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Presentation

Doi: Now that it is time, we will begin the presentation of ProjectCompany, Inc.'s financial results for Q3 of
the fiscal year ending December 31, 2023. Once again, | am Doi, Representative Director, President, and Group
CEO of ProjectCompany.

Matsumura: | am Senior Managing Director and Group CFO Matsumura.

Doi: Thank you very much for taking time out of your busy schedules today to attend our financial results
briefing. Please wait a moment.

Executive Summary

Q3 FY2023 Financial Results
Net Sales Operating Profit EBITDA™ EBITDA Margin

¥1,616 miion ¥246 miiion ¥295 miion 18.3%

(+44.3% YoY) (-12.8% YoY) (-2.6% YoY)

O On a year-on-year basis, despite an increase in net sales, operating profit decreased due to the impact of the larger
burdens of rent expenses associated with the use of a temporary office.

O On a quarter-on-quarter basis, net sales remained flat but operating profit increased mainly because of lower-than-
planned expenses, such as a decrease in hiring expenses from a temporary completion of hiring of 2024 graduates.

O In the Digital transformation business, net sales grew slightly but gross profit margin declined quarter on quarter. This
is because the number of employees decreased as efforts were made to foster exisi |ng¥ employees in Q1 and Q2 while
curbing new employment, and the attrition rate rose in accordance with the expansion of the organization.

Major Numerical Information Issues and Countermeasures for the Digital Transformation Business
Net Sales per Client Partner ratio Recognized challenges
O Many man-hours are spent in fostering members, mainly new
¥30 4 million 0 . 93 partners graduate employees, causing a slowdown in performance growth,
5 while the attrition rate is rising due to such man-hours making
/Q3 (cumulative) /employee workidad heavier.

Countermeasures taken

O Fostering new graduate employees is generally advancing steadily
due to measures taken since Q2.

O Worked to expand transactions with existing clients to
turn them into large-scale customers, resulting in net
sales per client at ¥30.4 million for Q3 (cumulative).

O The partner ratio (number of partners per employee) O To foster managers in a more sophisticated manner, organizational
rose from Q2 to 0.93 in accordance with the decrease changes and revisions to the employee evaluation system are under
in the number of employees and the completion of one- way, anticipating that they will exert effects in 2024 and thereafter.
time project works that utilized the group company O Efforts are being made to reinforce governance by involving outside
experts, given the incident in which the former Executive Vice
workforce and back office employees. President resigned in September 2023.
*1 EBITDA represents operating profit plus depreciation, amortization of leasehold deposits and share based payment expenses PrOiEthompany 2

Quickly, here is a summary of today's explanation.

Full-year results for Q3 of the fiscal year ending December 31, 2023, showed net sales of JPY1,616 million and
operating profit of JPY246 million. Compared YoY, operating profit declined due to factors such as a cost
increase in rent. On the other hand, QoQ, operating profit increased mainly due to lower-than-planned SG&A
expenses such as recruitment costs.

In addition, | will also explain today the current business challenges and their countermeasures in the digital
transformation business.

First, | will give a brief overview of our group and then explain our business results for Q3 of FY2023, as well
as our recognition of issues in the digital transformation business and the status of countermeasures.



Group Management Philosophy

ProjectCompany Group

Group Management Philosophy

Creating a Project-based Society

The Japanese economy remains stagnant and is feared to keep declining going forward
if no change is made to the situation.

We believe that the only way for the Japanese economy and, by extension, the Japanese society

to regain vitality is for Japanese companies to break out of their conventional organization structure that is

vertical, top-down and “task-based,” and transform it into a “project-based” structure where talents with
the ability to promote projects on their capacity are organically connected around their missions and
work together as a team toward their goals. Based on this management philosophy, we work together to

expand our businesses for creating a “project-based society.”
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Now, | would like to provide an overview of our group.

First, our group management concept is to create a project-based society. The Japanese economy has been
stagnant for a long time since the bubble period. However, the world is shifting from an industrial capitalist
society to an information capitalist society nowadays, and the character of required human resources is
shifting from task-oriented human resources that do exactly as they are told to project-oriented human
resources that can carry on projects on their own initiative.

We believe that the only way for the Japanese economy and Japanese society to regain vitality is for Japanese
companies to break out of their conventional organization structure that is vertical, top-down and task-based,
and transform it into a project-based structure where talents with the ability to promote projects on their
capacity are organically connected around their missions and work together as a team toward their goals.
Based on the management philosophy of “creating a project-based society” , we work together to expand
our businesses.



Company History

January 2024: Transition to a pure holding company structure and office relocation (planned)

Period of multi-faceted growth through
integrated group management

July 2023: Merged ProjectPartners Co., Inc. into ProjectCompany, Inc.
OO in an absorption-type merger
ProjectConipany April 2023: Consolidated Dr.KENKO KEIEI Inc. s

Group

and artwize inc. Into the Group

October 2022: Consolidated cuatro technologies Inc. (currently ProjectTechnologies Inc.)

into the Group L Quarterly

net sales

July 2022: Established ProjectDigitalMarketing Inc. (currently DCXforce, Inc.) and

¥1.5
ProjectPartners, Inc., shifting to an integrated group management system =

billion
April 2022: Consolidated ulogo Co., Ltd. (currently ProjectHRsolutions, Inc.)
; i into the Grou
Period of business P
expansion September 2021: Listed on the TSE Mothers — ¥1.0
OO (currently TSE Growth) bilion
June 2019:
ProjectCompany Relocated Head
June 2018: Office
Acquired
June 2017:  Ulscope _ ¥05
Relocated business billion

Head
Office

January 2016:
Established the
Company

2016 2017 2018 2019 2020 2021 2022 2023
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Next, | would like to give you a brief history of our company.

Again, ProjectCompany was founded in January 2016 and has been expanding its business steadily since then,
and with our listing on the Mothers market in September 2021, we were able to achieve our mid-term goal
from the time of our founding of being listed in 2021.

Since going public, we have pursued diversified growth through group management, with ulogo Co., Ltd., an
HR solutions business, joining the Group in April last year, and cuatro technologies Inc., a technology services
company, in October. In April of this year, Dr. KENKO KEIEI Inc., a healthcare service company, and artwize
inc., a technology service company, were newly added to the Group.



Business Domains of the Group
O In FY2022, attempted an integrated group management system through M&As and spin-offs, resulting in a generally favorable
assessment.

O Over the medium to long term, aim for multi-faceted growth through an integrated group management system, with an eye on
expanding business domains with DX as our core competence.
Since Oct. 2022

DX x Technology business
Domains where we support client’s

Since Apr. 2022 business evolution from a technological
perspective through system .
DX x HR business development and testing, etc. DX x new business
e domains
Domains where we provide a Domains where we work on further
variety of services mainly to the - business expansion through M&As and
human resources and labor l_|:,ew business creation with DX as our
departments of clients &2 core competence domains
) eS—
E ProjectCompany o o
Group '
Digital transformation business Domains where we lay the foundation for
1 ) business development based on the knowledge
- Consulting, marketing, and Ul/UX - ®a0® accumulated since the Company’s inception

ProjectCompany 7

While we base our business strategy on consulting, marketing, UI/UX, and streamlined digital transformation
support areas whose knowledge we have accumulated since our founding, we also aim to diversify growth
based on digital transformation, such as entering the digital transformation and HR business and digital
transformation and technology business through M&A in the last fiscal year.

We seek to continue expanding our business domain based on digital transformation through M&A and new
business creation.

We will not provide details on the business statistics chart and case studies.



Situation of Employees

O The number of employees was 241 as of October 2, 2023, decreasing slightly from Q2. In the current fiscal
year, a focus is being made on fostering employees who have most recently joined the Company.

Trends in the number of employees (people) Composition of employees

*Starting with Q1 FY2023, the number of employees as of the
business day following the end of each period is indicated.

Corporate staff

26 people

= DX x HR business
7371
7 26 people
No. of
employees
(Consolidated) Consulting
4 o (as of October 2, 2023) services
241 people 104 people
1250126 - DX x Technology
64 5 business
M B 71 people
oy 69
21 54
Marketing services
FY F FY FY FY FY )1 22 Q4 Q3 Ulscope:services 9 people
2016 2017 2018 2019 2020 2021 FY2022

5 people
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Here is the situation of employees.

The number of employees had been increasing steadily since the Company's establishment, but declined
slightly to 241 as of October 2, mainly due to a decrease in the number of mid-career hires since H2 of the
previous fiscal year. Of these, 118 employees, or about half, are engaged in the digital transformation business.

Matsumura: From here, | will explain the results for Q3 of FY2023.

Special Remarks
(i) How the Former Executive Vice President Resigned the Company

Handling of the matter by the Company

O As announced in the "Report on the Change (Resignation) of Representative Director and Director” (Japanese) dated
September 13, 2023, we are investigating the facts and examining measures to prevent recurrence and reinforce governance,
with outside experts also involved.

O Tentative measures to prevent the occurrence of such incidents have already been prepared internally. The findings of the
examination by outside experts, etc. are to be compiled in late November to early December 2023.

Handling of the Company’s shares held by Mr. Ito, former Executive Vice President

O With regard to the policy on the disposition of the Company’s shares held by Mr. Ito, there is no information to be disclosed as
of the date of announcement of this material, as we are discussing and negotiating with him, selecting possible measures
allowed in accordance with the Companies Act, Financial Instruments and Exchange Act, and other laws and regulations.

O We will promptly announce the specific disposition method as soon as we reach an agreement with Mr. Ito.

(ii) Changes in Sales Recording Standard at Dr.KENKO KEIEI Inc.

Q2 (gross amount) Q3 (net amount)
O With regard to Dr.KENKO KEIEI Inc., which was newly consolidated in Q2
FY2023, the Company has decided to change the sales recording standard
so that sales are recorded in net amount instead of gross amount. Recording
O The impact of this change on the Company's earnings forecast for FY2023 is | o f of sales
immaterial. Sales from g{c:ar?;’s‘g Sales from
O In this financial results presentation, the portion corresponding to the change Payment to Payentlo
in sales (revenue) for Q2 FY2023 of the DX x HR business segment i occupation
(healthcare services) to which Dr. KENKO KEIEI belongs is indicated as a l physicians Sehedl
reference value. i
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Before explaining the actual results, we would like to make two special remarks.



First of all, with regard to the resignation of Shota Ito, former Executive Vice President and Representative
Director of the Company, which was announced recently on September 8, we are currently conducting a fact-
finding investigation with outside experts and examining measures to strengthen governance to prevent
recurrence of such a situation.

We have completed the formulation of provisional measures to prevent recurrence within the Company, and
the results of the investigation by experts are scheduled to be compiled in late November or early December.

In addition, the Company has requested that Ito dispose of the Company shares he holds in the sense that the
Company will sever all ties with Ito and is in the process of discussing and negotiating the method of disposal
in accordance with various laws and regulations. There is nothing we can announce at this time, but we will
make an announcement as soon as we reach an agreement on the outlook and other matters.!

The second point, then, is to change the basis for recording sales of Dr. KENKO KEIEI, which began
consolidation in April 2023, from the basis for recording gross sales from customers to the net amount after
deducting payments to occupational health physicians and others.

This will result in an apparent decrease in sales of healthcare services in the digital transformation and HR
segment, but the impact on the full-year forecast for the fiscal year ending December 31, 2023 is expected to
be negligible.

Quarterly Consolidated Financial Results - Net Sales
O Achieved net sales of 1,616 million in Q3 FY2023, down 1.1% QoQ and up 44.3% YoY.
O Net sales of the Digital transformation business totaled 1,167 million, up 2.5% QoQ and up 10.0% YoY.
Net sales (million yen)

YoY +44.3%

1,61 6 Portion equivalent to the change to the sales

1,634 recording standard (= see p. 2)
T (reference value)
1,494
H DX x HR business
1376 The DX x HR business remained flat QoQ
m DX x Technology business | 64 | due to its focus on organization building.
112

m Digital transformation business =

The DX x Technology business saw a QoQ
decline in sales mainly because of the
completion of some short-term projects.

936 919

The Digital transformation business showed
a growth of 10.0% YoY in net sales.

Sales grew only 2.5% QoQ due to
continued focus on fostering employees
since Q2, among other factors.

452 458

320
228 274 281

Q1 Q2 Q3 Q4 Q1 Q2 Q3 Q4 Q1 Q2 Q3 Q4 Q1 Q2 @3

FY2020 FY2021 FY2022 FY2023
Non-consolidated Consolidated
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Let me begin by explaining consolidated net sales.

Sales for Q3 of FY2023 increased 44.3% YoY to land at JPY1,616 million. Considering the change in the basis
for recording sales at Dr. KENKO KEIEI as explained earlier, sales remained flat QoQ.

1 Additional disclosure on the progress was made after the financial results briefing. For details, please refer to the timely disclosure
dated November 15 (in Japanese only).



The digital transformation business accounted for JPY1,167 million, or about 70% of consolidated net sales,
and this business increased sales by 10% YoY, but sales increased by only 2.5% in QoQ, mainly due to the
continued focus on employee development since Q1.

Quarterly Consolidated Financial Results - Operating Profit & EBITDA

O Operating profit and EBITDA resulted in a QoQ increase mainly due to the temporary completion of investments in
human resources, centered on hiring expenses.

Operating profit (million yen) EBITDA'(million yen)

o] ti fit = EBITDA  —O-EBITDA margin
perating profi 203%

28.1% —~Operating profit margin 27.1%

25.2%

24.2%

22.8%

*EBITDA = operating profit
o | + depreciation (including amortization of goodwill)
15.2% | + amortization of leasehold deposits

| + share-based payment expenses

303 302

Q Q2 Q@ Q@ Q1 Q@ Q3 Q4 Q1 Q2 Q@ Q4 Q1 Q2 Q@ Q1 @2 Q3 Q4 Q1 Q2 Q3 Q4 Q1 Q Q@ Q@ Q1 Q a3
FY2020 FY2021 FY2022 FY2023 FY2020 FY2021 FY2022 FY2023
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Operating profit increased QoQ, mainly due to a lull in investment in human resources, particularly in hiring
expenses. EBITDA, excluding the impact of non-cash charges, was JPY295 million.

Results by Segment - Net Sales

O Net sales by segment are as follows.

Digital transformation business DX x Technology business DX x HR business
*“The aggregation standards for marketing services were partially changed “The business was consolidated in Q4 FY2022. “The business was consolidated in Q3 FY2022
in Q1 FY2023, and projects involving many consulting aspects were Previous figures are shown for reference, Previous figures are shown for reference
transferred to consulting services. indicating net sales of the relevant business of indicating the financial results of ulogo Co., Ltd.
“Starting with the Q1 FY2023 disclosures, the Ulscope service counts CL”aVO pistas Ltd. from which the business was
transferred Health care services 143

Ulscope projects only. Accordingly, the figures have been
recalculated retroactively through FY2021 1,196 1.167
1102 390 11 : B Technology services

1,061 a Unit: million yen

= HR solution services

Ulscope services Unit: million yen 120

196

Portion equivalent to the change to |
the sales recording standard | |57 27
(" p.2) (reference value) H

168 Net sales decreased due
to completion of some
short-term projects

B Marketing services

B Consulting services

Unit: million yen )
Remained flat as a result of

focusing on organization
building associated with the
expansion of scale.

677

552

452 458 H E

Ql Q@2 Q@ 4 Q1 Q@ Q@ Q4 Q Q@ @ Q1 Q2 Q3 Q4 Q1 Q Q3 Q Q2 Q@ Q4 Q1 Q2 @
FY2021 FY2022 FY2023 FY2022 FY2023 FY2022 FY2023
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This is sales by segment.



In the digital transformation business, sales of consulting services increased, while sales of marketing services
and Ulscope services decreased, but we believe that this was mainly due to the continued focus from the
previous quarter on training members, mainly new graduates who joined the Company in April. We do not
see any significant change in the demand side of the business.

In the digital transformation and technology business, sales decreased due to the completion of some short-
term projects for which orders were received in Q2.

In the digital transformation and HR business, sales remained flat QoQ as the business shifted from a phase
of scale expansion to a phase focusing on organization building.

Results by Segment - Cost of Sales & Gross Profit
O In the Digital transformation business, gross profit margin decreased slightly QoQ, mainly due to an increase in personnel
expenses and outsourcing expenses.

O In the DX x Technology business, gross profit decreased due to lower sales resulting from the completion of some short-
term projects.

Digital transformation business DX x Technology business DX x HR business
[ Results [million yen] QoQ | Results [million yen] | QoQ | Results [million yen] | QoQ
1,167 ¥25% 328 73% 120 +0.0%
Personnel expenses J§ 187 +11.3% [ 70 -1.4% 20 +0.0%

(cost of sales)

0”'5(233"’3:;{;‘1")“5 492 +36% | 178 -9.6% 8 | +333%
Other costs 3 +0.0% | 0 - 0 -

Gross profit | 484 A14% 78 | 82% | 90 | -3.2%
Gross profit margin 41.5% -1.6pts 23.8% -0.2pt | 75.0% | -9.5pts
SG&A expenses |

Operating profit 246 +27.5% QoQ

Operating profit margin| |

407 -14.3% QoQ

15.2% +3.4pts QoQ
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Next, we discuss cost of sales and gross profit by segment.

In the digital transformation business, gross profit declined slightly QoQ, mainly due to higher personnel and
outsourcing expenses.

In the DX x technology business, the overall amount of profit has decreased in line with the decline in sales,
but the gross profit margin has remained relatively high due to the collaboration with the digital
transformation business and other factors.

In the DX x HR business, the gross profit margin increased due to the effect of the change in the basis for
recording sales at Dr. KENKO KEIEI as explained earlier.

As a result of the above, gross profit decreased QoQ, while SG&A expenses decreased QoQ, resulting in a
27.5% increase in operating profit QoQ.



Breakdown of SG&A Expenses

O While hiring expenses significantly decreased QoQ as 2024 graduates’ acceptance of job offers peaked out for
the moment, rent expenses increased in line with the use of the temporary office in preparation for the head office

relocation.

O Other SG&A expenses also decreased QoQ, mainly because of not recording brokerage fees, etc. due to the absence

of M&A execution in Q3.

Results [million yen] Sczg/:;xsp;g:es QoQ Description
02?;3’:;? e;fe:::esé 145 9.0% 8.8% Remuneration for directors and officers, salaries for
SGRA egxeﬁses = 210 back office employees and outsourcing expenses, etc.
54 3.3% -46.5% Agent fees and event expenses, etc.
85 5.3% +11.8% Office rent, etc.
(inclzzi‘:egmonizziicén i 49 3.0% +6.5% Amortization of goodwill, depreciation of other non-
goodwill) e 27 current assets and share-based payment expenses, etc.
O;ZZ;?S%&SA 73 4.5% -20.7% Fee expenses, etc.

Total SG&A expenses 407 25.2% -14.3%

ProjectCompany
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As for the breakdown of SG&A expenses, the peak of informal acceptance of job offers for new graduates
scheduled to join the Company in April 2024 has slowed down, resulting in a significant 46.5% decrease in
hiring expenses QoQ, while land rent for the office relocation in January next year increased, resulting in a

14.3% decrease in overall SG&A expenses QoQ.

Digital Transformation Business | Number of Clients & Net Sales per Client

O Expansion in the number of clients was slowed as priority was placed on reinforcing the organization, but net sales per client grew steadily.

— Number of clients (by period of continued orders) — Net sales per client (million yen)
“Figures indicate the number of clients with which the Company had *Figures indicate the number of clients with which the Company
transactions in the fiscal year, compiled at the end of each period. had transactions in the fiscal year, compiled at the end of each
m3 months and more period —
m6monthsandmore 30. . -
=12 months and more 133 / 25/'/7 32
115 15 »
221
x 183 19./ /'
" L)
11, 123
145 o / / ;
of L ]
5.8
l/
© SN Q Q2 Q3 @4 Q1 Q2 Q3 Full-year
O & D > & @ & > g @ Full-year r&\ ’L& q/Q’L target
S & N4 target e FY2022 FY2023 for FY2023
ST & LK FY2023 for FY2023
Number of Ulscope projects | Ulscope helps attract new dlients efficienty:  Number of clients by peepening relationships with existing clients :
net sales per client i toturn them into large-scale customers :
.VO . 42 36 35 % 40 A(V. million million million million
R 30 & 5 o FY2020 | 98 companies | 8 companies 2 companies 0 company
e N \BS 2 21
24 ™ n —n FY2021 [103 companies| ‘ 11 companies | ‘ 2 companies ‘ l 1 company l

Q1 Q2 Q3 Q4 Q1 Q2 Q3 Q4 Q1 Q2 Q3 Q4 Q1 Q2 Q3
FY2020 FY2021 FY2022 FY2023

FY2022 i103 companies| |23 companies| | 5 companies | | 2 companies |
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| will continue with an explanation of the key KPIs of our core digital transformation business.

18

First, let's look at the number of clients and net sales per client that make up the revenue of the digital

transformation business.

10



The number of clients is the number of clients with whom we had transactions from the beginning of the fiscal
year to the end of each quarter, and the number of clients by the end of Q3 was 115. Although growth in the
number of clients was soft, due in part to our focus on training members, net sales per client, shown on the
right side, increased JPY5 million YoY to JPY30.4 million.

Digital Transformation Business Business | Number of Employees & Net Sales per Employee
O While the average number of employees during the period decreased due to reduced hiring in line with the focus on fostering existing
employees, net sales per employee increased.

— Average number of employees during period (people) — — Net sales per employee (million yen/month)

*Figures include employees in the Digital transformation 343 345 3.53

business and the corporate staff.
4
P 257 ZZV Ff]uv:\\fr\):u ”\“’\2.46 2.63 =
i — by using partners g 2.84
f135 : : D — 205 e,

The average number of employees
decreased due to reduced hiring in
line with the focus on reinforcing the

organization and a higher
attrition rate.

- 143 »
B 174 174 WS e 1.57
] —=—Net sales per employee | Dropped mainly due to managers spending
i man-hours on fostering members and new
-+ Net sales per employee/partner | graduate employ joining the Company
FY2019 FY2020 FY2021 FY2022 Q1 Q2 Q3 Full-year average FY2019 FY2020 FY2021 FY2022 Q1 Q2 Q3 Full-year target
FY2023 target for FY2023 FY2023 for FY2023
Number of new employees and attrition rate (pigital transformation business only)  Average number of partners & partner ratio The partner ratio rose due
5 T calculat dividing the nurr f re during ar through the end during period to the lower number of
x mmm Ave. no. of partners employees, etc
14 1.18

=0~ Partner ratio

With the attrition rate on an upward
trend, countermeasures are being : 35%

=}
taken as an important management 34% 32%
issue (7 p. 25). : 24% 25% 048 __d068 =0 mm S B 0000 e
""" 0.58 b 3 110
84 Ml so fll 5 94 it - 130}

FY FY FY Q1 Q2 Q3 Q4 Q1 Q2 Q3 Full-year target
20192020 2021 FY2022 FY2023 for FY2023
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Q1 Q2 Q3 Q4 Q1 Q2 Q3 Q4 Q1 Q2 Q3
FY2021 FY2022 FY2023

Next is the average number of employees during the period and net sales per employee, which are also
components of sales in the digital transformation business.

The average number of employees during the period decreased by 6 to 148, due to a high turnover rate amid
hiring restraints prioritizing organizational strengthening. The partner ratio increased from the previous

quarter as the number of employees declined, and a certain amount of progress was made in training
employees, resulting in an increase in net sales per employee to JPY2.63 million.

Finally, | would like to give an overview of our businesses other than the digital transformation business.
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DX x Technology Business | Overview of Operations

O Gross profit margin of cuatro technologies, Inc. (currently ProjectTechnologies, Inc.), which joined the Group in October 2022,
improved against the backdrop of a shift to a direct commerce format in practice due to winning of clients via ProjectCompany, Inc.

O At artwize inc., which joined the Group in April 2023, intra-group collaboration is being reinforced with ProjectTechnologies, Inc.
mainly in terms of marketing and hiring.

i

Strengthened collaboration within the DX x

Winning clients via ProjectCompany Technology business

Client ‘

oo x Oartwize

ProjectTechnologies

g Concurrently engaged g

Manager responsible for marketing

g Concurrently engaged g

Manager responsible or hiring

'\

Consulting services
contract

Direct
commerce
in practice

oo ProjectCompany

Engineering services
contract

- Strengthen collaboration through a system of
mutually concurrent engagement centering on
marketing and hiring departments

oo ProjectTechnologies
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First, in the DX x technology business, ProjectTechnologies, Inc., which became a group company in October
last year, has been able to improve its gross profit margin by acquiring clients through the ProjectCompany,
which in effect has led to a direct sales flow, and we believe that synergies are now being realized.

artwize, which joined the Group in April, is strengthening intra-group collaboration, particularly in the sales
and recruiting divisions, through the establishment of a mutual dual-employment system with
ProjectTechnologies, a company in the same industry.

DX x HR Business | Overview of Operations

O Steady growth in business performance has been seen at ulogo Co., Ltd. (currently ProjectHRsolutions, Inc.), which joined the Group
in April 2022, as it utilized the Group’s know-how with a focus on organization building.

O In April 2023, the Company acquired shares of Dr.KENKO KEIEI Inc., which mainly provides occupational health physician referral
services, in an effort to expand the range of services it offers in the HR and labor areas and to enhance its sales channels by utilizing
the labor and social security attorney network of Dr.KENKO KEIEI Inc.

HR solution services Health care services

Client [human resources and labor departments of companies]

Consultation

Provision of services Payment of service Matching'of
5 Labor and occupational Payment of service
(Hiring a%ir:is:n:t(':_')R system fees social security health f66s
N8 a5 o attorney network physicians,
Will utilize the stress check,
network as a efc.
sales channel s Referral of
going forward 4 projects and
n ) clients
. : 32 *Joined the Group
co ProjectHRsolutions H BREE .
° in April 2023
ProjectCompany 21
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Next is an overview of the DX x HR business.

For ProjectHRsolutions, Inc., which joined our group in April 2022, we applied our group's know-how, mainly
in terms of organization structuring and gradually established an organization from the starting phase of a
very small organization scale, whose business performance is growing steadily.

Dr. KENKO KEIEI, an occupational health physician referral service that was consolidated in April, is different
in nature from the HRsolutions service, but it also provides services to the corporate human resources and
labor affairs departments, and we hope to grow our business through synergy by expanding our menu of
offerings and cross-selling our services.

In light of the business results explained thus far, | would like to explain the recognition of challenges and the
status of countermeasures in the digital transformation business.

Recognized Challenges (1): Delay in Training and Fostering New Graduate Employees and Other Members

O Since Q2, managers have spent more man-hours than initially anticipated for training and fostering 2023 graduate
employees to make them ready for work.

O Focus has been placed on their fostering to be completed by the end of the year. Approx. 60% of them made similar contributions
as existing employees to gross profit as of the end of September.

Ratio of new graduate employees by charge rank

*Compiled the graduate employees who joined the Company in April 2023 and were assigned to the Digital transformation business

100%

C
C : Personnel other than A and B (as of the end of September: 8%)
80%

60% > B : Personnel achieving 50% or more of the contribution to gross profit

as existing employees (as of the end of September: 33%)
40%
A @ Personnel achieving the same level of contribution to gross profit

0% as existing employees (as of the end of September: 58%)

0% il
End of End of End of End of
April May June September
Countermeasures for the challenges Status of initiatives taken in Q3
As of th d of September, . 60% of duate I
Employees who had experienced the role of managers at 5. 010 SNCIor Sopiam) _er app‘rox 5.0 ne\_/v 9” Late amp oyees
. . X . were as ready for specific assignments as existing employees (in
ProjectCompany and have been reassigned to back office operations 4
or group companies will partly be engaged in fostering the members contrast torapprox: 4074t the'end at dune); genorally, making good
SOt P PATRY, 9ag 9 ’ progress in training to be completed by the end of this year.

ProjectCompany 23

First, we will focus on the development of our member base, especially new graduates who joined the
Company in April, which had been an issue in the previous quarter. As shown in the slide, the percentage of
personnel achieving a gross profit margin equivalent to that of existing employees increased from less than
40% at the end of June to approximately 60% at the end of September, and the number of members achieving
a gross profit margin less than 50% of that of existing employees decreased significantly to less than 10%.

We view the start-up of members, which was targeted for the end of FY2023, as generally progressing well.
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Recognized Challenges (2): Shortage of Managers and Candidates for Managers Who Can Foster Members

O After reviewing requirements for managers in Q2 from the viewpoint of fostering members, efforts were made in Q3 to build an
organization structure based on the new requirements for managers and verbalize and systematize such requirements.

O Revised the target figures for the number of managers for the current fiscal year in light of the current manager training situation.

Ri irements for man r ~ No. of man r
equirements for managers o. of managers Reviewsd i Tght of

—Stricter requirement the current situation

Candidates for managers

O Negotiations with clients m Managers

O Partner management

O Risk management and service
quality management

FY Q1 Q2 Q3 Q4 Q1 Q2 Q3 FY2023 FY2023

a oofr?na:ri:s;i:)sn building and fOS(ering 2021 FY2022 FY2023 Initial target Revised target
Countermeasures for the challenges Status of initiatives taken in Q3
Foster managers in a more sophisticated manner by Shift from a pyramid-type, monolithic organization to an

organizational structure comprising units of a small group led by
managers with a certain degree of discretion.

introducing a system in which units of a small group of
managers, who are selected under new requirements for
managers and are given a certain degree of discretion, will Conduct verbalization and systematization of “behavioral
closely coordinate with the executive team to achieve results characteristics” (competency) as a manager.
in both budget progress management and organizational

Follow-up is underway on how the measures are being taken,
management. anticipating that they will be effective in 2024 and thereafter.

ProjectCompany 24

Secondly, in response to the tight utilization of manager personnel who can handle member training in the
previous quarter, we are working to update manager training through a system in which managers are
selected based on manager requirements, which include a viewpoint of human resource development, and
aim to demonstrate results with units of small groups with a certain level of discretion.

During the quarter, we shifted from a monolithic organization to a small group-based organizational structure
in which managers have a certain degree of discretion, and we are also working to verbalize and systematize
the behavioral characteristics required of managers and are now closely examining the status of these
measures.

The target for the number of managers for the current fiscal year has been revised from the initial 30 to 20,
based on the current performance. We plan to continue to strengthen training toward April 2024, when the
next batch of new graduates will join the Company, and to build up the number of managers by using
experienced hires as needed.
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Recognized Challenges (3): Upward Trend of Employee Attrition Rate
O Mainly due to the heavier workload from the man-hours spent fostering members in line with the organizational expansion in Q1 and
Q2, performance growth has slowed down while the attrition rate is on'the rise.
O While close attention should be paid to the resignation of the former Executive Vice President in September 2023 as a future

organizational risk, efforts are being made to reinforce governance involving outside experts and review the HR system with more
focus on enhancing capabilities and fostering members.

Number of new employees and attrition rate In Q1 and Q2 FY2023, workload was concentrated on some people,
([_)igital f i i ly, reposte: mainly due to the man-hours spent fostering members

*The attri e a dividing er of ret aun ear through in line with the rapid expansion of the organization.

the

———
O Man-hours to be spent promoting projects and marketing are restricted,

causing performance growth to slow.
O The attrition rate has risen mainly among employees most recently joining
the Company due to lower performance and a heavier workload.

*Although there have not been many attritions directly due to the incident
involving the resignation of the former Executive Vice President in September 2023,
attention is being paid as a future organizational risk.

Countermeasures for the challenges Status of initiatives taken in Q3

In addition to studying changes to the institutional design, a third-
party investigation is underway (to be completed in early December)
regarding how the former Executive Vice President resigned in
September 2023.

Establish an appropriate governance structure in line with
the expansion of the organizational structure, and shift the
employee evaluation system, which has focused on the
achievement of numerical targets, to a system that includes

> % b Revised the salary table by adding enhancement of one's own
enhancing one's own capabilities and fostering others. capabilities and fostering of others to the evaluation criteria on top of
the achievement of numerical targets (management by objectives).

ProjectCompany 25

Finally, we view the recent upward trend in the employee attrition rate as an important management issue.

As the rapid growth in the size of the organization since the previous quarter has concentrated the workload
on a few personnel, mainly in member training and limited the person-hours allocated to project acquisition
and promotion, we believe this is the result of slowing performance growth as well as an increase in turnover,
particularly among the most recently hired members, due to performance and workload.

Based on these results, along with the establishment of an appropriate governance structure to match the
expanded size of the organization, the personnel evaluation system, which had previously focused on the
achievement of numerical targets, is now being revised to include the perspective of skill growth and the
development of others, and the salary table is being revised.
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Doi: Lastly, | would like to reiterate to all of you who hold our company's shares as shareholders, and to all of
you who are considering holding our company's shares, thank you for your warm support.

As we announced recently on September 8, we would like to again offer our deepest apologies for the anxiety
and concern caused by the resignation of the executive vice president and representative director.

As a company in the venture phase, it is undeniable that up to now we have been pursuing expansion and
growth anyway. In terms of management awareness, performance targets have been extremely important.

However, while performance targets are an important aspect of management, we must also recognize that in
order to realize our vision of "creating a project-based society," which we have held since our founding, we
must provide value to our many stakeholders, including shareholders, customers who use our services,
employees, and business partners, and that the results of our efforts will be reflected in our business
performance. We believe that it is extremely important to quickly shift to a management structure and
internal culture that is in line with this recognition.

While cherishing the assets we have built up to date, we are determined to rebuild a better company and
fulfill our management responsibility by regaining the trust of everyone.

We will do our utmost to repay our shareholders with a return in the form of increased corporate value, and
we ask for your continued support in this endeavor.

That is all for today's explanation, and | would like to take questions from everyone.
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Question & Answer

Doi [M]: Yoshida-san, please.

Yoshida [Q]: First of all, regarding the resignation of the vice president, | would like to clarify something since
it happened in such a short period of time. From what | have seen in the June release, the first thing that
comes to mind is the 2-person representative director structure to respond quickly to changes in the business
environment and ensure that the growth strategy is implemented.

The release says that he was appointed on July 1 and resigned only 2 months later, but since it was so short a
period of time after his appointment, I'm not sure if something happened suddenly that | really didn't
understand, or if it was just as the release says.

Also, since the initial purpose was to have a 2-person team, what will be done about that in the future?

Doi [A]: | would like to start by talking about the structure. We had initially planned to set up the business
firmly with a two-person team and to go out in the field to recover the numbers in order to restore
performance from a fairly short-term perspective.

However, looking back over the past 3 months, we have reconsidered our fundamental issues, such as training
the personnel we have hired and improving quality for the customers in front of us, and ensuring that our
basic actions are thoroughly implemented.

Although the management structure will change from the initial 2-person system to a one-person system of
me, | believe the major change will be a shift to a more essential approach that includes looking back.

We are currently investigating the facts with outside experts, so we are unable to say anything more about
the circumstances of the resignation than we have disclosed, for which we are very sorry.

Matsumura [A]: If | may add something, first of all, the fact that you appointed him as a Representative
Director and the fact that there are no days between that appointment and his resignation is because the
circumstances of his resignation were due to a sudden scandal in the first place, so it is not that he tried it and
it didn't work after 2 months of trying, or that they suddenly changed the Company’s policy, but that he caused
an unforgivable situation at a time immediately after that, completely unrelated to the fact that he was
originally on the management team as Executive Vice President and slightly changed the role based on the
progress of performance and the Company's situation.

Frankly speaking, | do not see much significance in the fact that it is only 2 months. | believe that Doi has just
told you about the change in policy since the timing in July when we changed our future management
approach and load.

Yoshida [Q]: | see. Basically, things like a whistle-blowing system were put in to prevent recurrence.

Matsumura [A]: Yes. We would like to strengthen governance in every sense of the word, and this includes
the whistle-blowing system, which of course we had established, but we would like to strengthen the system
of escalation to ensure that it is well known and that it can be reported to a more diverse group of people.

Yoshida [Q]: | see. Thank you.
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The second question | would like to ask is about slide 18, page 18. The growth in the number of clients is
shown, and the number of Ulscope projects is shown below that. As stated in the comments here, Ulscope
helps attract new clients efficiently.

This number of projects may appear to be decreasing, though, because Q1 happened to be so big. | wonder if
the trend is that it is getting harder to get projects through Ulscope, and | also wonder if we should be less
concerned about the fact that the number of clients seems to be growing a little lowere than your goal,
because it is just a number. In other words, is it something we don't have to worry about so much as long as
net sales per client are growing well? Please tell me about this.

Matsumura [A]: First of all, as a premise, if | were to ask whether we should take this as a big deal or a serious
matter, or whether we should not be so concerned about it, | would say the latter, but it is also true that
having the number of Ulscope projects in the 20s in both Q2 and Q3 was not originally intended.

As background, there is a slight decrease in headcount and continued consulting projects. To be honest, it was
faster for us to get consulting projects in order to increase our numbers, and we had shifted our personnel
and awareness to that side of the business.

On the other hand, we would like to continue to expand and utilize the system to acquire customers using
Ulscope as a hook, so we are currently talking about allocating more sales person-hours to Ulscope staff. If
we are able to win projects, of course, the management will allocate more human resources .

Yoshida [Q]: | see. Ulscope, I'm sorry, to begin with, is inbound, or rather, it is the recipient rather than the
one who appeals from here.

Matsumura [A]: Yes. There are some projects that we just throw away, so there is some business judgment
as to how far we will go to get them after receiving an inquiry.

As you have said before, the system does not just work on its own once the service is received, but it is a
service that requires a certain amount of manpower, so it may not be possible to receive the service without
human resources, so please understand that there is a correlation between whether or not resources are
allocated for this and how many cases are received.

Yoshida [Q]: | see. And lastly, there are some measures on page 25 to address the rising attrition rate on page
19, but | would like to know more about the specifics of the measures taken to address this issue.

Regarding the review of the personnel evaluation system, | am wondering if it is necessary to raise the overall
budget for personnel costs, and | have a feeling that just changing the evaluation system and changing the
allocation will not have much effect. | also wonder if it is necessary to consider the possibility of an increase
in labor costs per employee next year.

Matsumura [A]: We are currently preparing a personnel system for the next fiscal year, but when we say in
the document that we are revising the salary table, we also mean that we are raising wages. Therefore,
personnel costs per employee are expected to rise to a certain degree.

The increase in personnel costs per employee depends on the ratio of new graduates and second-year
graduates, so it is difficult to say what will happen, but overall, however, we would like to raise the wages of
existing employees, including those in their first and second years, and we would like to raise the wages of
current employees slightly in the next fiscal year.

Yoshida [Q]: | see. Also, related to this, the operation rates also show on the slide that the burden is
concentrated on some employees, but | feel that this negative cycle may occur if you do not have a sufficient
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number of employees. Can you tell me if there is any change in your thinking on the past and future operation
rates?

Matsumura [A]: | think that the ideal situation is to reduce the operation rates while keeping the sales per
employee as low as possible. If so, what will happen is that the unit price will be raised.

Of course, it is difficult to simply raise the unit price for the same number of employees as before, so the
personnel system is used to evaluate the improvement of employees' abilities by raising their own unit price,
and the unit price is raised for those who have improved their abilities. It may be a bit qualitative, but the

ideal would be to drop the number of person-hours while trying not to drop sales per person as much as
possible.

Yoshida [M]: | understand. That's all. Thank you.

Doi [M]: Does anyone else have any questions?

Since there are no questions, | would like to conclude these financial results briefing.
Thank you for taking time out of your busy schedules today.

[END]
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