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CHAPTER 1

Overview of FY12/2021 Business Results




CHAPTER 1 Owverview of FY 12/2021 Business Results

SUTIMATY

Transition of industry-specific software to monthly subscription models Progressed as planned

Impact of transition to In order to realize smooth transition to ".¢ Series," clond-based software, from 2022,
subseription for "MS Series." conventional seftware, the Company
(1) restrained from renewals of a contract before s expiration
(2] promoted the transibion [rom multi-vear lump-sum contracts 1o monthly subscnphion contracts
-1.6 54 billion yen

{1I|'lf SOIME UsSErs)

The Company sald cloud-based software only to specific major users

# Mo sales to the general users in 2021

Transition to stock revenue Progressed as planned

Promoted the transition of industry-specific software to monthly subscription models
Monthly sales ratio O o
Monthly subscription (5aa85) sales 838 million (YoY +24.0%)

3 9 _‘;‘ e Strengthened proposals for monthly support service

A= e 5 I, .
(+3.9pts YoY) Monthly support service contract rate 0.3 Ao (411 Ipts YoY)

* Broadleaf ("the Company") will start providing new cloud-based software, ".c Series," in 2022
* Transition of industry-specific software to monthly subscription models has progressed as planned.

* In 2021, the Company sold monthly subscription contracts for conventional software to some clients
in order to realize quick transition from conventional software, “.NS Series," to new cloud-based software.

* There was a negative impact of 1,654 million yen on revenue compared to the sales method under
multi-year lease contracts.

+ Transition of software to monthly subscription models is a negative factor for revenue in the early
stages, while those sales will become stock revenue and stabilize the revenue over the long term.

+ Transition to stock revenue also progressed as planned.

* The monthly sales ratio rose by 3.9 points year-on-year, to 39.9%.
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Overview of the Consolidated Business Results

{Wlilions of ven) FY2i21 FY202h Yo¥ change YoX¥ ratio

Revenue 20,652 211,162 -510 2.4%
Cost of sales 5,753 6,088 -338 -5.5%
Gross profil 14,898 15,074 -176 -1.2%
SG&A expenses, ele. 11,503 10,939 +564 +58.204
Operating profit 3,395 4,135 -740 -17.9%
Profit before tax 3,233 3,820 -588 -15.4%

Frofit attributable to
owners of the parent 2173 2465 -292 -11.9%

Basic earnings per share 24.72 yen 28.16 yen == o=

CopimightC2022 Broadieal’ Co._Led. Al rights resered
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Breakdown of Major Changes in Revenue (YoY)

Increase in
additional sales

(Millicnss of ven)

t YooY mcrease fctors

- Yo decrease factors
Saab
+ |

and unit sales  Monthly —
pl'il:t' of amount

conventional +638
software PR s sy L s

+756
Revenue
21,162 Supplies - Revenue
: +65 20,652 510
Devices
-316 Transition of

nutomotive software
i subscription models
-1,654

Decline m repction to
large-scale orders from
motile phone shops
=243

FY2021

|

FY2020

* Device sales decreased, partly due to a decline in reaction to large-scale orders.
* Software sales increased due to additional sales of software to clients.

- Sales of SaaS, which are monthly subscription models of software, increased.
Monthly sales increased due to an increase in the total number of software users.

+ Since conventional software was offered to some clients under monthly subscription contracts,
revenue decreased by 1,654 million yen.

« If the transition to monthly subscription models had not been conducted and the Company had continued to
offer the software under multi-year lease contracts, revenue would have increased year-on-year.

* The Company promoted the transition to monthly subscription models in order to stabilize and enhance
the revenue in the future.
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Breakdown by Revenue Categories

Yol Major faciors of increase/decrease
™ [§ Fy1n1 "anah "'oY rat
(Milliows ofyen) FYZRU gpupe YOV TR0 (Amount)
Platlorm 11,479 10,692 +TRG +7.4%
[nerepse i the mmmber of users choosmg monthly subscription contrncts
Saak HaK 692 +106 +24.0% +166
PaaSTaa% (basic) 7830 7.555 +275 +3.6%
Progress m transthon fo subscnption models 496
L ump-sum 2,448 2365 +83 +3.5% Additional sale of conventional sutomotive software, efe. 4579
Monthly amouni 5382 5,190 +102 +3. 7% Incrense in the total munber of license +192
EDI and settlement T2 692 +10 +1.4% Tncrense in the pmnber of users of the ordening platform ~21
[nerease in monthly suppont services contract tatie +205
Supp-nrt l,ﬂﬁ'ﬁ 1,591’: 4‘.1".“]' +16.9% Inciease m sale ui-'\cuil|||_|e..-~ A3
Others (DX) 2%k 157 +65 +41.6% Increase m the number of sabe of DX Sobutions ee. +68
Application 2,173 10,469 -1,297 -12.4%

Progress m transthon to subsenption models-1.158
Additionnl sale of conventional mitomotive softwore, ele. +330

By indusiry T.R68 8868 1,000 -11.3% Decrease in sale of conventionnl won-mutomotive sofiware -172
OTRS 223 204 +20 +9.6% Recovery m demand m mamifremiring wdustry +20
Devices 1,082 1,398 -316 -22.6% Decreass i reaction 1o large-scale orders from mobile phone shops-243
Total 0,652 21,162 -510 -2.4%
NOTE} Saah category has been established since FY202 1, and the breakdown of Application sales hins been changed retroactively fo reflect the lnmch of cloud-based software

Faor an explanation of revenue categories, please refer to the supplemental mfomnation on page 38
Copimightis 2022 Broadlen! Co. Lid. All rights reservet

+ Major factors for the changes, including the content on page 5, are listed on the right-hand side of the
table.

* The transition to monthly subscription contracts for conventional software was a factor behind the
increase in sales of SaaS.

* When a client purchases software under multi-year lease contracts, it is recorded as sales in both
Application "By industry" and Application "PaaS/IaaS (basic)".

* The impact of 1,654 million yen due to the transition of software to monthly subscription models was a
factor behind the decline in sales of Platform "PaaS/IaaS (basic)" and Application "By industry."
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Number of Users and Monthly Sales

Number of users
(€ cmparues ) Saas

38,006

+ Progress in the transition of conventional software 1o
JT-V subscription models

* Installation of cloud-hased software to certaim mapor users

Monthly sales 8,247 PaaS/TnaS (basic)
(Millions of yen) 7.609

Snas m

« [ncrease in the number of users of conventional software

PanS/1aaS Support services and Others

monthly amount = Monthly support services contract ratio increased

« Increase n the number of ale of DX solutions

EDI and settlement

« Increase n the number of users

Support services and Others m

EDI and settiement

FY2020 FY2021

+ Software users increased by 606 companies year-on-year to 38,006 companies.
+ The number of clients is on an increasing trend, and the business situation is favorable.

* Not only did sales of SaaS increase due to the promotion of the transition to monthly subscription models,
but monthly sales also increased in proportion to the number of users.
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Breakdown of Changes in Operating Profit (YoY)

(Millions of ven)
= Yot morease folor Caost of sales

a7z - Yol decreass fctors .
Decline in * Increase 1n amortization expense of cloud services

cost ol sales * Decrease in purchase cost due to a decline in reaction to
Operating 335 large-scale orders of devices
profit
4,135

Tocreisc n | | SG&EA exponses, elc

-

u[_":""w L'u'fh Increase in " * Update of the service infrastructure
of the service thers i . o .
b s mdvertising &0 Uperating Strengthenmg and expansion of operating mirastructure
344 Increase jn TEpemses profit in preparation for the launch of cloud-based software
q M 31395
[lrrulﬂrld T4  Personnel L'\[!I'-'T'I‘-&"r
X pemses .
F-rm I:““‘I'“f Legal welfare expenses temporarily increased due
SR Lo lll.!: commencement :}f ‘-|.I.'H.'L. ".'lZIITI.FI_‘II.H“IHII Sysiem
Increase m -510 '
“ morTEZalion eXpenss “ * .-"'l.-l.]:'n'l.‘rlh-ll'lg CXPCNses
of clond services Active creation of online content and holding of webinars
_;":1]
FY2020 FY2021
il | K

* Cost of sales decreased by 335 million yen year-on-year.
While amortization expense of cloud-based software increased, there was a decrease in purchases.

+ Update cost for service infrastructure increased due to the strengthening and expansion of the operating
infrastructure in preparation for the diversification of cloud-based software and platform-type services.

* Personnel expenses increased due to a temporal increase in legal welfare expenses related to
stock compensation.

- SG&A expenses, etc. increased by 564 million yen as a result of upfront costs and temporal costs.

* In addition to the above cost factors, the decline in sales had a significant impact.
As a result, operating profit decreased by 740 million yen.
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Overview of Balance Sheet

(Alillions of ven) Y202 FY 2020

Yo¥ chanpe Main breakdown

Year-cod

Current assets R.A05 7,752 +653 Operating and other receivables +496
Non-current assets 26,071 24,522 +1.550 Intangible assets +2 123

Total assets 34,476 32274 +2,202
Current liabilities 7.512 6,432 +1,080 Short-term interest-hearing delws +] 732
Non-current liabilities 850 1,239 -389 Long-term interest-bearing debts-450

Total labilities 8,362 T.671 +090

Profit attributable to owners of the parent +2.173
Total equity 26,114 24,602 +1.512 Dividend payout -930
Total linbilities and shareholders® equity 3476 32,274 +1.202
Copyrightit2022 Broadieal’ Co.Lid, All rights reserves 9

* Non-current assets increased due to investment in development of cloud infrastructure, including new
cloud-based software.

* For current liabilities, short-term interest-bearing debts increased due to short-term borrowings.

* Total shareholders’ equity increased due to the recording of profit, despite the dividend payout.
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Cash Flow Analysis

(Millions of ven)

FYXi21 FY2020 Yol chonge Main breakdown

Profit before tax -588
Changes in operating and other recervables
Cash flow from operating activities 1,783 5056 -1.274 {minus shows increase) -984

Cash flow from investment activities -3, 388 -2,714 -614 Acquisition of intangible assets -801

Net changes in short-tetm loans payable

Cash Now from financing activities -108 -2,084 +1.976 (munus shows decrease) +1,802
Free cash flow 395 2,283 -1.588
Cash and cash equivalents 3,521 3 +290

CopyrightC 2022 Broadleal’ Co_Led. Al rights reserver 1]

* Operating cash flow decreased year-on-year due to a decrease in profit before tax and an increase in
trade receivables.

+ Cash used in investing activities increased due to investments in the development of cloud services.
- As a result, free cash flow also decreased, resulting in cash of 395 million .

» Cash balance at the end of the fiscal year increased year-on-year due in part to short-term borrowings.
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(Millioos of ven)

Revenue
Cost of sales
Gross profit (loss)
SGE&A expenses, ete.
Operating profit (loss)

Profit (loss) before tax

Profit (loss) attributable to
owners of the parent

Basic earnings per share

CopimightC2022 Broadieal’ Co._Led. Al rights resered

Forecast of Consohdated Results

FYZ022 FY2021 ; J Fy2021

i Yo¥ change ; x
Full-vear forecast Fuil-year i IH Forecast IH

12,300 20,652 8,352 5800 9,937
5,500 5,753 -153 2,600 1,867
6,500 14,898 8,098 3,200 1070

11,600 11,503 +97 5 800 5,827
4,800 3,395 8,195 -1,600 1.243

—4.81H) )33 -8,033 -2, 600 1,239

-5, 000 2173 -7,173 2,700 795

-56.61 yen 24.72 yen - -30.60 yen 9.05 yen

VoY clumpge

4,137
267
3870
27
3,843

-3.839

-3,495

12

* The reasons for the sharp decrease in revenue will be explained on the next page.
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Key Points of Revenue

While the business is in good condition, cloud-based software, which is recorded as monthly
sales, becomes the main product, resulting in a significant decrease in sales.

Business Conditions The number of users is trending upward, and will continue to grow in 2022

Amount of impact

Cl | for sof it
5 “hange the main product for software sales
Changes from 2022 _8 bi"iﬂn
Conventional software NS Series” } Clowd software ".c Series”
Sales recorded as Multi-vear lump-sum Sales recorded on a monthly basis yem
Transiion of users of conventional software to cloud-based software wall be sequentially
mmplemented in line with the expiration of previows lease contracts (5-0 vears)
Lease expoation
= 5 ﬁ >
Uiser Lease contricts fof Comtracts for eloud-based softwire
conventionsl software
(S-Hy eiiin )
3 i 13

* Business conditions will continue to be favorable in 2022.
* Meanwhile, the main product for software sales will be changed to new cloud-based software, ".c Series."

* The Company will provide cloud-based software to clients at the timing of expiration of lease contracts
for the conventional software, ".NS Series."

* The Company will record sales of ".c Series" on a monthly basis regardless of the type of contract the
client chooses.

* In 2022, cloud-based software will account for the majority of total software sales.
About 8 billion yen negative impact on sales will occur compared to the case where conventional
software is sold under multi-year lease contracts.

* Business conditions will continue to be favorable, but sales of cloud-based software, a mainstay product,
will decrease significantly since the sales is recorded on a monthly basis.
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Forecast by Revenue Categories

F¥2022

(il oF yen) }Lﬂlt:f FF] :u:::-l: . YoYchmge YoY miio 1|Ir1|r: “: “ s YoY chmge  Yo¥ matio
o 90800 11479  -1679 -14.6% 4620 5552 032 -16.8%
g 1,440 858 4582  +67.8% 470 398 V12 +18.2%
— 5400 7,830 -2430  -31.0% 2700 3,793  -1,093 -28.8%
i 710 702 8 +HL1% 340 346 %6 -1.6%
Support 1830 1866 36 -2.0% 920 912 M +0.9%
- 420 222 4198 +89.1% 190 104 186 +82.2%
Application 2.500 9,173 -6,673 -72.7% 1,180 4,385 -1.205 -73.1%
P—— 600  7.868  -6268 -79.7% 750 3828 3078 -80.4%
G 250 223 427 +12.0% 120 138 A8 -13.0%
Devices 650 1,082 432 -39.9% 310 419 109 -26.1%
ot 12300 20,652  -8,352 -404% 5800 9937 4137 -41.6%

NOTE) The breakdown of Application sales lias been refroactively changed to reflect the lannch of sales of clond-based sofiware

2012 Brondlea Co. All rights reserve 14

 The majority of software sales are cloud-based software, so sales of SaaS will increase.
+ Sales growth will accelerate in the 2H because sales in the 1H will become stock revenue.

+ Sales will decline in both Platform "PaaS/IaaS (basic)" and Application "By industry" which consist of
conventional software sales.

* Negative impact of about 8 billion yen corresponds to this portion.

* Monthly support services for cloud-based software are included in SaaS.
Therefore, sales of "Support" will also decrease as transition from conventional software progresses.

+ EDI and Settlement, which are sales of the ordering platform for auto parts, will be about the same level
as the previous fiscal year.

+ Sales of the Platform "DX," including website creation tools and groupware, will increase thanks to the
tailwind of clients’ response to DX.

* Device sales will decrease due to the transition to cloud-based software.
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Dhec

+

Operating
profit
3,395

)

Fy2021

cost ol sales

Breakdown of Changes in Operating Profit (Full-Year, YoY)

Decrease in
personnel casts
+103

line in

{Millions of yend

= Yo incregse facion
= YWoX decrease facioms

133
1= —

Increase in

Increase in advertising
updale costs EXPENSLS
of the service -7
infrastruciure
-104

Incraase m amartization
expense of cloud services
e

Others

FY202
{Forecast)

|

Decrease I‘.'ipl.' r“tinn

in sales
-8,352

profit  -8193
-4.800

Cost of sales

* In lme with the release of cloud-based software
amortization éxpenses ol eloud services will meorease

* Decrease i purchase of devices

Sled A expenses, eic.

* Update of the service mfrastructure
Strengthening and expansion of operating mfrastructure
in line with the release of cloud-based sofiware and
NEW SCTVICes

* Personne] expenses
Legal welfare expenses that temporarily occurred
in FY2021 will decrease

+ Advertismg expenses. Others
Will strengthen sales of clond-based software and
DX services

* Cost of sales will decrease by 253 million year-on-year.
While amortization costs for cloud services will increase, purchases will decrease.

Update costs for service infrastructure will increase as the Company enhances cloud-based software and
platform-type services at the timing of release.

Advertising expenses will increase due to the strengthening of sales of cloud-based software and new

services.

SG&A expenses, etc. will increase by 97 million yen.

Operating profit is expected to decrease by 8,195 million yen due to the significant impact of the decline

in sales in addition

to the cost factors.
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Key Points of the Balance Sheet

While trade receivables are expected to decrease, advances received are expected to increase,
so financial soundness will be secured even if it will result in a net loss.

Expected changes in the halance sheet
(Comparison with the end of 2021)

Assets Liabilities
:. Frend I: ) J. i i [ [Tend i advances received 15 In Il.w case of lease contract
rend of ot nssets 15 expected | | X _— A
§ .JI : | ] i expected 1o go upward (Lease the Company reocives. A lump
i {0 o dowmwar 2 VI 5 wesr
il e by ; contracts of cloud-hased software) --‘-'I sum payment for 5 years

_____________________________

[rend of borrowings 1s
’ expected to go upward

deposits (Utilize advances (Utilization of available credit) Supplemental information
receved and avanlable credit)

Mo stgmificant change in cash and

e Equitv * Two patterns of contracts for cloud-based software
I'rade receivables will be on a I_q . tovear Tease contract: snd "monaikly subscription contiact”
downward trend (Decrease due o i Trend of total shareholders™ B aaaa " R S
] 1
recording of monthly sales) | equity 1s expected to go i « Mot e cxcted to be sold uhde
L . l‘&'lfﬂ‘.-"'.ﬂl'J __________ [ wlajponty are expected Lo s0ld under

"S-vear lease contract”

Intangible assets is expected to
increase (Continue development
of cloud services)

Retamed eamings
i5 expected 1o decrease * Even if the majonty of the contracts consist of monthly
subscription contracts, there 15 no concerns about working
capital since the Company will utilize existing available
crednt

* Cloud-based software ".c Series" can be selected from a monthly subscription contract and a 5-year lease
contract.

 The majority of clients are expected to choose lease contracts, as before.

* For cloud-based software, even in the case of lease contracts, sales are recorded on a monthly basis.
Cash for 5 years are received in a lump sum at the time of conclusion of the contract.

+ Cash flows is not expected to change largely compared to 2021 and before.

* Even if majority of the clients choose monthly subscription contracts, there are no concerns about a
shortage in working capital, since the Company will utilize the existing available credit.

- In the balance sheet, while trade receivables are expected to decrease, advances received are expected to
increase.

* Equity will decrease due to the expected loss.
Still, there will be no problem with financial soundness.



CHAPTER 2 Results Forecast for FY 12/2022

Dividend per share

Imterim

Year-end

Annual

Drividend
Pyl
ratin

FY2020

660

660

13.20

46.9%

Dividend forecast

FY2021

(Yeat-gnd 18 [orecast)

4.00

4.70

8.70

35.2%

FY2022
(Forecast)

Undecided

Undecided

I'ndecided

FYZ2021 Yenr-end dividend
* Profit exceeded the forecast

* Year-end dividend increases by 0.7 yen from
the previous forecast, and the Company plans to
pay 4.7 ven per share

FY2022 Dividends

* Undecided
Plans to announce forecast once a reasonable
calculation hecomes ['lﬂ.\ihllt"ll.l_‘ in ||ght of the
progress of the medium-term management plan
and the status of retained earmings

* The year-end dividend for FY12/2021 will be 4.7 yen, an increase of 0.7 yen from the previous forecast of
4.0 yen per share, since the profit exceeded the forecast.

* Annual dividend will be 8.7 yen per year.

* Dividend forecast for FY12/2022 is currently "undecided."

* In principle, dividends are linked to performance, but the dividend forecast will be determined in light of
the progress made in the medium-term management plan and the status of retained earnings.
The forecast will be promptly announced as soon as the Company becomes able to announce the forecast.
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Medium-term Management Plan (2022-2028)
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Background of Formulation of the Plan

Updated the medium-term management policy announced in 2021 and formulated a performance
plan up to 2028 in accordance with the launch of ".c Series," cloud-based software.

February 2021 Announced the mid-term management policy

Establishment of growth strategies and priority measures under the theme of "2 DX
DX (1) Promote clients’ digital transformation

DX (2) Add values to its service infrastructure as the Data Exchanger

October 2021  Released ".c Series,” cloud-based software

Started offering from 2022, The transition from conventional software is expecied to be completed in 2028,

February 2022 Announced medium-term management plan (2022-2028)

Updated the medium-term management policy announced n 2021 and formulated a performance plan up to 2028

19

* Background for the formulation of the new medium-term management plan is as follows.

* The Company announced management policy from 2021 in February 2021.
Performance plan was not announced at this point since it was before the release of cloud-based
software, ".c Series."

* Cloud-based software was released in October 2021.
The Company will start providing services to clients in 2022.

* Therefore, the Company updated priority measures that have been underway since 2021 and newly
formulated performance plan as well.

- Starting in 2022, clients for conventional software will gradually transit to cloud-based software.
Completion of the transition are expected to be in FY2028, so the Company formulated a plan up to
FY2028.
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Growth strateg

Growth strategy (D Growth strategy @
Cloud penetration Expansion of services

Software services

Software users

L Auto mantenance shops
Platform Services and auto parts dealers, et

Lagistics
. . 3rd party
APLSDE A . 2 .b'\';:i'p'ﬁ'
- i | [

.'- Illl-.
vl
Digital Transformation Finance companies, Constumer

system companies, etc,
(Service Provider)

Consumer

Database
Data Exchanger -_
Transaction data ‘{ﬁ
Broadleaf Cloud Platform Master data

022 Broadieal Co.Lid, All rights reserve 20

+ Growth strategy is "Cloud penetration" and "Expansion of services"
+ The Company’s services use "Broadleaf Cloud Platform" as the common infrastructure.

- Priority measures for Growth Strategy ( "Cloud Penetration" are to raise the installation rate of the
mainstay cloud-based software, ".c Series."

- Growth Strategy @ “Expansion of services" focuses on enhancing IT services that are essential to clients’
business operations, placing cloud-based software at the core.

+ "Broadleaf Cloud Platform" provides a variety of APIs that allow third-party services, such as third-party
software, to be offered as a one-stop service.

* The Company will promote these priority measures from the perspective of the "2 DX."

* The first DX is digital transformation.
The Company will contribute to construction of clients’ business base that will lead to the creation of new
value by promoting clients' digital transformation (DX).

* The second DX is Data Exchanger.
The Company will enhance the added value of its services by collecting and analyzing data obtained not

only from clients using software, but also from 3rd parties, on its unique cloud infrastructure "Broadleaf
Cloud Platform."

+ Data will become the added value of its services, and further data will be accumulated.
Through these processes, "Eco-Cycle" of data will be generated as a new source of value.
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Consolidated Performance Plan

Record-high performance in 2026 is a milestone, continuing to grow as transition to stock revenue
continues. The Company aims to achieve operating margin of 40% and profit of 8 billion yen in 2028.

FY2022 | FY2023 | FYZ024 | FY2025 FY2027 m
25.5 29.0] 325

Revenue 12.3 14.7 18.5 22.0
Operating profit (loss) -4.8 -2.7 1.0 33 6.7 10.0 13.0]
Operating margin 5% 15% 5% 34% 4%

Profit (loss) attributable

. =5.0 -1.9 0.6 2.0 4.2 6.3 8.0
to owners of the parent

Equity attributable to

20.0 17.5 18.0
owners of the parent

Percentage of equity
attributable to owners 6% 50% 52%
of the parent

022 Broadleaf Co.l

* The Company will expand the functions of cloud-based software, ".c Series," which will become the
mainstay product from 2022, through 2023, and expand the number of applicable client industries.

* Clients using conventional software will gradually transit to cloud-based software at the timing of
expiration of existing lease contracts.

* This time, the Company announced performance plan up to 2028, when the transition for all clients is
expected to be completed.

* The performance is expected to bottom out in 2022, return to profit in 2024, and hit a record high in 2026.

* When the transition to cloud-based software is completed in 2028, the operating margin is expected to be
at the 40% level, and profit is expected to grow to 8 billion yen as well.

* The Company will record losses for the initial 2 years (2022-2023), but there will be no shortage of
shareholders' equity, so there is no need for equity financing to strengthen its equity.
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Revenue Plan by Business Categories

{Billions of yen) FYZ202Z | FY2023 | FY2024 | FY2025 | FY2026 | FY2027

Cloud business 2.6 5.9 10.4 15.2 20.0 25.0 29.1
Platform services 0.7 0.9 1.4 1.6 1.9 29 4.1
Software service 1.9 5.0 9.0 13.6 15.0 22.1 25.0

9.7 8.8 8.1 6.8 5.5 4.0 34

Conventional business

License sale 1.9 1.6 1.6 1.6 1.6 1.5 1.5
Ancillary services 6.5 .0 5.2 3.8 ) 1.5 1.2
Device sale, ete. 1.3 1.2 1.3 1.4 1.3 1.1 0.7
Total Revenue 12.3 14.7 18.5 210 25.5 29.0 32.5

NOTE Please refer 1o page 39 for a comparnison between the breakdown of FY 2022 sales forecasts and sales forecasts by reverme category

* Cloud business does not solely consist of cloud-based software, but also consist of services that develop
from "Broadleaf Cloud Platform."

* Cloud business is broadly divided into Platform services and Software service (SaaS).

* The provision of ".c Series," cloud-based software, which is included in Software service, will drive the
growth of cloud business.

 Conventional business mainly consists of sales of conventional software.
« From 2022 to 2023 is the early stages of transition from conventional business to cloud business.

+ Since conventional business already has a stock revenue, the scale of sales stays large at the early stages
of transition.

* As the transition of sales to cloud business progresses, including the stock revenue portion of
conventional business, the growth of the cloud business will accelerate.
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Revenue Trend m Cloud Busmess

(Billions of ven)

Cloud business drives revenue growth

r«'u-'. Bl I..il||."|.|_| e[S
New platform services
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petiomeance plan

Platform services

Ordering platform EDE and settlement
Software service
Clond-based software, DX soliions DX

Fy2022 FY2023 FY2024 FY2025 FY2026 FY2027 Fy20243

+ Software service consists of cloud-based software, ".c Series," and various DX solutions such as
groupware.

A certain number of clients using conventional software will transit to cloud-based software every year,
and market share 1s expected to expand as well due to high product competitiveness.

* Revenue will continue to increase due to progress in transition to stock revenue.

* The shaded green graph corresponds to this, which will drive the growth in revenue.

* For Platform services, sales of the ordering platform will also grow.

* The Company expects penetration of ordering platform in line with transition to cloud-based software.
The Company will promote the adoption of the ordering platform as an industry standard for sales and

purchase transaction of auto parts.

* The Company will also promote the development of new platform services which utilize "Broadleaf
Cloud Platform" as the starting point, which are not included in the performance plan.

* The Company will provide new services that become upper factors for revenue plan in the future.
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Revenue Trend in Previous Business

(Billions of ven)

As cloud business progresses, revenue of conventional business is expected to shrink.

Revenuwe
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+ Conventional business will shrink along with transition to cloud business.
* The Company has a lineup of software for multiple industries, and there are some conventional software
for which cloud development is undecided, so license sales for conventional software are not expected to

become zero in terms of revenue plan.

+ Since ancillary services are monthly sales, the sales will be reduced over a certain period of time along
with transition to cloud-based software, and those sales will transit to cloud business.

* PC sales are expected to decline due to transition to cloud-based software, and sales of forms and printers
are also expected to decline due to the trend toward paperless operations.

* Device sale is a low-margin business.

* Promotion of transition to a cloud business which has a higher marginal profit ratio will lead to the
acceleration of profit.
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Growth Strategy (L) Penetration of cloud-based products (1)
Key to achieving the performance target is the penetration of ".c Series," cloud-based software

Key Factors for Success

. 5 5 - Wy .
I | Iigl‘E‘hh — (_qud transition rate (Rate of transition to cloud-based software)
Cloud-based = Number of licenses x Average monthly license fee x (1 - churn rate)
software sales l'otal number of licenses Monthly sales per license Average churn rate per
tor cloud-based software for clound-based software Ve for cloud-based
software
3 25

- Penetration of ".c Series," cloud-based software, is the most important factor in achieving revenue plan.
- The Company sets four key indicators to watch the progress of penetration measures.

* One 1s the cloud transition rate.
This is mainly a determinant of the time-line.

+ The number of cloud-based software licenses, average monthly license fee, and churn rate are factors that
determine the amount of sales.

* These four indicators shows set values at a particular point of time in the future, and actual results will be
disclosed at an appropriate timing.
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Growth Strategy (L) Penetration of cloud-based products (2)

Cloud transition rate

Users of conventional software will graduoally transit to cloud-based
4 0 0/(' software over the next 6 vears
(End of 2024)
® Client base
MNumber of users” E} % Repeat rate ™
" i Vg
33,000 companies ﬁﬁ% 95% or more =P

® Product

Fully remodeled .

Cloud-based software

* Auto mamntenance shops, auto body shops, suto parts dealers, and recyele shops are coverad

=* Repasat rate of conventional software 26

- The total number of users of the Company’s software is 38,000 companies.
The target of ".c Series," cloud-based software, is 33,000 companies. The target include four industries:
auto maintenance shops, auto body shops, auto parts dealers, and recycling shops.

* One of the assumptions for 2024 revenue plan is that 40% of the 33,000 companies will transit to cloud-
based software by the end of 2024.

* In order to realize the rate of 40%, the Company will make clients transit to cloud-based software in line
with the expiration of lease contracts for conventional software.

* The percentage of users repeating the use of conventional software is over 95%.

- Since cloud-based software has better merchantability and is easier to install, the Company expects nearly
all of the users to adopt cloud-based software unless there are special reasons like closing of business.

* This is the reason the Company adopts “cloud transition rate” as a time-line indicator, and in the future,
actual results will be announced at an appropriate timing.
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Growth Strategy (L) Penetration of cloud-based products (3)

Number of licenses  Average monthly license fee

In addition to expanding the market through high scalability,
24,0 00 X 2 3 ’00 0 ven/month  license system is changed to an easy-to-introduce system

(End of 2024) (2024)

* Market expansion
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* The license system for “.c Series,” cloud-based software, is different from conventional software.

* For conventional software, one PC was necessary for installing one license.
Consequently, majority of the companies adopted one license per company or store.

* Since cloud-based software is a terminal-free web app, license can be distributed to each individuals
based on the end users’ ID accounts.

* As a result, the way of thinking of the target clients changes from the number of companies or stores to
the number of personnel.

* In the target four industries, the number of companies is more than 0.1 million, while the number of
personnel is more than five times the number of companies.

+ The Company optimized set price and assumed number of sales for each target company after carefully
investigating the number of employees and its occupational mix.

* There are various types of licenses according to the combination of industries and jobs, as well as the
size of a company. Although the unit price varies according to the type of license, 24,000 licenses in total
are expected to be provided by the end of 2024.

* The average monthly license fee in 2024 is expected to be 23,000 yen.

» Actual results for “number of licenses” and “monthly price” will be announced at an appropriate timing.
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irowth Strategy | enetration of cloud-basec ! L

Growth Strategy Penztration of cloud-based products (4)

Role license Terminal free

hased on each industry and job category since the software is running on the Web

* Role licenses ® subdivided by job categones 15 sel * Real-time integrated management of information and
in addition to basic licenses for each ndustry systems of each base 15 available at the headguarter

* Portability that enables usage in any location

"8 Series," conventional software "¢ Series," cloud-based software
Use industry license by turns Each person uses role license based on their job categories
- Basic
alin Head Office g e
— ] g Mechanic
Indusiry license ! g :
w
]

Manager
| Front

®Available functions nre set based on erch account 1D

+ Since cloud-based software is a terminal-free Web app, license can be distributed to each individuals
based on the end users’ ID accounts.

+ "Basic pack," which is set according to each industry, will be installed to each store.

* The first person can use the software by using the “basic pack.”
From the second person onward, “role license," which is a job type-specific license, needs to be adopted.

* In this figure, licenses for manager role, mechanic role, and front role are added in addition to the “basic
pack,” which add up to four licenses in total.

* The system is changed from the conventional system of one license per one store to the new system of
one license for each employee in cloud-based software.

* Due to this change in the license system, the number of adopted licenses per store will increase compared
to conventional software.
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Growth Strategy (L) Penetration of cloud-based products (3)

Churn rate

Cloud-based software is essential for business operations
Less than 1 Yo

{Average per year)
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e
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* For conventional software, the percentage of repeat users who renew the contract after expiration of the
lease contract is 95% or more.

* Since renewal occurs every 6 years, when all users are considered as a parameter, the churn rate in one
year is less than 1%.

* Cloud-based software “.c Series” is not a mere administrative system, but is positioned as a total
management system that is indispensable to the business operations of clients.
It is equipped with various functions and services that support clients’ business development.

* The churn rate for cloud-based software is expected to be extremely low because it will be used over a
longer period than conventional software.



CHAPTER 1 Owverview of FY 12/2021 Business Results

Growth Strategy (L) Penetration of cloud-based products (6)
Real-time linkage Analysis and sharing
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Cloud-based software, ".c Series," can control other systems and external networks by closely linking
with them through the API of "Broadleaf Cloud Platform."

".c Series" will play a key role in the enterprise system.

Since ".c Series" has Al-based learning function, it learns operation method and process specific to each
company, store, or ID, and organize them as a knowledge.

".c Series" accumulates knowledge significant for continuous and efficient business operations and
realize knowledge sharing within the company and store.

The Company shifts from the way of thinking of business processing system to the way of thinking of
a total management system which becomes the core of clients' business, such as ERP.

Another feature of cloud-based software is that it can easily establish system-to-system linkage, like ERP.
This feature is expected to contribute to an increase in the number of licenses and an increase in the
unit price per client.
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Growth Strategy L2
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* “Broadleaf Cloud Platform™ provides the required functions for IT-systems in the form of micro-modules.

* Since “Broadleaf Cloud Platform™ has high scalability, it enables creation of services through
combination of micromodules.

» Since the Platform is constructed from such modules, the Company can flexibly structure various
software and provide them to its clients.

- It can be provided not only as software but also as module, and be used by the 3rd party as an API.

 Not only does it serve as the operating infrastructure for other companies’ software, but it also links their
functions and data with the Company’s cloud-based software via API.

* System development companies can develop add-ons for the Company’s cloud-based software since
development environment for the system is prepared as a kit.

 Development resources of 3rd party system companies become available, enabling the Company to
respond to customization needs from major clients.

* The Platform is also equipped with system in which data is gathered from users other than the Company’s
software users which will enhance the added value of services in a cyclical manner.

+ With the architecture described above, the Company will develop new services based on "Broadleaf
Cloud Platform."
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Growth Strategy &2) Expanston of Services (2)

Establish industry standards
with the Ordering platform

CAGR Aims to penetrate the ordering platform by incorporating the ordering platform into

3 0 cloud-based software as a standard function (100% adopted)
% or more

Compliance with the
Electronic Book Storage
Act will be a tallwind

Auto repair parts
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* The ordering platform for auto repair parts is one of the platform services that the Company has been
providing from the past.

- It is used when sales and purchase transactions are conducted between auto maintenance shop and auto
parts dealer, between auto parts dealer and other auto parts dealer, or between recycling shop and auto
parts dealer.

* The rate of client adopting the ordering platform are rising year by year, buy the EDI adoption rate as
of the end of 2021 was still 28.4%.

* In cloud-based software, ““.c Series,” not only will the ordering platform be installed as a standard, but
its linkage, operability, etc. will be enhanced as well. Therefore, usage frequency is expected to increase.

* Cloud-based software will be sequentially provided from auto maintenance shops which have been
frequently using the ordering platform from the past.

* The Company will strategically promote expansion measures so that the use of the ordering platform will
expand to auto parts dealers in response to the frequent use in auto maintenance shops, eventually
expanding to small and medium-sized auto maintenance shops as well.

+ Compliance with the Electronic Book Storage Act will also become an opportunity for promoting
electronic sales and purchase transactions. The Company will accelerate sales at an annual growth
rate of more than 30%.
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Growth Strategy C2) Expanston of Services (3)

Development of Auto Finance Platform
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* In October 2021, the Company started collaboration with Toyota Finance and are preparing for the full-
scale deployment of the auto finance business.

* The Company is planning to provide Toyota Finance‘s financial services to car dealers, auto maintenance
shops, auto body shops, etc. that are users of the Company’s software.

* Due to this measure, Toyota's auto financial services, which had previously provided only to Toyota-
affiliated stores, will be available at non-affiliated companies which are the Company’s users.

* The service is planned to be launched in the 1H of 2022.

- Eventually, by offering a variety of auto finance services of many financial companies, it will become a
marketplace on “Broadleaf Cloud Platform.”

+ Since the Company already has many software users and many car owners who are a customer of its
clients, it expects an increase in the total number of transactions by increasing the number of various
finance products.
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Policy for Allocating Management Resources

Concentrate all management resources on growth strategies of '"Penetration of cloud-based
products"” and "Expansion of services"

Portfolio management

lmplementation of portfolio management to realize optimal allocation of management resources

; Market attractiveness and
Economc value n

= the Company s strengths and advantages
(ROIC, sales prowth rate. ete.) : g =

{Market growth rate, market share_ etc.)

Investment in human capital and

intellectual property

Recognize human resources and intellectual property as the core assets for realizing the Company’s growth
strategy, and make active investments in maximizing human capital and 1P resources

* In order to promote both “Penetration of cloud-based products” and “Expansion of services,”
strengthening of internal infrastructure in addition to strengthening of development and sales resources
are necessary.

* In 2022 and 2023, while no profit is expected from an accounting perspective, the Company will maintain
existing management resources in order to lead to acceleration of growth in the future.

* The Company will continue capital allocation with an emphasis on growth investments.

* The Company will conduct strict business management and aim to maximize management efficiency.
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Environmental changes and their impact on the Company's business
~Automobility Industry —~

Sophistication of maintenance

* Increasing demand for IT systems that support maintenance of EV and sophisticated vehicle
« Inereasing demand for accumulation and sharing of knowledge

EV shift * In the case of large-scale business there 15 increasing demand for DX investment in order to
mmprove management efficiency

—Introduced cloud-based software in the market

Sophistication of

¢ Polarization of business operators
vehicle

* The number of companies tends to decrease while the number of cars tends to increase
* Demand for mantenance such as preventive mspeclion 15 InCcreasing

—Changed the market from the number of compames to the number of emplovees

DX in Response to computerization due to changes in the legal system

administrations

* Increasing demand for clectronic storage of documents

* In order to solve environmental issues such as climate change and social issues such as traffic accidents,
the automobility industry and related administrations are undergoing significant changes.

* Typical initiatives include the shift of automobiles to EV.
* These changes are positive in terms of the Company’s business environment.

* Investment in IT represented by DX is expected to increase in order for business operators in the
automobility industry to respond to changes.

* The Company’s client companies will continue to support the changing infrastructure of the automobility
society.
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Sustainability Policy

The Company aims to "realize a sustainable society" and "enhance its corporate value" through
the practice of the ideas embodied in the "Corporate Philosophy” and " Origin of Company
Name' of Broadleaf

From a long-term perspective, the Company will strive to expand direct and imdirect positive impacts (value
creation) and reduce negative mmpacts (social responsibility) to various stakeholders by addressing priority issues,

materiality, within "sustainability."

* The Company works to contribute to clients’ business continuity and business creation

+ The Company believes that striving to build an affluent society together with its clients will lead to the
enhancement of its corporate value.

 Through its corporate activities, the Company will not only minimize the negative impact on the
environment and society, but also work more actively with clients to promote activities that lead to the
resolution of environmental issues and social issues.
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Relationship between the Company's business and SDGs

Corporate activities that lead to the resolution of issues Related SIMGs
e °
& die L
mu » Provision of IT system for proper vehicle inspections and mamtenance

* Promode the populanzation of EVs and sophistication of vehicle

Theme of resolution

Realization of a safe,
secure, and comfortable
muobility socicty

" * Provision of ordering platforms for recyeled auto parts
L"

Promotion of recyvele-oriented
usage of resources

&
* Promotion of home and remote work (establishment of svstems and
infrastructure)
Realization of a comfortable * Selected as one of "Telework Pioneer 100 company in Japan"
working society
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* The Company indirectly contributes to resolution of issues since its business provides IT services to
companies.

* Direct contact points with environmental and social issues are difficult to identify, but the Company will
continue to promote activities while always being aware of the relationship between these issues.
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Supplemental Information

Correspondence Table between Business Categories and Revenue Categories

Breakdown of FY2022 revenue forecast

{Balloass of ven)

Business calegory Revenue category
Cloud business 26
Flatform services 7 Platform EDI and settlement T
Software service 19 Platform Saas 14
DX 4
Conventional business 97
License sale 19 Application By industry 16
OTRS 3
Ancillary services 0 Platform PaaSTaas (basic) 54
Support Support services 11
Device sale, ele. 13 Platform Support Supplies ]
Application Mevices 7
Total revenue 123 123

2022 Broadlen! Co. Lid. All rights reserve
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Details of Revenue Categories

Category

Mediuns [etails
Small calegory

Major categary

categmry

* Provision of " Series.” cloud-based software
SLanh * Provision of " N8 Seres” in o monthly sulscription contrac
* Provisionof "CopodTab (CPT)" o tablel=type busmiess temiinal

Pans lump siun + Provision of hasac software ad common fusctions of " N8 Serdes®
Paas ass . . e . .
i ) Paa%S momihly * Provision of databace For " W8 Senes” (o parts, vehicles, and index information, toums spot detn, efc )
LERS
laas moilaly + Proviswon of network server function regidred for the wse of " N5 Senies”
Plntfonm : = 3
BTN and PSF * Provaswon of setilement agency services for "Parts Station NET.® ametwork specialized m the tamsaction of recycled auto paris
etilement H i !
BLP * Proviston of "BL Parts Oider Svitem,"” an ordenng platfonm For piito parts
Support services | * Provision of support service amd Bardvare maintenance service for clients osing ® NS Series®
Slppodt
Supplies » Sale of excloxive fomms msd OA supplies
Crthers (D) * Provision of DX solutions such as website creation tools and proupware. etc.
r Sale ol * NY Seres” fexclnding. banac soltware)
By ity (Automotive calegory: awto mantesance shops, mate besly hops, car dealers, auto parts dealers, auto glass shops, muto electncal
: o equipment shops, recycling shops, etc.)
Application (Won-amtoumnotive caregory: machine fool denbers. mobitle phone distribnters. tnvel agencres. sightseemng bus operators, et )
i il L
OTRS ¢+ Rale of "OTRE", a work analvaas aid hissmnsss optimization software
Dievices * Sale nfidevices such as PUs. printers. and penipheml devices, et

2022 Broadlen! Co. Lid. All rights reserved 40




Supplemental Information

Changes in Revenue Categories

Before establishing the SaaS category After establishing the SaaS category
FPlatform Platform
Sank
: 5aaS
e

(hasic)

seltlement
Support Support
Others (DX) Others (DX
Monthly
Application subseriptions Application
{San%)
By industry Non-auiomotive — By industry Non-autimaotive
Lumg-sum
OTRS OTRS

[Devices [Devices

opymiphtC2022 Broadien! Co. Lid. All rights reserned
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Breakdown of Details by Revenue Categories (Full Year)

Plaiform 11474 10,6493 +786 +T.4%
Saas B3R 693 +166 +24.0%
PanS/Laas (basic) Th30 T.555 +275 +3.6%

Paak (basic soltware/ Tomp-swm) 2 448 2365 +83 +3.5%
Pans (database/monthly) 2,965 1,939 +26 HL 4%
laas (monthly) 247 2,251 +166 +T.4%
ERM and settlement T2 692 +1i +1.A4%
PSF 543 554 -11 -L0%s
BLP 159 138 +11 ~15.3%
Support 1, Baia 1,5%6 +270 +16.9%
Suppori services 1,083 878 +25 +23.3%
Supplies T4 T8 58 +0.1 %
Orthers (DX} 112 157 +535 +41.6%

Application 2,173 LR Lo -1.297 -12.4%

By industry 7868 H 568 -1 M0 -11.3%
Autlomolive &, TTe 7,607 -R21% 1L LY
Novn-autemative 1089 1,261 -172 -13.6%

OTRS 123 204 +10 +0.6%0

Devices 1,082 1398 -316 -12.6%

Total 20652 21,162 =511 2.A4%

NOTE) The breakdown of Application sales has been reiroactively changed m hne with the launch of cloud-based software sales.

5
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Sales Recognition in Lease Contract

Previows software ".NS Series” (for 6-year contracts)

Most clients choose lease contracts. Prior to the expiration of the software nehts purchase period (= lease period),
the Company may teade in the remaining lease balance,

(MWillons of ven)

L Sales recorded 1.5

[ ] Sales recorded 2 =
MNext contract mings
- Lintesl comtragt
trade-m
Broadleal e
} Trade-m
T Lump-sum T Lomp-sum
: E Fmance lease
+ I
Leasing company !
! Tracke-m
72 moithly pavments 1.5 vears worl
& Iatial controct Renewal of Expuration of the
(2 mulkion yen) contraet before [irs) comtract
Client
fi years elapses T2 monthlv pavments Y
Wext contract Expiration of the
{2 pulliom vedi) naxt eottrmct

NOTE WAmount is an examnple

2022 Broadlen! Co. Lid. All rights reserved
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Impact of Transition to Cloud-based Software

In the case where existing users with 6-year contract change to ".c Series'" of cloud-based software
(regardless of the tvpe of contract)

Sales that would have been {(Milloms of ven)
recorded if the contrect
had been made in ump-sum

Lumnsp-stm: contract
(6 vears wartli)
Influcnce ()

Sules is recorded on a

+Additionnl License

Sales Salas monthly basis, so the annual : 7 S,
pecorded recorded sales will be 1/6 t 1/72 Mensured-rate churze
1.5 150 .
m ] -|* Sales recorded
Trache- Trade- : 0,33 amally)
IIL LIIL i
& &% >
n 2017 In 2021 Impact (1)
WY
Contract renewal Taning of conventional During this peried, the ) In 2023
cotitract renewnl Company is wailing for Upon expiration of
coniracts io expire, so the the eantract, contract
i i oot l as b " mumber of deals will for clonds-based
e contrmet was chnnge temporartly decrease, Sl sty

ot this rimiug

==3

033
"I"-'-'r Sales
NOTE ) Amount i an exomple I -M_! l:j_:uld-:'ﬂ
* 1F sales for 12 months weie recorded
Sales Trade-in

i 17 E 1 finonthly aouml) = (Lump-smn)
e 2012 Broadleal Co.Lid. All rights reserved ! I
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Reasons for the Decline in Reverme in 2022

Breakdown of Annual

Acquisitions
_— —— G-yenr lease contract for conventional software
fi-year lease contracts for conventional software ——— ’ ;
(single-year lunp-sum}
{smele-venr houwp-sum) . il
Monthly subseription contracts for conventional software © Contraets for ¢lowd-based software
(mnabt-vear onthly b

{mmltr-year monthby)
Al

G-veai lease contracts for conventaomil software
Changes from 2021 o 2022

Mumber of acquisinion « 6 yvenrs' worth of nsage fees
{Recorded in lomp-sam in a single year)

* Sales centered on clowd-based software
Aniinl

Monthly subseription contracts for conventional
woftweage
Contracts for chovd-based softwme

~+The ratie of acquired 6-vear lease contracts for
conventional software and the ratlo of acquired
cloud-based software contracts will reverse

—+Sales of 6-veur lease contracts will decrease

8.7 b
Mumber of acquisiions = menthly nsage fee ¢ e i
= 1 to 12 months (average & months)

5
{Recorded in monthly amouni for multiple vears)

Monthly service contrsct

Sales Cloud Software will increase (H600 million ven)
before the previous year

Total mumber of contracts - mouthly fee
12 months

FY2(21] Fy2Q22
iRecorded in monthly amount for multiple vears) : i
Composition of annual sales
CopimightS3027? Broadleal Co.Lid. Al rights reserved (billions of yen) NOTE] Composition ratko 18 nof accurate




Supplemental Information

Reasons for Continued Revenue Growth since 2023

(Billions of ven)

325
In the vear following the acouisition
of a contract, sales are recorded for
12 months, so the muoust of sales
will be doubled.
#* Hevenue in 2023 consists ol
Aremal !"1."‘If -
B gpbe i S i ot e il b ~ Sales of G-vear lease contracts for conventional software
Mumber of noguesson - 8§ arih af 1 Fees =i
gt I'I:-r::.;hﬂl-: I-::up 1““:.:".11.:..: .al:iﬂ o I Sales of cloud-based software acquired in 2023
And 7 12-month sales of cloud-based software acquired in 2022
Mosthly sabseriphion coutrects of the current softweee =
Contracts for cloudsbased soffware
Missber of aeriusion « moulldy issge fes
I o 13 mouths (mvemee § montha|
(Regoried in mumthly ssimni jor waltiple yeam) Sales of monthly services acquired before 2021
Momhly ssviees conmraens
hefose the previons yem
Total junker &f eontracts = muontbly (ee — -
# 12 maoentha T r '!
iMerondid m wepbly ameam lor webple year) I“I’ :ﬂj: F‘l 2{.23 = F'I EUEE

Revenue growth will continue until 2028 a5 the transition
from G-vear lease contracts for conventionul software to

contracts for clowd-based software contimues.
NOTE) Some conventional sofraare is not planned 1o be traasit to clond-based software,

andl clond-based sofrware is recorded as meathdy sales regardless of the type of conact

e 2012 Broadleal Co.Lid. All rights reserved




Supplemental Information

Origin of the Corporate Philosophy and Company Name

"Gratitude and Happiness"

Broadleaf 1s promoting businesses that prosper together with chents, with the mportance of the spunt of "grantude and happmess”, which 15 mdispensable
for deep ties between people aid companies. When our products and services contnbaite to our clients' businesses. chents will feel sntsfied about having

connection with Broadleall
And We believe that the realization of daily growth i our busmesses will create a sense of happiness,
With the hearts of clients, we will also be able 1o create "gratitnde and happiness" that wall lead to the provision of better products, services, and value to

society.

Corporate Philosophy

Based on the spacit of "gratinede and happiness.” we will develop business applications speciahizing in a wide rapge of industnes and sectors, and contribute 10
the ereation of our chent' busmesses by providng better products amd services

Origin of the company name

Broadleaf means just whit i says — a broad leaf,
Broad leaves bathe in sunlight dunng spring and summer so that they can grow. Tn winter, the leaves and fiut fall from the tree and renim fo the gronnd as nitrients.

This cycle creates & broader field m which a range of different plants and animals can live togethar,
We chose the name Broadleal becanse we wanted o take a sengle leaf and plant it in the vast field of business, so that we can grow countless more leaves, produce fruit

mnid keep on growing m the futire. hand 1 hand with o customers and evervone else.

CopyrightC 2022 Broadlen! Co Lid. All rights reserned
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Supplemental Information

Company Name
Eepresentative
Listed on

Sector
Founded/established
Capital stock
Business Year

Busmess Outhne

Head Office Location
Domestic Offices
Major Subsidianes

CopyrightC 2022 Broadlen! Co Lid. All rights reserned

Corporate Profile

Broadleal Co., Lid

Fenp Ovams, Representative Darector and President

Listed on the Furst Section of Tokyo Stock Exchange (3673) *Planming to move o the Prime Market

Information and telecommunication

December 2005/ September 2009

7148 hallion yven {consolidmed)

From JIanuary | to December 31

The Company offers a wide range of IT services, mcluding its independently developed business software

In addition to providing business software that serves as core systems mainly to business operators in the automotive
aftermarket industry. the Company delivers a vanety of unique services including an ordering platform for auto pans
and big data analysis as a one-stop service

Looking ahend to the future evolution of mobility society, the Company s mlso promoting research and studies
related to the practical use of leading-edge technologies

Floor 8, Glass Cube Shinagawn, 4-13-14 Higashi-Shinagawa, Shinagawa-ku, Tokvo

28 Busmess Offices and 3 Development Centers in Japan

Tajima Ine
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Disclaimer

The statements regarding results forecasts and future forecasts contained in this materials
are forecasts based on information available at the time of preparation of the materials, so
they include potential risks and uncertainties.

Therefore, please be aware that actual results may differ from these results forecasts due to

various factors,

Contact Information
Broadleaf Co,, Lid
Corporate Communication Department

E-mail:bl-irfe broadleaf co.jp

Copyright 2022 Broaileaf (o, Lo A riglts feservie




