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1. FY2021 3Q Financial Results and Revisions to Earnings Guidance for FY2021 Prored Partners

Highlights of financial performance

1. Both consolidated and non-consolidated sales progressed according to plan until FY2021 2Q, but sales deviated below
the plan from the beginning of FY2021 3Q (especially from June 2021) (see pages 6-8)

* Caused by a fall in orders from clients in certain sectors that have been hard hit by the COVID-19 pandemic. Many of
the KPIs for the consulting business indicate solid growth momentum (see pages 14-25), suggesting that
business will return to growth in the next fiscal year

+ Knowledge Management Research & Institute (“KMRI”), one of our subsidiaries, has experienced deceleration of its
consulting business for the private sector due to the COVID-19 pandemic

2. Since the soft launch of Pro-Sign, our BSM! platform to achieve the DX (digital transformation) of cost reduction activities,
the number of clients that have signed up for free subscription of Pro-Sign has trended significantly higher than
the initial plan (see page 37). We expect to begin charging during the next fiscal year

FY2021 3Q Financial Results

(100 million yen) Consolidated Non-consolidated

Sales 2 8 v 2 Sales 24 " 8
Operating profit 5 n 1 Operating profit 5 " 4

EBITDA before 6 . 7 EBITDA before 6 . 7

investment? investment?

1. Business Spend Management
2. EBITDA before investment: calculated by deducting profits and losses on new businesses (including Pro Sign) that are under development. The non-consolidated
amounts generally represent profits on cost reduction consulting



1. FY2021 3Q Financial Results and Revisions to Earnings Guidance for FY2021 Prored Partners

P&L Summary

Consolidated
(million yen) 3Q FY21
Sales
Costofsajes ....................................................................................................................................
L
Grossproﬂt ........................................................................................................................................
Selllnggeneraland823 ........................... 1130| © 0sd o
administrative expenses " ° T U S R
SG&A ratio % 33.5% 34.6% 41.9%

Operat|ngprof|t984 ........................... 1216 ................................ 546. .................... _446%
........................................................ Margm%401%372% 220%
=BITDA before 1,045 1,250 679  -25.1% 672

Margin % 42.5% 38.2% 27.4% 23.8%
Ordmaryprom955 ........................... 1189| ................................ 523 .................... _452% 496
Netmcome ............................................................................... 6 62 .................................. 869| ................................ 363| .................... -452% ................................. 3 36|

(C) PRORED PARTNERS All Rights Reserved..
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Differences between planned and actual sales in FY2021 3Q

» Both consolidated and non-consolidated sales made progress in line with the plan until FY2021 2Q

» Sales started to lag behind the plan at the non-consolidated level and KMRI from the beginning of FY2021 3Q due to the
impact of COVID-19

More details on the
following pages

(million yen)
-303 -60 26
Actual Demand Impact of Increases in Planned Stronger Impact of Other Actual
non- expansion COVID-19 sales due consolidated| impact of COVID-19 consolidated
consolidated (excluding including to salesin | COVID-19 on| onKMRI sales in
sales in the impact of restrained consolidation FY2021 3Q non- FY2021 3Q
FY2020 3Q COVID-19) sales of subsidiaries consolidated
activities sales

& AN J

’RORED PARTNERS All Rights Reserved..
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B Decreases in sales from COVID-ridden sectors

» The business environment remains severe in certain sectors that are highly susceptible to the impact of COVID-19. Sales
related to new orders from these sectors declined due to multiple factors caused by COVID-19 (some of the initially
expected large projects were postponed either because store operation had been disrupted or because other management
improvement measures took priority over cost reductions of indirect materials)

» Although orders from these sectors were expected to improve at the time of creating the initial plan, the delay in recovery
became clear in FY2021 3Q

Sales from Covid-ridden sectors

Initially assumed ¢.20%
sales growth YoY l

Sales shortfall due
to the impact of
COVID-19):
Approx. 300
million yen in total

7

77 '

P,

Restaurants Travel, entertainment Retail (excluding food) Total
and bridal

W a3Fy1o  Q3Fy2o0 Il Q3FY21 (Cumulative total)
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KMRI’s sales lagged behind plan

Prored Partners

» The consulting business for the public sector, which makes up more than half of KMRI’s sales, remained firm. Meanwhile,
in the corporate consulting business, the impact of the postponement and cancellation of face-to-face seminars due to
COVID-19 became evident

Consulting for
public sector

Consulting for
private sector

Cumulative total sales in FY2021 3Q

Environment-related research and consulting services, etc.
are provided mainly to public offices, municipalities and (million yen)

incorporated administrative agencies, etc.

Remains stable given multi-year / recurring projects, 158

despite required competitive bidding

Most sales are concentrated in March in relation of budget
execution

152

Consulting services relating to food safety management systems
(ISO, etc.) are provided to leading food manufacturers

In addition, seminars for managers are provided mainly to the 143

manufacturing sector

Lagged behind plan due to the impact of postponement and

(o]
(o]

cancellation of face-to-face seminars due to COVID-19

Sales fell short by 60 million yen in cumulative total in 300
FY2021 3Q

Sales are expected to fall short by 100 million yen in the full
year of the current fiscal year as we expect a certain amount
of impact to remain in FY2021 4Q

240

Initial plan

Results
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Revisions to results forecast for FY2021

» We have made downward revisions to earnings guidance for FY2021 in light of the following;
— FY2021 3Q sales lagged behind plan for the aforementioned reasons

— The Delta variant, which has caused the rapid spread of COVID-19 in Japan since July 2021, is expected to have
substantial impact in FY2021 4Q

FY2021 FY2021 : Change %
(million yen) F¥2020 (Revised) A | (Previous)B

Consolidated  Sales = 3,744 4,349 -605 -13.9%
Operating profit — 627I 888 -261 -29.3%
EBITDA before
investment = 803 1,357 -552 -40.6%
Margin % - 21.5%| 31.2%
Non- | _ _
consolidated  Sal€S 3,270 3, 299 3,795 496 13.0%
Operating profit 1,216 604 936 -332 -35.5%
Margin % 37.2% 18.3% 24.7%
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Revisions to the forecast of consolidated operating profit in FY2021

» Downward revisions to sales guidance for FY2021 will push down operating profit forecast. Some of the impact will be
partially offset by decreases in the development cost of Pro-Sign

» The number of clients that have signed up for free subscription of Pro-Sign has trended substantially higher than the initial
plan since its soft launch in June 2021. We have begun capitalizing some of the development cost of Pro-Sign
because the probability of future revenues and profits has increased

Operating profit bridge

(million yen)
888

317 Shortfallin 3Q
f
)
)

'l
-179  / Shortfall in 4Q

-496 -108
Consolidated Revisions to Revisions to Decreases in Capitalized Other Consolidated
operating profit non-consolidated subsidiaries’ the development development operating profit
in FY2021 sales sales cost of Pro-Sign cost of Pro-Sign in FY2021
(previous (revised

guidance) guidance)
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Outlook for return to sales growth from the next fiscal year

» We expect that the impact of COVID-19 on sales will be more than 900 million yen in the current fiscal year

» In the next fiscal year, sales are expected to return to a growth trajectory by implementing measures to accelerate lead
generation and expand sales in new business domains, in addition to the expected resumption of projects that were
postponed due to the progress of vaccination

» We believe that our growth story remains intact given the large addressable market and our strong market position

Reduced impact of COVID-19 on sales Accelerated lead generaiton Sales growth in new business domains

(100 million yen) (# lead generation)

Sales decline %// @

in Covid-ridden Addmonally incorporated

sectors
Restrained /
sales

activities\
Reductions = \_ Assumed in
of base /" original plan
amount1 -14
93
FY21 FY22 FY21 FY22 FY21 FY22
In light of the progress of vaccinations in Executing enhancement of partnership The order backlog has steadily
Japan, the impact on sales is expected strategy (including alliance with a leading accumulated in new business domains
to be reduced in the next fiscal year financial institution in Japan), and such as direct materials and
monetization of i) inbound inquiries from BPR/logistics. Expecting sales growth,
potential clients and ii) demand from particularly in the logistics domain

1. Used for calculating performance-based fees
(generally, actual expenses for the one year before
the commencement of project)

municipalities that have a large
addressable market
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Preliminary assumptions for FY2022 sales

 In the current fiscal year, non-consolidated sales will remain flat year on year given that the impact of COVID-19 was
greater than initially assumed

» In the next fiscal year, we currently expect that sales will be at a level close to the current fiscal year’s original sales
guidance, which we announced at the beginning of the current fiscal year?

Trends in consolidated and non-consolidated sales

(100 million yen) o . 43 Consolidated

V777, ] Original sales guidance for FY2021 _:““““'i

“www=d (Disclosed on December 15, 20202) Consoh?ated 371
I
33 E
E
26 E
i
i
17 E
E
10 E
i
i
i
7

FY17 FY18 FY19 FY20 FY21E FY22F

1.  We are currently reviewing and closely examining the budget for the next fiscal year and will announce earnings guidance for the next fiscal year in due
course. Please note that we may announce figures that differ from the current assumptions, depending on the outcomes of our future reviews and examinations
2. Kept unchanged in the revised earnings guidance for the current fiscal year disclosed on June 11, 2021

PRORED PARTNERS All Rights Reserved..
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2. Consulting KPIs and Current Momentum

Prored Partners

Consulting KPlIs Indicating Sustainable Growth

» Almost all KPIs have steadily improved. Current stagnant growth in sales is mainly due to a fall in the average fees per
client. From the next fiscal year, we plan on improving the average fees by taking in large projects that have been delayed

2

Market penetration rate ’(
by sector/ expansion of

Number of client
companies

©

target industries
" .

Number of partners who
promote lead generaiton

@

¢

Average client size |

(client’s sales)

(4] &

©

Average fees per |
client

¢

Fee rate

’ﬁ ,
Repeat order rate

v

Number of
consultants

o
|

Current momentum

+ Client development is progressing across sectors, and
the number of client companies is steadily increasing

» High market share in PE-backed companies

» Enormous untapped markets and large room for
growth

+» Steady progress in obtaining marketing partners who
promote lead generation

» The average fees per client declined due largely to the
impact of COVID-19

» On the other hand, the average client size is steadily
growing, and the cost base subject to potential cost
reductions is also expanding

* The revision of fee rates in January 2020 has been
making steady progress. Benefits of higher fee rates
will be reaped from next fiscal year

* The repeat order rate remains stable. Repeat orders
are received from about a quarter of new clients in 1 to
2 years after receiving orders for the first time

» The number of consultants at the end of FY2021 3Q is
108 (up 27% year on year)
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Prored Partners

© The number of client companies is steadily increasing

+ We are expanding the client base, mainly targeting large and midsize companies with sales of 10 to 500 billion yen, with a
focus on the manufacturing, service, retail and wholesale sectors

» We have succeeded in rapidly increasing the number of client companies across sectors without revenue concentration in

specific sectors

Our target client companies

Sales 500bn yen

Number of companies
in Japan

Approx. 1,300
Sales 100bn yen

Number of companies
in Japan

Approx. 13,000

Mid-sized
companies

Sales 10bn yen

Small
companies

Our most focused area

Trends in the cumulative total number
of client companies

(Companies)

Other 341

Wholesale
Retail (excluding
restaurants)
Service
ManufacturmgL.

FY18 FY19 FY20

Q3 FY21

TNERS All Rights Reserved..
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© High market share in PE-backed companies

We have a strong relationship with major private equity (PE) firms, both international and domestic, and have an
outstanding track record in cost reduction consulting and high market share in this space

PE investments in Japan are expected to increase over the medium to long term, and we are focused on further increasing
our market share in the PE fund industry and boosting our brand recognition

The number of publicly announced PE deals' has
been increasing rapidly in recent years High market share in PE-backed companies’

(# deals)

Orders received

28
26 26 by Prored
20
15 Announced
deals from
201713
Other
9%
Currently in the

marketing
2017 2018 2019 2020 2021 phase
YTD?

1. Limited to PE-backed companies whose sales are estimated to be 10 billion yen or more
2. Including projects that have already been publicly announced as of August 13, 2021
3. PE deals which closed before the end of April 2021 (100 days or more had passed since the closing date as of the above data aggregation date)
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© Substantial room for growth remains

» The number of our target client companies in Japan is about 14,000 and the client acquisition rate is still very low

» The total addressable cost base is estimated to be more than 5 trillion yen, and there is substantial room for growth also from
the perspective of the potential size of cost reductions

» We are gradually expanding cost items to be serviced and plan to target a larger cost pool in the future

The total addressable cost base is enormous

(trillion yen) 2.3 1.0 0.9 06 03
over [ >5tn yen
Financial cost Total addressable
Office/facility cost base
cost
Real estate
cost
# target companies (sales between 10bn - 500bn yen)
Energy cost - Portion of total
Approx' 14!000 Companles addressable cost base
| | |

being served by
Prored annually

Service Retail / Other

restaurants Wholesale
Manufacturing

1. Estimated based on actual costs reductions in Prored’s consulting projects over the past three years (ratio of the amount of cost items served to each client's sales)
and total sales of target companies

C) PRORED PARTNERS All Rights Reserved..
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© Potential market size for cost reduction consulting

» The domestic consulting market for cost reductions of indirect materials has the potential to grow to approx. 8 times the
current size

- Expansion of cost items to be served by Prored, more regular cost reviews by clients, and higher ratios of outsourcing to
consulting firms will drive the expansion of the potential market size

Current market size (estimate) Potential market size (estimate)

Once in 5 years on average
Expected to grow as cost items to be served by Prored’s

|
| >¥8tn
I . .
I consulting increase
1 /

50% : 50%
3 |

>¥5tn Reviewing cost reduction opportunities
once in 10 years on average e
Ceton> - l
1 I
— | >¥800bn |
80% : 20% : :
[
>¥500bn ! 1
== ———— 1 : I
I ¥100b I ! I
> n |1 [
L 1 | |
Total Annual Inhouse :Outsourced : Total Annual Inhouse | Outsourced :
addressable amount of cost [ to I addressable amount of cost : to I
cost cost under reduction : consulting : cost cost under reduction | consulting :
base review for initiatives | firms 1 base review for initiatives L firms I

reductions reductions
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© Continued effort to augment lead generation

+ We have established nationwide network of individual and corporate marketing partners, which allows us to efficiently
approach the management level of potential client companies

» The number of individual and corporate partners is continuously increasing. In addition, lead generation through direct
sales is also advancing

Our channel strategies Cumulative number of marketing partners

« Introductions to management of
potential client companies by retired
company managers and others

Individual
partners

» New individual partners are acquired

through referrals by individual partners
50% CAGR

« Major financial institutions (banks,
securities firms and insurance

Corporate companies, etc.) in Japan Individuals
partners » Advancing collaborative efforts with
branches nationwide in addition to
headquarters
. « Direct inquiries from clients have been Corporations’
Direct rapidly increasing in recent years given
marketing, increased awareness of our services
etc. and brand, and the effect of past direct FY18 FY19 FY20 Q3 FY21

marketing initiatives etc.

1. Cumulative number of branches of corporate partners from which we actually
received introductions to clients.
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O Trends in the average fees per client

» Since the previous fiscal year when COVID-19 began having an impact on new orders, a fall in the ratio of large projects, a
decrease in costs to be reduced, and a resulting fall in the average fees per client have become evident

— Fall in the ratio of large projects: Because there are moves to prioritize other management improvement measures over
the reduction of indirect material costs, mainly among retailers, some large projects are being postponed

— Decrease in costs to be reduced: Ultilities expenses and supplies expenses, etc. are decreasing, mainly in hotels and
restaurants

» Given that economic activities are expected to be normalized from the next fiscal year due to a rise in the vaccination rate,
we will work to improve average fees per client by resuming and increasing large projects

Trends in the average fees per client (illustrative)

In FY2021 3Q, the average fees per client
increased about 10% from the full-year result in the
previous fiscal year, but it is still low compared to

the level before FY2019
/ _
- " -7
If the trend toward the

The average fees per client rose as ) lizati f .

there were continued inflows of The ratio of large normatization o economic
large projects mainly among large projects declined mainly activities strengthens as the

retail chains in the retail industry vaccination rate rises, it will be

possible to resume large projects
that have been postponed

>
FY17 FY18 FY19 FY20 FY21E FY22F
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O The size of client companies is steadily increasing

» The ratio of target companies (sales of more than 10 billion yen) we focus on as our clients is steadily increasing, and the
cost base to be served is also expanding as client companies grow in size

« Qur client companies’ aggregate sales have been around 10 trillion yen'

Aggregate sales of clients from which new orders

Composition of new orders by clients’ sales were received during the year!
(trillion yen)
11
\

>10bn yen

Increased to

> about 80% of

new clients

<10bn yen
FY18 FY19 FY20 Q3FY21 FY18 FY19 FY20 Q3 FY21

1. Excluding clients with sales of 1 trillion yen or more

Reserved..
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Prored Partners

© Price increase in January 2020 has been on track

+ We began applying a new fee scale in January 2020. Previously, we received 100% of the annual cost reduction amount
as total fees, and this amount was allocated progressively over three years and recorded as sales. For projects for which
we receive orders as a result of sales activities started after January 2020, we, as a principle, receive 120% of the annual

cost reduction amount as total fees

Fee rates before and after the price increase

(Percentage of annual cost reduction amount)
120%

t00% | 20%

3rd payment 15%

2nd payment

1st payment 60% 60%
Before After
revision revision

The impact of the price increase becomes visible in
the second and the third payments. The second and
subsequent fee payments after the price increase are
expected to be posted from the next fiscal year

Number of new contracts based on the new fee rate (120%)

100

FY20 Q3 FY21
(Jan.-Oct.) (Nov.-Jul.)

The number of projects for which we received orders
with a fee rate of 120%, mainly projects for which we
began sales activities after the price increase, is
steadily increasing
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© The repeat order rate remains solid

» When we receive an order for the first time, we implement cost reduction for a limited number of cost items, and if the
client is satisfied with the results, we often receive repeat orders for additional cost items. We expect to continue to receive

stable revenues from existing clients in the form of repeat orders

Ratio of repeat clients to total number of client
Incremental increases in fees due to repeat orders

companies (cumulative)

In the medium
term, repeat orders will be

received from about a quarter of
new clients

Repeat
clients

FY18 FY19 FY20 Q3 FY21

As we receive repeat orders for additional cost items
within one to two years of the initial orders, we
consistently create additional revenue opportunities from
existing clients

1.6x
1.4x —

Rate of incremental increases in total fees
=1 + Total fees for repeat orders in the fiscal year/
Total fees for initial orders from the same clients

FY18 FY19 FY20 Q3 FY21

Repeat orders have consistently generated incremental
fees that are equivalent to approx. half of the fee income
from initial orders
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© Ramping up new consultants in a short time

* We specialize almost exclusively in the area of cost reduction and have adopted a team structure in which each consultant
will be an expert in the cost items he or she is in charge of. Therefore, consultants can become full-fledged consultants in a
short period of time

Consultant organization at Prored Typical team structure in strategy consulting firms

Years of experience

Partner 8 10 to 15 years or more

Project manager Six years or more

’ Ener ((A” Tele- ﬁFacility- e o o Consultants g 3
ay communications related

+ Ateam is formed with multi-layered members for each project

« Train consultants as experts of each major cost item ) )
+ Expert knowledge is accumulated among members in the upper

» The cost reduction process is standardized, regardless of cost items layer. Many years of experience are required, and it is difficult

. . . L to grow the team size in a short period of time
» Compared to the case in which a single person is in charge of many

cost items, it is possible to acquire deep knowledge and practical » Cost reduction is only one of many services, and it is difficult for
experience in a shorter period of time. younger consultants to accumulate expert knowledge

Time required for newly hired consultants to FEW years
become fully ramped up or more

Time required for newly hired consultants

to become fully ramped up Half a year
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© The number of consultants is steadily increasing

The recruitment of consultants is making steady progress, and their early conversion into full-fledged consultants is also
progressing steadily

The performance momentum has temporarily eased because of the impact of COVID-19, but we have decided that it is
necessary to increase the number of consultants from the perspective of sustainable growth over the medium to long term
We plan to review our business environment carefully and determine the number of new hires for the next fiscal year

Number of consultants at the end of the period

(Persons) 108

YoY growth in the
number of consultants
at the end of
FY2021 3Q

FY17 FY18 FY19 FY20 Q3 FY21

Reserved..



Prored Partners

3. Overview of the High-Growth BSM Market
and Progress in Pro-Sign



3. Overview of the High-Growth BSM Market and Progress in Pro-Sign Prored Partners

B2B procurement market is huge but remains largely undigitized

+ The B2B procurement market is huge, and even if we look only at indirect material purchasing, its market size is estimated
at 125 trillion yen

* However, at most companies, the business processes of purchasing indirect materials (from obtaining price quotes to
executing purchases, invoicing and settling accounts, etc.) are not digitized and remain highly inefficient

Size of B2B procurement market for indirect materials Purchasing practices in B2B transactions
(trillion yen) The digitization of direct material
1,000 purchasing (raw materials in the
“““ manufacturing industry etc.) is well
e progressed, but most companies have
/ / not yet introduced a system for indirect
125 material purchasing
Only a small portion of items (fixture,
N consumables, etc.) can be purchased by
“ ,' catalog. Most indirect materials are
| =2 atypical goods and services that are not
suitable for catalog purchasing
Most invoices for B2B transactions are
still issued and mailed in paper form.
Market size  Direct Indirect Procured by Procured by A practical burden of manual work
forB2B  materials materials companies companies remains, such as sending and opening
procurement with sales  with sales invoices, post.l.ng to thg system, and
in Japan >500bn yen <500bn yen reconciling receivables

Source: The "FY2020 Industrial Economic Research Commissioned Project (E-Commerce Market Survey)" of the Ministry of Economy, Trade and Industry
(METI), Teikoku Databank, Ltd. and Prored’s own estimates
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J

Reasons why the DX of B2B purchasing practices is not progressing

= ® W

Although centralized procurement of Recent deregulations allow Bank transfer is the most
raw materials is well progressed, corporates to send and store convenient payment method for
indirect materials are usually electronic files of invoices and suppliers who do not have their
purchased in a decentralized fashion other documents for tax filing own e-commerce platform
by individual entities / branches purposes. However, the majority of
within a corporate group companies still keep paper

originals for ease of management

For many companies, the absence of a centralized purchasing function for indirect materials,

the storage of original paper vouchers (invoices, etc.) for tax filing purposes and the lack of

an online payment method to replace bank transfers are all obstacles to promoting the DX of
purchasing practices
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Inefficiencies remaining in the indirect material purchasing

A single purchase requires numerous steps, including
phone calls, emails, exchange of documents, and bank transfers

Preparation - s = Confirma-
" Sending of a Preparation Sending of = -
ofaprice =500 quote e tion °fl »  Demand

quote

Supplier

I
¥ Q¥ & Q™

(/)] l
(/2] -
O = ) icati J [ ) Re_zcmqlh
> [|£% Lﬁ@&g{:—»é‘r’%ﬁoﬁé‘- Rocopial > onth _
© 2 — Approval approvals Payment
o o agent
(o]
[$)
2
1 - Conversion
5 25 Q Contact by phone e
© *E = mvg'aot:to Reconcili- Data entry
O 3 E @ Contact by email p ationwith o Z?.T;Q: -
S g intemal accounting instruction)
o ) . . approvals system
<o @ Posting of written documents

,

Even in the digital era, inefficiencies left in the indirect materials purchasing process are
almost the same as 20 years ago
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DX of indirect material purchasing is a global trend

» In the US and Europe, the market size of a software domain called Business Spend Management (BSM) has been
expanding rapidly in recent years

» An increasing number of companies are promoting the introduction of BSM for the purpose of optimizing indirect material
procurement costs, improving operational efficiency (digitization of invoices, etc.), and strengthening compliance and

governance

Spend
Digitization analysis Even in the US and Europe,

ofinvoices paper-based billing practices

are still common, but with

the introduction of BSM, a

: momentum toward DX of

e e Price quotes indirect material purchasing
e is rapidly growing

D @E
J )

Supplier Contract
management management

[+]-)
[X]=]
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BSM will dramatically improve the efficiency of indirect material purchasing

The value add that can be provided by a platform that centrally manages the entire purchasing process end-to-end

Payment (billing

Order placement

Pain points

Value add

Spend analysis

Cannot tell how much
is spent on what cost
items from which
suppliers

Easily run an analysis
at a level of granularity
that is not possible with
accounting information

Price quotes

Don’t know who are the
best suppliers. Record
cannot be kept if price
guotes are obtained by
phone or email

Supplier
recommendation
function based on other
companies’ purchasing
activities. Function to
keep a log of
communication with
suppliers

and purchasing

Supplier contracts are
not centrally
managed. Since
workflows are not
directly linked with
order placement, there
could be errors and
even fraud

Centralized
implementation and
management of all
steps and information
related to purchasing
(including contracts)

and payment)

Bank transfer
instructions are
required for each
individual purchase,
and the workload is
heavy

Convenience similar to
B2C e-commerce
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Total Addressable Market (TAM) of BSM and its growth outlook

» Major research institutes including Gartner, IDC and Forrester cover BSM' as an established software domain

» Estimates of the TAM vary, but the common view is that TAM is vast, BSM penetration remains low, and the global
market will expand at a CAGR of around 10%

» Compared to the US and Europe, the BSM market in Japan is nascent, and the market for mid-sized companies, which is
our target market, is still undeveloped

Estimates of global TAM of BSM

$5§bn

$20bn
$5Ibn 7-12%

CAGR of global TAM
of BSM

1. Different names such as “Procure-to-Pay (P2P),” "Sourcing applications” and “Supplier risk and performance management (SRPM)” may be used.
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Regulatory changes to accelerate DX of indirect material purchasing

» In October 2023, the method of deducting purchase taxes from consumption taxes is scheduled to be changed to the so
called “invoice system"

» Suppliers are required to establish a system for issuing and storing "qualified invoices" after completing the prescribed
registration by the end of May 2023. Provision in electronic data format will be allowed in lieu of issuing in paper

» Qualified invoices need to specify additional items (registration number, applicable tax rate, consumption tax amount
categorized for each tax rate, etc.) compared to current invoices, and system support is required. It is highly likely that the
DX of billing practices will advance on this occasion

Ordering

company

» Registration as an "Qualified Invoice Issuer" is essential » For the ordering company to be eligible for the
purchase tax credit, it is necessary to store "qualified

+ Qualified invoices must be delivered when requested by invoices" etc. issued by suppliers

the ordering company

* Provision in electronic data will be allowed in lieu of
issuing in paper

Exchanging qualified invoices by email will make storage and management more complex.
In the future, a platform that centrally manages digitized qualified invoices will be
indispensable
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Pro-Sign is a BSM platform that enables smart spending

» Pro-Sign centrally manages the vast amount of data related to indirect material purchasing of companies and provides Al-

based analysis functions

» This enables companies to make appropriate and efficient purchases ("smart spending") after fully understanding the actual

state of their own purchases

T TETS

Spend analysis

=

Payment 5 Pro_ Sign Price

(billing and quotes
payment)

Order placement

and purchasing

Note: Expected timing of key functions to become fully
functional: Price quotes — Dec. 2021, Order placement
and purchasing — Mar. 2022, Payment — Apr. 2022

T — S

A huge amount of transaction data will
continue to accumulate as the use of

Pro-Sign progresses in companies

» General ledger data

Spend analysis . |hyoice and contract data for each cost
item

- Database of quality suppliers held
by Prored

Price quotes - Data on price quotes

- Data on negotiation history with
suppliers

» Transaction contracts Added to

Order placement .
and lease contracts spend analysis

and purchasing

P t » Invoice data for transactions /
\ aymen conducted through Pro-Sign /
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Flow of "Smart spending” by using Pro-Sign

» A mechanism for ongoing efforts to improve the soundness of spending to be facilitated with the introduction of Pro-Sign

Accurately understand the
appropriateness of the Improvement actions Soundness of spending
company's spending.

Visualization and
transparency of spending

Do we spend more

How much do we than other companies? Or less?
spend on what? Do we purchase more expensive items
than other companies do? Or less Client companies' own efforts
expensive items? to reduce costs.
Achieve robust management by
----------------------- > reducing unnecessary costs
Reduce costs through Prored. M
Provide consulting on a I
S Pro-sign 2SPro-sign chargeable basis. L“I_
R R —— - Prored Partners

- Maintain and continue

Consultants appropriate purchasing practices

nuienni | Iune o m&;g‘;: g with constant cost awareness
= SSEsss the characteristics of t ,"
the cost item and |\ J
- T
: Ee make use of a joint
purchasing scheme
Build a business management
e and price negotiation system with governance
By breaking down and By comparing with other % know-how N
organizing the spending status, companies, it is possible to to implement cost \.
which is difficult to grasp with identify cost items in which there 0 reduction with — \
accounting data alone, it is is a difference in unit cost and q& " _based —
possible to grasp the spending scope for cost reduction periormance-base

status for each cost item fees
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Issues with indirect material purchasing that can be addressed by Pro-Sign

» Inindirect material purchasing, there are many issues such as "spending status is not visible" and "price and quantity are not
optimized," but Pro-Sign will become a powerful tool to solve these issues

@ Costs are not visible
in detail

3

Cost items of indirect materials are wide-
ranging, and indirect materials are
purchased individually at the site. Therefore,
indirect material costs are not worked out in
detail.

In particular, indirect material costs can only
be identified by the account title, so it is
unknown how much is being paid for what.

Purchasing operations

¢ are inefficient

Price negotiations are dependent on
personal skills as they are conducted by
phone and email and through business
negotiations, making each of purchasing
operations extremely inefficient.

Not sure if cost is
¥ optimal

Because it is not possible to make a
comparison with other companies, it is
unknown whether indirect materials are
purchased from the right supplier, in the
right quantity, at the right price.

!
* Know-how is
¥  not accumulated

Know-how is not accumulated because all
past estimates and negotiations at that time
are managed individually and are
dependent on personal skills. All know-how
will be lost with the transfer of the contact
person.

?“'"A Wasteful purchases

U] are made
=3

Wasteful purchases occur due to a lack of
purchasing management, such as
individual orders for the same items at
different departments or subsidiaries, and
purchases from the same supplier at
different unit prices.

' Violation of
feowumd compliance

A lack of understanding of purchasing
details and business flow makes it
impossible to identify improper
transactions and excessive spending,
resulting in non-compliance being
overlooked.
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Number of introductions after soft launch in June 2021

* We have received stronger-than-expected inquiries from client companies, and more than 100 companies have already
introduced Pro-Sign on a free subscription basis as of the end of August 2021. In addition, we have received a request for
introduction from approx. 70 other companies, and we are currently in the process of introducing Pro-Sign to them

» The plan as of June 2021 (200 companies by October 2022) is expected to be achieved 1 year ahead of schedule

* In light of the strong pace of introduction, we expect to start billing for some client companies during the next

fiscal year

Number of introductions after soft launch

200 200
companies
Target in October 2022

The introduction target assumed at
the time of the financial results IR
for the second quarter of the
current fiscal year (June 11, 2021)

%# Introduction work in progress
I Introduction complete

50
companies ~—— T T ——————————=

Target in October 2021

Endof  Jun. Jul. Aug. Oct. 2021
(est.)

Examples of clients who have already
introduced Pro-Sign
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Reasons why we can be the leader in BSM for mid-sized companies in Japan

+ The BSM market in Japan is in its early stage, and two major global BSM players sere a limited number of super large
companies. There are several players that specialize in payment tools, but few can provide the entire BSM function for
mid-sized companies

» Many of our clients in the consulting business have expressed interest in what BSM can do, and we are in a unique
position to capitalize on the purchasing/supplier data that our clients provide to us for cost reduction consulting

Full spectrum of BSM functions

Order placement Payment (billing

Spend analysis Price quotes and purchasing and payment)
~
[ Two major global BSM players provide their products in Japan.
The cost of introduction seems to be high, and they are mainly for super large companies
Large /
companies
( 5 - ﬁ'here are players whcm\
P r o 'S'gn specialize mainly in each
of the following tools
Mid-sized L . , . )
companies Pro-Sign is introduced to clients of Prored’s cost reduction consulting, not
as a simple business tool but as a BSM platform that will facilitate effective Digitization of invoices
cost control. We far surpass players specializing in payments in term of
both the quality and quantity of data that can be accumulated -
Payment agent /
Small
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4. Second Investment by BLUEPASS CAPITAL
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Investment in Ceno Company, Ltd., etc. by BLUEPASS CAPITAL

On August 12, 2021, BLUEPASS CAPITAL announced that it will be investing in Ceno Company, Ltd.
("Ceno"), etc.

5 X Cenoe.Company.

BLUEPASS CAPITAL

» Ceno is a fashion apparel company that develops multiple brands such as VANQUISH, an original brand that emerged
from Shibuya, and #FR2, a street fashion brand that symbolizes the era of social media communication through photos
with the flagship store in Harajuku as a communication hub

 In particular, #FR2 is extremely popular in East Asia and Southeast Asia as a street fashion brand originating in Japan,
and is one of the few Japanese street fashion brands that can aim for global expansion

+ In addition, Ceno is maintaining impressive profitability even through the pandemic, through a unique marketing strategy
that does not rely on advertising

« BLUEPASS CAPITAL will help #FR2 make the breakthrough to become one of the world's pre-eminent street fashion
brands originating in Japan through the expansion of its business in East and Southeast Asia, an increase in its online
sales including cross-border e-commerce, and the strengthening of its organizational structure, harnessing the Group's
management consulting function and its own network
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Disclaimer

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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