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1. FY2019 Financial Result

Performance Highlights Prored Partners

Business

ﬂ/ironment The need for consulting services (esp. for cost management) continues to

trend upward, as companies grapple with issues such as higher personnel
expenses and uncertainty about the direction of the economy

Performance Sales 2.64 pilionyen Vs-prioryear  + 6(0.00%

Operating
income 1.06 billion yen Vs. prioryear 4 73 2oy

Performance

hlghllghtS <Profitability>

— * Increase in sales: Expansion in sales partners and strengthening relationships,
increase in the number of engagements due to factors including the increase in the
number of sales personnel, completion of acceptance inspection for a large project

<Costs>

«  Strengthened consultant hiring in order to respond to plentiful needs (from 49 at the
end of October 2018 to 64 at the end of October 2019)

» 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
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1. FY2019 Financial Result
Summary of Income Statement Prored Partners

The operating margin has been maintained at a high level and improved from 27.0% to 37.2%, and to
40.3%

(million yen)

FYE October| FYE October FYE October | Percent change FYE October (REICIEE))
2017 2018 2019 from FY2018 2019 Actual-to-
actual actual actual % forecast forecast (%

Sales 1,013 1,651 2,641 +60.0% 2,305 +14.6%

Costofsales 297 379 595 +570%  —
Cost rate 29.3% 23.0% 22.5% —

Grossmargn 716 1272 2046 +608%  —
Gross 70.7% 77.0% 77.5% —

Selling, general and

administrative expenses 442 ............................ 657 ............................ 980 .............. +492% .................................. _ ..........................................
Selling and administration 43.6% 39 8% 37 1% o
........................................ eXpeNSE ratio
Operating income 274 614 1,065 +73.2% 742 +43.5%
.................................. Operatngmargin ~ 27.0%  372%  403% ~~ ~ ~ %22% .
Recurring profit 219 91 1,046 ~ +76.8% 742 +40.9%
Profit before income taxes 287 °91 1046 +769% o
Net profit 198 380 682 +79.2% 463 +47.2%
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1. FY2019 Financial Result
Quarterly Trend in Sales and Operating Income Prored Partners

« Engagements steadily acquired thanks to factors including expansion in sales partners, large
projects completed, and cross-sales engagements also expanded

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

- Sales Operating income
(million yen)

2,641

1,956

1,334

845

649 612

289

1Q 2Q 3Q

2019/10
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1. FY2019 Financial Result
Operating Income Fluctuation Analysis Prored Partners

Increase in profit exceeded the increase in personnel expenses from the increase in the number of
consultants, the increase in sales commissions related to sales engagement acquisition and new
business development expenses

Operating income growth

+450 million yen
(109) 5
15
Increasing _ (76) (38)
personnel hQTOVVth N Srowth of (25) 9) -—
expenses hiringcosts = = Increase | . _
+773 = in ncreasing |ncreasing  Other
) commissions . rent travel
Increasing outsourcing costs
Sales by expenses expenses
increasing (New business
engagements related)
2018/10 2019/10
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1. FY2019 Financial Result
Balance Sheet Summary Prored Partners

Cash and deposits and retained earnings increased significantly as a result of strong orders and the
completion of projects including large engagements, and non-current liabilities increased as a result of
bonds. High equity ratio of 77.8% was maintained. (unit: million yen)

FYE FYE
October October
2018 2019

FYE FYE
October October
2018 2019

Current liabilities

Current assets

Accounts paye;rballgé A 17 +13
Cash and deposits 2,122 4,154 A3 e
....................................................................................................................................................... Accounts payable - 32 58 26

. other +
ACCOUNES TECEIVADIE = e
trade 113 277 +164 Accrued expenses 109 163 +54
 secuwiies 9 0 139 e ayable 186 285 498
Other 36 38 +2 Other 85 164 +78
Non-current assets 152 247 +94 Non-current liabilities 29 358 +329
Bonds payable 0 320 +320
Property, plant and nesotretroment

i 32 50 +17 I

............................. equment obligations 29 38 +9
_ Imangbleassets 5 S 0 Total net assets 2,977 3,670 1693
Investments and other Share capital 1,134 1,140 +5
o DISES e Lo sl Capital surplus 1124 1130 i
Retained earnings 717 1,399 +682

Total liabilities and

net assets
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2. FY2020 Forecast
FY2020 Forecast Prored Partners

Sales: +31.2% increase from FY2019

Operating income: +15.9% increase from FY2019

Continue to actively invest in new business areas for our future growth. Expecting to maintain
operating margin at 30%-+ although advance costs can be expected as new services require lead time
until achieving results.

FYE October FYE October Percent change
2019 2020 from FY2019

(actual) (forecast) (%)

(unit: million yen)

Sales 2,641 3,468 +31.3%
............... Operatmgmcome1,0651’2354_160%
............................................................. Operatmgmargmmg%g%%

Recurring profit 1,046 1,233 +17.9%
Netproflt682 ........................................... 766 ............................. +122%
NetpromperShare ............................................................. 1 3266yen ................... 14747yen ........................................................
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3. 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

» 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

- Sales Management

03 : FY2020 Priority Strategy

ajuallD
196.e) puedx3

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

Enhance
services

1

Cost management

Sales

Indirect materials Direct materials Management
I Broaden targeted expenses ﬁ

(C) PRORED PARTNERS All Rights Reserved..
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3. FY2020 Priority Strategy

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

Details

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 in three

years
Progress to date Next steps
Orders and
sales grow Expand sales + Entered into business outsourcing * Increase introductions from corporate
from reinforcing channels to agreements v_vith_ corporate partners partners o
(financial institutions) - Implement sales activities based on a
personnel PE and - Number of engagements increased by targeted strategy
partners + 38% YoY
) _ . Consulting endagements for * Implement contracted projects
Expand service 2a Direct managemer?t of?jirgct materials costs - Streamline project expertise
area materials (construction industry) : Establ_|sh team structure capable of
. responding to multiple engagements
2
' + Consulting engagements for operational + Complete contracted projects
BPR improvements (retail industry, + Streamline project expertise
) ; manufacturing industry) + Establish team structure capable of
Allm to fachlevc(aj - Implement contracted projects responding to multiple engagements
sales of aroun
tlh:);g(;r;gfsnf:)nr Sales + Consulting engagements geared to : CompIeFe contracted projgcts
new business sales growth and pricing strategy + Streamline project expertise
Management formulation (manufacturing industry and - Establish team structure capable of

areas

service industry)
- Implement contracted projects

responding to multiple engagements

03 : FY2020 Priority Strategy
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3. FY2020 Priority Strategy (1) Orders and Sales Grow from Reinforcing Personnel

Prored Partners

Growth accelerates by the increase in number of consultants

Continue to achieve high growth by increasing the number of consultants and maintaining a high
productivity level (per-capita sales)

Number of consultants vs. sales

4,000
Total sales (million yen)
3,500 o . 3,468 (est.)
—o— Number of consultants at beginning of period
3,000
2,641
2,500
64
2,000
1,651
1,500 9
1,013
1,000
515 9
00 401 /% 2
0 12 14
(million yen) 2015/10 2016/10 2017/10 2018/10 2019/10 2020/10 (est.)
Per-capita - - - - - -
sales 33.41 million yen | 36.78 million yen | 40.52 million yen | 56.93 million yen | 53.89 million yen | 54.18 million )(/er:)
est.
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3. FY2020 PI’IOFI%{ Strategy (2) Expand Service Area

Although

the leverage is high

he recording timing is later for fees in new business areas, . o.itners

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

Juswabeuew 1s09)
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\r Month scheme was adopted

Expenses
10 million

yen

- Customer expenses
Prored Partners fee

Expenses
9 million yen

Before project Year 1 Year 2 Year 3 Year 4 and after
2w & c'b< [ 1 Standard sales
Y o 29 Increase in the
Sales that serves =2 8 & S, benchmark (results)
as a standard £E< <>l<> 28
39 ® i I} I
22 £g& I I
) o<
B - )
=S =
g @ =
(&
H1  H2 D)) H1  H2 H1  H2 H1 M2
Before project Year 1 Year 2 Year 3 Year 4 and after

03 : FY2020 Priority Strategy

Fee system

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 an
annual decrease of 1 million yen
due to the cost management

(expenses go down from 10 million
yen to 9 million yen)

Fee system

The benchmark that serves as the
standard (such as quarterly sales
or gross profit) is compared after
the execution of 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 Partners fee is proportional
to the level of results.
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4. Mid-term Growth Strategy
Vision Aimed for by Prored

. . . Prored Partners
- 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 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
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4. Mid-term Growth Strategy . .
Expand consulting service areas, and achieve mutual

. . Prored Partners
complementation of core business
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

i (Straﬁ%ﬁ;i;r?su;atglz:‘aiﬂgr:mz;czvoiment System (Service contracting and execution
frameworks) support = Instilling frameworks)

Reduction of supply prices

Procurement and quantity used through(,) Pata couedion(,
costs cost management g/ andanalysis ./ Rebound prevention monitoring,
procurement department
_________________ .__________________ S optimization, BPO for administrative

department and purchasing

(-. department

Data collection
and analysis

Personnel
expenses
Non-core
business

Reduction of man-hours
through BPR ./

Operations support

| Work management and
~ marketing ROl optimization

‘oo design) i v
4 4
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4. Mid-term Growth Strategy

Future Growth Image - Further Growth While Maintaining High
. Prored Partners
Earnings
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 businesses are expected to be profitable from FY2020
) ) Phase 2 ))
Conduct M&As to expand consulting service areas
Expansion of cost management area
M&A potential » Full-fledged deployment and steady course for
) new consulting services
New business areas - Full launch of investment services

mExisting areas

Phase 1))

Expansion of cost management
projects

» New consulting services development
and investments

» Aggressive human resources
investments

1010 million

520 million

400 million

2015/10 2016/10 2017/10 2018/10 2019/10 2020/10 2021/10 2022/1

04 : Mid-term Growth Strategy C) PRORED PARTNERS All Rights Reserved..



4. Mid-term Growth Strategy
Consulting 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 sales of arou nd

consulting

1 billion yen
Sales Growth

» Sales growth consulting
(Marketing and sales strategy)
i

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

04 : Mid-term Growth Strategy (C) PRORED PARTNERS All Rights Reserved.. 20



4. Mid-term Growth Strategy . .
Expand consulting service areas, and achieve mutual

. . Prored Partners
complementation of core business
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

Visualization of service area expansion through M&A

Strateay Cc:”ts.'“'tatio;. t Outsourcing & Operation
[ ] - Aven it sengisan mmvn ( ra;go);oc;ran?su=aIlios?aabTisl':nn:Z;?t\;imen System (Service contracting and execution
frameworks) support = Instilling frameworks)
‘---------- LB R &R &R &R &R _NR R R N ]}
Reduction of supply prices )
educ
Procurement ot supply p Data collection - !
ts and quantity used throug and analysis ( ) . - |
cos cost management 1S g/ Rebound prevention monitoring, |1
I procurement department :
. | optimization, BPO for administrative I
Personnel i department and purchasing I
expenses Reduction of man-hours ( (-at department 0
Non-core through BPR [ - g_) :
business : I
Data collection . i
Improvement in sales through and analysis . [
P sales management 9 Operations support I
(Strategy formulagt;ion and rov(;: Work management and :
P marketing ROI optimization |1

: L S

L
04 : Mid-term Growth Strategy C) PRORED PARTNERS All Rights Reserved..



4. Mid-term Growth Strategy
Specific Measures for Growth (1) - Moving up to the First Section of

Prored Partners
the Tokyo Stock Exchange
We will start preparations for moving up to the First Section of the Tokyo Stock Exchange in order to
further improve our creditworthiness
We will pursue steady performance growth, growth in market capitalization, and improvements in our
governance structure

December 13, 2019

Market capitalization

July 27, 2018
Mothers Tokyo Stock
Exchange listing
Market capitalization
Approximately
11 billion yen

] Preparations for the First Section of
Approximately the Tokyo Stock Exchange

billion yen

+ Steady business
performance

* Achievement of formal
requirements

» Support for all 78
corporate governance
items

» Support for ESG and
SDGs

Stock price

2018
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4. Mid-term Growth Strategy ]
Specific Measures for Growth (2) - Issuance of Moving

Strike Warrant *

Prored Partners

Increase equity and secure funds for growth in an aim to promptly achieve the vision aimed for while
respecting the interests of existing shareholders as much as possible

Iiﬁ%?j?;zd Approximately January 9, 2020 80% of t_he last
U 2.0 billion yen perio to July 8, 2020 close price

Use of the funds

| Costs related to M&As, « Expand service areas in an aim to accelerate further growth and
capital and business improve competitive advantages
partnerships

| Funds for acquiring . Promote_ the acquisition of human resources With high capabilities
human resources for ongoing growth and development in new business areas

Reason for adoption of a moving strike warrant

I Achievement of flexible » Possible to increase equity and secure funds in a shorter period of time and at a
funding lower cost than a public offering or other form of equity financing

I Dilution of value per + The number of shares issued is fixed through the adoption of a moving strike
share is limited because warrant

f[he numbgr of shares * Regardless of changes in the stock price, the maximum number of shares
issued is fixed issued is 250,000 and the dilution rate is 4.79%

| Maximization of the
funding amount through
control over exercise

* Itis possible to control the exercise period and amount of share acquisition
rights while observing conditions including the stock price through the
scheme with stop designation conditions
*A moving strike warrant is a share acquisition right that makes it possible to modify the strike price

04 : Mid-term Growth Strategy (C) PRORED PARTNERS All Rights Reserved.. 23
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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
ﬁ + PDCA of consulting with Performance-based Fee

N gt

Improvement of
Quality and Efficiency (Standardization)

Expansion of consulting services

Indirect Direct
materials materials

(C) PRORED PARTNERS All Rights Reserved..
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Consulting flow is well-established on our primary services

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

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
the fee is confirmed
Consulting fee charged at

the timing of approval on
cost-saving proposal

(C) PRORED PARTNERS All Rights Reserved..



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

Business
cycle

Fixed fees Strong economy Weak economy

EEEEEE N

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

:Can't use consulting services in
1a weak economy because
ibudget funding will dry up

: Cut

Y
Consulting budget ﬁ ////////,/////

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 during S :
_ 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
Manufacturi ' '
v 5 100 5.0% 14 trillion 134 trillion 10.5%
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) :derl\éncus 0 34 - — 69 trillion —
Other 5 415 1.2% 1 trillion 198 trillion 0.6%
|
69 3,780 18% 4 trillion 168 trillion 25%
Medium sized firms / » » '
(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 1.5%
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
(C) PRORED PARTNERS All Rights Reserved.. 28
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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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