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This presentation may contain certain forward - looking statements and information relating to Centro de Imagem Diagnósticos S.A. (Alliar) and its
subsidiaries, which reflect the Company's current views and/or expectations regarding its performance in the business, and future events . Forward -
looking statements include, without limitation, any statement that may anticipate, predict, state or imply future results, performance or achievements,
and may contain words such as "believes," "anticipates," "expects," "estimates," "predicts," "potential," "will likely result," or other words or
expressions of similar meaning . Any projection, forecast, estimate or other "forward - looking" statement in this presentation only illustrates the
hypothetical performance under specific assumptions of events or conditions . Such forward - looking statements, forecasts, estimates or other forward -
looking statements are not reliable indicators of future results or performance .

The statements contained herein are subject to a number of risks, uncertainties, and assumptions . Please be advised that a number of important
factors may cause different actual results, any third parties (including investors) are solely and exclusively responsible for any investment decision or
business or action taken in reliance on the information and statements contained in this presentation or for any consequential, special damages or
similar . Alliar does not undertake to update or revise this presentation with new information and/or future events . In addition to the factors identified
elsewhere in this presentation, the following factors, among others, may cause actual results to differ materially from forward - looking statements or
historical performance : changes in the preferences and financial condition of our consumers and competitive conditions in the markets in which we
operate, changes in economic, political and business conditions in Brazil ; government interventions, resulting in changes in the Brazilian economy,
taxes, tariffs or regulatory environment, our ability to compete successfully ; changes in our business, our ability to successfully implement marketing
strategies ; our identification of business opportunities, our ability to develop and introduce new products and services, changes in product cost and
operational costs ; our level of indebtedness and other financial obligations, our ability to attract new clients ; inflation in Brazil, the devaluation of the
real against the US dollar and interest rate fluctuations, current or future changes in laws and regulations, and our ability to maintain existing business
relationships and create new relationships . In addition to the financial statements, investors should carefully read the Company's Reference Form,
especially Sections 4 and 5, before making any investment or divestment decisions involving securities issued by the Company .

Prospective investors and shareholders of the Company should understand the assumptions and assess whether they are adequate for their purposes .
Some events or conditions may not have been considered in such assumptions . Actual events or conditions may differ materially from such
assumptions . Past performance is not a reliable indicator of future results or performance . The Company disclaims any obligation to update its view of
such risks and uncertainties or to publicly announce the results of any revision of the forward - looking statements made herein, except where doing so
would be required by applicable law . The Company recommends that prospective investors and shareholders not reliant on forward - looking statements
as actual results could differ materially from those expressed or implied by forward - looking statements .
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Overview Alliar
Unique Business Model, Fully Integrated and Scalable

Integrated IT and 
Operations Platform

Χ

HUB 1  HUB 2  HUB 3  HUB 15  NOVO HUB   

ERP Call Centers

BI

RIS PACS

Unique technology and 
operations platform for all 

Alliar brands

Medical Qualityand
Innovation

Focus on Imaging

86%of Revenue

Leading Regional 
Brands

National presence
42 cities / 10states



Attractive Market: DemandDrivers

PopulationPyramid DiagnosticExpendituresby Age

Sources: IBGE, ANS, Alliar (estimate) 4

R$ / yearAge Pyramid
2017

Age Pyramid
2030E

16mm 65+

111mm 25-65

80mm 0-24 69mm

126mm

28mm

Total Population: 207m Total Population: 223m

+13%

Age

-5% -3% 0% 3% 5% -5% -3% 0% 3% 5%

- 13%

+73%
(+12mm)

Woman

Man    

Up to 6x

Aging Population translates into more Exams and higher Expenditure 



Demand: HealthcarePlans
Health PlansCoverageisstill low andlinkedto Formal Employment

Sources: OCDE 2015, ANS, Caged 5

Economicrecoveryand formal employmentwill favour the demand

Health PlansCoverage Beneficiaries& Formal Employment
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56%

34%
23% 19%

12% 8% 46,4 

47,8 

49,5 
50,2 50,4 

49,2 

47,6 47,3 

1
T

1
2

2
T

1
2

3
T

1
2

4
T

1
2

1
T

1
3

2
T

1
3

3
T

1
3

4
T

1
3

1
T

1
4

2
T

1
4

3
T

1
4

4
T

1
4

1
T

1
5

2
T

1
5

3
T

1
5

4
T

1
5

1
T

1
6

2
T

1
6

3
T

1
6

4
T

1
6

1
T

1
7

2
T

1
7

3
T

1
7

4
T

1
7

1
T

1
8

2
T

1
8

In million

D Acum. Emprego Formal (Base 0 = 1T12)

Beneficiaries

-6.15%



6

Demand: Profile Changein the Payers
VerticalizedandPartiallyVerticalizedPlayers are gainingMarket Share

Beneficiaries Market Share

20.3

10.0

3.9

20.2

11.8

5.7

Non-Verticalized VerticalizedPartially
Verticalized

-1%

+17%

+45%

2014

2018

Source: ANS

Market share- TOP10 Alliar Payers(!ƭƭƛŀǊΩǎt{/Ωǎlocations)
ü Vertical model gaining relevance within the 

health market 

ü Traditional operators with difficulties in 
managing claims and significant cost increases 
(medical inflation) 

ü Verticalized / partially verticalized model 
reduces incentive misalignment problems in 
the health chain 

ü Alliar has products to operate in all segments



Alliar Business Model
Unique Business Model, Fully Integrated and Scalable
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Operations Platform: Integration and Innovation

CC RIS PACs ERP

Patient's Journey
ỏPatient in, report out

Call Center Exam

Reception Report

Demand SSC & Back Office

Administrative

Finance

Local Medical 
Community

Patients

Payers 



!ƭƭƛŀǊΩǎEvolution in 3 Cycles
FromM&Asto Digital Transformation

é

HUB 1  HUB 2  HUB 3  HUB 15  
NOVO
HUB   

ERP Call Centers

BI

RIS PACS

V Sistemas comuns de  TI:

RIS, PACs, ERP e CallCenter

V Centro de Serviços Compartilhados

V Modelo Integrado de Operações 

PLATAFORMA ÚNICA 
DE TI/OPERAÇÕES

Establishingthe RightBases

1st Cycle: 2011 a 2013

111
Medical 
Quality

Unique
Platform

Focus on
M&As

V Foco em Imagem (RM, TC e US)

V Clínicas Líderes

V PartnershipMédico 

FOCO EM AQUISIÇÕES

SETRA

Accelerationof Investments

TRANSFORMATIONAL M&As

3 Brands
~55% of Alliar

RBD ς1st PPP in Diagnostic Medicine of Brazil

Investments in Mega-Units

2nd Cycle: 2014 a 2017

CDB MorumbiCDB Ana Rosa CDB ABC

Axial Belo HorizontePlani São José CamposCDB Móoca 

2014 2016 2017
2014 2016 2017

~ 10% of Alliar

11 PublicHospitalsin Bahia
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GrowthandProductivity through
Technology and Innovation

3rd Cycle: 2018 ~ 2020

DIGITAL
TRANSFORMATION

HIGHER
PROFITABILITY

NEW RELATIONSHIP 
MODELS



o 35,000+RequestingPhysicians

o 1,200+ Radiologists

o 60,000+ MRI exams/ month

o 40,000+CT scans/ month

o 160,000+Ultrassoundexams/month

OVERVIEW:

National Footprint
1st LevelDiagnosticMedicine Diagnóstica in all Alliar brands
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18

32

30
2

14

6

3

7

1

1

42
Cities

10
States

114
PSCs

15
Hubs



Evolution andRevolution in the Business Model
GrowthandProductivity in the ExistingOperations(Engine1), and
New business modelbasedon!ƭƭƛŀǊΩǎPlatform (Engine2)
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DIGITAL
TRANSFORMATION

(b)

HIGHER 
PROFITABILITY

(a)

NEW RELATIONSHIP 
MODELS

(c)



Evolution andRevolution in the Business Model
GrowthandProductivity in the ExistingOperations(Engine1), and
New business modelbasedon!ƭƭƛŀǊΩǎPlatform (Engine2)
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DIGITAL
TRANSFORMATION

(b)

HIGHER 
PROFITABILITY

(a)

NEW RELATIONSHIP 
MODELS

(c)



56 66
151

203 223
171 186

41%

20142013 9M17201720162015

9%

a) HigherProfitability
The Strategystarts to reflecton!ƭƭƛŀǊΩǎResults

Net Income (Shareholders)

In R$ Million

Revenue1 AdjustedEBITDA 
In R$ Million

9M18

1) Ex-construction 2)FCF 2017 in currentmethodology

In R$ Million and% Margin

9M18

20142013 9M17201720162015 9M18

18,3%

-4,2
-12,8

9,7

23,6

6,7
14,8

27,7

FREE CASH FLOW

2014

9M17

201720162015

9M18

In R$ Million

-4,3
-88,5

-49,9

-137,0
-130,4

+20,9

+158 M

20,5% 16,9%

21,9% 22,8% 21,4%
22,8%              21,8%              
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2

276
393

692

891
1042

787 816

39%

20142013 9M17201720162015

4%



a) Higher Profitability
ProfitabilityGainsbasedon!ƭƭƛŀǊΩǎStrategicSourcingInitiatives
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Cathegories % Saving Starting From

Clinical
Analysis

Phase 1 20% Jan/2018

Phase 2 7% Jan/2019

Contrasts 21% Dec/2018

Films 22% Jun/2018

Medical material 19% Aug /2018

Cleaning 5% Aug /2018

Internet links 5% Oct /2018

Energy 9% Apr /2019

TOTAL 17%



a) HigherProfitability
SignificantImprovementsin EBITDA Marginsbasedon initiativesalready
implementedor ongoing(CurrentTechnology)
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OPERATING LEVERAGE

38 BPS 

per 1% Top-Linegrowth
aboveinflation

TECHNOLOGY

Automatizationon Call
Center

100 BPS in 3 years

Web Check-In Reception

50 BPS in 3 to 5 years

STRATEGIC 
SOURCING

100 BPS in 2019

SupportLab

Other

>250 BPS in Opportunitiesin the comingyears
(exoperatingleverage)



GrowthandProductivity in the ExistingOperations(Engine1), and
New business modelbasedon!ƭƭƛŀǊΩǎPlatform (Engine2)
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DIGITAL
TRANSFORMATION

(b)

HIGHER 
PROFITABILITY

(a)

NEW RELATIONSHIP 
MODELS

(c)

Evolution andRevolution in the Business Model



Software de 
inteligência artificial

App

b) Digital Transformationon thetŀǘƛŜƴǘΩǎJourney
{ƻŦƛŀ Ŧƻƭƭƻǿǎ ǘƘŜ tŀǘƛŜƴǘΩǎ WƻǳǊƴŜȅ ŦǊƻƳ ŜƴŘ ǘƻ ŜƴŘ
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Software de 
inteligência artificialOrientations

(2)

Receptionand
Exam
(3)

Report
Delivery

(4)

Quality
(5)

Scheduling
(1)

Artificial Intelligence 
Software 


