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1. Financial Results for Second Quarter FY October 31, 2020

Performance Highlights Prored Partners
Business The need for consulting services (esp. for cost management) continues to
_ trend upward because of uncertainty about the direction of the economy due
environment to the spread of COVID-19.
Vs. prior

Sales 1.76 billion yen vyear + 32.3%
Performance Operating Vs. prior
— income 774 million yen vear + 20.3%

<Profitability>
Performance « Increase in sales: Increase in the number of engagements from client
highlights introductions and inbound inquiries

» Net sales and operating Income were generally at the planned levels due
to the initially planned projects producing sufficient results

<Costs>

* Increase in personnel expenses: Expansion of existing services focused
on cost management and aggressive human resources investments to
develop new consulting services. As a result, performance-based hiring
fees and personnel expenses increased.

« Sales commissions up due to higher sales
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1. Financial Results for Second Quarter FY October 31, 2020

Summary of Income Statement Prored Partners

Both sales and income were generally at the planned levels due to being able to steadily
complete projects.

(unit: million yen)
FYE October FY October |Percent change FY October Achievement

FYE October FYE October
2019 2Q 2020 2Q From 2Q 2020 rate

2018 (actual 2019 (actual
CREW e (actual) (actual) FY2019 (%) (forecast) (%)

Sales 1,651 1,334 2,641 1,766 +32.3% 3,468 50.9%
S Al - — i L |
....................................................
. T O . — S ;
 Crossmagnraio  770%  797%  7I8%  785% oo
e 657 450 980 560 4267% - :
............. S pereratg 9% 8% A% ;w7
Operating income 614 612 1,065 774 +24.8% 1,235 62.7%
................................. e S SR GOS T AR GES I
o R oo s T
et o . — o s L |
i oo o h o e e
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1. Financial Results for Second Quarter FY October 31, 2020
Quarterly Trend in Sales and Operating Income Prored Partners

These increased significantly year on year due to improvements in productivity resulting
from members hired in the previous year becoming capable workers in the first and
second quarters.

Performance-based consulting that improves the precision of consulting was steadily
instilled, and both sales and profits were strong.

B sales Operating income
886 880
(unit: million yen)
649 685 685
622
392 382
323
289
I I I
1Q 2Q 3Q 4Q 1Q 2Q 3Q 4Q
2019/10 2020/10
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1. Financial Results for Second Quarter FY October 31, 2020

Operating Income Fluctuation Analysis Prored Partners

As a result of increased sales, the costs for aggressive human resources investments and
sales strengthening were managed.
Operating income achieved a substantial increase in profit.

(unit: million yen)
Operating income growth

+161 million yen
271
(39)
Growth of (31) (11)
sales . (12) (7)
commissions  Increasing (7)
Increasing Sales personnel Increasing
by increasing eXxpenses commission | ing f
engagements ncreasing fee .
€Xpenses expenses Increasg in
outsourcing Other
expenses increases
2019/10 2020/10
2Q 2Q
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1. Financial Results for Second Quarter FY October 31, 2020
Balance Sheet Summary

Prored Partners

Procurement of approximately 1.8 billion yen in funding was completed due to the
completion of the exercise of MS warrants in February 2020.

Performance was also steady, ensuring a high short-term liquidity ratio and equity ratio.

FYE FY October
October 2020 2Q Change
2019
Current assets 4471 6,661 2,190
Cash and cash
equivalents 4,154 5,941 1,787
Accounts receivable 277 674 397
Other 38 45 7
Fixed assets 247 316 69
Property, plant and
equipment 50 a7 (3)
Intangible fixed assets 5 13 8
Investments and other
assets 191 255 63
Total assets 4,718 6,97 2,259

01: FY2020 2Q Financial Result

(unit: million yen)

FYE FY October
October 2020 2Q Change
2019
Current liabilities 689 716 27
Accounts payable -
trade 17 19 2
Trade payables 58 122 64
Accrued expenses 163 138 (25)
.............. R ccruidlncome285247(38)
axes, efc.
....................................... T T Y
Fixed liabilities 358 318 (40)
Bonds payable 320 280 (40)
Asset retjrement 38 38 0
obligations
Equity 3,670 5,942 2,272
Share capital 1,140 2,017 877
Capital surplus 1,130 2,007 877
Retained earnings 1,399 1,916 517
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Topics - Change to TSE First Section Prored Partners

April 28, 2020
Listing changed to First Section of the Tokyo Stock Exchange

The changing of listing to the First Section of the Tokyo Stock Exchange
will lead to greater social trust and recognition, and it is believed that this
will contribute to additional expansion of business and further
enhancement of corporate value.

We will continue to have a greater awareness of our social responsibility
and endeavor to realize a world of "value" = "consideration" and ask for
your ongoing support.
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2. Progress of FY2020 Priority Strategy
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2. Progress of FY2020 Priority Strategy

FY2020 Priority Strategy Prored Partners

Expand scope of services to areas with bigger market potential and enhance service
menu.

Orders and sales grow from
reinforcing personnel

» Augment direct sales

» Expand sales channels to PE and partners

Reinforce
personnel

Leverage
knowhow from
existing services
in the
expectation of
medium- and
long-term
business
development

Leverage know-how from existing
services, with a view to launching
services right away

» More consultants, higher productivity

Expand service area

Focus on the cost management
field, which has large market
potential

= Direct materials

» BPR

Focus on marketing areas with
high potential

Enhance
services

EEUE]
196.e) puedx3

1

Service

Cost management

Sales

i ; i i Management
. Sales Management Indirect materials Direct materials g
I Broaden targeted expenses ﬁ
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2. Progress of FY2020 Priority Strategy

Progress Report on Strategic Priorities for
FYE October 31, 2020 - Details

Prored Partners

Implemented both sales and consulting measures in an aim for continuous growth.
Completed the investigation and drafting phases (fixed fees) for all new business areas.
Moving forward, producing the anticipated results in the result measurement phase will be

important.
Progress to date

Orders and _ _
+ Create organized sales systems with

Next steps

* Increase introductions from corporate

sales grow Expand sales corporate partners (financial partners "
from channels to PE institutions) Send ongoing direct mai
. . * Implement approaches to those who
reinforcing and partners diriitmsja(ljelzrsed mail to targets to promote .+ 1o direct mail and inbound
Expand - Complete consulting engagements - Complete contracted projects

for management of direct materials
costs and investigation/design phase
(construction industry)

service area %! Direct materials

(performance-based fees)
+ Streamline project expertise

+ Consulting engagements for
operational improvements (retalil
industry, manufacturing industry)

- Complete investigative analysis and

BPR

Aim to achieve

- Complete contracted projects
(performance-based fees)

+ Streamline project expertise

« Establish team structure capable of
responding to multiple engagements

sales of drafting phases of contracted projects
around 1
billion yen in + Consulting engagements geared to
three years for Sales sales growth and pricing strategy
new business Management formulation (manufacturing industry
areas (Increase in and service ipdustry) _ _
sales) - Complete investigative analysis and

drafting phases of contracted projects

- Complete contracted projects
(performance-based fees)

+ Streamline project expertise

+ Establish team structure capable of
responding to multiple engagements

02: Progress of Priority Strategy
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Progress of FY2020 Priority Strategy . . . .
}-\Itohougﬁ the recor Ing timing is later for fees in new
business areas, the leverage is high

Prored Partners

Although the recording timing will be later due to the measuring of results for BPR and
marketing, it is a framework under which fees will be higher proportional to results over the

medium to long term.
Differences in the fee system for cost management and for BPR/Sales Management

\L_ Month scheme was adopted [l Customer expenses Fee system
Prored Partners fee

Of the 3 years of successful
results due to the consulting, about
1/3 is received as the Prored
Partners fee. In many cases, the
fee is received in installments over
3 years.

600,000 yen\doo 000 yen
- (60%) (40%) S~ 200,000 yen
10 million
yen

Expenses
9 million yen

Example to the left: If there was an
annual decrease of 1 million yen
due to the cost management
(expenses go down from 10 million

O
o)
(2]
—
3
QO
=
QO
(@
®
=
®
=
—t

Before project Year 1 Year 2 Year3  Year 4 and after
yen to 9 million yen)
% o) ad [ I standard sales Fee system
g g_" o % 2 Increase in the
3 Sa;l:zt:taatnzzrr\(ljes § g g g" benchmark (resuits) The benchmark that serves as the
0] 30 = ‘—n": 0 ﬂ» ﬂ standard (such as quarterly sales
QD o 3 o = or gross profit) is compared after
7] S o c @ 1t ﬂ H .
® - o = = the execution of strategy and
=1 B2 =) tactics proposed by Prored
1) ol g 3 Partners, and the Prored Partners
D Q fee is 40% to 80% of the results
8 recognized or the increase in the
Ss benchmark. The amount of the
H1 H2 H1 H2 H1 H2 H1 H2 Prored Partners fee is proportional
Before project Year 1 Year 2 Year3  Year4 and after  to the level of results.
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Prored Partners

Impact of the Spread of COVID-19 on Our Business and Strategy

3. Impact of the Spread of COVID-19 on Our
Business and Strategy
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3. Impact of the Spread of COVID-19 on Our Business and Strategy

Measures to Address the Spread of COVID-19

Prored Partners

Place the highest priority on the safety and peace of mind of employees, and crease a
business continuity system by establishing a swift and flexible working environment
with an eye to the new normal.

Office measures

Promotion of remote work throughout the entire
company. All employees (including dispatched
workers) worked remotely under the declaration
of the state of emergency

Subsidies were provided for the cost of
purchasing supplies and establishing
communications environments for setting up
work-from-home environments

Use of digitization service for contracts and
invoices, etc.

Conducting company briefings and interviews
online

Restriction of unnecessary and non-urgent
business trips

Halt increase in office floor space and consider
work-from-home allowance

Sales and field measures

* Promotion of web conferencing in sales meetings

» Migration of various seminars to Web-based
seminars

— Compared to 45 people participating in the
immediately preceding group seminar, the
maximum number of 50 people participated in Web-
based seminars

* Promotion of projects using Web conferencing
systems and communication via e-mail and
telephone

— Almost no impact on consulting services
themselves because various databases have been
established and internal systems for working at
home have already been created

As in other companies, the measures required to address COVID-19 have been implemented.

As a result, work efficiency was significantly improved

03: Impact of the Spread of COVID-19 on Our Business and Strategy
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3. Impact of the Spread of COVID-19 on Our Business and Strategy

Impact of the Spread of COVID-19 on the Company's

Business

Although the number of inquiries is increasing, the number of new visits decreased due to the
request to refrain from going out and voluntary restraints and cancellations of seminars and events.

This is currently being addressed by increasing Web meetings.

Orders
Initial visit
Conclusion of

consulting service
agreement

Provision of
services

Due Diligence

Consulting

Recording of sales

Results/Fee

03: Impact of the Spread of COVID-19 on

Status of Operations

Anticipated Impact on Performance
and Countermeasures

Some impact

Negative aspect

* Decrease in the number of new visits
decreased due to the request to refrain from
going out and cancellations

Positive aspects

* Companies that had already been visited
concluded contracts through Web meetings,
increasing the rate of orders received

* Increase in strong inbound inquiries

When viewing the total impact, the number of
new contracts is expected to decrease slightly,
but there are substantial positive aspects in the
medium- to long term.

Web tools and videoconferencing systems, etc.
have become widespread among clients,
resulting in increased efficiency of corporate
sales.

Almost no impact

* Digitalization has progressed in many client
companies, and there was almost no impact on
the Prored's due diligence services due to
smooth exchanges of data

* There was almost no impact on consulting
services themselves because detailed data
collection, analysis and review were performed
within the company to make proposals

* A telework environment has been
established within the company

* Improvements are being made to the
communication environment as the same time
as further enhancement of security because
exchanges of data are central in the telework
environment

Some impact

* Time is required for internal approval and
coordination due to the impact of COVID-19,
and there are some cases where the finalization
of the timing of performance-based fees cannot
be controlled

Delays occur in the timing of finalization of
results due to the client's circumstances, and
this results in delays in the months in which
sales are recorded compared to initial plans.
The number of projects accepted in April
decreased by approximately 20% compared to
March

Our Business and Strategy

Prored Partners




3. Impact of the Spread of COVID-19 on Our Business and Strategy

Recognition of Changes in Customer Needs in an
Environment Affected by the Spread of COVID-19

We recognize that the spread of COVID-19 has brought about changes and growth in
companies and society,

(1) restructuring, (2) digitalization of companies, (3) deregulation and (4) changes in
corporate culture (more flexible responses)

There are heightened needs for cost reductions and corporate investment in the short
term, and needs for strong support for business growth and SIB projects due to
expansion of deregulation in the medium and long term.

Prored Partners

Impact of the Spread of COVID-19 on Customer Needs Anticipated in the Current Business

Companies and Society Environment

* Need for a short-term and swift reduction of
indirect material costs to respond to the
temporary reduction in revenue associated with

Reduction of

Restructuring indirect material

costs
change
o ) _ Need to review operations and improve BPR (business
Digitalization of companies efficiency for the introduction of a digital work process
flow reengineering)
+ Needs for cost reduction and improvement of business BPR (business
efficiency led by the private sector associated with the process

Dereg ulation deterioration of finances of local governments arising due reengineering)

to increased administrative reforms and decreased tax
revenue SIB

* Need for fundamental review of operations Sales
associated with the expansion of improvement Management
areas through the contraction and loss of sacred
areas such as sales and cost improvements

Changes in corporate culture

$ ¥ ¥ @

Cost reduction
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3. Impact of the Séread of COVID-19 on Our Business and Strategy

Prored's Business Strategy to respond to the COVID-19
Environment

Prored also aims to maintain and expand business through a variety of measures in
the post-COVID-19 business environment.

In the short term we will strengthen sales and delivery capabilities in cost reduction
areas, and also actively reinforce other areas.

Prored Partners

Business Strategy to respond to the Current Environment

* Implementation of cost reduction seminars and sending of

Heightened needs for Strengthening of :Jé:;alj:étzgiil to respond to heightened needs for cost
cost reduction sales channels * New approaches to companies with high cost reduction

needs in coordination with financial institutions

Suspension or

+ Continuation of recruitment to respond to cost reduction

: Priori \Y
reduction of new STEEE needs _
iti b strengthenlng of * In particular, it has become easier to secure talented
recrul 'ng y existing areas personnel due to the decrease in recruiting by rival
companies companies
Increase in sale of : : * Expansion of dedicated members to respond to the
businesses and Promotion of M&A in increase in M&A referrals (3—86)
S : 012000 allke alsles 2l i=zie o Strengthening of communication with M&A boutiques
companies through the establishment of a dedicated contact

Acceleration of Promotion of * Promotion of consulting DX (Provision of consulting
services via SaaS)

03: Impact of the Spread of COVID-19 on Our Business and Strategy (C) PRORED PARTNERS All Rights Reserved.. 18
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4. Growth Potential and Strategy
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) Potenti ateqg

Vision Aimed for by Prored
- Outsourcer That Supports Medium Sized Firms -

Prored Partners

Support structure building so the client can focus on core operations through one-stop
service for consulting, systems, and BPO.

Establish a position as the main partner for supporting medium to large-sized firms.

Management issues

. Improving . Risk
Cost reduction operational efficiency Marketing IT support M&A management
Retail industry Manufacturing industry Service industry

Core Work Core Work Core Work

Non-Core Work Non-Core Work Non-Core Work

Purchasing . Sales administration Purchasing Sales administration Purchasing -« Sales administration
Accounting . Marketing, etc. Accounting Marketing, etc. Accounting - Marketing, etc.
Human . Human . Human

resources resources resources

General affairs . General affairs . General affairs

Consultation & System & Outsourcing

P

Prored Partners




EGrowth Potential and Strategy . .
xpand consulting service areas, and achieve mutual

complementation of core business

Prored Partners

Take advantage of performance-based model strengths and know-how for procurement
costs, create new performance-based models, and expand consulting service areas.
Achieve mutual complementation of core business through the combination of differing
business models.

Consultation Outsourcing & Operation
] ...Areas with strengths and (Strategy formulation and improvement Syst Service contracting and exectiion
_____ now-how proposals = Establishment of ystem / ( J

}-—-Aroas for now croafion and support = Instilling frameworks)

L---- " Strengthening frameworks)
Reduction of supply prices ,
Ayl and quantity used throughyf’’ "’) Data conectuon(-u
costs cost management xly/ and analysis g/ Rebound prevention monitoring,
procurement department

________________ ._________________ | optimization, BPO for administrative

Personnel i i department and purchasing

expenses Reduction of man-hours /773 ; department

Non-core through BPR ./ ;q_)

business P e
--------------------------------- ' 1 Data collection ; | |
--------------------------------- i and analysis | r----mm-mmmmm o m B c oo ooy

¥ Operations support

sales management f’,’ Work tand
Strateav formulation and f “J ork management anc
(Strategy formulation and flo marketing ROI optimization

_______________ design) i i ‘Maieetliy RV OpHeduon
¥ . 2
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Growth Potential and Strategy
Consult ting Business - Focus on Growth in New Business
Areas Prored Partners

Aim to develop new business areas into a service that achieve sales of around 1 billion
yen by 2022.

New business areas

Business process reengineering Growth into a
(BPR) in sales, manufacturing, and i p
administrative departments, etc. service w |th
» Procurement, logistics, and purchasing
Business process reengineering sa Ies of arou nd
consulting

1 billion yen
Sales Growth

» Sales growth consulting
(Marketing and sales strategy)

]
2019/10 2020/10 2021/10 2022/10
Gain new sources of profit
Make various types of Aim to enhance profitability by continuous
investments to start new service improvement through accumulating and
areas of consulting services refining our expertise
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tGrowth Potential and Strategy . .
xpand consulting service areas, and achieve mutual

complementation of core business

Prored Partners

Actively use M&As as business investments

Develop the structures required for achieving the target of M&As for a total of around 20
billion yen over three years.

Mainly covering systems area and outsourcing.

Depth of penetration to clients

saul|

_..Services and businesses ® >
:] S subjectg)tl)vl&A
isting servi . Outsourcing &
I [y i bt Consultation ing
Operation
o r - 1T
ml BN | Cost management | | Sier .
X costs Indirect materials, direct | j| Core systems, back office "
8 materials - support "
I
> | B » il RPA/A etc. BPO i
o Non-core BPR/logistics | Improving operational Administrative I
= business : efficiency departments :
(o) Sal { ! Purchasing departments E
==

0 Ma ©s management |y gEA/CRM, etc. Sales departments i
arketing/sales strategy I ) 1
® , N IT services !
< I Organization & personnel, IT, Digital I
8 Irisk management environment, ) :
: public consulting Marketlng 1
v v )
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4. Growth Potential and Strategy

Policies in M&A Prored Partners

Our policies in M&A involve selecting investments by placing the highest priority on the
synergy effects with our business and the expansion of services.

Specific M&A Policies

(1) Same size of customer base as (4) IT engineers functioning in system

development

* Accomplishments in service digitalization,
and possession of many IT engineers with
the skills required to conduct in-house
development

Prored

* Customer sales of 1 to 500 billion yen
» Target customers with comparatively high
difficulty of customer sales

(5) Possession of subscription-based
services
* Possession of BtoB cloud systems,

particularly systems accumulating activity
data such as SFA and CRM

(2) Extensive customer database

* Possession of purchasing/procurement,
sales/customer and personnel/labor data,
and other data not in circulation in the

market
3) Product and service synergies (6) Strengthening of existing business
» High affinity with expense items handled in + Possessing services competing with
Prored's cost management Prored's cost management

04: Growth Potential and Strategy (C) PRORED PARTNERS All Rights Reserved..
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4. Growth Potential and Strategy
Progress in M&A Consideration Prored Partners

Using our sales force and our advance due diligence know-how and analysis capabilities
developed through consulting, we select M&A targets with a high probability of increasing
value. There are already several targets undergoing specific investigation.

Number of confidentiality agreements:
° Approx. 10 companies

Number of contacts: Approx. 60
companies

, Sourcing: Approx. 250 companies
Identification of carefully selected companies

N
Information gathering, referral and acquisition of deals A
Client oroomty PEfunds Information gathering leveraging our
Business Companies Financial pOWGI’fUl sales fOI'CG

partners referring deals institutions
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uture’Growth image - Further Growth While
Maintaining High Earnings

Prored Partners

In existing areas, sales growth of approximately 30% every fiscal years and operating
margin of at least 30% overall have been set as targets
New business areas are expected to be profitable from FY2020.

Conduct M&As to expand consulting service areas. Phase 2 ))
_ Expansion of cost management area
M&A potential » Full-fledged deployment and ste
New business areas course for new consulting servi

» Full launch of investment sepfices
» Digitalization of manage
consulting

mEXxisting areas

Phase 1))

Expansion of cost management
projects

» New consulting services
development and investments

» Aggressive human resources
investments

2.64 billion

1.65 billion

1.01 billion

400 million 210 million

2015/10 2016/10 2017/10 2018/10 2019/10 2020/10 2021/10 2022/1
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Concept of Our Consulting Prored Partners

* We concentrate on large areas of the market in our consulting services

* Focusing on their area and brush up service quality, we promote differentiation from other
consulting firms

Focusing our consulting services
/ + PDCA of consulting with Performance-based Fee

N .t

Improvement of
Quality and Efficiency (Standardization)

Ajienp

s O JUBWaAOIAW|

-\

Expansion of consulting services —
Cost management

- Sales Organizational New Business Human Dlgltal
X R
Indirect Direct EER [k Strategy IT Strategy  ™siategy innovation (TS Global . mm
materials | matenals
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Consulting flow is well-established on our primary services Prored Partners

Consulting flow

1. Conclude the consulting service agreement
2. Perform due diligence
3. Perform consulting, if the client is interested in the details of the results
4. Receive the fee, if we successfully finish the consulting service

Conclusion of consulting
service agreement

—When verifying potential
success, conclude a
"consulting agreement”

—The fee arises only when
consulting is officially
requested by the client
and positive results for the
client is realized as a
result of our consulting

Conclusion of consulting
service agreement

Due Diligence
(Diagnosis of potential for success)

—In order to understand the
circumstances related to
the consulting, receive
necessary information
and data, then perform
simplified due diligence

—Calculate the expected
level of success and
amount of success based
on the analysis, then
make a proposal to the
client

Consulting

—After the proposal,
execute consulting if there
is a request from the client

—After confirming the
elements necessary for
the client, collect, analyze
and verify detailed data

—Present multiple patterns
of optimum proposals, and
after the client makes their
selection, provide support
to the client until the
results are determined

Results/Fee

—Calculate the results due
to consulting after the
results for the client are
determined

—When starting a
consultation, calculate the
fee based on the details
agreed to with the client
in advance

—An invoice is issued
based on the payment
agreement details after
the fee is confirmed

Consulting fee charged at
the timing of approval on
cost-saving proposal



Characteristics of Performance-based Fees: Strengths in
Times of Economic Uncertainty

Prored Partners

Performance-based fees are not as sensitive to economic cycles because they can be implemented
without a dedicated budget

IlllIllIIlllIlllllllllllllllllllll‘

Business
cycle

Fixed fees Strong economy

Weak economy

LLLLLLLLLLL S

iCan't use consulting services in
ia weak economy because
:budget funding will dry up

: Cut

B77 ;
Consulting budget E &,}/

Fixed-fee consulting works
when the economy is good
and there is a budget for
consulting, but it does not
work in an economic
downturn because
consulting budgets will
disappear

Weak economy

Performance-based fees Business

cycle

Strong economy

A weak economy will
generate more demand for
cutting costs,
so...Business initiatives
grows

Performance-based
consulting fees are reliable
because they do not
require budgeting, as they

are paid from cost
A certain degree of profitability can be

reductions, even durin o .
) 9 maintained because cost reductions cover the
economic downturns fees
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Potential Market for Cost Management Prored Partners

Aim to develop and expand new customers in each market while improving the quality of consulting for
cost management

Number of companies Sales (yen)
Ratio of number Sales of Prored :
Number of Total number of of Prored Partners Sales of all Sales ratio of
Prored Partners ; Partn " ; Prored Partners
customers companies artners customers companies customers
customers
Manufacturing ' '
I 5 100 50% 14 trillion 134 trillion 105%
Retail and food ' !
. and beverage 1 19 0.7 trillion 15 trillion
Large corporations industry 5.3% 4.6%
(Sales of 500 billion
yen or more) ;slgr:sncuz 0 34 - — 69 trillion —
Other 5 415 1.2% 1 trillion 198 trillion 0.6%
|
69 3,780 18% 4 trillion 168 trillion 259
Medium sized firms / » N '
(Sales of 10 billion to 105 1,809 5.8% 7 trillion 77 trillion 10.0%
500 billion yen)
Existing targets
41 2,943 1.4% 1 trillion 105 trillion 15%
67 7,044 1.0% 4 trillion 339 trillion 1.2%

Sales ratio = Total sales of all companies in the market divided by the total sales of Prored Partners clients
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Initiatives to Address ESG/SDGs

Prored Partners

We seek to resolve social issues diversifying with the times and bring about a better
society through consulting services with performance-based fees in line with our vision

A19100S JUSWUOJIAUT

9JURUIBA0D

of "value" = "consideration"

Prored's Initiatives

Cost management consulting initiative aimed at
reducing environmental impact (reduction of CO,
emissions, waste reduction, etc.)

Reduction of use of multi-function printers within the
company

Diversity initiatives * Health and productivity

Support for giving birth, management Initiatives

raising children and caring *® Human Resource

for family members Development
Work style reform initiatives * Coexistence with the
community

Corporate governance initiatives
Ensuring compliance, risk management initiatives
Information security initiatives

Relevant SDGs

R
Ribiyis i R%

FTRTOAR
RECELE




Handling of This Material Prored Partners

B This material includes descriptions of the future prospects of the company. These descriptions
were prepared based on the information at the time they were written and do not guarantee future
results and involve risks and uncertainties. Please note that there is a possibility that these results
will substantially differ from the future prospects due to a variety of factors.

B This material includes past financial statements that have not been audited by audit companies
and management figures of the company that are not based on financial statements.

B The contents of these materials will not be updated or revised, even if there are changes in matters
or situations after the date these materials were created.

B Any information in this materials not pertaining to Prored Partners has been extracted from publicly
disclosed information and the accuracy and rationality of such information have not been verified
and thus are not guaranteed by Prored Partners.



P

Prored Partners

su7zvsatnr Pro + red ® s o #



