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Prored Partners

FY2019 Financial Result

1. Financial Results for Second Quarter
FYE October 31, 2019
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Performance Highlights Prored Partners

Business
environment

Performance

Performance
highlights

01 : FY2019 Financial Result

The need for consulting services (esp. for cost management) continues to
trend upward, as companies grapple with issues such as higher personnel
costs and uncertainty about the direction of the economy

Sales 1.338yen Vs. prior year + 1659%

Operating

iIncome 612|\/| yen Vs. prior year + 1580%

< Profitability >

* Increase in sales: Increase in the number of engagements from client
introductions and inbound inquiries

» Operating income up due to implement of large engagements in 2Q

<Costs>

« Higher labor costs: Expansion of existing services focused on cost
management and aggressive investment in human resources to establish
new consulting services (labor costs and adoption of fees for
performance)

« Sales commissions up due to higher sales
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Summary of Income statement Prored Partners

Operating margin trending slightly above plan due to the completion of a major project

(unit : Million JPY)

FY October FY October Percent change FY October
2017 Z%ai\t(uza?)ls 2018 2((262(;('))19 From 2Q 2019
(actual) (actual) FY2018 (%) (forecast)

Sales 1,013 804 1,651 1,334 65.9 2,305

T 297 .......................... 158 .......................... 379271714 .........................................
Cost Rate 29.3% 19.7% 23.0% 20.3%

GrOSSMargm .................................................................... 716 .......................... 646 .................... 1’272 .................... 1’063646 .........................................

................................................. Gross707%803%77o%797%

Selling, General and

Administrative Expenses 4 42 .......................... 258 .......................... 657 .......................... 450745 .........................................
Selling and administration 13.6% 321 39 8¢ 33.8%

................................... eXpense ratio e
Operating Income 274 387 614 612 58.0 142

Operating margin 27.0% 48.2% 37.2 % 45.9% 32.2%
Recurring profit 279 389 591 595 52.9 742
Profit Before Income Taxes 287 389 591 595 52.9 742
Net profit 198 253 380 413 62.8 463
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Quarterly trend in Sales and Operating income Prored Partners

Both sales and operating income are trending favorably, as they far exceeded prior-year
performance in both 1Q and 2Q

(unit : Million JPY)

0 Fy2o018 B - 2000

650 680
600 320
200 150
240 I I
3Q 4Q 1Q 2Q 3Q .4Q
Sales Operating income 0
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Operating Income fluctuation analysis

Prored Partners

* Increase in profit due to higher sales than expected exceeds the costs for aggressive
human resource investment and sales strengthening
» Operating income achieved a substantial increase in profit

Operating income growth

(unit : Million JPY)

+417

Increasing
Sales
by increasing
engagements

A56

Increasing
human
resource

costs

+232 Million JPY

A49
A20 AT
Growth of )
sales Increasing Increasing
commissions rent travel
Costs  oxpenses

Al4
A43
Growthin 5,0
hiring costs

2018/4

01 : FY2019 Financial Result

2019/4
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Balance Sheet Summary

Prored Partners

Cash and cash equivalents, and Retained earnings increased by Net profit

Oct. 31, Apr. 30,
2018 2019 change

(unit : Million JPY)

Oct. 31, Apr. 30, h
2018 2019 ChEniEE

Current assets 3,272 3,665 393 Current liabilities 418 447 29
4 6 2
Cash and cash Accountspayable ..........................................................................................................
equivalents 2,722 2,984 261 . Trade payables 2 Ao 15
Accounts receivable 113 244 130 Accruedexpense5109 ............................... 104 ............................ 5

................................................................................................................................................................ Accrued income
. Secuies 399 39 0 taxes, etc. 180 o7 H
Other 36 37 1 Other 85 91 5
Fixed assets 152 213 60 Fixed liabilities 29 38 9
Tangible fixed assets 2 S i Asset retirement 29 38 9
Intangible fixed obllgatlons .........................................................................................................
assets 5 6 1 Equity 2,977 3,393 416
Investments & other Common stock 1,134 1,136 1
assets 115 153 T T
................................................................................................................................................................ Cap|ta| Surp|us 1,124 1,126 1
................................................................................................................................................................ Retained earnings 717 1,130 413

Total liabilities and
Total assets 3,424 3,879 454 e quity

01 : FY2019 Financial Result
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Prored Partners

Progress of FY2019 Priority Strategy

2. Progress of FY2019 Priority Strategy
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Progress Report on Strategic Priorities for FYE October 31, 2019 Prored Partners

In 2Q, we signed business partnership agreements with new corporate partners and
implemented BPR, Marketing, and Sales strategy project initiatives in new service areas

|= Initiatives in which significant progress was made through 2Q
Orders and sales grow from :

reinforcing personnel
« Augment direct sales
» Expand sales channels to PE and Renforee L
?t Leverage knowhow from existing Iu\o:‘l"g:%?om
partners ) o services, with a view to existing
» More consultants, higher productivity launching services right away services in the
expectation of
i i medium- and
Expand consulting service area long-term
business

O
g development
Focus on the cost management field, &
which has large market potential
» BPR
* IT costs

* Direct resources

Focus on marketing areas with high :
potential :
» Marketing (B2B Cost management

I Broaden targeted expenses ﬁ
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Progress Report on Strategic Priorities for FYE October 31,

2019 — Detalls

Prored Partners

As of 2Q, good progress toward achieving initial expectations of success for various

initiatives
Progress to date Next steps
+ Entered into business
Orders and Exp.and outsourcing agreements with
sales grow business F:orporgte partners (financial - Implement sales activities based
f inforci channels to institutions) on a targeted strate
rom reintorcing PE and —Number of partnership 9 9y
personnel partners agreements up 16.9% from end of
prior period
Expand - Consulting engagements for

BPR

consulting
service area

operational improvements
(Retailing, Manufacturing)

* Implement contracted projects
- Streamline project expertise

Marketing
(BtoB)

- Consulting engagements geared
to business strategy formulation
and execution support (Retailing)

- Streamline project expertise
- Start standardizing project
processes

Sales
strategy

- Consulting engagements geared
to sales growth and pricing
strategy formulation
(Manufacturing, Retailing)

* Implement contracted projects
- Streamline project expertise

02 : Progress of FY2019 Priority Strategy
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Prored Partners

Growth Potential and Strategy

3. Growth Potential and Strategy
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Expansion by Enhancing Our Services and through Services-focuged , ,
M&A — On Our Core Investment Policy

Saul| 821AI3S JO uoisuedxg

03:

We are considering investing in business process outsourcing (BPO) companies
specialized in purchasing and procurement as well as services providing tools and
systems

Visualization of service area expansion through M&A

4 @ Business growth support
Use M&A to launch Expansion
) new BtoB services service
Sales growth consulting
areas
Providing tools and
systems
M&A
Wi Use M&A to expand BPO
Expand service lines personnel & IT resources
(from cost reductions to business growth support)
Cost reduction consulting @ Permanent cost reductions
Penetrate to Purchasing and
Management Management clientagachly procurement | Business process
of indirect of direct e by e, | Business process| = outsourcing
materials costs materials costs outsourcing) reengineering (BPO) A
(BPR) consulting M&A
o —

Depth of Penetration to clients
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Expansion of target clients and service area and development of

new consulting services

As of 2Q, Implementing initiatives of each item

Large corporations
(sales of JPY 500B and over

Medium sized firms
(sales of JPY 10B-500B)

Existing targets

&

Small-sized firms
(sales of JPY 1B-10B)

Cost management

03 : Growth Potential and Strategy

Direct Cost -
BPR - Sales

M&A

Prored Partners

Expand current target customers

» Strengthen relationships with business
partners

« Actively recruit personnel

Improve profitability from existing
customers

» Standardize and streamline operations
» Conduct hands-on training, esp. OJT

Grow the number of large corporate
clients

» Enter into agreements with business
partners

* Inaugurate overseas services

Develop volume zones
* M&A (PE funds or joint investments)

Sales promotion with new services
* Expand service areas

Grow by expanding the company’s
services and through services-focused
M&A
* Expand services lines through M&A
(principal investments)
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Appendix

Appendix
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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

\ -

I Improvement of

Quality and Efficiency (Standardization)
Expansion of consulting services

Indirect Direct
costs costs
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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

Fixed fees

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

Performance-based fees

Performance-based
consulting fees are reliable
because they do not require
budgeting, as they are paid
from cost reductions, even
during economic downturmns

Appendix

Business
cycle

Strong economy

Weak economy

Can'tuse consulting services in

aweak economy because

budgetfunding wil dry up
Cut

Y
Consulting budget ﬁ ////////,////

Weak economy  : Business
cycle

Strong economy

Aweak economywill generate
more demand for cutting costs,

-+ Business
initiatives grows

A certain degree of profitability can be

maintained because cost reductions cover the
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After signing the agreement, perform DD and
analyze expected results

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
clientis realized as a
result of our consulting,

Conclusion of Consulting
Service Agreement

Appendix

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

Prored Partners

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
Fee is confirmed

Consulting fee charged at the
timing of approval on cost-
saving proposal.
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The agreement is a 3-year contract and Fee is divided
. Z Prored Partners
over 3 years, so it is similar to a stock structure

Fee system and examples

Of the 3 years of successful results due to the consulting, 1/3 is received as Fee and 2/3
Is the benefit of the client. When Fee is paid in installments over 3 years, as it is gradual,

expenses compared to the previous year will be lower for 4 consecutive years.

Ex: If there was an annual decrease of 1 million yen due to the cost management
(expenses go down from 10 million yen to 9 million yen)

Client
Total payment
10 million yen

Total payment
\).6 million yen Payment

Prored Partners Fee

9.25 million yen Payment
600,000 yen \ 9.15 million yen Payment
(60%) e 9 million yen
Expenses (25%) (15%) Y!

Expenses Expenses Expenses Expenses

9 million yen

9 million yen 9 million yen 9 million yen

Before project Year 1 Year 2 Year 3 Year 4 and after

1st payment 2nd payment 3rd payment
Month scheme was adopted
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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.
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