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FY12/2026 2Q Financial Highlights o V\elL

Al Home-visit Scheduling & Routes started billing for 246 contracts.

eWell’s 1H profit level is strong,
making steady progress into 2H to reach full-year profit forecasts.

€ Operating profit exceeded our earnings forecast by JPY35M: operating profit margin reached a high level of 47.5%
P gp g ' : OP gP g g

— Sales: JPY1,991M, YoY +24.2% New contracts and upselling rate showed stable growth.

Operating profit: JPY946M, YoY +20.1% eWelLl's business operations considering cost-effectiveness, mainly with respect to SG&A costs, showed
success.

— We announced starting NRR as a new metric. We aim to improve our unit price per customer by supporting growth per corporate customer, one of
eWell’s strengths.

€ eWell has executed 273 contracts for our Al Home-visit Scheduling & Routes service, exceeding our target.

— Billing for 246 contracts was started in July for our Al Routes service. Consequently, we can predict our unit price per customer will reach approx.
JPY15,000, as expected.

eWell's accumulated number of contracts was 273 to date and we continued to add peripheral services when we signed new customers and
approached existing customers in order to increase our upselling rate.

— We also continued to improve our services’ functions even after billing has started, and to enhance functionality by developing a feedback loop.
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Topics 1: Showing eWell's strength by a new metric - NRR aV\E“__

eWell Co., Ltd.

We commenced disclosing our NRR that demonstrates one of eWell’s strengths, as a new metric measuring revenue
FY12/2026 2Q Financial Results

growth for each existing customer. and
We will continue to position NRR as one of our KPIs, and we will improve our NRR by providing added value to our Explanatory Materials

existing customers.

FY12/2026 2Q Financial Summary

NRR for Cloud Services NRR (Net Retention Rate):

Sales at the corporate level for each existing customer. NRR measures the extent to which revenue from existing customers is retained and expanded, net of churn and including

o upselling as well as the addition of new stations.
/ Previously, eWeLL considered the KPI for each home-visit nursing station, but we will also focus on understanding revenue at the corporate level.
[ ] 0 Progress Against Forecasts

Toward improving NRR .
Cloud Services  Unit Price/corp | Unit Price/corp P 8 Net Sales Results by Service

(1) New acquisitions of companies operating multiple
locations
120.7% —> Pitch our compliance and regulatory-response

capabilities
Period 1 14. 7% ¥332'000 } ¥40 1’000 > Analysis of Operating Profit

(2) Problem-solving at the account level.

Support for testing and adopting Al-related services for

non-users to start use Gross Profit Margin by Service
Reduce non-users of iBow Receipt

KPI Changes

Sales %

36.2%

Corporations
operating multiple ST

Number of Employees

1 [\ (1) Improve productivity.
Sales % cli,re(:,‘lh(’)tdh 04,4% -> Support iBow utilization and adoption of Al-related
ales 7% 102.5% ¥105’000 } ¥109’000 services Balance Sheet Summary

o,
38.1% Operating independent
ST with > 400 home visits (2) Recruitment and training, as well as support for
> retaining human resources.

- Kaedoki, statutory training, health and welfare services

Reference Data

~ .69 (3) Support for increasing number of home visits
Launch Period 119.6% PP 2 I .
-> Support for attracting patients using our CareLoGood

;aslte;;: ;a3l_els|.°&ﬁ Operating independent ST 107 . 1% ¥45'000 } ¥54'000 service

with < 400 home visits Al Routes (visualization and efficiency of scheduling)

2025/6 2026/6

_@j * NRR: Targeting corporations factored into eWelLL’s sales as of June 2025, we calculated the total monthly recurring revenue for cloud services for June 2026 related to these corporate customers, after dividing it by the total amount of the same revenue for June 2025.
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Topics 2: Led by Customers' Growth Using Al and Industry DX

eWell provides Al-related services through our iBow service, and we assist our customers to grow their home-visit

nursing stations.

Driving customer growth using Al and the industry’s DX, one in eight home-visit nursing professionals now uses Al.

Increase in More Home Visits Made Possible Using Al

Higher Number of Home-visits for Al Users v Non-Al Users

Average +5 0 7pt growth

iBow Users’ Annual Average Growth Rate for Home Visits

116.7%

=@ A| users e=@==» A| non-users

+5.75

111.0%

2025/6 2025/9 2025/12 2026/3 2026/6

Note: Al-enabled users are defined as iBow users who were active as of June 2025 and had
subscribed to Al Home-visit Nursing Plans & Reports.

Number of healthcare workers utilizing iBow's Al

23,670 woners

Japan's Home-visit Nursing Care
Among healthcare workers

12.9%

Source: 2024 Survey of Nursing Care Facilities and Operators
Total number of home-visit nursing personnel, excluding “other staff”: 183,312
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Topics 3: New Service - "iBow's Al Home-visit Nursing @V\E“__

eWell Co., Ltd.

FY12/2026 2Q Financial Results

In 2026, eWell plans to start providing and billing for a new service, "Al Home-visit Nursing Care Scoring" (tentative). and

Explanatory Materials

FY12/2026 2Q Financial Summary

Based on the iBow dashboard, we will offer functions for scoring management and creating reports utilizing Al.

Al Scoring Function (tentative) Al Insight Function (tentative)
Based on daily visit records, management metrics for scoring and This function is linked to scoring and identifies problematic areas and presents Progress Agalnst Forecasts
reporting about home-visit nursing care utilizing Al are automatically be analyzed. concrete actions. It can show actual improvement measures and truly supports
Understanding what should be improved and what was changed becomes possible. improving management thanks to eWelLL’s know-how accumulated through Al
This function supports increasing the number of home-visits by analyzing the real data. and the data from more than 3,500 nursing stations. Net Sales Results by Service

KPI Changes
Al identifies problem
" p @ A gEBIHLA-H Analysis of Operating Profit
& AR b areas from daily records )
el AEPRNMERRF 0
AESEEMENR 7 — el
[ € : f¢) ERERTTULY L ANER (T5F)  ANcEIMEN Gross Profit Margin by Service
HFCANEE (I5F) ANCLIST08 O A e ——
[ J
wn: SR IEEME muy  BURRAR
B W ZOTY SR — Number of Employees

PPIRE By

Balance Sheet Summary

Home-visit nursing
care’s management
improvement cycle

V. .o'.

Reference Data

A BEssNEE

Making improvements
and score monitoring

* The actual screens and content are currently under development.
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Topics 4: Latest News about Japan's Home-Visit Nursing Statio @V\E“__

eWell Co., Ltd.

It was announced that the number of home-visit nursing stations in Japan exceeded 20,000 as of April 2026.

FY12/2026 2Q Financial Results
and

This trend of a net increase of more than 1,000 stations per year has remained unbroken six years in a row, and the
number of stations will continue to increase through 2040.

Explanatory Materials

FY12/2026 2Q Financial Summary

Number of Home-Visit Nursing Stations in Nursing

Progress Against Forecasts

Care Insurance System

2012 Double Legal Revision CAGR

Decision to accelerate community- o)
based, integrated care system 8 6 /0

18,754
17,329 KPI Changes
15,697
14.304 Analysis of Operating Profit
13,003
11 931 Gross Profit Margin by Service
11,161
10 418
070 Number of Employees
8,241
7,473
6,298 6,801 Balance Sheet Summary
5,922
4730 4,825 4991 5091 5224 5309 5470 5407 5,434 5221 >73
I I I I I I I I I Reference Data

20005 2001%F 20025 2003%F 20045 2005%F 20065 2007fF 2008%F 20094 20105 20115 2012F 2013%F 20145 20155 20165F 20174 20185 2019F 20205 20215 20225 2023F 2024%F 20255%F 20265

eWell The number of home-visit nursing stations in operation as of April 1 of each year as
founded reported by The National Association for Visiting Nurse Service.
( ’ OEERS. F7/ad—, . .
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Topic 5: Sharing eWell's Customers Interviews with General Public

eWellL made public through videos of our customers' interviews examples of the changes iBow can bring forth and of

solutions for management issues..

In the background of the impact of adopting eWell'’s services and using them continuously, we shared with the public
the true thoughts of home-visit nursing care managers who are supporting community medical care.

Home-visit nursing station:
Florence Annie

iBowZFIREMA > 2K 2~ Nursing Home

iﬂﬁ%f*’&i‘iié
Uses eWell’s BPaa$S

Home-visit nursing station:
llohasu

Uses eWellL’s Al Home-visit Nursing Plans
& Reports

Home-visit nursing station:
Ishizue

Uses eWell’s services in multiple locations

This customer has worked closely with eWelL since its establishment, and it uses
eWelLl's BPaaS. As a result of using our BPaas, it has significantly reduced the time
required for processing medical claims to the Japanese government, allowing more
time for station management and nursing care.

It is an example of how a station can more efficiently use its time for resource
management and providing care.

@ Play video
https://youtu.be/zHfpe3v4zeU?si=y8WMu4kUq1Xgjzij

This home-visit nursing station provides home-visit care for children. This customer uses
eWell's station-opening support services and Al-related services.

By using our Al Home-visit Nursing Reports function, it has been able to strengthen its

regional collaborations for providing pediatric care.
It is an example of how to balance home-visit nursing care's quality and volume.

@ Play video
https://youtu.be/RCjFxs-yFcU?si=kZtB9Ix7h4B18rVO

This customer operates 9 locations throughout Japan, especially in far-off islands and sparsely-populated

areas.
It provides home-visit nursing care in areas with limited medical resources. (as of August 2026)

It is an example of a single head office operating multiple stations in remote areas, and maximizing

management efficiency achieved through utilizing iBow.

@ Play video
https://youtu.be/Gm2G5VZW-gU?si=jFBRUnEmM-XI671xI
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https://youtu.be/Gm2G5VZW-gU?si=B1kYSxU-tpL_MSKm
https://youtu.be/RCjFxs-yFcU?si=kZtB9lx7h4B18rV0
https://youtu.be/Gm2G5VZW-gU?si=jFBRUnEm-Xl671xI

FY12/2026 2Q Financial Summary

Sales increased mainly due to upselling eWelL's Al Home-visit Nursing Plans & Reports service, and cross-selling our BPaasS.

Operating profit was more steady than expected thanks to our cost-controlling efforts, while we made progress in our growth investment.

Unit: million yen i:let/eigﬁi
Net Sales 1,603
CIOUd ....................................................... 1’387
BPaa$S * 202
Other 13
Operating Profit 788
:\Jﬂ;:;:ing Profit 49.2%

FY12/2026 1H
Earnings Forecast

2,032

FY12/2026 YoY YoY

1H Results (amount) (%)
388 +24.2%
I 1706 ................................... 319 ..................... +231%
277 75 +37.2%
6 AV /\53.3%
946 158 +20.1%
47.5% /A\1.6pt -

Compared to
Forecast (%)

N2.0%

* Our BPO services were renamed “BPaa$ (Business Process as a Service)” since FY12/2025.
The name was changed because high profitability was realized compared to common BPO services. eWeLL’s BPO services are added to iBow Receipt services and support the overall
work, by integration with our proprietary SaaS.
Please note the change was only for the name of the services, and there were no changes to the revenue composition between services or the content of our different businesses.
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Progress Against Forecasts aV\B“__

Net sales were on par with our forecasts because billing started from July for eWelL's Al Home-visit Scheduling & Routes. etk e, 1

FY12/2026 2Q Financial Results
and

eWell plans to operate our business with a greater awareness on cost efficiency similar to 1H for higher operating profit, and we expect our
operating profit will steadily increase.

Explanatory Materials

Topics

m Unit. mi"ion yen Fr12/2026 20 Fnancial Summry

Progress Against Forecasts

FY12/2026 2Q Progress rate 4’277 N
Net Sales 46.6% (plan)
KPI Changes
FY12/2025 2Q Progress rate 3,392 | |
Net Sales 47 ) 3% (results) Analysis of Operating Profit

Gross Profit Margin by Service

. ) Number of Employees
Operating Profit Unit: million yen

Balance Sheet Summary

FY12/2026 2Q Progress rate 1,927 Reference Data
Operating Profit 49 1% (plan)

FY12/2025 2Q Progress rate - 1,537
Operating Profit 51.3% (results)

OEERS. Fo/09—,
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Net Sales by Service (Cloud Services) @V\E“__

eWell Co., Ltd.

Recurrm.g_ revenue increased, driven by a concentration of new iBow activations and starting the billing for our Al F¥12/2026 20 Financial Results
Home-visit Nursing Plans & Reports service. and

Explanatory Materials

Statutory training hit a record high, driven by new customers and continued use by existing customers.

Topics
Quarterly Net Sales: Cloud Services
FY12/2026 2Q Financial Summary
YoY
(Unit: million yen)
+20 . 4% Progress Against Forecasts
Services
736 750 le* 57
29 817 KPI Changes
650 49 754 762 Recurring Revenue
5 63 5 7 5 624 28 685 e (iBOW, etc.) Analysis of Operating Profit
25
510 511 21 7 598 2 * Incl JPY44M sales
452 469 18 6 549 568 for Al services Gross Profit Margin by Service
452 469 Number of Employees
419
Balance Sheet Summary
December 2023
Statutory training Reference Data
services introduced
1Q 2Q 3Q 4Q 1Q 2Q 3Q 4Q 1Q 2Q 3Q 4Q 1Q 2Q
FY12/2023 FY12/2024 FY12/2025 FY12/2026

* This amount refers to the JPY12M factored into sales in FY12/2025 4Q from the cloud services related to individual customization for one large customer (non-recurring revenue).

( ’ OEERS. Fo/09—,
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Net Sales by Service (BPaa$) aV\E“__

Our sales team added newly-established customers for our BPaaS$ service, and tapped into the potential demand by our °"*«-"*

existing customers. Accordingly, eWell's orders for BPaaS increased steadily. FY12/202620 Financial Restiks
Recurring revenue increased by JPY14M compared to last year's 2Q, showing a record high for quarterly revenue Explanatory Materials
growth.

Topics

5 YoY
Qua rterly Net Sales: BPaa$ +36 . 8% FY12/2026 2Q Financial Summary

(Unit: million yen)
Progress Against Forecasts

BPaas
115
107 KPI Changes

123

94

Analysis of Operating Profit

82

Gross Profit Margin by Service

55

Number of Employees

71
61
54 54
47

42
Balance Sheet Summary
I I Reference Data

1Q 2Q 3Q 1Q 2Q 3Q 4Q 1Q 2Q 3Q 4Q 1Q 2Q

FY12/2023 FY12/2024 FY12/2025 FY12/2026

4Q

*  This amount refers to the JPY2M factored into sales in FY12/2026 2Q from the other BPaa$ related to revenue from services for handling individual requests (non-recurring revenue).

VLEES . Fo/OV—,
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KPI Changes — Number of Contracted Stations

Customers increasingly switched from other companies' services triggered by Japan's medical fee revision, and eWell's
contracts with customers operating multiple stations are on the rise.
As to terminated contracts, while it appears the number of terminations was especially high due to more stations than
usual closing, the actual number of terminations was lower than eWelLL expected.

Number of Contracted Stations

, 3633 3,736

3,386 3,50 Number of STs
3028 3,186 3;286 230 3415 3,583  operating iBow
0698 2,801 2891 = ,egs 3003 3231 %
2,461 2275 % 2,818 '
29289 2,371 , 2605 2,726
I U
2,098 2,246 ’
175
37 .
91 60 126 Number of iBow AOed

96 39 55 58 e 52 s . 76 66 54 69 STs

95 99 80 107 Lo 113 107 89 — 92 84 Number of STs without

1Q 2Q 3Q 4Q 1Q 2Q 3Q 4Q 1Q 2Q 3Q 4Q 1Q 2Q Bow AO

FY12/2023 FY12/2024 FY12/2025 FY12/2026
Breakdown of changes in number of contracted stations
.................................... 2023/12 e 202812 2025002 )., 2026/12

1@ i 20 i 3a { 4q 1@ i 20 i 3a | 4q 1@ i 20 i 3a { 4q 1Q 2Q
(1) New acquisitions 139 127 111 134 160 162 1331 178 196 165 150 159 175 171
(2) Terminations -191 -27 222 24 -36 56 -48 37 -34 -59 -511 -42 -46 -64
(3) Change in number of dormant STs 8 -12 -5 4 -1 -3 5 -4 -4 -6 1 -2 3 -4
Quarterly total 128 88: 84 : 114 123 103 90: 137 158 100 : 100 : 115 132 103

*1 The number of STs operating iBow is the number of stations customers use iBow.

*2 The number of iBow AOed STs is the number of stations customers have opened an account to start using iBow soon.
*3 The number of STs without iBow AO is the number of stations that customers have a contract with eWelLL but have not yet opened an account for using iBow.
*4 The number of contracted stations is the sum of the number of STs operating iBow, the number of STs that have accounts opened (AO) to use iBow, and the number of STs with contracts but without an iBow AO.
*5 The number of inactive stations is the number of stations that have suspended service for a certain period of time during the contract period, and the increase or decrease in the number of inactive stations is subtracted from the number of

stations that have resumed service.

-
w Vel
eWell Co., Ltd.

FY12/2026 2Q Financial Results
and

Explanatory Materials

Topics

FY12/2026 2Q Financial Summary
Progress Against Forecasts

Net Sales Results by Service
Analysis of Operating Profit
Gross Profit Margin by Service
Number of Employees

Balance Sheet Summary

Reference Data

( ’ OEEBS. Fo/aY—,

Copyright© eWell Co.,Ltd. All right reserved.

13



KPI Changes — Unit Price per Customer

Our unit price per customer increased due to eWell's rising attachment rate for BPaaS and Al-related services.

It will further increase in 2H due to the impact of upselling eWelL's Al Home-visit Scheduling & Routes service.

Average Monthly Unit Price per Customer 1,2

(Unit: Thousand yen)

90.9

88.1 88.8 )
86.4 87.9 \ Other
813 83.7
78.0 79.3 '

741 75.2 76.0 76.3 75.5 ’
I I I I I I I I I I I I.BOWR':‘:”,t
l I I I “ I I I “ I I [OW
‘ 1Q 2Q 3Q 4Q 1Q 2Q 3Q 4Q 1Q 2Q 3Q 4Q 1Q 2Q

FY12/2023 FY12/2024 FY12/2025 FY12/2026

1.  Average Monthly Unit Price Per Customer is calculated by dividing the average monthly net sales during the quarter (recurring revenue only) by the average number of stations in operation at the end of the month
during the same period. Since Unit Price Per Customer had been calculated including non-recurring sales until FY12/2023, it has been retroactively adjusted to reflect this updated calculation method.

2.  Due to the seasonal nature of 1Q, which includes January and February and has fewer business days, resulting in fewer visits, Unit Price Per Customer for both cloud and BPaaS tends to be a few percentage points
lower than in other quarters.

-
w Vel
eWell Co., Ltd.

FY12/2026 2Q Financial Results
and

Explanatory Materials

Topics

FY12/2026 2Q Financial Summary
Progress Against Forecasts

Net Sales Results by Service
Analysis of Operating Profit
Gross Profit Margin by Service
Number of Employees

Balance Sheet Summary

Reference Data

( ’ OEEBS. Fo/aY—,

Copyright© eWell Co.,Ltd. All right reserved.

14



KPI Changes — Revenue Churn Rate

The revenue churn rate improved yoy as terminations were concentrated among small-scale operators that had to close,
which limited the impact on eWell’s revenue.

eWellL will increase our opportunities to engage with customers and will promote iBow utilization to lower our revenue
churn rate further.

Revenue Churn Rate

0.27%

1Q 2Q 3Q 4Q 1Q 2Q 3Q 4Q 1Q 2Q 3Q 4Q 1Q 2Q

FY12/2023 FY12/2024 FY12/2025 FY12/2026
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KPI Changes — Market Share (Penetration Rate)

The number of stations in Japan, which is the denominator for calculating market share, was published in June 2026 (20,051 stations).

Accordingly, eWelL forecasts we will increase our number of customers to achieve market penetration of approximately 20% as of the end

of this fiscal year.

Market Share (Penetration Rate) *

18.7% 18.6%
18.1% ®
17.5% 17.5%
16.7%
0,
16.4% 16.2%
15.7%
15.1%
1Q 2Q 3Q 4Q 1Q 2Q 3Q 4Q 1Q 2Q 3Q 4Q 1Q 2Q
FY12/2023 FY12/2024 FY12/2025 FY12/2026

*Calculated by dividing the number of contracted stations at the end of each quarter by the number of active home-visit nursing stations as of April 1 of each year,
as announced by the Japan Home-visit Nursing Association.
The number of home-visit nursing stations in operation as of April 1 of each year is not disclosed at the end of 1Q, as there is a several-month delay in announcing the number of stations
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Analysis of Operating Profit

eWell increased overall gross profit by lowering the cost of sales’ level in 1H and improving our profit margin for our BPaaSservice.

SG&A expenses increased mainly in personnel expenses as well as costs for DX and education/training.

Analysis of Operating Profit

(Unit: million yen)

FY12/2025 2Q
Operating Profit

YoY
+158 M yen
BPaas, etc. Personnel
Gross Profit Expenses
Cloud +47 A48 .
Services Advertising R&D Other
Gross Profit Exzn;es Expenses Expenses
+
197 N A4 A27
<€ Change in Change in SG&A
gross profit expenses

FY12/2026 2Q
Operating Profit

sasuadx3 Suisiuanpy sasuadx3 [puuosiad

sasuadx3 Jay1o0

We increased our team members in Sales and Corporate by 8 people
compared to last year, and current employees were given a 2% base salary
raise, which resulted in an increase of JPY48M yoy.

The total increase was JPY78M yoy when labor costs for eWelLL's
Development, BPaaS, and Support teams are included in the cost of sales.

Due to an increase in online advertising costs to reach potential
customers, advertising costs continued to increase because eWelL
implemented highly cost-effective measures, such as holding
seminars.

eWelL has appeared in more search results, thanks to the supporting tailwind
of the industry's DX.

Other expenses included recruitment costs of JPY8M, system usage
fees of JPYAM for operational efficiency, and educational and
training fees of JPY4AM. These costs were mainly due to the
increases accompanying hiring additional employees as well as
investment in DX and human resources.
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Gross Profit Margin by Service @V\E“__

eWell Co., Ltd.

eWell improved our gross profit margin mainly due to our business related to cloud services.

FY12/2026 2Q Financial Results
and

In 2H, we expect the margin to remain at a similar level, as the improvement from Al-related service billing is offset by
the launch of new services.

Explanatory Materials
Topics

Overall Gross Profit Margin Cloud Services Gross Profit Margin BPaa$ Gross Profit Margin Frae/2026 2Q FnancilSummary

Progress Against Forecasts

* The hiring shortfall is minor and can be

* Higher gross profit margins for both cloud * The gross profit margin for cloud services was . . . . .
services and BPaas. higher in 2Q because the server costs were lower addressed in 2H. We will continue hiring with
than that for 1Q. the required training period in mind. Net Sales Results by Service

* We reached our forecasted level for 1H based

on developing new services and their free-trial eWell expects the gross profit margin to reach
. almost 80%, due to the free-trial period for our Al- KPI Changes
period. . . :
related services coming to an end in 2H.
Analysis of Operating Profit
81.1% 80.0% 80.2% 77.8%
Number of Employees
791%  77.7%  783%  76.1% R —
. 2 g 64 40/ 65 Z‘V Balance Sheet Summary
59.0% 56.0% s =70
2Q 2Q .s./.__. Reference Data
0, 0, 2Q
FY12/ FY12/ FY12/ FY12/ FY12/ FY12/ FY12/ FY12/ FY12/ FY12/ FY12/ FY12/
2023 2024 2025 2026 2023 2024 2025 2026 2023 2024 2025 2026
2Q 2Q 2Q

OEERS. F7/ad—,
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Number of Employees

eWell's number of employees remained unchanged due to our steady hiring and higher number of resignees. Moreover, our organization
became stronger thanks to eWelLs talent development and current team members’ internal promotion.

We plan to add to our team in 3Q, mainly with human resources that can promote iBow utilization by eWelL's existing customers and for
our BPaa$S team.

Number of Employees by Department

New entrants: 11 New entrants: 9

o el
eWell Co., Ltd.
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FY12/2026 2Q Financial Summary

(Unit: Persons) Resignees: 0 Resignees: 9
Progress Against Forecasts
118 118
107 Sales Net Sales Results by Service
103
96 97 35 36 KPI Changes
85 90 33
32 Analysis of Operating Profit
77 73 31 31
67 67 25 29 BPaaS$ Gross Profit Margin by Service
62 61 21 23 31 31
78 .
19 16 20 21 24 23
15 14 19 2y Development Balance Sheet Summary
e &y B “
2 Support Reference Data
24 23 24 25
17 17 = 17 16 16 18 19 20 22
corporate
1Q 2Q 3Q aQ ‘ 1Q 2q 3Q 4Q ‘ 1Q 2q 3Q aq ‘ 1Q 2q
FY12/2023 FY12/2024 FY12/2025 FY12/2026
_@jv& BRI 77/m7 Copyright© eWell Co.,Ltd. All right reserved. 19



Balance Sheet Summary @V\E“__

eWell Co., Ltd.

eWell paid dividends and acquired treasury shares (approximately JPY300M) in 1H.

FY12/2026 2Q Financial Results
and

We will prioritize investing in businesses while utilizing cash and cash equivalents in ways that contribute to enhancing
corporate value, including shareholder returns.

Explanatory Materials

Topics

FY12/2026 1H

FY12/2025 le/:OZG v FY12/2026 2Q Financial Summary
FY12/2025
Progress Against Forecasts
(Unit: million yen) Amount % Amount % Amount %
Current Assets 3,590 83.8% 3,660 84.2% 70 +2.0% st el B
(Cash and Deposits) 2,857 66.7% 2,811 64.7% A45 AL1.6% K1 Chanees
Non-current Assets 693 16.2% 684 15.8% A8 A1.3% Analysis of Operating Profit
(Tangible Fixed Assets) 236 5.5% 222 5.1% A13 AS5.7% Sross Proft Margin by Service
Total Assets 4,283 100% 4,345 100% 62 +1.4% e ot e
Current Liabilities 805 18.8% 705 16.2% A100 A12.4% r—
Non-current Liabilities 102 2.4% 102 2.4% 0 +0.2% "
Total Liabilities 908 21.2% 808 18.6% A100 A11.0% e
Net Assets 3,375 78.8% 3,537 81.4% 162 +4.8%
Total Liabilities and Equity 4,283 100% 4,345 100% 62 +1.4%
Equity Capital Ratio (%) 78.8% 81.4% +2.6pt

_E [oveems 5o/ 09—, , ,
Copyright© eWell Co.,Ltd. All right reserved. 20



Reference Materials for FY12/2026 2Q
Financial Results

A) P/L Statement Summary

B) Net Sales and Gross Profit by Service

C) Changes in Net Sales by Service

D) KPI Changes

E) Updated Al Home-visit Nursing Plans & Reports



(Reference) P/L Statement Summary @V\E“__

eWell Co., Ltd.

FY12/2026 2Q Financial Results

. — FY12/2025 1H FY12/2026 1H and
(Unit: million yen) Results Net Sales % Results Net Sales % YoY Explanatory Materials
Net Sales 1,603 100%| 1,991 | 100% +24.2% Topies
Cost of Sales 332 20.8% | 475 | 23.9% +43.0% FY12/2026 20 Financil Summary
Labor Costs 177 11.1% | 208 | 10.5% +17.4% Progess Against Forecasts
Outsourcing Costs 115 7.2% | 213 | 10.7% +84.5% Net Sales Results by Service
Manufacturing Costs 39 2.5% | 53 | 2.7% +35.7% KPI Changes
Gross Profit 1,270 79.2% | 1,515 | 76.1% +19.3% Analysis of Operating Profit
SG&A Expenses 481 30.1% | 568| 28.6% +18.0% Gross Profit Margin by Service
Personnel Expenses 214 13.4%| 262| 13.2% +22.4% Number of Employees
Advertising Expenses 47 3.0% | 55 | 2.8% +16.0% Balance Sheet Summary
R&D Expenses 12 0.8%| 17| 0.9% +32.3%
Other Expenses 206 12.9%| 233| 11.7% +13.2%
Operating Profit 788 | 946| +20.1%
Operating Profit Margin 49.2% | 47.5% | /A\1.6pt

OEERS. Fo/09—,
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(Reference) Net Sales & Gross Profit by Service @V\E“__

eWell Co., Ltd.

FY12/2026 2Q Financial Results

(Unit: million yen) FY12/2025 1H Net Salls % FY12/2026 1H Net Salls % e and |
Results Results Explanatory Materials
Net Sales 1,603 100%| 1,991 I 100% +24.2% Topies
Cloud 1,387 86.5%| 1,706| 85.7% +23.1% 1202020 et S
BPaaS 202 12.6%| 277| 14.0% +37.2% '
Other 13 o.s%l 6| 0.3% /\53.3% eemm—
Cost of Sales 332 20.8%| 475 I 23.9% +43.0% Net Sales Results by Service
Cloud 256 16.0%| 378 I 19.0% +47.8% KPI Changes
BPaa$S 76 4.8% I 96 I 4.9% +26.8% pnalei of Oerating rof
Other 0 0.0%I ol 0.0% -
Gross Profit Margin by Service
Gross Profit 1,270 79.2% 1,515| 76.1% +19.3%
Cloud 1,130 7o.5%| 1,328' 66.7% +17.5% Number of Employees
BPaa$S 126 7.9%| 181 I 9.1% +43.5% Balance Sheet Summary
Other 13 0.8%| 6| 0.3% /\53.3%
Gross Profit Margin 79.2% I 76.1%'
Cloud 81.5% | 77.8%|
Bpaas 62.4% | 65.2%|
Other 100% | 100%|

OEERS. F7/ad—,
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(Reference) Changes in Net Sales by Service

(Unit: million yen) vagza Fvggza Fvggzs szgzs vagu FY§824 FY§824 Fvigu vagzs FY;gZS Fvggzs FY:gZS FVfgze Fvggzs
Cloud Sales 419 452 469 510 511 563 575 624 650 736 750 793 820 886
iBow 386 414 428 446 457 488 510 535 540 589 621 640 644 683
iBow Receipt 32 36 39 43 46 51 55 59 61 67 72 76 78 84
Al Plans & Reports*1 0 0 0 0 0 0 0 0 17 25 29 34 35 44
Statutory Training Services*2 0 0 0 18 6 21 7 25 28 49 22 26 57 68
Other Cloud Services 0 1 1 1 1 2 2 3 3 4 3 15 4 4
BPaasS Sales 42 47 54 55 54 61 71 82 924 107 115 123 130 147
Other Sales 4 5 4 4 8 6 7 5 8 5 4 2 2 3

*1 Billing started for eWelLL’s Al Home-visit Nursing Plans & Reports service from January 2025.
*2 Billing started for eWelL’s iBow e-Campus statutory training services for home-visit nursing from December 2023.

-
w Vel
eWell Co., Ltd.

FY12/2026 2Q Financial Results
and

Explanatory Materials

Topics

FY12/2026 2Q Financial Summary
Progress Against Forecasts

Net Sales Results by Service

KPI Changes

Analysis of Operating Profit
Gross Profit Margin by Service
Number of Employees

Balance Sheet Summary

Reference Data

( ’ OEEBS. Fo/aY—,
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(Reference) KPI Changes @V\E“__

eWell Co., Ltd.

FY2023 FY2023 FY2023 FY2023 FY2024 FY2024 FY2024 FY2024 FY2025 FY2025 FY2025 FY2025 FY2026 FY2026 :ﬁz/ 2026 2Q Financial Results
1Q 2qQ 3qQ aqQ 1Q 2Q 3qQ aqQ 1Q 2qQ 3qQ aqQ 1Q 2qQ
. Explanatory Materials
No of Contracted Stations 2,289 2,377 2,461 2,575 2,698 2,801 2,891 3,028 3,186 3,286 3,386 3,501 3,633 3,736
Topics
No of New Contracts 139 127 111 134 160 162 133 178 196 165 150 159 175 171
FY12/2026 2Q Financial Summary
No of Terminated Contracts 19 27 22 24 36 56 48 37 34 59 51 42 46 64
. Progress Against Forecasts
(contracts switched to . 7 7 5 7 15 23 23 18 15 34 30 27 26 25
other companies)
Changes in Suspended Net Sales Results by Service
Contract 8 -12 -5 4 -1 -3 5 -4 -4 -6 1 -2 -3 4
No of iBow Stations KPI Changes
oo eaiin 2,008 2,246 2,326 2410 2,490 2,605 2,726 2,818 2,885 3,103 3231 3,325 3415 3,583
Analysis of Operating Profit
No of iBow Receipt Users 1,722 1,864 1,949 2,039 2,136 2,248 2,377 2,486 2,536 2,675 2,776 2,868 2,957 3,110
% of iBow stations in operation 82.1% 83.0% 83.8% 84.6% 85.8% 86.3% 87.2% 88.2% 87.9% 86.2% 85.9% 86.3% 86.6% 86.8% Gross Profit Margin by Service
No of BPaa$ Users 90 102 114 124 124 137 155 179 197 221 236 253 273 297 Number of Employees
% of iBow stations in operation 4.3% 4.5% 4.9% 5.1% 5.0% 5.3% 5.7% 6.4% 6.8% 7.1% 7.3% 7.6% 8.0% 8.3% Balance Sheet Summary
No of Users of Al Home-visit 659 890 1,056 1,203 1,294 1,609
Nursing Plans & Reports
% of iBow stations in operation 22.8% 28.7% 32.7% 36.2% 37.9% 44.9%
i 74.1 75.2 76.0 76.3 75.5 78.0 79.3 81.3 83.7 86.4 88.1 88.8 87.9 90.9
MRR Churn Rate (%) 0.11% 0.14% 0.09% 0.11% 0.15% 0.27% 0.20% 0.13% 0.11% 0.24% 0.18% 0.15% 0.19% 0.20%

OEERS. Fo/09—,
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(Reference) Updated Al Home-visit Nursing Plans & Reports @V\E“__

eWell Co., Ltd.

We updated and established a free trial period for the functions in our Al Home-visit Nursing Plans & Reports service in January 2026. FY12/2026 2Q Financial Results

and
The enhanced functionality enables a nurse to select the level of detail and style for the Al generated descriptions, which contributed to
increasing our customers' satisfaction with and our upselling rate for the Al functions.

Explanatory Materials
Topics

FY12/2026 2Q Financial Summary

Updated Functions for Al
Home-visit Nursing Plans & Reports Progress Againt Forecasts

Net Sales Results by Service

Added “Select Al” function in January 2026.

The below conflicting needs were often requested: KPI Changes
ettt "More detailed description preferred"” vt ofOperating
L I e "More concise description preferred”

BIBLAITIERT B Gross Profit Margin by Service

The "Select Al" function allows selecting the level of detail
in the description, ensuring a response to these two Number of Employees
contrary needs using Al.

Balance Sheet Summary

UI/UX design allows a nurse 4

to select the level of detail and

style with only one tap.

2026/4 - 2026/6

Upselling to existing users I 1 8 5 contracts
_@fvé%,*&i 7rn Copyright© eWell Co.,Ltd. All right reserved. 26




Medium-term Business Plan
Numerical Targets

i Numerical Targets for Three-year Medium-term
Business Plan

ii. KPI Targets for Three-year Medium-term Business Plan
iii.  Analysis of Changes in Operating Profit

iv. Reference Data




Numerical Targets for Three-year Medium-term Business P

While investing in the development of new services to solve industry-wide problems utilizing data and in improving our
existing services, eWell’s plan is to achieve sales growth with CAGR greater than 20% and also to maintain an operating
profit margin of around 45%.

Net Sales and Operatmg Profit Plan - Net sales - Operating profit = @ = Operating profit margin

(Unit: million yen)

+21.9%

2,571

2,069

1,537

1,135

908

FY12/2023 FY12/2024 FY12/2025 FY12/2026 FY12/2027 FY12/2028
< Results > < Medium-term Plan >

wr W\elL

eWell Co., Ltd.

Medium-term Business Plan
Numerical Targets

Numerical Targets for Three-
year Medium-term Business
Plan

KPI Targets for Three-year
Medium-term Business Plan

Analysis of Changes in Operating
Profit

Reference Data

( ’ OEEBS. Fo/aY—,

28



KPI Targets for Three-year Medium-term Business Plan @V\E“__

eWell Co., Ltd.
eWell'’s plan is to steadily increase our number of contracts by improving our iBow-related services. Medium-term Business Plan

Numerical Targets

We aim to raise our unit price per customer and decrease the number of contract terminations by supporting our
growth through upselling and cross-selling.

Number of Contracts - Unit Price Per Customer - Revenue Churn Rate 3

Numerical Targets for Three-
year Medium-term Business
Plan

KPI Targets for Three-year
Medium-term Business Plan

(Unit: number of contracts) (Unit: thousand yen)
Analysis of Changes in Operating
4,882 110.3 Profit
4,418 105.7 “~ Other
98 9
3,954 BPaas$ Reference Data
‘ 0.19%
3,028 81.3 Al .
2,575 763 W Bow
Receipt
0.13%
0.11%
iBow
FY/12 FY/12 FY/12 FY/12 FY/12 FY/12 FY/12 FY/12 FY/12 FY/12 FY/12 FY/12 FY/12 FY/12 FY/12 FY/12 FY/12 FY/12
2023 2024 2025 2026 2027 2028 2023 2024 2025 2026 2027 2028 2023 2024 2025 2026 2027 2028
<= Med.-termPlan = === Med-termPlan == == Med.-termPlan =y

*1: Actual or planned number of contracted stations as of the end of December of each fiscal year.
*2: Average monthly net sales in the fourth quarter of each fiscal year (excluding legal training) divided by the average number of stations in operation at the end of each month during the same period (actual or planned).

*3 The revenue churn rate Churn rate = annual cancellation amount for iBow / weighted average of annual usage amounts including actual results and projections.

OEERS Fo/Od—,
—); -




Analysis of Change in Operating Profit

eWell expects our gross profit will show steady growth in view of our plan to invest more in developing our response
to legal revisions and new Al-related services.

We also plan to invest more in human capital (increasing our employees and establishing training courses) to improve
our upselling and cross-selling activities.

Analysis of Operating Profit Changes

(Unit: million yen)

eWelL will increase its base wages (by 2%) again in FY2026 to maintain our small but
elite team and to improve our hiring of highly-competent employees. Our plan is to
increase the number of our employees by 44.

Separately, personnel expenses is expected to increase yoy to JPY181M due to including
the labor costs for our Development, BPaa$, and Support teams, which are comprised in
our cost of sales.

sasuadxy
|auuosiad

Personnel
Expenses

-66

BPaas, etc.

Cloud Gross Profit

Services Advertising
Expenses R&D

-26 Expenses

+103

Other
Expenses

-88 v

eWelL will also increase its online advertising expenses to reap more benefits
related to the demand for new development, we expect to maintain a high
level.

The percentage for exhibition costs alone is expected to be slightly more than
last year’s large proportion.

sasuadxy
Suisnuanpy

We plan to conduct surveys focused on Al-related services to discover what new
services we can offer in the future.

We also plan to build a development environment that can accommodate more
complex services. As a result, the survey costs will increase to create this infrastructure

sasuadx3y @3y

for stable iBow operations.

eWelL will increase its recruitment costs to further build its team, and will train its HR
and develop their ability (using next generation management training, and the like).
Furthermore, additional increases will center around remuneration to experts for HR
investment in the form of organizational development (such as, promotion of female
involvement and engagement surveys), as well as enhancing eWelL’s governance
framework.

sasuadx3 Jayio

Operating profit growth +25.1%

FY12/2026
Operating profit

FY12/2025
Operating profit

Change in <

Change in SG&A >
gross profit

expenses

w el

eWell Co., Ltd.

Medium-term Business Plan
Numerical Targets

Numerical Targets for Three-
year Medium-term Business
Plan

KPI Targets for Three-year
Medium-term Business Plan

Analysis of Changes in Operating
Profit

Reference Data
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eWell's Growth Strategy

iv.

Vi.

Vii.

viii.

iX.

Medium to Long-term Vision
At Home Medical Care Platform
Medium to Long-term Business Growth Expectations

Reflection on Our Foundation Strengthening Period &
Towards Future Growth

eWell'’s Product Strategy

eWell’s Platform Foundation Strengthening Policy
Human Capital Investment

Capital Allocation

Shareholder Return and Capital Policies

Reference Materials




Medium to Long-term Vision @V\E“__

HR matching support

A| g'; hIF#’ New

Kaedoki Platforms Medium to Long-term Vision
At Home Medical Care Platformer
~ Becoming the social infrastructure for Japan’s 2040 at home medical
care industry~
Statutory training
i As an at home medical care platformer, eWell’s medium to
. long-term vision is to become a company essential to Japan’s
iBow Data Sharing b il A =
Board " ) medical care framework and supporting a sustainable social
Collaboration security system, by spearheading the movement toward
“desirable at home medical care” in 2040.
Al Administrative support Community-based,
Plans & integrated care
Reports irB:;v afrﬁBas?m aFaLr — U‘ & D 73_{3 0
\—/ I ow : carelogoad
CarelLoGood
BPaa$S PH R

Al
Assessment

iBow
Receipt

D iBow
KINTAI

Business Issues . Management Issues Local Issues Social Issues



Medium to Long-term Vision: Inevitable Problems in 2040 & At Ho @V\Ell_-

eWell Co., Ltd.
Japan passed the tipping point of becoming a super-aging society in 2025, and a major transformation away from

conventional medical care is required.
The government is making progress with policies for at home medical care to resolve the “2040 Problems”, and eWelLL
fully supports these efforts with DX.

eWell’s Growth Strategy

At Home Medical Care Platform

What are the “2040 Problems”?

7 : : Toward Solutions for the 2040 Problems, Medium to Long-term Business
Accelerated increase in demand: explosive needs ) ) , ) Growth Expectations
incorporated in revised medical fees

1. Japan’s population of over 85 year-olds reached a peak, and its complex needs for
medical care and nursing care have grown exponentially.

2. Our population is decreasing with more deaths, and our society must adjust to dying at
home (end-of-life care) instead of dying in hospitals.

3.  The qualitative shift is from curative treatment to “healing and supportive medical care”.

. Assess medical care and nursing care collaborations and Reflection on Our Foundation
. . . Strengthening Period & Towards
information sharing. Futur Growh
. Evaluate high-quality at home medical care providers.
. Consider how to maintain support systems with proper
home-visit nursing care. eWell'’s Product Strategy
- These circumstances are forcing the transition from full hospital care to community-based,
integrated care.

eWell’s Platform Foundation
Strengthening Policy

Community-based,

Administrative support
integrated care

Human Capital Investment

BRMEEERA BFALT 20
Limited support systems: critical lack of qualified workers WEow | Bow U 507@

Capital Allocation

1.  Hiring qualified medical workers has become extremely difficult due to the sudden drop CareLoGood
in the working age population.

2. Only a few medical institutions can respond to late night or emergency calls due to Shareholder Return and Capital
current medical workers aging themselves. eWelLl’s specialized services can resolve these social issues. PO

3.  The discrepancy between local and urban supply systems is widening, and continuing The government’s revised medical fees complements our efforts.
medical care locally is becoming difficult. Reference Materials

-> Japan needs to move away from medical services relying only on manpower.

OEERS. F7/ad—,
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At Home Medical Care Platform aV\E“__

eWell Co., Ltd.

eWell aims to bring about a society that makes information readily available by making factual data fully accessible, eWelL’s Growth Strategy
maximizes the use of medical resources, and enables stakeholders in local medical care to make the best choices
possible based on the relevant facts. Medium to Long-term Vision

q o At Home Medical Care Platform
Symptoms, medical history

Family’s wishes
Living conditions
Drug administration status

Home-visit Nursing . .
. Medium to Long-term Business
Stations Growth Expectations

I don’t know which hospital or
facility | should go to. [

@ Stations’ abilities

I don’t know what's the . Reflection on Our Foundation
Acute-care best treatment for me. ] ® Schedule openings Strengthening Period & Towards
Future Growth

Hospitals, etc. . ® Care services

® Treatment outcomes : @ Staff’s overtime
® Hospital bed availability
® Staff physicians’ o Users are too few eWell’s Product Strategy

EVEETI13Y or too man
( v) Insufficient

A eWell’s Platform Foundation
Too many (or too few) Strengthening Policy
available beds

I can’t find | U‘ &' D ’709

son_1ewhere for my carelogood | can't find an appropriate Human Capital Investment
patient. CareLoGood workplace.
Nurses

| don’t know a station’s
Experience in home| abilities based on factual Capital Allocation
visits information.

Community-based, Integrated
Care Wards & Clinics, etc.

T .

Relevant history

Work hours

Shareholder Return and Capital

1 don’t know if my at home . .
Policies

patient is being ca re
administered their medicine.

Facilities

Y Pharmacies

Accumulation of m

Reference Materials

factual data
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Medium to Long-term Business Growth Expectations @V\E“__

eWell Co., Ltd.

eWell aims to firmly establish its position as an at home medical care platformer for 2040. eWelL’s Growth Strategy
By executing our iBow multiple product strategy to tackle the issues faced by home-visit nursing care that fulfills a
pivotal role within at home medical care, eWelL hopes to win 50% of the market share. Medium to Long-term Vision

Medium to Long-Term Vision

At Home Medical Care Platform

At home medical care

platformer Medium to Long-term Business
Profitable Al services, PF Foundation Growth Expectations

. . Strengthening Period (V)
Foundation Strengthening 2026 - 2028 Market Share 50% 1
Period Reflection on Our Foundation
2023-2025 « Actively promote Al services * ﬁf"ti':g‘gf;‘i’v‘tghpe”°d & Towards
Pre-listing Period * Further develop multiple product strategy
2020-2022 * Faster execution of our multiple .
product strategy, utilizing our iBow-  ° Strengthen platform foundation 5“3(9 eWelL’s Product Strategy
. Additional optional services based customers’ foundation a‘\&e\
provided based on iBow’s .« HR iting & traini . .“%‘“
independent sales structure rgcrultlng training to offer more e"f’\ _
services. o “d eWelL’s Platform Foundation
*  Enhance governance framework 16\ Strengthening Policy

— Platform Sales

(1 D 7‘@ Human Capital Investment
- ——— . 0 Statutory Al Plans & 8 Al

Capital Allocation
16.4%  175%  187%
Market Share 13 70, 15.1% e e
o 17 IS S Shareholder Return and Capital
11.7% e e
I S Sales Policies
PR
I . l Reference Materials

2020 2021 2022 2023 2024 2025 2026 2027 2028 2030 2035 2040
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Reflection on Our Foundation Strengthening Period & Toward @V\E“__

eWell Co., Ltd.
eWelL aims to increase its sales by around 40% through upselling and cross-selling, capitalizing on our efforts during eWeLL’s Growth Strategy
our foundation strengthening period.

We plan to expand our team further and increase our product numbers to achieve this goal. Mediurm to Long:term Vision

Profitable Al services, PF Foundation Strengthening Period 2026 —

At Home Medical Care Platform

Foundation Strengthening Period 2023 - 2025 e

* Increased promotion of our multiple product strategy, utilizing our * We will endeavor to upsell even more, focused on our Al-related Medium to Long-term Business
customers’ foundation built by iBow. services Growth Expectations
Outcome: In addition to Al-related services, eWelL developed its o . R

community-based, integrated care platform * We will promote our multiple product strategy utilizing new

* HR recruiting & training to offer more services. technologies.

Outcome: eWell hired 46 people (61 people at the end of FY2022) for its * We will strengthen our platform business. T T
2023 Statutory training services 2026 iBow Board, management’s decision-making support,

2024 Al Home-visit Plans & Reports Kaedoki, eWelL’s HR matching PF

CareLoGood, community-based, integrated care PF Al Assessment (provisional name) eWell’s Product Strategy

2025 Al Home-visit Scheduling & Routes

eWell’s Platform Foundation

2023 2024 2025 2026 2027 2028 Strengthening Policy

Human Capital Investment

/3
'III ' 19% Upselling/cross-selling target is 40%
Net Sales by
upselling/cross-selling

Capital Allocation

0~90

O . . . . .
f“ﬁ"\ 67 90 107 1 5 1 Team expansion & training in line hareholder eturn and Capita
growth strategy Policies
No of Employees (plan)

D 4 5 6 9 Reference Materials

- - _ _ Further new product development
Statutory training Al Plans & Reports Al Home-visit iBow Board, Kaedoki,

services CareLoGood Schedules & Routes Al Assessment

OEERS. F7/ad—,
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eWell'’s Product Strategy

eWell intends to develop solutions for the 2040 Problems in line with Japan’s medical care industry adopting DX, with

our multiple product strategy at its core. Accordingly, we will utilize the chronic care data we independently collect.

eWell’s
2026

New
Services

. Launch Date or Scheduled iBow - ... .

( N\ BMEHER @FHLT ERP system for electronic . Fixed, per Accumulation of more than approximately 20M home-visit
iBow 1D Ava) X Launched in 2014 Yes .
k/ | B oW medical records use data entries annually.
.* FroSHmE DEEE Yes Per use
. iBow KINTAI Work time management Launched in 2020 (independent (free version Staff’s shift data connected to all services.
use possible) available)
. . . . . . Yes Receipts for home-visit nursing care specifically, automatically
iBow Receipt Receipts & invoices Launched in 2021 Per use connected to IBow.
iBow e-Campus L .
Home-visit nursing care e-Learning Launched in Dec 2023 — Fixed Essential e-Learning courses for handling laws and regulations.
. LMS (study management)
Statutory training course
Al Home-visit Nursing Plans & Support for preparing Launched in 2024 . . - .
Daily record summaries utilizing generative Al.
Reports plans & reports Billing started in Jan 2025 Yes Per use v e
U' ﬁ D 70 Community-based, integrated . Yes _ Local comprehensive care platform supported by the 2026
carelogood care platform Launched in Aug 2024 medical fee revision.
CareLoGood
Al Home-visit Scheduling & Home-visit schedule Launched in Jul 2025 Yes Per use Home-visit schedules and routes generated efficiently,
Routes creation support Billing to start in Jul 2026 improves profitability.
, N . Visually shows management targets based on the daily records
iBow Board Manager'nent s decision Scheduled launch: Feb 2026 Yes (e ST accumulated by iBow, and provides a management dashboard
making support Boutes useful for management’s decision-making.
Al Home-visit Nursing Care Management’s decision- ily visi i i
€ TS g 8 ! Scheduled launch: 2026 Yes Planning aB:‘sie:aogr:Iie::ly visit records, management metrics for scoring
Scoring (provisional) making support porting.
. Job seekers’ matching _ Assists medical workers to easily find desirable workplaces. It
Kaedoki platform Scheduled launch: 2026 Yes is a free job-seekers’ matching platform.
X o P
Assessment creation Yes A free function utilizing Al that assesses a patient’s

Al Assessment (provisional)

support

Scheduled launch: 2027

major condition, when providing home-visit nursing
care.

* iBow Board is provided at JPY30 per visit, as a package with Al Home-visit Scheduling & Routes.

—
o el
eWell Co., Ltd.

eWell’s Growth Strategy
Medium to Long-term Vision
At Home Medical Care Platform

Medium to Long-term Business
Growth Expectations

Reflection on Our Foundation
Strengthening Period & Towards
Future Growth

eWell’s Product Strategy

eWell’s Platform Foundation
Strengthening Policy

Human Capital Investment
Capital Allocation

Shareholder Return and Capital
Policies

Reference Materials
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eWell’s Platform Foundation Strengthening Policy

eWell is strengthening our foundation to monetize our expertise, by further developing and promoting our
“CareLoGood” business. This service supports Japan’s hospital management by being aware of a patient’s hospital
admission and discharge, in order to form a connection between the home-visit nursing care and the hospital care.

Supporting hospital admissions and discharges, building a society for 2040, encouraging patients to return home

National policy:
Shift to “Healing, supportive medical care”

- From continued hospital care, toward medical care based on

local collaborations
. Assess discharge support
e Assess hospital bed turnover rate
*  Assess collaborations with external providers

v

Challenges for Medical Care Transformation
* No onsite EMR and collaborations with external providers

* Knowledge lacking, post-discharge support insufficient

» Efficiency of local collaborations not improving

=> Structural change impossible and medical fee system
becoming more difficult

At home

medical care
field

High regard for local collaborations as

national policy
With sufficient hospital discharge support...
Hospital: 2,400 points = ¥24,000/patient
Clinic: 1,500 points = ¥15,000/patient
New calculation for home-visit nursing

Medical fee revision complements the shift toward healing,
supportive medical care toward 2040, but evaluating the medical
facility provided discharge support.

* Hospitals: add Post-discharge joint instruction fees 2 and multiple facilities instruction fees
Clinics: Post-discharge joint instruction fees 1 for at home support clinics
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eWell’s Platform Foundation Strengthening Policy

eWell is strengthening our foundation to monetize our expertise, by further developing and promoting our
“CareLoGood” business. This service supports Japan’s hospital management by being aware of a patient’s hospital
admission and discharge, in order to form a connection between the home-visit nursing care and the hospital care.

Foundation Strengthening Period tahili i i i -
Al Profitability, PF Foundation Strengthening Period 2026-2028

Conducted surveys & research, foundation
development period

Development & launch of systems’
foundation

Establish collaborative functions based on
onsite surveys

- Provide needed information for local
collaborations

judwdojanag
Ajeuondunyg

Conducted surveys & research,
foundation development period

O w

o C

< O

o5

o o - Became known within home-visit
-g v nursing industry

g - POC for business expansion

- through meetings with medical

care providers
- Collaboration with development

(jesodoud)
Ayjeuonduny

2026 2027

Phase 1 Phase 2
Support increasing return-to-home

Support hospital admission &

discharge management fii
* Calculate addition of * Calculate Post-discharge joint
admission/discharge support instructions fees
- Admission information sharing - Automatic records for appointments
- Automatic access to at home medical - Check function for involved disciplines
history - Templates for document output
- Risk score generated (using Al) - Check function for payment requirements

- Notification within 3 days

When hospitals provide emergency care

Hospitals want a framework that minimizes omissions by the hospitals

Toward a ward for commun

2028

Phase 3

Support entire care journey post-
discharge
* Calculate adding multiple facility joint
instruction fees
- Easy confirmation of patient’s home-visit nursing
care condition
- Information sharing about patient’s follow-up
post-discharge
- Map creation for local collaborations

ity-based, integrated care

eWelLL wants to build a system that can readily calculate the addition of support fees for hospital
admissions and discharges, and can organize the records.

Visible benefits of local collabo

Hospitals will build an infrastructure foun
patients home.

—
o el
eWell Co., Ltd.

eWell’s Growth Strategy

Medium to Long-term Vision
At Home Medical Care Platform

Medium to Long-term Business
Growth Expectations

Reflection on Our Foundation
Strengthening Period & Towards
Future Growth

eWell’s Product Strategy

eWell’s Platform Foundation
Strengthening Policy

Human Capital Investment

Capital Allocation

Shareholder Return and Capital
Policies

Reference Materials

( ’ OEEBS. Fo/aY—,

Copyright© eWell Co.,Ltd. All right reserved.

39



Human Capital Investment @V\B“__

eWell Co., Ltd.

eWell’s policy is to invest more in its human resources and organization, without sacrificing efficiency or productivity,  eweLl’s Growth strategy
to build further on our current small but elite team of specialists, containing members passionate about at home
medical care and eWell'’s services. Medium to Long-term Vision

At Home Medical Care Platform

Mission Engagement
* Stronger commitment to eWelL’s corporate philosophy and vision GM;:::*T E;::g:i}?;? Business
M A K E P EO P L E H A P PY * We monitor and help improve our team members by conducting surveys.

¢ We established a compensation structure and share-based benefits to reward

employees. Reflection on Our Foundation
Strengthening Period & Towards
Future Growth

Team Structure eWell’s Product Strategy
¢ eWell supports our team members’ independent career development bringing out
the best in our diverse human resources. eWell's Platform Foundation

*  We utilize DX for our cooperative inter-departmental, company-wide structure and Strengthening Policy

Human Capital Investment

Small, elite team

Al-related activities.

1

2

Team
Structure

3

Individual Individual Growth

Capital Allocation
grOWth * eWell is rebuilding our education and training program by job position and level
within the organization.

Engagement

*  We would like to increase our team members’ expertise and develop leaders for the Shareholder Return and Capital
Policies

next generation.

Reference Materials

Passion for at home medical care and eWell’s services
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Medium-term Business Plan’s Capital Allocation

eWell’s policy during this three-year period for our Medium-term Business Plan is to strengthen our financial position and properly allocate our
capital. Our target is to achieve high shareholder retum centered on dividend payouts and accrue more than JPY5 billion of net assets, while
prioritizing investment in eWell’s growth, induding investment research and development, as well as human capital.

Expected Medium-term Capital Allocation

* Investment in development foundation
Recruitment & training of Development team members
Maintenance costs for expanding eWelLl’s services

* Investment in human capital
Development of new system and training employees to
promote eWell’s platforms

* Investment in marketing
Increase marketing costs to promote new and existing
products

Medium-term Business
Plan’s Three Years

Expected

Operating CF
¥5.0B

Growth
Investment
¥500M-¥1.0B
Shareholder
Return

(dividends)
¥1.0B-¥1.5B

Internal

RENE RS
¥2.5B-¥3.0B

Cashin

Cash out

Investment in development, including future R&D and
development of new services
Build an office environment for further team expansion

Continue increasing dividend payouts

Strengthen financial foundation to achieve net
assets target of JPY5B.
Also utilize discontinuous investment, as needed

—
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Shareholder Return and Capital Policies

eWell’s policy is to pay shareholders FY12/2026 dividend amounts of JPY21, an increase of JPY5 compared to last year.
Since being listed, it will be the fourth consecutive increase.

Moreover, eWelL intends to maintain a stable dividend by improving our earning power, while accumulating equity in
order to make our financial structure stronger.

Changes in Dividends

(Unit: yen) I oividendamount =@ Dividend payout ratio DOE
o,
23.2% 24.1% Dividend Payout Ratio Target of 20%
22.3% i 22.3% 22.3%
o= — We set our target at 20% based on the balance between our growth

investment and our stronger financial position.

The levels for cash and cash equivalents often have high indices, and the
DOE is far higher than the TSE Prime Market’s average of 3.16.
Accordingly, eWelL imagines the balance between accumulating equity
and dividends can be maintained.

Return Method

eWell intends to make our shareholder return by dividend payouts, and
we are also always considering buying stocks and other methods, but on
our shareholder composition and our current liquidity.

Nor is eWell currently considering offering shareholder benefits from
the perspectives of fair profit distribution and the administrative load.

21.0

Planned dividend payout

FY12/2022 FY12/2023

FY12/2024

FY12/2025 FY12/2026
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(Reference) Action to Implement Management Conscious of Cost o

eWell’s policy is to maintain our total asset turnover and ROE, without keeping wasteful assets and maintaining our
growth rate. We will take measures to mitigate business risk and increase our IR activities, to further improve our cost

of capital.

55.9%
43.9%
39.4% 37.6%
— —
Equity spread
25.6%~27.0% Capital costs
10.6%~12.0%
FY12/2022 FY12/2023 FY12/2024 FY12/2025

FY12/2025 ROE Breakdown

Ratio of net income to . 5
e Total asset turnover Financial leverage

0.92 1.27

(Return on equity) net sales

37.6% 32.08%

*The adopted figures for equity capital and total assets are the average of the figures at the end of the current
period and the end of the previous period.

eWelL maintained a high level for our net profit margin this FY, and we will aim to maintain it by mitigating our decreasing total
asset turnover. Our financial leverage appears to be remaining at a low level due to our current capital policies. We will
implement our capital policies while being aware of our cost of capital, including utilizing our debt when boosting eWelLL’s

capital.
To maintain ROE

e Continue high-efficiency, high-growth operations with operating profit margin as
a key KGI

* Maintain BS control with no unnecessary assets

e Continuous investment in growth and shareholder returns

FY12/2025 Capital Cost Estimates

Shareholders‘ eq : EER
uity cost Risk free rate premium - . -
e/ e ey (10-year/30-year JGB yields) + X B + size risk premium

2.24~3.58% 5.8%

of capital

0.93 3.0%

10.6~12.0%

*Calculated based on concerned parties’ interviews and surveys.

We estimate that our cost of capital is higher than the generally discussed level of around 8% because of a size risk premium arising from
the small size of our market capitalization in relation to the overall market.

We believe we can increase our cost of capital more than before based on increasing our risk-free rates, in particular.

We aim to further increase our corporate value by conducting activities that are conscious of our cost of capital.

To reduce capital costs

® Reduce volatility through proactive IR activities

o Activities aimed at properly identifying and mitigating business risks

* Reduce weighted average capital costs through appropriate use of liabilities when
making investments

*We have not calculated the weighted average cost of capital because our interest-bearing liabilities were zero during FY12/2025, which is consistent with shareholders’ equity cost
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(Reference) Action to Implement Management Conscious @V\E“__

eWell Co., Ltd.

eWell analyzed the situation for our share price, PER and ROE. To further increase our corporate value, we intend to eWelLl's Growth Strategy
maintain our high growth rate and efficient management practices based on our medium-term plan as well as to be
more proaCtive in Our IR aCtiVities. Medium to Long-term Vision

At Home Medical Care Platform

Since our IPO, although the TSE Growth Index has weakened, eWell achieved A relatively high correlation was revealed between our sales growth
higher levels than its initial listing thanks also to our recent stable rate and PER. eWell thus positioned its PER after adding its higher Medium to Lone-term Busi
. . . edium to Long-term Business
performance. profit margin. In 2026, we again had a strong sales growth rate and a Growth Expecc.ftions
eWell’s 2025 average share price exceeded our 2024 share price, despite high operating profit margin. We hope to raise our corporate value
some volatility. even more.
flection on Our Foundation
——eWelL — PER 40 - . Re on Our |
® seatitec WelsTarget T T
SaaS
2026/1/30 N , /
Closing Price ¥2,501 4 7N
3.000 e 35 :: ':'/.J eWell’s Product Strategy
B . M N/
-1 WelL’s Platf F dati
30 / o o undatr
2,500 / @ eWell
) J‘ 25 7] GV. M3 R Human Capital Investment
’» ‘ A / S
2,000 ”. m h ml ®OEM /
} - Capital Allocation
Listing date (2022/9/20) N __ _h ‘ ‘r\ LA 20 / ® SM H A
IPO Price ¥1,700 l i / o P
1,500 / ® KN
Shareholder Return and Capita
F U T harehold d Capital
’ 15 —/ Policies
1,000
N T 00000 IS ST ITTT VUKL W W I ©
sSdsSs88s88s88a883s88888&s8
SERNRARRRGRIAIIRIGIIRII[IRGR -10 -5 0 5 10 15 20 25 30 35 40 45 50 55 60

* The share price was revised taking into account the share split (2:1) effective on 2024/1/1. * Prepared by eWell based on announced figures. sales grOWth rate

_@j (2 years ago->last year)
OEEBS. Fo/aY—,
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Company Introduction: Company Profile and History

Company Profile

eweLL Co', Ltd.

Established June 11, 2012

Business
Locations

Head Office (4-1-3 Kyutaromachi, Chuo-ku, Osaka)

Tokyo Office (3-2-9 Nihonbashi, Chuo-ku, Tokyo)

\ENETEG 259 iBow, a business-support SaaS for home-visit nursing stations,

Activities

and other support services for station operations

President &
GG e Representative
Director

Norito Nakano

Managing Director
Director

Outside Director
Full-time Corporate

Auditor

Board Member

Corporate Auditor

Corporate Auditor

Corporate Auditor

Asako Kitamura
Osamu Urayoshi
Tomoki Matsushita

Yoshihiro Masuda

Haruyuki Matsuyama (certified public
accountant)

Toshinobu Shimizu (attorney)

Hiroshi Saida (certified public
accountant)

Employees

June2012:
June2014:
January2017:
January2018:
October2020:
January2021:
April2021:

April2022:

September2022:

July2023:
December2023:
April2024:

August2024:
October2024:

History

eWelL Co,, Ltd. was establishedin Minami-Semba, Chuo-ku, Osaka City

Released “iBow,” an electronicmedical record system exdusively for home-visit nursing
Head office (Osaka office) relocated to Bingo-machi, Chuo-ku, Osaka City

Tokyooffice establishedin Chiyoda-ku, Tokyo

Released “iBow KINTAY” attendance system for the home-visit nursingindustry

Started providing “iBow Office Management Service”

“iBow Receipt,” a receipt systemfor home-visit nursing stations, was released
Tokyooffice relocated to Chuo-ku, Tokyo

Listed on the Growth Market of the Tokyo Stock Exchange

Head office (Osaka) relocated to Kyutaro-machi Chuo-ku, Osaka City

Released e-leaming service “iBow e-Campus Home-Visit NursingStatutory Training Edition”
The “AlHome-visit Nursing Plan” functionis addedto “iBow’”.

The community-based-integrated-care platform “CareLoGood” is released.

The “AlHome-visit NursingReport” functionis added to “iBow”. The
factoringservice for home-visitnursing “iBow e-Rese” is released.

July2025  Incorporated Al Home-visit Scheduling & Routes functionintoiBow

August2025

Relocated Tokyo Office to Nihonbashi, Chuo Ward, Tokyo
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Company Introduction: Management Philosophy

Mission
MAKE PEOPLE HAPPY

Vision

We will create new value in home-based care to help bring about a society

where everyone can live safely at ease

Value

Be a challenger Be innovative

Constantly creating
new value in pursuit
of new possibilities

Always growing through
tireless effort and bold

aspirations

&

Be sincere

Connecting with
people on a sincere,
human level to foster
trusting relationships
and richer lives.

Be positive

Pushing ahead with the
mindset that every
matter is relevant and
every obstacle can be an
opportunity

Be professional

Striving to embody
professionalism in fostering
security and cultivating
inspiration with respect for
law and order
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Company Introduction: Board Member Profile

Norito Nakano

President &
Representative
Director

June 2012
Established eWelL

Appointed president and
representative director

Asako Kitamura

Managing Director
General Manager of
Customer Division

July 2012
Joined eWelL

October 2012
Appointed managing director
of eWelL

January 2023
General Manager of
Customer Division

Osamu Urayoshi

Director
General Manager of
Product Division

March 2019
Joined eWelLl as the director of
the Product Development
Division
February 2020
Appointed as director and
director of the Customer
Division
January 2023
General Manager of Product
Division

Tomoki Matsushita

Outside Director

Following his involvement in
corporate management as
Executive Vice President at
Tobila Systems, Inc., a listed
company, he currently serves
as Vice President of Singular
Perturbations

March 2024
Appointed as outside
director of eWelL

Yoshihiro Masuta
(Full-time Auditor)

1991-2020: Worked in the public underwriting department, etc. at Daiwa Securities Co., Ltd.
October 2020: Appointed as eWelLl's auditor

Haruyuki Matsuyama
(Corporate Auditor)

1978: Registered as a Certified Public Accountant Became independent from Coopers & Lybrand and established his
own accounting firm
July 2014: Appointed as eWelL's auditor

Toshinobu Shimizu
(Corporate Auditor)

1996: Registered as an attorney at law. Member representative of SUN SOGO Legal Profession Corporation and
appointed as an outside director of Colan Totte Co., Ltd. (present).
March 2022: Appointed as eWelL's auditor

Hiroshi Saida
(Corporate Auditor)

January 2014: Registered as a Certified Public Accountant Became independent from YUSEI Audit & Company
(currently, Grant Thornton Japan) and established his own accounting firm
March 2026: Appointed as eWell's auditor
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Business Overview: iBow Concept @V\E“__

eWell Co., Ltd.

Financial Results and
r\ Explanatory Materials
@V iBow Concept

About eWellL
DX Home Healthcare
Improve efficiency and productivity of home-visit nursing and resolve labor shortages and

management problems

Market Environment
Business Model

Competitive Advantages

Electronic Medical Record system

r\ for home-visit nursing care
. P 7 o4 R S
" iBOW
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Business Overview: Home-Visit Nursing Field in Home Healthc

Medical care can be roughly divided into acute care in hospitals and chronic care, which is shifting to home care
Chronic care, which is becoming increasingly important as the number of elderly people increases, becomes our area of

business.

Héaithy

Short term / Momentary

Health and
prevention

Health checkup data
(Japan Health Insurance Association,

etc.)

Preventative medicine

(Various apps, etc.)

Acute medical care

Treatments
primarily led by

Rising number of elderly

Disease state Recovféry state Ch’rohic::ondition Terminal

Long term / Continuous

Terminal
medical care

Chronic medical care

Therapy, Treatments and Observations

Treatment progress information

eWell’s Business Areas

T
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Business Overview: Home-Visit Nursing Field in Home Healthcare

Home-visit nursing exists in all areas of medical care, nursing care, welfare,

etc.

Home-visit nursing plays a central role in the community-based integrated care. system

Medical Care Nursing Care

Community-based
Chronic medical .
care mtegrated care system
Life support
Regular medical care
I

d!b

Residence ‘Jﬂ o = o

Home visit

Nursmg ( V ‘
o _ L K & B
Day care & Admission TRV Iong -term care, etc.
m * Daily care nursing services

R |

* Clinics
L B B N |

> Home-visit Nursing |

‘---------

Hospitalization &
Outpatient Visits

Acute medical care

* Acute care hospitals Prevention,
* Subacute phase Life support
* Recovery phase

Hospital rehab phase

Community-based
mprehensive suppoi
t
* Municipalities center
- NPOs
()  Welfare o= m'm -

(Administrative services, etc.) 1° Home-visit Nursqig

PHR stands tor personal health record, Information regarding health, healthcare and nursing care ot individuals.
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Market Environment: Growing Social Need for Home-Visit Nurs @V\E“__

eWell Co., Ltd.

The market for at-home medical care is growing rapidly from the perspective of insufficient qualified workers, with respect to the Einancial Results and
increase in complex needs of medical care and nursing care. Explanatory Materials

There are currently 20,051 home-visit nursing stations as of April 2026, and the expansion trend is expected to continue going forward.
About eWelL

Company Introduction

Number of Home-Visit Nursing Stations in Nursing * Business Overview

20,051

Care Insurance System

2012 Double Legal Revision CAGR

Decision to accelerate community- o)
based, integrated care system 86 /0

18,754
Business Model
17,329
15:697 Competitive Advantages
14,304
13,003
11,931
11,161
10,418
9,735
9,070
8,241
1 7,473
5731 5,922 6,298 6,80
4730 4825 4991 5001 5224 5309 5470 5407 5434 5271 >

20005 2001%F 20025 2003%F 20045 2005%F 20065 2007fF 2008%F 20094 20105 20115 2012F 2013%F 20145 20155 20165F 20174 20185 2019F 20205 20215 20225 2023F 2024%F 20255%F 20265

eWell The number of home-visit nursing stations in operation as of April 1 of each year as
founded reported by The National Association for Visiting Nurse Service.
OEERS. Fo/09—,
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eWell's Business Model @V\E“__

eWell Co., Ltd.

By developing, operating, and providing services (SaaS, BPO) for iBow, an electronic medical record system cianciat resuits and
Explanatory Materials
dedicated to home-visit nursing, contributing to the reduction of paperwork, information-sharing, travel e
time, etc. for clients (home-visit nursing stations). About eWelLl

Company Introduction

iBow monthly fee

CIOUd SerVices Basic fee' 18 000 en Business Overview
FLSTTRYen . Home-visit Nursing Stations
100 yen per home-visit

s

. ;:aa- Subscription (1) Provide 7} Business Model
N \‘ Nursing Care \
..... » About 1.4% of medical (nursing) fees '

Competitive Advantages

Market Environment

— - 7 of home-visit nursing .
Patients
EMR System for Home-visit Nursing Care, iBow

Insurance billing, iBow Receipt Provide service

(2) Send invoices
using
iBow Receipt

Work time management, iBow KINTAI

Nursing care billing, iBow Nursing Care Billing Transmission

- . Share medical data
Training courses, iBow e-Campus

Vitals, oral medication info, test

records, etc. ~
BPaa$S ] .
Provide cloud agency service (3) Medical /

iBow, administrative support service Long-Term Care Fees . .
Equivalent to 5% of insurance bill amount National health insurance

(Minimum monthly fee: 100,000 yen) SUbSCfiptiOﬂ About 81500 yen organizations, etc.
per home-visit

*Calculated from the home-visit nursing treatment fee when medical insurance is applied
(Estimated amount of Basic Home-visit Nursing Treatment Fee () and the Home-visit Nursing

_@f Management Treatment Fee)
OEERS. F7/ad—,
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Business Model: Profit Structure

eWell’s core services adopt a pay-per-use system dependent on the customer’s number of visits and the medical
fees. The framework will show increasing sales for our company in line with a nursing care station’s growth.

As to our Statutory training courses, their annual fees are factored into eWelL’s net sales as a lump sum when the

contract begins.

Prices & Billing Methods for eWelLL’s Core Services

Basic fees

¥18,000/mo

Electronic

Medical
Records
iBow Pay per use fees ¥100/visit o
Al Home-visit Plans & Reports ¥20/visit o
Al Home-visit Scheduling & Routes ¥30/visit o
: : From ¥7,000/mo
IBOW Recel pt (depends on the number of visits) .
Options
BPaaS From ¥100,000 ()

(iBow administrative management service) (the higher of JPY100,000 or 5% of medical fees)

¥980/mo o

Nursing Care Transmission service

iBow e-Campus Legal Training

¥180,000/year o
courses

»

1swojisn) J1ad 9d1id yun
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About eWellL

Company Introduction

eWell'’s Expected Sales for Nursing Care Stations’ Growth
(when only iBow used)

Business Overview

(Unit: yen)
A miBow = iBow Market Environment
Basic Usage Fees Per use billing
(¥100/visit) Business Model
1,000 visits
Competitive Advantages
118,000
800 visits
98,000
500 visits
68,000
300 visits 100,000

48,000

Number of Visits
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Competitive Advantages: Differences from Other Companies’ Systems

Differences from
Receipt System

Insurance billing calculations are automatically performed from daily home-visit nursing records entered into iBow, eliminating the time required for

billing and increasing the time spent on home-visit nursing visits.

Electronic medical record

Handwritten records -> CRM (iBow)

Hospital

D|scharge Initial ViSit ViSit

Handover notes

Nursing records Il
Close-call
monitoring
Statistical data
Al Home-visit Nursing Plan

s Instruction issuance Instruction deadline
ummary statement management

iBow KINTAI (work time management)

Table converting hours to
full-time hours

Appointment
records
Nursing records |

Nursing Plan

Break Management Shift Management

Time in/Time out

Cross-sell

Month-end
processing

Month
end

The iBow electronic medical record system was developed primarily to improve operational
efficiency in the home-visit nursing field, while the Receipt system was developed primarily to
improve operational efficiency for insurance billing.
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Competitive Advantage: Positioning Map @V\E“__
eWell Co., Ltd.

eWell continues to specialize in home-visit nursing care. We occupy a unique market position domestically, as a one- Financial Resuits and
. . . . . » - . . . e xplanatory Materials

stop shop offering solutions to various management issues for home-visit nursing—from record-keeping to invoicing,

work attendance/time management, training, and administrative support services.

About eWellL

Company Introduction

-
Management Support VMII_-

One-stop shop for solutions Business Overview
related to home-visit nursing care
(from business issues to management issues) Market Environment
Vendors of Nursing Care Receipts @ By sharing ID information and data across services, eWelL

can realize the best UX for customers with comprehensive
management support matching their growth phase

Business Model

Additional functions for receipt systems related to all

. @ No development for services in general care field
care services

Competitive Advantages

@ Handles and supports work for receipts related to all care
services

@ Relatively lower expertise for home-visit nursing care T
Specialization

Vendors of Major Medical Care Systems Vendors of Simple Systems

Additional functions for electronic medical records used on-premise Functions related to specific work
at large-scale medical care facilities

@ Specialized in specific work for home-visit

@ |Integrated system for healthcare nursing care

@ Home-visit nursing care functions represent only a small part Only Systems provided, @ Support provided for only the specific work,

of these medical systems, and they are often limited to without support and a single company cannot complete all the
providing functionality for specific tasks. work.
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Competitive Advantages: eWell's Strengths

eWell plans to develop multiple products specifically for the at-home medical care field, utilizing our
independently-collected data.

1. eWell will develop comprehensive services indispensable for the at-home medical care field

2. eWell’s main driver will be our electronic medical records supporting the home-visiting nursing business, improving efficiency throughout the

industry
3. eWells products utilize our chronic care data guaranteeing quality and volume

Founding From discharge to visits, patient acquisition, staff management Month-end processing Invoicing

iBow Receipt

zmsmsm s7247  Electronic medical record system for home-visit Dag, us
e

p 7 1R
@v iBOW nursing care

o Nursing care insurance invoice

g (optional CSV data output)

; *  Home-visit record | »  Medical recommendations * Provided care report Medical care insurance invoice

s *  Home-visit record Il *  Appointment notes * Monthly report Japanese banks’ formatted output
O . i . o isti * Home-visit plan ([EEEEYYE ) .
® 3 Bedsore prevention plan Home-visit statistical data B T rt Payment confirmation
5 & *  Nursing care summary * Maedical insurance invoice . Li;:‘gf?/isiltl; ormation repo Invoice management
o * Handover notes (response record) e User’s expense report + Organization of provided
5 © * Incident report +  Schedule adjustment ([JEID monthly documents
3 g « Expiration date record-keeping for medical
0 = instructions . . o .
!?ll -c Nursmg care invoice transmission service

o

p

2 o o : * Users’ information registration * document confirmation ° handling refunds

o iBow (administrative support) g : : g

s * document creation (receipts, etc.)

o EARISETR BREn * Work time management * break management ° average work hours table * shift
5 .
iBow KINTAI management

Stat“;‘ga\:stégi"i"g + Online training * student management ° certification * training plan
Online store * Vehicle leasing * home-visit basic equipment * furniture, appliances * smartphones, tablets

l'J' E D fj @ * Inter-disciplinary collaborations * hospital discharge arrangement ° sales activities
e (patient acquisition)

iBow e-Campus

Data use
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(Reference) Related URLs @V\E“_.

In addition to these Explanatory Materials, please access the below related URLs and eWell'’s corporate website.

QA Station

https://www.qgastation.jp/ewell

eWell’s Business Plan and Growth Potential

(published on March 30, 2026)

https://ssl4.eir-parts.net/doc/5038/ir_material2/276003/00.pdf

QUICK & NOMURA Corporate Research

*English materials are on Bloomberg,LSEG,FactSet

https://www.nomura-ir.co.jp/ja/qnresearch/report_5038.html

IR email service

https://www.magicalir.net/5038/mail/

E Answers to questions asked at our IR meetings and received from investors

- in an easy to search format.

Information regarding eWelL’s business overview, growth strategy,
medium-term business plan, market environment, and our services

Description of eWelL’s business, analysis of our strengths and
weaknesses, business plan, performance and other information.
* This page was funded by eWelL’s sponsorship fees.

Please sign up to receive our information by email (for timely
disclosures and financial results, in particular).
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About this document

Disclaimer

These materials contain forward-looking statements. These statements are based on economic, social, and other conditions generally recognized as of the date
these materials were prepared, as well as certain assumptions that the Company considers reasonable. They are subject to risks and uncertainties and are not

guarantees of the Company’s future results or business performance.

Actual business performance may differ materially from the forward-looking statements contained herein due to various factors, including competition from other

companies and changes in economic conditions, customer needs, customer preferences, and laws and regulations.

Information concerning matters external to the Company is based on publicly available information. The Company has not verified the accuracy or appropriateness

of such information and does not guarantee it.

These materials have been prepared for informational purposes only. They do not constitute an offer to sell or a solicitation of an offer to buy securities in any

jurisdiction other than Japan.
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