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Gustavo Lopes Rodrigues (Investor Relations Officer) 

Hello! Good morning, everyone. My name is Gustavo, and it is a pleasure to have you joining us for our 

first quarter 2026 earnings video conference. As always, Milton will walk you through our 

performance, and afterwards we will have our traditional Q&A session, in which analysts and 

investors will be able to interact directly with us.  

Before handing the floor over to Milton, I would like to share a few instructions to help you make the 

most of today’s event. 

For those accessing the webcast through our website, there are three audio options available: the 

entire content in Portuguese, the entire content in English, or the original audio. The first two options 

offer simultaneous translation. To select your preferred option, simply click on the flag icon located 

in the upper-left corner of your screen. 

Questions can also be submitted via WhatsApp. Today’s presentation is available for download on 

the hotsite screen and, as always, on our Investor Relations website. 

With that, I will now hand over to Milton, and we will reconvene later for the Q&A session. 

Milton, over to you! 

Milton Maluhy Filho (CEO) 

Good morning, everyone! Welcome to another earnings release. We will now discuss the results for 

the first quarter of 2026. This is a very executive presentation, with a strong focus on the numbers, in 

order to leave ample time for our Q&A session at the end. The central point this quarter is that I will 

place somewhat greater emphasis on the credit quality of our portfolio. This is a topic of interest given 

tighter macroeconomic conditions, interest rates and the economy as a whole. Therefore, I believe it 

is worth taking an additional deep dive into this topic. By doing so, I believe we will be able to share 

with you much of the management approach that is guiding us here at Itaú Unibanco. 

I will start with our traditional overview, covering key indicators such as results, profitability, loan 

portfolio, non‑interest expenses and delinquency. Beginning with results, we delivered a very strong 

managerial result of BRL 12.3 billion in the first quarter, representing a 10% increase year over year. It 

is important to recall that, exceptionally, this quarter did not include the additional dividend 

distribution we typically make. That distribution took place at the end of last year, in the fourth 

quarter, with BRL 20 billion distributed in dividends. If we were to normalize for this effect, net income 

would have been BRL 12.7 billion, which would be more comparable to the first quarters of previous 

years. This is the first adjustment I would like to highlight. 
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Moving on to profitability, we recorded ROE of 24.8% on a consolidated basis and 26.4% in Brazil. 

Therefore, we saw an expansion in profitability. Adjusted for 11.5% capital – which is the current 

industry average and the lower bound of our capital appetite – consolidated ROE reached 25.8%, and 

ROE in Brazil reached 27.6%. These are very strong figures and, for comparability purposes, we 

believe these are the most appropriate metrics to consider. 

Looking at the loan portfolio, despite a seasonally weaker quarter driven by fourth‑quarter dynamics, 

we were able to grow the portfolio by 1.2% – I’ll provide more details shortly, and we achieved solid 

year‑over‑year growth of 9%, excluding FX effects. 

Turning to non‑interest expenses, we saw a 5% decline compared to the fourth quarter and growth 

of nearly 5% versus the first quarter of 2025. This is fully aligned with the work we have been carrying 

out under our efficiency program and the targets that were set. Results are fully consistent with those 

objectives. 

When we look at delinquency, you may recall that the first quarter is always more pressured. It’s a 

quarter in which household commitments increase, expenses are higher, and, in addition, spending 

incurred in the fourth quarter is typically settled in the first quarter of the following year. 

Despite this, short‑term delinquency indicators remain very well behaved. NPL 15–90 increased by 10 

basis points during the quarter and declined by 10 basis points compared to last year. I’ll provide 

further detail by portfolio shortly, where this will become more evident. Long‑term delinquency 

remains absolutely stable, which reinforces the resilience and quality of our portfolio. I’ll come back 

to this topic in more detail later. 

Turning again to the loan portfolio, we would like to highlight growth in Brazil of 7.8% year over year 

and 0.3% quarter over quarter. When excluding FX effects, the portfolio as a whole grew 1.2% in the 

quarter. I would like to emphasize the quality and the dynamics through which we have been building 

this portfolio over time.  

First, we refer to the cards target clients’ portfolio. Target clients are those that, under our portfolio 

management framework, we consider resilient across longer credit cycles. More than 90% of new 

originations today come from these clients, and as this dynamic continues, the existing portfolio is 

now approaching 80% target clients. This clearly reflects portfolio quality that is fully aligned with our 

strategy. 

From this perspective, Uniclass and Personnalité portfolios declined by only 0.5% – in a quarter when 

the overall portfolio contracted by more than 2% – and posted growth of 20% year over year. This 

reflects both the natural dynamics of this segment and our ability to cross‑sell under the One Itaú 

client model, which we successfully migrated into a full‑bank experience. The results are clearly 

shown here. 
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Moving on to payroll loans, we continue to emphasize private payroll lending, which grew 19% in the 

quarter and 63% year over year. As I’ve always mentioned, when this product was launched, the 

overall market was expected to grow – and it has grown meaningfully. 

At that time, we held approximately 30% market share in the former product, and I stated that our 

share would likely decline, but within a much larger market. Therefore, we were able to grow, expand 

the market and be the market leader in private payroll loans after all these changes. We are growing 

with strong quality, targeting the right clients, with appropriate pricing, adequate profitability and a 

long‑term perspective. 

In micro, small and medium‑sized enterprises, government‑backed programs once again stood out, 

growing 4% in the quarter and 52% year over year. These programs also significantly support credit 

quality indicators. There is a mechanical effect on delinquency, which I’ll explain shortly, but in cost of 

credit, these dynamics are very positive for margins and profitability in this segment as well. 

Why am I showing average balances across portfolios? Because average balances are what truly 

matter for margin performance, not end‑of‑period balances. This breakdown is intended to help you 

understand how this picture connects to margin evolution on the next slide. 

Average balances in the individuals portfolio increased 2.2% compared to the fourth quarter. In SMEs, 

growth was 4.6%; in corporate, 1.6%; and in Latin America, 3.6%. This framework will help explain part 

of the margin dynamics. 

There is a lot of information here, so I’ll walk through it carefully. We begin with the fourth quarter of 

2025, where margin totaled BRL 31.7 billion. The first adjustment we make is the exclusion of BRL 4 

billion, corresponding to the return of shareholders’ equity invested in the bank. In other words, this 

represents bank equity invested at interest rates, which we remove to arrive at what we call “core 

margin”. This brings margin to BRL 27.7 billion. 

The first major effect is average volume, which you saw on the previous slide. This is why the average 

balance breakdown was important, as it shows how volume contributed approximately BRL 400 

million to margin growth this quarter. Next, we have product mix. We grew in products that are more 

favorable to margins, generating an additional BRL 500 million, reflecting dynamics across multiple 

portfolios. 

Next, spreads and liabilities’ margin were largely flat, with a modest negative impact of BRL 100 

million, not particularly relevant in the broader context. Calendar effects, however, were very 

significant, with fewer business and calendar days affecting assets and liabilities differently, resulting 

in a meaningful reduction in margin. Therefore, calendar effects were one of the main headwinds to 

margin this quarter. 
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Finally, Latin America and other effects were largely flat, with no material impact. As a result, 

core margin would have reached BRL 27.8 billion, representing growth of 0.3%, with the calendar 

effect being the main drag, as core performance remains very positive. 

Next, we calculated what working capital margin would have been had we not distributed dividends 

early in the fourth quarter of last year. This adjustment amounts to BRL 4.2 billion. With this 

normalization, margin would have reached BRL 32.1 billion, which is more comparable to the BRL 31.7 

billion reported in 4Q25. This would represent growth of 1.1%, or BRL 400 million, considering all these 

effects. 

However, due to the early dividend distribution, margin was negatively impacted. Shareholders 

benefited, so it was positive from a shareholder perspective. For the company, however, the effect 

was a BRL 600 million reduction in margin, bringing net interest margin with clients to BRL 31.5 billion, 

which is the figure I mentioned earlier. As a result, margin declined by BRL 200 million compared to 

the fourth quarter. 

I believe this captures the key message. We had two main effects on margin this quarter: the early 

dividend payment and the calendar effect. Core margin performance remains very strong, with 

portfolio growth, increasing average balances and a favorable mix. 

Now, translating these figures into margin metrics, as we typically do: on a consolidated basis, margin 

remained stable. When we look at risk‑adjusted margin – which is how we monitor performance for 

management purposes – we see a modest decline of 10 basis points at the consolidated level. 

Adjusting for the BRL 600 million dividend impact working‑capital effect I mentioned earlier, 

consolidated risk‑adjusted margin would have been flat. 

In Brazil, this line shows a decline of 20 basis points. Adjusting for the same dividend effect, the decline 

would be 10 basis points, which is immaterial overall. 

Let us now move on to market margin. This was a quarter marked by significant volatility, with many 

developments in both the local and global environments, as you have been following. Therefore, 

every month we reset the odometer for trading, positioning and risk, as well as for the structural 

component of market margin. The most important message is that, in Brazil, we delivered a solid 

performance this quarter despite all the challenges. Latin America also performed well. Brazil, in fact, 

performed better than in the previous quarter. 

The capital index hedge cost remains a headwind, as it has historically, due to interest rate 

differentials. In the first quarter, the negative impact totaled BRL 700 million. Even considering all 

these effects, we delivered a positive market margin result of BRL 800 million, demonstrating our 

consistency and ability to deliver results despite more challenging scenarios. 

Moving on to commissions, fees and result from insurance, the main highlight is that this quarter 
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clearly reflects seasonality: the fourth quarter is typically much stronger for several of these lines 

– card issuance is a good example. Therefore, we observed declines in the first quarter. 

In current account for individuals, we chose to disclose this line item to reinforce the clear directional 

trend: the bank is becoming increasingly less dependent on these fees, redesigning packages and 

offering more benefits to clients. Our objective is to increase lifetime value and client centricity. 

Therefore, the direction is very clear, and you’ve been observing this over time. 

When we look at payments and collections, this was indeed a quarter affected by several factors. 

There are multiple explanations here: seasonality effects, mix – particularly on the collections side – 

and repricing of funding within the receivables of the acquiring business. It is worth remembering 

that we’ve captured all these impacts within this line. Therefore, this reflects the complete payments 

and collections corporate flow. 

The most important thing here is the client perspective. We are not managing the business through 

isolated lines, but rather with a strong focus on being the primary bank for our clients, on long-term 

relationships and on customer lifetime value. As a result, some degree of volatility is, in fact, expected. 

A positive highlight was brokerage, which delivered a quarter somewhat stronger than the fourth 

quarter. In asset management, this was a quarter without performance fees. As a reminder, under our 

approach, performance fees are typically recognized in the second and fourth quarters of the year. 

Therefore, we moved from a fourth quarter with performance fees to a first quarter without this 

revenue, which explains this effect on asset management results. 

Finally, the main highlight is insurance, where we had already delivered a very strong previous quarter 

and were able to sustain this performance, with 17% growth year over year. As a result, services and 

insurance revenues increased 5.3% year over year. 

It’s evident that a significant portion of these revenue lines is highly correlated with the level of 

economic activity. Therefore, performance will depend very much on the dynamics ahead, on how 

economic activity evolves, on capital markets conditions and on the investment banking 

environment overall – the same comment applies to the other lines as well. 

I will now begin to go deeper into credit quality, starting with some information that I believe is highly 

relevant. Here, we show NPL performance. In short-term delinquency at the consolidated level, we 

observed an increase of 10 basis points, as I mentioned earlier, with Latin America remaining 

essentially flat, while in Brazil there was an increase of 20 basis points. When we break down Brazil, 

the dynamics become much clearer. First, in Individuals, we observe the seasonal first-quarter effect. 

When we compare it with the historical series, excluding the 1Q short-term NPL from 2023 to 2024, 

this represents the lowest increase we have seen. While we are rounding this figure to 30 basis points 

on the slide, the actual increase was 23 basis points, meaning a smaller increase compared to other 
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first quarters that share the same seasonal effect. Therefore, this is a first quarter that came fully 

in line with expectations and with very well‑behaved short-term delinquency. 

In SMEs, we see an increase that was already expected. I have been discussing this with you for quite 

some time, and I’ll reinforce it again when we talk about over‑90‑day delinquency. This is a portfolio 

that experienced strong growth in guaranteed credit, especially government-backed loans. A 

relevant portion of this portfolio previously carried grace periods, which are now gradually ending. 

Today, less than 5% of the portfolio remains under a grace period. As a result, we’ll mechanically start 

to observe delinquency from this client base, but always covered by government guarantees. 

Therefore, despite the observed increase – which was fully expected – delinquency levels remain 

significantly below those seen in prior years, with expected losses and profitability fully in line with 

our expectations. 

Moving to long-term delinquency, both at the consolidated level and in Brazil and Latin America, 

indicators remain well behaved. In Brazil, individual portfolios were stable during the quarter. In SMEs, 

we saw an increase of 10 basis points, and we expect that the indicator could still rise by an additional 

10 to 20 basis points. Running close to 2.1% would be a reasonable level, which is still below where we 

were just a few quarters ago, when this indicator was closer to 2.4%, already reflecting portfolio 

adjustments under Resolution 4,966, which includes securities. I would like to remind you that these 

indicators already include securities, consistent with the Resolution 4,966 framework. No 

adjustments are being made here. Therefore, our expectation is for a mild and expected increase, 

which is mechanical in nature and does not raise any concern regarding cost of credit. In large 

corporates, the indicator remains stable. 

These are data points that we do not typically disclose, but I believe it’s worth taking the time to 

discuss them. As I mentioned earlier, target clients currently represent close to 80% of our 

outstanding portfolio, and in the origination, they tend to be close to 100%. What I want to show you 

is how client indebtedness has evolved, excluding mortgage lending. This is because mortgage 

dynamics are somewhat different. That said, the footnote includes the calculation including 

mortgages as well. In many cases, clients replace a more expensive rent with a mortgage installment. 

Mortgage lending is collateralized, with solid loan-to-value ratios and down payments, so we believe 

the dynamics are different for this product. Excluding mortgages, the indebtedness of our target 

clients, starting from a base of 100 in December 2019, reached 105 in January 2026. 

When we look at the broader market data, including our own clients, this index reached 123 in January 

2026. This highlights a very significant difference relative to the client base we have been working 

with, reflecting responsible credit, a credit-cycle perspective, portfolio management and resilience. 

This is the client base on which we have built our reference portfolio. The market, in a broad sense – 

considering all other client segments – experienced a much stronger increase in indebtedness over 

the same period. 
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When we analyze our total client base, and here you can clearly see how relevant target clients 

are for us, the index moves from 100 to 106. In other words, the difference is not material. And when 

compared to the market, by definition the index is the same. This demonstrates the predominance 

and relevance of target clients in our client base and in the way we operate. This is the first 

information to show good client quality from an indebtedness perspective. 

Now, let’s move on to the breakdown of delinquency – and this is information we have never shared 

before. I felt it was important to present comparative series across selected products. Today, 

over‑90‑day delinquency in our personal loan portfolio stands at 5.1%. This reflects delinquency 

among our clients in this product. In the market, delinquency in personal loans stands at 9.3%. More 

important than the snapshot is the trend. From December 2019 through today, we reduced this 

delinquency indicator by 21% among our clients, whereas the market increased by 18% over the same 

period. We observe not only a meaningful difference in delinquency level, but also a clearly opposite 

trend. 

In credit cards, the logic is the same. We report 5.1% over‑90‑day NPLs, which is roughly half of what 

we observe in the market. Over the period, we reduced delinquency by 8%, following the de‑risking 

process in the portfolio that we’ve discussed extensively, while the market increased delinquency in 

this segment by 56%. Once again, both the level and the trend are significantly different when we 

analyze the full picture. 

In auto loans, our over‑90‑day delinquency stands at 3.5%, compared to 6.2% in the market. While our 

indicator increased by 17%, market delinquency increased by 82% over the same period. 

Finally, in private payroll lending – a portfolio where we’ve been growing meaningfully – we do not 

have a comparable long historical series due to changes in the product’s dynamics. Even so, we can 

show that our delinquency level has been running at 4.2%, with pricing that is coherent, competitive 

and responsible for clients. By comparison, market delinquency in private payroll lending stands at 

7.1%. This once again highlights the discipline of our risk management across the bank’s balance 

sheet and how we operate across our individual portfolios. 

Moving on to SMEs, we see information pointing in the same direction. The first metric is the share of 

guaranteed lending across portfolios. From December 2019 to March 2025, our guaranteed portfolio 

increased from 36% to 55%. Looking at the same period only for micro and small enterprises, 

guaranteed lending increased from 37% to 70%. On one hand, we look at SMEs as a whole, including 

middle-market companies. On the other, we isolate micro and small enterprises. In this latter group, 

we see guaranteed lending growing from 37% to 70%, in a client segment that is typically more 

volatile, with higher failure rates. We have materially changed the profile of this portfolio by 

operating with significantly more collateral. 

In large corporates, we also have an important message, following the same logic of portfolio 

management, long-term perspective, capital allocation and risk management. First, the portfolio 
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nearly doubled between December 2019 and March 2026 – we effectively doubled the portfolio 

size. But what about client quality? First, we reduced concentration. The bank’s ten largest clients 

represented 20% of the portfolio in December 2019, and after doubling the portfolio, they 

represented 15% as of March 2026. We achieved growth in a much more granular way, avoiding 

concentration risk. Most importantly, we not only grew, but we grew with high quality. According to 

our internal investment-grade assessment framework – where we monitor, measure, manage and 

qualify corporate ratings – we achieved a substantial improvement in mix and quality, reaching 

nearly 80% of the portfolio in investment-grade credits. 

Across both Individuals and Corporate banking – including micro, small, medium and large 

companies – what we see is clear evidence of our management discipline. This reflects our view of an 

infinite game, in which we must continuously build a sustainable and consistent portfolio that 

generates value, serves our clients well and does so with much lower volatility than we observe in the 

market. 

Agribusiness is also a very important portfolio for us. There has been a great deal of discussion about 

the more challenging environment for the sector, with pressure from commodity prices, foreign 

exchange, fertilizer costs, farmers operating with tighter margins, higher leverage and higher 

interest rates. So how have we built our agribusiness portfolio? Out of the total agribusiness portfolio, 

31% is allocated to farmers. When we analyze this portfolio, nearly 80% of it is backed by strong 

collateral structures and robust legal instruments, which provide a high level of security in terms of 

credit quality and recovery potential. 

Our market share in agribusiness is estimated. There is no official market share data for agro lending, 

but based on the proxies we use, we estimate our market share at approximately 20%. We then 

applied the same market‑share estimation to all Chapter 11 cases observed in the market, in order to 

assess our participation in those cases. Despite holding an estimated 20% market share in 

agribusiness, we account for only about 4% of the total volume under Chapter 11. We highlight this 

4% comprises products with strong collateral, and we can negotiate guarantees with clients much 

more effectively. As a result, our recovery rates and loss‑given‑default tend to be significantly lower, 

given the way these portfolios have been structured. This once again reinforces the reliability and 

security of our portfolio. 

Regarding the portfolio by stage, when we look at total coverage ratios and loan portfolios for Stages 

2 and 3, we observe only small variations, with no significant impact. In Corporate, we do see 

somewhat greater volatility in coverage for Stage 2 and Stage 3 portfolios, and the primary reason for 

this is mechanical. Every time we remove a client from Stage 3, typically through write‑off, and the 

restructured portfolio is a good example, which I will show shortly, or when a client with a very high 

level of provisions exits the balance sheet through write‑off, that client usually carries higher 

coverage. Meanwhile, new clients entering these stages typically do so with lower coverage ratios. 

This explains why we see some volatility in coverage indicators for Stage 2 and Stage 3 portfolios, 
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which is entirely related to portfolio dynamics. I would also like to remind you that we operate 

under an expected‑loss model.  

If we identify any sign of deterioration, we proactively build provisions. We do not manage our 

balance sheet through provisioning decisions. At the core, our models are robust, accurate and 

reliable. Whenever there is an event or a forward‑looking change in expectations or outlook, we 

typically recognize provisions accordingly, which reinforces overall portfolio quality. 

As for the delinquency indicators that I showed you earlier, they also reinforce a message I have been 

making for quite some time. There has been no change in our write‑off criteria. Although Resolution 

4,966 allows for some flexibility in extending write‑off timeframes, doing so actually worsens 

delinquency indicators, as it keeps clients classified as over‑90‑days delinquent for longer than 

appropriate. 

Another consequence, particularly when you consider the incurred loss framework for provisioning, 

is that you end up with lower provisions initially. This creates a temporary benefit in credit cost, but 

results in worse delinquency indicators. We did not change our criteria. Despite the additional 

flexibility granted by the regulator, our view is that recovery expectations have not changed. 

Therefore, we continue to apply write‑off timelines based on our best estimate of recoverability, 

which is the same approach we used prior to the regulatory change coming into effect. 

Turning to credit cost, which ultimately consolidates all these dynamics, we do observe a nominal 

increase, as previously noted. However, credit portfolio is expanding, and therefore nominal credit 

costs are expected to increase. What truly matters is the annualized credit cost ratio over the 

portfolio, which has remained remarkably stable over the past several quarters. This stability 

reinforces all the points I have been making throughout the previous slides. 

When looking at the restructured portfolio, as you can observe from what I mentioned earlier, 

whenever a large client moves to write-off, that client typically carries a very high provisioning 

balance, which also affects these indicators. This effect is usually visible between the third and fourth 

quarters. Still, this portfolio continues to decline. Overall, restructured and renegotiated portfolios 

also declined further and are moving in the right direction. Most importantly, the ratio of 

renegotiated loans to total loans remains very well behaved. We do not expect significant nominal 

reductions to happen very quickly; this process unfolds over the cycle, but levels remain fully 

acceptable and appropriate for the bank’s portfolio. 

Now turning to Expenses, I would like to highlight the main points. It’s important to remember that 

the first quarter is always affected by seasonality. Even so, when we look at expenses in Brazil, we 

recorded a 5.6% reduction compared to the fourth quarter of last year. On a year‑over‑year basis, 

expenses increased by 5.2%. We maintain our commitment to reaching our efficiency targets, and if 

you want a reference, we continue to aim for the midpoint of our guidance, which implies annual 
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expense growth of 3.5%. This is supported by a series of structural initiatives with a long‑term 

perspective. 

This clearly reinforces what we have seen in previous quarters: a year-over-year downward trend 

driven by significant and structural changes across the bank. This is the key message here. 

Our efficiency ratio reached 34.9% in Brazil, once again setting a record at our lowest level for this 

metric. If we adjust for the early dividend payment effect I mentioned at the beginning of the 

presentation, this figure would have been 34.4% in Brazil, representing a very significant 

improvement. Regardless of the adjustment, the reported figure is 34.9%, and for the first time we 

have broken the barrier below 35%. The same trend is observed at the consolidated level. This is the 

efficiency ratio of a universal bank like Itaú Unibanco, operating across all segments and regions. We 

are the most international bank in Brazil. This clearly demonstrates our discipline in cost management 

and revenue generation, building business models that deliver adequate profitability and are 

sustainable over the long term. 

Turning now to capital, we ended the fourth quarter with a Common Equity Tier 1 ratio of 12.3% and 

Additional Tier 1 capital of 1.5%. During the first quarter, we delivered strong results, generating 0.8% 

in capital. Capital consumption related to dividends, IoC and share buybacks amounted to 0.4%, while 

risk‑weighted assets consumed 0.5%. We can therefore see that our core capital generation is 

sufficient to fund both capital uses and the growth of risk‑weighted assets. 

We also show the impact of the four‑year phase‑in, currently in its second year, related to operational 

risk and certain credit risk exposures, resulting in capital consumption of 0.3%. I would also like to 

remind you that there is a phase‑in – also in its second year – related to compliance with Resolution 

4,966. In Itaú’s case, there was zero capital impact from this transition. We did not incur any capital 

cost from migrating to Resolution 4,966 because we already operated with provisions for securities 

and expected‑loss provisions across all portfolios. Therefore, the regulatory change had no 

accounting impact on the bank’s capital. 

Finally, even after the significant dividend distribution in the fourth quarter, our objective was to start 

the first quarter with a CET1 ratio of 12%, which is the level we use as our reference for dividend 

distribution. This is above the Board‑defined capital appetite floor of 11.5%, and 12% is the level we 

consider appropriate for dividends. We also reached 1.4% in AT1. As a result, we ended the quarter 

with a very solid capital base, despite all the impacts, allowing us to continue growing and paying a 

meaningful level of dividends, with high profitability. 

To conclude, I would like to promote our reports. We have made available our 2025 Integrated Annual 

Report and our ESG Report. This is an invitation for you to access these materials. They contain a 

significant amount of high‑quality information that can address many questions directly. The level of 

detail is much greater than what we can share during earnings calls and Q&A sessions. So I encourage 

you to review these reports. 
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With that, I conclude the presentation of our first quarter 2026 results. As I mentioned at the 

beginning, this was a solid quarter, with very strong profitability. Naturally, the environment requires 

attention, and we must remain highly disciplined in managing our credit portfolio, monitoring 

conditions on a daily basis. Most importantly, we have been able to continue expanding the bank, 

investing and advancing our digital and cultural transformation, while maintaining a strong client-

centric approach and delivering very solid and robust numbers – all in a sustainable manner. 

Consistency, lower volatility and execution discipline, especially capital allocation discipline, continue 

to be core to the bank’s decision‑making process. This is why we have been consistently able to 

deliver strong results. 

I would like to thank you all once again for your trust and for your time. I will now join Gustavo and 

Gabriel for our traditional Q&A session. Thank you very much once again and, above all, for your 

support. See you shortly. 
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Q&A 

Gustavo Lopes Rodrigues (Investor Relations Officer) 

Hello, we’re back now, live from our studio with Milton and Gabriel for the Q&A session. Before 
we begin, I’d like to remind everyone that this session is bilingual – we’ll answer questions in the 
language in which they are asked. For those who need translation support, our platform offers 
the option to choose audio in Portuguese, English, or the original language. 

Additionally, you can send questions via WhatsApp. 

With that, let’s go to the first question, which comes from Thiago Batista from UBS. Thiago, 
good morning. 

Thiago Batista (UBS Sell-Side Analyst)  

Good morning, Milton, Gabriel and Gustavo. First, congratulations on the predictability of your 
results; always very steady and consistent. My question is about “Desenrola Program”: I think 
Itaú is one of the major banks with the lowest exposure either by customer or by product, but 
I’d like to hear your initial impressions of the new “Desenrola Program” and a very quick second 
question on the acquiring strategy at Rede: clearly Itaú is gaining a lot of market share in 
payments. I’d like to understand your next steps for Rede, your acquiring business. 

Milton Maluhy Filho (CEO)  

Great, Thiago. First of all, welcome. It’s good to see you here again. Let me start with “Desenrola 
Program”. Desenrola was co-built, so the Ministry of Finance, the Brazilian Bank Association, 
and the banks have been actively engaged in discussions since day one to understand the 
conditions under which everyone would be comfortable. The goal was to find the best product, 
the right tenor, and the right discount, within reason and in a way that made sense for the 
system, for customers, and for the market. Clearly, this program is highly concentrated on 
income brackets of up to five times the minimum wage, with delinquency between 90 days and 
two years, with a pre-defined discount schedule and Government‑backed Operations 
Guarantee Fund capped at 50% for institutions, akin to a first loss or stop loss structure. In our 
case, we have been working actively and, as of yesterday, we were prepared to go live with the 
new program. We are already operating under the new program, but it is also clear, based on 
the point you made, that proportionally, the market audience eligible for this program is less 
relevant within Itau’s portfolio. So, without a doubt, we will act in the best possible way and try 
to reach all eligible customers with offers, but from a material standpoint, I wouldn’t say it is 
material for results, given the size of our cost of credit line and our recoveries. Still, we will do 
our best to support customers through this transition: given the level of indebtedness, interest 
rates, and arrears these families are facing, we believe that this joint effort by the sector is 
important to serve these customers well. That addresses the first part.  

Second, about Rede: it is very important, first, to make it clear that the integration we 
completed some time ago was successful. I’ve mentioned this on several calls, and the results 
are there to prove it. We successfully embedded acquiring into our broader banking offering. 
We no longer talk about Rede per se; we talk about receivables and payments. The offer is 
integrated and we serve customers based on their needs, regardless of the product. Pricing is 
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set from a customer perspective, not a product P&L as it used to be. Back then, there were 
several listed companies in the sector, and everyone defended their pricing strategy as a single-
product business. That stopped making sense a long time ago for Itaú Unibanco, so acquiring is 
one more product we offer to clients, one more product on the shelf to meet customer needs.  

 
Regarding market share and this quarter’s result, there was an important mix effect. We had 
higher volumes from wholesale customers than from retail customers, and we know that 
market share is typically driven by large accounts. Retail customers are more granular and 
typically more profitable, but what drives market share? Roughly two-thirds of volume sits in 
large accounts. So, when you win major contracts, the needle naturally moves. The most 
important news is that we have been the overall sector leader for some time now. We are 
leaders in the wholesale market and leaders in the retail market. So, I think that's the main 
message. 
 
That said, market share is not our objective; it is a consequence of our actions. If our execution 
is sound, if it fits well into the customer journey, and if we are serving customers well with a 
competitive value proposition, then share follows. Especially in large accounts, we avoid the 
“renting market share” discussion, because you can go with very aggressive pricing, often 
below interchange plus scheme fees and gain share, and then it becomes costly to carry that 
share just to show a number. We look very closely at that.  

Specifically this quarter, within the payment flows and receivables line (within fee and service 
income), we saw two main effects: (i) The first was the mix I mentioned; and (ii) The second was 
the hedge structure we use, because we hedge the prepayments we make – since many of them 
are automatic, we hedge the liability and the transfer over time. This creates some volatility; it 
is not a perfect 100% hedge, and it can’t be. So, any change in the interest-rate structure also 
has an impact and that was the main driver in that line. Also, a small portion of Rede’s result is 
still captured in NII with clients. I would say that about 98% of the result is accounted in fee 
income line. Next quarter we will complete the remaining adjustments, bringing in a portion of 
the result that is positive in this quarter so that all of Rede’s results sit within fees and insurance, 
which would indeed smooth the numbers you see here. But our strategy remains the best 
offering, customer-centric view, customer-based pricing, and a focus on payment and 
receivables flows, within which acquiring, without a doubt, plays an important role. 

Gustavo Lopes Rodrigues (Investor Relations Officer) 

Now let’s move to the second question, which comes from Bernardo Guttmann at XP. Good 
morning, Bernardo. 

Bernardo Guttmann (XP Investments Sell-Side Analyst) 

Good morning, Gustavo, Milton, and Gabriel. Thank you for the opportunity to ask questions, 
and congratulations on the results. I’d like to explore the bank’s ROE trajectory in a bit more 
depth. Itaú delivered recurring ROE of nearly 25% and remains at a very high level, even in a 
seasonally weaker quarter. 

When we look at this level of profitability, the natural question is how much operating leverage 
still exists to sustain, or potentially even expand, this ROE over the course of the year. 
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From here, in your view, will ROE sustainability come more from financial margin with 
clients, efficiency, credit mix, commissions and fees, or capital? 

Additionally, is there anything you think the market is still not fully capturing regarding Itaú’s 
ability to keep ROE structurally above the system? Thank you. 

Milton Maluhy Filho (CEO) 

Thank you, Bernardo. Thank you for the question and for your opening remarks. It’s good to see 
you on the call again. 

I will answer your question, but I’ll make the standard disclaimer we always make: we avoid 
disclosure ROE guidance. That’s because, at the end of the day, there are many variables that 
affect profitability. We like to talk about value creation, and therefore this depends heavily on 
the cost of equity. In our view, our cost of capital is running at 14.5%: that is the best information 
we have on our models. We look at perpetual instruments in the market, and we have our 
proprietary models, so we focus on the spread between profitability and cost of equity; in fact, 
value creation is where we focus, and all the bank’s incentives are aligned with value creation, 
so I think this is a relevant management metric. It brings discipline, a long-term view, and 
constant focus on value creation.  
 
In the guidance we presented at the beginning of the year, a profitability level above 20% is 
implicit, and we have been able to deliver this ROE on a recurring basis. So, if you ask me whether 
I foresee any issue with the level of profitability at which we have been operating, based on the 
information I have today, the answer is “no”. We will continue to deliver strong profitability over 
the next few quarters. Of course, there may be some volatility, because many variables 
ultimately make up the bank’s ROE. It’s not just Brazil; there is Latin America and all business 
lines.  
 
That said, when it comes to guidance, perhaps the best answer I can give you is: we are 
comfortable with the guidance we presented, so we reaffirm the guidance. Looking ahead, the 
challenges we saw in the services and insurance line are very tied to economic activity. In 
services and insurance, we likely face the biggest challenge over the year, because these 
depend on capital markets activity, they depend on TPV (Total Payment Volume) in cards, and 
they depend on our ability to continue growing insurance; nothing indicates we won’t keep 
growing. We’ve managed to grow the bottom line at a double-digit pace every year in recent 
years, and we have more than doubled the results for the insurance business. So, economic 
activity dynamics will matter going forward. In capital markets, we are seeing volumes between 
30% to 40% weaker than what we observed last year. So, I think the dynamics in this line are 
what we will need to monitor more closely over the next few quarters.  

Regarding NII with clients, you saw the effects I highlighted. In addition to calendar effects 
(calendar days and business days), we had the working-capital effect; as a result, the core 
margin grew meaningfully. We are still comfortable with the loan book guidance we disclosed. 
Regarding credit cost, which is also a very important lever for profitability, we also reaffirm our 
guidance. So, looking at everything we disclosed at the beginning of the year, we remain 
comfortable that we will seek to deliver the results that are implicit in the guidance. Of course, 

14



 

the challenges are meaningful. You’ve been following all the points I just made, but we 
remain very disciplined and focused on delivering results. 

Over the long term, I think profitability will depend a lot on this “cost of equity” variable. If 
structurally interest rates fall in Brazil, assuming the war ends, FX remains around current levels, 
inflation eases, and the Central Bank can deliver a more meaningful monetary adjustment over 
the cycle, that will open up more economic activity and improve the cost of equity. And the cost 
of equity in Brazil is not only interest rates; it is interest rates, the institutional environment, and 
legal certainty that are priced into the cost of equity. I think those are the three pillars.  
 
If we perform well on those, part of the spread between cost of equity and ROE is expected to 
be shared with the customers, making Itau more competitive. The efficiency agenda is vital so 
that we have more room to compete and more pricing power over time. Part of that efficiency, 
naturally, also will be shared with the customer.  

So, I think that is not a conclusive answer, but it is an overview on the topic. We are very 
comfortable with profitability and intend to continue delivering profitability above 20% of ROE, 
without disclosing ROE guidance. 

Gustavo Lopes Rodrigues (Investor Relations Officer) 

Now let’s move to the third question, from Marcelo Mizrahi at BBI. Marcelo, please go ahead. 

Marcelo Mizrahi (Bradesco Sell-Side Analyst) 

Hello, everyone. Hi, Milton. Hi, Gabriel. Thank you for the opportunity, and thank you, Gustavo. 
My question is about credit quality. Based on the macro data we’ve been seeing, delinquency 
has intensified, and that slide you showed is great for highlighting how the bank is performing 
versus the market. But the bank doesn’t operate in a vacuum, so I’d like to understand, looking 
at the outlook for the year and for loan portfolio growth: I heard you say you still feel 
comfortable with the guidance, but the early-year dynamic compared with what you assumed 
when you set the guidance, this first-quarter dynamic – is  market credit quality better or worse 
than you expected? From a macro-delinquency perspective, is the situation concerning 
enough to warrant more caution or to make it harder to hit the loan-growth guidance? 
Specifically, how are you seeing delinquency in the individual’s segment at the start of the year, 
also thinking about loan portfolio growth over the next few quarters? Thank you. 

Milton Maluhy Filho (CEO)  

Hi, Marcelo. Thank you for the questions. It’s good to see you again on our call. Objectively, 
conditions have worsened since the start of the year. And before I talk about our loan portfolio, 
the macro-environment is worse, especially due to geopolitical events. I’d say January and 
February were broadly in line with the guidance. Then we had a war in the Middle East; volatility 
in oil prices; more uncertainty around inflation, energy prices, and transportation; the whole 
discussion around fertilizers in the agribusiness supply chain; and, in general, the slowdown in 
global growth, which naturally impacts Brazil. So, there are several new factors that did not exist 
at the beginning of the year when we set the guidance. The other side of the story is: first, our 
discipline in booking provisions in a timely manner. The cases we have been provisioning over 
time are cases we know and had already planned to build provisions for – depending, of course, 
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on new situations and conditions and new information throughout the year. Second, our 
loan portfolio, by design, was built around a customer base that is more resilient to cycles like 
the one we are observing now. Clearly, interest rates at restrictive levels for a longer cycle affect 
all segments. So, there is no doubt; and as you rightly said, we are not isolated from the world. 

We have a BRL1.5 trillion loan portfolio, of which BRL1.3 trillion is in Brazil. So, any deterioration 
can, and will, have some impact on our portfolios. That said, the loan portfolio was built in a very 
resilient way. It is very well managed in terms of allocation across segments, customer profiles, 
sectors, volatility, and clients. We believe that, even with this information, based on the best 
information we have today, the guidance is reaffirmed.  

Our delinquency indicators are very well behaved. Short-term delinquency in the first quarter 
is a relevant indicator of how the individual portfolios are trending; that breakdown is very 
important. I saw that you covered the short-term delinquency breakdown well in your report. It 
gives good visibility of where we are coming from and into where we are trending and the 
forward outlook. Expected loss is a very important metric, and expected loss is heavily 
impacted by short-term delinquency.  

In the first quarter, we had the second-best quarter in the historical series; it was only better 
from 2023 to 2024. Our increase was 23 basis points, in what we typically call a more pressured 
quarter given household commitments at the beginning of the year. So, our expectation is that 
long-term delinquency, especially in the individual’s segment, will be stable throughout the 
year. We don’t see materiality in 10 basis points up or down.  

In SMEs, the portfolio has been performing very well, given the characteristics I described. We 
expect NPL to reach 2.10%; it is 1.90% today, and that seems reasonable. So, we are also not 
seeing deterioration beyond the mechanical effect of government-backed credit programs.  

For large corporates, these are event-driven; it’s harder to anticipate. We try to anticipate as 
much as we can. We review companies’ financial statements, we speak with companies’ 
executives, we study sectors, and our provisioning management is extremely timely. But events 
happen. Rarely does a client move from Stage 1 to Stage 3, but it can happen, and it did this 
quarter.  

The most important thing is to be timely in stage migration, to book adequate provisions, and 
to have a solid balance sheet to face future challenges. So, beyond the income statement that 
shows results, you also need to look at the balance sheet, and provision balances in every sense. 
I think our balance sheet is very robust to face what lies ahead.  

But, indeed, the scenario from the start of the year to now is worse. We have all our radars on 
and are operating in the best possible way. 

Gustavo Lopes Rodrigues (Investor Relations Officer) 

Now let’s move to the next question, from Gustavo Schroden at Citi. Gustavo, good morning. 

Gustavo Schroden (Citi Sell-Side Analyst) 

Good morning, Gustavo. Good morning, Milton and Gabriel. Thank you for the opportunity, and 
congratulations once again on the solid results and predictability. I’d like to discuss loan book 
growth in two specific products, Milton: private payroll loans and SMEs portfolio, where you’ve 
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been growing a lot. In our view, there are two points to consider. On private payroll loans, 
there is always the question of a potential interest rate cap. Last week, there was a specific point 
around the total effective cost (CET), so I’d like you to address how you see that issue and your 
appetite in private payroll credit.  
 
And on SMEs, there is Government‑backed credit programs. We know this has helped a lot on 
delinquency in that segment, and even so, as you highlighted, you still expect an additional 
deterioration of around 10 to 20 bps in NPL for that loan portfolio. Do you see those 
government-backed credit programs sustainable for another year or two years? Those are my 
two questions on the loan portfolio. Thank you. 

 Milton Maluhy Filho (CEO) 

Thank you, Gustavo. Good to see you here again. Thanks for the question. Let me take them in 
order, starting with private payroll loans. The first point to highlight is that, back when the 
product was launched, I had conversations with investors and spoke on the earnings call and in 
group meetings about how Itau viewed the evolution of private payroll loans.  
 
At the time, Itaú was the market leader with 30% market share, but it was a BRL 40 billion 
market. We understood there would be meaningful expansion of this market. It would be 
natural for us to lose share over the cycle, but we would become much more relevant in the 
private payroll loans than we had been, not in terms of market share, but in terms of portfolio 
size. And that is exactly what happened.  
 
When I look at data today and compare it with the historical series, we are the leader in private 
payroll loans, with a wide gap versus peers. We now have a market share slightly above 20% on 
a portfolio of approximately BRL 20 billion. It was a BRL12 billion portfolio before the private 
payroll loan program was launched. So, we grew the portfolio by roughly BRL8 billion, with 
meaningful origination along the way.  

But the strategy from the beginning was fundamental for us to get here. First, being 
technologically ready at launch. From a modernized platform and technology standpoint, we 
had a competitive advantage by being ready from day one. That was not necessarily true for 
the system, and that clearly creates an advantage for us, but it is far from the main one.  
 
Historically, we have always assessed risk very carefully. We’ve had hard lessons learned in the 
past arising from our corporate loan portfolio. We’ve had tougher cycles in wholesale and retail 
segments. This risk matrix, combining corporate risk with individual risk, is very important to 
define the addressable market, where we want to operate, and how our strategy is built. And it 
is based on that strategy that we have been shaping our portfolio.  

Two relevant points. First, delinquency: I showed you earlier that our over-90-day delinquency 
is substantially below what we have observed in the market. Second, our strategy is heavily 
centered on the bank’s checking-account customers, where we truly have a relationship, we 
know the customer, we are the primary bank, and we can manage risk differently. That’s where 
most of the growth came from.  
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If you look at the average rates charged, you will see that among banks, ours is the second-
lowest average rate offered to clients. And here I point out a few things. First, customer 
centrality: what we have been advocating. If this is the best product and I can serve my 
customer in the best way and at the best price, why wouldn’t I offer this product ahead of any 
other? That was the first decision we made.  

Second, if I can work with the level of collateral that comes from combining individual and 
corporate exposure, I should operate with more competitive rates, because delinquency will 
naturally be lower, and value creation and returns will be appropriate.  

Third, we view this product within the customer’s full relationship. I don’t look at this product in 
isolation; I look at this product alongside the full credit offering that customers have across all 
products, so we price and manage risk on a customer basis.  

And there is always the subordination risk: if I don’t do this for my best clients, or for the clients 
existing in categories we defined as where we need to grow, and someone else does, I end up 
subordinated. So, we look at total risk exposure, but we also look at subordination risk.  

Now, on the cap question: for us, the impact is negligible. That said, being very transparent, we 
do not believe that caps are appropriate in credit operations. We know that they create 
distortions and exclude customer segments from the market, even though this is the product 
where you can offer the most competitive prices. That said, given how the cap mechanism is 
defined, in Itaú Unibanco’s portfolio, since we operate at the lowest rates in the market, our 
average rates are below market averages. There will be some convergence, a calculation 
involving a standard deviation and a K factor. So, calibration will be essential, because the risk 
is calibrating too low, setting a cap and, as we have seen in other products, excluding customers 
from the credit market. That happened in Retirees payroll loans, for example: by setting a cap, 
we excluded some customers from accessing a product that should be the most competitive 
credit product and one we should focus on.  
 
So, I have that view on caps. But I’ll repeat: for our portfolio, given how we are growing and 
originating, we are very comfortable with current conditions.  

That was the first answer on payroll loans.  

Your second question was about SMEs. We’ve talked a lot about government-backed 
programs. I think these programs have been very successful: PRONAMPE, FGI, ProCred. We 
have been operating them since the beginning, again with a customer lens. If I need to serve my 
customers well, I need to give them access to the most competitive products, at the best prices, 
so that they can prosper over a longer cycle.  

We have been leading the availability of these government-backed credit programs for all 
clients across all programs. Last year, there was an opportunity on FGI, and we proposed to 
BNDES and to the government greater use of the established first-loss structures. We said: look, 
you can leverage it even more. The government realized there was an opportunity. BNDES 
played a key role in the decision, with support from Mercadante and Alexandre Abreu, 
President and Director of the Brazilian Development Bank, BNDES, respectively, understanding 
the dynamics and bringing back meaningful volumes of FGI back to the market. 
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Resources were deployed. This year it may feel like fewer resources, but recently, in 
discussions with the Ministry of Finance, which has understood this program’s effectiveness 
from the beginning, it decided to make an additional contribution. There is already an 
additional BRL2 billion committed to FGI, which brings roughly BRL25 billion in credit lines to the 
market. And this is the first contribution among others that may happen throughout the year, 
because among government programs, PRONAMPE and FGI have been the most efficient.  
 
So, based on the information we have today, we do not foresee any abrupt stop. On the 
contrary, I think we will continue to sustain it. But at some point, you will have to transition the 
portfolio, and that will depend a lot on the appetite of this government or future plans. So, we 
will need to monitor it closely; it’s difficult to anticipate one or two years ahead.  
 
But for the current year, and looking at least one year forward, we believe that these programs 
will play a very relevant role, both in serving customers and in delinquency.  

And the mechanical delinquency effect you mentioned has a 10 to 20 basis points impact on 
NPL, but it does not have the same effect on expected loss. Why? Because guarantees are very 
strong, they do not affect credit cost. 

Gustavo Lopes Rodrigues (Investor Relations Officer) 

Now for the next question, we have Renato Meloni from Autonomous. Renato, please go ahead. 

Renato Meloni (Autonomous Research Sell-Side Analyst) 

Good morning, everyone. Congratulations again on the resilience of the results. The 
environment is challenging. I’d like to focus a bit on the individual loan book, and 
congratulations on the additional disclosures; they were excellent.  

Looking at the chart you show on individual leverage, what is your expectation for this indicator 
over this cycle in terms of increase, decrease, or stability, given how important it is for 
origination? And given your focus on a more selective customer base, do you expect at some 
point to hit a growth limit in these portfolios?  

If you could also expand a bit on your comments on SMEs, thinking about the cycle as well: you 
mentioned one or two more years in which Government-backed programs can sustain a similar 
level of growth. Thinking ahead to when that support extends further, or if it is discontinued, do 
you think the credit cycle could create more favorable opportunities and, by leveraging the 
EMPs platform, could you expand the universe of small businesses you lend to? Thank you. 

Milton Maluhy Filho (CEO) 

Thank you, Renato. Good to see you again, and thanks for the question.  

First, on the individual loan portfolios, we still see capacity to grow. We have been growing at a 
double-digit pace, and we have been able to increase penetration in clients where we saw room 
to keep expanding – always with that target-customer, and long-term mindset. So, we remain 
very comfortable with that strength and our ability to grow among more resilient customer 
segments.  
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Second, the migration of clients’ relationship to our app made under One Itaú Project 
created a huge opportunity for us. There are more than 15 million clients who did not have a full-
banking relationship with us. And we’ve seen that a good part of the growth we’ve observed in 
Uniclass, especially Personnalité, has come from that migrated client base. They used to have 
one product contracted with us and now more than 60% of that client base has more than three 
products contracted with the bank. That shows that clients who were “mono-liners” and didn’t 
have a full-bank experience are now moving to a full-bank relationship. That is a very large 
customer base and a major growth opportunity.  

Growing while gaining market share remains part of our strategy. We have been able to 
penetrate and grow segments we’ve been focusing on.  

Now, moving a bit from a customer lens to a product lens, like I mentioned earlier on payroll 
loans, mortgages are another example. If you look at our mortgage funding mix, how much we 
have in “Map 4” and savings deposits versus the mortgage portfolio, assuming the entire 
market charges similar mortgage rates, our marginal funding cost, given the larger volume of 
savings deposits and therefore lower reliance on “Map 4”, gives us pricing competitiveness 
through a lower funding cost. So, at the same price, our return is higher by definition, which 
strengthens the franchise and the customer relationship.  

Naturally, we will continue to operate on the products we have always operated on, including 
unsecured products. Payroll loans have been a very relevant lever, and mortgages as well. Auto 
loans are a good example of a product where we have been much more cautious. We see 
volatility (we’ve seen it many times) and we have tried to be more careful, again serving our 
customers, but with a lot of caution because it is a more volatile segment.  

In credit cards, despite all the de-risking done over time, we have been growing meaningfully in 
target audiences. It’s a transactional product, day-to-day usage, and very relevant for primary 
banking relationship. So, I see opportunities to keep growing and I don’t see any limitations 
today.  

There is an additional point I want to emphasize: in the individual segment, we are already 
starting to see nominal cost reductions, despite very high inflationary pressure. So, just being 
flat on costs is already an extraordinary result. With the pressure from wage negotiations and 
collective bargaining agreements, banking inflation is higher than IPCA, and we have still been 
able to act strongly.  

Why am I mentioning this? Because Itaú Digital, where we serve clients for whom digital 
engagement is predominant, is starting to operate with an increasingly competitive efficiency 
ratio. That creates optionality to serve customer segments we could not serve well before 
because our efficiency ratio didn’t allow us to absorb additional losses. As we progress on this 
agenda, we gain optionality and can serve segments we did not previously serve with the same 
competitiveness and appetite.  

So I think the growth opportunity in the individual segment is huge. We continue to see a lot of 
opportunities ahead, and I’m extremely happy with the progress we’ve made. With the 
strategic review, named “Refresh”, we are absolutely in line with the plan. But this is an 
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important year for execution. I’d say 70% of what needs to be done will be done this year. 
I’m very optimistic about our ability to deliver and our long-term view.  

On SMEs, your second question, it’s very hard to foresee where these programs end. 
PRONAMPE is permanent, so there is no discussion about resource commitments. FGO will 
depend a lot on appetite and market conditions. But if in one or two years, SMEs still need 
support from government-backed programs, I’m sure whatever the Government maybe they 
will understand this program’s effectiveness in terms of allocating public resources.   
 
So, it’s hard to say when, or if, these programs will slow down. Based on the information we have 
today, they will continue to exist in a relevant way because they have been very effective, 
especially for SMEs.  

Beyond that, in the Middle segment we grow with much less dependence on these programs. 
Their share in the portfolio is a fraction of what it is for smaller companies, and we know that in 
SMEs these programs are key for us to grow with quality, competitive pricing, adequate tenors 
for customer needs, and therefore with a portfolio that is very well protected from a risk 
standpoint. 

Gustavo Lopes Rodrigues (Investor Relations Officer) 

Now let’s move to the next question, from Daniel Vaz at Safra. Daniel, good morning. 

 Daniel Vaz (Safra Sell-Side Analyst) 

Good morning. Thank you, Gustavo, Milton, and Gabriel. Congratulations on the bank’s 
resilience and thank you for sharing new data on credit quality; I think it’s great to be able to see 
a bit “behind the scenes” on credit quality. 

I’d like to explore two topics we don’t usually discuss here: vehicle loans and retiree payroll 
loans. First, on vehicle loans, the bank’s origination caught my attention because it fell 13% year-
over-year, while the market data from the Central Bank shows growth in disbursements of over 
25%, which is a very strong growth. So, I’d like to explore the vehicle segment: how the bank is 
viewing it, whether you see any opportunity to be more aggressive, and how you want to 
position going forward, or whether the product has some caveats you don’t like, which you 
could discuss on the call. 

Second, on the retiree payroll loans, there were also important changes alongside “Desenrola 
2.0” Program announced. If you could comment on the new payroll-deduction margin that is 
moving from 35% (45% including cards) to 30% in five years once the new regulation is fully 
implemented, potentially with cards losing relevance. Does this create room to play in this 
product going forward under the new regulation? Thank you. 

 Milton Maluhy Filho (CEO) 

Thank you for the question, Daniel. Good to see you again on the call. On vehicle loans, I briefly 
mentioned this in my last answer: this is a segment where we have historically been very active, 
and the bank used to be a leader with meaningful volumes. Just to remind you: in 2012 we likely 
had a roughly BRL 60 billion portfolio in nominal terms. In today’s value, that portfolio would 
likely be more than R$ 100 billion after adjusting the balance. 
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What do we see? First, it’s a very volatile segment. When we look at household income 
commitment at current levels and restrictive interest rates, vehicle financing naturally becomes 
riskier. Second, collateral recoverability. There is a new legal framework, but there are still steps 
to be completed in implementation, including registry processes, so it is not yet operating at full 
power, i.e., under the best possible conditions. And I always say: a vehicle is real collateral with 
wheels. But you still need to locate it and repossess it, so the recovery rate is not that high.  
 
In addition, the secondary vehicle market has changed a lot – pricing dynamics as well. In the 
past, high prices were a strength: you repossessed and sold. Now we see price convergence, 
and spreads are very tight. So, at the end of the day, under our value-creation logic, capital 
allocation, and risk management, we think this business is less attractive than other businesses.  
 
That said, we want to serve our clients well. If a client with good risk wants a vehicle loan, we 
need to be present and serve them under a one-stop-shop logic: I need to offer the client all the 
products the bank has. Vehicle financing is one of them.  

But competing for first- or second position at dealerships in an increasingly competitive 
market, with automakers entering the used-car market, banks extending used-car tenors, and 
very intense competition, we would rather lose share than lose money. Ultimately, this strategy, 
being very disciplined in risk allocation, even if it produces the effects you mentioned (lower 
share, lower risk), is something we are very comfortable with, because we believe that the risk-
return tradeoff is not adequate. So, we prefer to reduce the portfolio. 

Second, on the retiree payroll loan: without a doubt, this “Desenrola” Program decision is in 
households’ best interest as it aims to reduce income commitment over time. This is very new 
information, as of 48 hours ago, so what we need now is to understand the impacts on our 
portfolio. It’s still early to say, because the transition is relatively long.  

At the start, you reduce the income commitment from 45% to 40% and bring the 10% income 
commitment from credit cards into the limit. Then you have a 2-percentage-point reduction 
per year, reaching 30% in five years. That’s the end game. As you said, we’ll have to understand 
how it will work.  
 
I think this is an opportunity, especially because we do not operate in the payroll-deductible 
card product today, but Retiree payroll loans are truly relevant for us. Today, we originate 
mainly through the branch network and digitally; we stopped originating through third-party 
agents due to financial equilibrium. Caps and commissions drove returns on capital below 
where they should be. We see some players being very aggressive on commissions, clearly more 
focused on revenue generation than on return on capital, and we are very disciplined about 
return on capital.  
 
And caps have excluded customers from the market. So, whether a more structural reduction 
in rates happens will depend on how caps evolve. Depending on cap decisions, new customer 
segments may or may not return to the market.  

There is also a review underway of benefit blocks and of processes. We have been working 
actively with our clients to facilitate the process, and we have managed to lead the market in 

22



 

the retiree payroll loan origination through the branch network and the bank’s own digital 
channel. 

Gustavo Lopes Rodrigues (Investor Relations Officer) 

Now for the next question, we have Mario Pierry from Bank of America. Mario, please go ahead. 

Mario Pierry (Bank of America Sell-Side Analyst) 

Good morning, everyone. Thank you for the opportunity, and congratulations on the results. 
We understand that today’s environment, in Brazil and globally, is one of uncertainty. And it’s 
interesting to see the bank continuing to show ROE at sustainable levels.  

My question, Milton, is about the efficiency ratio. You showed that in Brazil you are already 
operating with an efficiency ratio below 35%, and we saw that you reduced the number of 
branches, your footprint, by 15% in the last year. But headcount fell only 5%. So I’m thinking: for 
us to continue to see improvements in the efficiency ratio, would the bank need to further 
tighten and reduce the number of employees? How do you see this evolving? Or do you think 
there is still room to keep improving efficiency purely through operational improvements? And 
from your perspective, what level do you think you can bring the efficiency ratio to? And to get 
further improvements, should we expect a greater focus on reducing the number of 
employees? Thank you. 

Milton Maluhy Filho (CEO) 

Thank you, Mario. Good to see you again and thank you for the opening remarks.  
 
I always make the disclaimer that this efficiency ratio is on a consolidated basis. So it is very 
important to look at the breakdown between wholesale and retail. Retail runs with an efficiency 
ratio somewhat higher than the consolidated one, and wholesale plus Latam runs somewhat 
below.  

S,o I would put it this way: in the wholesale segment, to simplify, we operate at global 
benchmark levels. I think we are first quartile or first decile in efficiency ratio. There is always 
room for improvement. We are extremely disciplined in understanding how we can advance 
further: leveraging AI, commercial offloading, and so on. So that is an ongoing agenda.  

In retail, the change in efficiency ratio is a game changer. And as I’ve said, even if the bank’s cost 
grows at the midpoint of guidance, 3.5% this year, if you analyze it in detail, the performance 
across businesses is very different.  

In the individual segment, where it is vital to reduce the efficiency ratio, we showed you that we 
reached efficiency ratio of 40% and had a meaningful quarter-over-quarter reduction. Retail 
overall is at 40%, and that includes individuals and small businesses. In the individual segment, 
we need to accelerate competitiveness even further. We are already seeing nominal cost 
reductions in the individual segment, which is very important.  

We continue to believe that there is meaningful room to adjust, and that involves revisiting the 
business model and the value proposition, with Itaú Digital gaining more and more emphasis.  
 
Footprint adjustments are somewhat inevitable. Today, 97% of our transactions are already 
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digital. Branch visits have fallen 70% from pre-pandemic to now. That’s the decline in 
monthly visitors to our branches. Customers are migrating to digital.  

And it’s not simply a decision to reduce footprint; it’s how we adjust our model to serve 
customers increasingly with digital services, especially in segments where the efficiency ratio 
makes all the difference, because it is essential for us to open up the optionality I mentioned.  
 
This review of the service model is happening as we speak, and it is natural that it will happen, 
enhanced by all available technologies, AI, and so on. So, we should see the retail efficiency ratio 
naturally coming down over time. Revenues are already different than they were in the past: 
there was a cap on overdraft interest rates implemented in 2019, for example. But that is the 
direction we are heading.  
 
Gabriel has been leading this process along with the entire C-level; everyone is fully mobilized 
to take this efficiency ratio to where it needs to be. And, of course, everything else is a 
consequence of this strategy.  

What is the model? Fully digital? Remote service? How do we serve the middle-income clients? 
How do we serve the high-income clients? Each segment will have its positioning. Last quarter 
I showed you a slide with segments where we are already a reference in efficiency and segments 
where we need to gain operational scale.  

We remain very encouraged by the progress and that is where we are going: with high quality, 
with an increasingly strong digital structure, with high NPS, and with employee eNPS at very 
high levels. Doing this well, absorbing turnover with quality and being careful in 
communication, is essential to cross this bridge. I’m very optimistic we will get to the other side 
much stronger. 

Gustavo Lopes Rodrigues (Investor Relations Officer) 

Now for the next question, we have Yuri Fernandes from JPMorgan. Good morning, Yuri. 

Yuri Fernandes (J.P. Morgan Sell-Side Analyst) 

Thank you, Gustavo. Good morning, Milton and Gabriel. Congratulations on the execution of 
the strategy!  

I’d like to go back to the ROE point, but I want to ask about ROE versus growth. We know 
maintaining a high ROE is a choice, because there may be pricing trade-off and reward-
program expenses that we can see in some of your lines, and the bank has kept ROE high. Milton 
commented that rationality and sound capital allocation have historically guided Itaú.  
 
So, I’d like to ask about this balance. It was a good quarter, but perhaps the most negative item 
was the fee service. When we look at the fees line, several things seem transitory: current 
account fees fell significantly and should eventually normalize. I also believe card issuance fees 
are still pressured by reward-program expenses.  

So, if you could comment, Milton, on how we should think about the bank’s positioning on ROE 
versus growth, because I believe 2026 may be a transition year. We still have several fee 
pressures, while ROE remains very high. But I imagine that with this cost-to-serve, Itaú will be 
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able to re-accelerate growth. So, I don’t know whether that means an eventual decrease in 
ROE, with the bank regaining market share in other products beyond the opportunities we’ve 
already discussed.  

It’s a very generic and structural question, but I’d like to hear your view on balancing very high 
profitability against growth. Thank you. 

Milton Maluhy Filho (CEO) 

Perfect, Yuri. Good to see you as well, and thanks for the question.  

Our logic is to grow; that is the bank’s dynamic. My objective is not to have a smaller bank with 
higher profitability. It is the combination of the two over the long term that we pursue every 
day.  
 
Think about it: with a BRL 1.5 trillion loan book, or BRL 1.3 trillion of it in Brazil, we have the ability 
to test and learn how we steer growth and where the opportunities are. So even when we close 
risk clusters, we always keep a percentage open to test carefully, so we don’t make a “type-II 
error”, that is rejecting good credit because we believed, from a risk standpoint, it wasn’t worth 
it. We have tests happening right now across the entire bank.  

Additionally, profitability has clearly been very relevant to us, and we have not seen growth 
opportunities that we are failing to capture. I’m not holding back growth to boost ROE. Our cost 
of capital is what it is; it’s not a profitability constraint. What truly constrains growth is risk.  
 
I think that’s the main factor today, especially for credit. Growing the loan book can be very fast 
when you loosen credit, but then you spend two or three years explaining delinquency levels, 
increasing provisioning, and slowing down in the segments where you want to accelerate, while 
consuming capital inappropriately. So, discipline is essential: a strong balance sheet and growth 
discipline within opportunities we believe are sustainable over longer cycles.  
 
And today, we do not see any constraints to growth.  

That said, when we talk about the revenue from services fee and insurance income, it is indeed 
a line with challenges this year, consistent with the level of economic activity and environment, 
especially in capital markets. Consumption will have its challenges. Card TPV has seasonality: 
the fourth quarter is typically very strong, impacting interchange in the first quarter when 
activity is slower. In the first quarter, there is a seasonal adjustment: families pay their fourth-
quarter credit card bill that includes Black Friday and Christmas purchases, so there is a natural 
tendency for lower consumption in the first quarter. So, seasonality impacts payments and 
cards revenues in the first quarter.  

We still have annual fees for credit cards, but we are redefining strategy and reducing them 
meaningfully. Today, our rewards program costs more than annual-fee results, and that is the 
path we are on. This is by design: the decision was made years ago, and we will clearly reduce 
what we used to call “risk revenue”, that is fees that create friction, because they reduce 
customer lifetime value. If I defend those fees in the short term, the transition is smoother, but 
in the long term I only lose the customer. That makes no sense. We don’t want to lose the 
customer; we want to increase relationship duration and be clients’ primary banking.  
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That’s why we disclosed the retail checking-account fee line: to show you the direction. I’m not 
debating with the regulator the meaning of fee law 3,919; the debate is that I need to find ways 
to deliver packages that generate value for customers, that are perceived as value and not as a 
cost, and that do not create friction.  

So, the packages being developed follow this logic: bringing solutions to customers. We buy on 
a scale and deliver solutions to customers: streaming access, restaurants discounts, and a series 
of other benefits. And with our loyalty programs, which we’ve been working on for a long time, 
we reward each customer’s relationship and engagement over the long term.  

So, we are very comfortable with this combination of growth and rewards programs across 
segments. They have meaningful penetration, strong results, and are very well managed so we 
can maintain the right balance.  

Current account fees for individuals, PIX fees for companies, and other fee lines have been 
transitioning for a long time. So yes, it is a negative force, but it brings many long-term benefits, 
especially in primary banking and reciprocity in customer relationships.  

On the other hand, insurance penetration has increased over recent years, and this year is no 
different. Whether in life insurance or creditor insurance, we are increasing penetration 
through highly integrated offers. We see a lot of opportunities in customer segments that are 
still underpenetrated. So, the insurance outlook is for growth above 10% to 15%.  
 
Looking ahead, we expect to continue growing results and the bottom line. And in services fees, 
this will depend heavily on economic activity. Capital markets are 30% to 40% weaker, so of 
course that will affect the line.  

But the advantage of being a universal bank is that we have a complete portfolio to navigate 
situations like this. You may do less well in one line, but you do better in banking products and 
NIM. You may do less well in that line but have a very appropriate credit cost and an efficiency 
lever. I think it’s the whole picture.  

So, there are pressures, and we need to manage them. 

Gustavo Lopes Rodrigues (Investor Relations Officer) 

For our ninth question of the day, we have Eduardo Rosman from BTG Pactual. Rosman, please 
go ahead. Good morning. 

Eduardo Rosman (BTG Pactual Sell-Side Analyst) 

Good morning, everyone. I’d like to ask about artificial intelligence. I think it’s still very hard for 
those of us on the outside to make it tangible who will be the winners and losers, but in theory, 
those who have been executing a strong digital transformation, like you, should have a 
significant advantage in implementing AI.  

So, my question is: Milton, what would you recommend we ask and observe, both from 
executives and in banks’ numbers over time, to get a good read on who is ahead? Thank you. 

Milton Maluhy Filho (CEO) 
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Well, thank you. Good to see you, Rosman. Thanks for the words; I also read your report 
carefully. Thank you for the points and comments.  

First, let me take advantage of your question. We didn’t plan this, but I’ll use it for a bit of 
marketing and an official launch. In the coming weeks, we will launch the first ever acquiring 
POS device powered by AI. The “Laranjinha Powered by AI” has an AI system integrated into the 
terminal, and conversational features with the merchant. It’s the first device in the industry fully 
powered by AI, with incredible research results: NPS above 90, adoption above 90%. So, I think 
it could be a game changer in payments as well. It launches with integrated AI and will evolve 
into conversational and other capabilities.  

I tested the device myself. I have a strong affinity with the acquiring business as I was the CEO 
of Redecard in the past. I spoke with the device, tested it, looked at it, and it’s impressive how it 
simplifies the merchant experience, whether for a store owner, a salesperson, or in a restaurant, 
making the transaction much easier. It’s much simpler and faster. So, I’m very excited about the 
launch. You’ll hear more soon; the teams will do the press release.  

Now, regarding your question: what I think you should demand, at the end of the day, is results. 
Because from our side, it’s not about the race to have the largest number of models in 
production; that doesn’t necessarily translate into concrete, relevant, structural results.  

I think the way the bank organized itself around AI is key, at all levels of the organization, 
starting with the Executive Committee. We needed clear definitions of the layers, from enablers 
all the way to the customer layer, and how we do this cross-functionally. It doesn’t help if one 
area advances quickly while other corporate areas move at a different speed.  
 
So, we set out to build what we call the foundation of Itaú intelligence. We built internal 
guardrails to ensure that we can bring models to the customer layer without creating issues or 
hallucinations at the front end. All the governance needed to ensure knowledge, know-how, 
and adoption across the bank was put in place. More and more employees have access to 
information, and we clearly defined the major projects, the most structural and relevant ones 
for the bank.  

And it’s impressive how these applications are already delivering results. From a customer-
experience standpoint, EMPs - the digital platform for small companies in the retail business 
segment - has become a fundamental part of the corporate digital strategy. It started with a 
very limited scope so we could learn, test, and evolve the solution. It is now becoming a relevant 
pillar of the strategy in retail business, where we will be able to digitally leverage a good part of 
the base. It’s powered by AI.  
 
On the investment side, we are now launching the Global Agent. I know you don’t have a 
checking account at Itaú; I imagine you have your account at BTG, for instance. But I 
recommend you open an account at Itaú and test what the Global Agent is. Your DNA will be 
fully analyzed, and you then have a conversational relationship with the bank. In our view, this 
is a game changer: you move from a transactional bank to a financial advisory and hyper-
personalized bank across areas. Today many processes are powered by AI in the finance 
department, IR, legal, and HR, areas.  
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So, what I think you should ask banks and understand is, first, their results. This has to show 
up as higher efficiency, no doubt; greater ability to generate top line; higher productivity from 
teams, because you offload a lot of work as you bring solutions.  

And it’s “and,” not “or.” We believe the combination of humans plus technology, enabling 
higher-quality, more timely advice, will make all the difference.  

We are also applying it to credit models. We formed a very relevant partnership with Neo Space; 
we have an investment in this company, which has been creating Large Data Models. We have 
been working on relevant fronts: credit modeling, fraud and CRM. All of this will bring higher 
productivity, more accuracy, more timeliness, and more efficiency.  

Ultimately, this must be translated into numbers. Because if I tell you everything we are doing 
and results keep moving the same way, are these changes truly structural or just incremental 
improvements? So, I think in the medium and long term, changes can be transformational. And 
we need to communicate and explain this better to you to make it tangible.  
 
I mentioned several initiatives – Pix on WhatsApp, etc. – but again, there are meaningful game 
changers being developed here, and I’m confident we will be able to demonstrate that more 
clearly over time. And I think the acquiring business is a clear case of what we can do with AI and 
how we can change the payment experience for our customers. 

Gustavo Lopes Rodrigues (Investor Relations Officer) 

For our next question, we have Tito Labarta from Goldman Sachs. 

Tito Labarta (Goldman Sachs Sell-Side Analyst) 

Thank you, Gustavo. Hi Milton and Gabriel, thank you for the deeper discussion and for 
answering my question. I’ll follow up on Yuri’s question about 2026 guidance. I know that there 
was some seasonality this quarter, and that dividend payments impacted NIM. But the fee and 
insurance income line is expected to grow between 5% to 9% in the year, and you were at the 
low end, or slightly below it, in 1Q26. In insurance, I know it was a bit more resilient.  
 
How should we think about the performance of this line for the rest of the year and your ability 
to deliver on the guidance, especially amid growing concerns about credit quality? And I 
appreciate the overview you provided; you are certainly in a much better position than the 
market.  
 
But considering those concerns, how do you assess the ability to perhaps accelerate growth 
throughout the year and, who knows, have revenues trending a bit above guidance? Thank 
you. 

Milton Maluhy Filho (CEO) 

Hi, Tito. Good to see you. Thank you for joining us in the call. It's always a pleasure to have you 
here.  
 
So, let me give you a bit more details on the guidance. I think it’s still the first quarter, but of 
course, we do have our forward look to making estimations on how we should end the year. 
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We’re still comfortable with the overall guidance. I think that in credit portfolio growth, we 
are comfortable even though we still have challenges ahead. So, let’s see how it works out in the 
coming quarters. On NII with clients, we think we’ve been delivering the guidance. It’s possible 
for us to get to where we want due to the level of portfolio growth, spreads, on the liability side 
as well, investments, we have been performing very well. According to recent figures coming 
from the market, we’ve been gaining market share. So, all in all, I think in NII, despite the event 
that we had only in the first quarter, and we had some calendar effects as well: I don’t think we 
should have any issue.  

On cost of credit, I always knock on wood three times when talking about it, just to make sure 
that we will be able to deliver, but with the information we have today, we are comfortable with 
the guidance on cost of credit.  

The only line that I see being more on the low end of the guidance, is the “fees and insurance” 
result. I have mentioned it a few times now. I think this is one of the greater challenges for the 
year. On the insurance side, the perspective is very positive. Regarding fees in general, the 
market and the activity have not been as we expected, especially on the Debt Credit Market, 
which is very relevant for us due to the level of market share we have in this business. So, we are 
still dominant in the market. We still have a relevant market share, but it’s not related to our 
performance, but more related to the market performance. So, this is an overall impact. 

And it’s important to highlight that performance fees on the asset management business are 
more challenging in a year with much more volatility, as we have been seeing in 2026. Another 
challenge is the one for the NII with the market on the treasury side, but we have been able to 
deliver it, despite the volatility we have. In the asset management business, performance fees 
are relevant. The second and fourth quarters’ performance fees’ results will depend on our 
market volatility, geopolitics, and interest rates levels in all the markets where we take 
positions. So, I think those are the lines which we must keep an eye on.  

TPV has to do with consumption: with the capability of the families to consume. And this will be 
relevant for the credit card issuer and for the acquiring businesses. So, it will depend on the 
economic activity at the end of the day.  
 
So, if you ask me whether I’m still confident in the 2026 guidance, the answer is “yes”. Do we 
believe we can achieve the profitability level we expected at the beginning of the year? Yes. If 
we can achieve the bottom-line result, we are targeting? Yes.  

Of course, the geography may change between lines, but we continue working hard to deliver 
the profit that we are expecting. However, fees and insurance results will likely be much closer 
to the low end of the guidance than the other lines. So that is the line I believe is at risk.  
 
I am not changing the guidance. If we have new information in the next quarters and we believe 
it’s time to adjust guidance, as we always do, we will be transparent and direct if a change is 
needed. But we remain comfortable with what we have today. 

Gustavo Lopes Rodrigues (Investor Relations Officer) 

And now we’re switching back to Portuguese because we have Henrique Navarro with us, from 
Santander. Navarro, please go ahead. 
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Henrique Navarro (Santander Sell-Side Analyst) 

Hi, everyone. Thank you for your time and for the opportunity to ask questions. My question is 
about delinquency. The market has been very concerned, and we are as well, about the 
delinquency cycle. 

It’s two questions. First, if I understood correctly, and Milton, please correct me if I’m wrong, you 
are seeing the delinquency peak approaching, meaning perhaps between the second and third 
quarter we might see the peak in Itaú, and that number should not be alarming, maybe a 
deterioration of another 20 or 30 basis points in delinquency. So that’s the first question: are we 
really close to the peak, and could it be between the second and third quarters and not be an 
alarming number?  

Thank you for the information you provided on slide 8; it was very helpful. It’s clear that Itaú has 
an advantage versus the sector in risk management.  

My second question is: where does that come from? The explanation could be segmentation, it 
could be products, but even if we consider segmentation and products, it still seems like Itaú is 
doing a very good job in risk management.  

So where does it come from? Is it digital? Picking up on Eduardo Rosman’s question, is it AI? Is it 
the size of the data lake, or how do you manage the data lake?  

And if it really is digital and AI, as AI advances and becomes a commodity, do you see a risk that 
a competitor could catch up to you in this excellence? Or do you have much more to gain from 
AI evolution because there is still a lot to be done in terms of improving and fine-tuning risk? 
That’s it. Thank you. 

Milton Maluhy Filho (CEO) 

Thank you, Henrique. Good to see you here; thanks for the question on the call.  

First, on delinquency, with all the usual caveats that things can always change: we’re in a very 
dynamic environment. I would say my expectation for delinquency indicators over the next few 
quarters is relative stability. I’m not even anticipating a peak; I’m saying we are already 
structurally at over-90 delinquency levels where I have a reasonable degree of confidence.  
 
And when I say stability, 10 basis points up or down is stability. So, for individual over-90 
delinquency level, looking ahead with the information I have today, I expect relative stability; 
again, up or down 10 basis points is stability. Those are very stable, and they are at a much lower 
level than where the bank used to operate years ago.  

The bank’s ability to generate top line has changed as well. So, you can’t imagine operating with 
the same level of credit cost you had back then, when you could extract more value. There were 
no caps, and product dynamics were different. Today, you rely more on credit than you did in 
the past. You need to run with lower delinquency levels to have an adequate level of 
profitability.  
 
Here we look at risk-adjusted NIM; it’s the combination. We grow NIM after provisions. It doesn’t 
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help to grow the top line and give it all back in cost of credit, if risk-adjusted returns are 
inadequate. That’s the discipline.  

Where I think we may still see an increase – and this is a mechanical normalization, to be clear – 
is in SMEs. The effect at the consolidated level is not material, but in SMEs NPL may move up by 
another 10 to 20 basis points. So, I wouldn’t call it material, but to be precise, our best 
expectation is that NPL should run close to 2.10% over the next two quarters for SMEs. 
Remember that under the same mechanics and criteria we were at 2.40% not that long ago. 

Another point: when we disclose over-90 delinquency numbers, it includes security. This is the 
view under Resolution 4,966. We no longer provide the only credit prior view. In SMEs, where 
there’s also securities, especially in Middle market segment the NPL will also capture 
delinquency if it arises.  
 
So why should SMEs delinquency move up? Because many government-backed credit lines are 
no longer in grace periods. Then if the clients don’t pay, they move into delinquency. But 
because it takes some time to call the guarantee, between 90 to180 days, you have a timing 
mismatch. Delinquency is recorded, but not provisions because of the strong guarantees, and 
then you normalize delinquency when the guarantee is honored. So there is a temporary 
accounting mismatch that produces this effect. You may even book some provisions, but they 
are resolved within a short cycle. And with government guarantees, you can ultimately assign 
an appropriate rating, which also helps avoid provisioning. That’s important guarantees are 
from the Government Treasury, the Operations Guarantee Fund, or from the Investment 
Guarantee Fund. 

So, looking ahead, I would say there is relative stability in delinquency indicators, given 
everything we are seeing. 

Now to your second question, the “how.” I don’t think there is a silver bullet. There are several 
elements.  
 
First, a very well-defined strategy and a very structured, well-discussed portfolio management 
process. As important as granting credit is not granting credit. Often the best thing you can do 
for a client is not to grant credit, because they may not have the conditions, or sometimes the 
financial education needed.  

There was meaningful credit expansion in the market with the rise of fintechs over the last 
years. A client used to have 1.4 credit cards on average and now they have six, because there is 
no annual fee. So, they go online and get as many cards as they want. The day they have a 
problem, it’s sudden death: they put the cards in a drawer, stop transacting, and they do 
everything they can to avoid defaulting with the bank where they have primary banking 
relationship, cash flow, salary, transactions.  

So primary banking relationship makes a big difference. We have strong market share in 
middle- and high-income segments, naturally. But we also have target clients in the mass 
segment; being a target client is not necessarily about income level. We also operate and have 
more than 10 million target clients in Itaú Digital, which serves the base of the pyramid and the 
mass segments.  
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So, we can define very clearly what the client profile is and what their conditions are. There 
are target clients and non-target clients in all segments. Income is not the only risk 
discriminator.  
 
There are a lot of models and tests, and a lot of humility, because credit humbles you. Every day 
you need to recalibrate.  

Value creation and capital allocation are essential, so you can see whether the decisions you’re 
making in the financial margin are creating value in the vintages. It’s not a portfolio view, but it’s 
a vintage view, so you can make the necessary corrections in time.  

A lot of AI is being used, but at this stage, there’s still more hype than structural impact. There 
are already some tangible benefits, but we believe that there will be even more structural 
benefits down the line. We have relevant models now moving into production, and there are 
many teams changing underway, with model performance changing significantly. Some 
models are still being tested, while others are already in production, but we expect significant 
progress.  
 

So, there is no silver bullet. Franchise and principality matter for delinquency. I believe that 
building a resilient portfolio and having the discipline to allocate to the right clients, in the right 
segments, and having the discipline not to do it is also important. That risk-return balance over 
the long term creates value, reduces balance-sheet volatility, increases value creation, and 
brings consistency. 

We also make mistakes and we learn from them, we make new mistakes, and we learn again. 
There’s a lot of learning. 

The modernization that we did in platform and data architecture was key to making it work. We 
were able to build data-mesh architecture, with centralized, high-quality data, and modern 
platforms. That was a game changer for us, because today data is democratized in the bank, it 
is high quality and timely, and everyone can use it, and use it quickly. You can react with online 
platforms and make management adjustments. 

And to wrap up, I can’t fail to recognize human capital. It is essential to have the right people: 
competent, motivated and engaged teams, with quality leadership, the right mindset, a long-
term view, and proper incentives. Incentives also matter: if you get incentives wrong, you’ll lose 
results in the long term, and we see this in the industry.  

So having incentives aligned with the long-term goals and with the shareholders is essential. 

Gustavo Lopes Rodrigues (Investor Relations Officer) 

And now, for the final question of the day, we have Carlos Gomes Lopes from HSBC. Carlos, 
please, go ahead. 

Carlos Gomes Lopes (HSBC Sell-Side Analyst) 

Once again, thank you very much for your time. I have two minor questions. 
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The first one is about your effective tax rate, which is a little bit lower than the guidance 
you provided for the year. Normally it is higher in the first quarter, so I’d like to understand 
whether there was any specific reason, or whether you believe you can beat the guidance in 
terms of the effective tax rate. 

The second one is about the agribusiness portfolio. You mentioned that you have around 20% 
market share. Are you using the Government-backed financial lines for them? And do you have 
a view on how this market is beginning to evolve? 

Milton Maluhy Filho (CEO) 

Thank you, Carlos. It’s a pleasure to talk with you. Thank you for your question. 

Starting with your second question: no, government-backed programs are not specific to 
agribusiness segment. Of course, if there is an overlap between the eligible customer profiles 
for those programs and our agribusiness clients may have contracted it, but those programs 
were not designed for the agricultural sector. But I think that this is something the government 
should keep on its radar. If there is any development specifically targeted at agribusiness, it 
would be relevant for the market as a whole. But at the moment, there are no discussions in that 
direction. 

On the effective tax rate, I’ll ask Gabriel to comment in more detail. In any case, we remain 
comfortable with the guidance. You’ll see that there were some specific effects in the first 
quarter, but we expect the effective tax rate to converge over the course of the year for the 
guidance range. Gabriel, please feel free to add. 

Gabriel Moura (CFO) 

Hi, Carlos. As Milton mentioned, we remain very comfortable with the guidance we disclosed. 

If we think about the bank’s effective tax rate, there are two main drivers. As you know, the first, 
and the one with the greatest impact, is Interest on Capital, the IoC. And if you look at it, the IoC 
amount this quarter was higher than in the first quarter of last year; it was also higher than in 
4Q25. The second major driver is the distribution of the results across the different companies 
that we have - financial and non-financial - because tax rates differ. There is seasonality 
associated with both factors. In the first quarter, these effects drove a lower effective tax rate, 
but the expectation is that this will normalize over the course of the year, converging to our 
current guidance. 

Gustavo Lopes Rodrigues (Investor Relations Officer) 

With that, we conclude our Q&A session. Thank you, Milton. Thank you, Gabriel. And thank to 
all of you who joined our results’ conference call. Now I’ll turn it back to you once again, Milton, 
for the closing remarks. 

Milton Maluhy Filho (CEO) 

Great. Thank you, Gustavo. Thank you, Gabriel. It’s always an honor to have you here on this 
results conference call. 
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I think it was a broad discussion, and your questions are always very important for us as we 
maintain transparency and closeness with investors. The challenges are out there, and we are 
all keeping our feet on the ground.  

As I always say, strong previous results should not create future complacency. This is what I 
emphasize the most, internally: this is an infinite game. We are never satisfied; we raise the bar 
every quarter. What can we do better, and how can we do better for the client in the end? That 
is where we have invested most of our resources, time, and agenda: focusing on the client, and 
how to serve the client better. Results will naturally follow that evolution over the long term.  

We are very excited about what we’ve built and happy with the results, but of course always 
attentive to challenges. There are many challenges ahead, both in terms of macro and micro 
scenarios. It’s an election year, there is the geopolitical theme, and every day there is a new 
headline. Today the news was about peace, but these things can change very quickly.  

I think the most important thing is discipline: having the humility to constantly look outward 
and recognize there are many strong, capable competitors. So, our job is to improve and evolve 
every day.  

I’d like to thank you for your time, participation, and feedback. Next week we have the 
conference in New York, so we’ll be there, with what will be the largest CEO attendance at a 
conference in history.  

Once again, we will focus on all the events around our conference: the tech event; a sports 
group; the “New York 100 years” event in its first year, with outstanding keynote speakers, and 
then the conference itself. I will be there and expect to meet many investors and analysts.  

So, we’ll also be there to answer more questions. Thank you once again and see some of you 
next week. All the best. 
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