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Introduction




TCG B
7 Management Philosophy-Purpose & Value

Management
Philosophy

We love companies
walk together with
companies and work for
company prosperity.

Based on first-class trust
we contribute broadly to
society.

Guided by an international
perspective we embrace
unlimited changes.

As a ceaseless pioneer

we clear a path to the world.
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7 TCG WAY

— Starting from our unchanging management philosophy,
we declare our purpose (contribution value) from our
current position toward the future of society.

— The strategic concept and roadmap for 3 to 10 years is
positioned as our vision (medium to long-term

management plan). Promise

Spirit
We are Business Doctors

Client Success

First call Company

Materiality
Sustainability Quality

Team Consulting Brand
“7 Promises”

Vision
Way
Value Team Consulting Way

Purpose

Philosophy

N
7

* Management Philosophy | + What We Aim to * Our Values » Medium to Long Term - Initiatives for » Key Material Issues | + Our Commitments in
/Aspiration Deliver as Our Management Plan Sustainable Growth Delivering Value to
Contribution Clients and Society
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7 Sustainability
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Sustainability Definition

Together for the Next 100 Years

Sustainability Policy

Mission as Business Doctors (Economic)

Society and companies are literally two sides of the same coin. As Business Doctors,
our Group will transform regional, Japanese, and global economies for the better
through our commitment to "love companies, walk with companies, and serve
corporate prosperity," as well as by supporting the decisions of executives and
leaders. We will continue to be an organization that can co-create positive impact and
value both internally and externally to achieve this.

Fostering Innovation for Society (Social)

Recognizing that "Professional DE&I is the source of innovation," we will leverage the
knowledge and methods our Group has cultivated through our long-standing,
community-rooted business activities as Business Doctors to achieve innovation that
resonates with society together with our client companies. We will create better value
for the future and contribute broadly to society.

Enhancement of Professional Human Capital Value (Social)
To continue being "the One & Only management consulting group in the world,"
professional DE&I promotion is essential. We will enhance engagement of all
personnel, expand opportunities for capability development that enables teams to
demonstrate expertise and comprehensive capabilities, and create a healthy and
comfortable working environment both physically and mentally. Furthermore, we will
actively recruit diverse professional talent from around the world to build a
sustainable organization.

Strengthening the Governance System (Governance)

Through our "management consulting" activities, we aim to achieve sustainable
growth and enhance mid-to-long-term corporate value by solving client and social
issues, thereby becoming a company trusted by all stakeholders. To achieve this, we
will ensure soundness and transparency in management decision-making while also
enhancing speed and efficiency.

Compliance and Risk Management (Governance)

To maintain first-class credibility and high ethical standards for conducting fair and
honest business, we will strengthen and regularly review our systems to appropriately
comply with all domestic and international regulations and comprehensively assess
management risks. Additionally, by strengthening compliance education, we will
eliminate factors that could damage corporate value.

Environmental Consideration and Response (Environment)
Through our Group's activities as well as innovation and co-creation realized together
with client companies, we will build new business models that consider the global
environment while accurately understanding our environmental impact and
considering and implementing appropriate measures. Through coexistence and
mutual prosperity with society, we will achieve corporate prosperity and a sustainable
future.
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7 Track Record
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Consolidated
Net Sales

Consolidated
Operating Income

9.2 billion yen 751 million yen
N2 N2

ROE
(Return on Equity)

4.5,

N

ROA

(Return on Assets)

5.9+

N2

Market Capitalization

1 2 . 5 billion yen

N

Consolidated Consolidated
Net Sales Operating Income

1 6.2 billion yen 1 ,81 3 million yen

vs. Plan +8.6%
Change +76.7%

vs. Plan +0.8%
Change +141.3%

ROE
(Return on Equity)

10.5+

vs. Plan +0.5pt
Change +6.0pt

8

ROA

(Return on Assets)

12.5+

vs. Plan -2.5pt
Change +6.6pt

Market Capitalization

25 ! 0 billion yen

vs. Plan +0.0%
Change +100.0%



7 Summary of Previous Medium-Term Management Plan

Adapting to various changes in the business environment including the COVID-19 pandemic, we
promoted diversification of management consulting domains that can comprehensively solve
increasingly specialized and sophisticated management issues of top management, as well as growth

and expansion of the TCG organization.

Medium-Term Management Plan (2021-2025)

Main Progress in FY3/26

‘I'CG TANABE
CONSULTING

Professional DX Service Development

C&C (Consulting & Conglomerate)
Development (Diversification of
Management Consulting Domains)

Marketing

Team Up & Expansion of Leader Personnel
(100 people)

Academy (Talent Development)

® Industry-specific DXCloud (ERP System)

e ACADEMY CLOUD+® (Learning Management System)

® Executive KARTE® (Executive Aptitude Assessment) / HR KARTE®
(Human Resource Assessment)

® Global PR Wire (Overseas Press Release Distribution Service) ...etc

® From 2 segments to 5 management consulting domains
® Number of Group companies from 3 to 8
® Over 30 new management consulting menus

® Launch of specialized websites by management consulting domain
and lead acquisition

® Advanced integration of inside sales and field sales

® Strengthening branding and public relations

® From 30 units to over 50 profit units
® Over 100 directors, executive officers, and partners (leader personnel)
® Group Male/Female Ratio 50:50

® 12 faculties and 900 and more original courses at TCG Academy
(corporate university)
® Years to reach professional status from 5 years to 2-3 years

9
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4 Implementation Measures

Tanabe Vision
2020

TCG
Future Vision
2030

(As of FY3/26)

1./ Business Strategy 2 Organizational Strategy 3. Corporate Strategy

Through the promotion of “C&C (Consulting &
Conglomerate) Strategy,” we achieved
diversification of management consulting domains
and expansion of service menus.

Acceleration of C&C (Consulting &
Conglomerate) Strategy

* Expansion of Domain (Industry/Sector) x Function
(Management Function) Themes

» Commercialization of DX Consulting
» Commercialization of M&A Consulting
« Strengthening Expertise in Marketing Consulting

* Implemented the FCC Strategy to Double Regional
Business

* Promotion of "FCC Academy" Concept

* Expansion of Financial Institution Alliance Network
v

Acceleration of C&C (Consulting &

Conglomerate) Strategy

* Development of Comprehensive Consulting Services

from Strategy to Implementation through Group
Collaboration

* Expansion of "Global," "Government/Public,” "Talent
Development,” and "PR" Consulting Domains

* Creation of Professional DX Services
* Expansion of Business Company Alliances

* Launch of Strategic Websites by Management
Consulting Domain

Implemented a dual-headquarters system in Osaka

and Tokyo and transitioned to a Company with an
Audit and Supervisory Committee to strengthen
corporate governance.

* Transition to Osaka/Tokyo dual-headquarters system

* Transition to Company with Audit and Supervisory
Committee and Introduction of Executive Officer
System

* Establishment of Management Committee

* Development of Management Consulting Division,
Marketing Consulting Division, Strategic Research
Institute, and Corporate Division

* Web Promotion &
Strengthening CRM Functions

« Establishment of Theme-based
Committees v

* Transition to Pure Holding Company System

» Change of company name to Tanabe Consulting
Group and establishment of TANABE
CONSULTING CO,, LTD.

* Integrated Management Consulting Division and
Marketing Consulting Division, establishing new
business divisions: "Strategy & Domain,"
"Digital,” "HR," "Corporate Finance,"” "M&A," and
"Branding & PR"

10
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Achieved designation to the TSE First Section,
which is now the TSE Prime Market, and integrated
Leading Solutions, Growin' Partners, JAYTHREE,
Kartz Media Works, Surpass, and PEACEMIND into
the group.

» Designated as a TSE First Section stock from
JASDAQ listing

* Leading Solutions Co., Ltd. and
Growin' Partners Inc. joined the group

+ Establishment of Tanabe FCC Academy and
strengthening of recruitment functions

* Promotion of D&I
* Promotion of SmartDX

» Corporate communication functions
Strengthening

v
* Transition to TSE Prime Market (achievement of
listing maintenance standards)

* JAYTHREE, Inc., Kartz Media Works, Inc., Surpass
Inc., and PEACEMIND Inc. joined the group

* Formulation of TCG Purpose & Value

* Promotion of DE&I

* Promotion of SmartDX/AX

* Promotion of 65th anniversary projects
 Strengthening corporate communication functions
* Promotion of sustainability-oriented management



7 Evolution through M&A Strategy

‘I'CG TANABE
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Through M&A promotion, management consulting domains are diversified, leading to TCG's growth.
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FY3/19 FY3/26
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Expansion of Consulting
to Solve Specialized Challenges

Adding group companies through M&A strategy
Menu expansion enables project-based support
suitable for solving specialized challenges faced by
large enterprises.

Comprehensive Management
Consulting for the Entire Business

Through M&A strategy, our traditional strength in
"comprehensive management consulting with
expertise in supporting upper mid-sized enterprises"
has also been strengthened and grown.

Synergy Effects

Increased customer unit prices through proposing
new domains to existing clients.
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Trend in Key Management Indicators

Consolidated Net Sales/
Consolidated Operating Income/ROE  Corporate Value Number of Employees Shareholder Returns
mmmm Consolidated Net Sales (Million Yen) = Varket Capitalization (100Million Yen) (Employees) mmmm Annual dividends per share (yen)
c lidated Operati ——PBR —e— Payout ratio
In(():r:)?'r?el ated Lperating —e—PER —e— Total Return Ratio
16.282 27 3x 843 DOE 177.1%
14,543 10.5
120.0%
0,
1 11.3%/ 1158% 12359
19.4x 250 74.3% 75.8%
79.6%
74.3% .
600 65.6% 27.0
566 24.0
22.0
21.0
495
457
11.5
10.75 -
: 8.3%
|
FY3/21 FY3/22 FY3/23 FY3/24 FY3/25 FY3/26 FY3/21 FY3/22 FY3/23 FY3/24 FY3/25 FY3/26 FY3/21 FY3/22 FY3/23 FY3/24 FY3/25 FY3/26 FY3/21 FY3/22 FY3/23 FY3/24 FY3/25 FY3/26
Medium-Term Management Plan (2021-2025) Medium-Term Management Plan (2021-2025) Medium-Term Management Plan (2021-2025) Medium-Term Management Plan (2021-2025)
['TCG Future Vision 2030 I'TCG Future Vision 2030

['TCG Future Vision 2030 ['TCG Future Vision 2030

12
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Recognition of Business Conditions

Upper mid-sized enterprises will drive the Japanese economy and regional economies going forward,

and supporting this segment is TCG's role.

Corporate Business Environment

» Chronic labor shortages
(declining labor population, wage increase pressure, lack of middle management)

* Polarization of digitalization (widening productivity gap between DX-
promoting companies vs. companies yet to start)

» Strengthening capital market and governance pressure
(ROIC management and capital efficiency focus)

* Accelerating industrial restructuring
(normalization of M&A and business divestitures)

» Geopolitical and supply chain restructuring
(domestic return and diversification)

e
Supporting the Japanese economy and regional economies

Upper mid-sized enterprises will be the main players going forward

Three Potentials

o Social Contribution
Capacity
To clients, partners, and

@ Growth Capacity

Leveraging current business With strong ownership

strengths the power to lead ability to respond flexibly  others providing social
to different growth value

KPI (until 2030) KGI (2030-)

» Approximately 10% of upper mid-sized enterprises achieve
10%lyear or more productivity improvement

o Adaptability Capacity

Growth of upper mid-sized
enterprises 4 times or more
the government target (Real

growth rate of 4%/year or
more)

» Approximately double the number of M&As by upper mid-
sized enterprises (1,000 deals/year)

» Approximately 20% increase in number of upper mid-sized
enterprises (+approximately 2,000 companies)

Source: Compiled by the Company based on Ministry of Economy, Trade and Industry "Mid-sized Enterprise
Growth Vision" (February 2025)

Growth in sales and domestic investment over the past 10 years

Domestic Human Resource
Development Investment

Sales: Domestic corporation Sales: Overseas corporations

(non-consolidated) (non-consolidated) DI G DG e

(Trillion Yen) (Trillion Yen) (Trillion Yen) (100 Million yen)
[ +55.6% J +31.2%
i +37.5% LSO
Expected Growth Profile 70.1 +56.8 /o +26.8% 130
+10 7% 13 ) 60
+12. 9%
189 <D
14 7 0.7
” : '
° .
1.6 ’
i I 17.6%
SMES Upper Mid- Large SMEs Upper Mid- Large SMEs Upper Mid- Large SMEs Upper Mid- Large
sized Enterprises sized Enterprises sized Enterprises sized Enterprises

*SMEs: Small and Medium-sized Enterprises

Source: Compiled by the Company based on Ministry of Economy, Trade and Industry “On R&D of Medium-sized Enterprises” (May 2025)

TCG's Priority Target Source: Compiled by the Company based on information acquired from PLANSonar
(provided by uSonar Co.,Ltd.) as of March 17, 2026

Major Corporations / Global Enterprises .
. Listed approx. 60 companies/
Sales of 1 trillion yen or more Non-listed approx. 110 companies

»170

companies

Upper Mid-sized

Large Enterprises : Listed Non-listed P @Pprox. Enterprise Segment
Numb _ approx. 300  approx. 1,000 1,300 50.000
umber of Employees: 2,000 or more companies companies companies approx. s
77777777777777777777777777777777777777 companies
o ) approx.
Upper Mid-sized Listed Non-listed 10.000
Number of Employees: 2,000 or fewer approx. 1,900 approx. 8,100 cor,npanies
companies companies
Medium-sized Companies ) approx.
Sales of 3.0 billion yen or more Listed Non-listed 38,600
Excluding upper mid-sized approx. 1,600 approx. 37,000 companies companies
and above companies

14



' o o TCG B
P’ Vision Direction

Solving social and economic challenges together with top management
from large to medium-sized enterprises

Growth Vision/ . Management Talent . DE&I
Business Portfolio Global Business DXIAX Development Corporate Well-being (Advancement of Women)
Human Capital Group Management M&A/PMI Corporate Value Corporate- Business Succession

Enhancement Governance

Over 70 years since founding, an overwhelming No. 1 position has been established
in the top management market

Strategy & Domain
Consulting

Digital/DX HR Finance/M&A

Consulting Consulting Consulting

TANABE CONSULTING GROUP

TANABE CONSULTING GROUP CO., LTD.

& Leading Solutions Lé// Qrowm J JAYTHREE M KARTZ %Su rpass ® PEACEMIND

KKKKKKKKKKKKKKK
Leading Solutions Growin' Partners JAYTHREE Kartz Media Works Surpass PEACEMIND

A/

15




7 1-3-5 Growth Strategy

— Upper mid-sized enterprises face complex management issues in their growth process, requiring
high-level consulting.

‘I'CG TANABE
CONSULTING

— TCG provides multifaceted and specialized support through its “1-3-5 Growth Strategy” method.

1-3-5 Growth Strategy*

*Source: Tanabe Consulting

...5 billion yen

10 billion yen

30 billion yen

5 billion yen

100 billion yen...

Business Model Barrier

* Moving away from
subcontracting (designing
transaction weights)

* Creating No.1 brand businesses

« Strengthening development
capabilities

* Strengthening sales and
marketing

Organizational
Management Barrier
* Pentagon strategy with
development, production, sales,
management, and finance
organizations

« Clarifying departmental and
management

« Stock listing preparation
(establishment of internal audit
system, development of
regulations, etc.)

Business Domain
Barrier
*1T3D business strategy

» Stock-focused management

* Investment efficiency analysis
via cash flow

- Capital strategies and global
strategies

No.1 Business Barrier

* In domestic target markets
Achieving No.1 position in all
businesses

« Diversification into new
business domains through M&A
Diversification

- Strategic use of external
advisors including outside
directors

Upper Mid-sized Enterprises (from large to mid-sized companies)

O Must address complex management issues, but lack internal management development

© Lack experience in next-step strategies such as business, organization, M&A, HR, and DX during growth
@ Limited resources require comprehensive support from strategy formulation to execution

*For management challenges at each revenue stage of 10, 30, 50, 100... billion yen,

A breakthrough strategic approach

106

Group Strategy Barrier

* Global strategy advancement
(ratio)

« Strengthening M&A
diversification

* Building business development
organization

» Corporate value enhancement
strategy

* Profit model portfolio

TCG has a broad
range of strategic
methodologies for

helping mid-sized
companies grow into
large enterprises.




2 Competitive Advantage (The One & Only Management Consulting Mo

TCG BN ne
del)

— Expert consultants knowledgeable in strategic issues, industries, and regional characteristics
form teams tailored to each client's specific management challenges.

— Providing comprehensive support to solve the broad range of management issues faced by top

management (executives) at client companies.

Top Management Approach

Analyze client companies’ issues from a >< Organize a specialized consultant team >< Comprehensive support from strategy
tailored to each client to support from

multifaceted perspective with the
strategy formulation to execution

viewpoint of executives and CEOs

Team Consulting

formulation to execution across all

functions

3 Comprehensive Support Model

Analyze client companies’ Executive
issues with the viewpoint of Perspective
executives and CEOs

-‘%

2 &

(Top Management)

A

Managers and
Persons in Charge

@ 2
2 9

Essential Issue
Resolution

Strategic Support (4

Organize a specialized consultant team
tailored to each client to support from
strategy formulation to execution

Strategy <Industry<Region

Discovery of
essential issues

17



7 Target Segment

‘I'CG TANABE
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Building a distinctive market position with limited direct competition by providing comprehensive,
end-to-end support - from strategy formulation through the on-site implementation and execution of
management operations- to clients ranging from large enterprises to mid-sized companies, focusing
mainly on upper mid-sized enterprises.

TCG’s Target Market

Major Corporations /
Global Enterprises

Approx.
1,300 companies

Large
Enterprises ) )
Listed: Approx.300 companies

Non-listed: Approx.1,000 companies
Approx.

10,000 companies
Listed: Approx. 1,900 companies
Non-listed: Approx. 8,100 companies

Approx.
Medium-sized
Companies

38,600 companies
Non-listed: Approx. 37,000 companies

Upper Mid-sized
Companies

Listed: Approx. 1,600 companies

SMEs and Micro Enterprises

Priority Target

Large to medium-sized enterprises, focusing
mainly on upper mid-sized enterprises

tee

©90,000:

saiuedwo? jusi|y

Source: Compiled by the Company based on information acquired from PLANSonar (provided by

uSonar Co.,Ltd.) as of March 17, 2026

JO 9|eag so|es

CForeign Strategic Consulting Firm)

C Foreign Comprehensive Consulting Firm )

Domestic Independent Listed Company A

Think Tank Consulting Firm

TCG's management consulting area

Domestic Independent Listed Company B

Domestic Independent Listed Company C

(Local Accounting Offices I)
Labor Offices

Support Area

Upstream Management

18

Downstream Management

*Created In-House



7 Vision Concept

/ TCG Future Vision 2030

Empowering 50,000 Mid-Sized Companies

“ to Become First Call Companies Worldwide

The One & Only Global Management Consulting Firm

190
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¥’ Vision Summary (Numerical Targets)

/ TCG Future Vision 2030

Profitability
Net Sales 2 5 = 0 Operating 3 ROE 1 5 O°/
| 0

- Income -
billion yen billion yen

CAGR 9.0% Operating Income Margin: 12.0% vs. FY3/26 +4.5pt

Corporate Value Shareholder Returns
Target
lidat
Capitalization " consolidated a U%

billion yen total payout ratio
vs. March 31, 2026 +110.4% DOE (dividend on equity) 7.0% above

20




' o _ _ TOG B
¥’ Vision Summary (Strategic Overview)
Strategic Initiatives KPI
Serving approximately 50,000 companies, primarily mid-sized enterprises, we - Leading share in a ¥500 billion market
n create First Call Companies worldwide through our distinctive team consulting (50,000 companies X10 million yen)
model built on the intersection of “social issues, industries, and strategic themes.” - CAGR 9.0%
Building on an established position in the top management (Executives) market, - new domain to generate ¥1.0 billion or
the development and provision of new consulting domains will support the more in revenue
sustainable growth of client companies. - Develop 3 new domains
Business 3 Accelerate the M&A strategy to add ¥2.0-3.0 billion in revenue (with cumulative i WM&A tranlsac:kz)n:)s:; 0 billi
Strategy investment of ¥2.0-3.0 billion over five years and four or more transactions). ) yﬂe revente scale ot £.2-3.5 DiTlion
Create a new Consulting & BPaaS model to address the shortage of professional - Develop Professional DX/AX
talent at client companies and implement Professional DX/AX. - Advance Al-native management

By implementing our proprietary cross-marketing model covering 50,000 priority
target companies, we will further enhance the TCG LTV model (average contract
value X contract renewal rate).

- Create new customers
- LTV (retention rate): 70% or higher

- Total employee: 1,250

Recruitment of new graduates and experienced professionals from various . . .
- Inclusion of diverse professional

industries nationwide to expand our diverse professional talent base to 1,250.

talent
Oraanizational Promote team building and departmental expansion as the foundation for - 50 consulting teams
g organizational growth, while setting clear goals for leadership talent and - 50 executives (Executive Officers and above)
Strategy developing and promoting such personnel. - 200 partner-level professionals

Strengthening well-being investment and advancing proprietary human capital
KPIs, including a 50:50 gender balance, to attract professional talent from around

the world.

- DE&I gender ratio: 50:50
- Retention rate: 90% or higher




VVision Summary (Vision for Sales Growth)

Strategy
& Domain

Digital/DX

Finance/M&A

Domain

March 31, 2026

<5 domains >

7

companies

Number of
Operating
Companies
(including
Tanabe
Consulting)

843

Employees

Number of
Employees

Domestic
(Urban
& Regional)

Overseas
Market

Strategy
& Domain

Digital/DX

Finance/M&A

)

Domain

March 31, 2031

< 8 domains >

11

companies

Number of
Operating
Companies
(including
Tanabe
Consulting)

Domestic
(Urban
& Regional)

1,250

Employees

Overseas

Number of Market

Employees

1GG

TANABE
CONSULTING



' _ (€ CRA
?” Sales and Profit Plan (Overall)
Based on FY3/26 revenue of 16.282 billion yen as the launch platform, aiming to achieve

organic growth revenue of 22.5 billion yen and add 2 to 3 billion yen through M&A strategy
advancement to reach a final revenue target of 25 billion yen.

(Million Yen) | i Net Sales 5-Year CAGR +9.0% 1 ao»
mmmm Consolidated Net Sales +2,000
mm= Consolidated Operating Income , 25000 ~3,000
—eo— Consolidated Operating Income Margin (%) 7(_)th Annlvers_ary 3,500
Since Founding 21,500
18,500

12.0

17,200

16,282

\pprox. 22,500
*
Approx. 16,282

>

3,000

FY3/26(Forecast) FY3/27 FY3/28 FY3/29 FY3/30 FY3/31
Medium-Term Management Plan(2026~2030) I'TCG Future Vision 2030 |

73



7 Sales Plan (By Management Consulting Domain)

FY3/26 Results FY3/31 Plan Rate of Change

Net sales

Strategy & Domain

Digital/DX

HR

Finance/M&A

Branding & PR

Others

New Group Companies (M&A Strategy)

16,282
3,151
2,651
3,384
3,054
3,345

698

25,000
4,700

3,800

4,900

4,500

4,000

700

(2,000~3,000)

1GG

TANABE
CONSULTING

+53.5%
+49.2%

+43.3%
+44.8%
+47.4%
+19.6%

+0.2%

(Note) The "creative and design services, including brand consulting and website production," provided by JAYTHREE, Inc. currently have high compatibility with Branding & PR consulting. To further strengthen these
support functions and create synergies, the classification has been changed from "Digital - DX" to "Branding & PR" starting from FY3/27 (organizational structure also changed). In addition, the "FP&A business," which
was separated from Growin' Partners Inc.'s DX promotion and ERP implementation support business, has high compatibility with Finance - M&A consulting. To further strengthen these support functions and create
synergies, the classification has been changed from "Digital - DX" to "Finance - M&A" starting from FY3/27 (organizational structure also changed). Accordingly, the net sales results for FY3/26 for "Digital - DX," "Branding

& PR," and "Finance - M&A" have also been restated for display.

)



Medium-Term Management Plan (2026-2030)

Business Strategy




' : e o _ _ TCG B
?” Core Strategy: Diversification of Management Consulting Domains

Building on an established position in the top management (Executives) market, the development and
provision of new consulting domains will support the sustainable growth of client companies.

Creation of new strategic themes

,,,,,,,,,,,,,

Strategy & | U HW?W:F 77777 i TWW:I: 77777 i 5 4 8 domains
Domgiyn Digital/DX Finance/M&A i New Domain i i New Domain i i New Domain i
| | | -
oo oo oo oo — oo Creation of
3 or more domains

Segmentation as a business (3 domains with net sales of
1.0 billion yen or more)

Incubate (Organizational development)
Separation from existing domains

Innovation and service development (launch of study groups / development of consulting service offerings) And Com pletely new domains

Market creation (Top Management issues)

_

CONSULTING 6 1 0 .
g companies
[ eading Solutions & S1oWin J iavTHREE Increase in new group companies Addition of 4 or more

: = s s 1 companies to the group
DX KARTZ p\Surpass ® PEACEMIND |+ Company A ii + R || + BB ii + BRI i (excluding TANABE CONSULTING CO., LTD.)

nnnnnnnnnnnnn
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7 The One & Only Team Consulting Model

Serving approximately 50,000 companies, primarily mid-sized enterprises, we create First
Call Companies worldwide through our distinctive team consulting model built on the
intersection of “social issues, industries, and strategic themes.”

Social Issues

Client-optimized team consulting
Creating First Call Companies Worldwide

-Regional - DE&I
Revitalization -Well-being

- Global - Human Capital

-DX,/AX -Government /

- 17 Priority Areas Public Sector

Strategic

Industry Top Management Themes

Approach

. Specialized - Finance Strategy & Domain
Trading - Real Estate Digital/DX
Companies . SaaS
- Retail - Construction | 1ourism “
- Beauty - Infrastructure | 1,5,] Finance/M&A

- Cosmetics - Manufacturing . pparmaceuticals
- Healthcare - Transportation . gqycational Institutions

A



Consulting & BPaa$S Model

Create a new Consulting & BPaaS model to address the shortage of professional talent at
client companies and implement Professional DX/AX.

@ management consulting

X

=5 DX/AX

a%= (System)

Q&

‘I'CG TANABE
CONSULTING

Consulting & BPaa$S

(Consulting Implementation/Semi-Hands-on)

Strategy & Domain

Digital/DX

Vision/management strategy formulation,
New business planning,Domain strategy
formulation/business model development

Market research Al, Competitive analysis tools,
Business simulation, Al predictive portfolio
management, E-commerce sites,Subscription

Support for execution of corporate planning
operations

= SPO (Sales Process Outsoursing)

- Business launch (BizDev) team formation

DX vision, IT planning concept, System
requirements definition, Digital marketing
support

Cloud ERP, No-code/low-code development
tools, RPA, Generative Al platforms, MA tools,
SEO, Web analytics tools, Security
management tools

* KPO (Knowledge Process Outsoursing)

* Strategic site construction/implementation
support

* ERP introduction/implementation support

* CRM implementation model (TECH WOMAN®)

Human capital management, Recruitment
strategy, HR evaluation system development,
Job design/talent development

HR Tech (talent management),
Recruitment management system, Direct
recruiting Al

= Support for designing/executing recruitment
processes

* HRBP

= Corporate universities (academy)
implementation support

= Corporate well-being (EAP) implementation
support

Finance/M&A

Capital policy/PMI support/Enhancement of
Corporate Value/Management accounting
implementation/IPO support/Governance

Dashboard systems, Financial modeling tools,
Budget vs actual management/business
management cloud, Expense settlement and
invoice receipt systems, Risk management
systems

* Practical support for accounting/finance BPR
* IPO preparation operational support

- M&A (FA)/PMI Execution Support

* FP&A

Brand strategy, Website development, PR
(public relations) strategy, Creative Design

Content generation Al, SNS analysis, Post
automation tools, CMS/website construction
/management tools

* Branding partner (ClI, VI, and design)

* Establishment and operational support of public
relations/PR functions

- IR and integrated report production support

(note) BPaaS (Business Process as a Service): A service that outsources business processes through the use of cloud-based tools.
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VStrengthening Marketing & Sales

By implementing our proprietary cross-marketing model covering 50,000 priority target companies,
we will further enhance the TCG LTV model (average contract value x contract renewal rate).

Business Market —E o, LTV / Net sales
Market Discove > : )& A
vy Development Creation BERlE Maximization
Priority Target Ly A e Branding & PR Client Success
approx.
. 50,000 Press Releases g\ TCG CANVAS
Social companies = @
Issues —~ — A
- Regional Revitalization - ( Y o v Media & Social Media i CSSurvey
- Global unuﬂ
- DX/AX Re— ) .
. 17 Priority Areas Building a proprietary database Corporate Website B(  Cross Solutions
- DE&I and accumulating unique insights
- Well-being on each company, one by one G . 5~ Paid Seminars
- Human Capital y Y I&l TCG Review Qﬁ & Study Groups
- Government / Public Sector Large Enterprises Launch research

Approximatel )
1 3p0% companl)gs functions

(2,000 or more .
__employees)

Develop .
Top Management . EMitd-siz_ed consulting -, By Man_age_ment Consulting .t crM
Industry Approach it;zt:mglsc Aggrg;ﬁ;gt%?y service menus Strategic Sites %
. Retail . Saas o 1?’as ge%?nggabryes N7 Free Web Seminars é Team Sales
~Tourism - Beauty Japam's Ministry of Incubate In-Person Seminars &
Food Reatncare Trade and Indistry)  (Grgamzationa Field Sales Dedicated Sal
development) Digital Marketing cdh Field Sales Dedicated Sales

- Finance - Construction Medium-sized 7 iali i
- Real Estate - Infrastructure “ Companies e & for SpeCIallzed Domains

Logistics - Manufacturing

O & 3

. Specialized ¢ ; Finance/M&A A rOXimatel){ iali i i
Trading - Educational - Transportation 38,880 companies Commerma.llze Web Ads & Social Media Referrals from Financial
Companies - Institutions - Pharmaceuticals (¥3.0 billion or more) (segmentation) Institutions, etc.
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Medium-Term Management Plan (2026-2030)

Organizational Strategy




7 Team Development & Expansion of Leader Talent

‘I'CG TANABE
CONSULTING

Promote team building and departmental expansion as the foundation for organizational growth,
while setting clear goals for leadership talent and developing and promoting such personnel.

Expand the number of teams in departmental organizations through a design of sales targets per person x 5 members
per team, aiming to achieve net sales of 25 billion yen in the final year of the Medium-Term Management Plan

Management

Executive Officers

and Above

Headquarters
and Offices

Departmental
Organization %
2-3 Teams

Departmental

Organization

5 Employees
per Team

Management

50

O
/
° ° Partner
an /n Lo

Aiming for 200 Team-Ups
Development of Leader Talent

o
o
~_7
, \
7 \

Headquarters
and Offices
Further Creation of 50 Teams
Organizations
® ®
Departmental

Organization

2 O O Teams

Increase the number of teams in departmental organizations
and expand the organization horizontally
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”” Promotion of human resource management

Strengthening well-being investment and advancing proprietary human capital KPls,
including a 50:50 gender balance, to attract professional talent from around the world.

Devel t Performance C ti Corporate Value
SR & Retention ompensation Enhancement

® Promotion of all-directional ® Revitalization of personnel ® Al Implementation in each ® Attractive HR systems .
recruitment strategy exchange and rotation business process and ® Engagement initiatives Human Capltal Value
Main @ Recruitment branding personnel system renewal of work styles @ Stock value of employee Enhancement
Initiatives e sccuring diverse talent ®Intra-group personnel ® Corporate well-being stock ownership plan
exchange Implementation improvement of (stock +
® Update of TCG Academy ® Introduction of DE&I HR cumulative dividends)
(corporate university) systems « DE&I ratio 50:50
- Retention rate: 90%
= Group: 1,250 employees = Over 50% with experience in = Retention rate : 90% or = Average annual income: « Total recruitment:
* Annual recruitment: multiple areas of expertise higher (3-year average) 10 million yen 120 employees

120 employees

KPI 50 duat * Opening of new courses * DE& ratio 50:50 : Marke? (.:apitalization: - Average age: 35 years old
( new graduates, (Advanced Course, Top * Average age: 35 years old 50.0 billion yen (currently 38.6 years old)
50 mid-career) M t A h * consecutive dividend
anagement Approach * Improvement of labor increases * Employee stock
opening, Customer Creation productivity ownership plan

Course opening) shareholding ratio: 60%

Support activities by each committee

ATlLED Ei:rl;:ftiz SR Academy Committee DE&I/Well-being Committee Junior Board Committee



' | [€ CRAvAviie
" Number of Employees Target
Recruitment of new graduates and experienced professionals from various industries
nationwide to expand our diverse professional talent base to 1,250.
(Employees) 1,250 Diverse Consultants
1,150 o Strategic Consultants
o DX/Digital Consultants
1,070 e M&A Consultants
® Corporate Finance Consultants
960 ® HR Consultants
890 ® Corporate Well-being Consultants
843 ® Marketing/Sales Consultants
e Branding & PR Consultants
® CRM Consultants
Strengthening the recruitment
of consultants across
all domains

FY3/26 FY3/27 FY3/28 FY3/29 FY3/30 FY3/31
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Medium-Term Management Plan (2026-2030)

Capital Allocation and Shareholder Returns




‘I'CG TANABE
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Action to Implement Management that is Conscious of Cost of Capital
and Stock Price

ROE Target Story for Achieving PBR Target (FY3/31)

(%) 15.0
. Main Initiatives

14.0

12.0 Net Profit Margin « Promotion of Diversification Strategy
10.5 11.0 Assumed Cost of Equity 7.2% in Management Consulting Domains
’ 7.0~10 00/0 = 0 * Increase in Group Business
- - (o] hlgher . - Companies through M&A Strategy
Fe{tEl AN« Increase in Profit Units
=i lalel=a1=1p10 * Expansion of Leader Talent
ROE T:)tal sl « Promotion of human resource
FY3/26  FY3/27  FY3/28  FY3/29  FY3/30  FY3/31 15.0% HHRONEL management
- TAY 1.2x « Promotion of DX/AX
Medium-T M t Pl 2026—-2030 i - . i i
edium f_‘;’gG s:ftﬁrzn:l?:ion 233(0" ) or higher or higher Strengthening Marketing & Sales
Financial + Implementation of Interim and Year-
PBR Leverage Capital end Dividends
4.0x 1.5 . . . - Flexible Acquisition of Treasury
PBR Target 2 9X Optimization Y
or higher the following « A shareholder special benefit plan
(x) 36 4.0 N |
. Assumed - Capital Policy
Shareholders  Improvement ° Eg'r:‘;::gﬁg; oSf yssttoe(::
PER v @l Cap:)tal of Liquidity . promotion of sustainability-oriented
1.0x 7.0~10.0% management
i — 25.0x
or higher i « Enhancement of Dialogue with
Expected | Informatlon Shareholders and Investors
FY3/26  FY3/27  FY3/28  FY3/29  FY3/30  FY3/31 Growth Rate Disclosure . ciarifcation of Growth Strategy

Enhancement - Enhancement of Disclosure Materials

Medium-Term Management Plan (2026-2030)
"TCG Future Vision 2030"
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/ Cash Allocation

Achieve the medium-term targets of net sales of 25 billion yen, operating income of 3 billion yen, and

ROE of 15% or higher by distributing cash generated to growth-oriented investments and shareholder
returns in a balanced manner

TCG Future Vision 2030 (2026-2030)

Cash In Cash Out

Growth M&A Investment

Maximization of Operating Approximately Growth M&A Investment
Cash Flow - « Target of 4 or more companies (adding
o 30 billion yen 4 2.0-3.0 billion yen to the net sales target
* Growth of Existing Management Operating Cash Flow of 25.0 billion yen)
Consulting Domains } Approximately

+ Creation of New Management Consulting
Domains

10 bitlion yen Sha;eholdgr Rtelturns
pproximately
* Improvement of Customer Unit Price Shareholder Returns

through Synergy (Cross Solutions) 7.0 billion yen 4 * Interim and Year-end Dividends

* Flexible Acquisition of Treasury Shares
* Shareholder benefits

Cash and deposits Cash and deposits

(April 1, 2026) (March 31, 2031)
Approximately Approximately

75 billion yen 75 billion yen

— 3 6 — © 2026 TANABE CONSULTING GROUP CO., LTD. ALL RIGHTS RESERVED




7 Shareholder Returns

‘I'CG TANABE
CONSULTING

— Continue the management trend of dividend increases accompanying revenue and profit

growth, and implement stable dividends (interim and year-end dividends).

— Continue to implement flexible acquisition of treasury shares for the purpose of

improving capital efficiency.

Shareholder Return Policy

(FY3/27-FY3/31)

Dividend payout ratio Divid EOE Eauit Consolidated.
(Dividends on Equity) In a flexible manner total payout ratio

acquisition of
Guideline treasury shares Guideline

70~80v 1% or higher 100

*1 DOE (Dividends on Equity): Annual Dividends/Average Shareholders' Equity x 100
*2 "Digital Gift®" is a registered trademark of Digital Plus Inc.

7

Shareholder

benefit
(Digital Gift®)



TANABE
CONSULTING

Note : This document has been translated from the Japanese original for reference purposes only. In the event
of any discrepancy between this translated document and the Japanese original, the original shall prevail.
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