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Company Information

Market TSE Prime

Industry Provision of services

0)2(0) Shinichi Tamagami

HQ address 2-4-1 Kojimachi, Chiyoda-ku, Tokyo
Year-end March

Homepage https://www.prestigein.com/english/

Stock Information
Share Price Number of shares issued (End of the Fiscal Year) Total Market Cap ROE Act.  Trading Unit

126,791,677shares | ¥75,061 million 10.8% | 100 shares

DPS Est. Dividend yield Est. EPS Est. PER Est. BPS Act. PBR Act.
¥26.00 4.3% ¥41.80 14.7x ¥363.03 1.7x

*Stock price as of closing on July 22. The number of shares issued was obtained by subtracting the number of treasury shares from the number of outstanding
shares as of the end of the previous quarter.

*BPS and ROE are the actual results for the FY ended March 2025. The figures are rounded off.

*DPS and EPS are the company’s estimates for FY ending March 2026.

Consolidated Earnings Trend

. : : Profit Attributable to
Fiscal Year Sales Operating Profit ~ Ordinary Profit Owners of Parent
March 2022 Act. 46,744 6,842 7,151 4,357 34.02 8.50
March 2023 Act. 54,562 7,840 8,378 5,318 41.62 11.00
March 2024 Act. 58,738 7,921 8,458 5,791 45.34 12.00
March 2025 Act. 63,719 7,961 8,416 4,870 38.28 24.00
March 2026 Est. 70,000 8,500 8,900 5,300 41.80 26.00

* The estimated figures are based on the disclosure material made by the Company. Units: million yen.
* The company has adopted the “Accounting Standard for Revenue Recognition (ASBJ Statement No. 29)” etc. at the beginning of the fiscal year ended March
2022.

This report outlines the financial results of Prestige International Inc. for the fiscal year ended March 2025, etc.
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Key Points

In the fiscal year ended March 2025, sales grew 8.5% year on year to 63,719 million yen. As their mainstay assistance
service expanded and the sales in each segment grew, an increase in contracts in the Financial Guarantee Business
contributed to sales growth, offsetting the effect of the completion of vaccine-related operations. Operating profit rose 0.5%
year on year to 7,961 million yen. Earnings in segments with sales growth offset the loss of vaccine-related profit. As a result,
operating profit increased slightly.

For the fiscal year ending March 2026, they forecast that sales will grow 9.9% year on year to 70 billion yen and operating
profit will rise 6.8% year on year to 8.5 billion yen. Sales are expected to increase, as their assistance service, which is the
mainstay, will keep growing and they will continue investment in Roadside Assist and Home Assist services, which are
their core services, and offer valuable services while trying to differentiate them from competing services. Operating profit
is projected to rise, despite the wage increase and commodity price hike, through improving business operation efficiencies
via DX, including Al, and contract price increase with business partners. Regarding dividends, they plan to pay 26.00
yen/share (an interim dividend of 13.00 yen/share and a year-end dividend of 13.00 yen/share), up 2.00 yen/share from
24.00 yen/share in the previous fiscal year. The expected payout ratio is 62.2%.

Although the BPO industry tends to shift resources from human to artificial intelligence in the service processes, they plan
to actively utilize “human resources” from the perspective of their core business in assistance and emergency services. Due
to the fact that inquiries on assistance and emergency situations are very unique from one to the other, and customers may
be panicking in the situation, a “human touch” with a hospitality approach is essential to provide “peace of mind”. However,
apart from direct customer contact points and processes, they will look into every aspect to adopt technologies that will
streamline each process. The goal is to automate documentation, summarization, and work scheduling, as well as
significantly improve efficiency in the fields of robotic process automation (RPA) and chatbots. We would like to pay
attention to the progress of streamlining the process through these technologies and the timing of 1 the improvement in
profitability and operation profit margin will start rising.
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1. Corporate Overview

They operate the BPO (Business Process Outsourcing) Business together with in-house field network in Japan and overseas under the
management philosophy: “To listen to end-user (consumer) inconveniences and troubles, engage in business creation that will lead to
solutions, and grow as a company that contributes by providing solutions to social issues through that development.” Their main services
for BPO include a roadside assistance service provided to automobile insurance company’s policy-holders as well as car manufacturer’s
vehicle owners (executing in a one-stop basis, receiving trouble reports and providing on-site services to solve problems), the Healthcare
Program (https:/www.hcpg.jp/) dealing with injuries and illnesses which Japanese expats and tourists suffered during their overseas stay,
a house maintenance service provided to high status condominium residents, etc. (stopping water leakage, lock opening, housecleaning,
etc.) and a parking area assistance service for companies operating parking lots. For in-house field network, they provide an unique in-

house field network, that fulfills the “last one mile” for the assistance and emergency process. This in-house network provides services;
for automobiles (e.g. towing trucks), for households (e.g. plumbers), for up-market hospitals in Southeast Asia (e.g. “Japanese Help
Desk”), where differentiates themselves largely from other status quo BPO providers. Although all these services are familiar, the
company operates as a B-to-B-to-C business. In other words, they do business under the name of a client enterprise (E.g.: a non-life
insurance company, an automobile-related company, or a real estate management company, or the like) when providing services. Thus
the company name “Prestige International” is not often heard to the public.

(1) Group Philosophy and Group Operating Policy

Group Philosophy

To listen to end-user (consumer) inconveniences and troubles, engage in business creation that will lead to solutions, and grow as a
company that contributes by providing solutions to social issues through that development.

Group Operating Policy

Prestige International Group strives to become a necessary part of our community, trusted by client enterprises and offering solutions
that end users appreciate. While their desire is to continually contribute to society, they also aim to become a global company, prospering
together with client enterprises, shareholders, employees, and local communities.

(2) Outline of business segments

The corporate group provides mainly seven types of businesses. Many of the businesses operated by the company have created and offer
services required by end-users, based on the ambition to “listen to those who have trouble and solve the trouble,” which remains
unchanged ever since the company establishment.

© Automotive Business

This business deals with inquiries from customers and provides roadside assistance service for end-users of their clients, which are non-
life insurance companies as well as automobile manufacturers and dealers. Their contact centers receive calls from customers facing
trouble concerning automobiles, and in-house field staff from group companies or partner companies which meet Prestige International’s
quality standards handle the trouble on site. This allows for the provision of a uniform and high-quality service both in terms of technical
capability and customer services ranging from receiving the report to solving the problem, which is a strength unique to this corporate
group. Even in case an emergency response is required, they swiftly solve trouble anytime, 24 hours a day and 365 days a year, by fusing
IT solutions and optimized backup systems.
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Number of calls received for Number of Dispatches Number of the PREMIER Assist
emergency requests Dispatches

02,400,000 1,940,000  1...190,000

*ﬂ (X}
Number of Accidents Handled Number of calls received for customer support

300,000 1,300,000

(Taken from the corporate website/as of the end of March 2025)

© Property Business

They operate a multilateral business supporting client enterprises, whose mission is shifting from “providing a place to live” to “providing
value in living.” So that customers can feel at ease even more after constructing their home and moving in, and live there for a long time,
the company receives calls concerning housing-related trouble (facilities using water, electrical appliances, fittings, locks, glass, etc.) 24
hours day and 365 days a year, and provides on-site support services where in-house field staff from group companies deal with trouble
on site (house inspections, repairs, emergency measures, etc.). Moreover, they provide a Park Assist service, which is support for
troubleshooting, maintenance, inspections, etc. at coin-operated parking lots and carsharing stations.

hy ol
Number of calls Received Number of Client Enterprises

1,010,000 72

& %
Number of Homed Serviced Number of Contracted Parking Lots

owee3,720,000 e 28,500

(Taken from the corporate website/as of the end of March 2025)

© Global Business

They provide a service for supporting Japanese travelers when they suffer an injury or illness, aimed at non-life insurance companies
which offer overseas travel insurance and enterprises expanding to foreign markets whose employees are stationed abroad. This business
includes phone consultation desks available 24 hours a day, the function of a claim agent, medical support such as “cashless medical
services,” and operation of credit cards for payment in U.S. dollars catering to the insured such as overseas travelers, expats stationed
abroad and their accompanying family members. The network cooperation between the global network of 30 operational bases in 18
countries in the world (as of the end of March 2025) and medical institutions enables response tailored to various circumstances in
different countries and meticulous needs at a local site.



https://www.bridge-salon.jp/?utm_source=report&utm_medium=referral&utm_campaign=4290

https://www.bridge-salon.jp/

BRIDGE REPORT # N\ Bridge Salon

R [+]
e & |
Number of Assessment Overseas group companies Healthcare Provider Network

300,000 19 oo 4,800

9 =
288 =
Healthcare Program Membership PREMIO CARD Membership

wr 30,000 o 20,000

(Taken from the corporate website/as of the end of March 2025)

© Customer Business

As a business that elevates the added value of products and services offered to users by client enterprises, reduces management risks and
creates long-lasting value of “security” and “reliability,” they provide customer support services such as customer communication centers
and comprehensive services for equipment warranty, such as processing requests for repair of household appliances and technical support.
Including a number of service fields into which the corporate group forays for the first time, and businesses where future growth can be
anticipated, this business stably provides high-quality services, backed up by fostered know-how on the operation of contact centers and
human resources with extensive experience accumulated in long-term employment.

*Approximate number of services per year

/-n\ e
@ (N1 /-fll
s ¥
Mumber of devices Number of calls Received Number of transactions

covered by warranty

002,600,000 101,440,000  +,..650,000

(Taken from the corporate website/as of the end of March 2025)

© Financial Guarantee Business

This business offers a variety of services concerning guarantee for financial products related to everyday life, such as rent fees, medical
expenses, nursing care and child support payments. They assume responsibility for the risk of non-payment by end-users (occupants and
users) of their clients which are mainly real estate management companies, medical institutions and nursing care facilities. They utilize
know-how cultivated through these fields to develop unique services.
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Number of contracts for financial guarantee services Number of rent guarantees contracts
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Number of hospital beds covered by medical expenses Rent arrears recovery rate
guarantee
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(Taken from the corporate website/as of the end of March 2025)

© IT Business

This business comprehensively handles business operations by providing core systems and IT technologies that underpin all business
operations of the corporate group. An environment that allows people to manifest their capabilities to the maximum is arranged through
the utilization of IT, such as building and maintaining communication systems essential for contact center operations, and independently
developing and operating tools for the automatization of arrangements and assessments.

© Social Business

The corporate group views as a social responsibility to address the issue of population decline in Japanese rural areas, and creating
employment through the establishment of BPO centers alone is not sufficient to achieve the challenge.. Through the Social business,
they aim for the revitalization of various regions, which will pave the way for the growth of companies. Women’s sport team “Prestige
International Aranmare” has become hubs of local societies, and they aim for the development of each region by growing together with
local governments and other partner companies. They engage in a variety of initiatives, such as providing support to people who work
while raising children through “Orangery Day Care Centers,” which are built adjacent to BPO centers in each region.

@ :
4 X
Mumber of sporting teams operated Cumulative total number of sports athlete hirings

3 158
4

Number of day care centers operated Number of children admitted

8 225

(Taken from the corporate website/as of the end of March 2025)
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(3) History

The motive for founding the company in October 1986 lay in the CEO, Tamagami’s wish for “being able to have access to high-quality
and heartfelt services like in Japan even while staying overseas,” coming from his experience of inconveniences due to the differences
in language and culture when he lived overseas for seven years. In the following year, the company started business in New York and
launched a service for 24-hour response in Japanese to inquiries from Japanese travelers who encountered trouble. After that, the
company widened its scope of the services while broadening the network to major cities in Asia and Europe. The company also
developed their business in Japan and expanded their range.
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Prestige International Inc. was listed on the NASDAQ Japan market in July 2001 and opened a contact center attending to emergency
requests 24 hours a day, 365 days a year in Akita City, Akita Prefecture (current “Akita BPO Main Campus” WEST Wing, approx. 650
seats) in October 2003. The BPO bases, opened with the philosophy of “long-term and stable securing of human resources is what makes
it possible to provide a stable service to customers,” grew in scale, having the EAST Wing (approx. 550 seats) in 2007 and the Satellite
Wing (approx. 300 seats) in 2012. The high-quality infrastructure is highly regarded by clients and the center also plays a part in
generating new employment opportunities in Akita in addition to its role as a showroom. Following the listing on the Second Section of
the TSE in December 2012, the company’s stock was listed on the First Section of the TSE in December 2013. In April 2022, the
company was listed on the Prime Market of TSE in the wake of the TSE market restructuring.

(4) Strengths

They provide services by combining contact centers, which receive calls from end-users and offer “peace of mind”, and field staff who
find a solution on each site, i.e., provide “last one mile” solution. Furthermore, this cooperation is coupled with IT technologies. Such a
system is a feature unique to the corporate group, and also their vision. They contemplate and offer a variety of “systems” and “services”
alongside their client enterprises and group companies in order to address ever-changing needs.

Field

Ability of information
gathering
Ability of problem solving
Hospitality

IT-DX

IT solution
System integration
Technology innovation

(Taken from the corporate website)

In addition, the strengths of the company lie in the stable recurring-revenue business, service operational bases which support their high-
quality service, and consequently the achievement of high profitability and management efficiency. Moreover, the company offers not
only response to phone inquiries, but also one-stop solutions based on assistance services such as on-site response. On-site response by
the company itself and the countrywide network are high barriers to entry, so those are competitive advantages of the company.

@ Stable recurring-revenue business

As the company offers mainly value-added services (special insurance contracts) to the existing customers of their client enterprises,
such as non-life insurance companies, the fluctuation of revenues due to the external environment is relatively insignificant. The fee set
under the outsourcing contract with a client company is calculated by multiplying the number of service users by the unit price of the
service. If the number of service users or the utilization rate per service user increases, it will be reflected in the outsourcing contract fee
for the next fiscal year. The numbers of participating enterprises and users grew especially in regard to the response to automobile-related
trouble owing to better recognition of the company, bringing about a continuous increase of users eligible for the service and elevation
of the usage rate. They also provide similar roadside assistance services to warranty services that automobile manufacturers and dealers
attach to new car sales. The fact that each company is actively expanding its service revenue is also a tailwind. In the real estate-related
service, condominium developers, etc., who used to be dependent on the pay-per-product service of selling off the properties, are
enhancing recurring-revenue business in the same way, also bringing tailwind. Furthermore, the Health Care Program (medical support
for employees assigned to overseas workplaces), which the company operates as an overseas business, is supported by the global
development of enterprises aiming for the remarkably growing overseas market.
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@ Service operation bases which support high-quality services
In order to offer high quality services, the company operates contact centers and provides on-site support services in Japan. In addition,
the company has a global network of 30 operational bases in 18 countries (as of the end of March 2025).

@ BPO operation bases in Japan

Creating Growth Potential | Domestic BPO Centers Operation Status (As of March 31, 2025)

Total Number of Capacity Ratio"" Recruitment Turnover Ratio at
Seats P Progress™ Operating Centers™

Actions for service delivery capability
improvement

®  Flexible expansion of the sites™
+ lwate (approx. 500 seats, net increase

5,916 70.6 % 89.8 % 12.6 s approx. 430 eals)
« Daisen (approx. 100 seats)
(seats) O Occupancy W Occupantion  Vacancy - Katagami (approx. 170 seats)
T% B Reduce in-call volume with online
1.500 sugpon "
! 1 1 + Promote omni-channel reception
1,350 Number of seats increase in FY2025.3 system by building a website, elc., and
o, limit the volume of incoming calls
78.0%
1,200 7 1 « Provide online support through Web
1.050 Seats Real-Time Communication
= = Improve service quality by using Al
+ Train and evaluate new employees,
750 reducing the time it takes to develop
o,
74.6% 64.0% 29.8% operators
600 + Currently under review for use in the
450 68.5% underwriting of automobile damage
insurance and overseas travel
300 69.0% 46.0% insurance
150 ®  Leverage personnel for efficiency
T - - e + Compiling data on busy/non-busy and
tor skills ft h tion.
BPO** Akita Yamagata  Toyama Tsuruoka Yokote Uonuma Nikaho Katagami*® Daisen Iwate . ?)pe;a“;;;sﬂ_l‘esing;sﬁse Ur;::zr;ﬁnand
Est. 2003 2013 2015 2018 2019 2019 2022 2023, 2024 2024 2024 g prog

build a system to complement

(branch)
personnel between teams

(branch)  (branch)

*1 Number of employees (including temporary workers) / Number of seats

*2 Number of personnel required from the business unit / Number of new employees [NOTE] The population (business unit order) may increase during the period/

*3 The names of the individual BPO centers are abbreviated with the name of the region.

*4 Akita BPO Katagami Branch has merged the first prep office opened in 2023 and the second prep office opened in 2024.

*5 Employees who left during the period (April 1, 2024 - March 31, 2025) / (Directly hired employees at the beginning of the period + new employegs during the period)

(Source: the company’s presentation materials)

As of the end of March 2025, they operate 10 BPO centers, including branches. The overall operational capacity is 5,916 seats, while
the capacity ratio at centers is 70.6%, the rate of progress of the plan to recruit necessary personnel from business departments is 89.8%
and turnover rate at centers is 12.6%. In order to elevate the capacity for undertaking tasks, the company thoroughly focuses on (1)
flexible development of centers, (2) reduction of incoming telephone calls by providing online services, (3) improvement of quality by
utilizing Al and (4) streamlining based on the utilization of resources.

@ Providing in-house operated on-site response in major cities throughout Japan

To bridge the call and last-one-mile service, on-site response for the Roadside Assist (automobile-related), Home Assist (real estate-
related), and Park Assist (parking lot-related) are operated and managed wholly by Premier Assist Inc., a group company, in major cities
throughout Japan.

Staft who assist end users with trouble on the site are full-time employees, all wearing crisp clean uniforms, and the company regularly
gives lectures on manners, etc., sparing no effort in initiatives for elevating the service quality. The on-site response by full-time
employees of Premier Assist Inc. is highly regarded and constitutes the source of the company’s competitiveness and differentiation.
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Automotive Business | Roadside Assistance | Dispatch and In-house Production Status

B PREMIER Assist (PA) directly managed and franchisees (FC)

FY2025.3 dispatch ratio p
\
Total Number All Districts “'\/
of Dispatches 942 ’ 60 6 PA | PA+FC f Qf Hokkaido District
17.2% | 28.4% [ENEEe -
YoY(%) (-0-1%) (YoY +1.7pt) | (YoY +3.4pt) SIS} )%5 14.6% | 19.7%
Number of -stop dispatch Q1 mQ2mQ3 mQ4 Gr
ooy T Fiop dispetehes Shikoku District | Chubu District fwf)\ Tohoku District

;

5.0% | 11.3%

1,000 9.6% | 16.9% 9.0% | 21.5%
Kyushu-Oki
800 L DLiIStricltnaWE lr? Kanto District

29.2% | 39.1%

600 24!

15.5% | 27.2% gf ‘?‘ﬂ;?
G

E &/ | Shikoku District Kinki District

‘ — | 18.2% 22.4% | 36.2%

400

200

FY22.3 FY23.3 FY24.3 FY25.3

Due to rounding down fractions, some values may not equal the sum of the separate figures.

(Source: the company's presentation materials)

® Offering services globally
The corporate group has been venturing into overseas markets ever since its establishment, developing business in various countries and
regions. Up to now, they have built and expanded a network of 30 bases in 18 countries in the world (as of the end of March 2025) in
order to utilize their abundant experience and know-how cultivated over long years to provide high-quality services to end-users as a
global enterprise. Offering multilingual services in Japanese, English, etc. 24 hours a day, 365 days a year at every of these corporate
group’s bases is facilitated by the global network of approximately 4,800 medical institutions extended throughout the world.

(as of July, 2025)

Hanoi Hong Kong
London ‘ | :
° Bangkok | Shanghai
Los Angeles (Irvi
Yangon y « Tokyo A g (Irvine)
Delhi o 9 e Taipei ME):ICO City
(Gurgaon) b e ==
\ Manila
Kuala Lumpur -~ °
7 Phnom Penh
prEsears Sao Paulo »
Jakarta e Sydney

(Taken from the corporate website)
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2. Medium-Term Business Plan

On May 10, 2024, the company announced its three-year medium-term business plan started in FY 2025.

[New Medium-Term Business Plan (8th Medium-Term Business Plan)]

©Positioning

They have launched a three-year medium-term business plan, “Origin/Next 50,” starting in the fiscal year ending March 2025 and
continuing through the fiscal year ending March 2027, which marks the 40" anniversary of the founding of the company. “Origin/Next
50" is the first half of the plan to move beyond the 40" anniversary of the company’s founding to become a 50-year company. The new
medium-term business plan is intended to serve as a “Nexus Point = Bridge between the Past and the Future.” Based on its “Starting
Point,” “Strengths,” and “Vision for the Future,” they will pursue niche, unique, and edgy business developments over the next decade
in a manner that is true to the corporate group’s identity.

©Future business environment
Initiatives that customers will need to

Industry Future industry environment

address

@ A once-in-a-century period of industry transformation

@ Widespread adoption of connected cars and automated
driving

@ Changes in vehicle usage, such as CASE and MaaS

Automotive industry

- . — ®Labor shorta,

# Rising real estate prices and polarization apor shortages

Real estate industry @ Delay in [T/DX in an industry .
.. @ Rising wages

@ Lack of condominium management staff

L 2 ]')1'16 to an aging popula.tlon @d the. shift to nuclear @ Higher prices

families, rent guarantees are increasingly in demand.
Warranty-related industry @ Continued expansion of product warranties, extended & Advances in IT

warranties, etc. due to growing interest in SDGs and

awareness of using products for a long time. . .
gp g ¢ Environmental initiatives

@ Increased demand due to labor shortages across all
industries

@ Recruitment difficulties, rising labor costs

@ Al diffusion

Call center industry

© Management goals and earnings trends

Forecast for FY Medium-term goals CAGR for the three
Results for FY 3/24 | Results for FY 3/25 . f the medium-
esults for / esults for / 196 for FY 327 years o Fmedlum
term business plan
Sales 58,738 63,719 70,000 75,000 +10.0%
Operating 7.921 7,961 8,500 10,000 +9.6%
profit
Dividend
Hvigene 26.5% 62.7% 62.2% 60% or more -
payout ratio
Total return
ol T 35.1% 72.9% - 70% or more -
ratio
ROE 13.9% 10.8% - 15% or more -

*Unit: million yen

The basic policy of the new medium-term business plan is to increase the volume of existing subscription-based business contracts,
capitalize on peripheral businesses where outsourcing is increasing amid labor shortages, and cultivate new businesses.

10
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© Overall strategy
@ Creating Business Potential
<Thorough improvement of quality and profitability of existing businesses>

Revenue management for each BPO site/project

(0 IR Selection and concentration of existing consigned projects and appropriate pricing

Common infrastructure for operation systems

@ Development of a service platform-based revenue model

<Development and provision of a one-time-pay-type service platform that does not require human intervention, including
systems>

The current business model in which client companies outsource their operations to the contact center of Prestige International involves
such issues as a lack of system coordination between the client company and the contact center, a lack of real-time data sharing, and
increased operating costs. They plan to develop a service that integrates operations by incorporating the client company’s telephone
network into Prestige International’s contact center system. By charging per ID, the client company can curtail installation costs (because
existing business phones can be used and there is no need to alter the Internet environment). The service also allows for the coexistence

of internal and external telephones, real-time data sharing, and the integration of multiple communication methods, such as handheld
phones used in stores and wireless devices to streamline their operations.

In addition, as a future one-time-pay-type revenue model, they will also work to build a revenue model that does not rely on human resources
by providing a system that can automate and streamline business processes, for example, building a system that uses Al to calculate the
amount of damage from a car accident based on images taken at the scene when staff are dispatched to a car accident. They also plan to
introduce a service in which Al automatically estimates the amount of damage to a car from the images and charges for each case.

@ Flexible expansion of the sites

<Meeting the growing demand by opening satellite BPO bases (approximately 100-150 seats)>

Establish satellites to connect large BPO sites and promote employment by expanding the area as a
whole rather than just a single point.

Overall measures Targeting areas where commuting is long and recruiting is difficult, and where female participation in
the workforce is high.
Rapidly expand contract capacity

© Individual business strategies

D Automotive Business

(1) The automobile industry is undergoing a once-in-a-century period of transformation, and they will actively seek to capture new demand.
Working on CASE & MaaS

Respond to changes in EVs, connected, online sales, automated driving, etc. and take a holistic approach to new demands and changes.

Accident assessment using Al (pay-per-use business model))

Revenue from recurring business model for roadside assistance + Revenue from pay-per-use and recurring business model for
accident response.

Provide service platforms such as automated operating systems (pay-per-use business model)
Prevent lost opportunities and increase revenue from new customers.

(2) To develop new services in the automotive field

Existing services Developing services
Complete Vehicle Customer center Autonomous driving, online show room
Manufacturers

Non-life insurance | Roadside assistance, accident reception, emergency .. .
1 Autonomous driving, accident assessment

ca

Rent-a-car Roadside assistance CASE

Passenger transport | - MaaS, autonomous driving
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Gas station - EV charging equipment maintenance
Dealer/Retailer Extended warranty, maintenance program Integrated customer centers, online sales, battery

recycling for EV vehicles, land transportation and

delivery of vehicles

(3) The conventional approach of providing three-pronged services with contact centers, IT/DX, and field operations will be replaced
by a new approach that offers services based on individual functions tailored to specific needs.

@ Property Business

(1) Foray into the field of rental apartments, provision of next-generation management services and integrated management services
They have focused on providing on-site repairs (for leaks and clogging) and housing equipment inspections as its main business for
condominiums. However, it now plans to actively expand its on-site repair services to rental apartments as well. Additionally, to address
the shortage of condominium management personnel and the decline in management quality, they will introduce next-generation
management services that combine patrol management with IT, primarily for condominiums. Furthermore, they plan to offer integrated
customer services that comprehensively provide these services to both rental apartments and condominiums.

(2) To provide next-generation management services to condominium developers and management companies

They will actively promote its next-generation management service, Smart Desk Smart Call (Smart Management), which combines
patrol management and IT, to condominium developers and management companies. This Smart Desk Smart Call (Smart Management)
is a solution to the shortage of building managers. Users who introduce it will be able to adopt the IoT for condominium management
tasks such as guidance, reception, and attendance through smartphone apps, tablets, and touch-screen signage. In addition, they will be
able to provide a new condominium management service by adding on-site services, regular patrols, inspections, cleaning, and garbage
disposal, which are management tasks that can only be done by people.

® Global Business

(1) Expanding services in the markets for expatriates and travelers in processes from pre-departure to returning home

Their Global Business focuses on providing services to end users traveling overseas who use Overseas Travel Insurance Assistance
Services (OTAI), the Health Care Program for Expatriates (HCP), the Medical Support Program (MSP), the Japanese Help Desk (JHD),
the Premier Health Clinics (PHC), and Credit Cards (*US only (CARD)). In the future, they will work with HCPs to promote its brand
even before customers depart and are assigned to work and create opportunities to collaborate with local solutions such as JHD, HCP,
and MSP and provide touchpoints at the time of customers’ travel before departure or when temporarily returning home. By doing so,
they aim to establish an economic zone for global business centered on medical-related businesses.

(2) To expand the Japanese Help Desk and Premier Health Clinic.

Set up a help desk for Japanese patients in the hospital to assist

them in every step of the process related to their medical

(Japanese Help Desk)

53 locations in Southeast Asia

As of the end of March 2024
treatment (Commissions will be paid for each case of support.) (Asof the end of Marc )

The clinic specializes in medical care for Japanese people, | 2 clinics in India

PHC
(Premier Health Clinic)

including transparency in reimbursement and explanation of | 1 clinic in Mexico
medical treatments and medicines in Japanese. (As of the end of March 2024)

@ Financial Guarantee Business

They will strengthen the Rent Guarantee Business, which is a pillar of growth and earnings, and expand it. They will also nurture the
medical and nursing care expense guarantee business to reach its full potential. They will enhance the Rent Guarantee Business, a pillar
of growth and earnings, by expanding and evolving its strengths. They will invest for growth, strengthen its products, services, and
technological capabilities, and discuss mergers and acquisitions. Medical and nursing care expense guarantees will be positioned as the
next pillar of growth and nurtured to its full potential. They will continue to make upfront investments to improve their popularity, access
potential customers, and increase sales frequency. In addition, they will create new businesses to make up for the shortage caused by
social changes. In new businesses, they will make investments to take on new challenges, search for business opportunities, and acquire
local knowledge and know-how through trials.
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® IT and DX

(1) They will build a development system in Vietham, Myanmar, and Thailand, using Singapore as a hub.

Currently, PI EIS Insurance Technology Inc., which is a group company in charge of development of medium/large-scale systems,
recruits engineers for offshoring in mainly Singapore, but from now on, it will recruit personnel also in Vietnam, Myanmar, and Thailand,
to establish a development system with the hub located in Singapore.

(2) They will promote the standardization, labor saving, and automation of service platforms.

As of the end of the fiscal year ending March 2024, the development and maintenance structure for IT and DX has a total of 200
employees: 100 in Japan and 100 overseas. They plan to increase the number of development and maintenance staff members for IT and
DX to a total of 300 by the end of the fiscal year ending March 2025 (100 in Japan and 200 overseas) and to a total of 400 by the end of
the fiscal year ending March 2027 (100 in Japan and 300 overseas).

In addition, they will strengthen development using Al, which will be utilized for voice and natural language dialogue services to improve
call routing and optimize the process of handling incoming calls. Al will also be utilized in the application of image recognition
technology to help assess accidents and will also be used to support intellectual operations such as information entry/registration and
back-office operations.

© Financial Strategy

@ Changes in invested capital

(1) They will change the ratios of equity and interest-bearing debt in its invested capital and lower equity ratio from 64.9% to the 50%
level in three years. Thereafter, they will continue efforts to maintain an appropriate level of equity capital.

(2) They will use interest-bearing debt in a well-balanced manner and limit the increase in equity, based on the premise that they will
continue to invest while simultaneously strengthening shareholder returns.

@ Capital Allocation

(1) They will implement an aggressive growth investment of 12 billion yen over the three years of the new medium-term business plan,
centered on the development of new business bases.

(2) They intend to increase the dividend payout ratio in line with business expansion and enhance shareholder returns to achieve a total
of 13 billion yen in shareholder returns in the three years of the new medium-term business plan.

IT and DX
invzrsltment @ 1T investment for DX and labor-saving, standardizing the system infrastructure,
. Al etc.
3 billion yen
@ Opened a BPO branch with 100 seats in Daisen City, Akita Prefecture in April
Growth 2024 } ) ) ) )
. . @ Second Preparation Room with 160 seats opened in June 2024 in Katagami
Operating | investment oo . .
CF Capital investment | City, Akita.
25 billion 9 billion yen (130 seats in the first preparation room opened in June 2023)
en @ Opened BPO center with 800 seats (provisional name) in Katagami City, Akita
Y Prefecture in 2026
# Flexible expansion of business bases (5 to 6 locations)
Shareholder @ To raise dividend payout ratio from the current level of approximately 30% to
Shareholder Returm 60% or over by the second year
return " #Balanced approach of dividends and share buybacks (up to 3 billion yen) in
13 billion yen . . .
consideration of stock price, etc.

® Improvement of ROE

(1) They will raise ROE from 13.9% in the fiscal year ended March 2024 to 15% in the fiscal year ending March 2027. They will further
increase ROE in the fiscal year ending March 2027 and beyond through medium-term initiatives.

(2) They will reduce equity ratio from 64.9% in the fiscal year ended March 2024 to the 50% level in the fiscal year ending March 2027.
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<Medium-term initiatives to improve ROE>

@ Sccuring free cash

@ Continuously increasing the dividend amount

@ Preventing capital accumulation

#Reducing equity through increased return

® Increasing profitability through business growth

©Sustainability

@D Succession Plan for CEO

They plan to adopt a management structure under a new CEO in or after 2027, the 40" anniversary of the company’s founding. In
preparation for this, they have designated the period from 2024 to 2025 as a period for evaluating, identifying, and narrowing down
succession candidates, and will submit individual reports from senior executive officers and executives at higher positions and conduct
individual interviews with senior executive officers. The Nomination and Compensation Committee will report on the results of the
evaluation. The plan is to nominate and announce successors in or after 2026 through approval of successors by the Nomination and
Compensation Committee and the Board of Directors.

® SDGs
SDGs

Environment

Employees

Local

Communities

Governance

With the goal of achieving the SDGs, they aim to create a sustainable society through its business.

Promote initiatives for a decarbonized and resource-efficient society.
<Solar panels installed at BPO sites (Iwate BPO Fortress), Commenced EV Recharging Service, etc.>

Create an organizational climate and structure that allows all employees to work and play an active role in the
company.
<Gathering for mothers on maternity leave, Improve employee benefits, etc.>

Create employment environments in local cities where youth and women can continue to pursue their dreams or
goals.
<Organizing local community events, Holding sports clinics, etc.>

Promote the development of corporate structures and training for employees to understand the basic framework of
corporate governance in relation to all stakeholders and to improve shareholder returns and corporate value.

® ESG Initiatives for Achieving the SDGs

Environment

Community

Environmental Initiatives

Aim to reduce CO2 emissions by50% by 2030 and 100% (net zero) by 2050. Implementing initiatives to achieve these
targets.

4 Implementation of renewable energy.

# Installing solar panels at BPO centers.

@ Converting company vehicles to EVs

# Business investment in EV energy saving services, etc.

Regional Revitalization

@ Contribute to regional revitalization by creating and maintaining employment through the establishment of a large-
scale BPO center and satellite centers in the surrounding area.

@By establishing new satellite centers, we will strengthen recruitment in a wide area, prevent the outflow of youth,
etc. for job opportunities, and contribute to creating a community where people can take root.

Employee & Diversity
Continue to set a target of 50% female managers and implement initiatives to create a comfortable working
environment for all, regardless of age or gender.
# Utilization of diverse human resources
Employment of 100 foreigners in the next 3 years and employment of 30 individuals with disabled people per year.
@ Improve engagement

Clarify job responsibilities, establish a training system, provide opportunities for skill development (Encourage and
support skills acquisition, idea competitions, etc.), expand allowances and incentives
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Governance

Beyond the 40th anniversary of the Company’s founding, we will strengthen the foundation and ensure compliance
for the next 50 years of the company and realize the succession plan of the current management team.

@ Improve disclosure of information.

#Building a plan for developing the next management team.

Governance

®Review and strengthen BCP measures..

(@) External evaluation
B External Evaluation of Sustainability and ESG B Inclusion in SRI Indexes and Evaluation
g Certified as a Health and Productivity
..-1-;;_'“&"" Management Outstanding Organization in the MSCI Received A rating from MSC/I ESG Rating
RN E;‘x large enterprise category. ESG RATINGS (Since January 2023)
it cad ooy (FY2021.3 - FY2024.3 *third consecutive year) [EZIMETRETY - RYRrey|
Obtained Kurumin Certification as a company 2023 CONSTITUENT MsciB&# | Selected as one of the component stocks for
committed to childcare support. i SERIE M (WIN) The MSCI Japan Empowering Women (WIN)
+4 . .
2 Awarded a two-star rating for Eruboshi Award as ¢ % FTSEBlossom Selected as one of the component stocks for
2 b we have demonstrated excellent performance in 2 Jn::l:it?:elcrhor ETSE Blossom Japan Sector Relative Index
‘a@'w‘q“ promoting women's advancement. e * P
. i i S&PIPX
Disclosure and Website " Selected as one of the component stocks for
ROCT S&P/JPX Carbon Efficient Index
; BEFEVY Received the Silver Prize for Gomez IR Site
= Ranking 2023 o
2023 MORMINGSTAR Gen Di ) Selected as one of the component stocks for the
s o 8 s Doty Morningstar Japan ex-REIT Gender Diversity
’*igé_};j Awarded the All Markets Ranking AA Website  m Tilt Index (GenDi J)
- 2023 = Award for All Japanese Listed Companies’
Elg;’gﬁ»"' Website Ranking by Nikko Investor Relations

(Source: the company’s medium-term business plan)

Earnings trends and the Medium-Term Business Plan (million yen)
80,000 20,000
3 Sales (Left scale) -+ Operating profit (Right scale)
60,000 i 15,000
40,000 10,000
20,000 5,000
FY306 FY30T FY308 FY309 FYII0 FY¥I FY3I2 FY3I3 FYYM FYXIS FY3I6 FY3IT FYYIE FY39 FY320 FY321 FY322 FY325 FY3XM i-'\’.‘\'l_*nl';‘r'.'\-‘.'a:(»_ I“I‘-'Il’r'
™ e o
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3. Fiscal Year Ended March 2025 Earnings Results

(1) Consolidated Business Results

Company’s Difference
FY 324 Ratio to Sales FY 3/25 Ratio to Sales YoY .p Y from the
estimates .
estimates
Sales 58,738 100.0% 63,719 100.0% +8.5% 63,000 +1.1%
Gross Profit 13,757 23.4% 14,037 22.0% +2.0% - -
SG&A 5,835 9.9% 6,076 9.5% +4.1% - -
Operating Profit 7,921 13.5% 7,961 12.5% +0.5% 8,000 -0.5%
Ordinary Profit 8,458 14.4% 8,416 13.2% -0.5% 8,500 -1.0%
Profit Attributable to 5,791 9.9% 4870 7.6% -15.9% 5,300 8.1%
Owners of Parent

*Unit: million yen
*The figures include the figures calculated by Investment Bridge Co., Ltd. as reference values and may differ from the actual figures. (The same applies below.)

Sales grew 8.5% year on year and profit rose 0.5% year on year.

Sales grew 8.5% year on year to 63,719 million yen. As their assistance service, which is the mainstay, expanded, the sales in each
segment grew, and the increase of contracts in the Financial Guarantee Business contributed to sales growth, offsetting the effect of the
decrease of vaccine-related operations.

Operating profit rose 0.5% year on year to 7,961 million yen, again the earnings in the segments that saw sales growth offset the decrease
of vaccine-related profit As a result, operating profit increased slightly.

Gross profit margin declined 1.4 points year on year to 22.0%, and the ratio of SGA to sales decreased 0.4 points year on year. As a
result, operating profit margin dropped 1 point year on year to 12.5%. Ordinary profit margin declined 0.5% year on year, as investment
gain on equity method, which was posted as non-operating profit, increased while exchange loss, which was posted as non-operating
expenses, decreased. Profit attributable to owners of parent declined 15.9% year on year, due to the decline in extraordinary gain from
the sale of shares, which was recorded in the previous fiscal year, the disappearance of tax effects of the liquidation of a subsidiary, the
decrease in tax break due to the taxation for promoting the rise in wages, etc. When vaccine-related operations are excluded, sales and
operating profit increased 11.2% and 9.5%, respectively, year on year.

Sales exceeded the initial forecast, but operating profit, ordinary profit, and profit attributable to owners of parent fell below the initial
forecast slightly.

(2) Trends by Segment

Sales FY3/24 Composition ratio FY3/25 Composition ratio YoY

Automotive Business 25,300 43.1% 27254 42.8% +7.7%
Property Business 7,061 12.0% 8,652 13.6% +22.5%
Global Business 8,105 13.8% 8,934 14.0% +10.2%
Customer Business 7,949 13.5% 6,743 10.6% -15.2%
Financial Guarantee Business 8,971 15.3% 10,572 16.6% +17.8%
IT Business 665 1.1% 865 1.4% +30.0%
Social Business 683 1.2% 697 1.1% +2.0%
Consolidated Sales 58,738 100.0% 63,719 100.0% +8.5%
Operating Profit FY3/24 Profit margin FY3/25 Profit margin YoY

Automotive Business 3,542 14.0% 3,448 12.7% -2.6%
Property Business 502 7.1% 730 8.4% +45.4%
Global Business 805 9.9% 1,138 12.7% +41.3%
Customer Business 1,218 15.3% 797 11.8% -34.6%
Financial Guarantee Business 2,073 23.1% 2,336 22.1% +12.7%
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IT Business 133 20.0% 114 13.2% -14.3%
Social Business -366 - -578 - -
Consolidated Operating Profit 7921 13.5% 7,961 12.5% +0.5%
*Unit: million yen
Factors for Sales (Segment)
(Unit: Million yen)
66,000
64,000 1,601 200 14 63,719
62,000 L =
' 1953 [ A 1,206
00099 5g738
58,000
56,000
54,000
52,000
50,000
o Automotive Global Financial Guarantee N Social ) R
FY3/24 Property Customer I FY3/25

*Produced by Investment Bridge Co., Ltd. Based on disclosed material.

Automotive Business (accounting for 42.8% of sales in FY 2025)

Sales grew 7.7% but profit declined 2.6% year on year.

The Automotive Business, which mainly offers roadside assistance services to non-life insurance companies and automobile
manufacturers, saw sales growth, thanks to the increase of vehicles covered by auto insurance provided by mainly direct auto insurance
companies, the increase of operations in client companies for automobile equipment, and the start of assistance for new leading used car
dealers. In addition, the number of cases of Roadside Assist in FY 2025 was 942,606, down 0.1% from the previous fiscal year, due to
the termination of contracts with some client companies.

Operating profit declined slightly, as unit prices and expenditures to subcontractors augmented and the revision to fees for outsourcing
to some client enterprises did not progress. The strengthening of the on-site support system of Premier Assist Inc., which is a group
company, contributed to the curtailment of outsourcing costs. Operating profit margin dropped 1.3 points year on year to 12.7%.

The number of bases directly managed by Premier Assist in FY 3/2025 was 33, down 1 from the end of the previous fiscal year, but the
total number of employees and the number of vehicles increased.

PREMIER Assist Roadside Assist FY 3/23 FY 3/24 FY 3/25 Increase/decrease
PREMIER Assist Number of Bases 31 34 33 -1
PREMIER Assist Number of FC 85 107 116 +9
Number of FCs with portable EV chargers deployed - 73 84 +11
PREMIER Assist Number of Staff at PA Bases 254 278 309 +31
PREMIER Assist Number of Vehicles Owned by PA 222 236 276 +40
Tow trucks 56 68 75 +7
Tow trucks capable of supplying power to EVs 45 56 62 +6
Loading trucks 80 79 96 +17
Service cars 78 85 102 +17
Special vehicles - exclusively used for motorbikes 2 0 0 0
Motorbikes 6 4 3 -1

*Produced by Investment Bridge Co., Ltd. with reference to the company’s presentation materials
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Property Business (accounting for 13.6% of sales in FY 2025)

Sales and profit grew 22.5% and 45.4%, respectively, year on year.

In the Property Business, which repairs condominiums, apartments, and detached houses and maintains coin-operated parking lots, sales
grew due to the business expansion as on-site support services for rental housing in Home Assist performed as planned.

Operating profit rose, as on-site support services for rental housing performed as planned. The strengthening of the on-site support
system of Premier Assist Inc., which is a group company, contributed to the curtailment of outsourcing costs. In addition, operating profit
margin rose 1.3 points year on year to 8.4%. The total number of Home Assist cases in FY 2025 was 148,872, up 2.1% year on year,
and the total number of Park Assist cases rose 3.3% year on year to 306,990.

Material items regarding the house

. . . . FY 3/23 FY 3/24 FY 3/25 Increase/decrease
maintenance service of Premier Assist

No. of bases 14 14 16 +2
No. of staff members 136 141 157 +16
No. of cases [thousand] 156 145 148 +3
Share in Premier Assist 34.2% 35.9% 35.9% 0P

Maten.als items regardmg the Parkmg area Increase/decrease

assistance service of Premier Assist

No. of bases 11 10 12 +2
No. of staff members 263 264 257 -7

*Produced by Investment Bridge Co., Ltd. with reference to the company’s presentation materials

Global Business (accounting for 14.0% of sales in FY 2025)

Sales and profit grew 10.2% and 41.3%, respectively, year on year.

In the Global Business, which offers medical support (Health Care Program) for claim agents and expatriates for overseas travel
insurance, sales grew as the number of subscribers to Health Care Program, which is the mainstay, as they increased new client
companies and the area of existing client companies increased.

Operating profit increased, thanks to the improvement in profitability through the revision to outsourcing fees for overseas Japanese-
language services. Operating profit margin rose 2.8 points year on year to 12.7%. In addition, the number of subscribers increased as
more people became aware of “Japanese Help Desk,” which supports subscribers in receiving a diagnosis in Japanese at overseas
medical institutions.

Customer Business (accounting for 10.6% of sales in FY 2025)

Sales and profit decreased 15.2% and 34.6%, respectively, year on year.

In the Customer Business, which offers customer support services, sales and profit declined, as vaccine-related operations, which
contributed to business performance temporarily until the previous fiscal year, ended and contracts with some client companies expired,
although sales grew due to the increase of existing business operations.

In addition, operating profit margin declined 3.5% year on year to 11.8% for the same reason.

Financial Guarantee Business (accounting for 16.6% of sales in FY 2025)

Sales and profit increased 17.8% and 12.7%, respectively, year on year.

The sales of the Financial Guarantee Business, which offers financial guarantee services related to daily life, including rents and medical
expenses, increased, as the number of contracts in the Rent Guarantee Business, which is operated by the group company Entrust Inc.,
grew, the ratio of the business model of adding rent guarantee when requested increased and the growth of the Medical Expense Guarantee
Business and the Nursing Care Guarantee Business contributed.

Operating profit rose, as the augmentation of allowance for doubtful accounts was offset by the sales growth. Operating profit margin
dropped 1.0 points year on year to 22.1%.

18


https://www.bridge-salon.jp/?utm_source=report&utm_medium=referral&utm_campaign=4290

https://www.bridge-salon.jp/

BRIDGE REPORT « \ Bridge Salon

IT Business (accounting for 1.4% of sales in FY 2025)

Sales grew 30.0% but profit declined 14.3% year on year.

The sales of the IT Business, which offers IT solutions, increased, as they undertook the development of supply chain management
systems steadily.

Operating profit declined, as they increased overseas personnel in parallel with the expansion of the offshore IT development system
and upfront expenses were posted. Operating profit margin dropped 6.8 points year on year to 13.2%.

Social Business (accounting for 1.1% of sales in FY 2025)

Sales increased 2.0% year on year, and operating loss expanded 212 million yen year on year.

The sales of the Social Business, which operates the women’s sport team “Aranmare,” childcare and regional revitalization businesses,
increased, as the revenue from sponsors of “Aranmare” grew as its popularity improved and an in-house nursery school was opened.
Operating profit declined, as they increased personnel expenses for improving the system and competitiveness of the sports business and
increasing the number of pupils in the childcare business.

(3) Financial Condition and Cash Flows

©Financial Condition
Mar. 2024 Mar. 2025 Mar. 2024 Mar. 2025
Cash and deposits 22,790 23,407 Trade payables 1,422 1,433
Trade receivables 6,404 6485 | Shortterm 125 125
borrowings
Advances paid 9,572 10,730 | Current liabilities 17,778 19,095
Current assets 40,740 42,224 Long—term 125 -
borrowings
Buildings and 10,993 13,644 | fSset retirement 1,056 2,126
structures obligation
Tangible assets 14,941 16,221 | Noncurrent liabilities 2,832 2,853
Intangible assets 2,134 2,319 | Liabilities 20,611 21,948
Investments and 10,019 10,825 | Net assets 47204 49,641
Others
Noncurrent assets 27,096 29,366 Retained eamings 37,043 39,619
Total assets 67,836 71,500 | 1otal liabilities and 67,836 71,590
net assets

Interest-bearing debt: 250 million yen as of the end of March 2024, 125 million yen as of the end of March 2025
*Unit: million yen

*Interest-bearing liabilities = Borrowings (excluding lease obligations)

Current
Liabillities '°+092

Current Assets 42,224 O et 2853

Net Assets 49,641

Non-Current

Ascots 29.366

*Produced by Investment Bridge Co., Ltd. based on disclosed material.
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Total assets at the end of the fiscal year ended March 2025 stood at 71,590 million yen, growing 3,754 million yen from the end of the
previous fiscal year. Assets increased mainly due to a rise in cash and deposits, advances paid, buildings and structures, investment
securities, etc., while liabilities and net assets grew mainly due to an augmentation in contract liabilities, provision for bonuses, and
retained earnings brought about by the increase in profit attributable to owners of parent. The liquidity of assets is high, as current assets
account for approx. 59% of total assets. Capital-to-asset ratio remains as high as 64.3%.

©Cash Flow
In
FY 324 FY 3/25 crease/ YoY
decrease
Operating Cash Flow 5,883 7,840 +1,956 +33.3%
Investment Cash Flow -2,614 -3,869 -1,255 -
Free Cash Flow 3,269 3971 +701 +21.5%
Financial Cash Flow -2.377 -3,196 -819 -
Cash and Equivalents at Quarter End 22,779 23,396 +617 +2.7%
*Unit: million yen
Factors for Cash and Equivalents
(Unit: Million yen)
35,000
7,840

30,000
25,000 22,779 A 3,869 23,396
20,000 A 3,196 A 157
15,000
10,000

5,000

0
FY3/25 Operating CF Investment CF Financial CF Translation FY3/25
Balanoe at the beginning of the fiscal year I}jﬂ‘erence Balance at the end of the fiscal vear

Produced by Investment Bridge Co., Ltd. based on disclosed material.

In terms of cash flows, the cash inflow from operating activities increased due to the decline in increases in accounts receivable and
advances paid. The cash outflow from investment activities augmented, due to the increases in expenditures for acquiring tangible and
intangible fixed assets and for acquiring investment securities, but the surplus of free cash flow, too, increased. The cash outflow from
financial activities augmented due to the increase in payment of dividends. Accordingly, the year-end cash position increased 2.7% year
on year.

(4) Sustainability

© Diversity promotion project

They consider that an important basic strategy is to create an environment where all employees can work lively with peace of mind and
contribute to local communities. Evolving the women’s advancement promotion project launched in 2018 into a diversity promotion
project, they aim to realize flexible, diverse workstyles while respecting the values, individuality, and background of each employee.

Review of the results in FY 3/2025 and issues to be solved
They conducted a questionnaire survey and distributed information on unconscious bias at workplaces. The initiatives for promoting
“women’s advancement,” which have been implemented since 2018, were diffused inside the company and bore some fruit. As the
next step, they analyzed over 1,000 answers to their questionnaire in order to shift to a theme of developing an environment where

not only women, but also all other people can work comfortably as they are, and summarized the policies and initiatives they will
pursue.
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Policy for activities in FY 3/2026 and goals for the period until the final fiscal year (FY 3/2027) of the medium-term

management plan

@ To reform employees’ awareness by distributing information and training personnel for shifting of focus from the advancement of
women to diversity, the elimination of unconscious bias, etc.

4 To develop an environment where employees can take special leave or paid leave for nursing care, childcare, disease treatment,
etc., reconsider the conditions for taking such leave, and promote employees to use the in-house system

Results in FY 3/2025 Goals for FY 3/2027

Ratio of female managers 42.0% 50% or higher
Ratio of male employees who 70.6% 80% or higher
have taken childcare leave

Ratio of employees with 2.34% 2.7% or higher
disabilities

Resignation for nursing care 3.8% 3% or lower
Employees’ engagement score -69.75 points -60.00 points

© Project for Health and Productivity Management

They implement initiatives for Health and Productivity Management in order to maintain and enhance the health of employees, prevent
physical and mental disorders or cure them early, under the direction of the representative director with the personnel affairs division and
the business administration division serving as a secretariat, while enlisting cooperation from the health insurance association, BPO
bases, etc. so as to realize an environment where employees can work cheerfully and healthily.

Review of the results in FY 3/2025 and issues to be solved

Considering the insufficiency of collection of quantitative data and the measurement of effects of conventional activities as a problem,
they formulated a strategic roadmap and operated projects while considering the PDCA cycle in each measure. In the first year of the
three-year strategic roadmap, they implemented some measures, including online seminars, with the aim of improving the literacy of
employees.

Policy for activities in FY 3/2026 and goals for the period until the final fiscal year (FY 3/2027) of the medium-term

management plan
Designating the following two items as managerial issues to be solved through Health and Productivity Management, each BPO base
will make proactive efforts to achieve the goals.
@ They aim to avoid the decline in productivity caused by physical and mental disorders and solve the problem of shortage of
manpower.
@ They aim to improve engagement with measures, such as events, and reduce turnover rate.

Goals for FY 3/2027
Ratio of cigarette smokers 15% or lower
Ratio of employees whose BMI or
body weight is within the normal 68% or higher
range
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4. Fiscal Year Ending March 2026 Earnings Estimates

(1) Consolidated Earnings Estimates

. FY 3/26 Est. by th .
FY 3/25 Act. Ratio to Sales St Dy the Ratio to Sales YoY
Company

Sales 63,719 100.0% 70,000 100.0% 9.9%
Operating Profit 7,961 12.5% 8,500 12.1% 6.8%
Ordinary Profit 8,416 13.2% 8,900 12.7% 5.7%
Profit Attributable t

© uHabie o 4,870 7.6% 5,300 7.6% 8.8%
Owners of Parent

*Unit: million yen

Sales and operating profit are expected to rise 9.9% and 6.8%, respectively, year on year.

Due to the steep hike of commodity prices and the rise in wages in recent years, there is a rapid trend of reflecting augmented costs onto
contract prices. But not all the price increases will be successful, so they are required to offer services with more added value and or process
enhancement through DX, including Al, the streamlining of operations, etc. Therefore, they will invest in the system for developing IT
technologies, including Al to strengthen it.

For the fiscal year ending March 2026, they forecast that sales will grow 9.9% year on year to 70 billion yen and operating profit will rise
6.8% year on year to 8.5 billion yen.

Sales are expected to increase, as their assistance service, which is the mainstay, will keep growing and they will continue investment in
Roadside Assist and Home Assist services, which are their core services, and offer valuable services while trying to differentiate them
from competing services.

Operating profit is projected to rise, despite the wage increase and commodity price hike, through improving business operation
efficiencies by DX, including Al, and contract price increase with business partners. . Operating profit margin is forecast to decline
0.4 points year on year to 12.1%.

Regarding dividends, they plan to pay 26.00 yen/share (an interim dividend of 13.00 yen/share and a year-end dividend of 13.00 yen/share),
up 2.00 yen/share from 24.00 yen/share in the previous fiscal year. The expected payout ratio is 62.2%.

e 144 70,000

13.5%

58,738

9.8%

] . B % s ]
. 1254 N 12.1%
54562
46,744
42317 40617
37,196
20477 10
27,328
24225 55905 24619 ‘
- a P 6,842 7,840 92 7.961 8,500
2,380 2,809 2,952 3.345 3,768 4,230 4,687 4,959 0,233
— s - - - - - - ] [ | [ | [ |
19 320 321 322 323 324

313 314 315 36 37 318 3/ 325 3126
The company’s

== Sales (left axis) == Operating profit (right axis) -e-Operating profit margin plan

(2) Outlook and major strategies in each segment (million yen)

Sales FY 3/25 Act. Composition ratio FY'3/26 Est. by Composition ratio YoY
the Company

Automotive Business 27,254 42.8% 29,720 42.5% +9.0%
Property Business 8,652 13.6% 9,410 13.4% +8.8%
Global Business 8,934 14.0% 10,100 14.4% +13.0%
Customer Business 6,743 10.6% 7,200 10.3% +6.8%
Financial Guarantee 10,572 16.6% 12,000 17.1% +13.5%
Business

IT Business 865 1.4% 610 0.9% -29.5%
Social Business 697 1.1% 960 1.4% +37.6%
Consolidated Sales 63,719 100.0% 70,000 100.0% +9.9%
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FY 3/26 Est. b
Operating Profit FY 3/25 Act. Profit margin . Profit margin YoY
the Company
Automotive Business 3,448 12.7% 3,300 11.1% -4.3%
Property Business 730 8.4% 850 9.0% +16.4%
Global Business 1,138 12.7% 1,190 11.8% +4.5%
Customer Business 797 11.8% 990 13.8% +24.2%
Fi ial G i
Bf:i‘;ls"; varantee 2,336 2.1% 2,600 21.7% +11.3%
IT Business 114 13.2% 90 14.8% 21.1%
Social Business -578 - -520 - -
C lidated
onsoiicate 7,961 12.5% 8,500 12.1% +6.8%
Operating Profit

*Unit: million yen

[ Automotive Business]

The company estimates that sales will increase 9.0% and profit will decrease 4.3% year on year.

Sales are expected to grow, due to the increases of cases and vehicles covered by the roadside assistance service, which is the mainstay,
the revision to outsourcing fees in response to the rise in commodity prices, and the increase of new client enterprises. On the other hand,
operating profit is projected to decline, due to the augmentation of procurement costs caused by the rise in commodity prices and the
increase in personnel expenses. Operating profit margin is forecast to drop 1.6 points year on year.

[Property Business]

The company estimates that sales and profit will increase 8.8% and 16.4%, respectively, year on year.

Sales are expected to grow, as on-site support services for rental properties kept growing and they will expand Home Assist operations
and rationalize prices with the aim of maximizing the synergy with the Financial Guarantee Business. Operating profit is projected to
increase, thanks to the sales growth. Operating profit margin is expected to rise 0.6 points from the previous fiscal year.

[Global Business]

The company estimates that sales and profit will increase 13.0% and 4.5%, respectively, year on year.

Sales are expected to grow, due to the increase of new client companies for Healthcare Program and the revision to outsourcing fees.
Meanwhile, the growth of operating profit is forecast to become gentle, due to the enhancement of the marketing systems of overseas
bases, the investment in systems related to overseas travel insurance, etc. Operating profit margin is expected to drop 0.9 points from the
previous fiscal year.

[Customer Business]

The company estimates that sales and profit will increase 6.8% and 24.2%, respectively, year on year.

Sales are expected to increase, thanks to the growth of chat-based operations related to credit cards, etc. The growth rate of operating
profit is projected to increase that of sales, due to the withdrawal from less profitable businesses and the cancellation of less profitable
contracts. Operating profit margin is expected to rise 2.0 points from the previous fiscal year.

[Financial Guarantee Business)

The company estimates that sales and profit will increase 13.5% and 11.3%, respectively, year on year.

The sales of the Rent Guarantee Business are expected to rise continuously in Entrust Inc., which is a group company. To achieve further
growth, they will focus on the expansion of guarantee services in the fields of medical and nursing care. The sales growth is expected to
contribute to operating profit. Operating profit margin is expected to decline 0.4 points from the previous fiscal year.

[IT Business)

The company estimates that sales and profit will drop 29.5% and 21.1%, respectively, year on year.

Sales and operating profit will be affected by the decrease of systems delivered, and expenses for recruiting engineers in Japan will be
first posted. Operating profit margin is expected to rise 1.6 points from the previous fiscal year.
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[Social Business]

The company estimates that sales will increase 37.6% year on year and operating loss will decrease 58 million yen year on year.

Sales are expected to grow, due to the revenue from sponsors, the revenue from tickets for home games, etc. that increase as popularity
improves. Operating loss is expected to shrink, due to the sales growth although expenses will augment as they will recruit athletes and
join an association for their team in the Sports Business.

(3) Policy for utilizing human resources and technologies in a hybrid manner

As their assistance services are offered mainly for dealing with car accidents, breakdowns, plumbing trouble, and diseases, “human
resources’” who can offer hospitality need to attend to end users at the point of direct contact with them, while judging what should be
supported flexibly. On the other hand, it is indispensable to improve the quality and efficiency of the functions to support the appropriate
judgment of operators and summarize responses by utilizing technologies. From now on, they will actively utilize human resources and
technologies in a hybrid manner.

Hospitality I Work requiringJudgmentI

Every call is unique and

a human touch is Complicated inquiry I Customer relations I

needed
Emergency l Local medical supponl
__ support | -
-~ n h
Pl GI‘OUD operations - x e Multilingual support with respect for cultural differences ’ Text summary
-

Translation
Al-offloadable tasks

Keywords
Conversion to action

text

Emotional

analysis Reports & Minutes

Dataentry |

Telemarketing Creating documents or reports

ce
Reservation services ‘ @ Plannlng work shifts
Simple inquiries ! a

Calls that have more

routine content

Typical call center , NP
operations _‘@_ % @

(Taken from the explanatory material for their financial results)

[Cases of adoption of technology]
Except for the point of direct contact with end users, they will not establish a bastion, and plan to adopt technologies for each process to
streamline them.
Documentation and summarization
<Effects of adoption of technology>
@ To shorten post-call processing time with the automatic summarization function

To reduce processing time per case by 40%

) . @ To prevent the failure to record the details of what customers mentioned due to
from 8.5 min. to 5 min.

forgetting
@ It is possible to support inexperienced operators.
Automation of work scheduling

<Effects of adoption of technology>

To reduce the work scheduling and # To produce and distribute shift schedules and reduce the man-hours for requested
coordination time per month by 55% from 36 | interviews
hours to 16 hours @ To improve the satisfaction level of employees by producing fair shift schedules

@ To improve shift coverage ratio by producing efficient shift schedules
RPA (Robotic Process Automation)
<Effects of adoption of technology>
@ To reduce man-hours for general affairs, including the issuance of invoices and
To reduce working hours per month by 67% | sending documents by fax
from 280 hours to 140 hours @ To prevent human errors
@ It is unnecessary to develop a system, so each team can streamline business

operations voluntarily and flexibly.
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<Effects of adoption of technology>
@ To prioritize trouble that requires more urgent trouble
@ To shorten response time
@ To improve effects further through regular operation improvement and learning

To increase the number of automatic response
cases per month by 10% from approx. 4,000
to approx. 6,500

(4) Shareholder return

# To raise payout ratio to around 60% by the second year of the 8" medium-term management plan

# To increase total return ratio to 70% or higher by the final fiscal year of the 8" medium-term management plan, and return profits
amounting to 13 billion yen to shareholders while considering the status of share price and purchasing treasury shares (up to 3 billion
yen)

@ To expand not only earnings, but also the shareholder return policy to improve ROE and dividend yield again, so that Prestige
International will become an attractive investment target

© Return with dividends

Trends in dividend returns

264y 269%

sg1% 30.2%  25.0%

260% 26.1%
20.4%
15.2% 17.3%  16.4%

FY3/14  FY3/15  FY3/1le  FY3/17  FY3I18  FY319  FY3/20 FY321  FY3/22  FY323 FY324 Y325 [FY326
The company’s
plan

mm Dividend per share (ven) == Dividend payout ratio

© Acquisition of treasury shares

[Measures in FY 3/2025])

@ From Dec. 2, 2024 to Jan. 15, 2025, they acquired a total of 740,300 treasury shares (total amount: 499,959,300 yen).

[Measures in FY 3/2026]

4 On May 30, 2025, they retired 1,500,000 treasury shares (which account for 1.17% of the total number of outstanding shares before
the retirement).

@ From Jun. 2 to Sep. 22, 2025, they plan to acquire a total of 750,000 treasury shares (total amount: 500,000,000 yen).
(which accounts for 0.59% of the total number of outstanding shares before the retirement)

5. Conclusions

Although the BPO industry tends to shift resources from human to artificial intelligence in the service processes, they plan to actively
utilize “human resources” from the perspective of their core business in assistance and emergency services. Due to the fact that inquiries
on assistance and emergency situations are very unique from one to the other, and customers may be panicking in the situation, a “human
touch” with a hospitality approach is essential to provide “peace of mind”.

However, apart from direct customer contact points and processes, they will look into every aspect to adopt technologies that will
streamline each processes. The goal is to automate documentation, summarization, and work scheduling, as well as significantly improve
efficiency in the fields of robotic process automation (RPA) and chatbots. We would like to pay attention to the progress of streamlining
the process through these technologies and the timing of 1 the improvement in profitability and operation profit margin will start rising.
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<Reference: Regarding Corporate Governance>

©Organization type, and the composition of directors and auditors

Organizational Type Company with auditors

Directors 6 directors, including 2 external ones

Auditors 4 auditors, including 2 external ones

©Corporate Governance Report (Latest Update: April 1, 2025)

Basic Policy

In our company, we understand corporate governance as the basic framework of corporate management in relation to respective
stakeholders including end-users, client companies, shareholders, employees, and local communities.

We believe that enhancing and strengthening corporate governance is our responsibility to increase shareholder profits and corporate value,
and have set the following policies

1. Respect the rights of shareholders and ensure their equality.

2. Cooperate with each stakeholder in an appropriate manner.

3. Ensure transparency through appropriate disclosure of corporate information.

4. Work to build a board of directors and other structures that enable fair, transparent, swift, and decisive decision-making.
5. Engage in appropriate dialogue with shareholders.

<Reasons for Non-compliance with the Principles of the Corporate Governance Code>
Our company is fully compliant with the Principles of Corporate Governance Code.

<Disclosure Based on the Principles of the Corporate Governance Code (Excerpts)>
mPrinciple 1-4 (Policy for (1) Policy for strategic shareholding

Strategic Shareholding) In cases where our group holds shares for purposes other than pure investment, we target those that
enable us to maintain a medium/long-term relationship, expand transactions, and create synergies
with business partners.

We hold shares with the policy of enhancing the corporate value of our group as a result of holding
the shares of the issuing company, which we believe will lead to the benefit of shareholders and
investors.

Following this policy, we examine the medium/long-term economic rationality and future
prospects every quarter at the board of directors’ meeting, and proceed with the reduction of shares
that do not have sufficient significance or do not match the policy. We also examine and verify
individually whether the benefits and risks of holding shares are in line with the capital cost.
Although it is difficult to describe the quantitative benefits of strategic shareholding for shares
currently held by our group, we assess the rationality of such shareholding by evaluating its
profitability based on the amount of profit expected from holding the shares calculated
from transaction amount in light of the purpose of the holding and comparing the results with the
capital cost.

(2) Exercise of voting rights for strategically held shares

In cases where our group holds shares for purposes other than pure investment, we believe that
the appropriate exercise of voting rights will promote the strengthening of corporate governance
and lead to long-term value improvement and sustainable growth of the company. Therefore, we
exercise voting rights for all strategically held shares as a principle. In addition, when exercising
voting rights, we judge the pros and cons of each proposal based on the situation of the invested

company and the trading relationship with that company.
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mSupplementary Principle 2-4-
1 (Ensuring Diversity in the
Appointment of Core
Personnel)

Our group considers contributing to local communities by creating employment environments in
regional cities where young people and women can work and live with dreams to be an important
basic strategy. We are continuing our efforts to respect the diversity of every working employee
and to create an inclusive work environment that enables the realization of diverse workstyles.
(1) Percentage of Female Employees
As of March 31, 2024, our group’s ratio of female employees was 65.3% and the ratio of female
managers was 36.2%.
*Regarding the Project for Empowering Women
In the fiscal year ended March 2019, we launched the WEPRO (Women Excite Project) to promote
the active participation of women. A board director responsible for women’s empowerment was
selected from among employees, and we have proactively implemented various initiatives,
including appointing women to managerial positions within our corporate group. In the fiscal year
ended March 2024, we added five new meanings, aiming to go beyond gender and support the
development of WEPRO of all employees. We are enhancing our initiatives by listening to the
voice of every employee, reviewing our personnel systems and talent development methods,
resolving issues, fostering an inclusive organizational culture, and creating a rewarding work
environment.
<The Five New Meanings of WEPRO>

We are proactive.

We are productive.

We are progressive.

We are prosperous.

We are proud of something.
(2) Percentages of Mid-career Hires and Non-Japanese Employees
Our corporate group has a high ratio of mid-career hires, with 86.4% of new hires in FY 2024
(1,188) being mid-career hires. In particular, 100% of new hires at our overseas offices are mid-
career hires, and we employ not only Japanese nationals, but also a diverse range of nationalities,
including local nationals. We have always striven to secure excellent human resources regardless
of whether they are new graduates, mid-career hires, or nationalities, and we intend to continue to
do so. For details of our company’s employee ratio, please refer to Appendix 3 of this report.
(3) Status of internal environment development for ensuring diversity
With the aim of reforming workstyles to accommodate lifestyles and creating a comfortable work
environment that makes the most of individual abilities, the following initiatives are being
implemented.
* Establishment of an in-house childcare facility “Orangerie”
* We have introduced a “New Life Support System,” which provides various forms of assistance
to both male and female employees when they face major life events that significantly alter their
lifestyle, such as marriage, childbirth, or caregiving.
* We have also adopted a “Job Return System” that allows employees who were compelled to
resign due to unavoidable circumstances to be re-employed, upon their request, enabling them to
once again utilize the skills and experience they cultivated during their previous tenure with the
company.
* Adoption of a “Time-Off System by the Hour” that allows employees to take paid leave in one-
hour increments, enabling flexible work styles

Adoption of a system that regards same-sex partners as spouses in the application of

employment rules and various regulations.
* Extension of the applicable period for the Reduced Working Hours System for Childcare
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mSupplemental Principle 3-1-3
(Sustainability Initiatives, etc.)

<Efforts on Sustainability>

Our corporate group has established a Sustainability Policy and, in accordance with the Group's
Management Philosophy, aims to be a company that contributes to society by solving social
problems and that can prosper together with society and local communities.

We believe that efforts for a sustainable society are a responsibility placed on companies, and that
it is important to achieve both growth as a company and fulfill our social responsibilities.

In order to realize these goals, our corporate group has established the ‘“Material Issues for
Sustainability” as “a driving force to create new value” based on “empathy born from human
relationships,” and as a company trusted by society under proper corporate governance, we will
work together as a group to realize a sustainable society through a variety of services.

For details, please refer to Appendix 2 of this report.

<Investment in Human Capital, etc.>

As an investment in human capital, we have adopted a system aimed at creating an environment
where employees can demonstrate their strengths in a safe and secure environment, and we will
strengthen our human capital by building an environment where employees are empowered to take
on the challenge of management positions. We will create a corporate culture in which each
employee can demonstrate their own strengths and establish a system that enables them to work
with a sense of fulfillment.

<Investment in Intellectual Property, etc.>

Our group operates a BPO business that provides “services that only people can provide” to end-
users on behalf of client companies, based on our management philosophy of “solving end-users'
inconvenience and trouble.” To create service areas that can only be realized by our group, which
respond to changes in the times and values such as the “Contact Center (BPO base)” that receives
feedback from end-users, the “Field” that provides services directly to end-users on-site, and the
“IT/DX” that supports services that only people can perform, we position the “business model”
that utilizes talented human resources, which is essential to our BPO business, and the “trust and
reputation” as a good partner with client companies, end-users, and local communities, as
important intellectual property and intangible assets for our group’s value creation. To respond
more effectively to evolving customer needs and to adapt to the changing times as a “Value-
Creating Company,” we are actively investing in establishing a development framework in
Southeast Asia, standardizing, streamlining, and automating our service platforms, and leveraging
Al technology.

<Addressing Climate Change>

On May 13,2022, our corporate group announced its endorsement of the TCFD recommendations.
In order to accurately understand how the risks and opportunities associated with climate change
will affect our corporate management, including our finance, we are collecting and analyzing data
and disclosing climate-related information based on the TCFD framework. For further details,
please refer to the Climate Change section on our company website, which discloses information
based on the TCFD recommendations.

Climate Change (disclosure based on the TCFD recommendations):
https://www.prestigein.com/sustainability/environment/tcfd/
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mPrinciple 5-1 (Policy on
Constructive Dialogue with
Shareholders)

In order to achieve sustainable and stable growth and increase corporate value, our corporate group
engages in constructive dialogue with investors to provide them with opportunities to deepen their
understanding of our business activities and our group’s management philosophy. We strive to
proactively disclose information that is required by laws and regulations, as well as information
deemed important to investors, with the department in charge of IR taking a central role, in
cooperation with related internal departments. We hold our General Shareholders’ Meeting at one
of our BPO centers and also organize tours of these centers for institutional investors. Additionally,
we host company information sessions for individual investors as needed. Our basic policy for
establishing frameworks and initiatives to promote constructive dialogue with shareholders and
investors is as follows:

1. For dialogue with shareholders, we fundamentally ensure that the Representative Director or
the officer in charge of IR meets with them directly to facilitate constructive discussions.

2. The IR officer establishes a cross-functional structure that can collaborate with other
departments.

3. We strive to understand the shareholder structure and implement measures to promote
constructive dialogue with shareholders, for example, by sending shareholder newsletters and
holding earnings briefings after financial results are announced.

4. The CEO and IR officer regularly provide feedback on the dialogue status to the board of
directors. Furthermore, regular feedback is provided to the senior management, including
executive officers at the Senior Executive Officer level and above.

5. As necessary measures to ensure fairness among shareholders, the health of the market, and the
freedom of shareholders to buy and sell shares, during earnings briefings and meetings with
shareholders, we explain already disclosed information in greater detail and do not provide
explanations about facts that correspond to important information that has not been disclosed.

m Principle 5-2 (Management
Focused on Capital Cost)

[Measure for realizing management focused on capital cost and stock value] [English disclosure
available]
We conduct regular assessments of our capital cost and capital profitability. In the fiscal year
ended March 2024, ROE exceeded the cost of equity, resulting in an equity spread of 8.8%.
ROIC also significantly outperformed the WACC, and our PBR stood at 1.3. With regard to our
stock price, we aim for appropriate and sufficient market valuation of our growth potential by
actively engaging in dialogue with shareholders and investors, articulating our medium-term
growth strategies, and enhancing disclosure practices.
<FY 2024> «

ROE: 13.9%

ROA: 9.0%

ROIC: 15.0%

WACC: 5.1%

Cost of Equity: 5.1%
Our capital costs and return on capital are as indicated above, and we are committed to achieving
sustainable growth and have formulated our 8th Medium-Term Management Plan: “Connecting
Growth - Origin/Next 50” (FY 2025-FY 2027). This plan prioritizes securing free cash flow,
partly through the strategic use of interest-bearing debt while aiming to curb excessive capital
accumulation. It sets targets such as enhancing shareholder returns through continuous dividend
increases and a higher payout ratio, as well as improving ROE. Our overarching goal is to
enhance our appeal as an investment-worthy company.
ROIC = (Net Operating Profit After Tax + Equity-method Investment Gains) + Average of
figures at the beginning and end of the period of (Shareholders’ Equity + Interest-bearing Debt)
Cost of Equity = Risk-free Rate (*1) + 8 (*2) x Risk Premium (*3)
*1 Risk-free Rate: Average yield of 10-year government bonds over the past year
*2 P: Calculated based on 5-year monthly data of the company and TOPIX
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*3 Risk-free premium: Set at 6%, based on the historical difference between market returns and
the risk-free rate

For details on the 8th Medium-Term Management Plan, please refer to the relevant section on
our website. For the past five years of performance data on the above management indicators,
please visit the “management indicators™ section within our Financial Statements page.
Medium-term Management Plan: https:/www.prestigein.com/IR/policy/plan.html

Financial Statements: https://www.prestigein.com/IR/finance/financial _statement

This report is not intended for soliciting or promoting investment activities or offering any advice on investment or the like, but for
providing information only. The information included in this report was taken from sources considered reliable by our company. Our
company will not guarantee the accuracy, integrity, or appropriateness of information or opinions in this report. Our company will not
assume any responsibility for expenses, damages or the like arising out of the use of this report or information obtained from this
report. All kinds of rights related to this report belong to Investment Bridge Co., Ltd. The contents, etc. of this report may be revised
without notice. Please make an investment decision on your own judgment.

Copyright(C) Investment Bridge Co., Ltd. ~ All Rights Reserved.

The back issues of the Bridge Report (Prestige International Inc.: 4290) and the contents of the Bridge Salon (IR Seminar) can be found
at :www.bridge-salon.jp/ for more information.
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