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Presentation

Moderator: Hello everyone. It’s now time to start the Business Brain Showa-Ota Inc. IR meeting. First, | would
like to introduce the three attendees from the Company. President Kazuhiro Komiya.

Komiya: My name is Komiya. It’s a pleasure to meet you all.

Moderator: Hitoshi Uehara, Senior Executive Officer, General Manager, Administration Division.

Uehara: My name is Uehara. It’s a pleasure to meet you all.

Moderator: Mr. Yukinori Okada, Executive Director, Corporate Planning Department, Administration Division.
Okada: My name is Okada. It’s a pleasure to meet you all.

Moderator: Today, we will start with the presentation by President Komiya, followed by a question-and-
answer session. Mr. Komiya, please go ahead.

Komiya: Thank you. Hello everyone. BBS has managed to achieve continued growth due to your support. We
are grateful for your support. We believe that the next three years will be an important period for our group
to continue growing as a company of 100 years and to achieve net sales of JPY100 billion in 2030.

Therefore, the BBS Group has created a new medium-term management plan this year. | will use H1 of today's
session to give an overview of our new medium-term management plan. Then, in the latter half of the meeting,
Manager Uehara of the management headquarters will provide details for the financial results for the fiscal
year ending March 2024. Thank you.

| will now announce our new medium-term management plan that we plan to implement. In my presentation,
| would like to review the previous medium-term management plan, the relationship between our long-term
vision Goal 2030 and the new medium-term management plan, the positioning of the new medium-term
management plan, planned figures, and the growth strategy, all in that order.
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Review of the Previous Medium-term Management Plan ///BBS
BBS2023

* Total value with GSX

FY2023 Performance *

Sales: 41.2 billion yen

FY2022 Performance

FY2021 Performance

Profit: 3.6 billion yen

Sales: 37.0 billion yen

Sales: 32.3 billion yen Profit: 3.2 billion yen

Plan
Achieved!

FY2020 Performance Profit: 2.7 billion yen

Sales: 29.1 billion yen FY2022 Plan

Profit: 2.4 billion yen

FY2021 Plan

. Fr2021 Fr2022 FY2023 .
© Business Brain Showa -Ota Inc. I

First of all, | will review the previous medium-term management plan. On a consolidated basis that includes
the group company GSX, sales were JPY41.2 billion compared to the planned JPY40 billion, and profit was
JPY3.6 billion compared to the planned of JPY3.4 billion.

Compared to three years ago, when the medium-term management plan was initiated, sales and profits grew
to 142% and 150% respectively, exceeding the original plan of JPY40 billion in sales and JPY3.4 billion in profits.
This is also a result of your support. Thank you very much.
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Review of the Previous Medium-term Management Plan BBS2023

77/ BBS

[Company -wide Strategy] [Business Strategy] [Corporate Strategy]
Strengthen Group Synergy RCN2 Strategy W Strengthen HR

Between group companies

Sales from 3 Loyal Cust Revision of HR polic
533 referrals, 296 orders ales from = boyal Hustomers P Y

Cumulative total 9.8 billion yen to achieve Goal 2030

Strengthen M&A/Alliances

Sales fi JW, BSC, FRSC, TWK B
ales from No. 1 Strategy @ Promotion of DX
5.2 billion yen
Sales from Hiroshima/Fukuoka DX for BBS Group
BBS Quality . - :
Adherence to project management Cumulative total 153 million yen Promoted by 9 companies
/development rules
100% "
BPO Business Strategy L, Sustainability
Strengthen Brandin
9 9 RPA/OCR utilization performance CO, emissions (FY2020 -2022)

Strengthen Outer Branding

Recognition 149, 13 cases 20% reduction
© Business Brain Showa -Ota Inc. / 5

I will now review our business strategy. As for company-wide strategies, the strengthening of group synergies,
M&A, alliances, and branding all achieved significant results. However, while | believe that we have achieved
a certain degree of success in enhancing quality, | regret to tell you that some projects have been performing
poorly and thus recognize that further measures are needed.

For business strategies, we managed to continue our substantial business with Royal Customers, which are
our important customers. We have also established a Fukuoka branch office and made steady progress in
improving the efficiency of our BPO business.

We are also firmly promoting our corporate strategies of human resource enhancement, DX promotion, and
sustainability.

Although some issues remained in the previous medium-term BBS2023 plan, we believe that we also achieved
good results with the planned figures.
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Goal 2030 and the Medium-term

Management Plan BBS2026

© Business Brain Showa -Ota Inc. / 6

Next, | would like to explain how our vision called Goal2030 is positioned to the newly developed medium-
term management plan. The new medium-term management plan is called BBS2026. Continuing from the
current medium-term management plan BBS2023, the name is simple and easy to understand.
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[Management Philosophy], [Management Policy], [Business Model]

Management Philosophy Management Policy Business Model
1, Contribute to society by &)/\

improving the corporate

77/ BBS

Yatsugatake

value of our customers Management B B S

2 Becoming a driving force .}\9'5— CYC L E
/" for our customers’ Wave -riding

development management
3 Contributing to increased
" customer profits

Sell Cake

© Business Brain Showa -Ota Inc.

Before | get into the main topic, | would like to introduce the BBS Group's management philosophy,
management policies, and business model once more. In its management philosophy, our group advocates
contribution to society and clearly states its direction to contribute to society as a whole through increased
profits for our customers.

Next, the BBS Group actually did not have a defined management policy. On the other hand, the management
philosophy of the founder, Yamazaki, is ingrained in the management team as the founder's words.

Among them are Yatsugatake Management, which aims for business development and growth through
cooperation and collaboration throughout the group, as well as the Wave Riding Management to provide the
right solution at the right time when introducing it to the customer. Also, we are creating our current medium-
term management plan by reaffirming the founder’s words and applying them to our management policy,
such as through the expression of selling a cake that offers a new form of value that customers seek by
combining simple services and products, instead of just providing them.

Also, we have decided to establish our own KPI in the current plan due to the necessity of further evolving the
BBS CYCLE, which has been the business model of our group for a long time.
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Management Policy - The Words of Founder Kineo Yamazaki

77/ BBS

— Practicing Yatsugatake Management

&/\ If you just sell individual projects, then the future will grow dark when it no longer sells. But if you have

multiple businesses, like the Yatsugatake mountain range, then even when the performance of one business
Yatsugatake worsens, you can minimize the effect on overall management through other businesses. However, it is also
Management important for each business division to handle accounting independently, but to raise synergy through mutual
collaboration. Our founder explained that Yatsugatake Management was necessary because business
performance could worsen due to fluctuations in the economy.

) —— Staying a half-step ahead through wave-riding management
')\5_9_ The trick to riding a wave expertly is to start riding slightly behind the head of the wave. If you are at the tip
of the wave you will fall down, but you won't be able to ride it if you are too far behind. The same is true in
Wave -riding management. To beat your competition, you must always be at the cutting edge of the times, but if you go

management too far ahead, you will not be accepted by society or the customers. Thus, our founder explained that you
must consider the social environment and the situation of the opposite party and stay a half -step ahead.

—— Sell Cake
‘ The main ingredients of cake are flour and sugar. You mix flour, made from wheat, and sugar, made from
- A A sugarcane, bake it, and finish the cake by applying decorations, such as cream or fruit. The price of the cake
is much higher than the total cost of the ingredients. This is because value is added in the process of baking
Sell Cake the cake, value which the customer recognizes when they buy it. In this way, our founder explained why BBS

group combines diverse services to provide high added value that cannot be imitated by other companies.

© Business Brain Showa -Ota Inc. I 8

These are the words of our founder, Yamazaki. Please read this in your spare time to understand the
management style of the BBS Group.

/4

Goal 2030 - Long-Term Vision of BBS Group

The Goals and Values of BBS Group

77/ BBS

B Back Office Comprehensive Supporter

B Become a new management partner

S Sustainability Management / Strengthening human resources

Y2030

Sales: 29.1 billion yen Sales: 100 billion yen
Profit: 2.4 billion yen Profit: 10 billion yen
© Business Brain Showa-Ota Inc. I 9

And here is our vision for 2030. Since the previous 2023 medium-term management plan, we have set forth
a vision that is analogous to BBS, which aims to achieve the goals of JPY100 billion in sales and JPY10 billion in
profit by 2030.
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77/ BBS

Position of BBS Group

Sales (100 million yen)

1,200

1,000

800

600

400

200

NSD

BBS2026

JFE Systems

JBCC Holdings

O

Future

BBS2023 Cresco

Obic Business Consultants
MURC Avant Group
Sigmaxyz Holdings

20 40 60 80 100 120 140 160
. . Operating income 10
© Business Brain Showa -Ota Inc. (100 million yen) I

First, please refer to this chart, which shows our recognition of our company's current situation. This chart
shows where the BBS Group stands relative to its benchmark companies. Among these company names
dotting the chart that | assume you are very familiar with, the BBS Group hopes to achieve further growth in
terms of both quality and quantity during the three years of BBS2026, seeking to position itself to compete
well with its competitors.
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BBS2026 Sales Target

Redesigning the growth scenario under GSX deconsolidation

100 milli
(100 millon yer Goal 2030

M&A/New business sales

77/ BBS

. Organic sales Combining M&A/new 100 billion yen
1,000
business for dramatic growth
800
580
e00 deconsolidat 487
leconsolidation 413 105
51
400 342
200 475
342
0
FY2023 FY2024 FY2025 FY2026 FY2030

© Business Brain Showa -Ota Inc.

/n

I will now explain the figures for BBS2026. BBS2026 net sales target. To ensure sales of JPY100 billion for
Goal2030 and consider these three years as a period of securing a foothold, we have set a sales target of JPY58
billion and an average annual growth rate of 20% to be achieved in three years.

Assuming an average annual growth rate of 9% for existing business sales and including sales growth from
Fresco and Twinkle, which were acquired in the last fiscal year, sales in three years will be JPY47.5 billion. For
the JPY10.5 billion short of the JPY58 billion goal, we plan to cover this gap through M&A and new businesses.
And we will achieve Goal2030 through the growth of these businesses.
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BBS2026 KPI //7/ BBS

KPI have been set in the three areas of growth, capital efficiency, and investment, to implement strategic
performance management.

[Growth] [Capital efficiency] [Investment]

Sales growth rate (including M&A) ROE M&A Investment
3 Year CAGR 20%

(including organic sales growth rate of 9%)

12% by FY2026 3 year total

13 billion yen (maximum)

Business profit margin on sales ROIC
8.5% by FY2026 .
109% by FY2026 R&D investment
BPO sales ratio 3 year total
30% by FY2026 EBITDA interest bearing debt ratio 1 billion yen or more
BBS cycle rate Less than 2X
409% by FY2026 Human capital investment
Dividend payout ratio 3 year total

Female manager ratio

0, .
24, by FY2026 40% or more 2.2 billion yen or more
© Business Brain Showa -Ota Inc. I 13

In addition, to achieve JPY58 billion in sales in three years, we will set 12 KPIs in BBS2026. In order for the BBS
Group to become a sustainable company, we set KPIs from the three perspectives based on growth, capital
efficiency, and investment while managing our performance strategically.

In addition to sales, profit, and BPO sales ratio, growth areas will include BBS cycle rate and ratio of female
managers as KPI. For capital efficiency, in addition to ROE and dividend payout ratio, new indicators such as
ROIC and EBITDA interest-bearing debt ratio will be used as KPIs. For investment, we will set KPIs for M&A,
R&D, and investment in human resources.
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Capital and Financial Strategy

77/ BBS

Realizing management that considers capital cost and share price - toward improvement of ROE/PBR

Improve ROE/PBR by achieving primary KPIs

Business profit margin

i [
ROE Increase profits on sales 8.5% by Fr2026 | . BPO sales ratio
12% by Fy2026 30% by FY2026
9% capital cost
Sales growth rate 3 year CAGR 20% - BBS cycle rate
40% by FY2026
* M&A Investment
Improved financial leverage EBITDA interest bearing debt ratio Less than 2x .
Total 13.0 billion yen
- R&D investment
ivi i 40% or more illi
Dividend payout ratio Total 1 billion yen
- Human Capital
Investment
‘{ Efficient business investment H ROIC 10% Total 2.2 billion yen
PBR < PER Enhancement of IR/SR |
1x or more

© Business Brain Showa-Ota Inc.

e

For capital and financial strategies, we will continue to promote management that emphasizes capital costs

and stock prices.

The BBS Group has traditionally maintained a balance between growth and shareholder returns by increasing
the dividend payout ratio and implementing share repurchasing, while allocating cash reserves to fund M&A
growth. However, as a result of a significant increase in equity capital following the acceptance of GSX as an
affiliate in the previous fiscal year, there was a significant change in the capital efficiency indicator. As a result,

we aim to return ROE to 12% for capital efficiency in BS2026.

The chart you are looking at summarizes how the 12 KPIs established in BBS2026 affect the improvement of
ROE. By achieving these KPls, we will strive to achieve ROE and PBR, which are indicators of capital efficiency.
We will continue to promote financial results presentations and timely disclosure of information to ensure

that our company is properly evaluated on the market.
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Capital and Financial Strategy 77/'BBS

Total for the three years from FY2024 to FY2026

Shareholder return 3.7 billion yen Shareholder return
Investment funds 5.6 billion yen Dividend policy: Consolidated dividend
at period start ) payout ratio 40%
Human capital
investment

2.2 billion yen

R&D expenses 1.0 billion yen
Gross Operating CF 10.1 billion yen

M&A/
Alliance investment 13.0 billion yen
External procurement
EBITDA interest bearing debt ratio under 2x,

leading to maximum 12 billion yen
External procurement 5.7 billion yen interestibearngldebt S
Assuming an average remaining lease

Increase in working obligation of 4.5 billion yen , 7.5 billion yen
capital due to business 1.5 billion yen :rlaeifsglrenal procurement capacity is
expansion .

Cash In: 21.4 billion yen Cash Out: 21.4 billion yen
© Business Brain Showa-Ota Inc. / 15
Here are the estimated three-year cash flow for BBS2026. We plan to maintain a dividend payout ratio of 40%
over the next three years and return JPY3.7 billion to shareholders. In addition, we would like to invest in
human capital for recruiting and training, research and development of new technologies for creating a

service menu and conduct M&A and alliances to expand the scale of the Group. These are the areas we hope
to allocate our funds to.

For revenues that cover these expenditures, we are considering using cash reserve investment from the
beginning of the fiscal year, along with operation revenues over the three-year period, while procuring
external funds of JPY5.7 billion to cover the deficit. Based on the EBITDA interest-bearing debt ratio set for
the KPI as a financial requirement, | believe we can procure funds up to JPY7.5 billion as a reasonable plan.
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BBS2026 Growth Strategy
[Market]

77/ BBS

[Business Directions]

Introduce new services as next markets to approach

Grow at 12% CAGR

development on
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© Business Brain Showa -Ota Inc.

Solution

next-gen platform

AI-based
management

SaaS

_ ) (provide solutions)
accounting solution

Towards solutions that
can compete with SaaS

BPO @ Enjoy SaaS benefits
, - No need for internal assets or
maintenance program
BBS Cycle 2

- Stable operation, high availability

@ Avoid SaaS demerits
- Low degree of customization

Consulting

- Location of data on SaaS makes
cancellation difficult

Leverage strengths of BBS Group accumulated to date

A

The next section describes the growth strategy for BBS2026. According to SI market forecasts, the SaaS market
is expected to grow at an average annual rate of 12%, while the packaged service market is expected to remain
flat. As for the Saa$ business that is expected to grow, we will aggressively launch new services, including the
development of solutions based on the next-generation infrastructure, an in-house development tool.

On the other hand, for the packaged service business that is expected to remain flat, we will provide solutions
that can compete with Saa$S by firmly implementing BBS's unique business model called the BBS cycle. While
SaaS has the advantage of eliminating the need for customers to keep their assets and maintenance systems
externally, it has the disadvantage of being less flexible in terms of customization. We believe that the
solutions provided by BBS are competitive against SaaS.
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Clients who need BPO in short term in specific domain

o /
BBS2026 Growth Strategy /// BBS

BPaaS market Large -scale BPO market

Clients who wish to shift wide range of operations to BPO

Strengthen/expand internal systems and BPO menu
based on them
Consider expanding into accounting domain on top of

HR and payroll

High Value BPO

Large-scale BPO to shadow client operations

Execute decision making embracing experts

ssauisnq || JO %0E piemol

Cloud Systems and AI - advanced utilization of IT as a growth engine

Develop BPO operations

automation tools
HR, payroll, Bulas/Win5/Ecosystem, fixed assets Automatic journaling and Al voucher processing

BPO Platformer - target state of BPO operations under BBS2030

- Prepare to be recognized asJapan’s accounting and HR department as social infrastructure for back office operations

System strengthening for BPaaS

- Expand capacity through personnel exchange with customers, schools, increased center locations

r

© Business Brain Showa -Ota Inc. i 18

This is the growth strategy BPO. The BPO market is expected to grow by 2% to 3%, making it a stable market.
The BBS Group aims to expand sales that exceeds the level of market growth under these circumstances.

For customers who want to implement BPO for a short period of time, we will promote services through BPaaS.
We will strengthen our in-house systems such as Bulas, expand BPaa$S in the human resource payroll areas,
and work on BPaaS$ for accounting operations.

On the other hand, for the large-scale BPO market, we will continue offering conventional high-value BPO to
our customers. We will leverage our expertise in tax, accounting, human resources, and other areas, as well
as our IT knowledge to establish a competitive advantage through high value-added, highly efficient services.
In the future, we aim to become a comprehensive business and a comprehensive back-office supporting
service that will be recognized as a standard for Japan's accounting department and human resources

department.
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Strengthen the BBS cycle s/ 8BS

MANAGEMENT
EPE)RVI CE BBS cycle rate

Fr2026 40% CONSULTING
. 3

Fy2023 31%

What is the BBS cycle rate?

Ratio of sales from clients being provided two or more services from the three BBS cycle services against companywide sales

Measures @ strengthen group -wide sharing of each business/group company solution
for improvement @ Rethink evaluation/incentive programs /
I 19

© Business Brain Showa -Ota Inc.

For the topic of overall strategy, one of the first things we will emphasize in this medium-term management
plan is the strengthening of the BBS cycle. The BBS Group's strength that no other consulting firms can match
lies in its ability to provide consulting, system integration, and management services as a comprehensive
solution.

In the BBS2026, we will introduce a new unique indicator called the BBS cycle rate to ensure that this BBS
cycle is firmly implemented throughout the Group. We will raise the rate from the current 31% to 40% in
FY2026 to enhance the BBS Group's ability to provide solutions.
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RCN2 Strategy

Expand to new stage by expanding target industries and deploying to similar/related companies

Cultivate next RC companies

Deploy to similar/related
companies

m

Select 3 additional loyal customers

BBS2026

BBS2023 Expand target industries
MOb“Ity m Heatheare
Select 3 loyal customers Select 4 additional loyal customers

BBS Cycle / SYSTEM INTEGRATION /

© Business Brain Showa -Ota Inc.

Next is the RCN2 strategy. Three years ago, we introduced the concept of Royal Customer for the first time
and promoted our activities by selecting three companies from the mobility and infrastructure industry. As a
result, we managed to maintain and expand our transactions with these three companies and build strong
relationships with them, as well as gain an advantage over other companies in the industry.

We will further expand this strategy for BBS2026. In addition to the conventional consulting SI business, we
will make efforts as a comprehensive strategy for the entire BBS Group while including the BPO business.

In addition to selecting three new companies in the mobility and infrastructure industries, we have expanded
our target industries and selected four new companies in the consumer and healthcare industries as Royal
Customers, making efforts to invest our efforts for three years.
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Twinkle Co., Ltd.

Established in 1996. Originally focused on staff dispatch and data entry when launched. Later expanded
operations to include system support (system and infrastructure development) and help desk operations.
Expanding development and consignment business for call centers and educational centers in recent years.
Joined BBS Group in January 2024.

System development

- Consignment development
services
Consignment development at
in-house development center

- Client on-site system

development (SES)
System design and
development
Program development
Testing support
System operation and
maintenance

Solution services

- Operational design services
Infrastructure design, development,
implementation / consulting

- System operation services
System operation, administration,
monitoring

- Security operation services
Server / environment development

- Client device setup services
Software installation /
environment development

Human resource
utilization / staff dispatch
- Help desk services
PC hardware, app support/
email support desk /
network support /
PC hardware configuration,
instructors

- Staff support services
Data entry support,
accounting, administration,
English language operations/
office automation, sales
administration / equipment
design, development
assistance / system
inspection, maintenance/ SE
assistance, product inspection
/ equipment evaluation/ CAD
operators

© Business Brain Showa -Ota Inc.

Call centers

24/365 support available
Busy and Off-peak support,
and short term support
available

Handling of help desk, call
support, system monitoring
operations by multiple
members

77/ BBS

Education centers

Training inexperienced staff,
educational centers

[Courses]
Systems Engineer course
Help desk,
Infrastructure Engineer course

[Training content]
IT basics training
Programming training
e-Learning training
Qualifications training
Practical training

21

/4

Finally, | would like to introduce Twinkle Corporation, which newly joined our group in January. Since its
establishment in 1996, Twinkle has been engaging in human resource support, help desk operations, BPO call
centers, system operation, and other businesses based on technology and knowledge supported by a wealth
of experience, especially in system services and infrastructure construction at major electronics
manufacturers.

We are confident that this acquisition will strengthen BBS's system infrastructure services and solutions in the
system construction and operation business, along with the call center operations in the BPO business,
enabling us to make a further contribution to solving our customers' back-office issues.

That concludes my announcement. Uehara will now give an overview of the financial results. Thank you very

much.

Support
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AFinancial Highlights] Consolidated Operating Results /I/ BBS

(millions of yen)

Year ended March|Year ended March| Change from Earnings Ratio to
31, 2023 31, 2024 previous year forecast* expected value
orders received 39,751 34,691 -12.7% = =
Revenue 37,063 34,218 -7.7% 34,000 100.6%
Business profit 3,207 2,543 -664 2,400 106.0%
eRinesl 8.7% 7.4% | -1.3 points 7.1% -
Operating profit 3,208 20,697 545.2% 20,598 100.5%
Profit before tax 3,241 20,582 535.0% 20,525 100.3%
Profit 2,067 14,167 585.5% 14,309 99.0%
ovontre of arent C 1,838 14,146 669.4% 14,279 99.1%
Nerion ot ot ehavefor | 154,69 yen | 1,224.38 yen | +1,069.69 yen = -
ROE 13.0% 64.4% 51.4 points - -

* Values announced on July 31, 2023
© Business Brain Showa -0ta Inc. /4 23

Uehara: Hello, everyone. | am Uehara, the manager of the management headquarters. | will now provide an
explanation of our financial results for the fiscal year ended March 2024.

First, let’s look at the summary of the consolidated financial performance. Orders received totaled JPY34.691
billion, a decrease of JPY5.1 billion or a 12.7% decline. Sales revenue was JPY34.218 billion, a decrease of
JPY2.8 billion, or a 7.7% decline.

Although business profits were JPY2.543 billion, a decrease of JPY664 million, or a 20.7% decline, it exceeded
our forecasts by JPY143 million.

The main reason for the decrease in these figures is attributed to a decrease involving the exclusion of our
subsidiary GSX from consolidation.

Although these figures are below operating profits, we incurred JPY18.1 billion in profits from loss of
ownership of the subsidiary through stock sales of GSX and other companies. As a result, the figures have
increased significantly compared to the previous fiscal year.

As you can see, operating profits were JPY20.697 billion, profits before taxes were JPY20.582 billion, current
profits were JPY14.167 billion, and current profits attributable to owners of the parent company were
JPY14.146 billion. The increase rate for each of these figures exceeds 500%.

| will explain the details from the next page.
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[Financial Highlights] Orders Received, Backlog of Orders, #7//BBS
and Revenue (financial reporting basis) (1)

* BBS changed to IFRS from the fiscal year ended March 2021,

and the scope of consolidation has changed. (millions of yen)
Since the impact of this change is minor, the figures before the

fiscal year ended March 2020 are not retroactively processed, and

use the figures based on Japanese standards. Orders
34,691

35,000 |
30,000 |
25,000 - 34,218
20,000 |
Backorders
15,000 - 11,425
! %o;
¢ <
10,000 | ), ¥ o
5,000
0 - T T T
FY2019 FY2020 FY2021 FY2022 FY2023 FY2024
Japan standard Japan standard IFRS IFRS IFRS IFRS
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First, the status of received orders. Although orders received and sales revenue both grew steadily until the
previous fiscal year, they have decreased by 12.7% YoY as mentioned earlier. With the decline in orders
received, the backlog of orders also decreased similarly.

As mentioned earlier, the major reason for the decrease was the exclusion of GSX and other companies from
consolidation. | will describe the details on the next page.
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[Financial Highlights] Orders Received, Backlog of Orders, /7/BBS
and Revenue (financial reporting basis) (2)

45 000 (millions of yen)
! Orders received, backlog of h . 4 ved
orders, and revenue Change in orders receive Decrease in orders received,
40,000 - 39,751 backlog of orders, and revenue
35,000 - 508 792 34,691 -+ Orders received and revenue declined over
—  — previous year
30,000 - -6,460 (Decrease in orders received due to
exclusion of GSX and MICS from
— Increase/decrease — consolidation)
FY2023 "7 acquisitions P9 FY2024 - In addition to the decline in orders
20.000 | received, backlog of orders decreased due
! Change in sales to the exclusion of consolidation and
Backorders 37,063 failure to accumulate new for existing
15,000 | 11,425 4 business
2,666 34,218 - System development orders to handle
10,000 | policy changes for financial industry and
608 fund wrap system orders remained strong
5,000 -6,119 - Sales and earnings increased in the
accounting system domain due to system
“Exctuding Increasefdecrease development in Tokyo and recovery of
0 4 : ! FY2023 GSX, etc. New ‘fl‘jex‘s“”g FY2024 BSC business performance
FY2023 FY2024 acquisitions usness

IFRS IFRS
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The graph on the left is a cutout of the past two fiscal years from the previous page, whereas the graph in the
middle shows the change from the previous fiscal year to the current one.

First of all, if you refer to the graph at the top where it shows orders received, it has decreased by JPY5.06
billion from JPY39.751 billion in the previous fiscal year to JPY34.691 billion in the current fiscal year. The
breakdown is the JPY6.46 billion attributed to the exclusion of GSX from consolidation, which | mentioned
earlier.

Although we hoped to cover these losses with the newly acquired Fresco and Twinkle, as well as receiving
orders from existing businesses, we unfortunately could not achieve increased revenues and experienced
significant losses in received orders instead. This is due to limited resources resulting from allocating them to
address poor-performing projects in our existing business, coupled with our inability to win large-scale
projects for our BPO business this fiscal year.

Although sales revenue also decreased similarly by JPY2.845 billion from JPY37.063 billion in the previous
fiscal year to JPY34.218 billion in the current fiscal year, while there was a JPY6.119 billion decrease from the
exclusion of GSX and other companies from consolidation, existing businesses increased by JPY2.666 billion
and recovered about half of these losses.

As an overall result, the current fiscal year’s sales revenue increased while the backlog of orders also
decreased significantly. Although the chart may indicate it in this manner, this is mainly attributed to excluding
GSX and other companies from consolidation, which | mentioned earlier. If you turn to the next page, you can
confirm the details.
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[Financial Highlights] Orders Received, Backlog of Orders, /7//BBS
and Revenue (after deconsolidation)

millions of yen
40,000 ( yen)

Revenue increased but orders received and backlog of orders

35,000 - remained unchanged

- Sales from orders received remained almost unchanged over previous period at
30,000 - 1.1%
(Consulting/Sys. Dev. +2.3%, BPO -2.2%)
25,000 - - Backlog qf orders also almost unchanged over previous period at -0.8%
(Consulting/Sys. Dev. -1.9%, BPO +0.1%)
20,000 - Revenue continued to increase
- System development orders to handle policy changes for financial industry and
Backorders fund wrap system orders remained strong
15,000 4 11,425
. - Revenue increased in the accounting systems domain due to system

10,000 development in Tokyo and recovery of BSC business performance

5,000 * BBS changed to IFRS from the fiscal year ended March 2021,

and the scope of consolidation has changed.

Since the impact of this change is minor, the figures before the

0 | fiscal year ended March 2020 are not retroactively processed, and
FY2023 FY2024 use the figures based on Japanese standards.

IFRS IFRS
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This page shows the graph on the left side of the previous page, which excludes the effects of GSX and other
companies. The figures we have announced in our quarterly statements exclude these effects of GSX.
Therefore, | think these figures are the accurate ones.

As you can see, orders received and sales revenue from existing businesses for the current fiscal year are
almost in line with expectations, resulting in an order backlog that is almost unchanged from an existing
business basis.

As you can see, the original level for the order backlog that | mentioned earlier is shown here. | believe you
can see that the order backlog itself has also disappeared due to GSX and other companies.

Nevertheless, it’s true we couldn’t manage to increase the order backlog in our existing businesses. As we are
devising various plans to further boost sales from the new fiscal year, we have started with some difficulties.
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I:)F
asis)
7.5%
6.9%
Target business
profit margin
6% 6.0%
3,500
3,000
2,500
2,000
1,500
1,000
500
0
FY2019 FY2020

Japan standard Japan standard

7.5%

7.0%

FY2021

IFRS

8.5% 8.7% Business profit
- margin
7.4%
7.0% 7.0% 7.0%
Business profit
3,207
2,543
FY2022 FY2023 FY2024
IFRS IFRS IFRS
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inancial Highlights] Business Profit (financial reporting /77/'BBS

Decline due to impact of
deconsolidation

Business
profit
Fiscal year ended March 31. 2023
(first half) 3,207
Gross profit decrease (-) -1,153
Increase in SG&A expenses
(- indicates an increase in expenses)
Decrease due to deconsolidation 913
(GSX, MICS)
Outsourcing costs -149
Hiring costs -45
Advertising costs -46
Maintenance fees -80
Other -104
Increased profit due to decline in 489
SG&A costs
FY2024 (current period) 2,543

* BBS changed to IFRS from the fiscal year ended March
2021. Figures before the fiscal year ended March 31,

2020 are posted as a reference to illustrate performance

trends. Also, figures shown are operating profit untithe 27
fiscal year ended March 2022 I

Now please refer to the business profits. Business profits decreased by 21% to JPY2.143 billion. The analysis
of changes from the previous fiscal year is shown in the table on the right.

Business profits for the previous fiscal year were JPY3.207 billion, whereas a decrease in gross profit from a
decline in sales was JPY1.153 billion. SG&A expenses also decreased, which contributed to an increase in
profits, amounting to JPY489 million. Finally, business profits for the current fiscal year were JPY2.543 billion.

As you can see, the biggest reason for the decrease in SG&A expenses was the elimination of SG&A expenses
attributed to the exclusion of GSX from consolidation.

Other factors such as outsourcing and recruiting costs have been increasing, and these are the main reasons

for the increase in expenses.

Support
Japan
Tollfree

050.5212.7790
0120.966.744

North America
Email Support

1.800.674.8375 _—' SCRIPTS

support@scriptsasia.com - Asic's Meetings, Globally

22



/4
[Financial Highlights] Cash Flow

Cash balance maintained despite acquisition of subsidiaries

77/ BBS

(millions of yen)
14,000

13,500
13,000 =301
12,500
12,000
11,500 394
11,000 [ |
-2,037 -
10,500 =726 -
10,000 9,906
-715 77
o -
9,000
23/3 remainder Sales CF ' Software ~ Subsidrary * Subsidiary sale Lease debt  Dividend payment Other 24/3 remainder
acquisition acquisition revenue repayment
expenditures

Subsidiary acquisition expenditures
Total cost of acquiring Fresco and Twinkle was 3.51 billion yen, but
actual outlay was 2.031 billion yen due to large amount of cash in hand

© Business Brain Showa -Ota Inc. I 28

| would like to continue with an explanation of cash flow. The cash balance at the beginning of the fiscal year
was JPY10.217 billion, which was JPY9.906 billion at the end of the period, a decrease of JPY311 million in cash
throughout the year. The change is shown here.

For the increase factors, operating cash flow increased by JPY3.15 billion, while the outgoing cash flow factor
was JPY2.037 billion in expenditure for the acquisition of subsidiaries. These are the two big ones.

As you can see from the comments shown here regarding the acquisition of these subsidiaries, Fresco and
Twinkle were acquired during the current fiscal year for a total of JPY3.51 billion. However, Twinkle
particularly had a great amount in cash reserves, meaning their reserves of JPY2.037 billion cancel out the
majority of the JPY3.51 billion in outgoing cash flow.

On the other hand, the sale of GSX and other companies resulted in a gain of JPY2.053 billion, and the cash
held by the two companies was excluded from the consolidated financial Statements this time. The incoming
cash flow on a consolidated basis was JPY394 million.

Support
Japan 050.5212.7790 North America 1.800.674.8375 — SCR' PTS
Tollfree 0120.966.744 Email Support support@scriptsasia.com = Asia’s Meetings, Globally

23



/4
[Financial Highlights] Return on Equity (ROE) V74

64.4%

Deteriorating in fact despite major
improvement due to temporary profits

»  ROE performance showed major improvement
of 64.4% due to a gain of 18.1 billion yen from
loss of subsidiary control
15.7% 15.6% 14.9%
13 0% 149% Net profit margin on sales revenue (5.0%—41.3%)

Target return on
equity (ROE)

FY2020 FY2021 FY2022 FY2023 FY2024 FY2024
Japan standard IFRS IFRS IFRS IFRS IFRS (Adj)
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Next, | will explain the ROE. This figure also improved significantly from the previous fiscal year due to profits
from the loss of control over GSX and other companies, resulting in a figure of 64.4%. As shown here, this is
only a temporary factor. If we exclude the gain from the loss of control and calculate the current fiscal year’s
ROE, it would amount to 7.1%, where the figures are worsening significantly. The major factor lies in how
equity capital increased from the sales of GSX stocks. As Komiya explained earlier, we would like to raise this
level to 12% in three years as mentioned in the medium-term management plan starting this fiscal year.

Total capital turnover (1.3—0.9)

10

Financial leverage (2.1—1.7)

When this profit is excluded, then there was a
7.1% decline due to increased equity capital
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[Earnings Forecast] Dividends

Set to 39 yen at the end of period for an annual 75 yen
according to basic policy of 40% consolidated dividend
payout ratio excluding temporary gains and losses.

77/ BBS

38.0% 37.9%

30.9% 4 o A
18.0% ot -
. 17.2% /

@ m—
11010
em K K | |

FY2011 FY2012 FY2013 FY2014 FY2015 FY2016 FY2017 FY2018 FY2019 FY2020 FY2021 FY2022 FY2023 FY2024

(Yen)

* The Company conducted a 2for-1 stock split of common stock, effective July 1, 2020.
Accordingly, the annual dividend per share for the fiscal year ended March 31, 2020 and prior is shown after taking into aogbthe stock split.
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As for dividends, from this fiscal year, the consolidated dividend payout ratio excluding the temporary change
basically amounts to 40%. Since we specified an interim dividend of JPY36 per share, we would like to pay a
year-end dividend of JPY39 per share for a total annual dividend of JPY75 per share, as a result of adjusting to
40% for actual profits, based on our dividend policy.

/4

[Financial Hightights] Profit (Loss) by Segment /7/'BBS
financial reporting basis)

Consulting and system development business i Management services (BPO) business

Revenue Revenue
® YoY: - 3,326 million yen (-11%) = YoY: +358 million yen (+4%)
(millions of yen) 8,736 (milionsof yen)
29,202 25,876 8,378 ’
FY2023 FY2024 FY2023 FY2024
Business profit Business profit
| YoY: -722 million yen (-28%) = YoY: +65 million yen (+10%)
2,543 (millions of yen) 675 740 (milions of yen)

1,821 ;
Business ! - * prc?#ts%easrzm Business profit
8.7% | profit margin Business profit 8.1% 8.5%

7.0%

FY2023 FY2024 FY2023 FY2024
© Business Brain Showa -Ota Inc. I 3 1

I will now explain the performance by segment. These are the so-called financial report-based figures, with
the amounts of GSX and other companies shown as is. For the business profit for the consulting and system
development business, you can see that the figures have decreased significantly.
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[Financial Highlighte) Profit (Loss) by Segment //7//BBS
reflecting deconsolidation)

Significant increase in sales and profit in the consulting and
system development businesses

Consulting and system development business i Management services (BPO) business

Revenue Revenue
® YoY: +1,826 million yen (+8%) = YoY: +837 million yen (+11%)
(millions of yen) (millions of yen)
23,658 25,484 y 7,803 8,640 y
FY2023 FY2024 FY2023 FY2024
Business profit Business profit
| YoY: +20 million yen (+1%) = YoY: +82 million yen (+13%)
1,807 1,827 (milonsofyen) 649 731  (milionsofyen)

Business Business profit - Business profit
profit margin aam profit margin 8.5%

7.2%

FY2023 FY2024 FY2023 FY2024
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On the next page, we have prepared the changes based on existing businesses, excluding the effects of GSX
and MICS. If you refer to this, although both sales revenue and business profits increased in both segments,
the consulting and system development business saw a slight decline in profit margin. | would like to discuss
these factors in more detail in the next section regarding the status by sub-segment.

/4

Financial Highlights] Details of Consulting and System //7//BBS

evelopment Business (financial reporting basis (millions of yen)
Revenue Segment income

7.6%

Year ended Year ended YoY Increase Year ended Year ended YoY Increase
March 31, 2023 March 31, 2024 (decrease) March 31, 2023 March 31, 2024 (decrease)

e mEs 18,605 952 1,449 1,401 42 N

T iy T 5357 6002 735 214 o1 87 S
Information security consulting 5,544 392 -5,152 736 -6 -742
PLM support solutions 1,148 1,197 49 / 173 46 -127
(Adjustment) -500 -410 90 -29 -11 18
Segment total 29,202 25,876 -3,326 2,543 1,821 -722

© Business Brain Showa -Ota Inc. / 33

First, here is a sub-segment status for the consulting and system development business. This table includes
GSX.
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[Financial Highlights] Consulting and System Development /// BBS

Business Details (GSX deconsolidation (millions of yen)

Year ended Year ended YoY Increase Year ended Year ended YoY Increase
March 31, 2023 March 31, 2024 (decrease) March 31, 2023 March 31, 2024 (decrease)
e 17,653 18,605 952 X 1,449 1,491 2
Svste';nggggfmsg;;‘" the 5,357 6,092 735 ¥ 214 301 87
PLM support solutions 1,148 1,197 a9 N 173 46  -127
(Adjustment) -500 -410 90 -29 -11 18
Segment total 23,658 25,484 1,826 N 1,807 1,827 20 =p

L 4

m Accounting system consulting and system development
Steady progress for system developmentin Tokyo and BSC, but profits stagnated due to the impact of poor project performance in
West Japan.
m System development for the financial industry
Increased revenue and profits due to more projects thanks to policy changes and steady progress in our package fund wrap progcts.
u PLM support solutions
Revenue increased with acquisition of Fresco (FRSC), but major decline in profits caused by troubled projects.

34
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The next page shows the version excluding GSX, which | would like to provide specific details for. Essentially,
it excludes the information security consulting row from the previous table and there weren’t many effects
on other businesses.

For the accounting system consulting and system development business shown at the top of the list, the
construction-related business for BBS, our parent company, has been growing. Additionally, sales from BSC,
which was acquired last year or the year before, have also increased considerably and resulted in a significant
revenue increase.

As you can see, the profit and loss show increased revenues but insufficient growth compared to the increased
amount in sales. One of the reasons for the worsening profit margin is that BBS had some poorly performing
projects, especially in the Kansai region. Nonetheless, they did not lead to losses.

Since this project has already been completed, there will be no direct loss in the new fiscal year. But as |
mentioned earlier, there is a slight effect on orders received. We are now in the process of regaining orders
over Q1 and Q2 of the current fiscal year.

In the second row with system development for the financial industry, sales of fund wrap projects were strong,
as well as the new NISA, which is one of the topics. The new NISA project created as a result of a systemic
revision, contributed to strong performance.

However, we started operations this January, as we announced regarding the new NISA. This operation was
largely completed last year. From the new fiscal year onward, we need to find another form of opportunity
that creates profits.
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This is the PLM support solution. Unfortunately, we’ve incurred poorly performing projects at our subsidiary,
PLM Japan regarding this. The Company itself has posted a significant decrease in both sales revenue and
profits.

On the other hand, with the aforementioned acquisition of Fresco, the total of these two companies amounts
to a revenue increase. But in terms of profits, Fresco itself was still burdened with PMI expenses and other
matters. As a result, it hasn’t contributed much to the current fiscal year’s profits and showed an overall loss
of profits.

Although the PLM Japan project has been performing poorly, it's coming to an end. It hasn’t been completed
yet, but we have included the countermeasure costs to this financial statement and | don’t think we will see
any further losses incurring for the new fiscal year.

/4

Financial Highlights] Managﬁment Services (BPO) 77/ BBS
usiness Details (excluding MICS (millons of yen)
Revenue Segment income
Year ended Year ended YoY Increase Year ended Year ended YoY Increase
March 31,2023  March 31, 2024 (decrease) March 31,2023  March 31, 2024 (decrease)
HR and payroll related
outsourcing 3,276 3,392 116 / 511 513 2
Outsourcing for global
companies 1,889 2,072 183 / 42 0 -42
Outsourcing for foreign
companies 1,012 1,105 93 / 85 94 9 -
Onsite BPO 1,706 2,190 484 / 81 126 45 /
(Adjustment) -80 -119 -39 -70 -2 68
Segment total 7,803 8,640 837 / 649 731 82 /

mHR and payroll related outsourcing
Revenue increased mainly due to penetration of price hikes, but profits stagnated due to increase in equivalent personnel costs.

m Outsourcing for global companies (supporting BPO for highly specialized business operations, etc.)
Revenue increased thanks to rising unit price, expanded operations for existing clients, and steady progress at payment subsi  diary, but profits
declined due to increased personnel and investment in optimization.

m Outsourcing for foreign companies
Revenue increased due to expansion of customers to domestic companies through bilingual projects. Profits  remained unchanged due to
expansion of locations through M&A and increased hiring.

mOn-site BPO
Increase in revenue and profits with Twinkle (TWK) acquisition.
© Business Brain Showa -Ota Inc. I 36

The status of the management services (BPO) business is shown on a table on the next page, excluding the
details for MICS, which | will explain. MICS is included in the onsite BPO category at the bottom of this table.

The price hike for the human resource’s payroll-related outsourcing services has led to increased revenues.
However, the corresponding personnel expenses have also risen. Therefore, the effects on profits are not so
significant.

On the other hand, | believe we have mentioned several times about the difficulties we are experiencing in
building a sales structure. Due in part to these factors, although sales growth has not been very strong, we
are gradually receiving orders. As this is associated with BPO, there will be a time lag in sales reflection. We
expect performance to gradually recover.

In the area of outsourcing services for global companies, increases in unit prices, expansion of existing
customer operations, and the payment businesses of subsidiaries performed well, increasing revenues.

On the other hand, we have recorded investment expenses to improve efficiency by using new technology,
along with an increase in personnel expenses, resulting in decreased profits.
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In recent years, we have seen increased customer expectations in offering a full package of services for these
large projects, and although we originally specialized in BPO services for this highly specialized field that BBS
was an expert in, we are now struggling to receive orders in this area.

For simple and large-volume operations, we are proceeding with the efficiency investments that | mentioned
earlier and hope to introduce automation. We are currently in the phase of creating a system where we can
make proposals that cover a wide range of operations.

In the outsourcing business for foreign companies, we have a business where we have English-speaking
personnel who handle accounting and human resource payroll management for Japanese subsidiaries and
branches of foreign companies in Japan. With the current economic situation and the number of incoming
projects not increasing, we are conducting sales activities targeting small and medium-sized domestic
companies. As a result, we have managed to increase both revenues and profits.

The reason for the sluggish profits despite the increase in sales is attributed to small-scale M&A and other
activities, whose related expenses have slightly increased.

The last one mentions onsite BPO, which posted an increase in both revenues and profits due to the
acquisition of Twinkle. Although existing businesses saw a slight increase in revenues, this can be a painful
experience, as increased revenues require recruiting activities, which in turn increases recruiting costs. This
leads to unchanged profit levels where profits incur later on.

/4
[Financial Highlights] Consolidated B/S [Assets] (IFRS) +7/'BBS

Assets
(millions of yen)
(20,651) (22,786) (28,296) (30,393) (44,715)
] B Other non-current assets
2,840 Deferred tax assets
Other financial assets
M Investments accounted for using the equity
— method
T 1,951 Goodwill
1,773 2,654 neof
Right-of-use assets
THET o 3074 (23
ﬁ 2’367 3,726 2716 Other current assets
%'Z;g 1,698 m Z — ® Other financial assets
[— i:g:i 5,618 Gl 5,239 Contract assets
4,613 Trade and other receivables
6.441 8,262 8,639 10,217 9,906 Cash and deposits
FY2020 FY2021 FY2022 FY2023 FY2024 /
! . 37
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| would also like to explain a little more about the consolidated balance sheet. | will start with the asset side.
| am sorry to have to repeat this many times, but the investment process through the equity method has
increased significantly due to the stock revaluation and market capital revaluation following the process of
turning GSX into a subsidiary. Also, the amount of goodwill has increased due to the acquisition of two
subsidiaries.

Furthermore, with regard to trade and other receivables, there happened to be relatively few Acceptance
projects for large-scale projects at the end of the current fiscal year. Therefore, the balance decreased.
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[Financial Highlights] Consolidated B/S [Liabilities and II/ BBS
Equity] (IFRS)

Liabilities and Equity

(millions of yen)

(20,651) (22,786) (28,296) (30,393) (44,715) _— .
—— H Lease liability (floating)
2,621
20,000 4 Trade and other payables
’ 4,370
35,000 4 2 009 Contract liability
Other current liabilities
30,000 - m
N 4 Lease liability (fixed)
25,000 | 2,328 1,508
— 5,384 Retirement benefit liabilities
20,000 —— 1’778 4'484
1,580 3,870 3,076 2,408 Deferred tax liabilities
15,000 3,456 1,357 1,304

Other non-current liabilities

10,000 ® Non-controlling interests

5,000 - u Total equity attributable to owners of

the parent company

FY2020 FY2021 FY2022 FY2023 FY2024
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The main reasons for the change in debt and equity are attributed to two reasons. These are the total equity
attributable to owners of the parent company due to incurring profits from the control loss in the subsidiary,
and the deferred tax liability relating to this profit.
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[Financial Highlights] Business Quadrant Analysis /7/'BBS
ROIC and Growth) (1)

onsulting and System Development Business (by Company)

Circle size indicates business profits ]

130.0%
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As a new attempt, we have conducted a business portfolio analysis and would like to report on this as well.

This is a summary of our group's situation, which uses the quadrant analysis in METI's Business Restructuring
Guidelines as a reference. Each group company is plotted on this quadrant, with the partially modified ROIC
and sales growth rate shown as axes. The dotted line indicates the situation for the previous fiscal year ended
March 2023. The size of the circles indicates the size of the business profits.

Although this shows the statuses by company, the relationship with sub-segments explained earlier is
summarized in a corresponding table on page 22. Therefore, | hope you can refer to that page.

Also, for the acquisition of Fresco in the current fiscal year, which is indicated as FRSC, along with Twinkle as
TWK, please note that these figures are based on the most recent one-year financial results and are slightly
different from the ones actually incorporated into this consolidated financial statement.

What you are seeing now is the status of a group of companies in the consulting and systems development
business. The majority of companies are shown on the right side. They are positioned on the side that exceeds
60%, which is the KPI for the new medium-term management plan. For Fresco, the ROIC is relatively low due
to the PMI costs associated with the acquisition added to it. We expect this to slide to the right side of the
graph during the next fiscal year.

Although Joyworks, or JW is in a situation where it seems to be stuck in the lower left quadrant, its business
is mainly a temporary engineer staffing business called SES. The business details are similar to FBS and BSC
and have similar positions.

The reason why it remains in this quadrant is attributed to how low its projects lie in the outsourcing hierarchy
in the software industry, particularly at the secondary and tertiary levels. Another reason lies in how the
number of temporary staff is low at one or two personnel, therefore lowering the price for each project.

Currently, we are working hard to replace operations and improve the system. Hopefully, as these efforts
progress, we will shift toward the upper right quadrants where FBS and BSC are.
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This is the status of the management services (BPO) business. First, as | explained earlier, the profitability of
BBS's BPO business that is especially related to the area of outsourcing for global companies has been
worsening. This is due to investments to improve efficiency and other factors. Although the situation is stuck
on the left side, we believe that once that investment has run its course, it will return to its original position.

A common fact for both segments is that, although | believe we have roughly achieved our investment
efficiency targets, there are still agendas in terms of growth potential. Another thing is that the BBS Group
has yet to develop the businesses that should come under the new business quadrant on the upper left, and
new businesses that should take the lead in the future. We would like to focus on these agendas in our
medium-term management plan.
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Here is the list of segments and the companies in charge, as | mentioned earlier.

. /
LFinanciaI Highlights] Human Capital Investment /77 BBS

R Policy Revision - Building HR Policy to Achieve Goal 2030 (Note) Primarily implemented at parent
company BBS

Revision policy
Highly acceptable compensation that considers the market
Encourage taking on challenges and reward employees who achieve results
Pursuit of happiness in a manner that suits each employee
Revisions - Step 1: mainly compensation policy
Basic salary structure: Changed structure for easier reflection of market/company situation, individual performance
Salary increase speed: Revised compensation amounts for high evaluations and promotions to increase overall compensation levé

Bonus to monthly salary ratio: lowered bonus ratio and increased monthly salary primarily for lower ranks (no change in annud
income)

Scope of deemed overtime policy: expanded to include lower ranks. Increased stablesalary considering life plans and working styles

Results

Average salary increase for all employees: 86% (including regular raises), approximately 40% increase in monthly salary particularly
for lower ranks

Ranked 5th in increase in starting salary (293,500 yen, 70,000 yen increase, from 2024/4/8 article in Nikkei Shimbun)
Upcoming plans

Step 2: Plan to implement revisions to rank standards and evaluation policy inFY2025
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At the end of the overview presentation, | would like to introduce a topic on human resources, which is one
of the major agendas for growth. The parent company, BBS is currently reviewing its personnel system as a
measure to achieve Goal2030. In the fiscal year ended March 2024, we implemented a review of the
compensation system as the first phase of this review. The point lies in wages, especially monthly ones for
employees in their 20s to early 30s, where competition for hiring is the hardest. We took measures to improve
retention rates or to offer an advantage in terms of the hiring process by raising monthly wages instead of
annual ones.
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As a result of the revision, which is shown here with specific revision details, the average wages for all
employees increased by 8.6%, especially the monthly ones for the targeted employees ranking lower on the
wage system. This is based on monthly wages, which have increased by nearly 40%. This will be in effect from
April 2024.

As shown below, the Nikkei Newspaper also wrote an article on the ranking of increases in starting salaries
for new graduates, ranking us at fifth. We managed to increase the wage to nearly the JPY300,000 level,
slightly affecting application responses, especially for new graduates.

/4
/[Earnings Forecast] Consolidated Operating Results #+/'BBS

1

Si nu I S ected ecrease

(millions of yen)

Fecalyear ended March [Fiscalyoar endig Mareh [ oo Yo¥ change
Orders received 33,671 39,500 5,829 17.3%
Revenue 34,218 40,000 5,782 16.9%
Business profit 2,543 2,790 247 9.7%
Business profit margin 7.4% 7.0% -0.4% -
Operating profit 20,697 2,790 -17,907 -86.5%
Profit before tax 20,582 3,210 -17,372 -84.4%
Profit 14,167 2,660 -11,507 -81.2%
Profit attributable to owners 14,146 2,630 -11,516 -81.4%
Ratio of proft attributable 41.3% 6.6% -34.7% -
Dividend per share 75 yen 78 yen 3 yen -
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| would now like to continue with a brief explanation of our earnings forecast for the new fiscal year. As you
can see from the part in Komiya's presentation, we have announced the earnings forecast for the fiscal year
ending March 2025 will be JPY40 billion in sales revenue for existing businesses and JPY1.3 billion from M&A
and new businesses, for a total of JPY41.3 billion. For the quarterly statements, we have excluded M&A and
new businesses, and announced the amount based on JPY40 billion from existing businesses.

The sales revenue of JPY40 billion is a 16.9% increase YoY, which includes the annual sales of the two newly
acquired companies along with the increases associated with them. We expect a 10% growth for the existing
businesses.

On the other hand, although business profits have not grown much, we plan to invest relatively large amounts
in the next fiscal year to launch new businesses, as mentioned earlier in the medium-term management plan.
The total strategic investment was JPY700 million, an increase of JPY300 million YoY. We hope you understand
that this increase has reflected poor profit rates.

The profits before taxes for the fiscal year ending March 2025 was JPY3.21 billion, whereas current profits
were JPY2.66 billion. If you were to take the ratio into account, profits before taxes would be 83% for current
profits, resulting in a very minor burden for corporate tax.

The reason for this is that the parent company merged with a subsidiary this past April, and the subsidiary had
a large amount of loss carried forward in terms of taxes. Until now, we have been evaluating the recoverability
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of losses carried forward by this subsidiary, depending on its profit plan. We implemented a recovery process
after judging there was no possibility for recovery. By merging with the parent company, the judgment
depends on whether we can recover taxable income from the parent company and the merged subsidiary.
Eventually, we assumed that it’s recoverable and plan to calculate it as carried-over tax assets.

As a result, the amount is deducted from the tax amount, reducing the tax burden. The affected amount
accounts for approximately JPY400 million. However, whether or not we can recover this amount depends on
our future performance. Since this is only temporary, we have excluded it from the calculation for the dividend
payout ratio and announced a dividend forecast of JPY78.

4 /
[Earnings Forecast] 447 BBS

1. Outlook for orders received and revenue

Consulting and system development business Management services (BPO) business

Orders Orders
- Revenue = Revenue
received received
25,264 11%\,\:28,000 25,876 100/0\)?28,500
11,500
8,407 P 11,500 8,736 P '
37% 32%
Fiscal year ended Fiscal year ending Fiscal year ended Fiscal year ending Fiscal year ended Fiscal year ending Fiscal year ended Fiscal year ending
March 2024 March 2025 March 2024 March 2025 March 2024 March 2025 March 2024 March 2025
« Troubled project that occurred during previous * Major increase when including annual
period has generally settled, recovery expected performance of TWK
« Steady growth in performance expected via BSC « Expanded orders expected due to sales optimization
and newly established BMS and expanded sales channels thanks to synergy of

group company mergers

2. Conduct strategic » Proactively hire and strengthen training for career hires, including core staff
investment 700 million yen and youth

+ Develop solution service menu using new technologies
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The breakdown by segment is as shown. Since we are running a little late, | would like to conclude the
presentation for the financial results overview and the financial forecast.

I would like to inform you of one thing regarding the printed materials we provided today, which contain the
outdated information regarding the new medium-term management plan that | explained earlier. | hope we

can upload these contents separately with today’s presentation video on our website.

We have just finished filming and are currently editing the video. We hope to make it available on our website
as soon as possible. If you have the time to spare, we would appreciate it if you could refer to them.

Thank you very much for your time today.

Moderator: Thank you for your explanation.
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Question & Answer

Moderator [M]: We will now begin the question-and-answer session. This IR meeting will be completely
transcribed and published, including the question-and-answer session. Therefore, please keep in mind that if
you mention your company name and full name when asking a question, it will also be disclosed.

If you have any questions, please raise your hand. The staff in charge will bring the microphone over. Any
guestions? Anything else?

Since there are no questions, this concludes the Business Brain Showa-Ota, IR meeting. Thank you, Mr. Komiya,
Mr. Uehara. | would also like to thank everybody for their participation.

[END]

Document Notes

1. Portions of the document where the audio is obscured by technical difficulty are marked with [TD].

2. Speaker speech is classified based on whether it [Q] asks a question to the Company, [A] provides an
answer from the Company, or [M] neither asks nor answers a question.

3. This document has been translated by SCRIPTS Asia.
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Disclaimer

SCRIPTS Asia reserves the right to edit or modify, at its sole discretion and at any time, the contents of this
document and any related materials, and in such case SCRIPTS Asia shall have no obligation to provide
notification of such edits or modifications to any party. This event transcript is based on sources SCRIPTS Asia
believes to be reliable, but the accuracy of this transcript is not guaranteed by us and this transcript does not
purport to be a complete or error-free statement or summary of the available data. Accordingly, SCRIPTS Asia
does not warrant, endorse or guarantee the completeness, accuracy, integrity, or timeliness of the
information contained in this event transcript. This event transcript is published solely for information
purposes, and is not to be construed as financial or other advice or as an offer to sell or the solicitation of an
offer to buy any security in any jurisdiction where such an offer or solicitation would be illegal.

In the public meetings and conference calls upon which SCRIPTS Asia’s event transcripts are based, companies
may make projections or other forward-looking statements regarding a variety of matters. Such forward-
looking statements are based upon current expectations and involve risks and uncertainties. Actual results
may differ materially from those stated in any forward-looking statement based on a number of important
factors and risks, which are more specifically identified in the applicable company’s most recent public
securities filings. Although the companies may indicate and believe that the assumptions underlying the
forward-looking statements are accurate and reasonable, any of the assumptions could prove inaccurate or
incorrect and, therefore, there can be no assurance that the anticipated outcome described in any forward-
looking statements will be realized.

THE INFORMATION CONTAINED IN EVENT TRANSCRIPTS IS A TEXTUAL REPRESENTATION OF THE APPLICABLE
PUBLIC MEETING OR CONFERENCE CALL. ALTHOUGH SCRIPTS ASIA ENDEAVORS TO PROVIDE ACCURATE
TRANSCRIPTIONS, THERE MAY BE MATERIAL ERRORS, OMISSIONS, OR INACCURACIES IN THE
TRANSCRIPTIONS. IN NO WAY DOES SCRIPTS ASIA OR THE APPLICABLE COMPANY ASSUME ANY
RESPONSIBILITY FOR ANY INVESTMENT OR OTHER DECISIONS MADE BY ANY PARTY BASED UPON ANY EVENT
TRANSCRIPT OR OTHER CONTENT PROVIDED BY SCRIPTS ASIA. USERS ARE ADVISED TO REVIEW THE
APPLICABLE COMPANY'S PUBLIC SECURITIES FILINGS BEFORE MAKING ANY INVESTMENT OR OTHER
DECISIONS. THIS EVENT TRANSCRIPT IS PROVIDED ON AN "AS IS" BASIS. SCRIPTS ASIA DISCLAIMS ANY AND
ALL EXPRESS OR IMPLIED WARRANTIES, INCLUDING, BUT NOT LIMITED TO, ANY WARRANTIES OF
MERCHANTABILITY OR FITNESS FOR A PARTICULAR PURPOSE OR USE, FREEDOM FROM BUGS, SOFTWARE
ERRORS OR DEFECTS, AND ACCURACY, COMPLETENESS, AND NON-INFRINGEMENT.

None of SCRIPTS Asia’s content (including event transcript content) or any part thereof may be modified,
reproduced or distributed in any form by any means, or stored in a database or retrieval system, without the
prior written permission of SCRIPTS Asia. SCRIPTS Asia’s content may not be used for any unlawful or
unauthorized purposes.

The content of this document may be edited or revised by SCRIPTS Asia at any time without notice.

Copyright © 2024 SCRIPTS Asia K.K. (“SCRIPTS Asia”), except where explicitly indicated otherwise. All rights
reserved.
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