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1. FY2020 Financial Result

Performance Highlights Prored Partners

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

environment - Social environmental changes being brought about by the spread
of infectious diseases are expected to expand the business
consulting market
Performance Sales 3.2 [ viionyen Vs.prioryear + 23 8,
Operating
income 1 . 2 1 billion yen Vs. prior year 4+ 14 . 1%
Performance » Sales continued to grow, despite the impact of the coronavirus, due to
highlights an increase in the number of engagements from the expansion in

sales partners and strengthening relationships, and growth in the
number of acceptance inspection engagements due to an increase in
consultants

« Strengthened consultant hiring in order to respond to plentiful needs

(from 64 at the end of November 2019 to 83 at the end of November

2020)

« Although there was an increase in personnel expenses and new
business development expenses, those costs were absorbed through
an increase in sales, and there was a substantial increase in profit YoY



1. FY2020 Financial Result Income Statement 1

Summary of Income Statement

Prored Partners

Although sales fell short of initial expectations due to the coronavirus, high profit

margins were secured

FYE October
2018
actual

FYE October
2019
actual

FYE October
2020
actual

Percent change
from FY2019
%)

(unit: million yen)

(Reference)
Actual-to-
forecast (%

FYE October
2020 (forecast)

Sales 1,651 2,641 3,270 +23.8% 3,468 (5.7%)
Cost of sales 379 595 924 +55.2% —

Cost rate 23.0% 22.5% 28.3% —
Gross margin 1,272 2.046 2,346 +14.6% —

Gross margin 77.0% 77.5% 71.7% —
...................................................... LI
Selling, general and 657 980 1130  +15.3% —
administrative expenses

Selling and administration 39.8% 37 1% 34.6% .
.......................................... expenseratio T
Operating income 614 1,065 1,216 +14.1% 1,235 (1.6%)
.............................................. “wergn.  372%  403%  372%  356%
Recurring profit 591 1,046 1,189 +13.6% 1,233 (3.6%)
Profit before income 501 1.046 1,189 +13.6% .

OO S
Net profit 380 682 869 +27.3% 766 +13.5%

01: FY2020 Financial Result

(C) PRORED PARTNERS All Rights Reserved..



1. FY2020 Financial Result Income Statement 2

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

Although results were down due to the impact of the coronavirus in the third quarter, they
recovered in the fourth quarter

Operating
- Sales income
(unit: million yen)
886 880
812
649 685 685 692
622
392 382
323
289
I I 233 220 210 232
1Q 2Q 3Q 4Q 1Q 2Q 3Q 4Q

2019/10 2020/10

01: FY2020 Financial Result C) PRORED PARTNERS All Rights Reserve



1. FY2020 Financial Result Income Statement 3

Sales Plan Performance Analysis

Sales plan fell short due to the impact of the coronavirus
Decrease in the base amount could continue to occur depending on future

economic conditions

N42

Decrease due
to delay in
acceptance
inspection
timing

October 2020
plan

01: FY2020 Financial Result

Sales plan not achieved

Prored Partners

(unit: million yen)

(198 million yen)

A148
. A8
Decrease in Other factors
performance-

based fees due
to a decrease in
the base amount

C) PRORED PARTNERS All Rights Reserve

October 2020
results

d..



1. FY2020 Financial Result Income Statement 4

Operating Income Fluctuation Analysis Prored Partners

Increase in profit exceeded the increase in personnel expenses and recruiting expenses
from the increase in the number of consultants and the increase in sales commissions
related to sales engagement acquisition

Operating income growth
+151 million yen

Decrease in (16) (36) .0
+300 travel and Increasing Growth in Growth of (16) (14) 0)
transportation personnel hiring costs o © _ _
costs expenses sales  Increasein Increasein  Other
Increasing commissionscommission taxes and
Sales by €xpenses dues
increasing
engagements

2019/10 2020/10

01: FY2020 Financial Result C) PRORED PARTNERS All Rights Reserved..



1. FY2020 Financial Result Balance Sheet 1
Balance Sheet Summary (Consolidated) — Consolidated

and Non-consolidated Comparison
Consolidated balance sheet created from the end of the current fiscal year
Conversion of Knowledge Management Research & Institute into a subsidiary resulted in
goodwill of 360 million yen

Non- .
Consolidated

(unit: million yen)

Non- .
consolidated Consolidated

Current assets 6,592 6,674 +82

Cash and deposits 5,846 5,952 +106

Accounts receivable - 612 629 +17
trade

Inventory assets 1 43 +42

Other 132 49 (83)

Non-current assets 913 848 (65)

Property, plqnt and 44 44 _
equipment

Intangible assets 47 416 +369

(Of which, goodwill) — (369)

Investments and 820 386 (434)
other assets

Total assets 7,508 7,522 +16

01: FY2020 Financial Result

Current liabilities 867 912 +45
Accounts payable - trade 24 28 +4
Accounts payable - other 126 147 21
Accruedexpenses .......................... oy T
........ |ncometaxespayab|e193193+0
oo e ey o

Non-current liabilities 329 343 +14

Long-term borrowings 50 50 —
...................... Bondspayab|ez4024o_
............... Ret,rementbenef,t_13+13

obligations
................... A Ssetremememgsss_
obligations

Total net assets 6,308 6,266 (42)

Share capital 2,025 2,025 —
...................... Capltalsurp|u320152015_
............... Retamedeammgszzegzzze(42)

Total liabilities and net assets

(C) PRORED PARTNERS All Rights Reserved..

Prored Partners



1. FY2020 Financial Result Balance Sheet 2
Balance Sheet Summary (Non-consolidated) - Consolidated

and Non-consolidated Comparison
Procured about 1.8 billion yen in funding through the exercise of share subscription rights

Prored Partners

in January and February 2020

(unit: million yen)

Net profit also increased, and a high equity ratio exceeding 80% was secured

FYE October | FYE October Chanae
2019 2020 9

4,471 6,592

Current assets +2,121

FYE October | FYE October
2019 2020 Change

Current liabilities 689 867 +178
.......... Cashanddeposits 4154 5846 *HO9E T accounts payable - rade 17 24 +7
Accourtsrecehale o Gz a5 comspuabe-oner S8 126 el
rade
....................................................................................................................................................... Accrued expenses 163 507 Y
Short-term loans 0 100 FLO0
receivable Income taxes payable 285 193 (92)
e s . g e o e e
Non-current assets 247 913 +666  Non-current liabilities 358 329 (29)
Property, plant and 50 44 (6) Long-term borrowings — 50 +50
EOUIDMI BN e
Intangible assets 5 47 +42 Bonds payable 320 240 (80)
e ot ratramant . . X
191 2 +62 L

other assets o 820 629 obligations
(Of which, stock of . (451) Total net assets 3,670 6,308 +2,638
........................ subsidiaries) Share capital 1,140 2,025 +885
....................................................................................................................................................... Cap|tal Surplus 1,130 2’015 +885
....................................................................................................................................................... Retained eamings 1399 2 268 1869

01: FY2020 Financial Result

Total liabilities and net assets

(C) PRORED PARTNERS All Rights Reserved..
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2. FY2021 Forecast

FY2021 Forecast Prored Partners

With the conversion of Knowledge Management Research & Institute into a subsidiary,
the operating margin is expected to decrease due to the low profitability of the subsidiary
compared to Prored and the burden of goodwill amortization from planned consolidation
on a consolidated basis starting from the FYE October 2021

On a non-consolidated basis, we will secure high operating margins while promoting
investment, especially in human resources (unit: million yen)

(Consolidated)
Sales — 4 349 —_
Operating income — 1,264 —
EBITDA — 1,313 —
EBITDA/net sales — 30.2% —_
(Non-consolidated)
Sales 3,270 3,795 +16.0%
Operating income 1,216 1,312 +7.9%
Operating margin 37.2% 34.6%

02: FY2021 Forecast (C) PRORED PARTNERS All Rights Reserved..



2. FY2021 Forecast

Non-consolidated Sales Plan

Although the spread of the coronavirus is expected to result in a decrease in performance-
based fees due to the sales activity restrictions and a decrease in the base amount in the
previous fiscal year, continued growth is expected due to abundant consulting needs and
an increase in production capacity from an increase in the number of consultants

+980

Increase due to
growth in
engagements
and production
capacity

October 2020
results

02: FY2021 Forecast

Increase in sales
+525 million yen

Prored Partners

(320)

Decrease due to
not being able to
conduct sales in
April and May
2020

(135)

Decrease in
performance-based
feesdueto a
decrease in the
base amount

October 2021
plan
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3. FY2021 Priority Strategy

FY2021 Priority Strategy and Growth Image Prored Partners

Enter Phase 2 and implement measures in each category to accelerate the growth rate
Expand resources, maintain high profitability, expand new services and implement M&A for

continued growth in existing areas
Phase 2 )) Consolidated

) @D Expansion of consulting services
M&A potential Digitalization of existing areas,
New business areas new business areas, SIB, and
consulting
@ M&A strategy

Existing areas

Phase 1)) Non-consolidated

« Expansion of cost management
projects
» New consulting services
development and investments
« Aggressive human resources
investments 2.64 billion

3.27 billion

1.65 billion

1.01 billion

400 million 10 million

2015/10 2016/10  2017/10 2018/10  2019/10 2020/10 2021/10 2022/10

Phase 2 (FYE October 2020 onwards)



3,_FY2021 Priority Strat
Approach fo Target Customers Centered on
. Prored Partners
Consulting and M&A
There are few approaches by consulting firms to customers with sales ranging from 10 to

300 billion yen, and many companies have a low outsourcing rate and have not proceeded
with DX

Promote the development of new customers through a variety of services
Cross-selling

Cost management

. . (Indirect materials, DX, SIB)
sized firms with sales :
consultin :
of 10 to 300 billion yen J New consulting

(Cost, logistics, sales
Difficulties in securing improvement)

and developing
human resources

Principal investment

(IT companies, consulting,
Deterioration of operational

efficiency due to increase in BPO)
personnel expenses year by year

Provision of services
Difficult to invest in IT

PE fund business

03. Priority Strategy ) PRORED PARTNERS All Rights Reserved..



3. FY2021 Priority Strategy (1) Expangion of C nsultlng Services

Improve Production Capacity through b
an Increase in the Num er of Consultants

Shorten the time between joining the company and becoming capable workers and

maintain high levels of productivity (per-capita sales) through the standardization of
consulting

Achieve continued high growth potential coupled with staffing reinforcements

Number of consultants to sales

4,500
Total sales (million yen) (est )
4,000 3,795 =
Number of consultants at beginning of period
3,500 3,270
3,000
, 2,641 83
2,500
2.000 o4
’ 1,651
1,500 49
1,013
1,000
’ 29
515 25
500
14
0
miion yen) 2016/10 2017/10 2018/10 2019/10 2020/10 2021/10 (est.)
Pe;;zz”a 36.78 million yen | 40.52 million yen | 56.93 million yen | 53.89 million yen | 51.09 million yen | 4°-73 million yen

(est.)



3. FY2021 Priority Strategy (1) Expansion of Consulting Servjces

Progress Report on Strategic Priorities for

FYE October 31, 2021 - Detalls

Implement both sales and consulting measures in an aim for continuous growth
Aim to develop new business areas into a service that achieves sales of around 1 billion yen by FYE

October 2022
Progress to date Next steps
* Increase introductions from
g_g Orders and . ) | N partners
@ | sales grow Expand sales Strengthen collaboration wit - Implement sales activities based
a from channels to PE partners and develop new partners on a targeted strategy
Q : . - Number of engagements s I i tible measure
21 reinforcing and partners increased by +11% YoY Implementing multip Sures
8 personnel to become the No.1 company in
n cost management
- Entered into and partially - Implement contracted projects
Expand Direct completed consulting . Streamline project expertise
. : engagements for management of - Establish team structure capable
Service area materials direct materials costs (construction  of responding to multiple
% industry) engagements
i - Entered into consulting - Complete contracted projects
5 engagements for operational - Streamline project expertise
S BPR improvements (retail industry, - Establish team structure capable
P service industry) of responding to multiple
g Aim to achieve - Implemented contracted projects engagements
@ SElEs e elauine - Complete contracted projects
& | 1 billion yen by I\S/Iales t - Received marketing orders . Streamline project expergise
FYE28§I20ber anagem.en _(n:janufacturlng industry, service . Establish team structure capable
(Increase in n ustlry) d d oro of responding to multiple
sales) Implemented contracted projects engagements

Prored Partners



Entry'of Knowigdge Managément Research &

Instltute In the Group
With the entry of Knowledge Management Research & Institute in the Group, the scope

of the Group's services has been expanded with the addition of a think tank business for
public offices and local governments and consulting services in the areas of environment,

food safety, and hygiene

Prored Partners

Prored Partners kmpei

Knowledge Management
Research & Institute

Expand environmental and risk management consulting

Objective _
services as future growth areas

Expansion of scope|  Utilize the network of the Knowledge Management Research &
of service Institute to expand services for public offices and local

governments

»  Widely recruit competent and qualified personnel for each service through the
Human expansion of consulting services

resources * Be able to offer employees a variety of career advancement plans and
maintain and improve their individual motivation

Synergy effects

+ Take advantage of our sales force to cross-sell and up-sell consulting services

Sales from both companies




3. FY2021 Priority Strategy (2) M&A Measures - Principal Investment Strategy

Achieve Mutual Complementation of Core Business
through M&A and Business Investments

Aim to provide a one-stop service for companies with sales between 10 and 300 billion,
ranging from strategy planning and execution to results database develop,
standardization, outsourcing , and DX

Establish a dedicated M&A department, with the goal of executing a total of 20 billion yen
in M&As in two years

rored Partners

Depth of penetration to clients

>
® >

|:] ...Services and businesses
subject to M&A

|:] ...Existing services and
businesses

O e e e e e e ———— N
I I
ulll Procurement Cost management | | sler :
ndirect materials, 1 Sales and purchasing |
8 costs direct materials : management operations support :
-
73 Personnel : :
o) expenses BPR/logisti ] RPA/ALI, etc. [
ogistics ] [
S Non_-core 9 1| Improving operational efficiency BPO I
o business : Purchasing departments :
% : Sales departments :
2 Sales. management i SFA/CRM etc. IT services l
o Marketing/sales strategy : :
@ e 1 1
L] - - I
5 : Organization & personnel, IT, Digital :
® 1 [isk management environment, -
@ ‘ : public consulting DX !

¢
|
1
1
|
|
1
1
1
|
1
1
1
|
1
1
1
|
1
1
1
|
1
1
1
|
|
1
1
|
|
1
1
1
|
1
1
1
|
1
1
1
|
1
1
1
|
1
1
1
|
|
1
1
|
|
1
\



3|._FY2021 Priority Strategy (2. M&A Measures - Pripcipal Investmen%Strategy

hemes and Business Image o
Specific Investments by Investment Firms

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

Prored Partners

Category Investment theme Business image

Consulting to strengthen and supplement existing business by having
specialty contributing to cost reduction in various selling and
administrative expenses and cost of sales

Strengthening of existing cost

Cost reduction . :
reduction business

IR consulting for listed companies, support for branding strategy aimed
at raising recognition of companies and services

Consulting specializing in revitalization of companies whose performance
Revitalization, turnaround deteriorated due to COVID-19 by partnering with regional financial
institutions, etc.

Think tank Consulting implementing policy proposals to national and local
Consulting governments for improving efficiency and reducing costs

IR, branding

services ETSERE S TElrE e ST Overseas support package aimed at small and mid-sized firms including
P PP local networks and hiring overseas

Consulting evaluating small and mid-sized firms' intellectual property
such as patents and assets such as real estate

Service standardizing and providing the establishment of business
Support for 100-day plan in M&A foundations and creation of business plans after M&A of investment
funds and operating companies

Provision of consistent services ranging from consulting on digital
transformation to system architecture

Consulting of visualization and standardization through the
implementation of manuals on operations dependent on specific
personnel in small and mid-sized firms

Provision of cloud systems such as operational management in
IT-related SaasS, shared services administrative departments and SFA/CRM in sales departments of small
and mid-sized firms

Services related to the consolidation and sale of information
(management indicators, etc.) especially related to unlisted small and
mid-sized firms

Consulting contributing to the expansion of sales of small and mid-sized
firms utilizing digital marketing

Evaluation of corporate assets

DX, system architecture

Structural support, technology
transfer

Monetization of non-public corporate
information

Digital/Web marketing




3 FY2021 Priority Strategy B) M&A Measures - Principal Investment Strate

Progress in Business Investment M&A
Consideration

Selection of many M&A targets with high corporate value through the Company's own
sourcing power and expansion of members of the M&A department. There are already
several targets undergoing investigation

Prored Partners

Number of confidentiality agreements:
 J

Approx. 10 companies

Number of contacts:

Approx. 25 companies

Information gathering, referral and acquisition of deals Securing strong sales force and M&A members
. Management M&A memberS
Client community PE funds « Two people from PE funds
+ From FAS
Business Companies Financial  From four major law firms and FA

partners referring deals institutions » From foreign IBD



3. FY2021 Priority Strategy (3) M&A Strategy - PE Fund Business

Story behind the Establishment of the PE Fund

With the establishment of performance-based fee consulting, expansion of fund
management as an ultimate performance-based fee service to help more companies
increase their value

Prored Partners

Development of our Group's business toward the realization of a world where value
equals consideration

il 8 3

Launch of the

e . Mothers Tokyo Stock
world's first Expa_msmn_of Exchange ||st|ng Establishment of
completely transactions with PE (July 2018) BLUEPASS CAPITAL

Acquisition of large

performance-based

fee consulting
(December 2009)

v

Introduction of the

clients

A 4

Accumulation of

. concept %f q value-added know-
pe c::rmapct:[lr-] ase how for PE
ees In the investments

consulting field

03. Priority Strategy

Change to TSE First

Section
(April 2020)

INC. as an investment
company

v

Start of investments to
improve value through
fund management

Acquisition of
financial strength

and social credibility Extension of

performance-based fee
consulting

C) PRORED PARTNERS All Rights Reserved..



3. FY2021 Priority Strategy (3) M&A Strategy - PE Fund Business

Characteristics of Bluepass Capital Prored Partners

Fully utilizing the services and networks of Prored Partners participating as an
LP investor in the operation of the fund enables differentiation within the fund
industry due to having characteristics other PE funds do not have

/ Route for \ / ) /Sales force\ /Has a track\
introducing Investment acquiring record of
Prored Partners’ abundant decisions more than 200 single-
Skills /Networks | projects from based on new handedly
customers original DD customers performing
\\and partners per year \\ IPOs /

Bluepass Capital’s
Skills/Networks




3. FY2021 Priority Strategy (3) M&A Strategy - PE Fund Business

Future Vision Targeted through PE Fund Business Prored Partners

In the realization of a world where "value" = "compensation," continue to focus on
increasing the value of small and medium sized firms, and create an ecosystem for
resolving social issues such as the development and creation of many professional
managers in that process

Create a total of 100 truly competitive growth companies from small and

1 ) . .
medium-sized companies
+ At the same time as resolving the issue of management succession, realize many IPOs and
create growing companies
« Contribute to the revitalization of the financial market through the improvement of corporate
value and realization of IPOs
« Implement science in value improvement know-how, and spread explicit knowledge
5 Create a platform for generating professional management personnel

through fund investment

» Create a platform for generating young professional managers through many investments

« Formation of a network of professional managers and professional personnel through the
Group

+ Ultimately develop execution support consulting functions that serve as a tool for management



Prored Partners

Our Vison and Growth Potential and strategy

4. Mid-term Growth Strategy

@D Business Environment of Existing Business
@ Mid- to Long-term Growth Strategy



4. Mid-term Growth Strategy (1) Business Environment of Existing Business

Positioning of Prored Partners Prored Partners

Because there is a performance-based fee system, there is no competition to

match a position
The main target is companies with sales of 10 to 300 billion yen
There are many orders due to high consultation needs and no initial cost burden

Scale of sales From From From From
Business model 1 billion yen 10 billion yen ' 100 billion yen | 1 trillion yen

Performance-
based fees

Fixed fees
companies

(for each

- Japanes Strategic
project) J integrate consultingg firms
apanese consulting f
Fixed fees e
Japanese independent :
(Monthly and e Global integrated

annual regular consulting firms

fees)

04: Our Vision and Growth Potential and strategy



4. Mid-term Growth Strategy (1) Business Environment of Existing Business

Development of New Consulting Needs

through Performance-Based Fees
Foster a new market by providing management consulting with performance-

based fees to companies with sales of 10-300 billion yen that made few high-
value management consulting requests

Prored Partners

Scale of sales
From From From From
(Numberof -} 4 o, 10 bill 100 billi 1 trill Total
Wpanies) illion yen illion yen illion yen rillion yen
Market (approx. 130,000 (approx. 14,000 (approx. 1,360 (approx. 150 (a;::p:)rrc:]);;rﬁg,s(;oo
companies) companies) companies) companies)
* Size of fixed fee .
consulting market (100 760 190 940 1,740 363’002nm'”'°”
million yen) y
Approximately 80 percent of
** Size of performance- Prored's customers have
based fee consulting sales of 10 to 300 billion yen Approx. 20,000
market million yen
(100 million yen)

+ CAGR of approximately 10% is expected because the performance-based fee consulting market is expanding

« Furthermore, quantification of business segments that were previously difficult to quantify is being promoted through the
introduction of DX and |oT, and performance-based fee consulting is progressing in new areas

* Source: Prepared by Prored based on International Data Corporation Japan "Domestic Consulting Services Market" and the FY2009 Ministry of Economy, Trade and
Industry BPO Survey Report
** Source: Prepared based on market surveys by Prored and Prored's proprietary data



4_Mid-term Growth St_ratei)y (1) Business Environment of Existing Business

Characteris

ics of Performance-Based Fees:

Prored Partners

Not as Sensitive to Economic Cycles

Because performance-based fee consulting fee allows work without budgeting,
orders are less susceptible to economic fluctuations

Fixed fees

When you hire a fixed-fee
consulting firm, although you
have a budget limit to work
with when the economy is
good, when the economy
deteriorates, you lose your
budget limit and cannot
work with them

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
downturns

04: Our Vision and Growth Potential and strategy

Strong Economic

economy

Weak
economy

fluctuations

Can't use consulting
services in a weak

Requests have grown

due o the need to economy because budget
review operations while funding will dry up
Reduction

there is still opportunity

Consulting budget limit ﬁ

Strong
economy

Weak
economy

Economic

fluctuations

Because a weak economy
will generate more
demand for cutting costs,

Requests have grown
due to the need to

review operations while
there is still opportunity

business initiatives grow

A certain degree of profitability can always be

maintained because cost reductions cover the fees

C) PRORED PARTNERS All Rights Reserved..



4. Mid-term Growth Strategy (1*Busmess Environment of Existi

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

Prored Partners

Management issues
Improving Risk
Cost reduction operational Marketing IT support M&A ¢
efficiency managemen
Retail Manufacturin Service

Core Work Core Work Core Work

Non-Core Work Non-C ore Work Non-Core Work

Purchasing -  Sales Purchasing - Purchasing - Sales
Accounting administration Accounting admlnlstratlon Accounting administration
Human - Marketing, etc. = Human = Marketing, etc. = Human - Marketing, etc.
resources resources resources

General . - General

affairs i affairs

Consultation & System & Outsourcing

Prored Partners




4. Mid-term Growth Strategy (2) M|d to Long-term Growth Strategy

Future Growth Image - Malntalnmg High Profitability =
and Making Growth Investments

The potential market in existing areas is large, and the target is to maintain
steady growth and high profitability, and secure an EBITDA margin of 30% or
more even considering investment in new business areas

The target is an EBITDA margin of 25% on a consolidated basis because there
are also businesses with up-front investment

Cost management
Management consulting (DX, SIBY)
with performance-based
fees
(Cost management) Growth

New consulting
(Cost, logistics, sales improvement)

investment

L, Principal investment
Maintain steady growth

and high profitability
PE fund business

*SIB: Social impact bond. A mechanism for projects with performance-based fees for addressing social issues in government and local governments
using private know-how and funds and to use the results of those projects as the source of payments



4. Mid-term Growth Strategy (2) Mid- to Long-term Growth Strategy

Example of an SIB Initiative:

ay For Success

Scheme for Local Governments

Began offering consultations for local governments on a pay for success basis
The introduction of a pay for success scheme in government consultation is a first such
effort in Japan

Sl GBS L everage know-how from cost reduction projects for the private sector to help promote
efficient fiscal management?!), the biggest challenge facing local governments

== jer sz« Contribute to solving social issues using a pay for success schemes through social impact
bonds (SIB), a public-private partnership method that originated in the UK

(pay for success)

governments

Prored Partners

Initiatives during this year

Conducted Main Government Building
Management Cost Reduction Project on
a pay for success-basis for Kamakura
City

Conducted a Questionnaire on PFS/SIB
Initiatives for local governments across
Japan

Conducted research on domestic and
international SIB projects

Held workshops for local governments
engaged in or considering PFS/SIB
projects

=

Future developments

Further expansion of pay for success
projects leveraging cost reduction,
marketing, and IT, which are our areas of
expertise

Collaboration with local governments,
government and public institutions
through Japan in an aim to spread pay for
success schemes for solving social
problems as a new effort

1) According to the results of the Questionnaire on PFS/SIB Initiatives that we conducted in July 2020 for local governments across the country, the
biggest challenge facing local governments was the optimization of financial expenditures

Reserved..
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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

Narrowing down consulting

+
/ PDCA through performance-based fees

h _-
I Improvement of Quality and Efficiency (Standardization)
. e B

Spread of consulting services —

Sales IT - N.ew Human —
Organizational Global Digital

: : BPR Marketin business resource
Indirect Direct 9 strategy strategy SIEEL) innovation development -
materials ] materials

PRORED PARTNERS All Rights Reserved..
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Cost management
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Consulting Flow is Well-Established for
Our Primary Services

Consulting flow

Prored Partners

Conclude the consulting service agreement Perform due diligence Perform consulting,
if the client is interested in the details of the results 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



Although the Recording Timing Is Later for Fees in
New Business Areas, the Leverage Is High

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 growth Fee system

Prored Partners

B Customer expenses 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.
Example to the left: If there was
Consulting  [=0:5) =0 lp_pon Expenses Expenses il an annual decrease of 1 million
yen due to the cost management
(expenses go down from 10
million yen to 9 million yen)

\r Month scheme was adopted

Prored Partners fee

600,000 yen

400,000 yen
(50%) ,000 yen—~~_200,000 yen

(40%)

Expenses

10 million

Juswabeuew 109D

Before project Year 3 After year 4

L] Standard'sales The benchmark that serves as
Increase in the benchmark y,¢ standard (such as quarterly
(results) sales or gross profit) is

_L l compared after the execution of

1 strategy and tactics proposed by

Prored Partners, and the Prored

Partners fee is 40% to 80% of

the results recognized or the

increase in the benchmark.

The amount of the Prored

H1 H2 SS H1 H2 H1 H2 H1 H2 Partners fee is proportional to

Before project Year 1 Year 2 Year 3 After year 4 the level of results.

Fee system

Sales that serves
as a standard
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Handling of This Material Prored Partners

B This document 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 document 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 this document 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 document 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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