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Earnings Trend

Fiscal Year Revenue  Operating profit \ Recurring profit Net Income EPS DPS
June 2022 Act. 8,696 882 932 1,976 204.80 35.00
June 2023 Act. 8,347 865 904 486 53.39 37.00
June 2024 Act. 8,371 653 653 1,775 194.45 39.00
June 2025 Act. 8,095 742 758 229 25.07 41.00
June 2026 Est. 8,900 700 715 461 50.07 42.00

*Unit: million yen or yen. Estimates are those of the company. Net income means net income attributable to owners of the parent. Hereinafter the

same shall apply.

This report includes the outline and business performance trend of Sunnexta Group Inc. and the interview with President

Takaki.
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Key Points

The core businesses of Sunnexta Group are the management of corporate housing and the management of
condominiums. Sunnexta Group is an independent enterprise that undertakes tasks to solve issues from “the
viewpoint of each client” based on its unique business model, which does not rely on real estate brokerage fees, as
they do not broker the trading of real estate or sell condominiums or the like. It is the only company that specializes
in undertaking the management of corporate housing. One of its strengths is a stable revenue structure based on
recurring revenues.

They formulated and announced a three-year medium-term management plan for the period until the fiscal year
ending June 2028. In the period of the previous medium-term management plan, any of their businesses cannot
appropriately respond to the changes in social situations or the market environment, so they failed to achieve their
management goals. Reflecting on that, they put importance on the two points: “the recovery toward the recurring
revenue growth rate and operating profit margin before the COVID-19 pandemic” and “the redevelopment of
the mission-critical system and the investment for creating new businesses, including M&A” in the new medium-
term management plan, and aim to achieve “a revenue of 10 billion yen and an operating profit of 1 billion yen”
in the fiscal year ending June 2028, three years from now. Their medium/long-term goal is to become a corporate
group with a market capitalization of 25 billion yen.

In the fiscal year ended June 2025, revenue grew 3.9% year on year to 8,695 million yen. Operating profit rose
13.6% year on year to 742 million yen, achieving a double-digit profit growth, as gross profit increased 2.9% while
SG&A expenses dropped 2.3% due to the drop in taxes and public charges. Net profit dropped 87.1% year on
year to 229 million yen. There was no longer gain on sale of investment securities, which was posted in the previous
fiscal year, and they decided to suspend the current plan for developing an in-house mission-critical system for
their corporate housing management services. Accordingly, a loss from removal of fixed assets, etc. were posted
as extraordinary losses. They set the annual dividend amount at 41 yen/share, up 2 yen/share from the previous
fiscal year, while comprehensively considering the business environment, their future business operation, etc. as
well as their business performance.

For the fiscal year ending June 2026, revenue is expected to grow 2.3% year on year to 8.9 billion yen. The
Corporate Housing Management business and the Condominium Management business are projected to grow
steadily. Operating profit is forecast to decrease 5.8% year on year to 700 million yen, as they will see the
augmentation of costs for developing systems for business growth and maintaining and stabilizing the quality of
operation. The dividend amount is expected to be 42.00 yen/share, up 1.00 yen/share from the previous fiscal year.
The expected payout ratio is 83.9%.

We interviewed President Akira Takaki about their missions, vision, business characteristics, competitive
advantages, medium-term growth scenarios, and message toward shareholders and investors. He said,
“Unfortunately, over the past five years, we have been unable to achieve sufficient growth in both sales and profits.
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However, upon analyzing various factors and confirming the current situation, we judge that the order receipt
environment is showing signs of recovery and will be able to return to a steady growth trajectory going forward.
Furthermore, while one factor behind the increase in cost of sales over the past few years has been upfront
investment, we have also implemented measures to restore profitability. We believe that within three years, we
will achieve sales growth and a recovery in profits. We understand that investors may be concerned, but we are
determined to demonstrate our results through solid performance. We shall also focus on shareholder returns
and management mindful of capital cost and share price, and we would greatly appreciate your continued support
for our company from a medium- to long-term perspective.”

® The services of the Corporate Housing Management business vary significantly among enterprises. Sunnexta
Group upholds the policy of “reproducing the in-house operation of each client” and customizes services
according to the business operation method of each client, while the clients of competitors just follow the provided
services in many cases. Sunnexta Group grasps the details of the current operation method of each client and
reproduces it and does not receive real estate brokerage fees, so their expenses are larger than those of competitors,
but most clients evaluate their value highly, so client retention rate is high. Estimated prices vary significantly
among companies, but clients often choose the services of Sunnexta Group when they hope that “their
commitment to corporate housing systems will be reproduced.” We would like to pay attention to their initiatives
aimed at getting back on a growth track in the new medium-term management plan based on the founder’s strong
aspiration to “carry out business oriented to client companies” and their progress.

1. Company Overview

The core businesses of Sunnexta Group are the management of corporate housing and the management of condominiums.
Sunnexta Group is an independent enterprise that undertakes tasks to solve issues from “the viewpoint of each client” based
on its business model as they do not broker the trading of real estate or sell condominiums or the like. It is the only company
that specializes in undertaking the management of corporate housing. One of its strengths is a stable revenue structure based
on recurring revenues. Their corporate group is composed of Sunnexta Group, Japan Corporate Housing Service Inc., which
operates the Corporate Housing Management business, Classite Inc., which operates the Condominium Management business,
Classite Real Estate Inc., and Three S Co., Ltd., which offers management support in the Incubation business.

Trends of revenue and operating profit [Unit: million yen]
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[1-1 Corporate history]

In October 1998, seven people who had belonged to a real estate brokerage company affiliated with a renowned corporate
group founded Japan Corporate Housing Service Inc. for the purpose of undertaking all tasks for managing corporate housing.
In that real estate brokerage company, they mainly introduced real estate when client companies requested them to find
rentable real estate for corporate housing, and brokered deals, but the procedures were cumbersome for client companies, so
they started handling paperwork for rented housing, including the management of housing. However, that company was a real
estate brokerage company, so they took a stance of conducting paperwork for brokering deals. When managing real estate,
they served as an owner and lender. They had doubts about that situation, and strongly aspired to “conduct business oriented
to client companies” when starting up their business.

In April 1999, they started undertaking corporate housing management services, which is the current core business. They
started business operation as a one-of-a-kind enterprise that manages corporate housing without brokering the trading of real
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estate. Around that time, “outsourcing” was not well known, so they faced hardships in early days, but they steadily increased
contracts with famous listed companies that hoped to support their activities. As such experiences fostered the reliability of
their business and “business administration with minimum assets” became popular in the wake of adoption of asset-
impairment accounting (from the financial results in FY 3/6), they steadily met the demand for management of rented
corporate housing, expanding their business, and the company got listed on Mothers of Tokyo Stock Exchange (TSE) in
September 2005, and then got listed on the first section of TSE in June 2019. In July 2020, they shifted to a holding company
system and changed their corporate name to Sunnexta Group Inc. In October 2023, the company got listed on the Standard
Market of TSE.

[1-2 Corporate philosophy]
They uphold the following founding principles, basic ethos/philosophy for existence, group management philosophies, and
principle for networks.

Founding principles To create a visionary company
SIS O RVl To pursue love, sincerity, and harmony as the basic ethos, and aim to realize the summation of

for existence dreams by bringing the highest level of satisfaction to customers, creating and spreading
happiness among people.

Group nenkeneil 1. We aim to become a reliable corporate citizen through open, transparent corporate activities

philosophies while complying with laws and regulations.

2. We will flexibly respond to the changes in the times and endeavor to conduct business
administration with the passion, aspiration, and creativity for achieving innovation constantly.
3. In cooperation with business partners, we will create client-oriented services, pursue fair and
impartial benefits, and contribute to comfortable, affluent living and economic and social
advancement.

Principle for networks With the same ambition, we will pursue the network for creating value where it is possible to
share “the pleasure of flourishing together.”

[1-3 Business environment]
The business environment surrounding the core businesses: the Corporate Housing Management business and the
Condominium Management business are as follows.

(1) The business environment surrounding the Corporate Housing Management business

While it is becoming more necessary for enterprises to concentrate human resources and time on their core businesses in order
to enhance their competitiveness, the shortage of manpower is becoming serious and workstyles are being reformed, so the
market of undertaking personnel and general affairs is growing. In the field of corporate housing, the relocation of employees
is still necessary and some enterprises are enriching their housing systems and welfare for improving the satisfaction level of
employees so as to recruit and retain personnel. There are no data on surveys on the number of corporate housing units in
Japan, but Sunnexta Group estimates that companies that outsource the management of corporate housing account for around
40% of large companies and 10-20% of small and medium-sized enterprises, and infers that the demand for not only the
entrusted management of corporate housing, but also the revision to housing systems, and the change in operation after the
revision is strong, so they can receive a healthy number of orders, and growth potential is significant.

<Forecast for the scale of the market of <Revisions to the system for relocated employees
(including those under planning)>
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While the relocation of employees is still necessary.
Due to the shortage of manpower. the market of there is a need to review the system and improve
undertaking personnel and general affairs is growing.  welfare benefits for relocated employees.

(Taken from the reference material of the company)
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(2) Business environment surrounding condominium management

The external environment is becoming harsher year by year. The personnel expenses for superintendents, cleaning staff, and
others are augmenting year by year, due to the rise in the minimum wage. In addition, construction costs have increased, so
the expenditure of condominium associations is augmenting in an unstoppable manner. The aging of residents progressed,
and an increasing number of condominium associations shift to self-management. According to a survey “Variation in the
number of condominium units (as of the end of 2024)” conducted by the Ministry of Land, Infrastructure, Transport and
Tourism, the total number of condominium units as of the end of 2024 was approx. 7,131,000, indicating that the latent market
is significant. Under such environment, they aim to improve profitability rather than increasing the number of condominium
units they manage, as described below.

[1-4 Business description]
The segments to be reported are “Corporate Housing Management business,” “Condominium Management business,” and
“Incubation business.”

Sales in each segment [Unit: million yen]

191(5.2%)

4,132
(46.1%)

s Corporate Housing Management business
Condominium Management business
Incubation business

*Revenue to external clients in FY 6/25

(1) Corporate Housing Management business

As a leading company in the field of undertaking the management of corporate housing, they operate business processes
outsourcing (the business of undertaking clerical tasks) in personnel and general affairs of client companies, including
corporate housing management services, which is the core business.

<Major services>

@ Corporate Housing Management Service “Shataku-san”

* What is the corporate housing system?

Corporate housing means a welfare system in which enterprises rent out housing to employees at lower rents than the average
rent in the neighborhood. Due to the adoption of asset impairment accounting, the necessity to improve asset management
efficiency, the diversification of values and lifestyles of workers, etc., an increasing number of enterprises rent general
apartments and rent out them to employees instead of owning their own housing to rent out to employees.

In the case of rented corporate housing, the staff of the renting company have to negotiate with the real estate firm and cope
with diverse contract formats, which vary among real estate firms, and local commercial customs, including key money and
security deposits, so their workload is enormous. In addition, they need to have a broad range of technical knowledge to check
the details of each contract, deal with trouble during occupation, check the expenses for moving out, and so on.

*Qutline of “Shataku-san”

Enterprises need to concentrate on their human resources and time on their core businesses, in order to enhance their
competitiveness and improve efficiency. Under these circumstances, the corporate housing management service “Shataku-
san” is to undertake all kinds of tasks for managing corporate housing, which are cumbersome and require technical knowledge
as mentioned above, from the standpoint of each client company. Sunnexta Group concludes an outsourcing contract with
each client company, and serves an agent for signing a rental contract between each client company and each lessor.



https://www.bridge-salon.jp/?utm_source=report&utm_medium=referral&utm_campaign=2884

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

BRIDGE REPORT « \ Bridge Salon

<Rental contract=

Lessor

and general affairs)

<Consultiig> <Agency business>
<QOutsourcing
contract> Japan Corporate
Housing Net

Shataku-san
Japan Corporate Housing Service Inc.

+ To undertake tasks related to corporate housing

- To support the revision to the entire housing system

- To set standards and the upper limit of rent

* To assess the operation of the corporate housing system, etc.

J/

(Taken from the reference material of the company)

Concrete tasks include the introduction of rentable real estate for corporate housing to client companies, the completion of
procedures for signing contracts and moving in, the payment of rents, the arrangements for relocation, the response to trouble
during occupation, and the check of expenses for restoration to the original state after moving out.
Corporate housing systems vary among enterprises, and they develop and offer customized services according to the
characteristics and requests of client companies.

What “Shataku-san™ can do

To provide employees to To complete procedures 1o pay monthly charges

for s 2 NEW contracts, IS,
be relocated with rencwing contracts. and spot charges, ¢

real estate info and cancelling contracts handle reimbursements

lo make arrangements

d

for relocation

s To respond to trouble 1o settle socurity deposits To use a dedicated system
To deal with inquiries P ¥
during occupation when cmployess move out for corporute housing

To handle social security 10 handke invoice To help produce e
and tax numbers ° investigation payment reports ° To store contract
(Taken from the reference material of the company)

*Business model

Major clients are large companies and small and medium-sized enterprises that have a corporate housing system.

The number of transactions in which they undertook tasks related to corporate housing (the sum of the number of orders for
corporate housing management and the number of business processes outsourced to them in FY 6/25) amounted to around
310,000, and the number of client companies (mainly large companies) that have signed a contract for outsourcing to them
exceeded 300 in FY 6/25. In order to introduce real estate to client companies, they have developed a nationwide network of
rental real estate firms exclusively for attending to corporations, which is called Japan Corporate Housing Net. The number
of franchised or authorized agencies was over 300 as of the end of June 2025. In order to offer high-quality services, they
have concluded a franchising contract with partner enterprises that were rigorously selected in accordance with their unique
screening criteria.

Their revenue is composed of compensation for their services offered to client enterprises, rather than real estate brokerage
fees arising out of the introduction of real estate. Based on the business model that does not broker the trading of real estate
or sell condominiums, they give top priority to solving problems from “the viewpoint of clients.” This makes a big difference
from competitors.

The section “1. Company Overview, 1-5 Characteristics, strengths, and competitive advantages” describes the characteristics,
strengths, and competitive advantages of the company in detail.

*Qther services
<Shataku-san Lite>
This is a cloud-based corporate housing system designed under the concept: “It can be used intuitively by beginners without
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worry” for enterprises faced with some issues such as “the method for managing corporate housing information varies among
staff in charge and office, so management is cumbersome” and “they want to reduce workloads while reducing costs.” They
are promoting this system, targeting small and medium-sized enterprises.

(Main features)

* Unified management of corporate housing data, including contract documents, real estate information, written requests, and
rent remittance data, based on a cloud system

-1t is possible to choose and use only necessary services when necessary during a busy season or the like for each process.
*It can streamline business operations and reduce costs with two plans: “Basic (system usage charge: 12,000 yen/year;
installation cost: 50,000 yen),” which enables the streamlining of business operations while curbing prices, and “Standard
(system usage charge: 24,000 yen; installation cost: 100,000 yen),” which is targeted at enterprises that want to reduce
workloads by outsourcing some tasks.

* They not only explain how to use the system, but also give advice when trouble occurs during occupation, and offer
consultation services regarding the revision to systems, to comprehensively support the adoption and operation of a corporate
housing system.

What “Shataku-san Lite” can do

° 10 request a brokerage ° To request moving ° 5
firm to introduce C()IH{\LII]IC,\ 10, corporate housing,
real estate send price estimates parking lots, ete.

o0 request the completion of
ocedures for c i

oncluding e ane a the collection of
.’,"J \C‘}lmg (l]§ ":fllxllllslﬂlnc > of rents social security
ool & contract © femitnes ; and tax numbers

0 1o produce data on

payment reports

(Taken from the reference material of the company)

<Consulting service for housing systems>
Enterprises need to design housing systems according to the changes in the times and the environment. With the aim of
streamlining business operations and enriching welfare in client companies, they not only undertake paperwork for corporate
housing management, but also support the optimization of corporate housing systems, including the assessment of the current
housing systems and their operation and the design of new systems and operation methods.

Flowchart of consultation

(in the case of revision to a system)

Clarification of the purposes of a housing system
v

Design of the outline of a system
v

Simulation of migration
v

Design of the details of the system
v
Discussion on how to operate the system

(Taken from the reference material of the company)

<Service of operating company-owned facilities>

Some enterprises that own corporate housing or dormitories for the purpose of improving their competitiveness in recruitment
and the satisfaction level of employees face difficulty in appropriately managing facilities in the aspects of costs, streamlining
of operations, compliance with laws and regulations, etc. as the business environment has changed. Sunnexta Group supports
the operation of systems for company-owned housing and dormitories by utilizing the experience and know-how of supporting
the corporate housing management for many clients, the nationwide network of real estate firms, their group companies’
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(@Business processes outsourcing (BPO) services (services of undertaking business processes) for personnel and
general affairs

To solve corporate issues, such as “We hope to concentrate on our core business, but there are a lot of routine tasks, which
are cumbersome,” “We have installed a system, but there are many inquiries from employees, so our workload has not
decreased,” and “The standardization of business processes is insufficient, so it is difficult to separate tasks that can be
outsourced,” they provide BPO services with a high client satisfaction level according to client companies by utilizing the
experiences and know-how accumulated through paperwork for corporate housing management since the start of business as
a company specializing in undertaking tasks. They propose new operation methods according to requests and situations, and
support clients in reducing their workload to “nearly zero.”

What "BPO services for personnel and general affairs” can do

° Year-end adjustment ° Notification on determined inhabitant taxes

° Handling of retirement benefits ° Other confirmation services (Lo meet various requests)

(Taken from the reference material of the company)

They also offer “BPO services for commuting expenses,” in which they approve commuting routes and fares in accordance
with corporate rules and manage the data on commuting allowances, and “BPO services for co-creation with local
communities,” in which they develop a comfortable office environment for local workers and enable flexible workstyles with
freely set working hours in cooperation with municipalities and local supporting organizations.

(2) Condominium Management business

Mainly for condominiums, they support the management of facilities and the operation of condominium associations.

Major clients include condominium associations, individual/corporate owners, and enterprises that own corporate housing.
Their business scale ranks 45th in the condominium management field and 12th among independent enterprises*. As an
independent management company that has no stakes in condominium sellers, they always put importance on the provision
of services from the standpoint of occupants and condominium associations.

*Independent enterprises: Enterprises whose corporate groups do not supply condominiums. They can offer services from a neutral standpoint of

owners and residents. The source of the ranking is “Ranking in the number of condominium units entrusted in 2025 (Mansion Kanri Shimbun).

<Major services>

(1) Condominium management services
As an independent management company, they support condominium associations in operation, accounting, maintenance,
repair, management of various facilities, and comprehensive management.

Condominium association | They support the smooth operation of condominium associations while giving top priority
supporting service to the benefits of occupants and associations. Concrete tasks include the assistance in
operation of a condo association (management of meetings of the board and general
meetings of the association, and consultancy for operating the association), the support
in holding meetings of the board and general meetings of the association, the production
of minutes, the handling of contracts for the condo association, and the management of
the list of condo association members.

They also assess the situation of condominium management and the operation of condo
associations, and give proposals for improvement.

Supporting the accounting of | Specialized staff who possess a broad range of know-how conduct accurate, swift
condo associations accounting and swiftly respond to amendments to laws or the like by utilizing their IT
system. So that condo associations’ assets remain healthy, they assess their accounting
and give proposals for improvement if there is any problem.

Maintenance and repair of | From the viewpoint of managing condominiums together with occupants for a long period
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condominiums of time, they support optimal engineering work while looking ahead to the future.
Regarding planned repair, they can undertake the production of financial and master
plans, the introduction of cooperative firms, tasks of the condo association, including the
management of bidding, and construction and engineering work. They also propose an
upgrade that can be achieved efficiently if conducted in parallel with repair work and “a
plan for improving functionality” for further enriching the living environment.

(2) Real estate services

They support the rental management and moving-in/out processes, and broker the trading of condominiums, detached houses,
and land by utilizing the know-how unique to management companies versed in management rules, condominium rules, and
customs.

(3) Remodeling and renovation services
They conduct simplified assessment of equipment in exclusively-owned areas, renovate real estate, and restore rental
properties and corporate housing to the original state.

(3) Incubation business

They offer management support by providing a platform of services targeted at business operators who manage housing.

In order to further grow their corporate group, they are proceeding with the creation of a new core business through M&A,
R&D of new services, etc.

<Major services>

(1) Watch-over security service

They provide a home security system for single-person households. “Type-S NEO,” a home security terminal developed by
the company, sends an email to a registered email address in case of emergency, such as the intrusion by a suspicious individual
and the rapid worsening of health conditions, based on the telecommunication function of human presence. They can also
notify users regularly and check the safety of users. Wiring is not required, and operation is easy.

(2) Insurance agent service
As an agency for multiple life and non-life insurance companies, they offer insurance for housing, non-life insurance, life
insurance, etc.

(3) “osumait,” a service of supporting the digital transformation (DX) of condominium management

In the field of condominium management, there are a lot of problems, including the augmentation of workloads of employees
due to the shortage of manpower, the inefficiency of paper-based data management, and the difficulty of using systems.
“osumait,” a service of supporting the DX of condominium management, is a cloud service with an app for construction
management, which connects construction firms and management companies, and a communication app, which connects
occupants and management companies, in addition to systems for accounting, real estate information, and sales management
exclusively for condo management. It can automate and simplify the production of documents, which consumes time, and
daily tasks, such as data inputting, and enable paperless operation and DX, because it is based on cloud computing. It can be
adopted while combining necessary functions freely, so it is possible to unify and streamline business operations flexibly.

[1-5 Characteristics, strengths, and competitive advantages]

(1) Enterprise specializing in undertaking clerical tasks for managing corporate housing

Sunnexta Group is the only independent task-undertaking enterprise that solves problems from “the viewpoint of clients”
based on a business model without functions, such as real estate brokerage and sale of condominiums.

Their business model is to deal with all kinds of clerical tasks related to corporate housing, including the conclusion, renewal,
and cancellation of contracts, the payment of rents, and troubleshooting during occupation, from a neutral standpoint without
brokering the trading of real estate. Their revenue source is the compensation for services, instead of real estate brokerage
fees.
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Typical competitors in the same industry with the keyword “corporate housing management” in the stock market operate the
business model of “sublease” (renting real estate from owners and subleasing them to client enterprises), and earn revenues
from all of the enterprises renting real estate, real estate firms and brokers that rent out real estate, and employees who occupy
real estate.

Sunnexta Group puts importance on “solving problems from the viewpoint of clients.” This is based on their strong philosophy
that “we should launch business oriented to client companies rather than the owners or lessors of housing,” which was
announced at the time of establishment in 1988, as mentioned in Section “1. Company Overview, 1-2 Corporate History.”
Such philosophy and policy of Sunnexta Group, which is a leading company in the field of undertaking clerical tasks for
corporate housing management services, reflect the decisive differences from competitors’ business model.

Their achievements, experiences, and know-how accumulated as an enterprise specializing in undertaking clerical tasks for
corporate housing management are outstanding, bringing significant competitive advantages to the company. They offer fully
customized services according to the needs, systems, and climates for corporate housing, which vary among client companies.
The client satisfaction level is very high compared with that of competitors, which offer unified packaged services. Their
revenue does not come from real estate brokerage charges, so the fees of their services are higher than those of competitors,
but client companies highly evaluate the quality of their services while understanding their business systems well, and sign
contracts.

By utilizing the experiences and know-how nurtured through the paperwork for corporate housing management, they can offer
“consultation for housing systems,” to optimize corporate housing systems, including the assessment of corporate housing
systems and their operation and the design of new systems and operation methods, and “BPO services for personnel and
general affairs” beyond the scope of corporate housing. This characterizes and differentiates the company from competitors.

Being independent is a strength also in the Condominium Management business. Condominium management companies
affiliated with real estate developers manage condominiums based on the specs exclusively for the condominiums of their
own corporate group.

As an independent enterprise, Sunnexta Group undertakes management as client companies switch from competitors’ services
in most cases. Accordingly, they have managed the condominiums of various developers for many years, accumulating an
enormous amount of know-how, so when they are entrusted with new properties, they can design management methods suited
for them flexibly and smoothly. Such flexibility, too, is highly evaluated.

(2) Stable revenue structure based on recurring revenues

Recurring revenues account for about 80% of the sales of the “Corporate Housing Management business” and the
“Condominium Management business.” Like this, their business model is based on recurring revenues, so they have achieved
a stable track record and growth. They posted a loss for only 4 years since the establishment of the company, and posted a
profit even at the time of the bankruptcy of Lehman Brothers in 2008, in which corporate earnings declined significantly as a
whole, and during the COVID-19 pandemic from 2020 to 2022.

[1-6 Return to shareholders]

They aim to pay dividends stably and continuously by conducting shareholder return conscious of capital efficiency and
continuing shareholder return based on progressive dividends while considering the balance between financial safety and
require investment. The dividend amount, excluding commemorative dividends, is expected to rise for 15 consecutive fiscal
years until FY 6/26.

They will determine the annual dividends for the period of the medium-term management plan (FY 6/26 to FY 6/28), while
comprehensively taking into account the earnings forecast, the business environment, future business operation, financial
soundness, etc. They aim to keep raising the dividend amount, while pursuing the maintenance of the progressive dividend
with a DOE of 5.0%. Between Dec. 2024 and Jun. 2025, they acquired treasury shares at approx. 100 million yen, but they
plan to purchase treasury shares when necessary while considering their capital policy, etc.
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(Taken from the reference material of the company)

[1-7 ROE analysis]

FY 6/16 FY 6/17 FY 6/18 FY 6/19 FY 6/20 FY 6/21 FY 6/22 FY 6/23 FY 6/24 FY 6/25
ROE [%] 12.7 13.1 11.5 11.5 8.3 6.7 24.5 6.6 23.7 3.0
Net income margin [%] 6.04 7.08 7.23 8.18 6.51 6.28 22.72 5.82 21.21 2.64
Total asset turnover [times] 1.21 1.14 1.02 0.93 0.87 0.73 0.74 0.81 0.80 0.81
Leverage [times] 1.75 1.64 1.56 1.51 1.46 1.47 1.46 141 1.40 1.40

Trends in ROE based on the DuPont analysis
30.0% 2.50

24.5% 23.7%

2b% 2.00

20.0%
150

15.0% \
oo 14?‘7W—'\ 1.00
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5% 050
0% © 6% 6.6%

0.0% 3.0% 0.00
FY6/15 FY6/16 FY6/17 FY6OI8 FY6I19 FY620 FY621 FY622 FY623 FY624 FY6/25

g ROE [%, lefl axis] =e= Net income margin [%, lell axis| Total asset turnover [times, right axis] Leverage [times. right axis]

The ROE in FY 6/25 stood at 3.0%. In the past 4 fiscal years, ROE was significantly affected by net income margin, and the
improvement in profitability was most required for achieving “an ROE of 10% or higher” set in their medium-term
management plan. On the other hand, over the past 10 years, total asset turnover has dropped by approx. 30% from 1.21 to
0.81 and leverage (the reciprocal of equity ratio) has declined by 20%. In order to improve ROE, it is necessary to raise asset
efficiency while conducting cash allocation based on the balance between appropriate investment for growth and shareholder
return.

[1-8 Realization of business administration conscious of capital cost and share price]
On August 12, 2025, they announced “Measures for realizing business administration conscious of capital cost and share
price.”

(1) Analysis of the current situation

In accordance with the 5-year medium-term management plan, whose final fiscal year is FY 6/25, they aimed to become a
corporate group with a market cap of 25 billion yen, and made efforts to expand the task-undertaking domain and improve
operations, but they failed to appropriately respond to various changes in the business environment in their entire business,
leading to delays in some initiatives, so they were not able to achieve management goals.

(Analysis and recognition of ROE and PBR)

*ROE

As an extraordinary profit was posted, ROE exceeded 20% in FY 6/22 and FY 6/24, but it dropped to 3.0% in FY 6/25, in
which an extraordinary loss was posted. In the past 5 years, excluding special factors, ROE has been declining, as profit
margin dropped due to the stagnation of business performance and cash & deposits remained large, so it is considered to be
around the cost of shareholders’ equity assumed by the company (around 6%). Accordingly, it is considered important to
improve return on capital (ROC) through the recovery of business performance and the investment for growth.
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*PBR

PBR has been over 1, partially because share price has been stable while their business performance has fluctuated. It is
considered that investors consider the company as a low-risk investee because their business is based on recurring revenues
and/or that the dividend amount is expected to grow. It is considered important that investors appropriately evaluate their
profitability and growth potential and the company returns profits to shareholders proactively.

Variations in financial indicators (consolidated)

FY 6/21 FY 6/22 FY 6/23 FY 624 FY 625
Revenue [Million yen] 8,519 8, 696 8, 347 8, 371 8, 695
Operating profit [Million yen] 836 882 865 653 742
Operating profit margin [%] 9.8 10. 1 10. 4 7.8 8.5
Net income [Million yen] 535 1,976 486 1,775 229
ROE [%] 6.7 24.5 6.6 23.7 3.0
PBR 1. 14 1.28 1.24 1. 20 1.23
Year-end share price | Yen| 998 1, 036 990 1,015 1,017

(Taken from the reference material of the company)

(2) Policy for improvement

Considering the results of evaluation of the current situation, they formulated a new three-year medium-term management
plan (FY 6/26 to FY 6/28), and aim to keep PBR over 1 and achieve an ROE of 10% or higher, exceeding the assumed cost
of shareholder’s equity (around 6%) in FY 6/28, based on the appropriate evaluation of shareholders and investors, by steadily
implementing business strategies, etc.

(3) Concrete measures
Their concrete measures are “the enhancement of business growth and earning capacity,
capital strategies,” and “the promotion of active IR activities.”

99 ¢,

the strengthening of financial and

@ Enhancement of business growth and earning capacity

By executing management strategies based on the basic policy set in the medium-term management plan, they aim to grow
their business and improve profitability.

In detail, they will reform the sales composition and increase sales and profit margin by expanding non-labor-intensive
business models, such as cloud-based services while enriching the existing recurring-revenue domain (expanding its scale and
profitability) and expanding the range of targets (including small and medium-sized enterprises and individual industries for
undertaking tasks). In addition, they aim to improve labor productivity and reduce the ratio of cost by reforming the cost
structure by decreasing the ratio of personnel expenses through digitalization. Furthermore, they will actively conduct
investment for the future and establish a foundation for realizing a medium/long-term growth scenario. They aim to achieve
an ROE of 10% or higher in FY 6/28, the final fiscal year of the plan.

@ Strengthening of financial and capital strategies

By actively investing in businesses, including M&A, and strategically returning profit to shareholders, they aim to enhance
business growth and return on capital. In order to realize business administration conscious of capital cost, they aim to improve
the capability of generating cash through profit growth, and by appropriately allocating generated cash to the investment for
growth and the return to shareholders, they aim to keep improving their balance sheet. While considering shareholder return
as an important management policy, they will return profit to shareholders stably and continuously for a long period of time,
and in FY 6/26, they will change the standard DOE from 4.0% to 5.0%, and continue efforts to raise the dividend amount
while maintaining the progressive dividend. They acquire treasury shares swiftly when necessary while comprehensively
considering share price and their financial standing.

(3 Promotion of active IR activities

In order to promote the dialogues with shareholders and investors, they will keep holding sessions for briefing financial results
for institutional investors while enriching them and increase dialogue opportunities through individual meetings so that they
will appropriately evaluate their business models, the progress of plans, and growth strategies to be implemented. They will
make efforts to enrich financial and non-financial information in their corporate website, etc. so that shareholders and investors
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will deepen their understanding of the company.

2. Medium-Term Management Plan

They formulated and announced a medium-term management plan for 3 years from FY 6/26 to FY 6/28.

[2-1 Review of the previous medium-term management plan]|

In the previous medium-term management plan, which ended in FY 6/25, they aimed to achieve a market cap of 25 billion
yen in the medium/long term, and strove to expand their business domain to increase the degree of their contribution as an
enterprise that “enriching people's lives through outsourcing.” At the same time, they pursued a goal of achieving “a revenue
of 10 billion yen and an operating profit of 1 billion yen (revised goal announced in Aug. 2023)” in order to further improve
the value of their services, while swiftly responding to the diversification of workstyles, the decline in the labor population,
etc.

However, the entire business of the company was not able to appropriately deal with the changes in the social situation and
the market environment, so their various measures were delayed, and they failed to achieve their management goals.

In particular, the impact of the delay in system development was so significant that the development of new services and the
digitalization for improving productivity were delayed.

Between FY 6/20 before the period of the previous medium-term management plan and FY 6/25, revenue remained flat due
to the prolonged market stagnation due to the COVID-19 pandemic and the exclusion of the consolidated subsidiary Zennichi
Sokanri Co., Ltd. from the scope of consolidation, and profit declined due to the investment in digitalization and the
augmentation of personnel expenses caused by the shortage of manpower.

Under these circumstances, they consider that the top priority in the new medium-term management plan is to get back on a
growth track for both revenue and profit by completing important measures in the previous plan.

[2-2 Outline of the new medium-term management plan]

(1) Positioning

They uphold the medium/long-term vision:

NEXT STANDARD —Enriching people's lives through outsourcing

— Enriching people's lives through outsourcing

They aim to keep growing by actively investing in business and reforming their revenue structure and evolve as an enterprise
that undertakes tasks by winning the trust of stakeholders by improving profit return and governance.

Under this vision, the new medium-term management plan is focused on the following two:

*To “recover” the growth rate of recurring revenue and operating profit margin to the pre-pandemic levels

*To reestablish a mission-critical system and “invest” in the creation of new businesses, including M&A

Considering the new medium-term management plan as a step for medium/long-term growth, they set a goal of achieving “a
revenue of 10 billion yen and an operating profit of 1 billion yen” in FY 6/28, three years from now, and aim to become a
corporate group with a market cap of 25 billion yen in the medium/long term spanning around 10 years.
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Revenue: 8.0 billion yen
Operating profit: 7000 million yen
(Results in FY 625)

J

Present 5

/

Investment

Fiscal year

(Taken from the reference material of the company)

(2) Gist
(D Basic policy
The corporate group has a mission of “creating new value and contributing to society through initiatives for evolving to satisfy
the standards in society.”
Accordingly, they formulated the following medium/long-term management policies.

* To expand the business scale, train personnel who support it, and develop next-generation human resources in order to
improve corporate value
To respond to the accelerating changes in the business environment and reform the revenue structure of the entire
corporate group from a long-term perspective

%

@ Management strategies
Under the basic policy, they uphold the management strategies: (1) Growth of the core business: maintenance and expansion
of recurring-revenue business, (2) Reform of the revenue structure: further evolution and advance as an enterprise that

undertakes tasks, and (3) Investment for the future: establishment of a foundation for actualizing a medium/long-term growth
scenario.

© Growth of the core business: maintenance and expansion of recurring-revenue business

During the 6-year period from 2014 to 2020, in which the COVID-19 pandemic started affecting business on a full-scale basis,
revenue grew 35% with an annual growth rate of approx. 5%. The company has grown through the steady accumulation of
recurring revenues, but during the period of the previous medium-term management plan, the growth was sluggish, as
recurring revenue declined temporarily in a year.

In the coming three years, they will strive to recover the growth rate of recurring revenue to 5% per year, which is the pre-
pandemic rate, by maintaining and expanding the recurring-revenue business in the two core business segments: the Corporate
Housing Management business and the Condominium Management business.

Corporate needs for task-undertaking services have been expanding due to the shortage of manpower, but the shortage of
workers also affects the service provision system of the company, so they aim to realize steady growth while establishing a
system for meeting the needs of clients appropriately.

Recurring revenue [Million yen|

1te Housing Management business

—

FYG614 FY6&I15 FYG&I16 FY&IT FY&I8 FY6I19 FY6
Results  Results  Results  Results  Results  Results  Resy Il IK I\ l{\l\ R\Il l{\l\ R I\ Eu::l

(Taken from the reference material of the company)
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© Reform of the revenue structure: further evolution and advance as an enterprise that undertakes tasks

Over the past five years, profit margin has declined, due to the skyrocketing of personnel expenses, etc. amid the weak growth.
The Corporate Housing Management business and the Condominium Management business are both labor-intensive, so the
rise in personnel expenses produces a significant impact on their business administration. Therefore, they consider that it is
necessary to reform the revenue structure.

To do so, they aim to “acquire a new revenue source” and “reform the cost structure of the existing businesses” in the two
core businesses.

By changing their revenue composition and cost composition stepwise, they will establish a system for continuously
generating profit.

*Change in the sales composition: “expansion of the task-undertaking domain”
By expanding the non-labor-intensive business model, including cloud-based BPO services, they will “change their revenue
composition” and strive to increase revenue and profit margin.

*Change in the cost structure: “reform of operations”

As personnel expenses will augment inevitably, they aim to improve labor productivity and reduce the ratio of cost of sales
by “changing the cost structure” through the gradual decrease of the ratio of personnel expenses based on digitalization.

In the Corporate Housing Management business, they will concentrate on securing and training personnel and continuing
system development. In the Condominium Management business, they will revise the specs for business operations and
promote the adoption of an app for condominium management.

Further evolution and advancement
as an enterprise that undertakes tasks

Corporate Housing Management business <Add value per employee: thousand yen>

<Ratio of personnel expenses to costs: %>

[Thousand yen]
6,000

110%

100.0% ___gazr Y
5,000 e’ 100%
Expansion of . ; .
ju— e : A X Reform of operations 4,500 0%
the task-undertaking domain
4000 ao%
Expansion of the non-labor-intensive Gradual decrease in the ratio of >0 e
business model. personnel expenses due to —— 2000 o
including cloud-based services the promotion of digitalization, etc. ReinmEYon From ines K TUAB. o Rven
Nalucs inFY 625
“Reform of the revenue composition” “Reform of the cost structure™

Io the growth of revenue and, [0 the improvement in labor Fmductj\ ity
the improvement in profit margin  and the decrease in the ratio of cost of sales

(Taken from the reference material of the company)

© Investment

In the period of the medium-term management plan, they will establish a foundation for realizing a medium/long-term growth
scenario by “investing” in “systems for facilitating digitalization,” “human resources for securing and training personnel,”
and “businesses for researching and developing new businesses.” They aim to achieve sustainable growth and improve
medium/long-term corporate value by growing through the above-mentioned investment and returning sufficient profits to
stakeholders.

[2-3 Business strategy in each segment]

(1) Corporate Housing Management business

(D Priority theme

*To achieve stable growth by receiving more orders for the Corporate Housing Management Service “Shataku-san” from
leading companies

As mentioned in Section “1. Company Overview, 1-3 Business Environment,” they are expected to receive a healthy number
of orders for corporate housing management.

So that they can meet the strong needs for task-undertaking services without fail, they will strengthen their marketing system
continuously with the aim of achieving stable growth by receiving more orders for “Shataku-san” and recovering the annual

15


https://www.bridge-salon.jp/?utm_source=report&utm_medium=referral&utm_campaign=2884

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

BRIDGE REPORT « \ Bridge Salon

growth rate of recurring revenue to the pre-pandemic level (5%). In parallel, they will concentrate on recruitment and training
and the improvement in employees’ engagement through the raise in remuneration, to establish a robust operation system
amid the shortage of manpower.

* Sales promotion of BPO services for personnel and general affairs and “Shataku-san Lite,” a cloud-based corporate housing
system service for small and medium-sized enterprises

In order to improve profit margin, they will concentrate on the enrichment and promotion of accompanying services, such as
BPO services for personnel and general affairs and “Shataku-san Lite.”

*Improvement in the cost structure of “Shataku-san,” the Corporate Housing Management Service for leading companies
They will improve the cost structure of “Shataku-san” through system development, personnel training, etc.

@ Maintenance and expansion of recurring revenue
As the number of projects entrusted will increase under a favorable business environment, the recurring revenue from
corporate housing management is projected to increase.

<Corporate Housing Management business

Total number of entrusted projects and recurring revenue

= [otal number of entrusted projects

[ Thousand yen

Proxects|

== Recurming revenue from corporate housing [Thousand yen] ===

e

287,369 .0 gy 284162 £34IW I I
FY621 FYG22 FYO23 FYO24 FYO62S FY
For

o
=

-

* “Total number of ent:

I'he number
entrust

KPI

(Taken from the reference material of the company)

(2) Condominium Management business

(O Priority themes

* To maintain or expand the recurring revenue from condominium management

They give top priority to the improvement in earning ratio through the increase of fees for undertaking tasks, the optimization
of specs for operations according to the budget of each client, etc. It can be assumed that some clients will face difficulty in
continuing outsourcing, so they will prioritize measures focused on profitability without expecting the increase in the number
of condominium units entrusted in the coming 3 years.

*To expand their in-store share with remodeling and other real estate services
They will strive to expand their share and profit by meeting the demand for repair of deteriorated properties, services for
exclusively-owned areas, other real estate-related services, etc.

*To streamline business operations through digitalization
They will use a newly developed app for condominium management for all clients, to handle documents of all affiliated
companies in a paperless manner and streamline business operations, with the aim of improving profit margin.

(2 Growth of recurring revenue and the improvement in revenue

They have continued activities for receiving orders while considering profitability rather than the increase in the number of
condominium units they manage. In the coming three years, they will put more energy into the improvement in revenue, and
it is forecast that some contracts will be cancelled, so the number of condominium units is not expected to increase. Although
the number of condominium units they manage won’t increase, they will increase recurring revenue by raising the fees for
condo management, etc.
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<Condominium Management business=>

[Projects] Number of condominiums they manage and recurring revenue ||h. susand yen]
500 === Number of condominiums they manage 3 000.00

g —e— Recurring revenue from condominium management [ Thousand yen]

30,000 0 o—————— =
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000
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25,0

(Taken from the reference material of the company)

(3) Incubation business
<Priority themes>
They will keep developing services form management firms and strive to create new businesses.

* Promotion of the watch-over security service and the insurance agent service
Regarding the “management support business,” which is a service of supporting management firms, they will promote the
business with the existing watch-over security service and the insurance agent service.

* Expansion of “osumait,” a service for supporting the digital transformation (DX) of condominium management

They will offer “osumait,” a system for condominium management they have developed and digitally transformed, to other
companies, securing a new revenue source. Three condominium management companies have already adopted the system,
and they will make efforts to expand it further.

* Development of new businesses
They will create new core businesses and develop and grow businesses to add high value to the existing businesses.

[2-4 Sustainable corporate value improvement]

(D Promotion of sustainability-oriented business administration

The key concepts are “the health and flourishing of workers” and “the development of a safe, worry-free, comfortable living
environment.”

Under the corporate philosophy and the basic sustainability policy, they will fulfill economic roles through business activities,
environmental and social roles, and develop, operate, and strengthen a governance structure for fulfilling these roles, and
improve corporate value in a sustainable manner and realize a sustainable society in cooperation with various stakeholders,
including clients, business partners, local communities, and employees.

They disclose information in accordance with the recommendations of TCFD, and concentrate on BPO services for co-creation
with local communities as part of BPO services for personnel and general affairs. In order to solve the shortage of workers,
they continue surveys and tentative operation for realizing “BPO services with diverse workers.” As part of this activity, they
entrust workers who cannot receive opportunities to work around Japan with the operation of BPO services.

Since the conclusion of a cooperative agreement with Itoigawa City, Niigata Prefecture in March 2023, they have continued
activities, and signed a new cooperative agreement with Tateshina Town, Nagano Prefecture in May 2025. In addition, their
activities were joined by Val Laboratory Corporation, which developed “Ekispert,” a service of retrieving a route released in
Japan for the first time, for expanding the service. Their “BPO services for co-creation with local communities” is scheduled
to be offered for “the service of registering initial data on commuting expenses,” which has been developed by the business
partner Val Laboratory Corporation. Through these activities, they hope to contribute to the job creation in each region and
the settlement of the shortage of manpower in enterprises.
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(@ Governance

Also, in the period of the medium-term management plan, they will separate group business administration and
supervision/execution based on the holding company structure, and aim to tighten corporate governance based on the board
of directors putting importance on the overseeing function as a company that has an audit and supervisory committee.

@ For realizing business administration conscious of capital cost and share price

They aim to achieve sustainable growth and improve medium/long-term corporate value, by realizing business administration
conscious of capital cost and share price. In the medium-term management plan, they set a goal for achieving an ROE that
exceeds capital cost, and in order to attain the goal, they will pursue the priority themes based on the basic policy, grow their
business and improve profitability. They aim to boost capital efficiency by enhancing their financial strategy and increase
share price by promoting IR activities actively.

*For details, see “1. Company Overview, 1-8 Realization of business administration conscious of capital cost and share price.”

@ Financial strategy

They will strive to brush up their capability of generating cash based on business activities and strategically allocate the
generated cash while maintaining the stable financial base, with the aims of growing profit through active investment for
growth and improving capital profitability through enhanced shareholder return.

In accordance with the medium-term management plan, they will develop new businesses while considering M&A and
enhance investment for growth, and conduct investment for fortifying their business base by promoting DX and training
personnel, with the aim of achieving sustainable growth.

@ HR strategy and personnel development policy

The priority theme regarding human resources in the medium-term management plan is “to make the jobs of employees more
worthwhile.” They will improve their capability of responding to diversifying values and the rapidly changing business
environment, and create a working environment where employees can work without worry, with the aim of becoming a
corporate group in which employees can work vigorously while feeling that their jobs are worthwhile.

[2-5 Target management indicators]
We aim to achieve “a revenue of 10 billion yen or over and an operating profit of 1 billion yen or over” in the fiscal year
ending June 2028.

FY 6/25 FY 6/28 CAGR

Revenue 8,695 million ye | 10 billion yen or +4.8% or

n over higher
Operating 742 million yen | 1 billion yen or o +10.5% or
profit ver higher
Operating 8.5% | 10.0% or higher -
profit margin
ROE 3.0% | 10.0% or higher -
DOE 4.9% 5.0% or higher -

*CAGR was estimated by Investment Bridge with reference to the reference material of Sunnexta Group.
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3. Fiscal Year ended June 2025 Earnings Results

[3-1 Outline of consolidated performance]

. . Compared S
FY 6124 | Ratloto | pygps | Ratioto e oo | O0E
revenue revenue revised
forecast
forecast

Revenue 8,371 100.0% 8,695 100.0% +3.9% -0.0% -0.0%
Gross profit 1,989 23.8% 2,048 23.6% +2.9% - -
SG&A 1,336 16.0% 1,305 15.0% -2.3% - -
expenses
Operating 653 7.8% 742 8.5% +13.6% +23.8% +6.1%
Profit
Recurring 653 7.8% 758 8.7% +16.1% +26.5% +8.4%
profit
Net Income 1,775 21.2% 229 2.6% -87.1% -41.2% 14.7%

*Unit: million yen. “Difference from the revised forecast” means the difference from the revised forecast announced in June 2025.

Revenue and profit grew, while profit exceeded the forecast.

Revenue rose 3.9% year on year to 8,695 million yen. The Corporate Housing Management business and the Condominium
Management business saw the growth of sales.

Operating profit increased 13.6% year on year to 742 million yen. Gross profit grew 2.9% year on year and SG&A expenses
decreased 2.3% year on year due to the decline in taxes and other public charges, resulting in a double-digit profit growth.
Net income dropped 87.1% year on year to 229 million yen. A gain on sale of investment securities amounting to 2,213 million
yen was posted in FY 6/24, but not in FY 6/25, and they reviewed the policy for developing a mission-critical system for the
Corporate Housing Management Service, while considering the recent advancement of IT technologies, and decided to stop
the current development plan and choose a more effective development method. As a result, they posted 377 million yen as a
loss on retirement of software in progress related to system development in the section of extraordinary loss.

Revenue was almost in line with the forecast, but operating profit and recurring profit exceeded the revised forecast.
Considering their business performance, business environment, future business operation, etc. comprehensively, they decided
to pay 41 yen/share per year, up 2 yen/share from the previous fiscal year.

Trends of revenue and operating profit [ Unit: million yen]

3,000 400
2,500 330
300

2,000 250
1,500 200
1,000 =0
100

500 50

0 0
FY 619 20 3Q 4Q FY6202Q 3Q 4Q FY62] 20 3Q  4Q FY622 2 30 4Q FY6&23 2@ 3Q 40 FY624 20 30 4Q FYe252Q 30 4Q
mm Sales — ()pcratmg profit
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[3-2 Trend in each segment]

FY 6/24 Composition FY 6/25 Composition YoY
ratio ratio

Revenue

Corporate Housing Management 4,279 51.1% 4,371 50.3% +2.1%
business

Condominium Management business 3,808 45.5% 4,132 47.5% +8.5%

Incubation business 283 3.4% 191 2.2% -32.3%
Total revenue 8,371 100.0% 8,695 100.0% +3.9%
Segment profit FY 6/24 Profit margin FY 6/25 Profit margin YoY

Corporate Housing Management 1,200 28.0% 1,183 27.1% -1.4%
business

Condominium Management business 249 6.5% 350 8.5% | +40.9%

Incubation business -5 - -21 - -

Adjustment =790 - -770 - -
Total segment profit 653 7.8% 742 8.5% | +13.6%

*Unit: million yen. “Revenue” means the revenue to external clients.

(1) Corporate Housing Management business

Revenue grew 2.1% year on year, but profit declined 1.4% year on year.

As enterprises revised their housing systems and operation methods and strongly wanted to outsource some tasks, they
received many inquiries about consultation for revising systems mainly from leading enterprises, and they received a healthy
number of new orders from leading enterprises. The spot revenue from the support for adoption of the invoice system, which
arose in FY 6/24, declined, but the revenue from outsourced tasks and recurring revenue from cost reduction services, etc.
were healthy. Profit decreased, due to the decline in spot revenue and the augmentation of personnel expenses caused by the
increase in man-hours and the strengthening of systems for stabilizing services.

(2) Condominium Management business

Revenue grew 8.5% year on year, and profit increased 40.9% year on year.

The number of condominium units they manage increased, as they kept receiving a healthy number of inquiries about
undertaking the management of new condominiums. They increase the spot revenues from the remodeling of exclusively
owned areas, the planned repair entrusted by the primary contractor, the sale of real estate for sale, etc. Profit grew thanks to
the sales growth, despite the augmentation of expenses for personnel, including superintendents.

(3) Incubation business

Revenue dropped 32.2% year on year, and a loss of 21 million yen was posted (a loss of 5 million yen was posted in FY 6/24).
They concentrate on the development of the management support business for providing a service platform targeted at business
operators that manage housing, and in the call center service for which a major client cancelled the contract in FY 6/24, They
worked on the redevelopment of a growth scenario without an in-house call center, so transactions decreased.
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[3-3 Financial condition and cash flows]
© Main Balance Sheet

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

# N\ Bridge Salon

End of June | End of June | Increase/ End of June | End of June | Increase/
2024 2025 decrease 2024 2025 decrease
Current assets 9,730 9,494 -236 | Current 2,793 2,246 -547
liabilities
Cash and deposits 7,340 6,970 -370 | Short-term dept - 104 +104
Accounts 353 358 +5 | Operating 901 909 +8
receivable deposits
Operating 1,322 1,420 +97 | Fixed liabilities 192 484 +291
advances
Fixed assets 1,163 964 -198 | Long-term dept - 261 +261
Tangible fixed 257 235 -22 | Total liabilities 2,985 2,730 -255
assets
Intangible  fixed 587 225 -362 | Net assets 7,908 7,729 -178
assets
Investments and 318 503 +185 | Retained 7,167 7,022 -144
other assets earnings
Total assets 10,894 10,459 -434 | Total liabilities 10,894 10,459 -434
and net assets

*Unit: million yen

Total assets decreased 400 million yen from the end of the previous fiscal year, due to the decreases in cash and deposits, and

software in progress caused by the suspension of development of in-company mission-critical systems, etc.

Total liabilities declined 200 million yen from the end of the previous fiscal year, due to the decrease in accrued income taxes.
Net assets decreased 100 million yen from the end of the previous fiscal year due to the decline in retained earnings, the

increase of treasury shares, etc.

Equity ratio rose 1.4 points from the end of the previous fiscal year to 72.3%.

© Cash flows
FY 6/24 FY 6/25 Increase/decrease
Operating CF 957 -68 -1,025
Investing CF 1,969 -2,256 -4,225
Free CF 2,926 -2,324 -5,251
Financing CF -348 -45 +302
Cash and Equivalents 7,316 4,946 -2,370

*Unit: million yen

Operating CF and free CF turned negative, due to the decline in net income before taxes and other adjustments, the
augmentation of expenses for time deposits, etc.

The cash position degraded.

4. Fiscal Year ending June 2026 Earnings Forecasts

[4-1 Earnings forecast]

FY 6/25 Ratio to FY 6/26 Ratio to YoY
revenue (Forecast) revenue

Revenue 8,695 100.0% 8,900 | 100.0% +2.3%
Operating 742 8.5% 700 7.9% -5.8%
profit

Recurring 758 8.7% 715 8.0% -5.8%
profit

Net Income 229 2.6% 461 5.2% +100.9%

*Unit: million yen. The forecast was made by the company.
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Revenue is expected to grow, but profit is projected to decline.

Revenue is forecast to rise 2.3% year on year to 8.9 billion yen. The steady growth of the Corporate Housing Management
business and the Condominium Management business is expected. Meanwhile, the initial inventory of real estate for sales is
less than before. They will concentrate on procurement this fiscal year, but it is projected that transactions will decrease due
to the insufficiency of inventory, so revenue growth is forecast to be slight.

Operating profit is projected to decrease 5.8% year on year to 700 million yen, because they will increase costs for developing
systems for business growth and maintaining and stabilizing the quality of operations.

They plan to pay a dividend of 42.00 yen/share, up 1.00 yen/share year on year. The expected payout ratio is 83.9%.

5. Interview with President Takaki

We interviewed President Akira Takaki about the company's mission and vision, the distinctive features and competitive
advantages of its business, its medium-term growth scenario, the challenges to achieving growth, and his message to
shareholders and investors.

President Takaki was born in August 1973. After gaining experience in sales at a house builder as an employee fresh out of
college, he joined Sunnexta Group in January 2001, three years after its establishment. Having gained extensive experience
and a proven track record in customer-facing roles such as sales, outsourcing, and housing system consulting, and having also
gained broad experience in human resources and management, he was appointed as the third-generation President and
Representative Director in September 2019.

Q: In recent years, the social meaning of existence of enterprises has come under spotlight. Could you tell us about
your company's mission and vision? Furthermore, how do you ensure these principles are diffused in your workforce?
Our founding principle is “To create a visionary company.” Our fundamental spirit and principle of existence is: “With the
fundamental spirit of love, sincerity and harmony, we shall continuously strive to create and expand the highest satisfaction
for our customers and the happiness of all who gather, thereby realising the summation of dreams.”

When faced with uncertainty, when a choice has to be made, or when a decision has to be taken, the guiding principle for
judgement ultimately comes down to this philosophy.

At the beginning of the year and the start of each fiscal period, as well as at regular meetings and the biannual general staff
meetings, we repeatedly emphasize the importance of our guiding principles.

Therefore, these values are recognized and shared not only by the management team, but also by managers, leaders and
employees.

Q: What do you consider to be your own mission as the President of the current Sunnexta Group, and what
responsibilities do you bear toward stakeholders?

I believe that our foremost responsibility is to pass the torch to the next generation of leaders in the best possible condition.
In addition to developing the next generation of leaders, we are committed to addressing current challenges head-on and
establishing an environment where future leaders can manage operations more smoothly. To this end, we continuously
implement our development programs.

Q: Next, please describe your company's strengths and distinctive features—particularly those unique to your
company—and the competitive advantage that enables you to survive the harsh competition.

While numerous players operate in the company housing management services, our company stands as the sole independent
enterprise and a BPO operator.

The group companies of real estate developers undertake tasks to expand their property businesses, and other companies that
focus on rental management and brokerage services as their core revenue streams also undertake tasks to expand their
operations. However, our company is the only independent entity conducting business solely through the provision of task-
undertaking services. The scope of our services, the depth of our services, and our pricing also differ significantly from other
companies. Customers who place great importance on the management of company housing systems choose our company,
whereas conversely, companies prioritising low cost above all else and willing to compromise to a certain extent on scheme
management do not select us. In that respect, differentiation and segregation are already established.
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The details of “company housing management services” vary significantly among providers. Some competitors operate with
the policy: “We communicate with real estate companies, not with employees.” For example, in cases where high restoration
costs arise due to issues with how an employee used the premises upon leaving, if managed internally, the company would
naturally communicate with that employee to discuss how the costs should be borne. However, some competitors in the same
industry do not undertake such time and effort-consuming tasks.

In our case, our policy is to “reproduce internal company operations.” Some companies stipulate that employees may only be
reminded twice, while others stipulate that notice must be given in writing. The methods also vary, including telephone, email,
or personal mobile phones, in addition to written documents. Such conditions and circumstances vary from company to
company, but our policy is to accurately recognize the particular points each company values and to provide these as part of
our service, thereby effectively fulfilling the role of the company's representative. Of course, we will always make proposals
to further improve the operation of the system. However, our core value lies in meticulously understanding a company's
current operational methods and then reproducing them in an optimal way. As the cost varies depending on the scope and
depth of this work, it often ends up being considerably higher than that of other companies. Nevertheless, our clients recognize
and appreciate this value highly.

Q: I guess it's not easy to build such services for each company. How are you dealing with that?

The process of transferring operations is complex and time-consuming. We conduct meticulous interviews lasting several
hours to understand the company's housing scheme management policies and operational practices, while also incorporating
other specific requirements through ongoing communication to establish an operational method.

In the case of housing scheme consulting, we engage from an even earlier stage in the process. This involves joining the
company's institutional reform team to support the development of the scheme, followed by its actual implementation.
Therefore, the lead time is considerably long.

However, having handled over 400 companies to date, we have developed a certain degree of patterns. These have been
accumulated as our company's unique know-how, distinct from other companies, and represent a significant point of
differentiation.

Q: When companies consider adopting a company housing agency service, it is natural that many would obtain
multiple quotes. What is the situation like in such cases?

While estimated prices of competitors are significantly different from ours, we believe many client companies choose us when
considering adoption from the perspective of wanting a service provider to embody their specific requirements for their
company housing scheme.

Conversely, for companies where general-purpose operations are deemed sufficient, or those prioritizing price, we consider
them to be “customers for whom our services are less suitable.”

Companies that have chosen our services consistently evaluate them as not being expensive when viewed from a long-term
and holistic perspective, resulting in an annual contract renewal rate exceeding 95%.

Q: Next, I would like to ask about the new medium-term management plan and medium-term growth scenario.
Regarding the previous medium-term management plan, the business as a whole was unable to respond appropriately
to changes in social conditions and the market environment, resulting in delays in various initiatives and ultimately
failing to achieve the management targets. Could you comment on the factors behind this?

First, in terms of external factors, we were significantly impacted by the COVID-19 pandemic. Our company housing
management service requires a process whereby the company recognizes the need for reform, coordinates with internal
stakeholders to determine a method for that reform, the responsible personnel submit an internal proposal for approval, and
the supervisor also understands this. In some companies, careful consultation may take place between management and labor.
Therefore, it is not uncommon to take approximately two to three years or even longer. Amid the uncertainty brought by the
COVID-19 pandemic, most companies had completely halted consideration of such reform. The momentum had waned, but
as the COVID-19 pandemic subsided, discussions resumed, and as a result, the number of orders is showing signs of recovery.
Corporate demand for outsourcing is expected to grow steadily, and amid labor shortages, an increasing number of companies
are considering enhancing their company housing schemes as a benefit to boost their competitiveness in recruitment.
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Internal factors included the withdrawal of Zennisso Management Co., Ltd., a consolidated subsidiary (March 2022), coupled
with delays in system development. This resulted in significant setbacks in launching new services such as the rollout of
“Shataku-san Lite” and “osumait” to other companies, as well as in initiatives to enhance productivity through digitalization.

Q: Against this backdrop, the new medium-term management plan sets out two objectives: “restoring recurring
revenue growth rate and operating profit margin to the pre-pandemic levels” and “investing in the reconstruction of
core systems and the creation of new businesses through M&A and so on.”

Regarding this “restoration,” what specific areas will you be focusing on?

The recovery trend of the company housing management service “Shataku-san” has become apparent. Communication with
new customers temporarily ceased during the COVID-19 pandemic, but we have achieved pre-pandemic levels and are
steadily gaining customer support. Consequently, there are few significant challenges from a sales perspective. Moving
forward, we simply need to respond reliably to the increasing demand for task-undertaking services.

Meanwhile, establishing systems for operations after order receipt remains an internal challenge. Particularly in recent years,
operational burdens have increased due to factors such as amendments to laws and regulations concerning invoices and rising
rents, including responses to large volumes of price increase notifications arriving during renewal periods. To strengthen our
service provision framework and accurately meet customer needs, we must focus on enhancing human resources and
improving internal operational efficiency through digitalization.

Regarding digitalization, we are also advancing initiatives such as document scanning utilising Al and partial automation of
communications with estate agents through bots.

Regarding the Condominium Management business, our top priority is maintaining and improving profitability per building,
rather than increasing the number of properties under management.

We must firmly request price increases from customers whose businesses have become unprofitable. If they refuse, we regret
to say that it may become unavoidable to discontinue management in some cases.

With major management companies and numerous competitors actively raising their prices, we are receiving an increasing
number of inquiries. However, we cannot accommodate all requests and will carefully assess the profitability of each case
before deciding whether to accept the work.

To improve profitability, we will expand the use of our “osumait” service, which digitizes condominium management, and
also promote its provision to other condominium management companies facing similar challenges. Several condominium
management companies have already begun using the service, and we are currently strengthening our sales efforts further.

Q: Regarding “investment,” what sectors are you considering for M&A?

We are prioritizing companies that provide BPO services to human resources and general affairs departments, as well as real
estate management companies, as our primary targets. For example, we are currently identifying and scrutinising potential
partners who possess Al technologies or SaaS-based services. By combining our services with their technologies or services
to build new systems or services for application in human resources, general affairs, or condominium management, we aim to
jointly provide existing customers with fresh added value.

Q: What are the challenges in achieving growth?

Ultimately, strengthening our workforce remains the most important priority. When executing M&A, it is crucial to deploy
resources appropriately and swiftly generate synergies as soon as possible. Therefore, enhancing our personnel during the
post-merger integration (PMI) phase is essential. Furthermore, as mentioned earlier, we consider the development of next-
generation core personnel and management-level talent to be indispensable.

Q: Thank you. Finally, could you share a message for our shareholders and investors?

Unfortunately, over the past five years, we have been unable to achieve sufficient growth in both sales and profits. Some of
our shareholders and investors may be concerned that this stagnation and lack of progress may continue.

However, upon analyzing various factors and confirming the current situation, we judge that the order receipt environment is
showing signs of recovery and will be able to return to a steady growth trajectory going forward. Furthermore, while one
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factor behind the increase in cost of sales over the past few years has been upfront investment, we have also implemented
measures to restore profitability. We believe that within three years, we will achieve sales growth and a recovery in profits.
We understand that investors may be concerned, but we are determined to demonstrate our results through solid performance.
We shall also focus on shareholder returns and management mindful of capital cost and share price, and we would greatly
appreciate your continued support for our company from a medium- to long-term perspective.

6. Conclusions

The services of the Corporate Housing Management business vary significantly among enterprises. Sunnexta Group upholds
the policy of “reproducing the in-house operation of each client” and customizes services according to the business operation
method of each client, while the clients of competitors just follow the provided services in many cases. Sunnexta Group grasps
the details of the current operation method of each client and reproduces it and does not receive real estate brokerage fees, so
their expenses are larger than those of competitors, but most clients evaluate their value highly, so client retention rate is high.
Estimated prices vary significantly among companies, but clients often choose the services of Sunnexta Group when they
hope that “their commitment to corporate housing systems will be reproduced.”

We would like to pay attention to their initiatives aimed at getting back on a growth track in the new medium-term management
plan based on the founder’s strong aspiration to “carry out business oriented to client companies” and their progress.
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<Reference: Regarding Corporate Governance>

© Organization type, and the composition of directors and auditors
Organization type Company with audit and supervisory committee
Directors 6 directors, including 4 outside directors (4 of which are independent executives)
Audit committee members 3 members, including 2 outside directors (2 of which are independent executives)

© Corporate Governance Report
Last update date: September 5, 2025

<Basic Policy>

With our existence philosophy that is to continue bringing customers the greatest satisfaction and creating and expanding the
happiness of the people gathering and reach the summation of dreams, our company has formulated basic policies on corporate
governance with the aim of achieving sustainable growth and enhancing our social value as a corporate citizen and our
medium- and long-term corporate value.

These basic policies, as behavioral guidelines that state our company’s policies and frameworks regarding corporate
governance for all of our officers and employees, will help realize the best corporate governance.

For the details of these basic policies, please visit our company’s website and see the basic policies on corporate governance:
https://www.sunnexta.co.jp/ir/company/governance.html

[Corporate ethos/existence philosophy/business administration philosophy/network philosophy]
To create a visionary company

m Corporate ethos Love, sincerity, and harmony

m Existence To continue bringing customers the greatest satisfaction and creating and expanding the happiness of the
philosophy people gathering and reach the summation of dreams

m Business 1. We aim to become a trusted corporate citizen through open and highly transparent corporate activities
administration under legal compliance.

philosophy 2. We take on a challenge and manage our company with passion, ambitions, and creativity for keep

innovating at all times by flexibly accommodating changes of the times.
3. We pursue services created thoroughly by putting ourselves in customers’ shoes and fair and just profit
together with our partners, and contribute to comfortable and rich living and economic and social

prosperity.
m Network We pursue a network of value creation that allows us to have the same aspirations and share the pleasure
philosophy of flourishing together.

[Basic policies on sustainability]

The Sunnexta Group plays roles for the environment and society as well as an economic role through our corporate activities,
and strives for the continuous enhancement of our corporate value and realization of a sustainable society by developing,
operating, and strengthening a governance system that helps us fulfill our responsibilities based on our corporate philosophy.
m Business Together with its partners, Sunnexta will create products and services that help solve social issues while also
taking environmental issues into consideration.

m Environment | The company promotes environmentally friendly activities by promoting education and behavioral changes
among the group.

In addition, the company will enrich living environments by promoting safety, security and comfort in people's
homes.

m Society For the prosperity of society, the company aims to foster happiness and strengthen the bonds of those who
come together, while also promoting the development of human resources who will build future prosperity.
The company will expand the provision of high-value work opportunities by realizing operations that enable
diverse working styles.

m Governance Under the holding company structure, the company will promote group management, separate supervision
from execution, and strive for transparent, fair, prompt, and decisive decision-making, and management that
takes appropriate action (governance).

[Sunnexta Group’s Code of Conduct]
Based on the corporate philosophy of the Sunnexta Group, we make efforts to behave with high ethical standards and social
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decency, and help the Sunnexta Group be highly regarded as a socially trusted company and develop sustainably, while being
aware of our social responsibilities as a company.

1. Compliance with laws We comply with laws and rules, and conduct corporate activities in an honest and fair
manner so that we will not deviate from the social norms.

2. Respect for basic human rights | We nurture the spirit of valuing human rights and do not discriminate anyone or violate
human rights according to race, nationality, religion, ideology, gender, age, social status, or
physical or mental disorder.

3. Winning customers’ trust We earn customers’ trust by endeavoring to create new services while thoroughly putting
ourselves in customers’ shoes and providing not only products and services that satisfy
needs, but also accurate information under free competition in the market.

4. Relationship with partner We strive to develop each other by sharing values, forming and strengthening relationships
companies of trust through transactions.

5. Understanding and support of We gain the understanding and support of stakeholders through our fair and transparent
stakeholders business administration.

6. Mutual relationships for We have a sense of solidarity as a member of the SUNNEXT Group and encourage each

accepting diversity other to rediscover and improve our own abilities and exert them. We create an environment
that allows us to work with vitality and inspire each other while accepting diversity.

7. Communication with society We lend an ear to what the society demands and proactively disclose necessary information
in order to communicate widely with society.

8. Strict management of We strictly manage personal information, customers’ information, and any other relevant

information information.

9. Relationship with the We maintain a healthy and transparent relationship with the government and government

government and government agencies.

agencies

10. Measures against anti-social We do not have any relationship with anti-social forces or organizations that threaten the

forces social order or safety.

11. Coexistence with local We take action with the aim of coexisting with local communities, such as cooperation in

communities various activities that contribute to the development of communities and comfortable and
safe lives.

12. Environmental initiatives We believe that the conservation of the global environment helps balance a sustainable

society and business development and therefore promote activities and behaviors friendly
to the global environment both personally and professionally by encouraging each of our
employees to learn and think about the environment.

<Reasons for Non-compliance with the Principles of the Corporate Governance Code>
Our company complies with all of the corporate governance codes that were revised in July of 2021.

<Disclosure Based on the Principles of the Corporate Governance Code (Excerpts)>

[Principle 1-4. Strategically held shares]

Our company has formulated Article 4 (Basic policies on the strategic holding of shares and the execution of the voting rights
relating to the strategically held shares) in the basic policies on corporate governance and disclosed them on our website. We
decided to continuously hold the strategically held shares (in four companies) through a careful examination by our company’s
board of directors.

Basic policies on corporate governance
Article 4

1 Our company strategically holds shares with the aim of enhancing our corporate value through
business alliances and the generation and enhancement of synergy.

2 Our company comprehensively determines whether or not to strategically hold shares in light of the
purpose of raising our corporate value and, in principle, sells strategically held shares if no
significance of strategically holding them is recognized.

3 Our company shall not, without any reasonable grounds, prevent any of the partner companies that
hold shares in our company as strategically held shares (hereinafter referred to as a “strategic
shareholder”) from conducting such activities as selling the shares when the strategic shareholder
announces the intention of selling the shares or doing any other relevant activities.

4 Our company determines whether or not to conduct transactions with a strategic shareholder after
thoroughly examining the economic rationality of the transactions so that shareholders’ common
interests will not be harmed.
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5  Each executive officer in charge shall check such matters as business alliances and the generation
and strengthening of synergy for each stock as needed and reports to the board of directors on a
regular basis, and the board of directors determines the validity and the economic rationality of
investment for each stock based on capital cost and other relevant factors.

6  Our company comprehensively determines whether or not to execute the voting rights related to the
strategically held shares from the perspective of whether a proposal will contribute to raising the
corporate value of our company.

[Principle 2-4. Ensuring diversity within the company, including the promotion of women’s active participation in business]
[Supplementary Principle 2-4-1]
<Views on how to ensure diversity in the promotion of core personnel>

Our corporate group has adopted a group-wide slogan, which is to become a group that employees love and keep working for,
so that diverse people with various values can play active roles as they respect each other and raise their respective value while
working independently toward a common goal.

In order to secure personnel in managerial positions who will be core human resources for enhancing our corporate value, we
promote our employees to managerial positions regardless of such factors as age, nationality, or gender by taking into account
whether each of them possesses and exerts the abilities required and the quality and quantity of the leadership that each of
them demonstrates in the group, on the basis of how much they related to our corporate philosophy.

<Views and goals of ensuring diversity in the promotion of core personnel and progress thereof>

(1) Promotion of female employees to managerial positions

Our corporate group intends to even more strongly help our female employees actively participate in business as candidates
for core human resources because it is one of our most important business issues to secure next-generation core personnel as
we aim to evolve and develop further as an enterprise that undertakes tasks. For active participation of women, we suggest
careers in managerial positions as well as careers that enable our female employees to gain greater expertise in their duties,
and promote the creation of an atmosphere and the development of a system and an environment in which women can
comfortably take on challenges.

Japan Corporate Housing Service Inc., which engages in our corporate group’s core business, has drawn up a three-year action
plan starting on April 1, 2025 based on the Act on the Promotion of Women’s Active Engagement in Professional Life and is
endeavoring to achieve a target of raising the ratio of female employees who are in managerial positions to 20% by the end
of March 2028. Other group companies are also pushing initiatives to encourage women to carve careers by enriching systems
to help them balance work and life so that those who play pivotal roles in raising children or caring for their family members
who need support can work flexibly.

* Japan Corporate Housing Service Inc.  15.9%

* Group companies as a whole  13.9%

(2) Promotion of employees with foreign nationality to managerial positions

While our corporate group does not put any restrictions on the promotion based on nationality, we do not take any proactive
action that is focused on the recruitment of foreign nationals at the moment considering the characteristics of our business and
the priority of business issues. We will consider enhancing our system of recruiting foreign nationals and promoting employees
with foreign nationality to managerial positions according to how we develop our business.

(3) Promotion of mid-career hires to managerial positions

Our corporate group promotes both employees who joined our company as new graduates and mid-career hires to managerial
positions according to their respective abilities. At the moment, mid-career hires who hold managerial positions account for
over 90% of the total number of the employees in managerial posts, which is quite a high standard, so we have not set any
specific target. We will continue and develop our system of promoting mid-career hires to managerial positions according to
their respective abilities and maintain this high ratio.
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<Policies on personnel development and policies on workplace environment development for ensuring diversity, and progress
thereof>

Our corporate group develops human resources with an idea that is “the outcome of life and business = mindset x passion X
ability” being the core concept of values, which means that the outcome of life and business will be determined by the
multiplication of three elements that are mindset, passion, and ability.

In addition, our corporate group looks for personnel who can relate to our corporate philosophy, are interested in our corporate
group’s business, and can keep improving themselves faithfully while engaging in their duties with integrity. We give
consideration to people who have the qualities so that they will not lose opportunities to receive necessary education due to
such reasons as differences in backgrounds.

On this basis, our basic education is aimed at helping our employees gain strong ethical standards and social decency, and we
provide education based on our corporate philosophy and Sunnexta Group’s code of conduct to all of our full-time employees
and regular training programs regarding harassment, compliance, information security, and any other relevant matters to all
of our employees every year.

We help our employees develop professional knowledge and abilities required for running the business of each group company
basically through more practical approaches by considering necessary education programs based on the conditions of each
workplace and the business characteristics and giving instructions while combining on-the-job training and oft-the-job training.
We also provide our employees with support for obtaining qualifications necessary for their duties.

Regarding personnel who aim to take up managerial positions and employees who hold managerial posts, our corporate group
strives to not only foster values shared throughout our corporate group, but also establish a human network that generates
synergy by utilizing such opportunities as training programs provided across the group companies and policy presentation
meetings.

Concerning the workplace environment development, we will propel forward the creation of a workplace environment that
encourages our employees to commit to our company for many years by realizing employees’ diverse workstyles and adopting
systems for removing work restrictions in each life stage.

Believing that the growth of the employees enables the growth of the company, we focus on fostering the corporate culture in
which each employee continuously enhances their own added value and, as initiatives to support it, we propel forward not
only measures to maintain and improve employees’ health, but also the creation of an environment in which the company and
the employees choose each other in a corporate culture that focuses on continuous self-evolution and the employees can have
a first-hand experience of a company that the employees love and keep working for by helping them develop their respective
abilities.

For that, we implement initiatives such as encouraging our employees to take paid leaves and reducing overtime hours, enrich
the personnel system and the compensation system, and assign the right person to the right job while thoroughly taking into
account the role and aptitude expected of each individual employee.

In order to ensure diversity, our corporate group promotes initiatives to encourage female workers to actively participate in
business and develop next-generation workers.

In particular, we believe that the creation of a workplace environment in which women, who are seemingly more likely to be
affected by life events during the course of career development, can play active roles comfortably will result in an ideal
environment also for male workers, and therefore we are implementing initiatives such as creating opportunities for taking on
challenges through group training programs for each job class and on-the-job training, enriching various systems and programs
related to childbirth and child rearing, and developing a working environment that makes it possible to accept diverse
workstyles.

Please check the following links for the details of the code of conduct of each group company:

m Code of conduct of each group company regarding women’s active participation in business: [Website introducing
companies that promote women’s active participation in business]

*Code of conduct of Japan Corporate Housing Service Inc.:
https://positive-ryouritsu.mhlw.go.jp/positivedb/detail?1d=14496
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*Code of conduct of CLASSITE Inc.:
https://positive-ryouritsu.mhlw.go.jp/positivedb/detail?1d=20816

m Code of conduct of each group company regarding the development of next generations: [Website for listing companies
that help workers balance work and life]

*Code of conduct of Japan Corporate Housing Service Inc.: https:/ryouritsu.mhlw.go.jp/hiroba/search _dtl.php?cn=93393
*Code of conduct of CLASSITE Inc.: https:/ryouritsu.mhlw.go.jp/hiroba/search_dtl.php?cn=93394

[Supplementary Principle 3-1-3]

1. Initiatives on sustainability

Having formulated basic policies on sustainability and Sunnexta Group’s code of conduct (see page 1 of this report) based on
the corporate philosophy (corporate ethos, existence philosophy, business administration philosophy, and network philosophy)
(see page 1 of this report), our corporate group plays both an economic role through our corporate activities and roles for the
environment and society and endeavors to continuously increase our corporate value and realize a sustainable society by
developing, operating, and strengthening a corporate governance framework that helps us fulfill our responsibilities for the
roles.

While keeping in mind all the people and houses involved in our corporate group’s business development, we will implement
initiatives on sustainability as follows under the medium-term business plan (fiscal year June 2026 — fiscal year June 2028) in
accordance with the basic policies on sustainability with the health and active participation of working people and the

development of a safe, secure, and comfortable living environment being the key concepts:

(1)  We propel forward the creation of workplaces in which diverse people can choose one from diverse workstyles and each
individual worker’s abilities and expertise can be utilized to the fullest, the development of human resources, and the
improvement of working conditions through such approaches as a shift to high value-added businesses through digitization
and use of workers from crowdsourcing with our corporate group’s employees playing a pivotal role.

We promote the safety, security, and comfort of houses and lives through joint development projects, such as establishment
of new management models in which digital technology is utilized and various business alliances, with our partner
companies and offer BPO services that liberalize multifarious restrictions imposed on working people.

We enrich our services so that those who work mainly in the general affairs and personnel departments at client companies
can focus on higher value-added duties by using a multitude of business processes outsourcing (BPO) services of our
corporate group, including the corporate housing management services.

We contribute to the development of a safe, secure, and comfortable living environment by offering services and
businesses that support the optimization of the housing environment, the maintenance of the asset value of buildings, and
the safety of residents (the elderly).

We strive to go paperless by promoting digitization as part of our environment-related efforts. We propel forward
environmentally friendly business activities by enlightening the group and changing the group’s behavior, including the
promotion of paperless business operations.

As the basis that supports the aforementioned, we run our business by making transparent, fair, swift, and bold decisions
and taking appropriate measures through the following:

* the board of directors the majority of which is composed of independent outside directors;

* an increase in the weight attached to the functions of important decision-making and supervision regarding such matters
as the business portfolio of the corporate group as a whole and investment as a company with an audit and supervisory
committee;

* group governance by the holding company and shared services for the operating companies; and

+ further focus on the business of each operating company and development of new businesses.

®@ @ ® © 6

Under a holding company structure, our company discusses important subjects and issues that are related to our corporate
group as a whole at our corporate group’s executive meetings, and then submit and report what have been discussed to our
board of directors.

We also check the progress in the execution of each initiative regarding sustainability at our corporate group’s executive
meetings, and regularly submit and report what have been checked to our board of directors.

Furthermore, our company discloses our initiatives on sustainability via our website with the aim of enhancing the dialogue
and relationship with our stakeholders.

https://www.sunnexta.co.jp/sustainability/
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<Measures against climate change>

(Expressed support for the Recommendations of the Task Force on Climate-related Financial Disclosures)

Our company expressed support for the Recommendations of the Task Force on Climate-related Financial Disclosures (TCFD)
in August 2022. Our company will continuously take climate change seriously across all the group companies, deepen our
understanding of the opportunities and risks that affect our business, and strive to proactively disclose information related to
climate change based on the TCFD’s Recommendations.

(Information to be disclosed as recommended by the TCFD)

The TCFD recommends that companies disclose information according to four disclosure elements, which are governance,
strategy, risk management, and metrics and targets, in order to accurately grasp how climate change-related risks and
opportunities affect business administration including finance.

Our company will endeavor to further enrich our information disclosure based on the four information disclosure elements as
recommended by the TCFD.

The measures we take to disclose information in accordance with the TCFD’s Recommendations are provided on our
company’s website:

https://www.sunnexta.co.jp/ir/

2. Investment in intellectual property

Our corporate group offers task-undertaking services that satisfy a multitude of needs of companies, employees, and the
society.

We have established intellectual property mentioned below by holding almost no fixed assets or intellectual property rights in
our business:

(1) corporate philosophy that are deeply rooted in the organization and each of our employees (existence philosophy, business
administration philosophy, and network philosophy) (see page 1 of this report);

(2)  the service system (organization) and employees (human resources) that solve issues by standing in customers” shoes at
all times;

(3)  functions, business systems, and business know-how that provide a comprehensive support for various phases ranging
from planning to business process design to operation;

(4)  an excellent network run throughout Japan as represented by “Japan Corporate Housing Net” (over 300 affiliated
stores/real estate agencies and management companies); and

(5)  achievements and trust (brand) established as a leading company in the corporate housing management industry.

The aforementioned intellectual property is an element essential for expanding revenue and increasing our corporate value
and a driver that generates profit in the whole value chain through differentiation of our services from other companies’
services, maintenance and enhancement of our pricing ability, or a change in the competition environment and a competitive
edge brought via creative innovation, and it is our corporate group’s greatest and most important assets.

We, as a corporate group that enriches people’s lives through task-undertaking services, will continue investment that creates,
acquires, and strengthens our intellectual property by implementing initiatives on sustainability as stated in the medium-term
business plan (fiscal year June 2026 — fiscal year June 2028).

3. Investment in human capital

Human resources are irreplaceable human capital in our corporate group, and we believe that it is essential to secure and
nurture talented personnel and develop an environment for them in order to achieve future growth and success.

We will grow sustainably as a corporate group by supporting our employees who have a dream of achieving self-actualization
and aiming at the development of workplaces that enable each of our employees to make the most of their respective
capabilities and expertise.

Our company has placed initiatives to shift to new high value-added services through digital technology and cooperation with
outside partner companies on the basis of our existing businesses at the core of our business growth strategies set in the
medium-term business plan (fiscal year June 2026 — fiscal year June 2028); therefore, our most important challenge is to
secure personnel in charge of it, that is, (1) human resources specializing in business administration, (2) human resources
specializing in management (managerial positions), (3) human resources propelling forward reform and solving key business
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issues (leaders), and (4) professional human resources (who, specifically, are human resources with qualifications and skills
essential to the continuity of the business of our corporate group and human resources with highly professional work
experience such as the one related to IT).

While focusing mainly on the development of internal human resources, we will recruit workers from the outside when
necessary, as part of our efforts to acquire the necessary personnel mentioned above and have a plan to gradually increase our
compensation standard to the one that has competitiveness in the market for recruiting external human resources. Furthermore,
we plan to develop human resources through practical approaches principally by enriching training programs designed for
each job role and giving tough assignments, as well as by adopting a system for helping our employees obtain necessary
qualifications and skills.

In order to acquire human resources, we can attract not by compensation, but by other means, we will create workplaces that
enable workers to commit to our company enthusiastically for as many years as possible chiefly through digitization that
enhances productivity and saves labor and development of a system that allows workers to choose various workstyles
according to changes in their lifestyles.

Furthermore, we endeavor to encourage all of our employees to always behave with strong ethical standards and social decency,
be highly regarded as a company that is trusted by society, and grow sustainably by developing not only a wide range of
training programs (regarding harassment, compliance, information security, and the like) that are intended to have our
employees comply with Sunnexta Group’s code of conduct, but such systems as an internal reporting system as well.

[Principle 5-1. Policies on constructive dialogue with shareholders]

Our company is aware that it is important for our company’s growth to have proactive dialogue with investors including
shareholders and incorporating the opinions and requests of investors and other stakeholders on a daily basis with the aim of
achieving sustainable growth and raising our corporate value for the medium and long term.

We have formulated policies on development of structures and initiatives for promoting constructive dialogue with
shareholders and investors in Article 3 (Ensuring the equality among shareholders) and Article 24 (Dialogue with
shareholders) in the basic policies on corporate governance, and disclosed them on our website.

Basic policies on corporate governance
Article 24 (Dialogue with shareholders)
1 The president strives to ensure that shareholders’ opinions are shared across the board of directors.
2 Our company shall have constructive dialogue with shareholders and endeavor to disclose necessary
and sufficient information appropriately at any time through statutory disclosure in accordance with
the Companies Act, the Financial Instruments and Exchange Act, and any other relevant laws and
regulations, disclosure required by self-regulatory organizations, and voluntary disclosure such as
IR. When doing so, we shall strictly manage insider information and exercise due care so that any
substantial information disparity will not occur among shareholders.
3 Our company strives to develop a system for promoting constructive dialogue with shareholders.

This report is intended solely for information purposes and is not intended as a solicitation for investment. The information and opinions
contained within this report are made by our company based on data made publicly available, and the information within this report comes from
sources that we judge to be reliable. However, we cannot wholly guarantee the accuracy or completeness of the data. This report is not a
guarantee of the accuracy, completeness or validity of said information and opinions, nor do we bear any responsibility for the same. All rights
pertaining to this report belong to Investment Bridge Co., Ltd., which may change the contents thereof at any time without prior notice. All
investment decisions are the responsibility of the individual and should be made only after proper consideration.

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