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Presentation

Moderator: Thank you for waiting. It's now time to start the financial results briefing of Business Brain Showa-
Ota Inc.

Let me first introduce the three attendees from the Company.

First, Mr. Kazuhiro Komiya, President and Representative Director.

Komiya: My name is Komiya. Thank you for attending today.

Moderator: Thank you. Next, Mr. Hitoshi Uehara, Senior Executive Officer, CFO.
Uehara: My name is Uehara. It is a pleasure to be here.

Moderator: Thank you. Next, Mr. Yukinori Okada, Executive Director, Corporate Planning Dept.,
Administration Div.

Okada: My name is Okada. It is a pleasure to be here.

Moderator: Thank you. Today, Mr. Komiya and Mr. Uehara will each give remarks. After their presentations,
we will have time for a question-and-answer session.

Now, let me ask Mr. Komiya to start.

Komiya: Hello, everyone. | am Komiya, President of the Company. The sudden cold weather made me suffer
from sore throat, so forgive me if my voice is hoarse and difficult to hear.

Thank you very much for participating in our financial results briefing today.

| will report on the most recent progress of BBS 2026, the ongoing medium-term management plan. Then,
Uehara, Senior Executive Officer, will give an explanation of the financial results.
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As shown, | will cover these points in my presentation.

First, | will explain the highlights for Q2 FY2024, then reiterate the outline of our mid-term management plan
and discuss the progress of our KPI plan and growth strategy.
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Highlights for the First Six Months (Interim) of Fv2024 ##/ BBS

Revenue, business profit and profit
. . Profit attributable to
18,064 million yen 1, 1 75 million yen 992 million yen

Year-on-year Year-on-year Year-on-year

6.3% 1 13.9% | 92.5% |

Progression rate Progression rate Progression rate

46.2% 49.0% 42.4%

© Business Brain Showa -Ota Inc. / 4

These are the highlights of our business performance for Q2 (interim period) of the current fiscal year. A
summary of our business performance is shown here.

Sales revenue totaled JPY18,064 million, a 6.3% increase over the same period last year, due in part to
contributions from Fresco and Twinkle, which were newly acquired in the previous fiscal year. The progress
rate compared to the full-year forecast announced in August is now 46%.

Business profit was JPY1,175 million, down 13.9% from the same period last year. Despite Twinkle's
contribution, the lack of orders in H2 of the previous fiscal year resulted in lower capacity utilization in existing
businesses, and it took time for increased personnel costs to be reflected in selling prices.

Meanwhile, the progress rate is now almost 50%. This is because interim business profit increased
approximately JPY200 million compared to the profit forecast that was revised down in August. However, it
still fell short of the initial forecast by approximately JPY200 million, which means the Company has recovered
some of the downward revision.

The resulting interim net profit attributable to owners of the parent company amounted to JPY992 million.
The YoY decrease was more than 90%, due in part to temporary factors such as the deconsolidation of GSX
last year.

| will stop here with the business results and let Uehara report on the details later. From now on, let me
explain the progress of the medium-term management plan.
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[Business Model]

77/ BBS

MANAGEMENT
ERVICE

e BBS
CYCLE

CONSULTING

Management
accounting

No.1

© Business Brain Showa -Ota Inc. / 5

First, business model.

The BBS Group provides consulting services to assist customers in understanding their current situation and
planning; services to support the practical use of information technology and system implementation; and
management services where customers outsource their operations to us.

We offer these services seamlessly under the BBS cycle that further improves and streamlines our customers'
operations. Although there are competitors in each of these business fields, we believe that only the BBS
Group can provide these services seamlessly and in unison with our customers.

In this mid-term management plan, we have also set KPIs and are working towards achieving them.
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Basic Policy for Achieving Goal 2030 77/'8BS

Growth Story to Achieve the Goal

B Back Office Comprehensive Supporter

® Total support for corporate back office operations by expanding our business domains around accounting
® provide solutions for all phases from
CONSULTING / /" MANAGEMENT SERVICE

B Become a hew management partner

® Becoming a back office transformer able to support new technologies and working styles

® From solving customer problems to  co-creation with the customer Backup for digital management

Sustainability Management / Strengthening human resources

® We support our customer’s sustainability management in pursuit of the leverage effect of sustainability
management
® HR development that maximizes performance leveraging Al and DX appropriately
© Business Brain Showa-Ota Inc. I 6

The following three items have been established as our basic policy toward the realization of our long-term
goal, Goal 2030.

Becoming a comprehensive corporate back-office supporter means expanding our business domains
centering around accounting field by targeting the customers’ back-office function as our core expertise. In
there, through the BBS cycle, we will provide services in all phases from business design to operations.

Becoming a new management partner suited to new ways of working and technologies means while we serve
as a back-office transformer who promotes new ways of working with new technology ourselves, we also
strive to become a promoter of the new way of management through the co-creation activities with our
customers.

Promoting sustainable management and strengthening human resources means not only practicing
sustainable management by the BBS Group, but also supporting our customers' sustainable management. We
will also promote the development of human resources who can maximize their own performance through
the appropriate use of the latest technologies such as Al.
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BBS2026 Sales Target

Redesigning the growth scenario under GSX deconsolidation

(100 million yen)
1,200 M&A/New business sales Goal 2030

77/ BBS

B oroenic sales 100 billion yen
1.000 Combining M&A/new
business for dramatic growth
800
580
600 deconi)sl)i(dation 487
413 105
51
400 342
200 475
342
FY2023 FY2024 FY2025 FY2026 FY2030

© Business Brain Showa -Ota Inc.

Y BBS2026 4
BBS2026 / ,

In the new medium-term management plan, BBS2026, we have set a sales target of JPY58 billion in three years
to ensure we achieve the sales target of JPY100 billion in Goal 2030.

Assuming an average sales growth rate of 9% for existing businesses, their sales will reach JPY47.5 billion in
three years. It will leave a shortfall of JPY10.5 billion against JPY58 billion target, and we plan to fill it primarily
through M&A and new businesses.

In this mid-term management plan, we will aggressively pursue M&A and the development of new businesses
to achieve dramatic growth.
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BBS2026 KPI /77 BBS

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

[Growth] [Capital efficiency] [Investment]
Sal th rate (including M&A
ales growth rate (including ) 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
24% by FY2026 40% or more 2.2 billion yen or more
© Business Brain Showa-Ota Inc. / 8

In this mid-term management plan, we have set 12 KPIs in the three areas; growth, capital efficiency and
investment. We believe that the BBS Group presents a solid picture of what we are aiming for, even in terms
of the figures.

Specifically, in the growth area, in addition to profit margin on sales and BPO sales ratio, we also have BBS
cycle rate, our proprietary indicator, and the ratio of female managers which is considered to be important in
human capital management. The BBS cycle rate is a KPl to promote our unique business model, as | explained
at the beginning.

In terms of capital efficiency, in addition to ROE and dividend payout ratio, we use ROIC and interest-baring
debt to EBITDA ratio as KPIs to achieve efficient management while maintaining financial discipline.

Regarding investment, we have set KPIs for M&A, R&D, and investment in human resources, and will promote
the proactive use of funds.
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Business Progress

Revenue 100,000 Business profit

(millions of yen) / n (millions of yen)

58,000
48,700
N 3,700

34,218 2,543 .
17,230 1,178
1’365
FY2023 FY2024 (now) FY2025 FY2026 FY2030 FY2023 FY2024 (now) FY2025 FY2026 FY2030

BBS2030 BBS2030

Sales increased while profits declined in the first half of the first year of the mediumterm management plan, and for the secord quarter

and on R&D investment, to achieve BBS2026.

© Business Brain Showa -Ota Inc.

of the fiscal year ending March 2025. BBS will focus management resources on strengthening growth strategies, capital, and aliances, /
/A

As a recap, for Q2 of the fiscal year ending March 31, 2025, we reported sales revenue of JPY18,064 million
and business profit of JPY1,175 million, exceeding the figures in our earnings forecast announced in August.
We believe that we will be able to achieve our full year forecast of both sales revenue and business profit for
the fiscal year ending March 31, 2025, which is JPY39 billion JPY2.4 billion respectively.
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KPI Progress under BBS2026 /// BBS

[Growth] [Investment]
Sales growth rate (including M&A)

M&A Investment
6.3% (-3.6% YoY)

(organic sales growth rate of -0.3%) No significant progress
Business profit margin on sales

6.5% (8.0% YoY) ]
R&D investment

70 million yen

(Investment progress 7.0%)

BPO sales ratio

29.5% (23.2% YoY)

BBS cycle rate

33.5%

_ _ Human capital investment
(31.0% at the end of the previous period)

Female manager ratio (BBS non-consolidated ) 200 million yen

15.7% (Investment progress 8.9%)
(14.8% at the end of the previous period)

© Business Brain Showa -Ota Inc. / 10

As for the sales growth rate as part of the growth KPlIs, we acquired two new companies to make up for the
negative growth in the previous fiscal year due to deconsolidation of GSX etc. However, due to a drop in orders
in the western Japan region in Q1 and insufficient sales due to troubled projects, we have not reached our
target. Similarly, for the business profit margin, insufficient sales in Q1 resulted in a shortfall against the target.
The BBS cycle ratio reached close to the targeted ratio that we had expected to reach at the end of the current
fiscal year. This is due to the effect of Fresco and Twinkle that newly joined our group.

The progress of the KPIs is as shown here.

Regarding KPI progress in investments, there was no significant progress in M&A. With regard to R&D
investment, we are focusing on DX-related investments. With regard to human capital investment, we were
able to secure the number of new hires initially planned through aggressive recruitment as well as education
and training programs. We are also moving forward with new initiatives on education.

In this mid-term management plan, we have listed material issues, or materiality. We then broken down the
growth stories into individual strategies, based on materiality.
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Primary Measures under the BBS2026 Growth Strategy

Deepen existing business

BBS Managed Services, Co., Ltd.

Sapporo BPOC

77/ BBS

Develop new
business/markets

New solutions

ACT-iAP procurement and
purchasing

Promotion BMS established i
of value - established template released
creation Capital/business alliance with Further expand BPO services and Created templates for
activities NTT DATA INTRAMART Corporation secure stable BPO human resources procurement/purchasing functions

via intra-Mart DX platform

Expansion of Capital
to Create Value

Strengthening
the Industrial Base

/11

© Business Brain Showa -Ota Inc.

Let me explain the measures we have implemented through September.

/4

Capital/Business Alliance Between BMS and NTT DATA INTRAMART Corporation

- Aim to expand business through total support from business process transformation to
maintenance and operations -

/Idtra-mart % /#/ BMS

[Managed services provided by BMS]

Users

Products/senices
provision
Customers

Maintenance Sales Development

77/ BBS

Aim to further expand business
through capital and business alliance

» Further expand BPO business by strengthening managed
services

» Train intra-mart engineers and strengthen development
formation g sances
BMS
» Provide total support covering everything regarding intramart
from upstream consulting to aftersales services

Operations services BPO senvices

IT management Operations

© Business Brain Showa -Ota Inc.

On August 1, we entered into a capital and business alliance with NTT DATA INTRAMART Corporation.

Through this alliance, we aim to strengthen our managed services and further expand our BPO business. We
believe that the alliance with them will contribute to further development of both companies' businesses by
training engineers and strengthening the development system at BMS, our group company.
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Establishment of New Sapporo BPO Center (July 2024)

77/ BBS

A new BPO Center, the tenth domestic location for BBS Group, was established in Sapporo. It provides BPO services,
focusing finance and accounting operations for major companies and aims to expand to a scale of 100 staff in the

future.

HR/Payroll

Kumamoto
L ]
Kagoshima
o

Established Sapporo
BPO Center
(J&S Resona Building)

HR/Payroll

Niigata
[ ]

Hibiya/Kanda
[ ]

Osaka
Y L]

Hamamatsu

HR/Payroll

REREE]
Naha services

Building exterior v

Name BBS Sapporo BPO Center

Location 4-1-2 Kita Ichijo Nishi, Chuo Ward,
Sapporo, Hokkaido
J&S Resona Bldg. 7F

Business Provides finance and accounting BPO
activities services for major companies (High
Value BPO)

Many officials attended the opening ceremony, including Tomonori Sakai , Director General of the Economic & Tourism ~ Affairs
Bureau, City of Sapporo

BASHETRRT VAV XERN

#i HIEBPOEY Y —HMR

L i S I =
' Breaking of the sake cask at the opening ceremony o
the Sapporo BPO Center on July 19, 2024
© Business Brain Showa -Ota Inc.

Furthermore, to expand our BPO business, we opened the Sapporo BPO Center in July. Sapporo is the fourth
most populous city designated by government ordinance, but there are few companies that had head office
functions there, making it easier to secure human resources for finance and accounting operations. That was
one of the reasons we opened our site in Sapporo. Our plan is to have 100 employees in three years, and we

are making steady progress.

Support
Japan
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BBS - New Product Release for the ACT Series I// BBS

- Procurement/purchasing DX solution leading to increased corporate value pf‘\(a'E'rriMocurement -

SCT-iAP  Buidson /Zdtra-mart

A DX solution that combines the BBS
solution brand ACT with the intra-mart
Accel Platform

Digital Process Automation Platform
to increase corporate value

Procurement Management System

Procurement and

-
ACT-iAP procurement and Needs-dri! low-coding devel it
el Elos (SR leeds-driven low-coding developmen Pu rchaSIng
DX GO!!

: [ ]
SACT-iAP
[Enotnotican |

Email notification

intra-mart® is a registered trademark of NTT DATA INTRAMART Corporation.
© Business Brain Showa -Ota Inc. I 14

In April, we started offering a new template for procurement and purchasing operations under our product
brand ACT Series.

Through this, we will provide our accumulated know-how of purchasing and procurement operations through
the latest DX platform. We believe that this will contribute to our customers' DX promotion and also give us
a foothold in the purchasing, procurement, and DX markets. We have already received inquiries from several
companies and are planning further functional enhancements.

Support
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GHG Emissions Targets Base Year Change and New Scope 3
Reductions Target

Applied to initiative to obtain SBT certification (November)

Changed base year for consistency with business performance

Established Scope 3 reduction target to clarify reduction targets

77/ BBS

(short-term)

Main items Previous New standard Notes
Changed Scope 1 + 2, added Scope 3 under
Base year 2019 2023
new standard
Scope 3 target
- 2030: 18% =

Scope 3 target

(long-term)

2050: Net zero

© Business Brain Showa -Ota Inc.

I 15

Finally, in the area of sustainability promotion, to strengthen our business foundation, we applied for Science
Based Target, or SBT certification in November to promote climate change countermeasures in the field of

environment.

Science-based GHG emission reductions are recognized as a rational response to greenhouse gas reductions,
and we are committed to implementing highly effective measures to combat climate change.

These are the specific initiatives for this fiscal year in the pursuit of the growth strategy of the medium-term

management plan.

Support
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Various Awards and Social Contributions 7+/BBs
Q Primary Awards & Primary Social Contributions
“mcframe Award 2024” Project of the Year <Supported JAPAN Para -Ski Federation>

- Recognized for consulting and project execution capabilities for manufacturing business  Supported operations and activities of the Para Nordic
Skiing Japan Team as the team sponsor
“Biz/AWARD 2024" Project Award
- Recognized for receiving orders for projects in multiple industries and sectors and for <Hosted 7th BBS Painting Concours>
stable project execution Created opportunities to cultivate imagination and

“BizForecast AWARD 2024" Best Partner Award and Best Project Award  €xPressiveness among children as the next generation
- Recognized for contributions in multiple domains including business activities in Thailand 7 ) i
and overseas business optimization projects »7/ Leading award winners at the 7th BBS
Painting Concours

@ The awards ceremony

A “mcframe Award 2024” held in May 2024. ANTT DATA BIZINTEGRAL Corporation President & - - -
Business Engineering CorporationPresident& CE0  CEO Koji Tanaka (left) and BBSManaging Director BBS Grand Prize Seitaro Prize
Masakazu Haneda (left) and BBSManaging Director Hisato Noda (right) Yu?(lel_!'nurab(Aomorl Prefecture) ISumIﬁ_Ongrara (Saitama Prefecture)
Yuji Nakamura (right) at the awards ceremony Kakkoii Nebuta nochkno Jump
© Business Brain Showa-Ota Inc. I 17

That concludes the progress of the medium-term management plan. Lastly, let me share with you a few topics.

The BBS Group's efforts in the production management project were highly evaluated and awarded the
Project of the Year Award by our business partner, Business Engineering Corporation. This is the third
consecutive year that we won awards from them.

We received a project award from NTT DATA BIZINTEGRAL Corporation in recognition of our project orders
and stable project promotion in multiple industry sectors. In addition, Primal Inc., has honored us with an
award for our business development and project track records in Thailand, as well as our contributions in
many other areas.

We will continue to build relationships that allow us to grow together with our partners.

In terms of social contribution activities, we continue to support the Japan Para-Ski Federation and assist in
the operation and promotion of Japan Para-Nordic Ski Team. And as an opportunity to foster creativity and
expression in the children who will lead the next generation, we sponsored the BBS Painting Contest, and the
selection of the Grand Prize and other prizes for the 7th contest was held. The winning entries are posted on
our website, so please take a look at the children's masterpieces.

That concludes my part of the presentation. Uehara will now give an overview of the financial results. Thank
you.
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/—lighlights for the First Six Months (Interim) of Fv2024 #// BBS

Revenue, business profit and profit
. . Profit attributable to
18,064 million yen 1, 1 75 million yen 992 million yen

Year-on-year Year-on-year Year-on-year

6.3% 1 13.9% | 92.5% |

Progression rate Progression rate Progression rate

46.2% 49.0% 42.4%

© Business Brain Showa -Ota Inc. / 19

Uehara: Hello, my name is Uehara. | will explain the business results for Q2 of the fiscal year ending March
31, 2025.

Highlights of the business performance were already explained by Komiya at the beginning, so | will not go
into them. | will discuss individual situations, starting with the orders received.
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orders Received and Backlog of Orders ++/'BBS

Orders received: +2.76 billion yen, +17.2% over previous first half, Backlog of Orders: +1.14 billion yen, +10.3% over previas first half

Contributions included recovery in consulting and system development business and new BPO subsidiary

Unit: million yen

39,751

33,647 33,671
Orders
received

28,163 20,635

16,752 17,567

Backlog
of orders

19,117

14,234
First half

2103 2203 2303 2403 2503

© Business Brain Showa -Ota Inc. / 20

Orders received during the period under review increased by JPY2.76 billion, or 17.2%, compared with the
same period last year. As a result, the order backlog increased 10.3%, to JPY1.14 billion, compared with the
same period last year.

Although some of the increase was due to the acquisition of subsidiaries, in general, we believe that the
situation has recovered considerably from the previous fiscal year, especially from H2 of the previous fiscal
year.
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Orders Received and Backlog of Orders By segment 77/ 8BS

Consulting and system development (unit: million yen) Management services (BPO) (unit: million yen)

15,735

14,838

14,423

13,444
Orders 12,660 12,796
received

UHEE) 7,400
Backlog 6,174 Backlog 6,529 6,536
of orders 5819 of orders 5631 5,430 s osr 5,406 5,727
i 5,7% 5,747
Ord_ers 4,236 4,445
received 3,956
3,382
2,660
2203H1 2203H2 2303H1 2303H2 2403H1 2403H2 2503H1 2203H1 2203H2 2303H1 2303H2 2403H1 2403H2 2503H1
© Business Brain Showa-Ota Inc. I 21

| will explain the details by segment. Here is the status of orders by each segment.

First of all, regarding the consulting and system development business on the left, orders received decreased
for four consecutive terms from 2022 to 2023 until H2 of the previous fiscal year, although there was a factor
of exclusion of GSX from the scope of consolidation. However, it hit bottom in the current interim period and
started to recover. Orders received exceeded those in H1 of the previous fiscal year.

Orders for the management services business on the right also increased significantly with the acquisition of
Twinkle.

Thus, in the current interim period, the consulting and system development business as well as the
management services business received more orders compared to H1 of the previous fiscal year.

| will discuss the details of orders received within each segment.
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Orders Received and Backlog of Orders

Consulting and System Development

77/ BBS

Orders received: +980 million yen, +7.3% over previous first half

Consulting and system development (unit: million yen)

15,735
14,838

14,423

13,444
Orders 12,660 12,796
received

Backlog 6,174

of orders 5819

2203H1 2203H2 2303H1 2303H2 2403H1 2403H2 2503H1

© Business Brain Showa -Ota Inc.

Overall strong start to current period
despite challenges during previous period.

Recovery of orders in western Japan region
for an increase of approx. 300 million yen.

Achieved major increase to temporary
factor of large order at approx. 400 million
yen, but impact on sales for current fiscal
year is limited due to maintenance and
operations contract for three years.

Approx. 400 million yen impact from newly
added Fresco and BBS Managed Services.

/22

In the consulting and system development business, orders received were up by JPY980 million, up 7.3% from

H1 of the previous fiscal year.

As you can see in the third bullet of the comment, there was a one-time factor of about JPY400 million in large
orders, but even excluding this, the increase was nearly JPY600 million.

In addition to the steady acquisition of orders in the east Japan region, the west Japan region is emerging from
the stagnation in order-winning activities caused by the troubled projects since last year. This has resulted in
an increase of approximately JPY300 million in the west Japan region alone. We believe this is a major factor.

On top of this, we have other factors that contributed to order increase, such as Fresco, which was acquired
last year, BBS Managed Services which effectively started operations from this fiscal year, and a smooth
launch of joint venture with INTRAMART which was mentioned earlier.
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Orders Received and Backlog of Orders 77/ BBS

Management Services (BPO)
Orders received: +1.78 billion yen, +67.1% over previous first half

Management services (BPO) (unit: million yen) « Approx. 1.2 billion yen orders for newly
added Twinkle

« Contribution included major 400 million yen
order for seven-year BPO HR payroll
contract

Backlog 6,529 6,536
5,631 6 5,727
of orders ™" 5430 5,057 >406
Orders 4,236 S o5 5,796 5,747 4,445
received ! 3,382

2,660

2203H1 2203H2 2303H1 2303H2 2403H1 2403H2 2503H1
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Orders received increased 67.1%, or JPY1.78 billion, from H1 of the previous fiscal year. As shown on the
second bullet here, there was also a large order of JPY400 million as a one-time factor. It also includes JPY1.2
billion of orders received at Twinkle, which was acquired last year. These two are the major factors behind
the increase.

Next is the management services business.

In the management services business, most contracts are for one year, and the number of orders received is
usually recorded at the change of the fiscal year. As in this case, large multi-year contracts come in irregularly,
so we think it would be better to look at trends in orders received or order backlogs over a period of one year
or so, rather than over the short span of a quarter or half-year. From this perspective, we believe that our
existing businesses are growing steadily.
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Orders Received and Backlog of Orders 77/ BBS

Quarterly Change
Pronounced due to increased orders in second quarter

Consulting and system development (unit: million yen) Management services (BPO) (unit: million yen)

7,607

Orders

received 6:639 6,537

6,001
Backlog 5731 5,727
of orders 5,405
4,947

4,291

Backlog ' 5,471
of orders

2,380
2,064

1,541 1,456
Orders | 149

received .

2403/1Q 2Q 3Q 4Q 2503/1Q 2Q 2403/1Q 2Q 3Q 4Q 2503/1Q 2Q
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If you look at our consulting and system development business, you will see that it has improved significantly
in Q2 this year.

This shows the quarterly trend.

In past years, the typical quarterly pattern for orders has been for them to increase in Q2, dip slightly in Q3,
and then increase significantly in Q4. However, it was not the case in the previous year where this pattern
didn’t take place, and orders in Q4 were lower than the ones in Q3. The order situation was very severe.

As for the current fiscal year, we do not yet have a clear visibility of the situation. However, as | mentioned,
the east Japan region is performing well, so we do not expect us to fall into the same situation as previous
year. Whether we will be able to increase orders in Q4 will depend on how much effort we can make for the
western Japan region.

In terms of the trend of western Japan region, it is on the recovery track, but we started to hear that the
outlook for the automobile industry and other industries is harsh, and we are wondering how much of an
impact this will have on the region. We plan to carefully monitor the situation.
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Revenue and Business Profit /// BBS

Revenue: +1.08 billion yen, +6.3% over previous first half, Business profit: -190 million yen, -14.0% over
previous first half

Revenue (unit: million yen) Business profit (unit: million yen) / Profit margin

37,063

34,218
32,346

29,159

19,437

Second 17,230
half 17,309
15,026
3,207
2,745
2,543
2,200 1,676
1,578 1,178
17,626 16,988 18,064 Ljvzr
15,037 "
1,531
1,167 1,175

2103 2203 2303 2403 2503 2103 2203 2303 2403 2503
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This is the status of sales revenue and business profit.

In accordance with the medium-term management plan that started this fiscal year, we announced the
forecasts of sales revenue of JPY19 billion and business profit of JPY1.34 billion at the beginning of the fiscal
year. However, as you have just seen, the impact of the order shortfall in H2 of the previous fiscal year was
significant. This made us revise the forecast at the earnings announcement for Q1. We apologize for that.

As a result, sales revenue resulted in JPY18 billion, almost in line with the revised forecast, and business profit
at JPY1,175 million, JPY235 million above the revised forecast. Compared to H1 of the previous year, sales
revenue was up by JPY1.08 billion, a 6.3% increase, and business profit was down by JPY190 million, a 14%
decrease.

Despite the increase in sales revenue, business profit decreased. This resulted in a downward trend in the
business profit margin, which stood at 6.5%, 2 points short of the target of 8.5%.

One of the main reasons why profits have not kept pace with the sales increase is the increase in personnel
costs. In particular, labor costs in the system development business, such as SEs, have soared significantly,
and the wage level in the mid-career recruitment market has risen considerably.

This led to soaring costs for mid-career recruitment. In addition, we are implementing various measures, such
as base salary increases to reduce employee turnover, which is a factor in the overall cost increase.

In terms of the pass-through of the increased cost into selling prices, in the consulting and system
development business, more than 40% of all orders are so-called stock type of recurring orders such as
maintenance contracts. In the management services business, more than 95% of orders are stock-based
recurring orders. Therefore, it takes time to reflect the cost increase into selling prices, and sales increase trail
the orders.

Due to this, the situation was tough in H1 of this year, especially in Q1.
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Revenue and Business Profit 77/'BBS
Quarterly Change (Accounting Period)
Steady recovery in second quarter

Revenue (unit: million yen) Business profit (unit: million yen) / Profit margin

9,146 9,326
8,531 8,457 8,738
8,084 2.7% 5.0% 2.1%
6.4% o -
823 848
728
542
450
327
2403/1Q 2Q 3Q 4Q 2503/1Q 2Q 2403/1Q 2Q 3Q 4Q 2503/1Q 2Q
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This shows the quarterly trend. As you can see, business profit in Q1 was very much depressed.

On the other hand, the profit margin improved significantly in Q2, and we were able to secure sizeable profit
due to an increase in the utilization ratio as a result of sales growth, as well as progress in price pass-through.

Although we have recovered to last year's level in terms of amount, if you look at H1 as a whole, we are still
unable to catch up with the decreased profit in Q1. That is the situation in H1 this year.
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Business Profit II/ BBS

Comparison with the First Half of the Previous Fiscal Year

Overall decline in profits due to inability of factors increasing profits to cover for rise in personnel costs,
such as increased sales and decreased outsourcing costs

121

Unit: million yen

1,365

1,175

costs costs costs
© Business Brain Showa -Ota Inc.

2403Q2 Increased Incréased “Decreased T Incréased Decreased Increased Acquisition Sale of 2503Q2
sales personnel outsourcing recruitment R&D costs other costs of subsidiary subsidiary
/ o
This is a comparison of business profit against H1 of the previous fiscal year, with the factors for increase and
decrease. The green areas are factors for profit increase, and the dark blue areas are factors for profit
decrease.

As you can see, the largest negative factor was an increase in personnel costs, which amounted to JPY513
million. This is offset by positive factors such as profit increase due to sales growth, worth JPY121 million, and
a decrease in outsourcing costs, worth JPY235 million. Overall, these two factors alone were not enough to
offset the decline in profit in full, resulting in lower profit compared to H1 of the previous year.

As for the decrease in outsourcing costs, there could be various factors that influence that, such as an increase
in internal hiring, an increase in order placements within the group, or factors attributable to projects. One
factor behind the fluctuation of outsourcing costs, we think, is the shift to in-house production within the

group,

One of the objectives of M&A over the past few years has been to keep various operations within the group
rather than outsourcing them and to prevent the outflow of profits to external parties. In that sense, it is
gradually showing effect.

This is the status of the interim period of the current fiscal year.

We try to gradually pass the cost increase into selling price amid the overall environment with continued
inflation of various costs such as personnel costs. However, in reality, it is difficult to reflect it in a timely
manner and ensure 100% pass-through. Therefore, we inevitably see the profit margin being on a downward
trend.

Under the circumstances, our group is strengthening R&D investment to improve productivity by utilizing new
technologies such as Al, etc. We are also promoting the launch of a packaged product such as ACT-iAP
mentioned earlier by Komiya, to expand our business from the so-called labor-intensive business to licensing
and other business, for example, so that we can adapt ourselves to modern environment.
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Segment Net Sales and Profit 447/ BBS

Segment net sales (unit: million yen) Segment profit (unit: million yen)

® Consulting and system development business

= Management services (BPO) business

15,235

13,967 .
13,279 5% 89 9
BB e 0% 6 6% 0% 0%
9
11,402 % 2% 6% . 8% %
.0% 8%
1264 1531 1312
1,061
204 913
5,383 60
4,498 4,744
856 4335 3,880 3,092
428
382
I I I I 1 i 1 I i I I 1
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This shows the trends in sales revenue and business profit by segment.

The dark blue represents the consulting and system development business. If we apply typical seasonality for
H1 vs H2 in the past years, sales in H2 FY2023 should have been higher than that of H1 FY2023. However, that
didn’t happen in H2 last year. If you look at the interim period for this year, it is recovering compared to H2
last year but is lower compared to H1 last year. As | explained in the section on overall sales trends, this could
be due to the effect of order shortfalls since last year.

Segment income is generally linked to sales in terms of seasonal fluctuations, although the profit margin tends
to decline due to increased personnel costs and other factors.

As for management services business, represented in green, the acquisition of Twinkle has had a significant
impact, and sales have been increasing since H2 FY2023.

On the other hand, segment income for the interim period of this fiscal year showed a considerable decrease.
In terms of the factors behind that, there has been a profit decrease due to some special factors in the HR and

payroll related outsourcing business. | would like to explain this in more detail when | discuss the performance
by segment.
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Consulting and System Development Business ++/'BBS

Changes by sub-segment

Segment net sales (unit: million yen) Segment profit (unit: million yen)

B Accounting system consulting and system development
9,450

9,190 9,155 9,330 ® System development for the financial industry
= PLM support solutions
8,463 . N .
8,123 Information security consulting
6,688
923
836
787 793
662 5!
618 655
. 2,081 Q108 984 038
670 589 13 B 390
2,464 2,563 @O 346
1,902 .
3
208 93 o .
26 34 05 110
47 19 73 73 71 0 84 .89 N 63
391 I IlO 53, 47“ 19 R
0 " | | | « o N ] [ 1 SON | BB | CE
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This is the situation by sub-segment of the consulting and system development business.

As you can see, the accounting system and system development business represent a major proportion, and
most of what we have been telling you such as the situation in the east Japan region, actually falls under the
accounting system consulting and system development business shown here.
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Consulting and System Development Business /7/BBS

Fluctuation Analysis

Segment net sales (unit' million yen) ®  Accounting system consulting and system development
«  Challenging first quarter particularly in western Japan region due to
9,450 9,155 9,330 shortage of orders during previous first half. Sales recovery in second

quarter and increase in operation rate caused recovery in profits to previous
year level, but did not make up for first quarter shortage.

Continued focus on recovery in western Japamegion due to steady orders
in eastern Japan region.

Stable launch of BBS Managed Services, which began de facto operations in

3,108 2,984 3,038 April, also contributed.
471 391 726 1 I 684 o ®  System development for the financial industry
_— | Decline in sales and profits due to temporary decline in demand caused by

2403H1 2403H2 2503H1 law revisions in previous period and because highmargin fund wrap sales
are running their course.

Currently working to secure profits through further development of fund
wrap orders, function expansion, and collaborations with FinTech

Segment profit (unit: million yen)

companies.
®  PLM support solutions
836 793
Returned first quarter negative growth during second quarter due to end of
655 handling underperforming projects from previous period. Profit is expected
from second half and beyond.
Small contribution from Fresco, purchased previous period, because of
238 183 heavy focus on the second half, but profit contribution expected in second
63 half due to strong orders.
27 (6) 19 o . 0 0
—_— Information security consulting
2403H1 2403H2 2503H1 «  GSX excluded from consolidation due to sale of shares in May 2023
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This slide provides a brief summary of each business, so let me discuss each of them here.

As for accounting system consulting and system development business, there are some overlaps with my
previous remarks, so | will skip the explanation. Let me first review the system development business for
financial industry.

This business was very strong until H1 of last year due to the so-called special demand such as support for the
NISA program. Most of the efforts were generally completed in H1, and the situation has remained sluggish
since H2 of last year.

In the interim period under review, there has been no change in the environment, but we have managed to
increase profit to this level by uncovering demand for fund-wrap projects and accumulating a variety of small
projects one by one.

Profit for the interim period under review was about JPY50 million less than the same period of previous year,
but we internally see this as a significant improvement compared to the original budget, with favorable
numbers. However, the environment continues to be difficult, and we are not sure if we will be able to
successfully accumulate such figures in H2.

Moving on to PLM support solution, this business had been struggling considerably until Q1 due to the
continuation of recovery efforts from the troubled projects last year. However, we finally completed the
measures to resolve them in Q1, and our capacity structure is returning to normal from Q2.

The performance of Fresco, which was acquired in the previous fiscal year, is rather driven in the latter half
of the fiscal year. Therefore, they made almost no contribution to our profit in H1. Since the situation at Fresco
is not that bad, we consider it a sufficient factor to boost profit in H2.

Adding these factors all together, we believe that we can sufficiently recover the profit to the level seen in
past years for H2, on a half-year basis.
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Consulting and System Development Business 77/ BBS
Quarterly Change

our core accounting system consulting and system development have recovered to the same level as
the previous fiscal year. The PLM support solution has turned profitable

Segment net sales (unit: million yen) Segment profit (unit: million yen)

m Accounting system consulting and system development

m System development for the financial industry
m PLM support solutions

4,889 ) 4,826
4,682
4,561 4473 4,504
531 528
458
o0 305
408 © 1,552 1,432 f 155 /584 265
197
136
i 440 o1 102 85 98
227 244 286 292 - 53
18 9 27 10 § 18
[ ] l _ (8) (18) -

2403/1Q 2Q 3Q 4Q 2503/1Q 2Q 2403/1Q 2Q 3Q 4Q 2503/1Q 2Q
© Business Brain Showa -Ota Inc. / 3 1

This is a quarterly trend. You can see a recovery in the PLM support solutions.

/4

Management Services (BPO) Business

Changes by sub-segment

77/ BBS

Segment net sales (unit: million yen) Segment profit (unit: million yen)

m HR and payroll related outsourcing

m Outsourcing for global companies

m Outsourcing for foreign companies
Onsite BPO

2,164

1,797

1,799 1,820
1572 1,605
1,444 1,479
5 1183 B
1,102 1,134 1,098 27 61
91 020 78 968 v 252
19
134
03 9 118
9
70,
34

5)
2203H1 2203H2 2303H1 2303H2 2403H1 2403H2 2503H1 2203H1 2203H2 2303H1 2303H2 2403H1 Z!SHZ 2503H1
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This is about management services business.

Both sales and profit increased for onsite BPO business as a result of the acquisition of Twinkle, but profit
decreased by half for HR and payroll related outsourcing business due to a special factor. Outsourcing business
for global companies continued to struggle over the past couple of quarters.

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

28



/4
Management Services (BPO) Business /7/'BBS

Fluctuation Analysis

Segment net sales (unit: million yen) HR and payroll related outsourcing

Sales and profits exceeded previous year due to new projects and price increases.

With regard to factors that reduced profits, the impact of the approx. 100 million
2,164 yen cost increase, due to the review of internal cost burden for organizational
restructuring, was large, while the increased revenue was cancelled out by the cost
1,820 increase due to the decline in the operating rate versus increased personnel costs
1,572 1,605 and staffing.

Cost rises will be reflected in future contract revisions as much of outsourcing is

1,318
1,094 1,078 .
978 968 according to annual contracts.
496 609 538 X X
m  Outsourcing for global companies
. . . Decline in profitability due to ongoing research on automated accounting for major
companies and increased investment costs for establishing the Sapporo BPO Center,

2403H1 2403H2 2503H1 in addition to failure to achieve sales for the financial settlement BPO and the
growing deficit from increased personnel costs.

Ao R . Currently moving forward with policy to gradually expand from small to larger
Segment profit (unit: million yen) orders for major companies, causing increase in sales.
m  Outsourcing for foreign companies
261 252

No significant environmental changes. Steady progress is being made.

118 134 Onsite BPO
90 . Increase due to acquisition of Twinkle (sales: approx. 1.25 billion yen, profit: 110
70 million yen)
31 54 M 34 . ) -
. Decrease due to deconsolidation of MICS in May 2023 (sales: 95 million yen, profit:
== (31) (25) mm insignificant)

|
2403H1 2403H2 2503H1
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This is about the HR and payroll related outsourcing business.

The business had been conducted primarily by the parent company Business Brain Showa-Ota, BBS, and its
subsidiary BBS Outsourcing Service Inc. In April of this year, this subsidiary was absorbed and merged into BBS,
the parent company, and started operations as an integrated entity this spring.

As described in the comments, sales revenue slightly exceeded that of the same period last year due to new
projects and price hikes, but profit was down significantly.

The reason for the profit decrease is not due to the deterioration of the business environment, but due to an
increase of nearly JPY100 million in internal expenses associated with the merger, which is a fairly significant
factor. The parent company's administrative expenses are allocated to each business based on a certain
standard, but the amount of this allocation has increased after BBS Outsourcing Service Inc., became a division
of the parent company compared to when it was a subsidiary.

Meanwhile, there were of course administration costs and other expenses that had been borne by that entity
when it was a subsidiary, which would normally be offset after the merger. However, in H1 of this fiscal year,
we were still in the process of organizing such indirect costs since we didn’t have enough time to prepare
because the merger just took place. Therefore, the effect of indirect cost reductions has not yet fully realized.

In addition, in terms of the allocation ratio of administrative expenses between the parent and subsidiary, the
amount borne by BBS Outsourcing Service Inc. was relatively lower when it was a subsidiary in the first place.
Therefore, the cost borne by it increased after it became part of a parent. This is not an actual increase in
expenses, but rather a transfer of them among our group, which means that the amount of expenses borne
by other businesses is decreasing in proportion to that.

As for other factors contributing to the decrease in profit, there is an increase in personnel costs and wages.
As mentioned in the third bullet comment, we expect a slight delay in recovery due to negotiations for price
hikes taking place at the time of contract renewal.
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In the outsourcing business for global companies, sales of BPO for large companies increased. However, this
business was in the red due to sales shortfalls in financial payment BPO and higher personnel costs, as well as
an increase in R&D expenses and investment cost for the opening of the Sapporo BPO Center.

Since the Sapporo BPO Center opened in July, we have been receiving new orders and transferring some of
the operations performed at the Hibiya Head Office, and as a result, its utilization has been increasing. As a
result, although it was in the red in Q1, it turned profitable in Q2.

We believe that the outsourcing business for foreign companies is performing well. Since this business is highly
seasonal and most of the profits are recorded in Q4, profits in H1 is not that large, but they are steadily
increasing compared to the previous year.

In the onsite BPO business, the acquisition of Twinkle has led to a significant increase in both sales revenue
and profit, by JPY1.25 billion and JPY110 million respectively.

/4

Management Services (BPO) Business 77/ BBS
Quarterly Change

While sales for HR and payroll related outsourcing have increased, profits have recovered from the first quarter
but have not yet reached the levels of the previous fiscal year
Onsite BPO sales and profits increased due to the acquisition of Twinkle

Segment net sales (unit: million yen) Segment profit (unit: million yen)

m HR and payroll related outsourcing

m OQutsourcing for global companies

= Outsourcing for foreign companies
Onsite BPO

529 540 554 Z5 £30 129 132
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This is a quarterly trend. If you look at the profit for global companies in particular, you can see that it turned
positive in Q2.

§100
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[Financial Highlights] Consolidated B/S [Assets] (IFRS) +7/'8BS

Assets

(millions of yen)

(22,785) (28,296) (30,393) (44,804) (44,404)
I ] Deferred tax assets

= Investments accounted for
using the equity method

I .
] 1,951 Goodwill
1,773
I
1,754 2,064 Trade and other receivables
I
I I
6,408 5239 4,349 Cash and cash equivalents
5,618 4
4,311 v
8,262 8,639 10,217 9,906 11,139
FY2020 FY2021 FY2022 FY2023 1st half FY2024 /
! ) 36
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Next, | would like to explain the status of B/S.

Although total assets decreased by JPY400 million from the end of the previous fiscal year, cash increased by
JPY1.2 billion due to the posting of profit and the collection of accounts receivable.

Investments accounted for by an equity method, mainly GSX shares, totaled JPY16.8 billion, an increase of
JPY130 million from the end of the previous fiscal year. This increase was due to the inclusion of GSX's earnings
for H1, among other factors.

We often get questions about this; As GSX shares are accounted for by an equity method, we applied mark-
to-market valuation once when it became an affiliate in May of last year. Since then, we haven’t done any
revaluation based on the market price. Therefore, the amount of increase or decrease is the amount of GSX's
profit for the period.

Regarding the goodwill of Fresco and Twinkle, which we acquired last year, they were accounted for on a
provisional basis at the end of the previous fiscal year. During the interim period under review, we have
completed the calculation of purchase price allocation, the so-called PPA calculation, and finalized the amount
of goodwill.

As a result, approximately JPY500 million was transferred to intangible assets from the amount that had been
accounted for as goodwill at the end of last year. The part of this slide for last year, which is the fiscal year
ended March 31, 2024, has already been adjusted for the impact of that transfer.

We submitted our semi-annual securities report on November 14, and detailed data on goodwill
determination is included in the notes on business combinations in there. Please refer to that.
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[Financial Highlights] Consolidated B/S [Liabilities and II/ BBS

Equity] (IFRS)
Liabilities and Equity

(millions of yen)

(22,786) (28,296) (30,393) (44,804) (44,404)
m W u Lease liability (floating)
4,371 Sl Trade and other payables
4,133 4,214 Lease liability (fixed)
— 2,379
2,328 Deferred tax liabilities
—e 5,384
1,778 4,484 ® Non-controlling interests

3,870

m Total equity attributable to owners of
the parent company

FY2020 FY2021 FY2022 FY2023 1st half FY2024
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In terms of liabilities and equity, payment of lease obligations, which are accrued rent for the head office
building, has been progressed, and payment of trade payables, such as accounts payable, has been progressed,
resulting in a decrease in liabilities for each item.

Regarding deferred tax liabilities, | mentioned earlier about the transfer of goodwill to intangible assets, and
we have actually recorded a deferred tax liability along with this transfer, which is about JPY170 million. This
has led to a slight increase.
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[Earnings Forecast] Consolidated Operating Results
Orders are steady and the full -year forecast remains unchanged.

77/ BBS

(millions of yen)

Year ending Year ending Year ended
March 31, 2025 | March 31, 2025 fult;‘;grrezzt‘:‘fmk March 31, 2024 :e:n:'::r'l\sfgir

1t half results Full-year outlook Full-year results
Orders received 18,867 39,500 47.8% 34,691 13.9%
Revenue 18,064 39,070 46.2% 34,218 14.2%
Business profit 1,175 2,400 49.0% 2,543 -5.6%
Business profit margin 6.5% 6.1% - 7.4% -
Operating profit 1,176 2,400 49.0% 20,697 -88.4%
Profit before tax 1,390 2,800 49.6% 20,582 | -86.4%
Profit 1,003 2,370 42.3% 14,167 -83.3%
et e 992 2,340 42.4% 14,146 | -83.5%
i e 5.5% 6.0% - 41.3% -
Dividend per share 37 yen 78 yen - 75 yen -

© Business Brain Showa -Ota Inc.

| would now like to discuss our earnings forecast.

As of Q2, we have left the full year forecast unchanged.

/39

As we have mentioned several times before, we are now in a situation where sales revenue is generally in line
with our revised forecast that we announced in August. For business profit, we are above that by around
JPY200 million. One reason for this upward swing is that the business environment has recovered more quickly
than expected. Another reason is that we have been revising our salary structure and various internal systems,
and the impact of the accounting treatment is now very difficult to predict. This upswing is partly due to the
impact of such a misreading, or deviation from our expectation.

We would like to disclose our full-year earnings forecast when we become more certain about the accuracy
of it after a thorough internal review and analysis of the inadequate areas. Therefore, we refrained from

making any new announcements as of Q2.

We intend to disclose the updated information as soon as possible.
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Earnings Forecast] Dividend 77/'BBS

Interim dividend of 37 yen
Annual forecast of 78 yen based on the basic policy
of a dividend payout ratio of 40%

37.9%

Dividend
payout
ratio

30.0%

27.0% 27.3%
23.4% 23.3% 23.3%

(Yen)

FY2014 FY2015 FY2016 FY2017 FY2018 FY2019 FY2020 FY2021 FY2023 FY2023 (FY2024)
Forecast

* BBS conducted a 2-for-1 stock split of common stock, effective July 1, 2020. As a resultthe annual dividend per
share for the fiscal year ended March 31 2020 and prior is shown after taking into account the stock split.

© Business Brain Showa -Ota Inc. / 40

Finally, let me discuss shareholder returns. In principle, the Company aims for a consolidated dividend payout
ratio of 40%, excluding one-time profit/loss items.

Currently, based on the dividend principle, we plan to pay an interim dividend of JPY37, an increase of JPY1
from the previous fiscal year, for a total annual dividend of JPY78, including a year-end dividend of JPY41. In
accordance with this dividend policy, we would like to pay a year-end dividend based on the consolidated
dividend payout ratio of 40% in principle and will review the amount once again based on the final results of

the fiscal year.

This concludes my explanation of the overview of the financial results and earnings forecast. Sorry if | went
too quickly. Thank you for your attention.

Modera

tor: Thank you very much for your explanation.
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Question & Answer

Moderator [M]: We will now move on to the question-and-answer session. If you have any questions, please
raise your hand and the staff will bring the microphone.

This financial results briefing will be transcribed and published in full, including the question-and-answer
session. Therefore, if you wish to remain anonymous, please do not give your name when you ask your
question.

Does anyone have any questions?

Kamada [Q]: Thank you. My name is Kamada of Tachibana Securities. | would like to ask about one point on
page 27.

| think that the increase in personnel costs is quite severe, with the downward pressure of JPY500 million
currently. | also think that you hire more people to reduce the outsourcing costs. As for the sales increase, |
suppose there might be some effects from price revisions. | wonder what the breakdown is, for those factors.
You also mentioned that you spend a lot of money on recruitment, but how much do you actually spend?

Uehara: This is Uehara. Thank you for your question.

First, regarding the increase in personnel costs, the largest factor of increase is due to the base salary increase
at the beginning of the fiscal year, and we believe this has the biggest impact.

Regarding the profit increase due to the pricing effect, which was mentioned before, it is rather reflected in
the factor before that, which says sales increase. It consists of a mixture of various items, though.

The increase in recruiting expenses is reflected in a separate item, with the YoY changes in amount, which is
JPY37 million overall increase.

Moderator [M]: Is that okay? Thank you.

Takeshita [Q]: Thank you for the detailed explanation. My name is Takeshita from NEC Capital Solutions. This
is my first time attending your briefing. Thank you for the opportunity.

| would like to focus on one point in my question, which is about M&A investments shown on page eight. |
understand that you are planning to invest a total of JPY13 billion in M&A over the next three years. | would
like to know what direction you are envisioning, what type of industry sector you are considering, and what
your policies are. | would appreciate some information to the extent you can disclose at this point.

Uehara [A]: |, Uehara, would like to answer this as well.

In principle, we consider M&A target to be a business that falls within the framework of the BBS Group's
operations and within the scope of what we call BBS cycle, among others. We are in the process of aggressively
expanding our business from peripheral operations centered on management accounting to the ones for
front-office operations.

We are still not competitive in some of these areas, so we are looking for companies that have businesses
which can complement these areas. Or, as | mentioned earlier, we have a shortage of SEs and engineers,
which is an obstacle to our growth. We are considering M&A to supplement these areas as well.
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Especially, in the area of Al and other new technologies, the speed of advancement is very rapid, and M&A
cost is quite high despite that. So, we are thinking about capital tie-ups or minority investment instead of
M&A, if we find a good company which has a great affinity with our business. We are thinking of using the
JPY13 billion fund for M&A investment to supplement our peripheral businesses, such as the one | mentioned
earlier.

Takeshita [M]: Thank you.
Moderator [M]: Thank you.

Now that we have covered all the questions, we would like to conclude the financial results presentation of
Business Brain Showa-Ota Inc.

Thank you very much, Mr. Komiya, Mr. Uehara, and Mr. Okada, for joining us today. And for those participated
today, thank you for taking time out of your busy schedule to come to the venue. This concludes the briefing.
Thank you.

[END]

Document Notes

1. 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.

2. 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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