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N This is Oyama, president a@EO ofBroadleaf Co., Ltd.
N Thank you fomparticipatingin the online briefing session fd¥Y2020.

i | would like to start with a summary tiefinancial results foFY202Q 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 1s demand for automobile inspection and statutory inspections. and the business environment 1s 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

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

N Operating profit exceeded forecasts, bothrevenueand profit decreasegkar on year.

N The reason for the shortfail sales was the additional freezidgals innon-automotivesectorand
the concentratiom the number obusiness negotiations automotive sectan December, which
pushed some of them back to 2021.

N Negotiation period inaes activitiegprolongeddue to the impact adEOVID-19, butwe were able
to recover the negotiation period to normal level in Qfimmoting the penetration of online
negotiations

N In terms of customestatus business conditions have been stable in automsgie®r mainly in
auto maintenance shops, while business conditions have remainedfgetrarel agencies and bus
operators.

N Demand in work analysis software OTR&vealsostayed weaklue to the impact d€OVID-19.

N Next, | will provide an overview aheconsolidated 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 YoY change YoY ratio

Revenue 22,586 -1,424 -6.3%
Platform 10,192 +83 +0.8%
Application 12,394 -1,507 -12.2%

Operating profit 4,525 -390 -8.6%

Income before tax 4,486 -665 -14.8%

Profit attributable to owners of parent 3.093 -628 -20.3%

28.16 yen 35.40 yen - -

Basic earnings per share

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

N From Q2 to Q3business negotiation period prolonged duthimpact ofCOVID-19.
N Revenue declined for the fuikcal year.

N The decline irProfit before tax was larger thahe declinen Operating profit due to financial
expenses incurred as a result of revaluation of investment financial assets.

N Next, | will explainrevenueby the category of PlatfornPlease refer to page 5.



Chapter 1 Breakdown of Platform Sales

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

(Millions of yen)

FY2019 YoY change YoY ratio

Basic 7,616 7,654 -38 -0.5%

PaaS/SaaS 5.365 5,542 -177 -3.2%

Lump sum 2.365 2,735 -370 -13.5%

Monthly 3,000 2,807 +193 +6.9%

laaS Monthly 2.251 2,113 +139 +6.6%

EDI and settlement 920 -15 -1.6%

PSF * Monthly 554 603 -49 -8.1%

BLP/CPT * Monthly 351 317 +34 +10.8%

Support 1,478 +119 +8.0%
Monthly

Maintenance amount 878 708 +170 +24.0%

Supplies Lump sum 719 770 -51 -6.6%

Others = 157 140 +17 +11.8%

Total 10,275 10,192 +83 +0.8%

Copyright©2021 Broadieaf Co.,Ltd. Al rights reserved *[PSF] Settlement agent fee for automobile recycled parts transaction market “Parts Station NET” [BLP] Use fee for “BL Parts Order System”

: [CPT) Use fee for "CarpodTab”

N ForBasic,lump-sum ofPaaS/Saal linked with the annual number of software sales revenue
decreased.

N Meanwhile,monthly-sales ofPaaS/SaaS and laaS continued to incrbasause these sections
mainly consistof stock saleswhichareproportional tahe number o€ustomes.

N Within EDI/Payment, PSF is a payment agiee for recycled auto parts transactiohise slump in
the recycledobars market was the main factor behind decrease in revenue

N BLP/CPT is an ordering platform for aupartsthrough our product®ueto an increasing number
of user companies, we are steadily building up sales

N Among Supportservices revenueof Maintenancesontinue to increase in line with an increase in
the contract rate

N Supplies are sales of printed forms and other products associated with our Bemdbase
behavior seem to be influenced bye external environment, resulting in a decrease in revenue.

N Revenueof Othersincreased dut steady growth in the number of companies using BL.
Homepage Premiumsshich is oneof the DX products.

N Next, | will explain revenudy thecategoy 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)

By industry
Automotive
Non-automotive

OTRS

Others

Total
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FY2019

10.448
8.874
1.574

338
1.608

12.394

YoY change

-1.642
-1.329
312
-134
+269

-1.507

YoY ratio

-15.7%

-15.0%

-19.8%

-39.7%

+16.7%

-12.2%

N For Application, revenualecrease due to lower annual software sales

N For By industry,revenuedecrease in Automotive section due to prolongbdsinessiegotiations.

N Non-automotivesectionwas impacted bprolongedbusiness negotiations as well as fewer renewals

of customer and sonteak being postponed or frozen

NnThe Co mpokanalgss softwar@TRS is used for operational analysis of production lines

and other facilitiesmainly in manufacturing industrie¥ herefore, demand declined due to

restrained investmeiwin plants and other facilitiess well adower operatiorrate.

N For Othersrevenuancreased due tolaig deal ofequipmensales

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



Chapter 1 Trends in Customers and Monthly Sales

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

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

34,557

FY2018 Year-end FY2019 Year-end FY2020 Year-end FY2018 FY2019 FY2020
m Automotive mNon-automotive B Basic* [Flat-rate] Support Service and Others [Flat-rate]

® EDI/Payment Settlement [Flat-rate/Measured-rate]

Copyright©2021 Broadleaf Co.,Ltd. All rights reserved. *The sum of Paa$/SaaS (monthly) and Iaa$ of Platform Basic 7

N In FY2020, the number of customer contidie growdueto acquisitionof new customes, despite
a yearon-year decrease in software sales.

N In addition, various types of service required when using softagoptmonthly contract.
Therefore, they arstocktype sales that increase as the number of cussonweeases.

i In revenue categories, these services are includesbirthly sales oPlatform and continue to
increaseheir sales without being affected by external conditions, as shown in the graph on the rig

N Next, | 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 i Operating
Decrease in Dp‘:‘;:‘:zfe']ﬂ busifless trip/ (:—tilgzs gl‘;):’f"lq[
Decrease in advertising expenses ra\reéﬁ]iens%
cost of sales expenses 1207
+306 +123
Decrease in
sales el . —
1424 Increase in amortization
’ of cloud services -88
FY2019 FY2020
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N The decrease in cost of sales was limited due to an increase in amortization €rpelmel
services.

N On the other hand, advertising expenses declsiadewe withdrewfrom attending exhibitiongue
to the spread o€OVID-19.

i Selling, general and administrative (SG&A) expenses decrégset8 million yen as a result of
reductionin operating ana@therexpenses.

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



Chapter 1 Overview of Balance Sheet

Intangible assets increased due to investment in development of cloud services

(Millions of yen) FY2020 FY2019

YoY Change Breakdown of Major Changes
Year-end Year-end
Cash and cash equivalents +199
Current assets 7,752 7,987 -235 Operating and other receivables -502
Intangible assets +1,528
Non-current assets 24,522 23.702 +820 Other financial assets  -532
Total assets 31.689 +585
Current liabilities 6.432 7.100 -668 Contract liabilities -439
Non-current liabilities 1.369 -130 Long-term interest-bearing debts -146
Total labilities 8.469 -797
Recognition of profit +2.465
Total shareholders' equity 23,220 +1,383 Dividend payout -1,146
Total liabilities and shareholders' equity 31,689 +585

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

N In assets, intangible assets increased due to investment in developeiend services
i Other financial assets decreased due to revaluation of financial assets.
N Contract liabilitiesaredecreasing.

N This is becauseetworkuse fee (monthlgale$ of the subsidiary Tajima was received in advance
for several years in a lump susgthe balancevill decline along with the recording of sales

N In addition, longterm interesbearing debtsecreased
i Total equity increased due to recognition of profiEY2020Q

N 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

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

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

10

in Cashflow from operating activities increasggaron year, mainly due to a large decrease in
operatingandotherreceivables.

N Cashflow from investing activities decreased/hile makingprogress in cloudervices
developmentwedecrease other investments.

N As a result, free cash flow increadag2,510million yenyear on yearto 2,283 million yen.

N Next, lwill explain our md-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
/ driving
Growth
opportunities

Online/ remote/

digital administration : -
£ 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

New statutory safety inspection Entries of a variety of players

12

N Our basic management policy is not only to stabilize as a company, but also to evolve into a higl

growth company.

N We have gained a large market shaithin the stable marketHowever, ve are aimingto achieve
higher growth not onlyby providingservices in the market alone, but also digitatiynecting

various customerwith each others

N Our main producis business software, whigsresponsible for the core operations of custeam@r

businessThis businessirea isstable, but we believe there is still room éotension

N As an approach, we will continue to implement measures to improve the profitability of our core

software business and measures to create businessesaneaewm parallel.

N In DX area which is a growing market, we withake progress iDX of our customer companies
andourselvestaking into accounthe movements obnline shift, remoteshift, anddigitalization

which is anational polig.

N In addition, there are major changesle@velopmenbf electronicvehicleand autonomous driving,

and we believe that there will be more opportunitiesnvestingin various types of I3.

N In MaaS, a variety of players has&artedenteing the marketWe are focusing odevelopments

focusing on MaaS such as developmergastice provisionnfrastructure and we expect demand to

increase further.

N Next, | will explain our efforts tdink these growth opportunitige our evolution. Please refer to

page 13.



Chapter 2 Themes for Initiatives in 2021-23

Contribute to the establishment of a —
business environment which leads to the
creation of new values for customers

) "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

B o Support Maa$ operators’

rapid creation of services

Autonomous
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

N Over the 3year period from 2021 to 2023, we will advance measures for evolution under the ther
"2 DX."

N The first DX is to promote the Digital Transformation (DX) of our cust@aad contribute to the
creation of a business environment that will lead to the creation of new vatherfor

i In the second DX, on owmiquelT platform,we gather, analyze, anticipate, and integrate informatic
obtainedfrom not only softwareausersbut alsofrom various 3rd parties, and provide them after
increasing the added value of information.

N This is what we calDataExchangers (DXWwhichis a key element in organically linking our busines:
developmento digital transformations (DX)evolutionof vehicles such a8V and autonomous
driving, and MaaS domain.

N As a data exchangéDX), we will accelerate our efforts to solve social issues by providing value tc
our customers.

N We will continue these efforts to evolve into a higlowth company.

N Next, | will explain our priority measures for the period from 2021 to 2023. Please refer to page 1



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)
Customers will be able to . . . Customers will be able to trade auto .
- . By introducing DX, customers will . . 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, S .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 e 3 i [l B oo 12 G 3
A/ AN R TN
a3 snd K CO /e
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
of eco-friendly vehicles

the new work style,we will
support improvements in labor
productivity

smooth transactions of recycled
products, we will support the
efficient use of natural resources

of daily life, eliminate the mobility
gap, and support the reduction of

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

N There are 4 priority measures
N Measurel is tointroducenew cloudbased modebf the softwardo the market.
N Measure? is to exendour DX solutiors and strengthetheir linkage function with our software

N Measure3 is to greatly improve the ordering platform for auto pamslimproveits convenience,
increasehevariety ofgoodshandled andopenthe platform to software nemsers

N Measured is to exendtheservice ofproviding platform for MaaS businesses, which have already
been launched abroaahdincreaseahe number otisersthe scope of use, arttie volume of use

N For each of these priogtmeasures, this slidghowonwhich elements of our profitability withe
measuregjive effect,how the measures will deeneficialfor customes, andhow the measuregsan
iImpactthesociety ando whichaspects cathe measuresontribute.

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

N 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 % EWQ

(Servicer) Maintenance Retail/Wholesale Delivery/Transportation Sharing Transportation
”””” Measure1 ~~~""7;"""""" Measure3 7 [|I"""7"" Measure2 "7 Measure 4

EDI extension and

Introduction of new cloud- Strengthening of DX Solutions: ' Deployment of the Maa$S platform
opening of the ordering platform

i based model to the market

Application . : i g i
layer i i i

Google Cloud Zenmov Inc.

i ~

7

i Business software

Groupware Operation control

1
1
1
1
1
1
i
|
1
i
|
1
1 .
Company X ! Company Y
1
1
1
1
i
1
1
i
|
1
1
1
1

i (-c Series) (Google Workspace *) platform
S L g g N S g |
Broadleaf branded service 3rd party service
s 7 EDI
layer nhanced gateway)
* Google Workspace 1s currently i preparation Broadleaf Cloud Platform
Copyright©2021 Broadleaf Co.,Ltd. All rights reserved 15

n Our service are all standardizedthe infrastructuréayer of cloud platform

n Components of infrastructutayer platformis provided to the 3rd party as ARIthe form of service
menufor each module

N We provide a development program to a system development coifgsdrparty, which we can offer
without customization

n Currently,Zenmoy which operates operation management platfimmMaas is providingintegrated
service including operational management system to Mpagtorsusing our API.

N In addition to companies such as Zenmdhich have specialized applications, we also have API tha
facilitate functional collaboration and data collaboration with accounting software, ERPS, groupw:
and other products.

n In this way, we have been developing cloud platforms with the aim of expanding the number of
providersof our platform taa wide range of fields, centered on mobility, through various 3rd parties

n Up until now,software businessas the object of public attentipbut we have already started the
platform business, and we have built an infrastructure layer that can expand our knowledge, date
service to a wide range of industries, and we have gained a foothold in this fiscal yeaaliedisto
expand into a different business area than in the past.

N We believe thahggressivelypromoting new cloud platform isshortcutto growth, so our strategy is tc
continueadditionalinvestmenin the development investmeandachieve early growths well as
expansion oearnings at an early stage.

N Next, | will explain how our sales structure will change due to the 4 priority measures. Please ref
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)

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

- Measure 4 / :
Extension of 3rd Party services LU g Ll

Platform infrastructure
development

Measure 3

. EDI extensi d ing of th
= ﬂggnznp;;)&ggg - Sales of business software after

) transition to the new cloud-
alec of hicinece <o fiwara Measure ) .
Sales of business software Strengthening of DX Solutions based model (including SDK,

OEM, and API etc.)

Measure 1
Launch of new cloud-based model

Copyright©2021 Broadleaf Co.,Ltd. All rights reserved. 16

N As a result of measure 1, sales recognitigih chang to full monthly chargelueto the cloudshift.

N Sales inthe softwarebusineswill temporallydeclineas majorityof the present customers migrate
to a new clouébased software

N By the time most of customers complete their transition to the new-blsstl modelwe expect
not only thesales of the software business to changadoktype, but also revenue to grow.

i Strategy 2 is expected to provide synergies through functional coordination between DX Solutior
and cloudbased software.

N Measures 3 will lead to an increase in the number of users of the ordering platform and an incre:s
in the utilization rate

N Through Policy 4, we will diversify our revenue sources and evolve into gonagit, high-growth
company through the provision of platforms sersicentered on Maa&ea

N Next, | 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" New cloud-based model ".c Series"
Software use fee for X years (lump-sum) Basic use fee (monthly flat-rate) + Role use fee (monthly flat-rate) x Number of IDs
+ DB and other use fee (monthly flat-rate) + Volume-based Charge (monthly measured-rate)
Fommmmmmm—m—- 1. Change in sales recognition ----- 2. Fee system changes* 3. Combine measured-rate

Introduction of role license o Linked to the number of forms
:Measm'adl output, ete.

1 | '

] I

I I

] I

1 I

I I .. R — = = = == -=--

' i Lw Monthly I ion 1y

Contract year Renewal year Contract year (Automatic renewal from
(after X years) the second year onward)

————————————— from lump-sum to monthly flat-rate

-—————

*Fee system

Software license + DB, etc. Basic license + Role license * [Ds
Use of one license by turns Basic (Corporate) Simultaneous use of rolls linked to IDs
L ronors
g Front office Role (Front office) ID Front office
Software

Role (Maintenance) D & Maintenance & Front office

Copyright©2021 Broadleaf Co.,Ltd. All rights reserved. 17

g, Maintenance & Front office

i Policy 1 is tointroducenew cloudbased modedf the softwaren the market.

i Instead of merely changing the model of the softwireugh the introduction of the software,
companiesvill be able tointroduceonly the required number ¢D for required role.

N Forthe Company we will work to optimize revenues by establishing an optimal fee system, chang
sales recognition to a monthiype, and increase the stock of sales.

N We will expand revenue further by combinimgeasuredate charges

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

i In addition, because we havatandardizederviceprovisionplatform, we will be able to reduce
running costs for software maintenance and IT infrastructures, which will lead to higher margin

the business

N Next, | will explain the timing of the markettroductionand 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
Current model New cloud-based model FY2021 FY2022 FY2023
Products Sales Channels H i 2H 1H i 2H H 1 2H

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

i Provide package .
. Lo Provide module (API * In-house
Certain major | oo mization is (APT) rd . 3d : Deployment
users | Ad-on development by 3* party 3 party ! B2y
é limited (provide SDK) :

i ' '
................. P e e e e — e — - R —— e
i v 1

! Not applicable Provide limited functions editions that + Web : Partial deployment
userck | !
SS/Non-users i for non-users match with the scale of operations + 30 party 1| (Limited targets) 2 R )]
! * In-house |
i Replace competitors’ Provide standard editions (with full + In-house : i
. N ) - 1 Partial deployment Deployment
Medium to large | plodugls ll.ucAugh functions) for each industry + Competitors : Development (Limited targets) (Al targets)
: operating activities Provide OEMs to competitors H

*"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.

Copyright©2021 Broadleaf Co.,Ltd. All rights reserved. 18

N Some of the major customer are already in the procaatrafiuctionthroughprovision ofmodules

N We have begun to propose orders through a similar scheme by narrowing down the number of p

i Previously, our business model was to listea ¢ u s t o meandsustormizeéhg sepsisetvith our
resources. The cloud model, however, allows us to provide a foundation and, sendicastomization

will be easily conducted bgustomer and 3rd parties

i Since 3rd parties will put a dedicated system on our system, we are transforming to a model in w
infrastructure use fee is collected fral@velopment companidsy receiving gortion oftheir revenue.

N Regarding products for gas stations, we will narrow the nuprogosako customers during 2021.

i In order to prioritize early market penetration, the standard version will be launched in stages fro
end of 2021, delaying the schedule by about 1, yearder to make large promotions at the optimurr
timing. We sill firstintroduce thesoftwaremainly in specific major companies thaill frequently use
the platform.

N However, depending on the external environment, including the situation oOMHDELY, the
schedule may be strategically revised, so please be aware.

i In addition, with the early adoption of the ordering platform for gatasin mind, we are planning to
launch products fondustriesother than auto maintenance shops at the same time.

N Ordering platforms also designed to meall therequirement®f a standardized open EDI. We are
developing ainfrastructurethat can introduce ordering processes for various industry

N Pricing is currentlyundecided, buwvill be announced as soon as it is determined.

N 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
______.—-D 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. 19

N Currently, sales in the software business are based onyealtuse fee of the softwandichis
recognized as sales in a lump sum, plusrfiée monthly sales such as database use fee.

N When this moves to theewcloudb a s e d .m®edes, Isaleé recognitionf lump-sumbecomes
monthly flatrate, and role licenses are charged for each ID of end.user

In addition, we will also use charges based on measatedsuch as the number of forms output.

i In addition to theseye will provide cloud modules as API to certain major custoraadthe
provision of SDKs and API to 3rd parties will increase.

N Like Apple Store3d partieswill provide applications on our platforms and staportion oftheir
profit.

i In this way, we believe that the muléiyered sales structure of the software busiagadshe fee
systemthatis easierfor customes to introducewill lead to sales growth.

N Next, | will explain thestrengtheningf DX solutions. Please refer to page 20.



Chapter 2 Measure 2: Strengthening DX Solutions

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"

Onl licati i E A(‘ollaboralc
2 n II]BI ?'lpp 1cation ; : “ﬂh g_\]\ .
dmn (OSS* . etc.) ! | o\
1 < > )

D D D
_” CQ Send SMS Car owners

Link with groupware
Il

Google Workspace

P

Administration

ok

*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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N As a result of the impact @@OVID-19, therearegrowing need among our customgfor DX
solutions as tools to strengthen and exphed contacts with car owners.

n In addition, with the advancement of digital administration, various procedurelaargingto
online

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

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

N Google Workspace and our business software will be littkeadighthe ID of end user and will be
able tocollaboratetheir functions.

n Originally, the introduction rate of Iih the industrywas considered to tsdightly lower than in
other industries, but the recent situatarCOVID-19 has increasethe needs and motivations for
contactingwith car ownersand makingestimationusing remote methods

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

n By providing highly convenient tools, we will continue to promote DX, including car owners,
maintenance factories, andrselves

N Next, | will explain the EDExtensiorand the opening of the ordering platforonsoftware 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 oo’

Opening

Common

functions EDI (Enhanced gateway)

Data

o S A

Data conversion

infrastructure

Broadleaf Cloud Platform
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N Currently, we are providing the BRartsOrder Systemasan optional function of business software,
and we plan to renovate thHisctionas well.

N The new cloud model, ".c Series," will incorporate a new ordering platform as a standard functior
N This greatly improves convenienbecausavhenend uses are making estimates and inputting auto
parts informationthe system wilautomatically display information on delivery dates and prices of

multiple autopartsin real time at the back end.

N We are also expanding the functions of this system so that orders and payment infarhaaiton
partscan be exchanged in an integrated marineluding recycled parts.

i In addition, we are working to expand EDIs to include products othertitaparts as well as to
enable collaborations witbther Ecommerce sitenarket places

i Since the construction of extremely complex databaseeasf our strengths, we have prepased
infrastructurefor supporting EDI in industries that require ordering systems amdlustriesthat
handlesmanygoods

N The ordering platform is not a user compensation such as business softwaresamtH, butis
positioned as commission related to commodity transactions and payments, so it leads to billing
points, or market expansion, for us.

i For this reason, we will continue to strengthen our efforts to evolve into ayfoghh company.

N Next, | 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 (MaaS 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

-

= New Transportation
Expand Infrastructure

™
5 |

Maintenance ’ Zenmov Inc.
[ Operation management application
- [ for new public transportation
.

= Used by public transportion operators
(January 2021)

Maintenance . System-wide operational base, DB foundation, Cashless payment
Data and know-how x IT Infrastructure/Settlement/Al/Blockchain etc. infrastructure, Periodic vehicle inspection/maintenance service
| B |
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N Mobility refers to all new moving objectbatreplaceghe positioncurrent vehicles.

N Underparallel trends in the evolution bbthhardware and service, it is certain that the entry of
new players and the emergence of new service will proceed

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

N 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.

N In addition to the emergence of new transportation infrastructures, we believe that new service v
emerge, including service of spaceshamovingobjects

N Underthis condition we have already begwommercialization by providing neardistance
transportation network platforio a new transportation infrastructure operated as a MaaS business
by Pasay city in th&hilippines.

N Regarding MaaS in Pagaity, | will explain the topic in more detail later.

N Thepriority measures are described above, but we will continue to explain the conBeypa of
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 —

- s . -
Recycle shops/ auto parts

dealers /auto maintenance
shops/ other E-commerce site
operators, etc.

(Input data)
Ordering record
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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
C—

oo

(Input data)
Maa$ operators, etc.

Passenger record

(Converted data)

Passengers’ settlement volume

(Input data)
Settlement record

Financial payment
method providers,
etc.
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N 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 éopais$ as well as recordn
inspections, maintenance, repairs, and the purchase and aatedrts as big data.

N Thisdataand knowhow of itsanalysis and forecast are utilized in the vehicle coblydlaaS
operatorsandare useful for maintenance and inspection to ensure the safety of vehicle operation

n Meanwhile the behaviar of ordinary consumersuch ageservatiorinformation ride information,
and payment informatioare collected through MaaS operators ancaacemulated as big dat

N Behavioral record for various consumers is accumulated by expaheisgope fronpublic
transportation to various MaaS areas.

n As the handling of these items varies depending on the regulations of each coumtity,amalyze
them while controllinghe scope oécquisition and utilization of data in accordance with regulations

N These information should be attractive to mapgrators who argeeking to expand their value
chains by expanding points of contact with consumers

n Our cloud platform and data exchange is a mechanism for converting these data accumulated ol
platform into specific formats demanded by users and changing it @bl@lunformation

N Next, | will explain theresults forecasts fdfY2021. Please refer to page 25.
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Chapter 3 Impact on Business Results in 2021

Priority Measures for 2021-23 Impact on business results in 2021
* Modular sales for certain major customers will be recognized as monthly sales, which will be
Introduction of new cloud-based a factor for the decline in sales of aproximately ¥500 million (LTV does not decrease)
model to the market
» 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

@ Strengthening of DX solutions - Steady sales are expected. but contribution to sales will be limited due to monthly usage
system
EDI extension and + Contribution to profit will be limited because the introduction of the new ordering platform
opening of the Ordering Platform will be from 4Q onward.

+ Business deployment of the MaaS platform will begin, but contribution to sales will be limited
Deployment of the Maa$S platform
+ Others are still in R&D phase
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n Of the 3year priority measures, tliactor which affects the business results of B¥21 is the sales
of cloud modules to major customer companies, which is pafeakurel.

n In additionto addon modules developed lmghersystem compan{Brd-party), we will provide
configuration modules for cloud software.

N Until now, in the case of muliiear 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 mor
basis.

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

n Althoughthis changewill be afactor fordecrease in revenue in a single fiscal year. the conversion
to the cloudversionwill increase the usage radé major customer and the use of additional
functions will increaseThereforethe Lifetime Value (LTV) per customexill increase

n Otherfrom that,the impact ofaunchingcloud software is minimakothis will be a year in which
we will focus on expanding our business and make investments to encourage further growth

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



C h apter 3 Forecast of Consolidated Business Results

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

(Millions of ven) FY2021 FY2020 FY2021 FY2020

YoY change YoY ratio 1H YoY change YoY ratio

Full-year

forecast Full-year Forecast 1H
Revenue 20,100 21.162 -1.062 -5.0% 9.500 10,232 =732 -7.2%
Operating profit 2.400 4135 -1.735 -42.0% 1.628 -928 -57.0%
Income before tax 2.400 3.820 -1.420 -37.2% 1.614 914 -56.6%
Profit attributable to owners of parent 2.465 915 -37.1% 43 1.066 -636 -59.6%

Basic earnings per share IPKEREN  28.16 yen - - 12.18 yen - -
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N For FY12/2021, the company forecasts revenue of 20.1 billiorid@mn 1,062 million yenYoY),
operating profitof 2.4 billion yen (dowrl,735 million yer), andprofit of 1,550 million yen(down
915 million yer).

N We intend to invedior sustainablénigh growth and to proceed with the transition to cleervices

N 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 TS +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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N For PlatformBask, revenues expected to baboutsamelevel year onyear. While monthly fees
such as database use fee will be accumulatedevieaudinked to the number of software sales
will decrease.

N For EDI and settlementevenuds expected to increase due to an increasing trend in the number o
users of ordering platforms

N For Supportservice, revenuis expected to increase due to an increase indh&actrate for
monthly maintenance servifer softwareusers.

N For Application By industry revenuds expected to decreapamarily due to a change in sales
recognitionassociated witloffering ofcloud modulsto certain major customsr

N Another factor behinthe decrease in revenue is the expected decline in the numtteal®in non
automotivesector

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

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



N Amortizationexpenssincluded in cost of sales is expected to increase as-blased software and
various platform menus are released in stages.

N SG&A expenses alsocludeexpenses related to upgrading seryicavisioninfrastructuredue to
cloud migration

N We anticipatdhatoperating expensavill gradually return to itsormallevel on the assumption
that the level of operating activitiegould gradually return

n Consequently, operating proi#expected to b&.4 billion yen(down1,735million yen year on
year)

N Next, | will explain the dividend. Please refer to page 29.



