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Overall

FY October 2026 Second Quarter — Earnings Summary

e 2Q progress: Sales 98.4% (851M yen), OP 120.1% (312M yen), NP 132.6% (196M yen) — in
line with plan.

- Full AEI rollout in sales progressing well. IR/PR rollout delayed vs. plan.

Key
issues

t‘:)rggs - Larger projects; longer order lead times; shorter dev lead times; better margins.

- Al coding & AEI markedly advancing Al as labor — must reflect in hiring strategy.

High- * Tokai Tokyo Securities & Horii Food Service already deployed Al operator "miraio”

CUEL] Al operator: 6 companies (3 Prime-listed, 2 unlisted, 1 other) preparing deployment — on
lity AI track.

* Other AEI: AI fund development + "Brain Plus for Sales” launch for M&A staff

- AEI newly applied to entertainment — a driver of strong 2Q. XIR planned shortly.
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Company Profile

pluszero is a "4th Generation AI” Company

AEI stands for ,

| W

Left
brain + —
(Logical) §
Rule-based
(Human create rules)
i SRR XY
1st AI wave > | 2nd Al wave ! >iFourth Generation AT
T DNV D=4 ‘Dual process model) y

1960s 1980s 2000s 2020s
Reasoning and Rule-based and Statistical machine The of the 1st and
Searching expert system learning, including 2nd Al waves and the 3rd AI wave
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Company Profile

AEI Differentiation

Patent related to national strategy: "New Trends
in AI Research”

S - DI

TO-HY-£TOTAS-SAYUD

New Trends in Al Research

1st Edition: June 2021
"4th Generation Al (Dual Process Model)” and
"Trusted AI” are
Japan’s winning strategy

2nd Edition: July 2023
Generative Al is "Generation 3.5 AI”

) . AN THIBEMFTE D FiF 2
Cannot be circumvented when using dual process model (4th Gen AI) — ~}&ﬁ§%i“».$ﬁ'ﬁ1®4wwbi
broad ly applicabl‘e patent Der pluszero @Trends inArtiﬁcialIntelligence Research
Dev. started: Dec 2016 / Filed: Mar 2021 / Granted: Sep 2021 EEEEEELELEE

Py )
{CH CRDS ¥roemsetins e x—
N
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Company Profile

AEI’ s Areas of Competitiveness

1. The Need for Reliability
Reliability: Whether )
rather than a probabilistic or statistical response.

2. Ability to Support Humans
Tool-like: Replaces a small portion. Logistical support for some tasks.
Labor-oriented: toa
certain extent.

High 1 “IIIIIIIIIIIIIIIIIIIIIIIIIIIIII..

Mfg. Design Financial *
Auto Testing Industry Sales

.0
.

IT Ops &
Maintenance

EEEmy,

: Call Center f

The Need n E
for . =
Reliability " Al Agent .
Conventi » : :

onal area : :

Low *s ‘0.

.

0..-
Tool-like Ability to Support Humans Labor-oriented
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Company Profile

AEI’'s Goals

"productivity per human being.

The ideal image is to create a situation in which 5 AEI workers in addition to 1 human worker handle tasks that were handled by a
single human worker, thereby increasing the capacity by a factor of 5.
In this case, "productivity per human” can be considered to have increased by a factor of 5, thus addressing the shortage of labor.

Worker Direct support
S when needed. — Guest
P
Management

and supervision

O
) 4

uoljeloqe]od [y-uewny J4oJ w.iojield
(Sees) }sadIlv

’il 4 > @
I Handles 5 , €
II | v . " M
. times the S
=r ¢ number of " RA
= customers e
o than usual - BA

Ll ) :®:
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FY26 2Q results

Sales/costs/balance sheet
Progress on the AEI roadmap




Business Overview

FY2026/10 Q2 Financial Highlights

+ Sales grew +6.8% YoY.
+ Operating profit reached 120% of the H1 target and 42% of the full-
year forecast — on track to achieve the full-year forecast.

* 2Q progress: sales 98.4% / op profit 120.1% / net profit 132.6%. Full-
year progress: 42.4% / 42.0% / 41.2% — on track.

Sales
a2 Actual 851m FY Target 2,010M yen (2Q 42.4%)
(Million TTTTTTTTTTTTTTTTTTTTTTTTTTTTTTTTTTTTT
i i) E ;
. 1
Sales Operating Profit Net Profit : e em e emmmmemmm——m—m——m——————— J
2Q :rarget 865M yen (2QProgress Rate98.4%)
I ‘ I_l I l Operating Profit
Q2 Actual 312m ____FY Target 743M yen (Q2 Cum 42.0%)
1 2Q
797 85 22.9% __________________________________________i
2Q Target 260M yen (2QProgress Rate120.1%)
312 Net Profit
290 o6 Q2 Actual 196mMm FY Target 475M yen (2Q 41.2%)
_________________________________________ .
23.5% i
25/10 26/10 25/10 26/10 25/10 26/10 2Q Target 147M yen (2QProgress Rate132.6%)

2Q 2Q 2Q 2Q 2Q 2Q + Zero Copyright © pluszero. All rights reserved. | 8



. Achieved a record-high quarterly operating margin.

Business Overview
Historical Performance Trends

Sales: While continuing focused investment in AEI, sales grew +9.3% YoY.
— above the full-year forecast level of 60.3%.

 Operating margin: In Q2, operating margin landed at
Sales s Gross Profit ..., Operating Profit o en
Operating margin target
Threshold 37%

Gross margin target

460 Threshold 60.3%
421
391
383
375 63%
366 1% g21760%1% 60% C61%  60%61% o
L .f..u-......O...‘.57% 58/0.... 56% PP
313 324 L4 @, 53%..8 gt
312 3% . 399% 4(1%
268 201 K .
340 ° L °
249 ’ ¢ .. 32%32%
232 . °28% g.cd
211 . 5 o°
199 26%5% : v’ 185
22% 23% s, 5
188178171 ° N < . 164
163 a5 19% 2 0
* .01.,/°,° 2126 123 126
» ° 3% 103
61 .
79 79 ®
43 4 41
33 30
23110 23/10 23/10 24/10 24/10 24/10 24/10 24/10 25/10 25/10 25/10 25/10 26/10 26/10  23/1023/1023/10 23/1024/1024/10 24/1024/102511025/1025/1025(1026/1026/10  23/10 23/10 23/10 23/10 24/10 24/10 24/10 24/10 25/10 25/10 25/10 25/10 26/10 26/10
30 42 1@ 2@ 3Q 4Q 1Q 2Q 3Q 4Q 1Q 2@ 1@ 2@ 3Q 4Q 1Q 2@ 3Q 4Q 1Q 2Q 3Q 4Q 1Q 2Q 10 2@ 3Q 4Q 1Q 2Q 3Q 4Q 1Q 2Q 3Q 4Q 1Q 2Q
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Business Overview

Q2 P/L Results

(yen Actual & YoY Comparison vs Plan

million)
2Q Full Year
YoY

Change % Progress Plan Progress

* First-half progress rate of 98.4%, on track toward

achieving the full-year forecast.
Sales 797 851 +6.8% 865 98.4% 2,010 42.4% - Al Operator also progressing steadily: 2 companies

live, 6 in preparation.

. + Gross profit of ¥528M (YoY +12.3%) and gross
Gross Profit 470 528 +12.3% 512 103.3% 1,211 43.6% || ; Gross profit of ¥228Y (Yo¥ ;237 and oross
improved.
e in landed at 62.1%, ding the full-
LSO, (59%) | (62.1%) (59.2%) (60.3%) e el B G Bl OEEaellie) uns i
Igg?ifcat'”g 290 312 +7.5% 260 120.1% 743 42.0%

_ + Operating profit of ¥312M (YoY +7.5%) remained
(Operating (36%) (36.7%) (30%) (37.0%) solid; first-half progress of 120.1%.

margin) + Full-year progress rate for operating profit is
42.0%, in line with the original plan.

Ordinary - Having significantly exceeded the first-half target,

Profit 290 312 +7.5% 260 120.3% 743 42.0% operating margin landed at 36.7%, the same level as
the full-year forecast.

(Ordinary o o o o

margin) (37%) (36.7%) (30%) (37.0%)

1 (o) o, (o)

Net Profit 189 196 +3.3% 147 132.6% 475 41.2% 1 . Net profit of ¥196M (YoY +3.3%), an increase.
Very high progress at 132.6% vs. the half-year

(Net margin) (24%) (23%) (17%) (23.7%) G
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Business Overview

A single-segment company in the Solution Providing Business

+ Zero

AEI-related R&D

Contract @ AEI-related contract dev. and licensing
: AEI-related Business
Custom-made Type :
AI/DXSOlutlon AEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEN EE lllllllllllllllllllllllllllllllll E
Provision Initial Service Dev. and - _ Service and
Implementation Support i License Provision :
Project-type Sales Service-type Sales
Perf L t t t
erform natural language _
processing, video/image processing, : Fee AEI-powered : Fee QE% t%acsk?r?o?c:gsuas’ : Fee
numerical analysis, and system development licensing. etc
development for each project l | 9 . |
v | v | v |

Client Company

+ Zero Copyright © pluszero. All rights reserved. | 11



Business Overview

AEIBusiness Description

® In addition, new solutions are under development for areas with significant impact on company and business growth.
® All have received high evaluations from partners, industry stakeholders, and media, with high expectations for future

development.

DAI Operator A\ miraio

1

" miraio (s544) '
BREERL T
AE5 LW
RIFTEANRTED
FIRAIF R L — & —

A miraio

powered by (@ PUT

As a 4th Generation Al capable of understanding
meaning and acting accordingly, Al license PUTwas
used to create "miraio”, enabling accurate responses
with reduced hallucination risk. Japan’s only Al
Operator combining flexibility and reliability.

https://put-ai.com/miraio/

@AI Sales Simulator

Brain plus for Sales

Al acts as
the customer for sales role-playing

RE LN TLS
BEO-—JL-0E

BRETRAMaA D

e = al—ia

IR OEFEATIEL

Sales role-play environmentAlsolved by
Al Sales Simulator

https://brain-plus.jp/

+ Z€r0

) Brain Plus’

OtherAEI Solutions

@ AI Coding

Al-based coding automation: internal use and
development

@ High-reliability AI Agent

Sales, Marketing, M&A, and Asset Management —
deploying AEI services in 4 areas with major
growth impact.AEI

® e - AEl Desk

Flexibly customizable to customer needs
and human collaboration platform.

—an Al

® Manufacturing-oriented AEI

Generative Al-based manufacturing design
efficiency solution

Copyright © pluszero. All rights reserved. | 12
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Business Overview

MDAI Operator: Overview of "miraio”

Al Operator ” A\ miraio is

" miraio (s544) '

%ﬁk%iiﬁg L—C o ° °
ING YRS [\[\mIrOIO
SIHEANTE S oty @puT

FHAIARL — & —

As a 4th Generation Al, capable of understanding meaning and acting
accordingly, the Al license PUTwas used to create "miraio”, enabling
accurate responses with reduced hallucination risk. Japan’s only Al
Operator combining flexibility and reliability.

Deployment
Examnlng

Call Centers and
CorporateCS
Departments

TV/Radio/Newspaper
etc. —
Infomercial Support

Restaurant/Hospital
Reservation
Handling

Eliminates missed opportunities and abandoned calls by covering hours

when no one is available

miraio Benefits of

Deployment
Al Operator
Customer miraio Operator
QP
o - by
@\‘7” o/ L\

>
==z “:’\
ﬁ@ miraio handles incoming calls. Only
(rfsL — . ..
\ issues miraio cannot resolve are

escalated to humans.

After deployment, miraio operates
24/7/365

+ Z€r0

Copyright © pluszero. All rights reserved. | 13



Business Overview

@ AlSales Simulator: "Brain Plus for Sales”

AL B/ 2 2 L —# — [Brain Plus for Sales| #REtEAMSICEET A2 BabH
~BEERORMELEZETAAI a— AT LA ERE Y7 T L—r - P—ERBEREH L
FLFEIBE~

PR ST pluszero (BEEY 2= —X : 5132, &ttt : EEAHMEERX, (CEEEEER - MU &7
SiEER UT (772Ea) ) &, Y7 F 7 b—r - —E 2 E&t (0F 55 H.
At EEEHTFRAXAMSEA3-2-8 WHLIAMEBEEL 0, LT VY7 7 L—r =t
Al ) EHEEIT, EEEAFEOEEEMN LB LUVAMBEROBEAZTETHAIER I 2L
— 4 — [Brain Plus for Sales (7 LA 275 A7 4y —F—/LRA) | ZEEEL, ##EL2EEH
FLELEOTERLEWN-LET,

) Brain Plus’

Brain Plus for Sales

1. BAROER

FELRE - N T, EE]  FEEI LA — AT LA SRR L EERS I THh A —
%, EMEEOR MECHT LE OB R REL 2> TWET,

V7 R T L— e AR 2,000 ALLED |y T L ADITEV ST A EIZ, BEIZY
HApAF LA (B AT o7 70 A% IER{LL, BREODHLIELETHRT T AL ZEELT
xF L, FTAFa, JOEEHEG S T AP 0O Al FiFARE T A LT, ik
OFEF b L—= VB LUSEHE A ALl TETRRE L T HHMEAFEFEREEV - L E LI

Case Study with Direct Link Co., Ltd.

Direct Link Co., Ltd. is a company engaged in sales outsourcing centered on
inside sales, as well as procurement and sales of IT products. Previously,
sales role-playing was dependent on each instructor’s experience and
intuition, resulting in inconsistent feedback and increased training man-
hours.

Post-deployment results: role-play sessions increased 6.9x vs. prior levels,

and orders placed by newly assigned staff doubled, leading to overall sales

productivity improvement.
Role-play
Sessions

Orders
(new hires)

6.9x 2X

VS. prior vs. pre-deploy

Monthly training
hours reduced

18.5h

per person/month

< Challenges Before Deployment > < Effects After Deployment >

- Role-play frequency increased 6.9x vs.
prior, dramatically boosting output volume

- Sales role-plays were personal;
"winning pitches” were insufficiently
verbalized or systematized - Orders by newly assigned staff
- Managers spent significant time increased 3.4x compared to pre-
acting as role-play partners, consuming deployment
extensive training hours - Manager training hours reduced by
- Intuition-based feedback from 18.5h/month, enabling focus on advanced
instructors led to inconsistent training management tasks
quality

Copyright © pluszero. All rights reserved. | 14



Business Overview

Other AEI Business Q: Al Initiatives in AI Coding

The impact on contract-based projects
is significant, and its contribution to company-wide profit is extremely high. As we explore external sales of our know-how, and
as projects grow larger with longer order lead times, there is a lag in revenue recognition.

FY24/10 FY25/10 FY26/10
M
=
> 2 (=
'(T" ] Internal R&D Full adoption by
0O & Pilot implementation all developers
Q Pty
=R
-
o)
@ 3
.
= Full-scale adoption
decided
:qn Code generation from
S c Internal R&D requirements definition &
% = ® & Business study Support tool develqpment _
o2 through to testing Profit
(0 =
§ " & =
(7]
3 Al in
= o ‘_—3—'3 Internal R&D. . implegzelta%cion
.;_ & Know-how organization s linG

+ Zero Copyright © pluszero. All rights reserved. | 15



Business Overview

Other AEI Business @: Full-scale Launch of Highly Strategic Al Agent Service Development

In each
area, is underway. For the asset-
manhagement area, development of an Al-driven fund structure is under consideration.

Sales

Marketing

SJ9ALIQ YIMO.IK)
ssauisng A8)] 994y

M&A

VA NEVAN

T
O
c
=
7
()
<
Q)
=
o
2
e~
-y
O
-
<
()
=
n

Asset Mgmt.
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Business Overview

Other AEI Business ®/®: AEIDesk / AEI for Manufacturing Overview

%, - AE] Desk

AEI Desk is a portal for ideal IT service operation and
maintenance.

AEI for Manufacturing

Ultimately, combining with generative Al,
A portal to your needs

Business process automation
Centralized management

T TR TANIHE — AEIRZER  —
ﬂ% K CADF—5% CADF—%% o
AH 07 AAEDEHEECADF—5
e 7 N ATy —) %@EE@&:H
- o HEMt EmnRE N
EBIADET EEEP2 IR #10OfkL1z 21 -
NZARTA XETHE BB tEsmO—Tit - —WE o _ {ERAI+AEINER |-
. BEL ' T AR ZiEE * |0 smarncADr—s%%
. / ey — FRRCHEETS yEms O U, F&EAE
FHBAIATTIRE AE| DeskiCEFB I NLIIBR AE| Desk|C1&HR % 4rp BT T AN IHAsEE B Y iEERALICIEE
BMRAEZREICK D, ZEAL. AINEIERE —TENTBHI LT, Al OB#EME MERESEIC =2k 0 PO ERYEL.
BHoBEHICYYFLE FRL—R—DIARAITEE FARL—%—  AAH i G
BREDITH—E Z:EH - % L ET. BREzERLCTAD, _ : Nz
FERRLED FIREDBRIAE—RL EHLEDII—Tv b % T A DT EE B Z B EHRR
WINTEHEERL F 3. AEETEET,
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Business Overview

AEI Sales Status

Deployment completed at 2 companies (Tokai Tokyo Securities Co., Ltd., Horii Food Service Co., Ltd.) 6 companies (3 Prime-listed, 2 unlisted, 1

other) preparing for deployment — marking the . As deployment cases increase, the

. Application of AI Operator technology beyond miraio to is also progressing.
- In addition, . Preparations are underway for full-scale
marketing.

Partner / User / In
In Development Deploymen
Service Category (companies) t Prep Details

- Partnering with Upsell Technologies, Inc. (UT)

« 6 companies (3 Prime-listed, 2 unlisted, 1 other) preparing for

2 6 deployment

« 2 companies (Tokai Tokyo Securities Co., Ltd., Horii Food Service Co.,
Ltd.) completed deployment prep and became users.

@ Call Center Type (AI
Operator)

- Partnering with Marubeni I-DIGIO Holdings Co., Ltd. (Marubeni I-
3 - DIGIO)
« In use and development, including customers via Marubeni I-DIGIO

1 « In development with Abist Co., Ltd. / MISUMI Group Inc.
- In development for multiple parts manufacturers

@ Collaboration Platform
(AEI Desk)

® Manufacturing Test /
Design Automation

- Already provided to 2 companies; the Direct Link deployment case
2 - has been disclosed.
- Highly rated by customers.

@ Brain Plus for Sales

- Partnerships span a wide range beyond sales support and hardware
maintenance

1
1
2
1
5

Other 2 1 « Expanding into sales support for finance, Al-enablement of highly
specialized talent, digital marketing, staffing, and entertainment. *IR
announcement planned soon.

Total 10 10 7

+ 7Zero Copyright © pluszero. All rights reserved. | 18



(yen
million)

180
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140

120

100

80

60

40

20

0

Business Overview

Sales Characteristics: Seasonality

Due to last-minute demand from customers with March fiscal year-ends, sales tend to be larger in February-March (the fiscal year-end), while
the start of the new year in April tends to be slower.

The seasonality from 2Q toward 3Q is expected
to be more moderate than last year.

146 145

159
153
130 13
105105 10 1 12
5
104 102 99
91 go
'4i‘2‘2|||| “l‘ |

112 1 2 3 4 5 6 7 8 9 10 11 12 2 3 45 6 7 8 91001121 2 3 4 5 6 7 8 9 10:1112 1 2 3 4

FY23/10 FY24/10 FY25/10 FY26/10
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Business Overview

Sales Characteristics: Continuity

. = customers with as of the most recent quarter.
, sales to existing customers remain stable.

(yen million)
Existing customer share of total sales Existing customers New customers Existing (was new prior Q)

460
450 421

400 375 266 383 391

350
313 312 324
300

268
250 232 249

211
199
200 163 170 191

150
100
50

0

New
7
6 8 4 10 15 13 6 11 15 12 13 8 14 5 13 12 —— cUstomers

22/10 22/10 22/10 23/10 23/10 23/10 23/10 24/10 24/10 24/10 24/10 25/10 25/10 25/10 25/10 26/10 26/10
2Q 3Q 4Q 1Q 2Q 3Q 4Q 1Q 2Q 3Q 4Q 1Q 2Q 3Q 4Q 1Q 2Q
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Business Overview

Sales Characteristics: Sales per Customer @

« Customer count and number of projects grew steadily YoY.
« Sales per customer

Customer Count and Sales per Customer ™= Customercount C—INumber of projects

FY25/10 FY26/10
141
15.0 15.0
12.0 13.0 13.0
130
9.1 11.0 11.0
114 115
5.4 104 00 00
84
7.0 7.0
5.0 5.0
3.0 3.0
1.0 1.0
2Q 3Q 4Q B 2Q . 3Q . 4Q .
(Cumulative) (Cumulative) (Cumulative) -1.0 (Cumulative) (Cumulative) (Cumulative) -1.0

+ 7Zero Copyright © pluszero. All rights reserved. | 21



Business Overview

Sales Characteristics: Sales per Customer @

- Customer count, project count and average sales per customer for the "trailing 12 months
from period end”.
+ Average sales per customer settled in the 13 million yen range.

Trailing 12 Months (TTM) from Period End

Sales per customer

mmm Customer count T—Number of projects
14.0

12.0

104

105

110

116

[

129

129

133

131

137

129

128

130

138

140

10.0

8.0

6.0

4.0

20

0.0

23/10 23110 23/10 23/10 24/10 24/10 2410 24/10 25110 25110 25110 25110 26/10 26/10
1Q 2Q 3Q 4Q 1Q 2Q 3Q 4Q 1Q 2Q 3Q 4Q 1Q 2Q
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Business Overview

Sales Characteristics: Headcount & Unit Price

« Headcount: 110.
« Unit price per man-month rose on the impact of Al coding, reaching

(yen
Headcount, Billable Man-Months and milfion
{person Unit Price per Man-Month
120 S/
months) 112 113 113 112 110
105 ’—O 2.0
100 95 100 1.8 2.0
90
81 83 80 1.8
80 6 77 o) 1.72 4 73 75
o 1.7 -
N 0 1.55
1.52 1.51 . 1.52 .
40 '
1.4
20 1.2
0 1.0
24/10 24/10 24/10 25/10 25/10 25/10 25/10 26/10 26/10
2Q 3Q 4Q 1Q 2Q 3Q 4Q 1Q 2Q
Emm Headcount Billable man-months*1 Unit price per man-month*2

*1 Calculated as: quarterly billable hours per employee / 3 months / 150h.
*2 Calculated as: quarterly sales / (billable hours X 3 months).

+ 7Zero Copyright © pluszero. All rights reserved. | 23



Company Overview

Stably hiring and retaining highly skilled talent

to consistently hire and retain talent. Recruitment strategy is being
optimized in line with the progress of Al as a workforce.

Talent pool of "140 including interns (as of Jan 31, 2026)

From UTokyo Graduate degree Full-time employees

(of all (of all
employees) employe

YoY -4 people

Hiring channels Work environment (Full-time) Avg. age of executive members

Referrals from employees

Hires via job platforms

+ Z€ero Copyright © pluszero. All rights reserved. | 24



Growth strategy

KPIs based on FY10/2026 earnings forecast

Results and trends

(1) Keep existing customers above a set ratio while sustaining , “continuity” and "high growth”
at consistent levels
(2) Maintain while investing in AEI to lift the ,

achieving "high growth” over the medium-to-long term

FY10/26 FY10/26
2Q Forecast

FY10/22 FY10/23 FY10/24 FY10/25

Revenue growth rate 43% 23% 36% 27% 6.8% 30%

sJojedlpul

Gross profit margin 61% 60% 58% 58% 62.1% 60%

AEI-related revenue ratio 11% 99, 15% 24% 29.5% 33%

A
®
=h
®
4
®
>
0
®

A _
)
< _

sJ1o3edIpul

Service-based revenue ratio 2% 3% 3% 2% 2% Results only

+ Zero Copyright © pluszero. All rights reserved. | 25



Business Overview

Balance Sheet Overview

As of the end of Q2 of the fiscal year ending October 2026, the company holds

debt-free management, its Going forward, major planned investments include
. Once projects for the full-scale use of AEI in the sales domain are ready for release,

marketing investments such as advertising and IR/PR will be substantially strengthened. (Unit: yen million)

10/2026 10/2026
tor2025 oz0zs | 1028

. Moreover, with

Current assets 1,532 1,527} Current liabilities 338 360

Cash and deposits 1,193 1,175F Non-current liabilities - -

Non-current assets 322 367 Total liabilities 338 360

Property, plant and 6 7

equipment .

Intangible assets 547 307 Shareholders’ equity 1,515 1,599

Investments and other 63 55 Share capital 36 42

assets Total capital surplus 795 801

Total assets 1.854 1824 Retained earnings 683 879

Treasury stock AO A124

Share acquisition rights — —

Total net assets 1,515 1,599

';'g;cgi;iabilities and net 1,854 1894

+ Zero Copyright © pluszero. All rights reserved. | 26



Medium-term Management 8
Targets Summary

Earnings Forecast/Progress Status/Next
Medium-term Management Targets




Overall

Executive Summary (Financial Figures)

® Forecast sales growth rate is 30%, operating profit growth rate is 43%

(Millio mmm Sales Gross Profit
?/Zﬁ;c Operating Profit ---@--- Gross Profit Margin (right axis)
OPM (right axis)
2,500
2,000
61% 60% ) +30%
[ @ cceeiiiiiiiiiannnan... 58% 1,54'6""Q """"""""""""""""
........... @ ossssscccccce s ecscece
1,500 58%
+36%
904
1,000 23% 894
726 33%
442 235
500 : +106%
. .18A I
+27%
0 — — . ,
2022 10 2023 10 2024 10 202510
Actual Actual Actual Actual

+ Z€r0

2,7
’ 66 100%
80%
66%
. 1,837
60%
50%
1,211
40%
+43%
20%
y 0%
2027~ target
achievement
(Medium-term target
original 2026 10 target)
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Overall

Medium-term Management Targets Progress Overview

* This is the final year of the medium-term management targets. We aim to maximize medium- to long-term earnings while keeping
the targets in sight until the end.

* To that end, we will focus on successfully completing the PoC project for full-scale application of AEI in the sales domainAEl,
which is now in its final stage, and use it as a AEIcatalyst for expanding AEI awareness and adoption.

80%
70% - Med-term Target
Key to Closing the Gap
60% AEIExplosive acceleration of AEI
awareness and adoption Sa leSZ, 7OOM yen
D 50% o OP1,300M yen
g (OPM50%)
o) 40% e °
o ¢ °
S 30% ° . o 2026/10Forecast
-y
Py o ©® e Figures achievable with the same confidence level as before
D 20% o ¢ ® Sales2000M yen (30% growth*)
® OP7.4300M yen(43% growth* OPM37%)
10% *Growth rate 25/10 vs. prior period
o
0%
0% 10% 20% 30% 40% 50% 60%

Operating Profit Margin

(Note): Comparable companies are selected by the Company based on business content, excluding those with operating losses.
Operating profit margin and sales growth rate use the latest announced earnings forecast figures.
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Overall

Measures to Close the Gap Between Medium-term Targets and Forecast

- Accelerating Sales Scalability
AEIIn conjunction with AEI’'s key project, full-scale PR&marketing activities including advertising
are planned to begin.

Full-scale AEI application AEIproject in the sales domain

PoC > Deployment Start Scope Expansion >
Final Stage & Initial Improvements & Feature Enhancement

¥

Preparation > >

- Further Improvement of Operating Profit Margin
AEIImproving efficiency in AEI-related functions, operations, and infrastructure, AEIexpanding AEI’'s
internal sales share is effective.

< > >
- Common: < > < >

Company-wide Al coding (AlIfor programming efficiency is effective.)is effective.
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Overall

New Medium-term Management Targets

® 2027/10 to 2029/10 new three-year medium-term management targets to be

formulated.
® Announcement timing is undetermined. To be announced by 2027/1 at the latest.

* The purpose is "building the foundation for transformative growth.”

®* Challenge Areas(Current Outlook)
* AEI E Elasticfrom Elastic+Enterprize+Evolvingto

* Enterprise EnterpriseAl
* Evolving Self-growing Al

(BAF) w—PF FoLHAFIEE =€ Sk
-0 55 EHAFIZSER () BT (HE)
2,500 -
2,000 o I
MG i 58% 1,546 30/ ............ NeW Medlum_term
w0 ey +2 '7/ .................... ; é%

Targets
(Announcement timing is
undetermined. To be announced
by 2027/1 at the latest.)

1,218
36%
1,000 894
! +23%
726 702 e
442 535

500 - m' —

5 1% =1+106% p—t

0

2022410 A #) 2023451084 2024410 A # 20254108 # 2027 102028 102029 10
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Disclaimer

This document contains forward-looking statements. These forward-looking statements are based
on information available as of the date of this document. These statements do not guarantee
future results or performance. Such forward-looking statements necessarily involve known and
unknown risks and uncertainties, and as a result, actual future performance and financial
conditions may differ materially from the projections of future performance or results expressly or
implicitly indicated by the forward-looking statements.

Factors that could cause results to differ materially from those described in these statements
include, but are not limited to, changes in domestic and international economic conditions and
trends in the industries in which the Company operates.

Furthermore, information regarding matters and organizations other than the Company is based on

publicly available information, and the Company has not verified and does not guarantee the
accuracy or appropriateness of such publicly available information.
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