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PROS BASE
ACTIVE 

PROFESSIONALS 
(LTM)

CLIENTS 
REQUESTS

PROFESSIONALS 
AND CLIENTS 

SATISFACTION

5,6
mm

3Q24
[+3% vs 2Q24]

[+11% vs 3Q23]

144  
k

900
k

8,9 ReclameAqui

4,8 App Store

4,8 Play Store
3Q24 3Q24

[-6% vs 2Q24]
[-14% vs 3Q23]

[-7% 2Q24]
[-14% vs 3Q23]

NET REVENUE

R$ 14mm
[-11% vs 2Q24]
[-11% vs 3Q23]

3Q24
GROSS PROFIT

R$ 11,8mm

NET PROFIT

R$ 3,8mm
CASH BALANCE

R$ 293mm

3Q24

3Q24 3Q24

[-11% vs 2Q24]
[-16% vs 3Q23]

[-42% vs 2Q24]
[-10% vs 3Q23]

[vs. +R$ 284mm 2Q24]
[vs +R$ 278mm 3Q23]



MESSAGE FROM
THE MANAGEMENT

The company reaffirms its commitment to

sustainable growth centered on people. At the close

of the third quarter of 2024, the new organizational

values were presented, marking a significant

strategic shift and redefining our approach to work.

These values embody the necessary drive to

engage everyone in achieving long-term objectives,

which are fundamental for the company to continue

innovating and developing new products, thereby

strengthening its prominent position in the Brazilian

service market.

Additionally, the company completed a corporate

reorganization involving the transfer of assets and

liabilities from the Company to GetNinjas Ltda., its

wholly-owned subsidiary. The transaction consisted

of the transfer of certain assets and liabilities to the

subsidiary, with an effective date of September 30,

2024.

Regarding B2B partnerships, in the third quarter of

2024, the company signed agreements with

Engelink, Repfy, Dr. Lava Tudo, and Toc Toc.

Management intends to deepen these partnerships

and develop others throughout the year.

Throughout 2024, the company has focused on

refining its professional base to increasingly provide

quality and security to our clients. This initiative is

part of the ongoing cultural and operational

transformation at GetNinjas, aimed at building a

service environment driven by sustainable growth.

As with any change, we are experiencing an initial

adaptation phase, which is essential for advancing

towards a greater objective of excellence in service

and security.

Turning to the company’s financials, operational

results were negative, mitigated by cost and

expense control measures.

However, we closed 3Q24 with a Net Profit of R$ 3.8

million, compared to a profit of R$ 4.2 million in

3Q23.

Gross Revenue for the quarter was R$ 16.7

million, representing a 14% decrease

compared to the same period in 2023 and a 9%

decrease when compared to 2Q24. This

reduction aligns with an approximately 16%

decline in operational indicators, including the

number of active clients and professionals as

well as orders on the platform. However,

revenue was partially offset by higher

profitability per order sold.

Net Revenue in 3Q24 showed an 11% decline

compared to the same period in 2023. Despite

the challenging economic environment,

structural improvements implemented by the

new management allowed for better

monetization of requests.

Gross Profit in 3Q24 was 16% lower than in

3Q23. The reduction in Gross Margin in 3Q24

to 84.0%, compared to 89.1% in 3Q23, is due

to the reclassification of amortization expenses

related to projects classified as intangible

assets in 2024.

General and Administrative Expenses in 3Q24

fell by 1% compared to 3Q23, from R$ 17.4

million in the third quarter of the previous year

to R$ 17.2 million in the third quarter of this

year. Excluding non-recurring expenses, the

reduction compared to the same period would

be 10%.

Net Financial Result was R$ 11.8 million in

3Q24, 27% higher than 3Q23 (which was R$

9.3 million).

We achieved a score of 8.9 on ReclameAqui

and obtained the Great Place to Work (GPTW)

certification, reinforcing our commitment to

developing and engaging our Ninjas team to

sustain the future of the Company.

*Adjusted EBITDA = EBITDA – Grant of Shares – Non-

recurring expenses
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PROs

We continue to focus

on retaining and

monetization of

Professionals

Professionals Base [# million]

Active PROs [‘000]

4

1Q21 2Q21 3Q21 4Q21 1Q22 2Q22 3Q22 4Q22 1Q23 2Q23 3Q23 4Q23 1Q24 2Q24

2,6
3,2

3,7 3,9 4,2 4,3 4,5 4,6 4,8 5,0 5,1 5,3 5,4 5,6

3Q24

5,7

141

179
205 215 207

188 175 172 173 173 168 163 156 152 144

1Q21 2Q21 3Q21 4Q21 1Q22 2Q22 3Q22 4Q22 1Q23 2Q23 3Q23 4Q23 1Q24 2Q24 3Q24



CLIs

In 3Q24, customers made 900

thousand service requests, reducing

requests by approximately 6,7%

compared to 2Q24 and 14%

compared to 3Q23.

We work to improve the

attractiveness of orders for PROS

and, thus, increase the ratio of leads

per order. This way, we increase the

options for the customer, also

increasing the closing rate.

The categories that concentrate the

largest volume of requests continue

to be Renovations and Repairs,

Technical Assistance and Domestic

Services.

Approximately 66% of customers

were recurrent customers in 3Q24,

that is, they had previously made

another service request on the

platform. The new Customer App has

been helping to increase recurrence.

Requests by category
[3Q24 - % of total requests]

Client Requests
[# ‘000]

Client Recurrence
[% of clients that made a previous request]
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46%

12%

11%

5%

7%

5%

5%

4%
3% Home

Renovation

Tech Support

Home Services

Health

Events

Consulting

Design & Technology

Classes
Beauty & Fashion

2%

Cars

3Q23 3Q24

1.049
900

-14%

2Q24 3Q24

964 900

-6,7%

47,9% 48,3%
50,6%

52,7% 53,6% 55,1% 56,0% 56,9% 56,6% 56,8% 57,2%
60,0% 58,7% 60,5%

66,2%

1Q21 2Q21 3Q21 4Q21 1Q22 2Q22 3Q22 4Q22 1Q23 2Q23 3Q23 4Q23 1Q24 2Q24 3Q24



FINANCIALS

Gross Revenue [R$ million]
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GROSS REVENUE

Gross Revenue in 3Q24 showed a reduction of 9% compared to 2Q24. In comparison

with the same period in 2023, there was a reduction of 14%. Below we have the

composition of Gross Revenue:

Lead Sales: represented 87% of total

revenue in 3Q24 (vs. 94% in 3Q23). Lead

revenue fell 9% compared to 2Q24. It is

through leads that Professionals have

access to information to contact

Customers.

Expirations: There was an increase of

92% in the YoY comparison, accounting

for 13% of total revenue in 3Q24. These

percentages reflect a change in the

methodology and accounting of

“expirations”.

18,2
14,5

2,2

1,1

3Q23 3Q24

19,3
16,7

-14%

Expiration Leads

16,0
14,5

2,3

2,2

2Q24 3Q24

18,3
16,7

-9%



Gross Profit in 3Q24 was 11% lower than in 2Q24. When compared to 3Q23 numbers,

we recorded a reduction of 16%.

Net Revenue in Q3 2024 declined by 11% compared to both 3Q23 and 2Q24. The

economic context remains challenging, with reduced online searches for services and a

difficult economic environment. In response to this negative outlook, we reduced

Marketing investments by 15% in Q3 2024 (YoY). This reduction aims to optimize

resources in performance marketing by allocating them to service categories with greater

scale and profitability.

Gross Profit [R$ million] and Gross Margin [% of Net Revenue]

Net Revenue [R$ million]

FINANCIALS
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Net Revenue

Gross Profit

3Q23 3Q24

15,7 14,0

-11%

3Q23 3Q24

14,0
11,8

-16%

89,1%
84,0%

2Q24 3Q24

15,7 14,0

-11%

2Q24 3Q24

13,3
11,8

-11%

84,4% 84,0%



Marketing investments in 3Q24 decreased by 15% compared to 3Q23, dropping

from R$ 6.9 million to R$ 5.9 million this quarter.

We continue to refine our Marketing strategy and investments, with a stronger focus on

the best combinations of category and region, bringing in orders at a lower cost and

generating higher revenue per customer acquisition.

We have been working to improve the quality of requests by revising forms, including

more relevant questions, thereby increasing the attractiveness of orders for

Professionals.

We believe that the current investment levels, relative to revenue, are healthier for the

development of our business, aiming for higher profitability alongside sustainable growth.

Commercial and Marketing Expenses [R$ million]

Commercial and Marketing Expenses [R$ million]

FINANCIALS
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Commercial and Marketing Expenses

3Q23 3Q24

6,9
5,9

-15%

1Q22 2Q21 3Q21 4Q21 1Q22 2Q22 3Q22 4Q22 1Q23 2Q23

9,4 10,1 9,4
6,7 6,9 7,9 6,9 6,7 7,2

5,7

3Q24

5,9

2Q24 3Q24

5,7 5,9

+3%



General and Administrative Expenses

Employees (Total)
[# people]

Tech and Product Employees
[# people]

General and Administrative Expenses [R$ million]

General and Administrative Expenses in 3Q24 rose by 8% compared to 3Q23,

increasing from R$ 10.4 million in the third quarter of the previous year to R$ 11.2

million this quarter. Excluding non-recurring expenses, there was a 7% reduction

compared to the same period last year.

Throughout the year, we have implemented adjustments, and this more streamlined

workforce structure reflects a more prudent approach to costs without compromising

future development and growth opportunities. We remain rigorous in hiring and filling

positions, controlling costs without impacting the Company’s operations.

FINANCIALS
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3Q23 3Q24

10,4 11,2

+8%

102 95 92 80 76
55 55 55 51 40 43

1Q222Q223Q224Q221Q232Q233Q234Q231Q242Q243Q24

2Q24 3Q24

13,2
11,2

-15%

255 240 228
194 194

148 148 151 139
101 98

1Q222Q223Q224Q221Q232Q233Q234Q231Q242Q243Q24



We recorded a negative Adjusted EBITDA* of R$ 3.6 million in Q3 2024, an increase of

R$ 1.6 million compared to Q3 2023. This increase is attributed to the efforts and

investments the company has made to enhance the experience of PROs and clients

within the platform, aiming to provide ever-increasing quality and security to our clients,

as well as to prepare the company for growth in the coming months.

Net Financial Result was R$ 11.8 million in 3Q24, a 27% increase over 3Q23 (which was

R$ 9.3 million).

We recorded a Net Profit for the quarter. The result for 3Q24 was positive at R$ 3.8

million, compared to a profit of R$ 4.2 million in 3Q23.

*Adjusted EBITDA = EBITDA – Grant of Shares – Non-recurring expenses

Adjusted EBITDA* [R$ million]

Net Profit [R$ million]

FINANCIALS
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EBITDA and Net Profit

3Q23 3Q24

-2,0

-3,6

-1,6

3Q23 3Q24

4,2 3,8
-0,4

2Q24 3Q24

-4,2
-3,6 +0,6

2Q24 3Q24

6,6

3,8
-2,7



USERS APPROVAL

Currently, GetNinjas has a solution

rate of 96%, with a reputation

score of 8.9 (highlighted among

large companies from different

sectors), with 85% of respondents

saying they would do business with

the company again. company.

Furthermore, it continues to

maintain the RA1000 SEAL

(maximum RA classification).

GetNinjas receives more than 25

thousand queries per month on this

channel, that is, the user uses the RA

website to make their purchasing

decision and evaluate the brand's

reputation before hiring or purchasing

a product or service. By maintaining

the satisfaction levels described

above, we reinforce our commitment

to all users.

8,9/10
Satisfaction Score

(ReclameAqui)

96%
Solution rate

85%
Clients would do 
business again
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Annex

1  - Financial Statements

2 - EBITDA
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Annex

3 – Balance Sheet
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Annex

4 – Cash Flow
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Statement of Cash Flow (R$'000) 2Q24 2Q23 ∆ 2Q24 1Q24 ∆

Net income (loss) 6.551       1.510       334% 6.551       2.907       125%

Noncash items: 1.266       1.550       -18% 1.266       1.381       -8%

Depreciation and amortization 1.255       648           94% 1.255       1.222       3%

Provision for contigencies 10             76             -87% 10             -                

Fixed-asset write-off 53             6                783% 53             -                

Stock options plan (46)            751           -106% (46)            82             -156%

Lease recalculation (22)            (18)            22% (22)            -                

Interest on loans and leases 16             87             -82% 16             77             -79%0

Increase/(decrease)in asset and liability accounts (741)         (2.493)      -70% (741)         (1.777)      -58%

Accounts receivable 601           13             4523% 601           (961)         -163%

Recoverable taxes (1.568)      (1.231)      27% (1.568)      (1.628)      -4%

Advances to suppliers 1                (2)              -150% 1                -                

Other assets (847)         (18)            4606% (847)         (198)         328%

Trade accounts payable (446)         397           -212% (446)         1.010       -144%

Tax liabilities 1.310       62             2013% 1.310       1.133       16%

Labor liabilities 671           (2.078)      -132% 671           15             4373%

Advances from customers (657)         27             -2533% (657)         (176)         273%

Accounts payable 194           337           -42% 194           (972)         -120%0

Cash from operating activities 7.076       567           1148% 7.076       2.511       182%0

Cash from investing activities (21.330)   (1.717)      1142% (21.330)   (5.276)      -

Acquisition of fixed assets (5)              (21)            -76% (5)              -                

Acquisition of intangible assets -                (1.696)      -100% -            -                

Financial assets (21.325)   -                (21.325)   (5.276)      304%-70112 0

Cash from financing activities (28)            (46)            - (28)            (182)         -

Related-party transactions -                -                -            -                

Lease payments (29)            (46)            -37% (29)            (182)         -84%

Capital contribution 1                -                1                -                

IPO expenses -                -                -            -                

Increase/(decrease) in cash and cash equivalents (14.928)   (1.196)      1148% (14.928)   (3.466)      331%

Cash and cash equivalents at beginning of period 277.793   271.406   2% 277.793   275.983   1%

Cash and cash equivalents at end of period 284.189   270.210   5% 284.189   277.793   2%
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