W BroadlLear

Business Results Briefing for FY12/2020

January 1, 2020 — -December 31, 2020 b

DATE 2021.2.12

Copyright©2021 Broadleaf Co..Ltd. All rights reserved.

* This is Oyama, president and CEO of Broadleaf Co., Ltd.
* Thank you for participating in the online briefing session for FY2020.

* I would like to start with a summary of the financial results for FY2020. Please refer to page 3.
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Chapter 1 Summary

Operating profit exceeded the forecast. but revenue and profit declined year on year

Business results Revenue ¥21.162 billion (-0.6% compared to forecast, -6.3% YoY)
Operating income ¥4.135 billion (+6.0% compared to forecast, -8.6% YoY)
Operating We promoted the penetration of DX of customers by conducting sales activities using both online and face-to-face methods.
activities While the number of customers has increased in 2020, negotiation period prolonged from Q2 to Q3

Automotive: There is demand for automobile inspection and statutory inspections, and the business environment is generally stable.
Operators are actively responding to the sophistication of maintenances and adapting to digital administration

Customer status

Non-automotive: Travel agencies and bus operators continue to face challenging business environment

OTRS: Priorities for investing in work analysis tools continue to decline in manufacturing and service industries
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* Operating profit exceeded forecasts, but both revenue and profit decreased year on year.

* The reason for the shortfall in sales was the additional freezing deals in non-automotive sector and
the concentration in the number of business negotiations in automotive sector in December, which
pushed some of them back to 2021.

* Negotiation period in sales activities prolonged due to the impact of COVID-19, but we were able
to recover the negotiation period to normal level in Q4 by promoting the penetration of online
negotiations.

+ In terms of customer status, business conditions have been stable in automotive sector, mainly in
auto maintenance shops, while business conditions have remained severe for travel agencies and bus
operators.

* Demand in work analysis software OTRS have also stayed weak due to the impact of COVID-19.

* Next, [ will provide an overview of the consolidated financial results. Please refer to page 4.



Chapter 1 Summary of Consolidated Business Results

Revenue and profit decreased due to prolonged business negotiations

(Millions of yen) FY2020 FY2019

Revenue 22,586
Platform 10,192
Application 12,394

Operating profit 4,525

Income before tax 4,486

3,093

Profit attributable to owners of parent

Basic earnings per share 35.40 yen
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YoY change

-1.424
+83
-1,507
-390

-665

-628

YoY ratio

-6.3%

+0.8%

-12.2%

-8.6%

-14.8%

-20.3%

* From Q2 to Q3, business negotiation period prolonged due to the impact of COVID-19.

+ Revenue declined for the full fiscal year.

* The decline in Profit before tax was larger than the decline in Operating profit due to financial
expenses incurred as a result of revaluation of investment financial assets.

* Next, I will explain revenue by the category of Platform. Please refer to page 5.



Chapter 1

Breakdown of Platform Sales

Sales proportional to the number of customers (stock) increased, while sales linked to annual

(Millions of yen)

Basic
PaaS/SaaS
Lump sum
Monthly
laaS Monthly
EDI and settlement
PSF * Monthly
BLP/CPT * Monthly
Support
Monthly
Maintenance amount
Supplies Lump sum
Others =
Total
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FY2019

7.654
5.542
2,735
2,807
2,113
920
603
317
1,478

708
770
140
10,192

YoY change

-177
-370
+193
+139
-15

+34
+119

+170
-51
+17
+83

software sales (flow) decreased

YoY ratio

*[PSF] Settlement agent fee for automobile reeyeled parts transaction market “Parts Station NET” [BLP] Use fee for “BL Parts Order System”

[CPT) Use fee for "CarpodTab”

-0.5%
-3.2%
-13.5%
+6.9%
+6.6%
-1.6%
-8.1%
+10.8%
+8.0%

+24.0%
-6.6%
+11.8%
+0.8%

* For Basic, lump-sum of PaaS/SaaS is linked with the annual number of software sales, so revenue

decreased.

* Meanwhile, monthly-sales of PaaS/SaaS and IaaS continued to increase because these sections
mainly consist of stock sales, which are proportional to the number of customers.

+ Within EDI/Payment, PSF is a payment agent fee for recycled auto parts transactions. The slump in
the recycled parts market was the main factor behind decrease in revenue.

+ BLP/CPT is an ordering platform for auto parts through our products. Due to an increasing number
of user companies, we are steadily building up sales.

+ Among Support services, revenue of Maintenance continue to increase in line with an increase in

the contract rate.

* Supplies are sales of printed forms and other products associated with our service. Purchase
behavior seem to be influenced by the external environment, resulting in a decrease in revenue.

* Revenue of Others increased due to steady growth in the number of companies using BL.
Homepage Premiums, which is one of the DX products.

* Next, I will explain revenue by the category of Application. Please refer to page 6.



Chapter 1 Breakdown of Application Sales

In Automotive sector, annual sales (flow) decreased due to prolonged business negotiations, but the number of customers (stock) increased.
Non-automotive sector and OTRS were affected by frozen deals

(Millions of yen)

FY2019 YoY change YoY ratio
By industry 10.448 -1.642 -15.7%
Automotive 8.874 -1.329 -15.0%
Non-automotive 1,574 -312 -19.8%
OTRS 338 -134 -39.7%
Others 1,608 +269 +16.7%
Total 12,394 -1,507 -12.2%
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* For Application, revenue decreased due to lower annual software sales.
* For By industry, revenue decreased in Automotive section due to prolonged business negotiations.

* Non-automotive section was impacted by prolonged business negotiations as well as fewer renewals
of customer and some deals being postponed or frozen.

* The Company’s work analysis software, OTRS, is used for operational analysis of production lines
and other facilities, mainly in manufacturing industries. Therefore, demand declined due to
restrained investment on plants and other facilities as well as lower operation rate.

* For Others, revenue increased due to a big deal of equipment sales.

* Next, [ will explain the trends in customer numbers and monthly sales. Please refer to page 7.



Trends in Customers and Monthly Sales

Chapter 1

Revenue declined year on year, but the number of customers increased in 2020, and monthly sales increased accordingly

Changes in the monthly sales

Changes in the number of customers
(the number of companies) (Millions of yen)
36,358 36,447 37,400 6,366 6,688 7,191

34,557

FY2018 FY2019 FY2020

FY2020 Year-end
Support Service and Others [Flat-rate]

FY2018 Year-end FY2019 Year-end

m Automotive mNon-automotive B Basic* [Flat-rate]

® EDI/Payment Settlement [Flat-rate/Measured-rate]
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* In FY2020, the number of customer continued to grow due to acquisition of new customers, despite

a year-on-year decrease in software sales.

+ In addition, various types of service required when using software adopt monthly contract.
Therefore, they are stock-type sales that increase as the number of customers increases.

* In revenue categories, these services are included in monthly sales of Platform and continue to
increase their sales without being affected by external conditions, as shown in the graph on the right.

* Next, I will explain the breakdown of changes in operating profit. Please refer to page 8.



Chapter 1 Breakdown of Changes in Operating Profit

The drop in cost of sales was limited due to big deals of equipment sales and increased amortization burden of cloud services.
We implemented cost-control measures such as reduction of operating-related expenses

(Millions of yen)

+ Year-on-year increase factors
- Year-on-year decrease factors

Operating
profit
2 Decrease in Operating
Decrease in D])Z(;:Z?:ei]n busifless trip/ (:—tilgzs gl‘;):’f"lq[
i isi travel expenses 3 135
Decrease in advertising expenses 5 112
cost of sales expenses 1207
+123

+306

Decrease in

sales . —
1424 Increase in amortization
’ of cloud services -88

FY2019 FY2020
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* The decrease in cost of sales was limited due to an increase in amortization expenses of cloud

services.

* On the other hand, advertising expenses declined, since we withdrew from attending exhibitions due
to the spread of COVID-19.

* Selling, general and administrative (SG&A) expenses decreased by 718 million yen as a result of
reduction in operating and other expenses.

* Next, [ will explain the status of our balance sheet. Please refer to page 9.



Ch apter 1 Overview of Balance Sheet

Intangible assets increased due to investment in development of cloud services

(Millions of yen) FY2020 FY2019

Year-end Year-end
Current assets 7,752 7.987
Non-current assets 24,522 23.702
Total assets 31.689
Current liabilities 6.432 7.100
Non-current liabilities 1.369
Total labilities 8.469
Total shareholders' equity 23,220
Total liabilities and shareholders' equity 31,689
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YoY Change

-235

+820

+585

-668

-130

-797

+1,383

+585

Breakdown of Major Changes
Cash and cash equivalents +199

Operating and other receivables -502

Intangible assets +1,528
Other financial assets  -532

Contract liabilities -439

Long-term interest-bearing debts -146

Recognition of profit +2.465
Dividend payout -1,146

- In assets, intangible assets increased due to investment in development of cloud services.

+ Other financial assets decreased due to revaluation of financial assets.

+ Contract liabilities are decreasing.

* This is because network use fee (monthly sales) of the subsidiary Tajima was received in advance
for several years in a lump sum, so the balance will decline along with the recording of sales.

* In addition, long-term interest-bearing debts decreased.

* Total equity increased due to recognition of profit of FY2020.

* Next, [ will explain the cash flow situation. Please refer to page 10.



C h apter 1 Overview of Cash Flow

Free cash flow increased due to control of investments, etc.

(Millions of yen)

Cash flow from operating activities

Cash flow from investing activities

Cash flow from financing activities

Free Cash Flow

Cash and cash equivalents
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FY2020

FY2019

3,762

-3.990

-2.366

-228

3.034

YoY Change

+1.294

+1.216

+281

+2,510

+199

Breakdown of Major Changes

Decrease in operating and other receivables +340
Decrease in operating and other payables -226
Decrease in income taxes paid +510

Decrease in purchase of intangible assets +532
Decrease in purchase of investments +1.044

Decrease in repayments of long-term debts +316
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+ Cash flow from operating activities increased year on year, mainly due to a large decrease in

operating and other receivables.

+ Cash flow from investing activities decreased. While making progress in cloud services
development, we decreased other investments.

* As a result, free cash flow increased by 2,510 million yen year on year, to 2,283 million yen.

* Next, [ will explain our mid-term management policies. Please refer to page 12.
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2 Mid-term Management Policy
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Chapter 2 Management Policy

Aiming to evolve into a high-growth company in addition to maintaining stability as a company

Basic Policy

Measures to improve profitability in the core business software business,
Continue to implement measures to create businesses in new areas in parallel

EV
Autonomous

y

driving

Growth

opportunities
Online/ remote/ - - . . . .
.. .. . New statutory safety mspection Entries of a variety of players
digital administration ‘ : . 7 >
system and maintenance techniques
Increase inIT investment Sophistication and digitalization of Increased demand for
by companies auto maintenance service Infrastructure
Copyright©2021 Broadleaf Co.,Ltd. All rights reserved 12

* Our basic management policy is not only to stabilize as a company, but also to evolve into a high-
growth company.

* We have gained a large market share within the stable market. However, we are aiming to achieve
higher growth not only by providing services in the market alone, but also digitally connecting
various customers with each others.

* Our main product is business software, which is responsible for the core operations of customers’
business. This business area is stable, but we believe there is still room for extension.

* As an approach, we will continue to implement measures to improve the profitability of our core
software business and measures to create businesses in new areas in parallel.

+ In DX area, which is a growing market, we will make progress in DX of our customer companies
and ourselves, taking into account the movements of online shift, remote shift, and digitalization
which is a national policy.

* In addition, there are major changes in development of electronic vehicle and autonomous driving,
and we believe that there will be more opportunities for investing in various types of ITs.

* In MaaS8, a variety of players have started entering the market We are focusing on developments
focusing on MaasS such as development of service provision infrastructure, and we expect demand to
increase further.

* Next, [ will explain our efforts to link these growth opportunities to our evolution. Please refer to
page 13.



Chapter 2 Themes for Initiatives in 2021-23

"Two DX"
(DPromote customers’ Digital Transformation (DX)
Theme for (2)Add value to our service infrastructure as the Data Exchanger (DX).

2021-23

Data exchanger

Collect, analyze, forecast, and integrate data on our platform to
offer values to customers and the community

Contribute to the establishment of a e = ‘ Support Maa$S operators’
business environment which leads to the Autonomous

rapid creation of services
creation of new values for customers

driving

Help customers seize business opportunities
by responding to technological evolution of
Copyright©2021 Broadleaf Co.,Ltd. All rights reserved. cars and to new systems 13

* Over the 3-year period from 2021 to 2023, we will advance measures for evolution under the theme of
"2 DX."

* The first DX is to promote the Digital Transformation (DX) of our customers and contribute to the
creation of a business environment that will lead to the creation of new value for them.

* In the second DX, on our unique IT platform, we gather, analyze, anticipate, and integrate information
obtained from not only software users but also from various 3rd parties, and provide them after
increasing the added value of information.

* This is what we call Data Exchangers (DX) which is a key element in organically linking our business
development to digital transformations (DX), evolution of vehicles such as EV and autonomous

driving, and MaaS domain.

* As a data exchanger (DX), we will accelerate our efforts to solve social issues by providing value to
our customers.

* We will continue these efforts to evolve into a high-growth company.

* Next, [ will explain our priority measures for the period from 2021 to 2023. Please refer to page 14.



Chapter 2 Priority Measures for 2021-23

Priority
measures
Introduction of new cloud- 3 A EDI extension and
based model to the market Strengthening of DX solutions opening of the ordering platform Deployment of the MaaS platform
Effects on Operational efficiency in the It will bring synergistic effects to The number of the platform users Through commercialization n new
the Company software business will improve. the software business. and sales will rise, which will increase the area, it will create new revenue
) and the margin will rise per customer will increase monthly flat-rate/measured-rate sales sources (including overseas)
Cust ill be able t . . . Cust ill be able to trade aut .
- ustomers will be able to By introducing DX, customers will ustomers with be able o trade auto MaaS operators will be able to
Effects on capitalize demand for maintenance . repair parts and a variety of . . . .
. . - be able to increase the number of - . quickly start their business by using
customers and inspections adaptive to the . ) products in an integrated manner, - .o ]
o . contact with consumers and expand . . . services of our business partners
new automobile inspection system . .. which will lead to improved .
- S business opportunities - (3rd parties)
and technological evolution of cars management efficiency
9 3 i [l B oo 12 G
A/ AN R TN
a3 snd K CO
Effects on
society By responding to EV/PHV. By encouraging penetration of By establishing a framework for We will improve the convenience
we will support the spread the new work style,we will smooth transactions of recycled of daily life, eliminate the mobility
of eco-friendly vehicles support improvements in labor products, we will support the gap, and support the reduction of
productivity efficient use of natural resources environmental impact
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* There are 4 priority measures.
* Measure 1 is to introduce new cloud-based model of the software to the market.
* Measure 2 is to extend our DX solutions and strengthen their linkage function with our software.

* Measure 3 is to greatly improve the ordering platform for auto parts, and improve its convenience,
increase the variety of goods handled, and open the platform to software non-users.

* Measure 4 is to extend the service of providing platform for MaaS businesses, which have already
been launched abroad, and increase the number of users, the scope of use, and the volume of use.

* For each of these priority measures, this slide show on which elements of our profitability will the
measures give effect, how the measures will be beneficial for customers, and how the measures can

impact the society and to which aspects can the measures contribute.

+ With regard to social benefits, we intend to connect expansion of earnings with contribution to society
by actively engaging in the society from the perspective of SDGs' basic philosophy.

* Next, [ will explain the relationship between priority measures. Please refer to page 15.



Chapter 2 Relationship of Priority Measures

Improve convenience and efficiency of development/operation by constructing all service on the same platform

Consumer Mobility Service Users/Car Owners v oW
User company % Em=8)
(Servicer) Maintenance Retail/Wholesale Delivery/Transportation Sharing Transportation
prmsases Measure 1 ~—~ - N Measure3 o P Measure2 ~~7777" ! Measure 4
! Introduction of new cloud- i EDI extension and 3 E Strengthening of DX Solutionsi Deployment of the Maa$S platform
| based model to the market | jopening of the ordering platfom H H
E : i " E Google Cloud i Zenmov Inc.
i 00 Nk o ,
U L ! ! Company X ! Company Y
Application ' i g ik o~ :
layer i i ) a ,
! o o . ik i
E Busmesss sgftwa.re : i Ordering platform : E Groupware ! Operation control
: (-c Series) b | |1 (Google Workspace *) i platform
S L L ——————————
Broadleaf branded service 3rd party service
layer (Enhanced gateway)
* Google Workspace 1s currently i preparation Broadleaf Cloud Platform
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* Our service are all standardized on the infrastructure layer of cloud platform.

+ Components of infrastructure-layer platform is provided to the 3rd party as API in the form of service
menu for each module.

* We provide a development program to a system development company (3rd party), which we can offer
without customization.

* Currently, Zenmov, which operates operation management platform for MaaS, is providing integrated
service including operational management system to MaaS operators, using our APL

+ In addition to companies such as Zenmov which have specialized applications, we also have API that
facilitate functional collaboration and data collaboration with accounting software, ERPs, groupware,
and other products.

* In this way, we have been developing cloud platforms with the aim of expanding the number of
providers of our platform to a wide range of fields, centered on mobility, through various 3rd parties.

* Up until now, software business was the object of public attention, but we have already started the
platform business, and we have built an infrastructure layer that can expand our knowledge, data, and
service to a wide range of industries, and we have gained a foothold in this fiscal year that enables us to
expand into a different business area than in the past.

* We believe that aggressively promoting new cloud platform is a shortcut to growth, so our strategy is to
continue additional investment in the development investment and achieve early growth as well as
expansion of earnings at an early stage.

* Next, I will explain how our sales structure will change due to the 4 priority measures. Please refer to
page 16.



Chapter 2 Image of Changes in Sales through the Implementation of Priority Measures

In 2021-23, profits will decline temporarily due to introduction of new cloud-based model to the market (Measure 1)
At the same time, we will strengthen DX solutions (Measure 2) and continue efforts to achieve high growth (Measures 3 and 4)

~~2020 Structural Reform Period 2021- Transition Period High-growth period
(Development of Growth Base) (Shift to stock-type sales) (Full stock-type sales/3-layer structure)

LS Increase in number of users
e /! and utilization rate of

. Measure 4 J .
Extension of 3rd Party services LU g Ll

Platform infrastructure
development

Measure 3

. EDI extensi d ing of th
= ﬂggéﬂpggﬁgg - Sales of business software after

M ) transition to the new cloud-
Qalec of hicinece coffware casure ) .
Sales of business software Strengthening of DX Solutions based model (including SDK,

OEM, and API etc.)

Measure 1
Launch of new cloud-based model
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* As a result of measure 1, sales recognition will change to full monthly charge due to the cloud shift.

+ Sales in the software business will temporally decline as majority of the present customers migrate
to a new cloud-based software.

* By the time most of customers complete their transition to the new cloud-based model, we expect
not only the sales of the software business to change to stock-type, but also revenue to grow.

* Strategy 2 is expected to provide synergies through functional coordination between DX Solutions
and cloud-based software.

* Measures 3 will lead to an increase in the number of users of the ordering platform and an increase
in the utilization rate.

* Through Policy 4, we will diversify our revenue sources and evolve into a high-profit, high-growth
company through the provision of platforms services centered on MaaS area.

* Next, I will explain each of our priority measures. Please refer to page 17.



Chapter 2

Measure 1: Introduction of New Cloud-based Model to the Market (1 (Sales Model)

In the new model of software, not only will the functions and UI be improved, but the sales model itself will change significantly.

Image of changes in software sales per customer

Current model ".NS Series"

Software use fee for X years (lump-sum)
+ DB and other use fee (monthly flat-rate)

—————————————— 1. Change in sales recognition

from lump-sum to monthly flat-rate

Renewal year
(after X years)

Contract year

*Fee system
Software license + DB, etc.

Use of one license by turns

& Front office

g Maintenance & Front office

Software

Copyright©2021 Broadleaf Co.,Ltd. All rights reserved.

=-===1

New cloud-based model ".c Series"

Basic use fee (monthly flat-rate) + Role use fee (monthly flat-rate) x Number of IDs
+ Volume-based Charge (monthly measured-rate)

2. Fee system changes*

Introduction of role license

[

[
[
: :Mmsuredl output, etc.
[
\
" Il -~~~ — — — -=-=-1
1
:-w Monthly : Monthly R
Contract year (Automatic renewal from

the second year onward)

Basic license + Role license * [Ds

Basic (Corporate)
Role (Front office) 1D & Front office

Role (Maintenance) D & Maintenance & Front office

Simultaneous use of rolls linked to IDs

3. Combine measured-rate
Linked to the number of forms

17

* Policy 1 is to introduce new cloud-based model of the software in the market.

* Instead of merely changing the model of the software, through the introduction of the software,
companies will be able to introduce only the required number of ID for required roles.

* For the Company, we will work to optimize revenues by establishing an optimal fee system, change
sales recognition to a monthly type, and increase the stock of sales.

* We will expand revenue further by combining measured-rate charges.

* These changes will greatly change the sales model of our software business.

+ In addition, because we have a standardized service provision platform, we will be able to reduce
running costs for software maintenance and IT infrastructures, which will lead to higher margin in

the business.

* Next, I will explain the timing of the market introduction and how it will be deployed. Please refer

to page 8.



Chapter 2 Measure 1: Introduction of New Cloud-based Model to the Market @) (Schedule)

In addition to providing modules (APIs) to certain major users,
Expand the software customer segment by making it a mechanism that can be contracted and introduced via the Web

Segment expansion measures Transition schedule

F

Current model New cloud-based model FY2021 Y2022 FY2023
POIH IH | 2H | IH |

...................................................................................................................

Products Sales Channels

| Provide package < .
Certain major | (‘ustomigatiougis Provide module (APT) In-house :
users § - Ad-on development by 3% party + 31 party 1 Deployment
j Hmite (provide SDK) '
................. FIR— o SRR T
i Not applicable Provide limited functions editions that + Web 1| Partial deployment
-users* ! -
SS/Non-users i for non-users match with the scale of operations + 30 party (Limited targets) 2 R )]
! + In-house
,,,,,,,,,,,,,,,,, 1‘,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,,
Medinm to larae : R?pl“e col?.lpeﬁtors’ Provide standard editions (with full + In-house : —_— . Partial deployment Deployment
B : ploc!uqts thr 0}1%1% functions) for each industry + Competitors : evelopment (Limited targets) (All targets)
: operating activities Provide OEMs to competitors :
*"SS™ are gas stations, and “non-users” are companies that do not install any business software
NOTE)Schedules may change according to external environment, etc.
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+ Some of the major customer are already in the process of introduction through provision of modules.

* We have begun to propose orders through a similar scheme by narrowing down the number of proposals.

* Previously, our business model was to listen to customers’ requests and customize the service with our
resources. The cloud model, however, allows us to provide a foundation and service, and customization

will be easily conducted by customer and 3rd parties.

* Since 3rd parties will put a dedicated system on our system, we are transforming to a model in which
infrastructure use fee is collected from development companies by receiving a portion of their revenue.

* Regarding products for gas stations, we will narrow the number proposal to customers during 2021.

* In order to prioritize early market penetration, the standard version will be launched in stages from the
end of 2021, delaying the schedule by about 1 year, in order to make large promotions at the optimum
timing. We sill first introduce the software mainly in specific major companies that will frequently use

the platform.

* However, depending on the external environment, including the situation of the COVID-19, the
schedule may be strategically revised, so please be aware.

* In addition, with the early adoption of the ordering platform for auto parts in mind, we are planning to
launch products for industries other than auto maintenance shops at the same time.

* Ordering platform is also designed to meet all the requirements of a standardized open EDI. We are
developing an infrastructure that can introduce ordering processes for various industry.

* Pricing is currently undecided, but will be announced as soon as it is determined.

* Next, [ will explain the sales model of our software business. Please refer to page 19.



Chapter 2 Measure 1: Introduction of New Cloud-based Model to the Market 3) (Changes in Sales Model)

In the new cloud-based model, ".c Series," sales recognition not only change to monthly system, but also change to a sales model that
combines introduction of role licenses, a new measured-rate system, and provision of modules.

Current model ".NS Series" New cloud-based model ".c Series"

4. Provision of modules (API) _—

3. Combination of measured-rate system
(Linked to the number of forms output, etc.)

Monthly flat-rate
_———_____' for introduction of
2. Changes 1n fee system role license

R (Introduction of role license)

DB and other use fee

Monthly flat-rate Software use fee

1. Changes in sales recognition Monthly flat-rate

(from lump-sum to a monthly flat-rate)

Software use fee
Lump-sum

Copyright©2021 Broadleaf Co.,Ltd. All rights reserved.
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* Currently, sales in the software business are based on multi-year use fee of the software which is
recognized as sales in a lump sum, plus flat-rate monthly sales such as database use fee.

* When this moves to the new cloud-based model “.c Series”, sales recognition of lump-sum becomes
monthly flat-rate, and role licenses are charged for each ID of end users.

+ In addition, we will also use charges based on measured-rate, such as the number of forms output.

* In addition to these, we will provide cloud modules as API to certain major customer, and the
provision of SDKs and API to 3rd parties will increase.

- Like Apple Store, 3" parties will provide applications on our platforms and share a portion of their
profit.

* In this way, we believe that the multi-layered sales structure of the software business and the fee
system that is easier for customers to introduce, will lead to sales growth.

* Next, I will explain the strengthening of DX solutions. Please refer to page 20.



Measure 2: Strengthening DX Solutions
Chapter 2 gthening

Add DX-related functions to business software and provide DX-tools at the same time

Response to administration Work Style

Support improvement of efficiency
by linking individual IDs with the
cloud-based business software

Help customers respond to digital administration
by promoting the use of online functions

Support digital attraction of
customers by collaborating with
business software

--- Cloud version of business software ----
".¢ Series"

1 :
. . 1 E Collaborate
A Onlmel :1‘].1p]|mlmn ; ! C with SNS =
Pﬂ (OSS*, etc.) ! ! . o
([T < > =
¢ ID D :

Administration N -” | o Send SMS Car owners
| PRI | [ N SRR | NP R | .

E

Link with groupware
Il
Google Workspace
*OSS (one-stop service)
A service that can file applications online for payment of administrative procedures for car ownership. automobile tax, inspection registration fees, etc.

** Google Workspace is currently in preparation
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* As a result of the impact of COVID-19, there are growing needs among our customers for DX
solutions as tools to strengthen and expand their contacts with car owners.

+ In addition, with the advancement of digital administration, various procedures are changing to
online.

* We have been providing information technology tools to enhance the function of business software
and increase contact with car owners and other consumers so that customers can respond to these
needs.

+ In addition, we have decided to provide Google Workspace from us to customers.

* Google Workspace and our business software will be linked through the ID of end user and will be
able to collaborate their functions.

* Originally, the introduction rate of IT in the industry was considered to be slightly lower than in
other industries, but the recent situation of COVID-19 has increased the needs and motivations for
contacting with car owners and making estimation using remote methods.

+ Car owners will also be able to make reservations from their smartphones and check the car repair
status at any time 24 hours a day.

* By providing highly convenient tools, we will continue to promote DX, including car owners,
maintenance factories, and ourselves.

* Next, [ will explain the EDI extension and the opening of the ordering platform to software non-
users. Please refer to page 21.



Chapter 2 Measure 3: EDI Extension and Opening of the Ordering Platform

In the new cloud model, ".c Series," the ordering platform is installed as a standard function
In addition, we will implement extension measures such as opening of trading participants.

R e il e — uNon-user of the “.c Series”
".c Series" Standard function Ordering platform aOther E-commerce site Platforms
Each industry Recycling shops Auto parts Auto maintenance
dealers shops }

g I, A R
@ . I‘ :
Extension S

Opening

Common
functions

EDI (Enhanced gateway)

o = A

Data

=

Data conversion

infrastructure

Broadleaf Cloud Platform
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* Currently, we are providing the BL Parts Order System as an optional function of business software,
and we plan to renovate this function as well.

* The new cloud model, ".c Series," will incorporate a new ordering platform as a standard function.
+ This greatly improves convenience because when end users are making estimates and inputting auto
parts information, the system will automatically display information on delivery dates and prices of

multiple auto parts in real time at the back end.

+ We are also expanding the functions of this system so that orders and payment information of auto
parts can be exchanged in an integrated manner, including recycled parts.

+ In addition, we are working to expand EDIs to include products other than auto parts, as well as to
enable collaborations with other E-commerce site market places.

* Since the construction of extremely complex database is one of our strengths, we have prepared a
infrastructure for supporting EDI in industries that require ordering systems and in industries that
handles many goods.

* The ordering platform is not a user compensation such as business software and IT services, but is
positioned as a commission related to commodity transactions and payments, so it leads to billing
points, or market expansion, for us.

* For this reason, we will continue to strengthen our efforts to evolve into a high-growth company.

* Next, I will explain the development of MaaS platforms. Please refer to page 22.



Chapter 2 Measure 4: Deployment of the MaaS platform

In January 2021, we began offering a service menu for public transportation (Maa$ operators) in the Philippines.
We will gradually add general function modules to the service menu and deploy them to a wide range of MaaS operators

Suppliers Available Service

-

Fon New Transportation
° Infrastructure
Expand n

Maintenance ’ Zenmov Inc.
Operation management application

[ for new public transportation

[0 8
5l |

I'lo

= Used by public transportion operators
(January 2021)

. System-wide operational base, DB foundation, Cashless payment
x IT Infrastructure/Settlement/Al/Blockchain etc. infrastructure, Periodic vehicle inspection/maintenance service
|
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Maintenance
Data and know-how

* Mobility refers to all new moving objects that replaces the position current vehicles.

+ Under parallel trends in the evolution of both hardware and service, it is certain that the entry of
new players and the emergence of new service will proceed.

* In terms of hardware, in addition to major information technology companies (GAFA, etc.) and
electronics manufacturers (SONY, etc.), ventures are entering the market as manufacturers.

* In terms of service, the content and methods of maintenance will change significantly, and as
autonomous driving progresses, we anticipate further rising demand for safety.

+ In addition to the emergence of new transportation infrastructures, we believe that new service will
emerge, including service of spaces in the moving objects.

+ Under this condition, we have already begun commercialization by providing a near-distance
transportation network platform to a new transportation infrastructure operated as a MaaS business
by Pasay city in the Philippines.

* Regarding MaasS in Pasay city, I will explain the topic in more detail later.

* The priority measures are described above, but we will continue to explain the concept of Data
Exchanger. Please refer to page 23.



Chapter 2

Concept of the “Data Exchanger™

Data converted on the platform becomes a source of value creation by data users

Business software /DX solutions
(including SDK and OEM)

(Converted data)
Recommendation

Business software users/
Sler/ data users, etc.

| | | |
(Input data)
Maintenance record

>

Ordering platform

(Converted data)
Demand forecast

- s . -
Recycle shops/ auto parts

(Input data)
Ordering record

dealers /auto maintenance
shops/ other E-commerce site
operators, etc.
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Data conversion 1s the sources of
users’ value creation
(We will charge for converting data)

Data
conversion

L(((

Broadleaf Cloud Platform

MaaS platform

(Converted data)

Amount of sales
——

(Input data)
Passenger record

(Converted data)
Passengers’ settlement volume

(Input data)
Settlement record

oo

Maa$ operators, etc.

Financial payment
method providers,
etc.
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+ In addition to data on input and output via business software, we also accumulate data on

automobiles, such as transaction data on the ordering platform for auto parts, as well as record on
inspections, maintenance, repairs, and the purchase and sale of auto parts, as big data.

* This data and know-how of its analysis and forecast are utilized in the vehicle control by MaaS
operators, and are useful for maintenance and inspection to ensure the safety of vehicle operation.

* Meanwhile, the behaviors of ordinary consumers such as reservation information, ride information,
and payment information are collected through MaaS operators and are accumulated as big data.

* Behavioral record for various consumers is accumulated by expanding the scope from public

transportation to various MaaS areas.

+ As the handling of these items varies depending on the regulations of each country, we will analyze
them while controlling the scope of acquisition and utilization of data in accordance with regulations.

* These information should be attractive to many operators who are seeking to expand their value
chains by expanding points of contact with consumers.

* Our cloud platform and data exchange is a mechanism for converting these data accumulated on our

platform into specific formats demanded by users and changing it to valuable information.

* Next, [ will explain the results forecasts for FY2021. Please refer to page 25.
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Chapter 3 Impact on Business Results in 2021

Priority Measures for 2021-23

Introduction of new cloud-based
model to the market

Strengthening of DX solutions

EDI extension and
opening of the Ordering Platform

Deployment of the Maa$S platform
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Impact on business results in 2021

* Modular sales for certain major customers will be recognized as monthly sales, which will be

a factor for the decline in sales of aproximately ¥500 million (LTV does not decrease)

» Sales of new cloud-based software for gas stations will have positive effect on sales, but

contribution will be limited due to small scale and recognition of monthly sales

- Steady sales are expected. but contribution to sales will be limited due to monthly usage

system

+ Contribution to profit will be limited because the introduction of the new ordering platform

will be from 4Q onward.

+ Business deployment of the MaaS platform will begin, but contribution to sales will be limited

+ Others are still in R&D phase

25

+ Of the 3-year priority measures, the factor which affects the business results of FY2021 is the sales
of cloud modules to major customer companies, which is part of Measure 1.

* In addition to add-on modules developed by other system company (3rd-party), we will provide
configuration modules for cloud software.

+ Until now, in the case of multi-year contracts, sales were recognized in a lump sum at the time of
sale, but in the case of selling cloud products and cloud modules, sales are recognized on a monthly

basis.

* The impact of this change in sales recognition is expected to be 500 million yen.

+ Although this change will be a factor for decrease in revenue in a single fiscal year. the conversion
to the cloud version will increase the usage rate of major customer and the use of additional
functions will increase. Therefore, the Lifetime Value (LTV) per customer will increase.

* Other from that, the impact of launching cloud software is minimal, so this will be a year in which
we will focus on expanding our business and make investments to encourage further growth.

* Next, [ will explain our forecast of consolidated financial results. Please refer to page 26.



Chapter 3

Forecast of Consolidated Business Results

In addition to decrease in revenue of application sales, anticipatory cost burden is expected.

(Millions of yen) FY2021
Full-year
forecast
Revenue 20.100
Operating profit 2 400
Income before tax 2.400

Profit attributable to owners of parent

Basic earnings per share 17.64 yen
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FY2020

Full-year

21,162

4.135

3,820

2.465

28.16 ven

YoY change

-1.062

-1.735

-1,420

-915

FY2021

1H
Forecast

YoY ratio

-3.0% 9.500
-42.0% 700

-37.2% 700

-37.1%

_

FY2020

1H

10.232

1.628

1,614

1.066

12.18 ven

YoY change YoY ratio

=732

-928

014

-7.2%

-57.0%

-56.6%

-59.6%

26

* For FY12/2021, the company forecasts revenue of 20.1 billion yen (down 1,062 million yen YoY),
operating profit of 2.4 billion yen (down 1,735 million yen), and profit of 1,550 million yen (down

915 million yen).

* We intend to invest for sustainable high growth and to proceed with the transition to cloud services.

* Next, [ will explain the forecasts by revenue categories. Please refer to page 27.



C h a pte r 3 Forecast by Revenue Categories

The main factor for decrease in revenue of Application By industry is the change in accounting methods due to partial introduction
of new cloud-based modules to certain major customers

(Millions of yen) FY2021 FY2020 FY2021 FY2020
Full-year YoY change YoY ratio YoY change YoY ratio
forecast Full-year 1H forecast 1H
Platform 10,400 10,275 +125 +1.2% 4,872 +28 +0.6%
Basic 7.600 7.616 -16 -0.2% 3,600 -0 -0.0%
EDI and settlement 920 905 +15 +1.7% 420 439 -19 -4.4%
Support 1,700 1.596 +104 6.5% 800 761 +39 +5.1%
Others 180 157 +23 +14.8% 80 72 +8 +11.7%
Application 10,887 -1,187 -10.9% 5,360 -760 -14.2%
By industry 8,050 8.806 -756 -8.6% 3.800 4.165 -365 -8.8%
OTRS 250 204 +46 +22.7% 100 132 -32 -24.0%
Others 1,400 1,877 -477 -25.4% 700 1,064 -364 -34.2%

Total 20,100 21.162 -1,062 -5.0% 10,232 732 7.2%
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* For Platform Basic, revenue is expected to be about same level year on year. While monthly fees
such as database use fee will be accumulated, the revenue linked to the number of software sales
will decrease.

* For EDI and settlement, revenue is expected to increase due to an increasing trend in the number of
users of ordering platforms.

* For Support service, revenue is expected to increase due to an increase in the contract rate for
monthly maintenance service for software users.

* For Application By industry, revenue is expected to decrease primarily due to a change in sales
recognition associated with offering of cloud modules to certain major customers.

* Another factor behind the decrease in revenue is the expected decline in the number of deals in non-
automotive sector.

* For OTRS, the forecast is particularly cautious in the first half of the fiscal year, as we believe it
will take some time before demand recovers in the market.

* Next, I will explain the breakdown of changes in operating profit. Please refer to page 28.



Chapter 3 Breakdown of Changes in Operating Profit (Full Year)

In addition to the burden of amortization of cloud services, operating-related expenses is expected to increase
on the assumption that operating activities will return to a similar level as the normal period.

(Millions of yen)

Operating + Year-on-year increase factors
proﬁt - Year-on-year decrease factors
4,135

Decrease in
cost of sales
+188
—— Operating
Decre]ase Renewal of the — I profit
ml soa 6;5 IT infrastructure Increase in ] 2.400
o -289 advertising Increase in Increase in Others
expenses personnel business trip/ -193
— . o -153 expenses travel Expenses
Increase in amortization -151 75
of cloud services  -285 .
FY2020 FY2021
(Forecast)
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+ Amortization expenses included in cost of sales is expected to increase as cloud-based software and

various platform menus are released in stages.

* SG&A expenses also include expenses related to upgrading service provision infrastructure due to

cloud migration.

* We anticipate that operating expenses will gradually return to its normal level on the assumption
that the level of operating activities would gradually return.

* Consequently, operating profit is expected to be 2.4 billion yen (down 1,735 million yen year on

year).

* Next, [ will explain the dividend. Please refer to page 29.



Chapter 3 Dividend Policy and Dividend Forecast

Year-end dividend for the year ended December 2020 is expected to be ¥6.60 per share as forecasted at the beginning of the fiscal year.
For the fiscal year ending December 2021, the company forecasts an annual dividend of ¥7.00 per share (interim dividend of ¥3.50 and
year-end dividend of ¥3.50) due to the introduction of a new dividend policy.

Dividend Policy Dividend per share
Annual ¥13.00 ¥13.20 ¥7.00
After change) (Consolidated Dividend ~ (36.7%) (46.9%) (39.7%)
Payout Ratio)

Our basic policy is to distribute earnings in accordance with business
results while retaining the surplus required for business development
and maintenance of financial soundness to increase corporate value.

We aim for a consolidated dividend payout ratio of 35% or more. Year-end ¥6.60
(Planned)
Before change) (Ffifzgt)
. L L . . Interim
Our basic policy is to maintain a stable dividend by securing the :
internal reserves required for the future business development and ‘thf?s 0
strengthening of the management structure. Our target payout ratio is -
approximately 20%. FY2019 FY2020 FY2021
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* As previously announced, the year-end dividend in FY2020 will be 6.60 yen per share.
* We decided to change our dividend policy from FY2021.

* The new dividend policy is “Our basic policy is to distribute earnings in accordance with business
results and we aim for a consolidated dividend payout ratio of 35% or more."

* Based on this new dividend policy, we expect to pay an interim dividend of 3.5 yen per share, year-
end dividend of 3.5 yen per share and a full-year dividend of 7 yen for FY2021. The forecast for the
consolidated dividend payout ratio is 39.7%.

+ We will make investments for acceleration, which will temporarily result in a decline in profits.
However, our policy is to expand earnings through future growth and pay dividends based on this
dividend payout ratio, so please take this opportunity.

+ Finally, as a topic, I will provide a supplemental explanation of the situation of the business of
Platform service for MaaS operators. Please refer to page 32.
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Cha pter 4 Topic 1: Initiatives to Support Customers in Response to the New System

An emergency webiner was held on December 25, 2020, after a vehicle equipped with an autonomous driving level 3 received type approval

from MLIT

On Tuesday, November 11, 2020, the Ministry of Land, Infrastructure, Transport and Tourism (MLIT) became the first in the world to give type approval to
a vehicle with autonomous driving level 3. In order to provide updated information to operators involved in auto maintenance that are entering an era of major

transformation, we held an emergency webinar entitled "This is how auto maintenance will change due to appearance of the autonomous driving level 3 of

Honda Legend announced on November 11".

In the webinar, we provided information on possible changes in the automobile society that may occur after the launch of vehicles equipped with

autonomous driving level 3 and the accompanying trends in administration, as well as administrative trends associated with the automobile specific maintenance

system which was enforced in April 2020, from the viewpoint of DX.

Reference) Specific Maintenance System

In April 2020, the auto maintenance system was launched as a new system. The system
expanded the scope from the previous "disassembly and maintenance", in which engines and
brakes were removed, to maintenance or modification without removal (maintenance of
electronic control equipment) which may mfluence movements of nstalled equipment.

In addition,the “autonomous operation equipment" mstalled in vehicles with autonomous
driving levels of at least 3 was added as the target equipment, and the name of the system was
changed to "specific maintenance."

Source: MLIT ™ About Specific Maintenance System™
https://www.mlit.go.jp/jidosha/jidosha_{r9_000016.html
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Target (for camera recognition)

Camera’s field of view
Target recognition domain ehicle center line
Figure: An Example of inspection subject to maintenance of electronic control equipment

Source: MLIT "Training session for Mamntenance Leaders of Electronic Control Devices”
https://www.mlit.go.jp/jidosha/content/001331469.pdf 3 1




Chapter 4 Topic 2: Initiatives Related to the MaaS Platform

Participated in a new public transportion model business launched in Pasay, Philippines, which started operations on January 15, 2021

<Traffic issues facing the Philippines>

Traffic congestion is a social issue in the Philippines, and its economic loss amounts to 3.5 billion pesos per
day (about 7.6 billion yen).

Pasai City, which is implementing this model business, has no means of on-time transportion from train
stations to shopping malls, and needs for on-time transportation services are extremely high.

<Service content of model business>
The following service will be provided as "New Public Transportation" to solve the above issues.
E-Tricycle Operation service [Provided by MC Metro]
Operation management system necessary for efficient operation  [Provided by Zenmov Inc.]
Data infrastructure that can analyze the data on the system [Provided by Broadleaf Co., Ltd]
Cashless payments compatible with mobile QR payments [Provided by Broadleaf IT. Solutions Inc.]
Visiting periodic inspection/maintenance service for vehicles [Provided by BLISAM TRADING CORP.]

O —

Figure 2: The operation route of the model business
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* As explained in the press release released on February 9, our group provided platform for the
operation of the new transportation infrastructure in Pasay city, the Philippines, as an one-stop
service.

* This is not a demonstration experiment of the new transportation infrastructure, but it is already in a
practical phase.

* Please refer to page 33 for an overview of service offered by our group.



Chapter 4 Topic 2: Initiatives Related to the MaaS Platform

By utilizing the one-stop services offered by the Broadleaf Group, MaaS operators will be able to smoothly develop their businesses

<Service Structure>

Realizati f hl iety LU
callzation oI a casiless socle }‘assenger w w
Payment Provision of MaaS
Variety of payments E-Tricycle Operation service m
(QR/IC cards, etc.) MaaS$ operators e
v
}Jroadleaf L.T. Solutions Inc I I

| e T T L T T T T T

Cashless 1 Operation management Periodic inspection/ !

Payment service : system maintenance service | Auto insurance
: Supplying Standard Insurance Co.,
$ 1 recycled parts — Inc.
, |
! Z ' 1 '
I enmov . BLISAM TRADING CORP. !
.
3
-
w_
=P  Data conversion # For individual service
N’ Can also be provided
Broadleaf Cloud Platform

3% Broadleaf 1.T. Solutions Inc: Wholly owned subsidiary / BLISAM TRADING CORP: Equity-method affiliate / Zenmov Ine: Equity-method affiliate / Standard Insurance Co, Inc.: Partner
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* We are providing Broadleaf Cloud Platform.

* The system is now in operation by controlling data conversion as well as data accumulation and
analysis of the data operation management system through the payment service and linking it with
the operation management system through APL

* BLISAM TRADING CORP, which provides one-stop service for periodic inspections, is a joint
venture with Broadleaf Co., Ltd. and Standard Insurance Co, Inc. which is a major non-life

insurance company in the Philippines.
+ We also provide coverage of insurances at the same time.

* Broadleaf IT. Solutions Inc is a local subsidiary which conducts businesses in the Philippines and is
structured to provide Broadleaf Cloud Platform through this subsidiary.

* Currently, there are offers of this one-stop service as well as business negotiations on payment
service outside Pasay city, and we will work hard to expand them.

+ The benefit of this service is that all the services can be performed in one-stop operation, including
management and operation of vehicles, payments and collections of cash, periodic inspections and

insurance coverage, which significantly reduces management costs of the administration.

+ E-tricycle, which is electric vehicle, is seen as a tool to improve traffic conditions and emission
conditions in Southeast Asia, and we are receiving inquiries from various cities.

I would like to close my explanation. Thank you for your participation.
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Appendix

Company Profile

Corporate Name
Representative
Listed on

Industry
Founded/Established
Capital Stock

Fiscal Year

Business Outline

Head Office Address
Sales Offices
Development Centers

Main Subsidiaries

Broadleaf Co., Ltd.

Kenji Ovama, Representative Director, President and CEO

Listed on the First Section of the Tokyo Stock Exchange on March 22, 2013 (3673)

Information and communication industry

December 2005/September 2009

JPY 7,148 million (consolidated)

From January 1% to December 315

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

In addition to provision of business software that serves as core business systems, mainly for business operators belonging to
the automotive aftermarket sector, the Company provides diverse, unique one-stop services, including the ordering platform for
auto parts and big data analysis.

In addition, looking ahead to the evolution of the mobility society going forward. it has been conducting surveys and research
for the commercialization of advanced technologies.

Floor 8, Glass Cube Shinagawa, 4-13-14 Higashi-Shinagawa, Shinagawa-ku, Tokvo
29 offices in Japan
3 centers in Japan (Sapporo, Tokyo and Fukuoka)

Tajima Inc.
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Appendix About Revenue categories (1) Types of Services

We provide customers with multiple services, including business software, as a single package.

Provision of services g
Compensation for services ’ Broadleaf

Breakdown

= <

—— = @) v =
, @'n' T X L&
Service name -_ . —
. E-commerce site
i Business software . Ink toner EDI for Computers and
Business software (Basic functions) Database Server functions  Customer support iy au:grmr:t‘i:\,y-‘:lggns automotive parts other equipment
Type of Fee for purchasing  Fee for purchasing _ Fee for purchasing Fee for purchasing
compensation usage rights™ usage rights”’ Use fee Use feo Use fee products Use fee Use fee products
Form of Lump-sum Lump-sum Monthly Monthly Monthly Lump-sum Monthly Monthly Lump-sum
payment
*1 Usage rights valid for a maximum of 6 years . NOTE: The scope of provided service varies depending on industry of the customer.
*2 Measures for improving the contract ratio were strengthened in the second half of 2019.
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Appendix About Revenue Categories @ Correspondence Relationship with Revenue Categories

The form of payment differs according to the type of service.
The correspondence relationship between the type of service and revenue categories is as indicated below.

Services Form of payment Revenue Categories
Applications
- . . —x
Fmee fm urélg]:,t; ;0 use business software (valid for a Lumgp-sum By industry/OTRS [Periodic]
— axim years)
% Fee for computers and other equipment Lump-sum Others [Periodic/Pay-as-you-go]
Basic
Fee forrights to use basic functions L
(valid fora e O Lump-sum PaaS/SaaS (Lump-sum) [Periodic]
:— =l Fee for use of database Monthly PaaS/SaaS (Monthly) [Flat rate]
~—] E.
-= — Fee foruse of server functions Monthly IaaS (Monthly) [Flat rate]

ﬁ Support
ﬁ Fee for use of customer support Monthly Support Service [Flat rate]
B n E Fee for toner/business forms Lump-sum Provision of consumables [Pay-as-you-go)]
EDI / Payment settlement
Fee for use of e-commerce site Monthly PSF [Measured-rate]

Fee for use of EDI Monthly BLP/CPT [Flat rate & Measured-rate]
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Ap pendix About Revenue Categories 3 Timing of Contract Renewal

Most customers choose a lease contract.
Sometimes we take over the remaining lease payments as a “trade-in"" before the expiration of the software lease period.

a8 ===
\ l,I ITrade-in
" Amount recorded as revenue
Broadleaf

4

Lump-sum payment
(Payment for the initial contract)

L

4
| Monthly payments

i

|

i

|

Lump-sum payment (Payment for the new contract - Remaining lease
payments taken over by the Company as a “trade-in")

P

Monthly payments (Payments for the new contract - Remaining lease

(Payments for the initial contract) payments taken over by the Company as a “trade-in")

—

“Trade-in” (remaining lease payments)

Y R
. Initial contract fo_n“m: lenezedelzlerore Expiration of the
years have efaps initial contract

(Average of 5 years)
®

New contract Expiration of the
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Disclaimer

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

Accordingly, please note that actual business results may differ from these results

forecasts due to various factors.

Contact Information
Broadleaf Co., Ltd
Investor Relations Department

E-mail:bl-ir@broadleaf.co.jp
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