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national and international economic conditions and trends in the industries in which we operate. This
transcription has been prepared for informational purposes only. It is not intended as an offer to sell or
a solicitation of an offer to buy any securities in Japan, the United States or elsewhere.
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SpiderPlus & Co.

Our company is engaged in businesses that contribute to improving productivity and reforming work
methods at construction sites through technology.

SpiderPlus & Co.

Construction DX market opportunities
The gap between growing demand and a shrinking workforce in the construction industry creates a
market opportunity for Construction DX.
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The construction industry is expected to grow in the mid-long term, mainly due to urban
redevelopment and increased demand for repairs to aging infrastructure.

On the other hand, the industry faces structural issues such as a continuing decrease in the
workforce. We believe that the growing need for productivity improvements through DX will create
market opportunities for construction DX.



SpiderPlus & Co.

Outlook for the construction

Regulations and legal reforms will further accelerate the use of digital technology at sites.
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Many of the regulations and legal reforms being implemented by the government and other
administrative bodies are also promoting the use of IT and DX at construction sites. This market
environment is expected to accelerate the use of digital technology at construction sites, leading to
further expansion of the construction DX market in the future.

SpiderPlus & Co.

The Need for Productivity Improvement through DX

On construction sites facing rising labor and material costs, fundamental operational improvements
leveraging IT are essential.

Labor cost trends at construction sites+1 Construction material prices-

Rising due to the government's wage increase policy

SR Rising due to global resource price hikes.
and labor unit price increases,etc.

Trends in the rate of increase in labor unit prices for public works design Trends in construction material prices

6.0%up Approx. 2 0 pt
5.2%up 5.9%up increase

In recent years, labor and material costs have continued to rise, and “increasing construction site
costs” have become an issue that the construction industry must address. There is a need for
fundamental business improvements through the use of IT.



SpiderPlus & Co.

Trend of DX in Construction Industry

DX needs in the construction industry are developing, becoming more sophisticated and diverse, particularly among
large enterprises.
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Here are some additional notes on the trends in construction DX needs. Major companies in the
construction industry are actively pursuing DX, with needs becoming more sophisticated and diverse,
ranging from the digitization of operations through the introduction of digital tools to the transformation
of business processes utilizing construction data and Al.

The construction industry is seeking solutions that can meet these needs. We are seeing an
increasing number of inquiries about how to utilize SPIDER+ to further improve productivity, and our

opportunities for growth are expanding.

SpiderPlus & Co.

Key measures on FY2025

Prioritize capturing the needs of large enterprise customers experiencing significant demand expansion.

Co-creation with DX-advanced
companies

Combining SaaS, BPO services, and individual company
development, we work with existing enterprise customers to
transform construction processes and utilize new technologies.

Penetration model for existing customers
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This fiscal year, we are driving our business based on three key initiatives: "Co-creation with
DX-advanced companies," "Penetration of existing enterprise customers," and “Exploring companies
that have not yet introduced DX.”

In “co-creation with DX-advanced companies,” we are focusing on prioritizing the needs of large
enterprise customers, where demand is currently expanding significantly.“Co-creation with
DX-advanced companies” will be strengthened not only at the customer's site but also with the
customer's management, such as the DX strategy office.

We expect that this measure will lead to the promotion of company-wide introduction at large
customers, and that the promotion of company-wide introduction at large enterprises will lead to the

expansion to medium-sized and small businesses nationwide that make up the supply chain of those
companies, i.e., the promotion of penetration to companies that have not yet introduced DX.

SpiderPlus & Co.

SPIDER+Workspace Concept:

Evolving site management Saa$S, transforming SPIDER+ into “site infrastructure”

Evolution to the Site Platform Service rebranding

SPIDERPLUS
\ 4

SPIDER!

In July of this year, we announced our medium-to long-term product vision: the "SPIDER+ Workspace
concept."

This vision extends beyond our current "SPIDER+" site management service; we aim to establish
"SPIDER+ Workspace" as the core "infrastructure" for construction sites by creating new solutions

that address diverse on-site needs.

Coinciding with this announcement, we also updated our logo as part of a service rebrand.
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FY2025.Q3 Performance Highlights

@ 2025 SpiderPlus & Co. Securities Code 4192

We will now explain the performance highlights for Q3 FY2025.

SpiderPlus & Co.

Financial Results Overview

With a stable financial foundation, the company achieved a 21% increase in Net Sales and returned to EBITDA profitability
(improving by +390 million yen QoQ).

Consolidated Income Statement Consolidated Balance Sheet
(Cumulative Period) {Cumulative Period)

Unit: million yen FY2024.Q3 m YoY | YoY Growth it: million ye End of FY2024 [N FTFLT-E) Vs. PY End
Net sales 2,965 3,597 +632 +21% Current assets

Stock income y 3,556 +664 6 Cash and deposits
Gross profit 2,641 +660 Fixed assets

Gross profit margin 73.4% 6.6pl Total assets

SGA cost 2,699 Total liabilities

Operating profit -58 Total net assets

64 Equity ratio

First, an overview of our financial results.

We maintained a stable financial base while achieving 21% growth in Net Sales. We also secured
EBITDA profitability, marking a 0.39 billion yen improvement Quarter-on-Quarter (QoQ).

However, Net Sales growth fell short of our target. As we will explain in more detail, this shortfall was
primarily due to **slower-than-expected progress in deepening penetration** of our existing enterprise
customers. **This initiative was a key driver* for the fiscal year.



SpiderPlus & Co.

FY2025.Q3 Outline

* Launching two new services in November 2025 to enhance the added value of the new plan, and intensively focusing sales
resources on customer guidance before the service starts.

Prioritizing pipeline development to accelerate growth in subsequent periods, we temporarily decreased resources allocated to
acq g new users and company-wide sales deals. As a result, the net increase in ARR progressed at a slower pace.

«» 3 Net Sales: 1.23 billion yen (YoY +17%), ARR: 4.9 billion yen (YoY +17%). Progress was slower than expected, partly due to the
impact of our strategy update.

For the first three quarters, EBITDA returned to profitability, improving by 390 millien on a QoQ basis. The operating loss for the
period was 60 million yen.

s Performance Forecast

» Based on the above, we revise our full-year performance forecast. We expect further improvement in profitability in Q4, but forecast
a loss for the full year.

* Woe expect the temporary slowdown in ARR growth, driven by changes in strategic resource allocation, to bottom out in Q1 FY2026.

Here is the Q3 FY2025 Outline.

First is our business progress. In November 2025, we launched two new services that significantly
enhance our service value. Accordingly, we prioritized building a pipeline to accelerate growth from
the next fiscal year onward by intensively allocating sales resources to pre-launch guidance activities
for customers. As a result, resources allocated to acquiring new users and promoting Company-wide
introductions temporarily decreased, leading to sluggish growth in ARR.

Next is our performance progress. Q3 Net Sales were 1.23 billion yen (YoY +17%) and ARR was 4.9

billion yen (YoY +17%). This progress was below our targets, partly due to the impact of our strategy

update. On the other hand, during the cumulative Q3 period, EBITDA achieved profitability, improving
by 0.39 billion yen QoQ, and the operating loss was 0.06 billion yen.

Finally, regarding the performance forecast. We have revised our full-year performance forecast
based on the business and performance progress explained thus far. We will explain the background
for the forecast later, but we expect the temporary stagnation in ARR growth, resulting from the
current change in strategic resource allocation, to bottom out in Q1 FY2026.
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Performance Progress

Resulted in an operating loss, largely due to sluggish progress in Net Sales and the impact of strategy changes.

Consolidated Net sales (quarterly) Consolidated Operating income (quarterly)

(Operating income ratio)

A% 2% -2%

1,194 [ 1,237 2 6%
-21%

Turning to our performance progress, while we had initially planned to achieve quarterly operating
profitability in Q3, we recorded an operating loss for the quarter.

This variance from our plan was primarily due to two factors: the aforementioned sluggish Net Sales
growth, and the strategic shift in resource allocation we made based on our business progress.

SpiderPlus & Co.
Revision of performance forecast:-

Revised the initial performance forecast for Net Sales and Operating profit.

Revised forecast About the revised forecast

We are launc
cuw:mm Change Rate We are laun
the added ve

Net Sales 4,072 5300 4,900 -7.6%

i -519 10, 58

'* | Revised Forecast
5.0

185 +4%

2,250 +133

companies

pase refer to the "Naf of Full-Year Financial qJ erating on November 1

Regarding our revised performance forecast, we are revising our full-year FY2025 forecast to Net
Sales of 4.9 billion yen and an operating loss of 58 million yen.



We sincerely apologize to our investors for not meeting expectations. However, we do not believe this
revision reflects a business slowdown. Rather, it is the result of a deliberate, strategic reallocation of
resources to establish our foundation for medium-to long-term growth.

First, the reason for the Net Sales revision. Following the launch of two new services, we
concentrated sales resources on pre-launch customer engagement. As a result, new user acquisition
and company-wide rollout activities slowed temporarily. Consequently, our recurring revenue build-up
is expected to fall short of the initial plan.

Regarding Operating Profit, while we have implemented cost controls commensurate with our Net
Sales progress, we are strategically continuing our investments in key growth drivers, such as
development and hiring.

Therefore, due to the combination of the Net Sales shortfall and these continued strategic
investments, we now forecast a full-year operating loss.

SpiderPlus & Co.

Progress and Assessment of FY2025 Key Initiatives

Updated penetration strategy for existing enterprise customers, centered on the "SPIDER+ Workspace Concept".

4

Co-creation with Penetration of existing e Cultivating new customers

DX-advanced companies enterprise customers

5PIDER+ wnrkspace ARPA 184 thousand yen company 2,215 companies

Launch YoY Growth +9°fp vor +159 companies

Formulated a roadmap centered on the + As a result of concentrating resources on

needs of DX-advanced companies. the migration to SPIDER+ Workspace, the
net increase in ARR from existing

Strengthening the account management customers temporarily stagnated

system (FY2025.Q3: +51 millien yen).

The number of new contracts has remained
strong since Q2.

The menthly average churn rate results
were 1.1%, worse than the target (1.0%).

Strong demand for professional services. Revised strategy based on progress to
promote penetration centered on the
“SPIDER+ Workspace Concept”.

Assessment : Good Assessment : Bad Assessment : Neutral

erPlus & Co. Secunties Code:4192

We expect 2,250 companies to close their
fiscal year.

Regarding the progress and assessment of our key initiatives.

Of our three key measures, "Penetration of new customers" and "Co-creation with DX-advanced
companies" are progressing generally as planned.

However, we have determined that a strategic shift is required for "Penetration of existing enterprise
customers."



SpiderPlus & Co.

Overview of the updated strategy

Accelerating penetration and expansion centered on the “SPIDER+ Workspace Concept”.

Strengthening the
nmun‘.ﬁm““gggménl Acquiring deep Efficient collection of Analysis of Product

system {including customer needs needs Usage Data
customer suppart)

For large Services and functions that meet customer needs For SMB
enterprise customers

customers SPIDER* Workspace

Expanding SMB
customer base

Customer Efficient Up-selling Optimization of UIUX Market penetration
Value-Based Pricing and Cross-selling and services for SMBs through sales partners

Securities Code:4152

We will now outline our revised strategy. Going forward, we will drive our business by placing the
"SPIDER+ Workspace concept," our medium-term product vision launched in July, at the core of our
growth strategy.

The objective is to accelerate penetration within our existing enterprise customer base, which has
proven challenging with SPIDER+ alone. Promoting the Workspace concept will enable us to address
complex customer DX needs that SPIDER+ could not fully meet, thereby facilitating deeper
integration into their business processes.

From a sales strategy perspective, marketing "SPIDER+ Workspace" as a single, unified package will

enhance sales efficiency. We also believe it will provide greater flexibility for value-based pricing as
we roll out new functions and services.

10



SpiderPlus & Co.

FY2025 Q3 Initiatives

Launching 2 New Services to Advance the “SPIDER+ Workspace Concept”

Two new services launched Sales strategy centered on new services

= Starting with the launch of “S+Re

S*Report
e Value Proposition
- By integratir

Digital Form Service : ; ~ :
Reference: Trend in New Plan Contract IDs

9,846

6,283
Qi 3 a4 o (
Fy2024 5

In line with our "SPIDER+ Workspace concept,"” we have launched two new services and revamped
our sales plans.

Features

Following this initial launch of S+Report and S+Collabo, we plan to develop and launch multiple new
services starting next fiscal year.

We aim to accelerate the adoption of these new plans by continuously enhancing the value
proposition of SPIDER+ Workspace.

Partly due to the impact of the strategy update, the net ARR increase from existing customer expansion
temporarily slowed, and ARR landed at +17% YoY.

[ kP | ARR trends- Analysis ARR Bridge-
YoY Growth
+ 1 7 % rCurmnl o Mew l_t(:hurrl
+86 P18 P19 P20
4 +189 ey
2w 2 +66 -30
+272 238 ]
+51
4911
3,963 4,202 4,530 4,634 4,824 million 4,911
yen 4,824 million yen
Q2 Q3 a4 i az 03 ] Q3

Fy2024 FY2025 FY2025 Fy2025
the meethiy MRR o of each al an o rev N

11



Turning to our ARR results, ARR grew 17% YoY.

This performance reflects sluggish net ARR growth from existing customers, which was impacted by
our strategic shift in resource allocation.

H ARPA

Growth remained at +9% YoY, mainly due to a delay in the "penetration of large enterprise
customers,” which was the axis of ARPA growth.

[ kP | ARPA-1 Analysis  Net increase in ARR for existing customers
YoY Growth
+99
184
185 thousand yen +286
180
178 o
197
170 + +189
166 +157
+87
+51
million yen
Qz Q3 Q4 ai az 03 az 03 Q4 ot 2 Q3
FY2024 FY2025 Fy2024 Y2025

*1 : ARPA is calculated

B 2025 SpiderPlus & Co.

the ARR at the end of each quarter by the number of contracted companies at the end of the same quarter

ecurities Code: 4192 18

ARPA grew 9% YoY, driven by progress in several protracted, large-scale negotiations with enterprise
customers.

B Company

New customer acquisition remained strong, while customer churn trended downward. As a result, net
customer additions increased Quarter-over-Quarter (QoQ).

[ kP | Contracted Company Analysis  ARR trends for new contracted company*1
YoY Growth
|
38 a0 132
+17 + = +
+84 i - 122 1
+111 companies
+89 *
2,215 +92
1,985 2,056 2,117 2,134 2,172  [=e +71 +67 +66
+60 milllion yen
+46
a2 a3 Q4 Qi Q2 a3 az Q3 04 a1 a2 Q3
Fy2024 FY2025 Fy2024 FY2025
*1 : ARR for new contracted companies is the ARR at the start of each quarter for all new contracted companies.
£ 2025 SpiderPlus & Co. Securities Code: 4192 19

Regarding the number of contracted companies, new customer acquisition grew steadily, while churn
(the number of churned companies) declined.

12



As a result, our net additions accelerated Quarter-on-Quarter.

Bl Churn rate.:

Continue to strengthen the customer success system and work to further reduce the churn rate.
No change in the trend of churned companies being "mainly small companies with a short tenure.”

The churn rate for FY2025 is expected to remain at the same level.

1.1% 1.1%
1.0% @
1% 0.9+
’ 0.8%
0.7
Q2 Q3 Q4 al 02 03
FY2024 FY2025
*1 : The carporale chum rale is the 12 manths.
*2 & The chum ARR i the totsl ARR Jarter, and the Fovens chum

Revenue-based churn rate:2

Analysis

The impact of churn on ARR growth is expected to be limited.

Revenue Chum

0.7

0.6 0.6 0.6%
0.5 0.5

34 +30

Churm ARR 29 millicn yen
22

17 19

Q2 Q3 o4 Qi Qz Q3

Fy2024 FY2025
= calculated &3 “total ARR of companies that cancaled thair contracts in each quarter divided by ARR 81 tha end of the previous quarter

20

Regarding our churn rate, we continue to strengthen our Customer Success organization and remain

focused on driving further reductions.

The churn profile remains consistent: churn is primarily concentrated among smaller accounts with a

short tenure.

Importantly, the resulting impact of this churn on our overall ARR growth remains limited.

KPI trends by customer size-

The challenges are penetration within large enterprise customers (increasing ARPA) and new customer acquisition for
SMBs (increasing the number of contracted companies). We aim to recover by addressing these challenges with a new

strategy centered on the "SPIDER+ Workspace concept.”

Results
Unit = FY2024.Q3 @ FY2024Q4 | FY2025.01  FY2025.02
ARR St 42 4.5 4.6 4.8
Large Enterprise "_,';,“" 28 3.0 3.0 31
sme S 1.3 15 15 16
Company  Gampanies 2,056 2117 2,134 2,172
Large Enterprise Comparies 381 386 387 386
SMB Companias 1675 1,731 1,747 1,786
ARPA sana 170 178 180 185
Large Endarprisa "o 625 649 653 681
SMEB ‘”"_;:;:"‘ 66 73 76 77

2025 SpiderPlus & Co

2,

1
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FY2025.Q3

4.9
341
1.7

215
385

,830

184
687

79

:, Such 28 having 300 of more employee

Increase or decrease
FY2024.03 | FY2024.04 FY2025.01 FY2025.02 = FY2025.03
+0.23 +0.32 +0.10 +0.18 +0.08
+0,11 +0.14 +0.02 +0.12 +00.2
+0.12 +0.18 +0.07 +0.06 +00.6
+71 +61 +17 +38 +43
-2 +5 +1 1 -1
+73 +56 +16 +39 +44
+3 +8 +2 +i -0.3
+28 +23 +4 +27 +6
+3 +6 +2 +1 +1
ssification of large enterprises a evised In FY2025.01, and

21



This slide summarizes our KPI trends by customer size.

We are currently facing two distinct challenges: driving deeper penetration (ARPA growth) within large
enterprises, and accelerating new customer acquisition in the SMB segment.

We aim to drive a recovery by addressing these specific challenges through our new strategy,
centered on the "SPIDER+ Workspace concept."

About Professional Services

Problem-solving services that address the varying DX needs of each company.
Continuing from the previous quarter, we received many inquiries and secured multiple projects.

Background Expected effect

Capturing the needs for DX in the increasingly ® Shortening lead times for major negofiations such as company-wide

sophisticated and diverse construction industry introductions
® Expansion of revenue opportunities other than SPIDER+

® Strengthening customer base through deepening customer relationships

Case examples

& System Integration

SaaS * Individual Optimization
Real-time visualization of usage status on customer

* Business Process Case : 1
. Bl tools

Engineering efc

Centralized management of accumulated site

Case:2 .

information on the customer's core system
BPO Case : 3 Joint Development of Features for a New Construction
. . Management Process Utilizing BIM
Services

Automaling parts of the inspection process by adding Al

Case : 4 | (nciionality to existing jointly-developed features.

£ 2025 SpiderPlus & Co. Securities Code: 4192 22

Regarding our professional services initiative, which we began last quarter.

These are tailored, problem-solving services designed to address the specific DX needs of individual
clients.

We are seeing growing demand, particularly from large enterprises that are expanding their DX
budgets. Currently, these engagements primarily consist of bespoke development projects.

In Q3, we released an update integrating Al capabilities into the function co-developed with Haseko
Corporation.

14



SpiderPlus & Co.

FY2025.Q3 Financial Highlights

@ 2025 SpiderPlus & Co. Securities Code 4192

We will now explain the financial highlights.

Bl Consolidated Balance Sheet

Unit: Millions of yen FY2024 FY2025.Q3 Cash and deposits
P : ¢ Tt i ¥
) & Cash and deposits decreased mainly due to repayment of
Cash and deposits 2,740 2,564 long-term borrowings, but net cash remained stable due to EBITDA
|

Other current assets 654 740 supls

Current assets 3,395 3,304 Software/Software in progress
The balance of software decreased due to depreciation,

Software 335 245 P

Software in progress 21 90 Borrowings

Other fixed e 450 e #» There is a credit facility of 950 million yen for overdrafts and

eriixed asse other(As of September 30, 2025)
Fixed assets 815 779
Net assets

Total assets 4,211 4,083 + Build a solid financial foundation.

Borrowings 1,029 912

Other liabilities 536 601
Total liabilities 1,565 1,513
Total net assets 2,645 2,569

Equity ratio 62.8% 62.9%
£ 2025 SpiderPlus & Co. Securities Code: 4192 o

As of the end of Q3 FY2025, we maintain a stable financial base, underpinned by 2.6 billion yen in
cash and deposits and a strong equity ratio of 62.9%.

15



H Consolidated Statements of profit and loss

FY2025.02 FY2025.03  Fromthe FY2024.03 FY2025.Q3 Net Sales
:'\:’“‘rt“r";"z:i‘;;":z “‘:::"’ “‘::_‘”:"’ previous C“p’:‘r‘l'ﬂ“ CUMMISEVE  Year on year * Increase in recurring revenue due to ARR growth of
neareslunitl | (consolidation) [comssidation] G (consalidation) {eomsalidation} SPIDER+
Net sales 1,194 1,237 +3.6% 2,965 3,597 +21.3% .
’ ! Gross Profit Margin
OF which, stock ine 1,181 1,222 +3.5% o )
e speek neems . 2892 Eass +23% o Gross profit margin improved by 6.6 poinis YoY due
Stack incame rafio 98.9% 98.8% — 97.5% 98.9% +1.4pt to progress in development projects based on a new
o product roadmap and revisions to the development
i +
Gross profit 888 917 3.3% 1,981 2,641 +33.3% structure.
Gross profit margin 74.3% 74.2% -0.1pt GE.8% T73.4% +6.601
* Gross profit for the cumulative period increased
SGA cost 906 946 +4.4% 2,438 2699  +10.7% 33.3% YoY due to sales growth and an increase in
SGA cost ratio 75.9% 76.5% +0.6pt 82.2% 75.0% 7. 2pt gross profit margin.
Operating loss -18 -29 — -457 -58 - SG&A Expenses
Operating profit margin 6% 2.4% 0.8pt 15.4% A.6% +13.80t « Continued disciplined investing, with SG&A
expenses as a percentage of net sales al 75.0% for
Ordinary loss 21 -52 - -460 -85 - the cumulative period.
Less before Income
taxes -21 =51 -460 -84 Non-operating Expenses
Net sales 24 54 _ _468 H o «  Recognize interest expense and commission
expense
£ 2025 SpiderPlus & Co. Securities Code: 4192 25

Turning to the consolidated statement of profit and loss (P&L).

The revenue structure remains highly resilient, with recurring revenue accounting for the majority of
Net Sales and driving overall Net Sales growth.

Furthermore, the Gross Profit Margin (GPM) improved by 6.6 percentage points YoY, driven by
initiatives such as streamlining development projects based on the new product roadmap and
optimizing our development structure.

M Gross profit

Revised development projects and development structure based on the "SPIDER+ Workspace Concept”.
Gross profit margin remained at 74%.

Gross profit Marginal profit ratio and Gross profit margin-

YoY Growth @ Gross profit margin ratio © :Marginal profit ratio

+27 %

+29
+52  millon yen 83.5%  83.2%  83.2%  833%  ga7y  g24
+47 - -
+62
+80
+30
74.3% 74.2%
643 724 787 835 888 917
million yen|
Qz Q3 Q4 a1 Qz Q3 Qz Q3 Q4 Qi Qz Q3
FY2024 FY2025 Fy2024 FY2025
*1 : Cantribution marg Communication Expe 5 and contribution margin rat aled as “Contribution Margin + Ne :
B 2025 SpiderPlus & Co e 4192 26

Turning to Gross Profit.

16



The marginal profit ratio remains stable, and we have maintained the Gross Profit Margin (GPM) at
74%.

Going forward, we expect to securely maintain a GPM exceeding 70%.

Bl SG&A expenses

R&D increased due to enhanced development investment.
No change to sales and administrative expense investment policy for FY2025 (quarterly average of 900 million to 1 billion yen).

SG&A Expenses- Ratio of SG&A expenses to net sales:
W SEM T D R&D L GRA W S&M ! R&D D GAA
946 527
il A% 51.4% o
848 834 849 BAS  poce [ d

46.0% 45.2% 45.4%

19.1% 17.5% 17.1% 16.0% 15.5% 16.2%

15.0% 15.2%  15.0%
102%  100%  10.6%

146 107 110 124 182 AL

187 184 188 186 184 185

Q2 Q3 Q4 al Q2 Q3 Q2 Q3 o4 Q1 Qz Q3

Fy2024 FY2025 FY2024 FY2025
1 for Sales and Marketing. The total amount of personnel expenses, advertising and promotion expenses, sales commissions, and relaled commen expenses attributable to the sales
tion Research and U?\fﬁ'ﬂnl“en:. personned exp ated to the dew epa nent and related

and Administrative. “Total amount of expenses related to the corpora

ariment and relaled common expenses for each

Turning to SG&A expenses, costs increased Quarter-on-Quarter (QoQ) in Q3.

This increase was driven by higher R&D investment as we strengthened development efforts for our
new products.

In Q4, we will continue to strategically execute development and human capital investment while
maintaining strict cost control.

Our projected investment is targeted to be within a quarterly range of 0.9 to 1.0 billion yen.
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B Status of investment (Human capital)

While maintaining productivity at a level generally comparable to that of the previous guarter, we
implemented human capital investment.

Number of Employees- ARR per employee
BoSEM U-Product Poduct Development 8 RAD) W-GBA S
15.7
312 15.4 15.9 million yen
315 302 299 304 303 people 15.2 . ®
13.9
12,6
thi 88 77 75 83 90
66 65 69 64 64 66
Q2 Q3 Q4 (=3 Q2 Q3 Q2 Q3 o4 Q1 Qz Q3
Fy2024 FY¥2025 FY2024 FY2025

Aincludes employees on leave, such as parental leave, and full-time corporate officers

*1 : Inchudes nor

-G
B 2025 SpidarPlus &

Turning to the status of our strategic investment in human capital.

We adhere to a policy of investing while strictly monitoring "ARR per employee" as our key metric for
organizational productivity.

For Q4, we are executing human capital investment while generally maintaining productivity at the
same level as the preceding quarter.

SpiderPlus & Co.

The infrastructure on site

that makes “fun of working” of the site people
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For inquiries regarding this matter, please contact
Finance and IR Department, SpiderPlus&Co.

Email inquiry to : ir@spiderplus.co.jp

Telephone inquiries: +81-3-6709-2834
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