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Thematic Research

Starlink Mobile: The rocket is moving faster than the disruption
Brazil: limited near-term impact, but strategic risk is building

As we've done in our Purple Swan report, where we anticipated a disruptive trend, we now bring a new topic.
SpaceX's IPO and its SMP filing with Anatel have placed Starlink Mobile at the center of the debate over
Brazilian telcos risks. The move reinforces the company’s ambitions and expands its regulatory optionality
in Brazil, but we still view Direct to Cell much more as complementary than as a material threat to TIM and
Vivo. The technology remains far from delivering capacity, service quality, and indoor coverage comparable
to urban mobile networks. The main strategic risk is not the network itself, but the channel: if Starlink
manages to integrate the service natively into smartphones and establish direct access to consumers, the
discussion shifts from infrastructure to distribution and customer ownership. This is a long-term vector that
deserves attention, especially if D2C gains traction as a service continuity solution in less densely populated
areas. For now, the impact remains more strategic than financial, with no material effect on estimates.

Overview: SpaceX's S-1 brought Starlink Mobile back into focus. For the first time, | Bernardo Guttmann
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opens a standalone regulatory front and expands strategic optionality. VT

s . . . - . luis.ch i. b
The initial reaction may be to view this as a new threat to TIM and Vivo. We think Uis.chagas@xpl.com.br

it's too early. Direct-to-Cell remains far from replicating the value proposition of
terrestrial networks in urban environments. Capacity, service quality and indoor
coverage remain key constraints.

The more relevant risk may lie elsewhere. If Starlink gains access to devices
through OEMs and turns satellite connectivity into a native feature, it could
establish a direct relationship with consumers without replicating incumbents'
infrastructure. At that point, the discussion becomes less about technology and
more about distribution and customer ownership.

This model could gain relevance not only in remote areas, but also in less dense
cities and regions with irregular coverage, where the value proposition may lie
less in speed and more in minimum service continuity. If SLA is sufficient, the risk
to operators becomes less about networks and more about disintermediation.

Why are we writing about this now? The SpaceX IPO was the trigger. The S-1 filing
detailed its ambition in mobile connectivity, positioning the company as a global
platform targeting a massive market. Starlink’s success in fixed broadband
showed demand where traditional infrastructure does not reach, and it is already
relevant in rural Brazil.

Mobile telephony, however, is a different story. The regulatory landscape has also
shifted: Anatel's SMP filing request, sandbox discussions and global testing have
brought competitive concerns into focus. But the answer lies not only in the
technology itself, but also in how SpaceX positions itself in the distribution chain.
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What is Direct-to-Cell?

Direct-to-Cell is the ability of LEO satellites to communicate directly with standard smartphones, with no
satellite dish, no specialized SIM required. The satellite effectively operates as a cell tower in space.

The innovation lies in altitude. LEO satellites operate between ~340-600 km above Earth, versus ~36,000 km
for GEO satellites. Latency drops to 20-40 ms, comparable to cellular networks for basic voice and data. A
single satellite covers a radius of more than 1,000 km, making it attractive for rural and continental coverage
where tower deployment is too expensive.

The bottleneck is the spectrum. In terrestrial networks, the spectrum is reused cell by cell. An operator with
20 MHz in the 2.5 GHz band can apply those same 20 MHz to adjacent cells because the coverage radius of
each tower is small and interference is manageable. With LEO satellites, this model doesn't work. A single
satellite covers more than 1 million km?, and the available spectrum needs to be divided among all users
within that footprint simultaneously.

In practice, Starlink D2C is capable of handling SMS, basic voice, and low-bandwidth data in areas with few
simultaneous users. In dense urban environments, where thousands of users are under the same satellite at
the same time, the technology lacks the spectrum to compete with a conventional 4G/5G network. Indoor
penetration is another major limitation as most mobile traffic happens indoors, inside homes, offices, or
shopping malls, where satellite signals perform poorly.

Indoor challenges remain structural. Although technology will evolve with V2 satellites (expected by 2027),
which will introduce more directional phased-array antennas, enabling smaller spot beams, better spectrum
reuse and improved capacity, still doesn’t reach urban macro-cell granularity.

Terrestrial Network vs. LEO Satellite (Starlink)

Terrestrial Network LEO Satellite (Starlink

Remote coverage Limited. High expansion cost Excellent. Natural coverage
Urban capacity High. Spectrum reused by cell Low. Shared across footprint
Spectrum reuse High Limited
Indoor coverage Strong (700-850 MHz) Limited. Wall attenuation
Best use case Dense and suburban areas Remote and rural regions
Expected role in Brazil Primary Network Coverage complement

Terrestrial Network LEO Satellite (Starlink D2C)

Spectrum reused cell by cell A single spectrum pool for the entire footprint

~1,000 km radius covered by 1 satellite

entire spectrum shared across all users
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Same frequency reused in every cell
- capacity scales with tower density

Spectrum does not scale with covered area

more users = |ess bandwidth per person

High

Urban capacity

Urban capacity
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The key risk: OEM channel and continuity as value proposition. The most relevant risk for TIM and Vivo in the
long term does not seem to be the possibility of the satellite replacing the urban mobile network. The most
sensitive point is Starlink using device manufacturers as a direct distribution channel to the consumer,
bypassing operators even before needing to compete with them in infrastructure.

This movement has already begun in Brazil. SpaceX is negotiating with Apple, Samsung, and Motorola to
encourage the launch of devices compatible with the 2 GHz frequency used in Direct to Cell. The logic is
simple: if the hardware is ready when the license is issued, the activation of the service can happen almost
immediately, without depending on any operator to reach the end user.

The closest analogy is Apple's satellite Emergency SOS. The service reached the consumer as a native
feature of the iPhone, with Globalstar operating as invisible infrastructure underneath. The user does not
know, and does not need to know, who provides the signal. It is perceived as a functionality of the device. The
local operator is out of the equation in that use case.

If SpaceX manages to replicate something similar to Starlink Mobile, offering basic connectivity as a native
feature on Android and iOS, potentially with billing via the App Store or Google Play, the impact on carriers
wouldn't be an immediate revenue loss. The initial effect would be more subtle, and possibly more important:
loss of position in the relationship with the customer. In telecom, whoever loses this layer loses, over time,
the ability to sell plan upgrades, bundles, cross-selling of fiber, subsidized devices, and additional services.
The carrier continues to carry the infrastructure but becomes less visible and less commercially relevant.

There is a second dimension here that helps explain why this model can gain traction. The use case does not
need to be restricted to rural areas or completely disconnected locations. There may also be appeal in less
dense cities, suburban regions, and more scattered areas, such as Petropolis or parts of the interior of Sdo
Paulo, where mobile coverage may be irregular or suffer discontinuities. In these markets, the value of Direct
to Cell may lie less in speed and more in the minimum continuity of service. Depending on the delivered data
SLA, this may already be sufficient to support a commercially relevant value proposition.

This also changes the bargaining equation. If Starlink has a direct channel to the consumer via device, it
starts negotiating with operators from a very different position. It can offer Direct to Cell as a complement to
the incumbent's network, capturing part of the value, or simply reduce its dependence on them. The operator
that does not agree to a reasonable deal risks seeing the competitor close first.

This is the central point. The risk does not depend solely on SMP licensing, nor does it necessarily involve a
direct replacement of the mobile network. It depends on Starlink combining two things: customer access via
OEM and a simple, tangible, and easy-to-activate value proposition on the device. If this happens, the issue
ceases to be merely technological and becomes clearly commercial.

The Application for a License from Anatel: Starlink’'s move in February is not merely bureaucratic. By applying
for an independent SMP license, Starlink is exploring the possibility of operating in Brazil without depending
on a partnership with TIM, Vivo, or Claro. The distinction matters more than it seems.

There are two paths, with very different consequences. In the partnership model, Starlink uses spectrum
provided by a Brazilian operator and functions as a coverage extension. The operator retains the customer,
defines the plan, handles billing, and controls the experience. Starlink is infrastructure, invisible to the end
user. This is the model of the agreement with T-Mobile in the US, where the service appears as a feature
within the operator's plan. In the independent SMP model, Starlink obtains its own license, negotiates or
acquires spectrum in Brazil, and can market connectivity directly to the consumer, without needing a local
operator as an intermediary.
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So far, no operator has partnered with SpaceX. Claro and TIM are conducting tests with AST SpaceMobile
and Lynk, Starlink competitors, which shows that the dispute over the D2D model in Brazil is still open and
that incumbents prefer to diversify rather than depend on a single supplier. None of the three wants to be a
laggard, but neither does any want to sign a contract that puts Starlink in a position of strength.

EchoStar's USD 17bn spectrum acquisition is directly relevant for Brazil reinforcing SpaceX’s strategy to
control the full connectivity stack in markets where regulation permits, reducing reliance on local partners.
The SMP application at Anatel should be viewed as the Brazilian extension of this approach. While it doesn't
guarantee a fully standalone go-to-market, it shifts the negotiation dynamics. Those who have their own
authorization negotiate on equal terms. Those who don't have to accept the other side's terms.

At the same time, the new General Telecommunications Regulation formally allows satellite-based SMP
authorization. Anatel is assessing the transfer of EchoStar's S-band spectrum in Brazil to Starlink, the
concrete mechanism behind that optionality. The short-term impact is not on operators' revenue. It is on the
bargaining power that Starlink is accumulating before the service exists commercially in the country.

Economic impact: the direct economic impact of Starlink Mobile remains concentrated in niches: remote
coverage, government contracts, isolated areas, and public projects, where expanding terrestrial network is
less efficient. In these segments, the satellite does not need to replace the traditional mobile network to
capture value. It simply needs to offer connectivity where the operators' infrastructure does not reach.

There's also potential in basic connectivity for less dense regions and cities with irregular coverage, provided
that sustains a service with acceptable recurrence. The appeal lies less in speed and more in continuity.

The most relevant impact, however, may lie in bargaining power. If Starlink builds regulatory autonomy and
advances in integration with OEMs, its position in future negotiations with operators will change. This impact
does not alter estimates today, but it may influence the economics of future agreements and, at the margin,
reduce the commercial centrality of incumbents in parts of the value chain.

Implications for TIM and Vivo: The topic warrants monitoring, but it does not change the companies’
investment thesis in the short term. The core pillars remain intact: postpaid, convergence, efficiency,
digitalization, and an urban-focused strategy. The risk, if it materializes, is a gradual erosion of operators’
centrality in the customer relationship, rather than an abrupt loss of revenue.

In the near term, partnership appears more likely than competition. Starlink needs operators for spectrum
access and distribution in Brazil, while operators gain a coverage advantage without having to invest in
remote infrastructure. That balance, however, could shift quickly if Starlink accumulates two elements
simultaneously: regulatory optionality and direct-to-consumer access via devices.

Catalysts to Monitor:

1. Approval of an SMP license by Anatel, which would structurally shift Starlink's bargaining position and
could accelerate its move toward a direct-to-consumer model.

2. Launch of V2 Mobile satellites via Starship, expected in 2027, which should expand capacity and alleviate
current technical constraints of Direct-to-Cell (D2C).

3. Announcement of a partnership with a Brazilian operator, which will determine who captures the coverage
upside and under what revenue-sharing terms.

4. Any move by Apple or Samsung to embed Starlink Mobile as a native feature in upcoming device
launches, which would represent the most important trigger for the OEM-driven disintermediation thesis.
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This report was prepared by XP Investimentos CCTVM S.A. ("XP Investimentos or XP") according to the requirements provided in CVM Resolution 20/2021 and
aims to provide information that can help the investors make their own investment decisions, and does not constitute any kind of offer or purchase request
and/or sale of any product. The information contained in this report is considered valid on the date of disclosure and has been obtained from public sources.
XP Investimentos is not liable for any decisions made by the customer based on this report.

This report was prepared considering the product risk classification in order to generate allocation results for each investor profile.

All of the views expressed in this research report accurately reflect the research analyst’s personal views regarding any and all of the subject securities or
issuers. No part of analyst(s) compensation was, is or will be, directly or indirectly related to the specific recommendations or views expressed in this research
report.

The signatory of this report declare that the recommendations reflect solely and exclusively their personal analyses and opinions, which have been produced
independently, including in relation to XP Investimentos and which are subject to modifications without notice due to changes in market conditions, and that
their remuneration are indirectly affected by revenue from business and financial transactions carried out by XP Investimentos.

The analyst responsible for the content of this report and the compliance with CVM Resolution 20/2021 is indicated above, and, in the event of an indication of
another analyst in the report, the person responsible will be the first accredited analyst to be mentioned in Report.

XP Investimentos’ analysts are obligated to comply with all the rules laid down in the APIMEC’s conduct code for the securities analyst and XP Investimentos’
analyst of securities conduct policy.

Customer service is carried out by XP Investimentos employees or by autonomous investment agents who perform their activities through XP, in accordance
with CVM Resolution 178/2023, which are registered in the national association of brokers and distributors of securities (“ANCORD”). The autonomous agent of
investment may not provide consulting, administration or management of customer net worth, and must act as an intermediary and request prior
authorization from the client for the realization of any operation in the capital market.

For the purpose of verifying the adequacy of the investor's profile to the investment services and products offered by XP Investimentos, we use the
methodology of adequacy of products by portfolio, in accordance with the ANBIMA Rules and Procedures of Suitability No. 01 and the ANBIMA Code of
Regulation and Best Practices for Distribution of Investment Products. This methodology consists of assigning a maximum risk score for each investor profile
(conservative, moderate and aggressive), as well as a risk score for each of the products offered by XP Investimentos, so that all customers can have access to
all products, provided that within the amounts and limits of the risk score defined for their profile. Before applying to the products and/or contracting the
services subject to this material, it is important that you verify that your current risk score includes the application in the products and/or the contracting of
the services in question, as well as whether there are limitations of volume, concentration and/or quantity for the desired application. You can consult this
information directly at the time of transmission of your order or by consulting the overall risk of your wallet on the portfolio screen (Risk View).f your current
risk score does not support the desired application/contract, or if there are limitations in relation to the amount and/or financial volume for said
application/contracting, this means that, based on the current composition of your portfolio, this application/contract is not appropriate to your profile. If you
have questions about the process of suiting the products offered by XP Investimentos to your investor profile, please refer to the FAQ. Market conditions,
climate change and the macroeconomic scenario can affect investment performance.

The profitability of financial products may present variations and their price or value may increase or decrease in a short period of time. Past performance is
not necessarily indicative of future results. Performance disclosed is not net of any applicable taxes. The information present in this material is based on
simulations and the actual results may be significantly different.

This report is intended exclusively for to the XP Investimentos’ network, including independent XP agents and XP customers, and may also be released on XP’s
website. It is prohibited to reproduce or redistribute this report to any person, in whole or in part, whatever the purpose, without the prior express consent of
XP Investimentos.

XP Investimentos’ ombudsman has the mission to serve as a contact channel whenever customers who do not feel satisfied with the solutions given by the
company to their problems. The contact can be made via telephone 0800 722 3710 if you are in Brazil or via ombudsman form if you are in other localities:
ttps://institucional.xpi.com.br/ouvidoria.aspx/.

The cost of the transactions billing policies are defined in the operational cost tables which are made available on XP Investimentos website: www.xpi.com.br.
XP Investimentos is exempt from any liability for any damages, direct or indirect, that come from the use of this report or its contents.

Technical analysis and fundamental analysis follow different methodologies. Technical analysis is performed following concepts such as trends, support,
resistance, candles, volume, and moving averages, amongst others. Fundamental analysis uses as information the results disseminated by the issuing
companies and their projections. In this way, the opinions of fundamental analysts, who seek the best returns given the market conditions, the macroeconomic
scenario and the specific events of the company and the sector, may differ from the opinions of technical analysts, which aim to Identify the most likely
movements on asset prices, using "stops" limit possible losses.

Equity investments available are portion a company’s capital that is traded on the market. Stock is a variable financial investment (i.e. an investment in which
profitability is not pre-established and varies depending on market quotations). Investment in stock is a high-risk investment and past performance is not
necessarily indicative of future results and no statement or warranty, expressed or implied, is made in this material in relation to future performance. Market
conditions, macroeconomic scenario, company and sector specific events can affect investment performance and may even result in significant asset losses.
The recommended duration for equity investments is medium-long term. There is no guarantee of investment return for customers’ investments in stock.
Investment in options is the purchase or sale rights of a good shall be negotiated at a price fixed at a future date, and the purchaser of the negotiated duty
should pay a premium to the seller as in a secure agreement. Operations with these derivatives are considered very high risk for presenting high risk and return
relationships and some positions present the possibility of losses higher than the capital invested. The recommended duration for the investment is short-term
and the customer's assets are not guaranteed in this type of product.

Investment in terms are contracts for the purchase or sale of a certain number of shares at a fixed price for settlement within a specified period. The term of
the contract is freely chosen by the investors, complying with the minimum period of 16 days and a maximum of 999 days. The price will be the value of the
added share of a portion corresponding to the interest-which are set freely on the market, depending on the term of the contract. Every transaction in the
term requires a guarantee deposit. These guarantees are provided in two forms: coverage or margin.

Investments in futures markets are subject to significant loss of principal. a commodity is an object or price determinant of a future contract or other
derivative instrument, which may substantiate an index, a fee, a movable value or a physical product. Commodities are considered high risk investments,
which include the possibility of price fluctuation due to the use of financial leverage. The recommended duration for commodity investments is short-term and
customers’ assets are not guaranteed in this type of product. Market conditions and the macroeconomic scenario can affect the performance investments.

This institution is adhering ANBIMA Code of Regulation and best practices for the distribution activity of retail investment products.

XP Investments US, LLC, a broker-dealer registered with the U.S. Securities and Exchange Commission, has assumed responsibility for this research for
purposes of U.S. law. All transactions arising from this research should be directed to XP Investments US, LLC, at +1 646-664-0525.

XP Investimentos (a) managed or co-managed a public offering of securities for the subject company in the past 12 months, or (b) received compensation for
investment banking services from the subject company in the past 12 months; or (c) expects to receive or intends to seek compensation for investment
banking services from the subject company in the next 3 months.
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