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Presentation

Moderator: It is time to begin. Thank you for your participation in the Q4 FY2025 financial results briefing of
Smaregi, Inc.

Let me quickly explain today's process. First of all, we will provide an overview of the full-year financial results,
the outlook for the next fiscal year, and the progress of the medium-term management plan. Then, we will
explain the personnel changes of directors and executive officers disclosed yesterday, and finally, we will have
a question-and-answer session. We look forward to receiving many questions. For inquiries other than
guestions, please also use the chat function.

Now then, Mr. Miyazaki, please begin.

Miyazaki: Thank you for taking time out of your busy schedule today to participate in the Q4 FY2025 financial
results briefing. | am Miyazaki, Representative Director.

Yesterday, in addition to the full-year financial results briefing material, we published a material on growth
potential and a notice on the appointment of directors. Since your time is limited today, | would like to focus
on the key points from the disclosed documents.

In the second half of the session, Director Takamadate and | will have a question-and-answer session. We
hope to begin the question-and-answer session at approximately 11:00 AM.
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Consolidated Reporting from 3Q FY2025

Smaregi, Inc. began consolidated financial reporting in FY2025 3Q following the full acquisition of Netshop Supporters Co., Ltd. in
December 2024. The FY2025 full-year results (May 2024 — April 2025) reflect four months of consolidated performance

(January — April 2025). All year-on-year comparisons are against standalone results prior to consolidation.

Goodwill arising from the acquisition of Netshop Supporters Co., Ltd. is recorded on a provisional basis, pending final allocation
of the purchase price.

Definitions as noted in this document
Figures: Rounded down to the nearest unit of display
Ratios: Rounded to the second decimal place

| will begin with a summary of the financial results, business progress, the outlook for the next fiscal year, and
our growth strategy.

First, | would like to provide some assumptions before | start explaining our performance for FY2025.
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As stated on page two of the financial results material, the Company has shifted to consolidated financial
results from Q3 of FY2025. In December 2024, Netshop Supporters Co., Ltd. became a wholly owned
subsidiary, and consolidated accounting was applied from the same month. The financial results of the
subsidiary for FY2025 cover the four-month period from January to April 2025. All comparisons with the past
are with individual results.

The goodwill of JPY965 million incurred in connection with the acquisition of Netshop Supporters Co., Ltd.
was accounted for on a provisional basis since the allocation of the acquisition cost has not yet been

completed.

With this in mind, | will provide a summary of the financial results.

4Q FY2025 Highllghts FY2025 Financial Summary 3
Record Record Record
high high high
Net sales Operating profit ARR Number of
employees
YoY YoY YoY YoY

+32.0% +36.9% +46.3% +35.1%

11.066 billion yen 2.375 billion yen 8.679 billion yen 435 employees

*Consolidated financial reporting begins from FY2025 3Q (See P2 for details)

Here are the performance highlights.

On a consolidated basis, the Company maintained solid growth, with net sales of JPY11.066 billion and an
operating income of JPY2.375 billion.

In particular, the subscription model continued to grow, with ARR of JPY8.679 billion, or an increase of 46.3%
YoY.
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Financial Highlights

Solid business growth drove record revenue for 12 consecutive years and record profit for 3 consecutive years.

(million yen)

Net sales

Operating
profit

Ordinary
profit

Profit attributable
to owners of
parent

FY2025

May 2024 - Apr. 2025

11,066

2,375

2,358

1,639

FY2024
May 2023 - Apr. 2024

8,385

1,735

1,696

1,212

FY2025

May 2024 - Apr. 2025

+32.0%

+36.9%

+39.0%

+35.2%

*Consolidated financial reporting begins from FY2025 3Q (See P2 for details).

plan

10,882

2,284

2,316

1,592

Then, here are the details of the financial highlights.

FY2025
% achieved

101.7%

104.0%

101.8%

102.9%

FY2025 Financial Summary 4

Changes in Net Sales

(million yen)
12,000
6:000 11,066
8,385
5,914
FY2023 FY2024 FY2025

Changes in Operating/Ordinary Profit

M Operating M Ordinary  (million yen)
2,500

1,250 2,375)2,358]
1,735]1,696)

FY2023 FY2024 FY2025

Next, | would like to summarize our performance from a plan-comparison perspective.

Net sales increased 32% YoY, 101.7% of the full-year plan, operating profit increased 36.9% YoY, 104% of the
full-year plan, ordinary profit increased 39% YoY, and net profit increased 35.2% YoY, all record highs for these
profit indicators.
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Statement©f Income

FY2025 Financial Summary 5

Net sales for 4Q reached ¥3,189 million (QoQ +17.1%), marking a record high for a single quarter.
In 4Q, we also recorded customer migration costs from a third-party POS business (increase in SG&A expenses)*1 and
disposal costs for legacy payment service terminals (increase in cost of sales).

(million yen)
1Q
Net sales 2,531
Cost of sales 986
Gross profit 1,544
esfpiﬁses 943
et on

Ordinary profit 600

Profit attributable

to owners of 396

parent

20
2,621
1,022
1,598
1,005

593

584

396

3Q 4Q Total
2,723 3,189 11,066
989 1,306 4,304
1,734 1,883 6,761
1,098 1,339 4,386
636 543 2,375
634 538 2,358
444 401 1,639

FY2024

May 2023 - Apr. 2024

8,385
3,182
5,203
3,468
1,735
1,696
1,212

YoY

+32.0%

+35.3%

+30.0%

+26.5%

+36.9%

+39.0%

+35.2%

Earnings structure

(million yen)

38.9%
Cost of sales

4,304

Net sales

S 39.6%

SG&A expense
4,386

21.5%
Operating profit

2,375

*Consolidated financial reporting begins from FY2025 3Q (See P2 for details). Provisional accounting treatment for the business combination (Business transfer from Ligua Co., Ltd. in May 2024) was finalized in

FY2025 4Q, and the finalized figures are reflected in the 4Q results. *1 1 Approximately ¥42 million in transaction fees were incurred in 4Q FY25 as a result of migrating customers to our services following the
discontinuation of a third-party POS service.

Next, | will explain the quarterly profit and loss trends.

Net sales reached a record high of JPY3,189 million in Q4. The solid growth trend continued, with a positive

17.1% from Q3.

I will provide more details on the slides that follow, but in Q4, we incurred onetime transition costs, an
increase in SG&A expenses, and disposal costs of old payment service terminals due to the impact of the

ongoing customer migration from a third-party POS business.

Even including these factors, the cumulative operating profit was JPY2,375 million, which seemed to indicate

that the Company continued to maintain a high level of profitability.
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Balance Sheet FY2025 Financial Summary 6

Non-current assets increased +171.0% YoY due to goodwill recognized from the M&A completed in December 2024.
Net assets grew +28.4% YoY, supported by business growth, maintaining a solid financial foundation with an equity ratio of 71.8%.

Equity Ratio
(million yen) FY2025 4Q FY2024 4Q YoY FY2025 3Q QoQ
y 71.8%
Current assets 7,825 6,902 +13.4% 7,400 +5.7% Assets Liabilities/Net Assets

(million yen)

Cash and
deposits

5,912 5,284 +11.9% 5,688 +3.9%

Current liabilities
Non-current
assets

2,845 1,050  +171.0% 2,732 +4.2% 2,805

Gheh aodldenosits Non-current liabilities

Total assets 10,671 7,952 +34.2% 10,132 +5.3% 5912 198

Current liabilities 2,805 1,878 +49.3% 2,748 +2.1%

e 198 105 +88.6% 119 +66.2% T

Total libilities 3,004 1,983 +51.4% 2,867 +4.8% 1,912 7,667

Total net assets 7,667 5,969 +28.4% 7,265 +5.5% Non-current assets

Total liavities 10,671 7,952 +34.2% 10,132 +5.3% e
B e L L e chliion of Netahop Supportar Con L, afeeordeti o a pravisiynet besle

Next is the balance sheet.

Total assets amounted to JPY10,671 million, an increase of 34.2% YoY. Non-current assets increased by 171%
due to the recording of goodwill from the M&A executed in December 2024, and net assets increased by
28.4%, in line with business growth. Current assets totaled JPY7,825 million, of which cash and deposits
amounted to JPY5,912 million, maintaining a continued strong cash position.

On the liabilities side, current liabilities totaled JPY2,850 million and non-current liabilities JPY198 million, for
a total of JPY3,004 million in liabilities. The main reason for the increase in current liabilities was an increase
in deposits received due to the expansion of the settlement business, and in non-current liabilities was an
increase in asset retirement obligations.

The equity ratio remained high at 71.8%, forming a stable financial base. The Company appeared to be
maintaining a healthy balance sheet while absorbing the temporary increase in debt associated with M&A in
the fiscal year.

The graph on the right shows that cash and deposits made up the majority of the Company's structure, leaving
the Company with a flexible capital surplus for future growth investments.
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Consolidated Net sales FY2025 Financial Summary 9
R

Achieved net sales growth (+32.0% YoY) and operating profit growth (+36.9% YoY).
Continued strategic investments in sales & marketing to drive ARR growth, while maintaining disciplined control over operating margin.

(million yen) [ Net sales M Operating profit @ OP margin

12,500 40.0% FY2025

5_
salos CAGR 35. 1% May 2024 - Apr. 2025

10,000
30.0%
, Net sales
25.4%
7,500 YOY
+32.0%
5,000
2500 10.0% Operating profit
3,324 YoY
2,375
) 636
.0%
2 Non-consolidated Consolidated* 940 —|— - %
FY2021 FY2022 FY2023 FY2024 FY2025
May 2020 - Apr. 2021 May 2021 - Apr. 2022 May 2022 - Apr. 2023 May 2023 - Apr. 2024 May 2024 - Apr. 2025
*Consolidated financial reporting begins from FY2025 3Q (See P2 for details).

Next are the trends in net sales, operating profit, and operating margins.
The Company has maintained a continuous growth trend, with a sales CAGR of 35.1% over the past five years.
The operating margin for the fiscal year was 21.5%, a further improvement from the previous year's 20.7%.

We believe this is the result of the work of business management that is conscious of controlling profitability
while continuing to invest in growth.
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Sales Composition

In FY25 4Q, we implemented a hardware sales campaign*2, which led to an increase in hardware sales and a temporary decline in our
subscription ratio. Subscription revenues have continued to grow steadily, supported by strong performance in our cashless payment
service and increased adoption of the hardware subscription plan *1.

Quarterly changes

(million yen)

4,000

57.9% 57.7%

3,200

2,400

1,600

8

=
=}

0

1Q

I Sales of products and others
B Monthly fees and others

59 9% 60.1%

62.4% 64 e
58.7

Non-Consolidated

20 3Q 4Q 1Q

20 3Q

- Subscription sales ratio (%)

70.5
64.2% 65.9%

62.0%

1,920
13551453 i I

4Q

1Q 20 3Q

67.5%

2,153

Consolidated*

4Q

*Starting from FY2025 Q3, financial
*1 A subscription service that allows customers to rent peripheral hardware on a fixed monthly fee basis. *2 In FY25 Q4, we

FY2023
May 2022 - Apr. 2023

FY2024

May 2023 - Apr. 2024

FY2025
May 2024 - Apr. 2025

are p

dona

i basis (see p.2 for details).

Annual changes

(million yen)
12,000 67.1%
61.9%
59.0%
3,288
8,000

2,297
4,000

3,490

Non-Consolidated = Consolidated*

FY2023 FY2024 FY2025

a hardware sales

and related sales. The impact on gross margin was limited. *3 Revenue from other system development services is not included in the graph.

Here are the quarterly changes in net sales and the breakdown.

resulting in a temporary increase in hardware

FY2025 Financial Summary 12

FY2025
(Annual average)

Subscription
sales ratio

67.1%

Initial expense
gross margin

Sales of products
and others

25.3%

margin on i
oint:

SaaS
gross margin

Monthly fees
and others

78.8%

leclined b\

Y, prima
ent

As you can see, subscription sales continued to grow in FY2025, averaging 67.1% of total sales for the year.
Monthly subscription fees and other revenues grew steadily, and the situation appeared to be such that the
highly stock-based sales structure continued to strengthen.

Regarding Q4, sales of products and others increased temporarily due to the implementation of a hardware
sales campaign, causing the subscription ratio to decline slightly, but overall subscription revenue continued

to grow.

The SaaS gross margin remained high at 78.8%.
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SG&A expenses FY2025 Financial Summary 13

Selling, General and Administrative (SG&A) expenses in FY25 Q4 increased temporarily, driven by higher advertising and promotional
spending as well as one-off costs related to the migration of customers from a third-party POS service.
SG&A expenses were up 26.5% YoY, while the SG&A ratio improved by 0.7 percentage points YoY.

| | Personnel M Advertisin, m Losu:hces costs ® SGR&A ratio
Quarterly changes B ooertee B G Annual changes FY2025
(million yen) (million yen)
1,500 5,000 May 2024 - Apr. 2025
a4y 4386
EVl Othor dotails: SG&A expenses
W Amortization of
11125 sl 3,468 4 3 8 6 I
+ R&D expenses
ol . million yen
Others.
725 25500 YoY +26.5%
S&M
3375 .
2 ,058mllllon yen
S&M ratio
—
-50 0
Non-Consolidated Consolidated* Non-Consolidated  Consolidated* 1 8 3 6%
AQE20 30 0,10 29 el FY2024  FY2025
FY2024 May 2023 - Apr. 2024 FY2025 May 2024 - Apr. 2025
*1 In FY25 Q4, following the termmahon of a third-party POS service, customers were migrated to our service. Transaction fees related to this migration totaled approximately ¥420 million.
*2 Although d: iati i due to the ion and rel, ion of offices and sk , a gain on the fulfillment of asset retirement obligations was recorded, resulting in a temporary net negative

depreciation expense in FY25 Q4.

Here are the changes in SG&A expenses.

As noted on the slide, advertising and onetime expenses, as well as the cost of migrating customers from a
third-party POS, as explained earlier, and amortization of goodwill increased in Q4.

The negative value of depreciation in Q4 was related to the addition of showrooms and the relocation of
offices and was similar to a marginal gain on the fulfillment of an asset retirement obligation despite an
increase in depreciation.
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Advertising Expenses and S&M

| FY2025 Financial Summary 14

Advertising and promotional expenses increased by 32.0% YoY. We continued to invest efficiently by optimizing CPA, with a focus on
brand awareness and lead acquisition. The advertising-to-sales ratio remained unchanged from the previous year at 9.8%.

Quarterly changes B Lead acquisition Web ads (listing, affiliate), event exhibit fees Annual changes
W Increasing recognition Events such as food festivals, etc,
Othais which are the branding activities that are not directly affected Gl )
by lead acquisitions or i i iti million yen
(million yen) 14.1% * Advertising-to-sales ratio
20 12.4% 12.6% 1,200 s
9.8%
400
821
800 92
300 693
64
200 173 o 399
400
127 300 330
Non-Consolidated Consolidated*® Non-Consolidated Consolidated*
1Of e 200 B0 A0 20 30 49 FY2023  FY2024  FY2025
FY2023 FY2024 FY2025

May 2022 - Apr. 2023

May 2023 - Apr. 2024

*Consolidated financial reporting begins from FY2025 3Q (See P2 for details).

May 2024 - Apr. 2025

As a further breakdown of SG&A expenses, here are the changes in advertising expenses.

For FY2025, expenses increased 32.1% YoY. We continue to invest effectively, focusing on expanding
awareness and acquiring leads while keeping CPA in mind. The ratio of advertising expenses to net sales was

maintained at 9.8%, the same as in the previous year.

There was a temporary increase in expenses in Q4, but this is the same as in previous years and was the result
of increased investment in advertising as a deliberate measure during the busy season.
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Annual Recurring Revenue (Subscription Sales) Business Summary 20

Driven by strong cross-selling of POS x payment solutions and the addition of EC-related ARR
through M&A, ARR grew 46.3% YoY to ¥8.67 billion. This result exceeded the mid-term management plan ARR target of
¥7.27 bi"ion by 19.4%. EC-related company

Netshop Supporters Co., Ltd.
acquisition

(million yen)
9,000
M Related to POS M Cashless payments
M TimeCard(HR) M Related to EC(Netshop Supporters)

ARR-

8-67b|”|0n yen 6,000

YoY QoQ
+46.3%  +5.9%

* Based on 12 times the MRR at the end of each quarter
* ARR: Annual Recurring Revenue
* MRR: Monthly Recurring Revenue

FY2022 FY2023 FY2024 FY2025
May 2021 - Apr. 2022 May 2022 - Apr. 2023 May 2023 - Apr. 2024 May 2024 - Apr. 2025

POS: POS monthly fees, equipment subscription, additional options (terminal addition fees, self-checkout fees, member-limit additional fees, third-party payment terminal integrations fees* etc.}, Smaregi App

Market, etc Cashless payments: Consisting of fixed charges and usage-based charges. Breakdown: Fixed: 45% Usage-based: 55% (as of the end of January 2025) EC (Netshop Supporters): Support services for online store operations, including

Assist Tencho, Rakuraku Repeat, and Rakuraku B2B. Primarily fixed-fee pricing with some usage-based charges. *Starting from FY2025 1Q, we have reclassified expenses related to third-party payment terminal integrations from 'Cashless
Payments' to 'Related POS."

Then, here are the business summary, ARR, and service unit trends.

The Company has positioned ARR as the most important growth indicator for its management. This is because
we believe that the degree to which stock-type earnings are accumulated indicates the growth potential and
profitability of a business.

ARR as of the end of April 2025 was JPY8.67 billion, up 46.3% YoY, landing at a level well above the target of
the year's medium-term management plan. This was mainly due to continued strong cross-selling between
POS and payment, as well as e-commerce-related accumulation through M&A.

We will continue to work on the sustainable growth of this ARR as our most important issue.
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BN Smaregi KPI (May 2024 - April 2025) Business Summary 21

Avg. stores per

ARPA ARPU cortract MRR churn
22,503 yen 10,149 yen 594 0.48%
YoY +6.3% YoY +7.7% - By ngt/)res YoY -0.07pt
oY -2.8%
CAC (Annual average) LTV Annual average) Unit economics LTV/CAC
excluding increasing recognition *1  including all advertising *2 excluding increasing recognition *1  including all advertising *2
289,189 yen 374,435 yen LEANIE 4.60 3.55
YoY +26.9% YoY +22.5% i YoY -0.4% YoY +2.9%
I
No. °fs:ﬁféspay'"g MAU No. of apps GMV
42.016st 50,388 stores 150 2.76 trillion yen
YoY +14.7% YoY +191@ YoY +25.0%
’YY 16?/ores
oY +16.7%

ARPA: revenue per customer for each fee-based contract, ARPU: revenue per customer for each fee-paying store, MRR churn: the attrition rate calculated by using Smaregi monthly recurring revenue, CAC: the customer
acquisition cost per contract, LTV(customer lifetime value): the lifetime value per customer for each contract (excluding product sales for cloud services), calculated on a gross profit basis using account churn by contract,

rather than MRR churn, Unit i itability per obtained by dividing LTV by CAC ,No. of apps: total number of public apps available on the Smaregi App Market, MAU: active stores with transactions in

the current month, GMV: total value of distribution transactions processed by POS

*1 Calculated excluding increasing recognition expenses (e.g., TV commercials, radio) from total advertising costs. -
*2 Calculated g all advertising g those for increasing recog 1 (e.g.. TV commercials, radio)

Here are the KPI summaries related to Smaregi and POS.

As noted, the number of fee-paying stores, which supports ARR growth, expanded to 42,016 stores, up 16.7%
YoY.

ARPU and ARPA also grew steadily, with both unit price increases and growth in the number of subscriptions.
LTV improved significantly to a positive 26.4%.

On the other hand, CAC rose as a result of increased investment in advertising, but we believe that the unit
economics continued to be under control at a favorable level.
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B Payment Services KPI (May 2024 - April 2025) Business Summary 28

No. of contracted
companies

14,258

ARPA
10,219 yen

ARR
179 billion yen

YoY +52.7%

. Usage ratio by POS users
Usage-based fee ratio 4
(Cross-selling rate)
0,
56 9

% 14.9%
ARR (annual recurring revenue from monthly Smaregi TimeCard utilization fees): April 2025 MRR multiplied by 12, ARPA: revenue per customer for each contract, as of the end of April 2025.
Usage-based fee ratio : The ratio of transaction fees (usage-based fees) within cashless payment ARR POS Cross-Selling rate: % of POS register users (by contract ID) who also use the
cashless payment service.

Next, | will explain the situation related to payment services.

Currently, the cashless payment category accounts for the second largest percentage of our monthly usage
fees after our mainstay POS. We offer PAYGATE, a multi-payment terminal compatible with almost all major
cashless payment methods.

Please refer to the growth potential material for a more detailed overview of our services, but this slide is the
first payment-related KPl summary to be released from the full-year financial results.

We have received many requests from investors to expand information in the payment area and to disclose
indicators that show the progress of cross-selling. In response to this request, we are disclosing for the first
time the number of member companies, ARPA, and cross-selling rate to help you understand the current
situation.

For FY2025, ARR was JPY1.79 billion, or a positive 52.7% YoY. The number of member companies was 14,258,
ARPA was JPY10,219, and the cross-selling rate was 14.9%. This cross-selling rate is the rate for all POS-paid
plan subscriptions, whether new or existing.

Although this is just a start to present the current status, we will work to further enhance the indicators and
continuously update the information so that progress in this area will be more easily understood by investors
in the future.
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ARR
676 million yen
YoY +23.4%

YoY +10.6%

Registered employees
n

YoY +12.4%

Business Summary

Usage ratio by POS users
(Cross-selling rate)

12 6
/ NY
1£L.U0

YoY +0.5%

ARR (annual recurring revenue from monthly Smaregi TimeCard utilization fees): April 2025 MRR multiplied by 12, ARPA: revenue per customer for each fee-based contract, as of the end of
April 2025. Usage ratio by POS users: combined usage rate of TimeCard among POS register users is calculated based on contract ID.

Here is a KPI summary of TimeCard.

30

Please also take a look at the growth potential material, which once again provides an overview of services
and market conditions.

Smaregi TimeCard was also steadily building up as one of the pillars of stock-type earnings, with ARR of JPY676
million, up 23.4% YoY.

The cross-selling rate to POS users continued to expand at 12.6%, and we will continue to further strengthen
cross-selling.
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Forecast of the FY2026 (Plan)

Driving Revenue and Profit Growth through Group-wide Synergies and Strategic Expansion.

FY2026
May 2025 - Apr. 2026
(million yen)
Plan YoY
Net sales 13,859 +25.2%

Operating profit 2,804~2,954
Ordinary profit 2,804~2,954

Profit 1,866~2,016

+18.1%~24.4%

+18.9%~25.3%

+13.8%~23.0%

*FY2026 earnings forecast presented as a range due to pending PPA for Netshop Supporters acquisition

Next is the business plan for FY2026.

Net sales are projected at JPY13.8 billion, an increase of 25.2% YoY.

FY2025

May 2024 - Apr. 2025

Results

11,066

2,375

2,358

1,639

Business Plan for FY2026

Dividend forecast

Record Date

Profit per Share

Dividend per
Share

Dividend Policy

Total Dividend
Amount

FY2025
Results

Apr. 30, 2025

85.16 yen

15.00 yen

17.6%

288 million yen

FY2026

Apr. 30, 2026

96.90 yen

20.00 yen

20.6%

35

We are forecasting the profits in ranges, and the reason for this is that the accounting treatment of goodwill
associated with the acquisition of Netshop Supporters Co., Ltd. has not been finalized at this time. Also, the
impact of depreciation and amortization on earnings may vary.

The dividend forecast is also shown on the right.

This year marks the 20th anniversary of our company's founding, and we have decided to pay our first year-
end dividend for the purpose of providing continuous shareholder returns beginning in 2025. The background
and the concept of the dividend payout ratio are described in the financial results material, so please refer to

it for details.

We will continue to strive to enhance our corporate value over the long term while maintaining a balance
between investment in growth and shareholder returns.
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Progress of ARR in the Medium-Term Management Plan Long-term Vision and Medium-term Management Plan 37

Against the FY2025 ARR target of ¥7.27 billion, we achieved a strong result of ¥8.67 billion, consisting of ¥8.00 billion
from existing businesses and ¥0.67 billion from M&A contributions*1. We will continue to focus on early achievement
of the FY2026 target of ¥9.46 Billion.

ARR Plan vs. Actual i iren [ Actal e 4
(billion yen)
209 . Plan
..............
— 9.46
g

75
50
25

0 < 2 il 2 SDEIISCITiOde

FY2023 FY2024 FY2025 FY2026
May 2022 - Apr. 2023 May 2023 - Apr. 2024 May 2024 - Apr. 2025 May 2025 - Apr. 2026
*1 ¥0.67 billion in ARR from Netshop Supporters Co., Ltd., which became a wholly owned subsidiary through M&A

Here is the content of the growth potential material. This is the ARR progress of the medium-term
management plan.

Due to time constraints, we will not address the entire growth potential material from this point on but will
excerpt some of the important points.

Please see page 37 of the document.

In FY2025, including M&A contributions and growth in existing businesses, we were on track to reach JPY8.67
billion, far exceeding our target.

In the fiscal year ending April 2026 and beyond, we will continue to steadily build up our current business. We
will continue to aim for high quality growth.

Looking back on the past year, | would like to introduce some of the major developments in our growth
strategy and how they relate to the specific measures set forth in our medium-term management plan.

Support
Japan 050.5212.7790 — SCRIPTS
Tollfree 0120.966.744 Email Support support@scriptsasia.com ™ Asia’s Meetings, Globally

16



BT PMI Progress and Future Outlook for Netshop Supporters Co., Ltd. Business Summary 33

Following full subsidiarization in December 2024, PMI is progressing smoothly, strengthening of omnichannel
capabilities and expanding sales channels to EC operators.

Acquired 100% of shares in Netshop Supporters End of D ber 2024 2026 and beyond
Co., Ltd., a provider of EC-focused inventory and

order management systems, making it a wholly

owned subsidiary as of the end of December 2024.

Launch with Minimal Integration First, Accelerating EC Strategy to Strengthen

Supporting EC O in ing Operati Then Define Direction and Proceed to Smaregi’s Competitive Advantage
Efficiency and Revenue Growth. Phase 2 and Beyond.
Approximately 90% of Revenue Comes from a Subscription-Based Model.
n
Progress
Netshop Supporters Co., Ltd. System Integration, Data Sales Channel Expansion &
Founded: 2013 Representative: Yoichi Takezawa Integration, and Sales Strategy Upselling/Cross-Selling
Assist Tencho + Ongoing System and Data Infrastructure « Enhancing Competitive Edge

d A comprehensive EC platfe ith built-in CRM functionality. Provide: = o 3

e G At e SOSEAR, Ty ragsaent il Integration & Optimization Through EC Functionality Expansion

distribution, and customer relationship management.

« Developing Marketing and Sales Strategy E ding Sales Ch Is to EC
* EXpandin ales annels to

4’ Rakuraku B2B [ﬁ Operators

el loB Cart System. Enables BtoB transactions such as ordering, Within 2025

RRR2R :?lu:nl(l;gl\::o\l(ln:‘:nndmpay:lmisl prestons s v « Increasing Customer Spend Through
= Launch with Minimal Integration Cross-Selling & Upselling Between

4/ Rakuraku Repeat * Rebranding POS and EC Services

~  D2C Repeat Commerce Cart System. Specializes in repeat sales
FEUE-N  with features like step mail, customer analysis, and tailored
response functions.

As we have repeatedly talked about M&A from the beginning, in December 2024, we acquired Netshop
Supporters Co., Ltd., which provides specialized services for e-commerce, as a subsidiary. The company has
services that help e-commerce businesses improve operational efficiency and increase revenues, with a
subscription-based revenue model accounting for approximately 90% of sales.

In order to convey the position of this service, we have also illustrated it in the growth potential material.

Generally, when you think of e-commerce, you may have a strong image of online shopping malls like BASE,
but our main service, Assist Tencho, is a SaaS product that supports the back end of e-commerce management
operations.

It will serve as a foundation for connecting data to cart systems, various shopping malls, logistics, and even
store POS registers, and we hope to further strengthen our strategy of leveraging the strengths of both POS
and e-commerce.

We then reorganized our areas of focus with this grouping with e-commerce-related companies. As a result,
the market segmentation strategy, which was a strengthening measure in the medium-term management
plan, has been changed to an approach to e-commerce businesses.
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Long-term Vision and Medium-term Management Plan 38

Long-term Vision and Medium-term Management Plan

T0 BE THE
NEW STANDARD

VISION 203

2024/9/12 UPDATE

" UPDATE
Plan for Increasing ARR

Aiming for

Second Medium-term

Management Plan
ARR
9,463
First Medium-term
Management Plan

Reviewed and updated our four key initiatives, >
introducing E-commerce-related initiatives as a

¥30 Billion
ARR!

FY4/21 FY4/22 FY4/23 FY4/24 FY4/25 FY4/26 FY4/27 FY4/28 FY4/29 FY4/30 FY4/31
20th

Anniversary

new pillar. 10th

Anniversary

0] VISION 2031

Smaregi Long-term Vision and Medium-term Management Plan, VISION 2031

https://corp.smaregi.jp/en/ir/management/vision2031.php

In order to achieve the long-term plan of JPY30 billion ARR, we plan to focus on cashless payment, which is
growing rapidly, and e-commerce related services, which we have focused on again, as important measures
to increase the amount of money spent per customer.

We are not only proposing stand-alone POS cash registers, but also expanding our vision to related areas such
as payment solutions, attendance management, customer management, mobile ordering, and ticket vending

machines to flexibly propose the best solutions to meet your needs.

Smaregi’'s Management Team

Chairperson

HIROSHI YAMAMOTO

Representative Director

RYUHEI MIYAZAKI

Engaged with business systems development as an IT

since 2003. L hed the cloud-based POS cash
register service, Smaregi, in 2011.
*Will resign from the position of Director at the conclusion of the Annual

General Meeting of Shareholders in July 2025 and will be appointed as an
Joined Smaregi in 2011. After participating in fdvisor.
development as a founding member of Smaregi,
launched the Smaregi TimeCard in 2014. After
serving as Head of Development, appointed Director
in July 2019, overseeing both Development and
Customer Success.

Promoted to CEO in July 2024.

Director
Corporate Planning and Marketing

KOHEI TAKAMADATE

i@

Joined the JAFCO Group in 2007. Worked in the areas of venture
investment, M&A, and stock listing, appointed president and
representative director of Sekaie in 2013, then joined Smaregi.

=
-

Outside Director

Branding/Communication strategy

SAKI IGAWA

After serving as Head of Asia at BLUE BOTTLE COFFEE Inc., founded
Inflorescence in 2022.

“Will resign from the position of Director at the conclusion of the Annual
General Meeting of Shareholders in July 2025

Business Outline 42

An IT engineer who has been |nvulved in many large-scale

projects il ial systems and POS.
d the Smaregi cloud-based POS system in 2011.

Executive Vice President
and Director Business Planning

RYUTARO MINATO

“Will resign from the position of Director at the conclusion of the Annual
General Meeting of Shareholders in July 2025 and will be appointed as an

Advisor.

Worked at ITOCHU Corporation, ITOCHU Techno Solutions Co., Ltd.,
and Salesforce Ventures Japan representative, then founded One

Capital Co., Ltd. in 2020.
i Candlda(e

Founded ABEIA, Inc.—Japan's first startup specializing in deep
learning—after gaining experience in the IT venture sector.
*Nominee for Outside Director to be proposed at the Annual General

Meeting of Shareholders in July 2025.

Outside Director
IT Venture Investments

SHINJI ASADA

Outside Director
Al Strategy

YOUSUKE OKADA
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Auditors and Executive Officers

Auditors

Full-time Corporate Auditor
TAKUYA MOCHIZUKI “

In 2005, established genephics design, Inc. (now Smaregi Inc.) with
Makoto Tokuda {a Smaregi Corporate advisor) and became a director
of this company. Appointed as a full-time corporate auditor in 2017.

Outside Corporate Auditor

YUTAKA OHIRA

Business Outline 43

Executive Officers

Executive Officer y
- In charge of Sales
SOSUKE SUGIMOTO m

Joined in 2013 after working in a major enterprise in the apparel industry
Has served as section manager and general manager of the Sales
Department.

Executive Officer
- In charge of Alliance/App Market

SHUGO SUZUKI

Executive Officer a
- In charge of CS/Smaregi TimeCard f
DAI TAKEMURA

Joined in 2013. Engaged in the launch of the Customer Success
Department, which covers a range of solutions from onboarding to after-

sales support.
’ NEW

< il’ Candidate

Executive Officer
- In charge of Sales/Payment Service

TETSUYA TAKAHASHI

Certified public accountant and tax accountant. Worked as a
professional accountant since 1994 after passing the national

Joined in 2016 after working in manufacturing and retail companies.
Involved in the launch of the business partner scheme and partner

Joined in 2023. Led the PMI of the former Royal Gate merger as Head of
the Payment Business, successfully achieving profitability.

PP i as a corporate auditor in 2017 promotion department. *Nominee for Outside Director to be proposed at the Annual General
Meeting of Shareholders in July 2025
A
o NEW

Executive Officer/CTO
In charge of Development

NAOI OKADA

Outside Corporate Auditor

4?,
MASAYUKI MURATA n

Joined in 2017. Has led development across both application and server
sides, and also contributed to the establishment of the CTO Office.

Worked at the stock exchange for 27 years since 1991. Established
PUBLIC GATE LLC in 2018, and appointed as a corporate auditor of
Smaregi

Finally, | would also like to take this opportunity to reiterate the executive appointments announced yesterday.

At the conclusion of the 20th Annual General Meeting of Shareholders scheduled for July 29, 2025, Chairman
Yamamoto and Vice President Minato are scheduled to retire from the Board of Directors, and Smaregi will
transition to a new management structure.

Mr. Yamamoto and Mr. Minato launched our flagship POS cash register in 2011 and have been involved in
management as directors of our company for over 10 years, contributing to the enhancement of our corporate
value.

| have taken the baton from Mr. Yamamoto to the next generation, and together with Director Takamadate,
newly appointed Director Takahashi, and other members of the executive board, we are moving into a new
phase as a company.

This June, Mr. Okada joined us as a new member of the executive board. Starting in 2019, Mr. Okada has
taken over the role of CTO, a role | had held for six years, and has taken over the development work of the
Smaregi app from Vice President Minato, ensuring both the quality and speed of our apps at a high level. In
2021, the CTO office was established, and he is a key member in driving problem solving across the
development department and is trusted within the Company.

As for Mr. Takahashi, a candidate for membership of the Board of Directors, he joined the Company in 2023,
starting in the payment solution department, and currently unites it as the head of the entire sales
department. With Mr. Takahashi at the helm, we will clearly set a cross-selling-first policy to raise the level of
our proposal capabilities.
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Advisors

Payment Services

KAZUYOSHI
JIBIKI

Previously served as President & CEO of
Zeus Co., Ltd. and Director & COO of SBI
AXES Co., Ltd. Joined Smaregi, Inc. as an
Outside Director in 2014, and was
appointed as Director in 2015.

Brings extensive expertise and hands-on
experience in the payments industry,
contributing to the strengthening and
expansion of the company's sales
operations. Stepped down from the
Board in 2021, and is scheduled to
assume the role of Advisor for the
payments business in July 2025.

Investor Relations

MAKOTO
TOKUDA

IT engineer, Ul/UX designer, and art
director. Co-founded Smaregi, Inc. in
2005 and built the foundation of the
Smaregi design system. After serving as
President and Director, resigned from the
Board in 2020.

Since 2020, has served as an IR Advisor
to the company. Brings deep expertise
and hands-on experience across
marketing, design, branding strategy, IPO
preparation, and investor relations,
supporting the company as a cross-
functional advisor.

Development
and Operation

RYUTARO )
MINATO

IT engineer. Appointed as Director of
Smaregi, Inc. in 2013 and has served as
Executive Vice President since 2019. Has
contributed to both development
oversight and management decision-
making. Combines hands-on engineering
insight with strategic perspective, driving
the company's growth as a leader with a
dual vantage point.

And is scheduled to assume the role of
Advisor in July 2025, continuing to
support the company through technical
and development-oriented guidance.

Business Outline

Corporate Management
and Capital Strategy

5

¥

HIROSHI
YAMAMOTO

IT engineer and business executive.
Joined Smaregi, Inc. in 2006 and has
served as Director since 2007. Launched
the cloud-based POS system “Smaregi”
in 2011, and as President & CEO from
2013, played a central role in driving the
company's growth. Appointed Chairman
of the Board in 2024, and is scheduled to
assume the role of Advisor in July 2025.
Continues to support the company
through strategic guidance on corporate
management and capital policy.

44

In order to facilitate the transition to the new management structure, we have appointed members of the
advisory board, including Mr. Yamamoto and Mr. Minato, who are scheduled to retire from the Board of
Directors, as well as members who have been with the Company since its inception.

Under the new management structure, we intend to strengthen business areas that will be growth drivers
and evolve our corporate foundation for the next 10 years.

As part of these efforts, we have nominated Mr. Okada of ABEJA, Inc. as a candidate for outside director.

Our Al strategy is also disclosed in this growth potential material. ABEJA, Inc. is characterized by its early
commitment to Al and SaaS, and its focus on developing products by combining software and Al and solving
various customer issues.

With Mr. Okada's knowledge and advice, we hope to grow our Al strategy together.

This concludes my explanation of the summary of the fiscal year ended April 30, 2025.
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Question & Answer

Moderator [M]: We would like to start the question-and-answer session. We will try to answer as many
questions as time permits.

Mr. Miyazaki and Mr. Takamadate, please begin.

Takamadate [M]: Yes, hello. | am Takamadate, Business Strategy Division Director. | would like to join you
from here and answer your questions. | would like to start by answering the questions that you have pre-
registered.

First, we have received questions regarding Netshop Supporters Co., Ltd.

Participant [Q]: Why did you decide to acquire Netshop Supporters Co., Ltd.? Also, please tell us how the PMI
and post-merger integration synergies are progressing.

Takamadate [M]: Mr. Miyazaki, please explain the purpose of the acquisition.

Miyazaki [A]: The purpose of acquiring Netshop Supporters Co., Ltd. was to accelerate our e-commerce
strategy, which we felt would give us a competitive advantage. We were aiming to strengthen the e-
commerce function of Smaregi and increase its competitive advantage by acquiring Netshop Supporters Co.,
Ltd., which develops inventory and order management systems specialized for both e-commerce and offline,
stores, in particular.

In addition, by providing a solution that links stores and e-commerce, we wanted to respond to the needs of
store operators looking to strengthen e-commerce and the need for omni-channeling. In addition, we believe
that by selling the POS system as a set, we can offer high-unit-price proposals that incorporate order receipt,
inventory management, and CRM functions.

Takamadate [A]: | will explain the PMI and post-merger integration synergies.

Last December, we made Netshop Supporters Co., Ltd. a wholly owned subsidiary, and the PMI is progressing
smoothly, with phases being implemented in stages.

Integration and optimization of systems and data infrastructure are underway, as is the development of
marketing and sales strategies. Specifically, we are planning to finish the minimal linkage in the system and
actually start sales and rebranding from this fiscal year.

As for the synergy part, we are already contributing to the ARR buildup, and in fact, the ARR for FY2025
reached JPY8.67 billion, far exceeding our target. Of that amount, the portion contributed by M&A was JPY670
million.

As for the future outlook, as stated in the materials, we will divide the business into two phases, and as for
Phase Il, which will start in H2 of the current fiscal year, we will aim to further enhance various functions and
increase the unit price per customer through cross-selling and up-selling with POS. The basic perspective is
the same as for payments, but if we increase the number of products offered to the POS customer base, cross-
selling will probably become the axis.

In our business design plan for this fiscal year, we will actually start cross-selling and looking at the synergies.
We expect the top-line growth to be enough to exceed the growth rate of the entire group.
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Now, | would like to read out the next question.

Participant [Q]: In the financial results material, it says consolidated financial reporting began from FY2025
Q3. See page two for details.

Takamadate [M]: We have received a question as to which material you are referring to for details. Mr.
Miyazaki, could you answer?

Miyazaki [A]: Yes. It refers to the notes in the table of contents on page two of the financial results material,
in the boxed area. The M&A was announced at the timing of our Q2 financial results in December 2024, and
consolidation began at the end of December. If you would like to trace the history of the Company from the
past in more detail, please refer to the materials for Q2 and Q3 as well for a better understanding.

Takamadate [M]: Thank you very much. We will move on to the next question.

Participant [Q]: Could you tell us about the prospect of changing the listing market classification to the prime
market?

Takamadate [M]: Mr. Miyazaki, could you answer this as well?

Miyazaki [A]: Yes. We are considering changing the market to prime, but the specific timing and other details
are yet to be determined.

Takamadate [M]: Yes, thank you for your concise answer. Here is the next question we received via Zoom.

Participant [Q]: What has been the pace of increase in the number of merchants for the payment so far?
What percentage of stores that become new POS register paying members will use your payment services?
Could you also give us some clues about the future growth of payment ARPU?

Takamadate [A]: Regarding the pace of increase, our PAYGATE system has been steadily introduced over the
past several years since its launch, and we have announced a figure of just over 14,000 companies by the end
of FY2025.

The number of member companies is increasing steadily, and the acquisition of new customers, especially
through cross-selling with POS services, has been a major growth driver. It may not be considered an increase,
but as for acquisition, we have had more acquisitions that go over the growth rate of the business as a whole.

We have just acquired the Royal Gate business, and the customers from the Royal Gate days are being shifted
to the current package plans. Although we are acquiring more companies than we have already acquired, the
rate of growth in the number of companies itself is not as high as it should be.

This is the first time we have disclosed payment-related KPls in this document, but we would like to gradually
disclose appropriate KPIs in the future, and we are in the process of organizing them within the Company.

In terms of new acquisitions and the percentage of stores that become paying members of POS cash registers,
we are thoroughly promoting a set of POS and payment proposals, and we have been able to cross-sell a
significant percentage of these products.

As mentioned in the financial results material, in reality, the percentage of PAYGATE users who have used
PAYGATE is about 15% of total POS users, and we expect this percentage to continue to increase.

Lastly, regarding ARPU, we do not believe that ARPU will increase significantly from the current level. For
example, it will not double but will improve gradually, just like POS.

Support
Japan 050.5212.7790 -— SCRIPTS
Tollfree 0120.966.744 Email Support support@scriptsasia.com S Asia’s Meetings, Globally

22



Next is the question received via Zoom.
Participant [Q]: What are the reasons for Chairman Yamamoto's and Vice President Minato's resignations?
Takamadate [M]: Mr. Miyazaki, please.

Miyazaki [A]: Yes. It is difficult to explain. It has been 14 years since Mr. Yamamoto assumed the position of
representative, and he has been saying for several years that it is time for a generational change. Mr.
Yamamoto told us that management needs challenges.

| am about 10 years younger than him, but | am entrusted with the baton because he believes that | can take
on many challenges, and he is looking forward to that. We plan to continue to ask for his support as an advisory
board member. | don't know all the reasons for his stepping down, since | am not Mr. Yamamoto himself, the
person who made the decision, so please allow me to respond in this way.

Takamadate [M]: Yes. Thank you very much.

BZIM GMV (Gross Merchandise Value) Progress Business Summary 26

Cumulative transaction volume surpassed ¥110 trillion in April 2025, with total transaction volume (GMV) for FY25 expanding
25.0% YoY to ¥2.7684 trillion. The cashless transaction ratio among Smaregi stores increased to 58.9%, contributing to the
broader trend of cashless adoption in Japan*1.

Cumulative transaction totals M Cash - Cashless ratio 58.9%

(billion yen)

GMV growth ratio

+25.0%

Cumulative
1:137.2

Transaction Amount it
857.9 transactions

841.0
1 1 2 = Sy
« & trillion yen -
oo i i [
61.0 -

FY2015 FY2016 FY2017 FY2018 FY2019 FY2020 FY2021 FY2022 FY2023 FY2024 FY2025

10-years
transaction CAGR 34.4%
2,213.8

30.3% 313%  30.43
25.1% 1,637.1

Cumulative
transactions

Exceed
11 trillion yen

*The Ministry of Economy, Trade and Industry (METI) is promoting cashless payments with the goal of increasing the ratio of cashless payments to about 40% by 2025. The cashless payment ratio in 2022 was
36.0% (as announced by MET! in April 2023). *Cashless transactions: Also includes credit cards, electronic money, QR code payments, and some tradable coupons, gift certificates, etc. re

Participant [Q]: | was wondering to what extent the disclosed GMV correlates with revenues. It's the GMV on
page 26 of the financial results material.

Takamadate [M]: Could you take this question, Mr. Miyazaki?
Miyazaki [M]: By revenue, do you mean PAYGATE's revenue?
Participant [Q]: Yes, and how does it correlate to sales, including PAYGATE's revenue, and so on?

Miyazaki [A]: The GMV we disclose represents the total volume of transactions through the Smaregi POS, so
there is a limited relationship with revenue.
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On the other hand, the revenue generated from PAYGATE, our own payment service, is proportional to the
GMV of the merchant. However, the GMV of this POS also includes many transactions from other companies'
payment services.

Therefore, the GMV itself indicates the expansion of the scale of POS usage and is positioned only as a
reference indicator, and we do not believe that there is a simple correlation, such as GMV growth equals
payment sales growth.

On the other hand, the cashless ratio of stores using Smaregi is increasing year by year and currently stands
at 58.9%. We intend to increase the degree of linkage with more profitable areas by further promoting the
PAYGATE service and payment services.

Participant [Q]: Moving on to the next question, the growth in the number of paying stores seems to have
weakened compared to the previous fiscal year. Could you tell us about your company's views and future
measures?

Takamadate [A]: | will answer on this one.

The number of new subscriptions was relatively steady, but internal analysis showed that the net increase in
subscriptions was slightly below the previous year's level, possibly due to a reaction to the increase in demand
for the reopening in the previous fiscal year.

In the previous fiscal year, there was a full-fledged recovery in demand after COVID-19, and we believe that
external factors, such as the temporary opening of new stores and active re-contracting, were significant
factors. In addition, as a reaction from the relatively large sales we had in the previous fiscal year, we had
slightly less sales in FY2025, especially for Q4.

On the other hand, the process of acquiring new customers itself has been favorable, and conversions from
leads to contracts have been steady. Conversion rates have also improved considerably. There has been no
major change in the churn rate as announced, so | think that the Company will continue to maintain a stable
base.

Since the denominator is getting larger, the rate tends to decline, but we would like to continue to do our
best to increase the number of new customers acquired.

Participant [Q]: Moving on to the next question, what percentage of new paying POS register customers per
year are also engaged in the e-commerce business?

Takamadate [A]: | think the question here is how much synergy the acquisition of Netshop Supporters Co.,
Ltd. will have with that business. We were conducting a detailed investigation during the due diligence phase
prior to the actual M&A, and we found that approximately 10% of our customers who had paid POS contracts
were customers who could use e-commerce tools. In that sense, | think we have a considerable number of
customers whom we can recommend and guide to the system of Netshop Supporters Co., Ltd.

We are planning to start full-scale cross-selling from this fiscal year, so we are now in the process of
introducing the information to about 10% of the POS. As in the case of payment, we would like to make it a
major growth driver by recommending new monthly POS contracts to new users and getting them to adopt
the system.

Participant [Q]: Moving on to the next question, could you explain your opinion on the background of
migration costs for customers from a third-party POS service?
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Takamadate [M]: Mr. Miyazaki, could you answer?

Miyazaki [A]: About this, | apologize that the explanation was a little difficult to understand. To explain what
a third-party POS is, | think there are several other companies that are developing their mobile POS business.
We have received inquiries about what to do with the accounts following the withdrawal from the business,
and we have purchased the accounts for those that we have decided to take over at Smaregi.

Takamadate [M]: Yes. Thank you very much. Now, | will continue with the next question.

Participant [Q]: Will the services of Netshop Supporters Co., Ltd. continue to be offered in the future, or will
they be integrated into Smaregi?

Takamadate [A]: As we mentioned in the materials, we are considering rebranding, and we are planning to
reexamine the service name and price range as well. Specifically, we are expecting to make some changes by
the end of the current fiscal year.

However, what we are focusing on is how to make the system easy to use for Smaregi users, so we would like
to set up the system to be as easy to use as possible, for example, in terms of the name and linkage among
systems.

Participant [Q]: | understand that you did not win that many large projects in the last fiscal year, but have you
set any targets for the year? | wonder if this is only a response to inbound leads.

Takamadate [M]: Mr. Miyazaki, could you answer?

Miyazaki [A]: The acquisition target is internal, but we are not allocating very much. This is because, by the
time the contract is signed, the lead time for closing the deal will span about six months to five years. So, for
the past year, we have been warming up leads and developing our internal organization in terms of how to
close medium to large projects, and we think that we will gradually start to see results.

Regarding inbound leads, of course, there are many inbound leads, and in the past, we have been told that
we cannot do this because of the customization, but if we can get a large number of inbound requests with a
little customization, we will consider it, so we are now compiling a list.

We are also doing some outbound acquisitions at the same time, but we are still considering whether or not
to take this step due to acquisition efficiency issues.

As mentioned in the medium-term management plan, we have begun to implement measures for medium-
to large-scale projects from the previous fiscal year ended April 2025, and the pipeline for these projects itself
is building up. However, it was difficult to reap the rewards during the previous fiscal year, the fiscal year
ended April 2025. However, we are continuing to nurture that side of the business, and we expect to take it
up at some point.

Participant [Q]: Continuing on, the Company will have support from an advisory board, but the Board of
Directors will be a small elite. In your opinion, are there any areas of human resources that your company
would like to strengthen? Is it your opinion that the current lineup is sufficient?

Takamadate [M]: Mr. Miyazaki, could you answer this?

Miyazaki [A]: Yes. There have been areas that Mr. Yamamoto and Mr. Minato would like to strengthen thus
far. As for the newly added, or rather, newly appointed, area of payment service of Mr. Jibiki, it is the kind of
area that we would like to strengthen, as we will have to work hard in the future.
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At the same time, as another participant mentioned earlier, there was talk of a large-scale project. When we
take on large projects, the bottleneck for our inbound sales force will be our sales force, so we would like to
focus on this area.

Participant [Q]: Continuing on, what is the president's current vision for the area of Al?
Takamadate [M]: Mr. Miyazaki, please give us your current vision as the president.

Miyazaki [A]: As | mentioned in the growth potential material, we can easily divide it into two categories:
internal efficiency improvement and reflection in products.

As for internal reflections, we have almost all of our own full-time employees providing customer support,
and | think that streamlining and labor-saving in this area will be very effective. For example, | think it would
be possible to create a system that would allow a new customer support person to quickly respond to a
customer's request by having Al digest a record of 10,000 customer service calls. Until now, chatbots have
been, how should | put it, not very good, creating a lot of branching and answering questions, but with the
rise of generative Al, | think there will be a hundredfold difference in that area, and | think we can take
advantage of that.

In the area of products, | believe that Al can currently cover sales forecasting, managing the operation, and
other tasks that require a bit of thinking, such as those performed by restaurant and retail store managers,
and | would like to enter this area in the near future.

In addition, the participation of Mr. Okada of ABEJA, Inc., a candidate for outside director, will provide us with
new knowledge, and we will be able to share the latest case studies and keep up to date on such matters.
With that in consideration, we would like to progress with the strategy that suits our company.

Takamadate [M]: Yes. Thank you very much. Now, moving on to the next question.

Participant [Q]: Would it be correct to assume the same ratio of advertising expenses for the next fiscal year
as for the current fiscal year, 9.8% for the current fiscal year?

Takamadate [A]: As for the next fiscal year, | think there will be a slight increase. To explain the reason, as we
are disclosing advertising expenses per every quarter, as you can see, advertising expenses have increased
considerably, especially in H2 of the fiscal year ended April 2025.

| think advertising expenses are increasing, especially for the purpose of acquiring leads. As | have often said
at this briefing, the improvement in the conversion rate from lead acquisition to conclusion has been
progressing, and there is now much more room for investment in advertising and promotion.

Therefore, in H2 of the previous fiscal year, we stepped up advertising expenses for the purpose of acquiring
leads, and although there was a busy season, we were able to acquire a large number of leads. This trend is
expected to continue into the current fiscal year, and it will stay at that level in the current fiscal year, so the
advertising expense ratio is expected to increase slightly, although | cannot say what percentage.

Participant [Q]: Moving on to the next question, it is regarding the cost structure. Can we assume that the
basic cost structure of SG&A expenses will remain unchanged in the next fiscal year?

Takamadate [A]: This goes back to what | said earlier about advertising expenses. Although we mentioned
that advertising expenses will slightly increase, we are, of course, not planning to double our advertising
expenses, and | think it is safe to say that our basic cost structure will remain unchanged.
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Okay, since there seem to be no more questions, | guess that's all for now.
This concludes the question-and-answer session. Thank you for your many questions.
Now, Mr. Miyazaki, may we have your closing remarks?

Miyazaki [M]: Yes. We had a successful first full fiscal year since | assumed the position of president. We
appreciate your support. Please look forward to our continued growth.

Thank you very much for taking time out of your busy schedule to join us today.

Moderator [M]: Here is an announcement from IR. We also provide the latest IR information via our
newsletter and LINE app. Please sign up for our monthly newsletter.

This concludes the presentation of the Q4 FY2025 financial results briefing. Thank you very much for watching
to the end today. Thank you for your continued support.

[END]
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