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BRAZIL Sales Organization FY26

No Named Accounts

Ricardo Vieira

Solution Consultant
Sao Paulo

Manasses Carmo

Solution Consultant
Sao Paulo

Marcelo Silveira

Solution Consultant
Sao Paulo

Edson Pereira (SP)
AM Brazil CEEN1
Corp:Sao Paulo

Ronan Marques (BH)
AM Brazil CEEN5
Corp Regional

Claudio C. (SP)
AM Brazil CEEN6
Public SE,NE

Radames S. (DF)
AM Brazil CEEN4
Public: CO,NO

Dany Silva (CWB)
AM Brazil CEEN3
Corp & Public: South

Roberta Pessoa (SP)
AM Brazil CEEN2
Corp: Sao Paulo

Andrea Fodor
CM Berasil

Karen Henkel
Executive Assistant

Enzo Prado
ISR
Roberta, Dany

Fernanda Castilha
ISR
Ronan, Pagliari

Amanda Morais
ISR GOV

Jose Camargo

Partner Manager Brasil

Rafaela Andrade
Sales Ops
Brasil

Guilherme Alves
Sales Ops
Brasil

Vanessa Benevides
MKT Manager
Brasil

Fabio Guarneri
Solution Consultant
Brasilia

Henrique Leite
Solution Consultant
Sao Paulo

Fernando Chevitares
Solution Consultant
Rio De Janeiro

Alessandro Britto
Solution Consultant
Sao Paulo

HITACHI LATAM Partner SummitFY26 5

Pedro Diégenes

Leader SC
Sao Paulo

Edson Bispo
AM Brazil CEN1
Brasilia

Ivo Sousa
AM Brazil CEN2
Sao Paulo

Carlos Roballo
AM Brazil CEN3
Rio De Janeiro

Ricardo Schiavon
AM Brazil CEN4
Sao Paulo




Products

BRAZIL

FY’25 RESULTS

APR25 - MAR26

VSP One
Block .
File

Block
D) Himact | ]
N
56% 1%
YoY +18% YoY -48%

Growth YoY Sales Motion

2%

YoY +2000%

d
3'd Party E Other HV =
—
38% 3%
YoY -4% YoY -74%

HITACHI LATAM Partner Summit FY26 6



PRICE FORECAST APPLICATION - HORIZON

HORIZON o Ancreafoder | FUtUIOPricing i, Pricing & Market Updates x

See what's coming. Turn shifting hardware costs into a clear, data-backed conversation with your customers. 5 updates - newest first

Upload BOM - Cisco Nexus Price Book Update Effective August 1 with Increases up to 22% External/Supplier News
Chris Harvish - 10 Auc 26
A new price book for Cisco Nexus products was received on Friday, with price increases ranging from 3% to 22%,
effective August 1. This update is critical for sales and pricing teams to reflect current costs accurately. The pricing
Upload your BOM changes will impact deal approvals and quoting processes as CPQ updates are underway.

Upload foundational exports from CPQ to model future predicted cost increase impact to your quote over the next 120 days. Splitting a deal across several BOMs? Load them all

— Horizon shows a combined forecast and lets you drill into each.
Block 85 Controller Costs September Refresh External/Supplier News

" 8 N\ Chris Harvish - 6 Aug 2026

Updated cost increases for Block 85 controllers have been uploaded. Increases for September from 14-25%. The
increase in Block 85 controllers from July to September 1st will be 29-58%.

v
Our understanding from the factory is this increase in temporary, cost impact is largely confined to the first half of FY26

Q3; normalization is expected from the second half in the November timeframe.
1BOM loaded

152 rows total - click to add more
DRO Pricing Increases Take Effect in August External/Supplier News

Chris Harvish - 21 Jul 2026

Updated pricing for DRO within the Block Storage portfolio will take effect from 1 August. The changes reflect the latest
X supplier cost movements and should be considered when evaluating deal profitability, pricing validity periods and
forward-looking commercial commitments.

SalesReport 20712407-3.xls

152 rows - 56 cols

LINE CODE BREAKDOWN Storage Vendors Increase Pricing Activity External/Supplier News
Gabriela Garcia - 21 Jul 2026
4 20 128 -
SuperS Code (skip) S Code (skip) P Code (price) A new pricing intelligence review highlights recent pricing actions from Hitachi Vantara, Dell, IBM, NetApp, EverPure and
HPE. The analysis tracks vendor price increases, discount governance changes and strategic pricing decisions observed
BRIDGE MATCH FOR P CODE LINES across the market between April 2025 and July 2026, providing insight into evolving competitive pricing behaviour.
128 0 .
Mapped Unmapped Block 85 Controller Costs Rise Ahead of August Refresh External/Supplier News
Chris Harvish - 13 Jul 2026

All P Code lines have a bridge mapping. ) . .
g B Block 85 controller costs are expected to increase by between 13% and 26% from 1 August, reflecting the latest supplier

cost updates. At the same time, selected HPE server components, including memory and SSDs, are expected to see

temporary cost reductions of between 7% and 25%. Commercial teams should review pricing assumptions and margin
Calculate Future Pricing > expectations for opportunities scheduled beyond the August effective date.

(o4

Currency USD — US Dollar

HITACHI LATAM Partner Summit FY26 7




NET REVENUE CHANGE OVER THE NEXT 120 DAYS Currency USD — US Dollar

Confidential and Restricted. Internal Use Only

Today +30 days +60 days +90 days

$1,298,41 $1,298,41 $1,663,433 $1,663,433

84 P Code lines priced - 24 rollup rows skipped

Net Revenue over time

DAYS FROM TODAY NET REVENUE ON 13 AUG 2026 VS TODAY

|
P r I Bill date 14/08/2026 Reset 0 $1,298,411 +0%
$1,700,000

13 Aug 2026

: —
$1,650,000 |
| :
$1,600,000 ¢
'
$1,550,000 |
$1,500,000 !
'
$1,450,000 +
:
: CONFIDENTIAL AND RESTRICTED - INTERNAL USE ONLY
$1,400,000 , Information generated by this Price Forecast Application is confidential and
: proprietary to Hitachi Vantara LLC. Acci > the Application is limited to
authorized users only for approved bus purposes. Unauthorized
$1,350,000 disclosure, distribution, copying, or use is strictly prohibited. Information
' by this may include for based
$1 f
S materially. The information generated is provided for internal inf

g g e
on available data, assumptions, and user inputs. Actual results
300,000 P
H purposes only.
‘

$1,250,000

b e e n m o r e | = = = - =
|
Net Revenue by product type
g I PRODUCT TYPE TODAY +30D +60D +90D +120D

Media & Cache $674,584 $674,584 $1,01,876 $1,01,876 $1,01,876
Ctrirs & Other $554,609 $554,609 $582,340 $582,340 $582,340
Other 3rd Party IP $62,647 $62,647 $62,647 $62,647 $62,647
Quanta Servers $6,571 $6,571 $6,571 $6,571 $6,571
Total $1,298,411 $1,298,4M $1,663,433 $1,663,433 $1,663,433

HITACHI LATAM Partner Summit FY26 8




MARKET DYNAMICS - 2026

World Events
Impacting
Business

Geopolitical tensions &
inflation & lack of
components

Cyber security threats

Al & digital
transformation

@ CIO Spending
, Priorities

Al-driven IT
Transformation

Infrastructure
Modernization

Cybersecurity

Technology Trends

Unification of data
infrastructure

Consumption &
deployment choice

Al Infusion & new
Al workloads

HITACHI LATAM Partner SummitFY26 9




2026 1s The
BEST Time to
Sell Data
Storage




Al Fueling Massive Investment
840/ of organizations agree that Al is critical
0 to their organization’s future strategy.
870/ agree that their adoption of Al will drive
0 or is driving substantial data growth.
are planning to make significant
89% infrastructure investments to support
new Al initiatives.

HITACHI "Data powered by Omdia by Informa techtarget HITACHI LATAM Partner Summit FY26 11



Two
Thirds

expect higher growth for
structured (block) data

- 82%

plan to increase
storage budgets in 2026

2026 1s The
BEST Time to
Sell Data
Storage

SAN (Block) Storage is a
Primary focus for
Buyers

HITACHI



2026 1s The
BEST Time to

Sell Data
Storage

What buyers say will
Decide Storage New
Purchases

0 Performance

o Security
ﬁ* Automation

HITACHI

Top Drivers for 2026 Storage Purchase Decisions

Increased storage performance

Improved overall security posture

Higher levels of infrastructure automation

Better public cloud integration

Simp lified management and operations

Infrastructureflexibility (e.g., improved scaling of
compute or storage capacity)

Support for cloud-native architectures (e.g.,
Kubernetes or containers)

Greater infrastru cture consolidation

Storage-as-a-service options

Improved power consumption

Hypervisor flexibility or choice

Reduced capital expenditure

Predictable and simplified scaling

31% -
27% g
25% Q=
24%
24% R
23%
22%
20%
18%
18%
18%
17%

16%

HITACHI LATAM Partner Summit FY26
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HITACHI VANTARA FY26 Global Sales Strategy

0 SsS
Strategic |_|1[|ﬂ

N e

Priorities . Creating Long-term
Driving Growth Profitability

S)

Increasing Market Share

=

Grow Footprint Accelerate Channel

%
o
%

Transform our GTM

FY26 Sales Plays

C Data Modernization ) ( Al Data Foundation ) (

Cyber Resilience )

EverFlex Go-to-Market Model

L Purchase / Lease Operations Management m Managed Service

HITACHI LATAM Partner Summit FY26 14
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