segmentation divided by socioeconomic profile. In order to act with 

relevance in the low-income market, it is necessary to apply industrial 

processes for more efficient gains, which prevents the entry of some 

competitors.

Branding

The brand does not have a strong relevance for the acquisition of the 

project although the company's reputation for delivering projects on time 

is considered a differential.

Difficult to exit
Due to the intense use of capital, after starting a project it becomes 

more difficult for the company to dispose of the unfinished asset.

Density of suppliers
Restricted existence of national and international suppliers of aluminum 

forms.

Exclusive suppliers
Within the pool of suppliers of aluminum forms, the characteristics are 

relatively similar.

Change cost
Tenda works with selected approved suppliers after a background check 

carried out by its R&D area.

Density of costumers Although Tenda has competitive prices, there are a significant number of 

Can buyers replace?
Consumers can easily look for another development with characteristics 

that best suit their needs.

Buyers information The presence of online platforms created a more democratic market, but 

Barriers to entry Capital requirement and technical training.

Economies of scale

Each project has its completion time and need for manpower. Adopting 

methods that resemble a production line, Tenda is able to optimize the 

employment of labor, thus obtaining gains in scale.

Branding Product purchased only 1x per consumer.

Acess to distribuition channels
Online platforms are one of the company's bets to reach the largest 

number of consumers possible.

Government policy

Projects 100% linked to government financing policies such as PCVA by 

Tenda. For the market in general, there are no major legislative 

restrictions that hinder new players.

Product differentiation

Products standardized by the market. Apartments ranging from 1 to 2 

bedrooms and common areas more developed according to the size of 

the land available for the project.

Change cost

The average price of Tenda apartments is currently the lowest on the 

market. For the low-income public, the value of the property is 

considered as one of the main points of purchase decision.

Proucts In order to enter the low-income market, support for financing and 

Substitute
Lower location and financing conditions may lead the buyer to purchase 

another property.

Differentiation Speaking of low-income markets, the differentiation between properties 

Change cost

The average price of Tenda apartments is currently the lowest on the 

market. For the low-income public, the value of the property is 

considered as one of the main points of purchase decision.

Potential of New Entrants 

Threat of Substitutes

Competitive Rivalry

Bargaining Power of Suppliers

Bargaining Power of Consumers


