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1. Q1 FY02/2025 Summary




(Repost) Consolidated Financial
Results Forecast™

We will proactively develop our businesses and execute our business strategies while focusing in particular on our strategic
collaboration agreement. Through these efforts, we will target significant net sales growth in FY02/25.

At the same time, we plan to continue managing foreign exchange risks and boldly investing in medium- to long-term growth
(human resources, joint ventures); therefore anticipate declines across all profit categories.

(Unit: million yen)

Net sales™

Gross profit

Operating profit

Ordinary profit

Profit attributable to
owners of parent

FY02/24 FY02/25
change
27,510 100.0% 33,392 100.0% 121.4%
3,535 12.9% 4,034 12.1% 114.1%
897 3.3% 668 2.0% 74.5%
1,032 3.8% 492 1.5% 47.7%
638 2.3% 254 0.8% 39.8%

*1. Please refer to the full-year consolidated earnings forecast disclosed on April 12, 2024 through our Consolidated Financial Results for the Year Ended February 29, 2024.
*2. Since our business is in a single segment (cloud business), we do not disclose segment earnings forecasts. For the forecast figures of Resale sales, we have adopted an average exchange rate of approximately

134 yen to the dollar.



FY02/2024 - Consolidated

Substantially exceeded the previous year’s figures in all three major group companies.

/Serverworks Group overview

Net sales 8,636 million yen 146.7% YoY
Operating profit 443 million yen 268.7% YoY
/ Serverworks Net Sales 7,094 million yen (141.7% Yov)

(Non-consolidated)
Serverworks Co., Ltd.

Operating Profit 423 million yen (201.6% YoY)

FUJIFILM Cloud

Cé gen 8 TO PGAT E S ky369 ﬂ PERSOL & Serverworks

(Equity-method affiliate)

Net Sales 723 million yen (248.9% YoY) Net Sales 832 million yen (138.8% YoY) Equity in losses of affiliated companies

Operating Profit 33 million yen (+58 miliion yen*) Operating Profit 10 million yen (415.6% YoY) (non-operating expense) of 10 million
yen was recorded
* The amount is shown because the previous period’s figure was negative.



Financial nghllghts (ACtUﬂ') Comparison with the previous

fiscal year
Q1 FY02/2024 Q1 FY02/2025
VServerworks
Results c ition (% Results (Non- Results Composition (%) % of the
(Unit: million yen) (Consolidated) omposition (%) consolidated) (Consolidated) p *| Previous Year
Net sales 5,887 100.0% 7,094 8,636 100.0% 146.7%
Gross profit 771 13.1% 892 1,120 13.0% 145.3%
Operating profit 165 2.8% 423 443 5.1% 268.7%
Ordinary profit 206 3.5% 400 405 4.7% 196.6%
Profit 95 1.6% 290 294 3.4% 307.6%
e S 107 1.8% - 277 3.2% 257.5%




Progress versus forecast of
consolidated financial results

Financial Highlights (Actual)

At end-Q1, cumulative operating profit was equal to 66% of our consolidated full-year forecast, while ordinary profit was
equivalent to 82%. Accordingly, we intend to accelerate investment that contributes to future growth, including spending on
human resources and strategic collaboration with AWS.

FY02/2025 Q1 FY02/2025
- m Composition (%) m Composition (%) Progress rate
(Unit: million yen)
Net sales 33,392 100.0% 8,636 100.0% 25.9%
Gross profit 4,034 12.1% 1,120 13.0% 27.8%
Operating 668 2.0% 443 5.1% 66.3%
profit
Ordinary profit 492 1.5% 405 4.7% 82.4%
Profit attributable
to 254 0.8% 277 3.2% 109.2%
owners of parent




(Repost/Reference) Exchange Rates

The assumed exchange rate we have adopted for resale operations in the FY02/25 guidance is approximately 134 yen to the
dollar, a difference of approximately 10 yen (exactly 9.82 yen) compared to the actual rate in FY02/24.

Our sensitivity to exchange rate fluctuations (assuming a one-yen deviation) is approximately 184 million yen per year in
net sales and about 21 million yen per year in operating profit (applies only to Serverworks).

Calculated at the average actual Result if the yen depreciates by a Result if the yen appreciates by a
9 . rate of JPY1/USD compared to the  Average exchange rate assumed in  rate of JPY1/USD compared to the
exchange rate for the previous fiscal

assumed FY02/25 average FY02/25 guidance assumed FY02/25 average
year (FY02/2024) i g 9 9 9

exchange rate

JPY143.82 JPY135.00 JPY134.00 JPY133.00
(Unit: million yen)
Net sales 35,202 33,576 33,392 33,208
O 872 689 668 647
profit




2. Q1 FY02/2025 Key Topics

r the’lclosing date of the relevant period.




Merger of consolidated subsidiaries, G-gen and TOPGATE

Change the company name to "G-gen" and aim to be the number one Google Cloud business in

Japan

Company

Cégen (O e ] Name
Head Office
Location

Capital

(Ggen Merge] ) TOPGATE

Investment
Ratio

ﬂ Efficient organizational m:
through resource

Thre_e 9 Google Cloud Knowledg Representative
synergies

Merger Date

Gain broad coverage fro
\ infrastruc Business

Domain

G-gen Co., Ltd.

Shinjuku-ku, Tokyo

50 million yen

Serverworks 50%
Bespin Global Japan 50%

July 1, 2024

Representative Director
Takashi Hashiba

Development and operation of
systems and applications utilizing
cloud computing, seminars, training,
and consulting
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Key Topics 2 " Serverwor Z serverworks

We have announced “Not A Chat,” a groundbreaking service that enables businesses to leverage the
power of Al with a mere click of the mouse.

We have launched a service that utilizes generative Al to automatically generate email responses
with jUSt a single click. *currently available only in Japanese

o o N

Recommends ideal text based on AEIED EDENER D C1EnE For enhanced security, email

. extension and can be used in .
Not AChat the content of email exchanges conjunction with Gmail content is not stored on the server
Using Al effortlessly

Paste the
generated text
with 1- click

Not A Chat

A reply text
is
generated

::CaP Nz

BHECZ>THEDET, KARUNACOFHTT,

EhaEn KMOBMBRIC DT SBRENL S
BRECB>THD ET, HIARUNACD BOMNESTEVNEYT, UTOEKT
HETT. MECETVWERA.
o KROBMARICOVTTER VLS
Click the BOKESTENET, UTOBKT
MECEWEE A,

6H28 (K) 14:00 - 15:00

Generate
button

CERBOIFE, KBULBEVWLET.
6A28 (K) 14:00-15:00

CHREOIBE, £BULKBRVWELE
%o

@ not A chat i BERLETN?
.

*Supported only in Japanese
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/ Serverworks

We have launched “SABASOC,” a managed security service characterized by its safety, affordability, and

speed.

Provides a secure environment with 24/7 monitoring and security detection to meet growing demand for
enhanced cloud security while delivering highly accurate reporting using generated Al

Customer Environment

Customer-side Operation

@)
A

Person in charge

E4

Notification
Report

Security Service

Amazon GuardDuty AWS Security Hub Amazon Inspector

Coming Soon..

AWS Cloud
[0 e .. |
s Sy x Configuration

Information

O Monitoring

—_—
Security

Comprehensive
Support

Engineer

SABASOC

Support Center

Information
Management

Infrastructure

AWS Operational
Optimization

CsM

Regular meeting

Solution proposal :

AWS Operation and
Monitoring Services

Failure recovery

24/7 monitoring

© option

Safety

Draws on our accumulated knowledge and expertise to
facilitate the automation of security operations; fosters
confidence and peace of mind through Al-based reporting

Affordability

Security measures can be customized and adopted
according to the specific needs of each customer

Speed

Incorporates AWS standard solutions and our own “Cloud
Automator,” allowing for quick and efficient implementation

12



3. Q1 FY02/2025 Financial Summary




Net Sales - Consolidated -

Net Sales reached a new high for the 14th consecutive quarter
and grew at a very high rate of +46% YoY.

(Unit: million yen)

10,000

9,000

8,000

7,000

6,000

5,000

4,000

3,000

2,000

1,000

0

* The figures for each company have been adjusted to reflect the consolidation of internal transactions.

|-
/ Serverworks M (Ggen W @ TOPGATE
3,346
3,148
2,510 2,579 2084 o
2,342
1,909
Q3 Q4 Q1 Q2 Q3 Q4 Q1
FY02/2021 FY02/2022

5,334
4,887
3720 L
Q2 Q3 Q4
FY02/2023

Previous
__year__

5,887

Q1

7322 7,709

6,593 l I

Q2 Q3 Q4

FY02/2024

Growth
rate

+46%

8,636

Q1

FYO02/
2025
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Net Sales

- by Product and Service Segment -

All services continue to grow steadily, rising significantly
year on year.

(Unit: million yen)

9,500
9,000
8,500
8,000
7,500
7,000
6,500
6,000
5,500
5,000
4,500
4,000
3,500
3,000
2,500
2,000
1,500
1,000
500

0

226
1,580

m Cloud integration

233 247
1,549 1,553

~106- 68~ -106-

Q1

Q2 Q3

FY02/2021

253

1,942

Q4

264

2,124

Q1

Resale (*)
294
277 290
2156 2,253 2096
141 137~  ~155-
Q2 Q3 Q4
FY02/2022

303

2,903

Q1

* For AWS Resale, total amount of usage fees are recorded as net sales, due to the nature of transactions.

MSP m Others

327
314
4,158
3,230
182 397
Q2 Q3
FY02/2023

327

4,582

Q4

Previous
__year _

346

5,131

Q1

X &9
oo
394
364
6,421
5,820
407 506
Q2 Q3
FY02/2024

390

6,798

517
Q4

T“

404

7,673

Q1

FYO02/
2025

15



By Product and Service Segment
- Net Sales Year-on-Year Comparison -

Significantly higher results than in the previous year
in main product and service segments

(Unit: million yen)

Q1 FY02/24
Results
(Consolidated)

o Q1 FY02/25 Results
(Consolidated)

B

y{,ﬁx’i’ . :”jjs ﬁ X L@,

% of the Previous

Composition Year

Cloud Integration 405 6.9% 556 6.4% 137.2%
Resale 5,131 87.2% 7,673 88.9% 149.5%
anages MsP roven 346 5.9% 404 4.7% 116.7%
Others 3 0.1% 1 0.0% 36.0%

Total 5,887 100.0% 8,636 100.0% 146.7%

16



By Product and Service Segment
- composition of each company -

All companies steadily accumulated resale sales, J PRVERT VY =
. My ‘ ‘ ﬁ A
a stock business.

FY02/2025 Cumulative Sales by Service
Serverworks TOPGATE
(Unit: million yen)

Cloud Integration 217 71 268
Resale 6,499 638 237
MSP 377 1 26

(Managed Service Provider)

Others 1 0 1

Total 7,094 710 832

* The figures for each company have been adjusted to reflect the consolidation of internal transactions.



FY02/25 Status of Subsidiaries m @gen

Building on the favorable performance from FY02/24, sales continued to grow steadily,
generating quarterly profit.

G-gen Sales and Operating Profit Q1 FY02/25 Summary

(Unit: million yen)

. : Ensuring a solid foundation for stable resale service
O Sales m Operating profit

category earnings through the acquisition of a diverse

300 g4 268 customer base
250 - 246 |7 « Adiverse array of clients extending from startups to major corporations
_ 212 223 B » Delivery of consistent and dependable professional services
200 182 185 [] . : e :
157 167 = 1 Securing marketing leads through joint initiatives with
150 134 141 Google, including blog content and the acquisition of
112 102 104 121 o certified professionals
100 + Creation of activities targeting the acquisition of customers and partner
leads
50 ) « Establishing a smooth and continuous process encompassing both web
6 |10 1 3 i 1 marketing and project acquisition
o FU OB N PN RSN LR Wt W
'1 '5 '18 -5 -2 '1 '10 'F4 '7
-50
T FFTTF IS F S
@’b« ?Q« @’b\\ 3\}0 5& ?}}Q %Q)Q Oo eo\\ 00 5‘00 Qé)o @'b ?§ @’b\\
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FY02/25 Status of Subsidiaries

© TOPGATE

Maintaining our acquisition of major integration projects while pushing forward with our

merger and integration with G-gen

TOPGATE Sales and Operating Profit

(Unit: million yen) DSales  mOperating profit

300 275 273 282 278
260 27° 250 265 55, 273 "
250 229 ]
222 00 213 208
200 188 189 - ] m
150 ,
100
50 40
) 15 | 15 18 ]
o L 12 IR IS Il e el l] 1] 6 [
-10 O -7 I9 -3
-50
@’b« ?Q @'b* 5\30 3& ?90" %Q)Q Oc} éOA 000 5’0(\ Qéc @’b\ ?Q& @’0*

Q1 FY02/25 Summary

Generated year-on-year growth in sales and profit

* Achieved steady progress, acquiring more new sales-generating
projects than originally anticipated

Prepared for merger with G-gen

* Secured investment from Bespin Global Japan
» Fast-tracked preparations for a July 1 merger and subsequent
integration

19



Percentage of Recurring Business

Recurring Business

One-time Business

< Operation and
ﬁ‘m Monitoring Services

(MSP)

Cloud
Integration

AWS Billing Services
(Resale)

g

-f‘:»?!
)

o

LN

[ P

0,

One-time revenue Recurring-revenue

—a- Share of recurring-revenue businesses

(Unit: million yen) 770 businesses businesses
10,000 0 97%
9,000 9% /° 96% )
8,000 95% o
, 95%
7,000 (o)
6,000 94% | g4,
’ =0
5,000 93%
4,000 92%
3,000 91%
2,000 ’
1,000 90%
0 S e e mem R B B g9
Q1 Q2 Q3 Q4 Q1 Q2 Q3 Q4 Q1 Q2 Q3 Q4 Q1 Q2 Q3 Q4 Q1
FY02/2021 FY02/2022 FY02/2023 FY02/2024 FY02/
2025

One-time sales from Cloud Integration, where sales are recorded at the time of customer acceptance are recorded under One-time revenue businesses. Recurring sales from AWS
monthly usage fees, monthly charges for proprietary services such as Cloud Automator, licensing fees for continued use of third-party software services, and MSP usage fees and
maintenance fees for AWS server monitoring and backup services (all of which entail continued AWS usage by companies) are recorded as Recurring-revenue businesses

20



Cloud Integration
- Changes in Each Indicator -

Steady growth of group companies led to steady growth
in each indicator.

# of customers (companies) / # of projects

300
Project unit price —o-. Number of customer —e— Number of projects
' (completion basis) company (completion (completion basis)
250 basis)
1,846
203
200
1,384
15 131 1,071 1,205 4 442 1,281 1,225
e +
100 809 117 120 121
88 ——
s — |l o 7 e e 6 7 g
50
0
Q1 Q2 Q3 Q4 Q1 Q2 Q3 Q4 Q1 Q2 Q3
FY02/2021 FY02/2022 FY02/2023

: g’fll
gl W

Project unit price (thousand yen)

2,500
266
- 2,109 258 | 47
1, 1,830 ~——
216 | 2.085 2,000
1,747 2,044
176 1,500
— -
137 138 | 1,000
500
0
Q4 Q1 Q2 Q3 Q4 Q1
FY02/2024 FY02/
2025

*In accordance with the application of the new revenue recognition standard, we have changed the method of recognizing revenue based on the degree of completion of performance obligations

from FY02/23, but this indicator is calculated based on the completion basis (old standard).
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Yen depreciation accelerated and proceeded in Q1 and contributed to higher sales and profits. Py

Even if sales increase or decrease due to exchange rate fluctuations, profit margins are unaffected because the o-" :’;
=
purchase amount also increases or decreases in the same manner. S ﬁ'
(Unit: yen)
166.0
156.9
\ 156.8
156.0
149.649.5 150.7
148.3 1462 147.1 147.6
144.8 145.0 : N
146.0 141.0 141.8 151.4
136, 1387 138.8 6 139.8
"134.6 135 7 "133.934.1
136.0 "130.5
128.928.2

126.0 122.4
60 13.213.815:01541>%

~ 110.7 49 309.610.§09.909.9
106.0
96.0

N N N N N N N N N N N N N N N N N N N N N N N N N N N N N N N N N N %5
'1,”\0)\ ”&\b‘\ ”ﬁ\%\ w”\b\ '1,\\/\\ fm,”\%\ w&\ x\@\ \,\0\ \\0\ fﬂ\x\ fﬂ'\q’\ '9'\0)\ m"'\b‘\ ”&\%\ 'ﬁ\b\ q?\/\ \ '9'\%\ '9'\0’\ %\9\ %\0\ fv\Q\ ’1’:’\\/\ '1’,”\(1/\ ’1’/’)\%\ ”L”\b(\ w°’\<°\ 'i”\b\ '11”\/\\ '11”\({’\ ’fb\Q\ %@\ %\Q\ ’50\ ’vb‘\x\ '»D‘\%\ '1?\%\ w“\[x\ '»b‘fo\
L S S U i I i S S L i i R A U S R L U I L P MR LR AR A R SR S
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-
Resale - Reserved Instance/Saving Plans - ‘ /Serverworks

Due to progress with AWS adoption and customer usage,
steady organic growth maintained. \:“..

Reserved Instances (RI)" and Saving Plans (SP) " had certain purchases as in previous years.
A new revenue recognition standard has been applied since FY02/23, which requires revenue to be recognized over a "discounted period."

(Unit: K.USD)

45,000 Total AWS usage fees B Total for Rl and SPs (old standard)

40,000 Total for Rl and SPs

Total for RI SP tandard
(new standard — purchases until FY02/22) otal for Rl and SPs (new standard)

35,000
30,000 T

20,000

15,000 . E— E—

10,000
5,000
0
Q1 Q2 Q3 Q4 Q1 Q2 Q3 Q4 Q1 Q2 Q3 Q4 Q1 Q2 Q3 Q4 Q1
FY02/
FY02/2021 FY02/2022 FY02/2023 FY02/2024 2025

*Rl and SPs are AWS services under which substantial discounts are offered to customers who pay a fixed reservation fee and commit to AWS usage for a certain period.
*For Rl and SPs, we had recognized revenue at the time of purchase until FY02/22, but changed the method to recognize revenue over the applicable period in FY02/23.



Resale M VServerworks

- Number of AWS Accounts and ARPU -

Steady increase in number of account and high ARPU maintained
through promotion of AWS usage

ARPU*
Number of AWS accounts AWS usage fees for the quarter divided by the total
number of customers for the quarter.
(Unit: # of account) (Unit: K USD) * Excluding Reserved Instances and Savings Plans
3,750 3,273 20 19 19 19 20
3,500 3,149 g 18
3,250 18 6
3,000 16 15 15
2,750 a 15
14 14
2,500 14 13
12 12

2,250 12
2,000
1,750 10
1,500 8
1,250
1,000 6

750 4

500

250 2

0 0

Q1 Q2 Q3 Q@4 Q1 Q2 Q@3 Q@ Q1 Q2 Q3 Q4 Q1 Q2 Q3 Q4 Q1 Q1 Q2 Q3 Q4 Q1 Q@2 Q3 Q4 Q1 Q2 Q3 Q4 Q1 Q2 Q3 Q4 Q1

2021 2022 2023 2024 2025 2021 2022 2023 2024 2025



Customer Lifetime Value (LTV) ¢ 2 serverworks

Existing clients that have signed contracts with us tend to increase their total sales over the
years

(Unit: million yen) *Cloud Integration, Resale, and MSP combined

25,000
2023
2022
20,000 2021
2020
2019
2018

15,000
2017

10,000
2016
2015
5,000 2014

—/ o
' e

FY2011 FY2012 FY2013 FY2014 FY2015 FY2016 FY2017 FY2018 FY2019 . FY2020 FY2021 FY2022 FY2023

* Revenues prior to the fiscal year ended February 29, 2017 are an approximate total of AWS resale revenues recalculated into a gross amount based on the most recent results.
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Profits increased significantly in Q1 mainly due to higher sales
Accelerate investments that will contribute to future growth, such as investments in human resources and costs related to

strategic collaboration with AWS

(Unit: million yen)

500

400

300

200

100

5.4%
4.8%

3.6%

69 89 103

Q1 Q2 Q3

FY02/2021

6.7%

157

Q4

6.8%

171

Q1

Operating profit

7.5%
6.0%
3.6%
193 160
113
Q2 Q3 Q4
FY02/2022

Operating profit margin

5.0%
4.4%
3.2%
148 B 154
Q1 Q2 Q3
FY02/2023

1.2%
62

Q4

2.8%

165

Q1

4.3%
3.6%
316
237
Q2 Q3
FY02/2024

(Margin)
10.0%
5.1%
5.0%
443
2.3%
177
0.0%
Q4 Q1



Analysis of Factors Affecting
Operating Profit YoY

Operating profit increased more than 2.5 times YoY
while investing aggressively for growth

(Unit: million yen)

—7Breakdown
Resale: +2,542
MSP: +57
3,500 : Cloud
Integration: +150
3,000 : Others: -2
2,500 : :
2,000
E 2,748
1,500 :
1,000
500 .
0 165
Operating profit Net sales
Previous
VL=T= | S

+278 million

Q1 FY02/2024

(+168.0%)

—— Operating profit | YoY —

36 155

Breakdown

Outsourcing expenses: +124

Communication expenses:
Travelling expenses:

Recruitment expenses

Transfer to other accounts:
Others:

Labor expenses Manufacturing expenses

Cost of sales

+6
+7

49

+2
+7

Q1 FY02/2025

Increase due to
higher sales
in Resale services

2,208

Cost of sales

Breakdown

Personnel expenses:+59
Outsourcing expenses: +9
Communication

expenses: +6

Travelling expenses: +11

Advertising expenses: -37

Welfare expenses: +5
Gross Taxes and

Public Dues: +7

Others: +10

/71

Sqlli_n?, ieneral and
administrative expenses

Selling, general and
administrative
expenses

443

Operating profit

27



Financial Condition: Balance Sheet (Summary)

Increase in "Current assets" due to increase in “cash and deposits” and “advance payments to suppliers”,
and increase in "Current liabilities" due to increase in “accounts payable”, “contract liabilities”, etc.
Increase in "Fixed assets" due to increase in stocks of subsidiaries and affiliates,

and increase in "Net assets" due to capital increase by third-party allotment of TOPGATE

(Unit: million yen)

FY02/24 Results Q1 FY02/25 Results

ZlElE R (Consolidated) (Consolidated) SLEDL
Current assets 13,527 1,375
Fixed assets 4,529 397
Property, plant and equipment -2
Intangible assets 1,017 - 34
Investments and other assets 3,458 433
Total assets 18,056 1,772
Total liabilities 7,430 986
Current liabilities 7,121 968
Non-current liabilities 309 17
Total net assets 10,626 786
Total shareholders’ equity 9,540 729
c@isggfgzsgﬁ:igme LU 0
Non controlling interest 16
Total liabilities and net assets 18,056 1,772




Continue to actively recruit highly skilled personnel, especially cloud engineers
Steady increase in new hires

Total Sales, general, and admin Manufacturin
H H
(excluding engineers)
actual riplan actual :iplan (Unit: # of empl : actual “:plan
it: Unit: # of employees nit: # otf employees
(Umt.#ofggn&loyees) 483 ( ek ployees) 500
80
400 372 400 400
346

300 300 300 273

197 234 205 206 @ °2
200 403 200 166 28 200

. 1 112

85 92 197

100 100 57 182 100
0 0 0 *3 24 *3
N 9 0, X S % N 9 0, X < S 0, 0, x G x
S K S & QP *2 S S S & P *2 < S S S Ko
\v \v v \v \v v \v \v \v \v v v v v \v
«*Qq, Q*Q’L <<*& <<*& Q*Qq/ «*Q’L «*Qq/ «*Q’L Q*Q’L <<*& ‘Z\& d& «*Q% «*Q% «*Q’L

*1. The number of employees includes the number of temporary (part-time) employees and does not include directors.
*2 The actual number for FY02/2025 are for the period from March 2024 to May 2024.
*3. From FY 02/2024, the in-house SEs and engineers who provide training have been changed to the SG&A department.
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Group Headcount Breakdown *1

Continue to actively recruit highly skilled personnel, especially cloud engineers
Steady increase in new hires

Z'serverworks (Ggen & TOPGATE

m actual ::plan m actual :plan m actual ::plan

(Unit: # of employees) (Unit: # of employees) (Unit: # of employees)
400 400 400

300 300 300

200 200 200
100 100 100 73
0 0
Total SG&A Manufacturing Total SG&A Manufacturing Total SG&A Manufacturing

*1. The number of employees includes the number of temporary (part-time) employees and does not include directors. 30



4 . Supplemental Information




4-1. Q& A




Performance

Performance

Subsidiaries

Operations

Critical KPlIs

With profits performing exceptionally well against
your full-year forecast, will you raise your
projections?

What factors have contributed to the significant
improvement in your operating profit margin?

To what extent will the merger between G-gen and
TOPGATE contribute to performance?

To what extent will the recently announced “Not A
Chat” contribute to performance?

What are the details and current status of your
recruitment plan?

Currently, we have no plans for adjustments. We do not anticipate any major losses at this
stage but due to the unpredictable nature of exchange rate fluctuations and our continued
commitment to investing actively in talent acquisition, which is a major priority for our
corporate group, we have left our earnings forecast unchanged for the time being. Moving
forward, we will promptly disclose any material information as it arises.

Serverworks and its key consolidated subsidiaries, G-gen and TOPGATE, have all generated
sales in excess of their forecasts. These two subsidiaries have been particularly profitable,
contributing to consolidated profit growth. Anticipated costs that have not yet been incurred
also played a role in boosting profits, but performance has been substantially better than
projected. Accordingly, we aim to step up our investment in human resources and our
strategic partnership with AWS to drive future growth.

We expect the merger between G-gen, with its strong resale capabilities, and TOPGATE,
known for its cloud integration expertise, will generate significant business synergy. This
merger will also help optimize management costs, thereby improving our profit structure.
Nevertheless, we will continue to proactively invest in human resources and other key
priorities.

Since it was released only recently, its impact during FY02/25 is expected to be minimal.
However, this highly unique, Al-powered service was originally conceived through an internal
business idea contest, and we intend to actively develop other new services while diversifying
our operations moving forward.

As detailed in this financial summary, our consolidated recruitment plan for FY02/25 is on
track, with Q1 results showing steady progress. However, we cannot afford to be complacent,
as the recruitment landscape is becoming more challenging each year. In response, we are
stepping up investment in recruitment and actively developing initiatives aimed at creating
environments in which new hires can feel comfortable and satisfied.
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4-2. Serverworks (Non-consolidated)

*Includes the latest topics that occurred after the closing date of the relevant period.



Launch of “Generative Al on AWS,” which supports the
application of generative Al in compliance with security and
governance requirements

* Leverages AWS services to maximize the potential of generative Al, ensuring
personalized business optimization and operational efficiency for customers

* Designed for users who are unsure of how to utilize generative Al, want to improve
operational efficiency, and seek to ensure security

* Provides a setup capable of guaranteeing the security, governance, and data protection
demanded by enterprises, allowing for the safe application of generative Al
environments

» Facilitates personalized operational enhancement and efficiency optimization for
customers

/ Serverworks

Centralizing AWS accounts for commercial services, while
integrating operational policies and security settings and
reducing operational costs

Example of implementation:
dip Corporation

+ “Baitoru,” a part-time job posting site, and “KOBOT,” a SaaS service for automating routine
HR-related procedures, operated under different AWS accounts.

* To reduce costs and enhance governance and security, Serverworks’ AWS Operational
Optimization Service was deployed to facilitate centralized operation and management of
these accounts

* Management of all accounts centralized, establishing an ideal AWS environment and

optimizing operational management costs
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Solid Track Record (Sen 7 serverworks

Our track record spans 20,800 projects for more than 1,310 companies,
mainly large companies (as of May 31, 2024)

common infrastructure call center operational support individual system
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Promoting AWS Certifications 75erverworks
for Engineers

aws
Mid-career engineers with no AWS experience also obtain AWS certification early. “"1000

Over 900 AWS certifications

CERTIFIED

Number of engineers Number of AWS certifications earned *!1

(Unit: number of SG&A m Manufacturing (Unit: number of certifications)

employees)
200 1,000

180 900

160 800

140 700

120 600

100 500 016 951
80 400 763

60 300 609

40 200 437

20 100

16 "2 24 72
0 *3 0 *3
FY02/2021 FY02/2022 FY02/2023 FY02/2024 FY02/2025 FY02/2021 FY02/2022 FY02/2023 FY02/2024 FY02/2025

*1 Cumulative number
*2 From FY 02/24, the in-house SEs and engineers who provide training have been changed to the SG&A department

*3 The actual number for FY02/2025 are for the period from March 2024 to May 2024 -



4-3. Group Companies

*Includes the Iate% .|
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Latest News

TOPICS - 01

Ensuring security control in a multi-cloud environment and

facilitating smooth migration to Google Cloud

Example of implementation:

dip Corporation

I o
dip Corporation provides services that address the staffing challenges of SMEs. To
further enhance its growing services, the company was exploring in-house development
opportunities. These efforts began with the establishment of a cloud infrastructure.
In accordance with its multi-cloud strategy, one of its many services was migrated to
Google Cloud.
Operations take place in a multi-cloud environment comprising both Google Cloud and
AWS. Their seamless integration was achieved while leveraging the functions and
strengths of both platforms.
Additional support provided through G-gen, focusing on enhancement of security
measures

Future database integration planned to reduce management costs and potentially
incorporate Al

 G-ger {Ggen

TOPICS - 02

Facilitating smooth migration to Google Cloud’s Vertex Al
platform reduces costs by 80% and drives groupwide Al use

Example of implementation:

Kirin Business System Company

KABIUDNDHRCHERA

22 KIRIN

» Kirin Business System Company, which handles all IT-related operations for the Kirin
Holdings group, a large beverage manufacturer, introduced an Al product in 2018 to
leverage Al predictive technology across the entire group’s operations.

» The Al product formerly in use had strict functional restrictions and was also a burden in
terms of cost; accordingly, the decision was made to migrate to Google Cloud’s Vertex
Al platform.

» Referred by Google Cloud Japan as a vendor specializing in system construction, G-
gen provided support for the migration process.

« Migration and environment construction were completed in three months, with over 10
workshops and explanatory sessions to align solutions with the client’s business needs,
leading to requests for continued support.

39



Number of Projects | G-gen (fégen

and Service Delivery Records

Steady increase in the number of projects, mainly for resale,
and steady increase in the number of customers served

Number of projects (G-gen)
Number of projects from the start of operations

For more information, visit
our website

G-gen Major Business Records C

Service delivery
exambples of customers

500
450
400
350

LBIUHDBCHRA
bl LRI 22 KIRIN

Media Lab
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¢ © TOPGATE

Received Google Cloud Partner of the Year Award in 2024
Expansion: Japan

o * Award announced at the Google Cloud Next '24 event, which took place in Las
’ h Vegas, USA, from April 9 to April 11, 2024
- GOOQ'Q Cloud Partner of the Year « Award is part of a program that recognizes partners who are at the forefront of digital
in 2024 innovation and are collaborating with Google Cloud to solve some of today's biggest
m. _ challenges
Expan3|0n . Japan « The “Expansion Partner of the Year” award honors partners who achieved

remarkable results in 2023 by helping scores of customers achieve better outcomes

Awa rd ed » = using Google Cloud.

o - * Having received this award, TOPGATE (G-gen) will further improve its technical

capabilities and service quality while continuing to provide valuable solutions to its
© TOPGATE % \ customers.
P d



€ C TOPGATE

Steady increase in the number of services provided

For more information, visit

TOPGATE Major Business Records our website
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Engineering
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5. Company Overview




Vision

Making the World a Better Place to Work
through Cloud Technology

You can use computers to your advantage,

(‘ ‘ - no matter where you are and without the necessity of ownership.
X > o -
= - .
- s % ‘
bl s J !“" We are committed to further spreading this idea of the “cloud.”
i . ~ - Through cloud computing, we aim to create a society that helps more
V!“ N [ A . companies enhance their competitive edge and makes everyone who
iy Y H ) y
A » R 4.4 works there feel that
. T oy e .
“W ‘ “This is a better place to work.”
g1 "
i -
4 ﬁr We would like to share this vision with
& Rt q'” ‘ e would like to share this vision with you.
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In response to social sustainability issues, we utilize guidelines associated with the SDGs (Sustainable Development Goals) and ESG
(Environmental, Social, and Governance) factors to identify and address key social and management issues that not only reduce risk but also

lead to earnings opportunities. We identify the most critical of these issues as “materiality” and focus on them as key areas to be addressed
through our core business activities.

Five major elements

Current challenges

Materiality
(critical issues)

|deal state

Making the World a Better Place to Work through Cloud Technology

Human capital base

Labor shortage

Creating a comfortable
working environment and
opportunities for growth and success

A company where employees can
grow and thrive with confidence

Business foundation

Spreading awareness of cloud tech
Quality management

Promoting the use of cloud services
as the foundation
for business operations

A company that can provide
competitive services as a cloud
business leader

Management base

Operational efficiency
Pursuit of transparency

Governance
Enhancing and strengthening
compliance

A company trusted by stakeholders
that maintains and improves the
efficiency and transparency of its
management

Business growth strategy

Improving productivity across society

Promoting the widespread
adoption of cloud technology
across society

A company that helps improve
productivity and working conditions
across society through cloud
technology

Social contribution strategy

Solving social issues while achieving
business growth

Preserving the global environment

12 tocorion Wl 13 e 15 biso

A company that can simultaneously
address social issues and achieve
business growth by facilitating the
widespread application of cloud
computing throughout society
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Serverworks Group

Serverworks Group establishes comprehensive support structure for cloud business

/ Serverworks Group

/ Serverworks @gen 8 TOPGATE
e — i Merg
| p{ L EEN O o | O |

i o _SGS_ ISMS-AC
STANDARD Head office

Premier Tier

Sales and sales Human Resource Subsidiary for Customer Support
channel development Development and Securing investment purposes

FUJIFILM Cloud A PERSOL & Serverworks t SX Innovation Partners S ky369

46



Company Overview Key Solutions

Serverworks Group strongly supports clouds utilization

in any business through three main solutions

Billing Services
(Resale)

Cloud
Integration

Operation and Monitoring
Services (MSP)

aP"F# !
| L
Sy l\
Value-added service

Cloud implemgntgtion and migration support e el i e s oo e Cloud utilization and
application development (AWS, Google Cloud) operation support
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Company Overview Net Sales over the past 9 years

With the increase in demand due to the expansion of the cloud market and the expansion and growth of the group organization
through M&A and establishment of JVs,
Steadily increasing net sales and maintaining high growth rate

Growth rate

(unit: million yen) +21%

40000

33,392

35000
30000 27,510

25000
20000 17,295

15000 10,920
10000 6,811 8,029

5000 1,536 2,294

0
FY02/2016 FY02/2017 FY02/2018 FY02/2019 FY02/2020 FY02/2021 FY02/2022 FY02/2023 FY02/2024 FY02/2025

3,066 4,477

Results Forecast
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Founded

Capital

Number of Employees

Business Domain

Management

Certification

Major Shareholders

About Serverworks

February 21, 2000

3,255,903,491 yen (as of May 31, 2024)

Non-consolidated: 294 (as of May 31, 2024)

Consolidated: 403 (as of May 31, 2024)

Cloud integrator specializing in AWS

Ryo Qishi CEO
Takashi Hashiba
Mikiya Inoue

Senior Vice President
Outside Director who is Audit and Supervisory Committee Member (Full-time)
Yuko Tanaka Outside Director who is Audit and Supervisory Committee MemberHikari

Fujimoto Outside Director who is Audit and Supervisory Committee Member

« AWS Premier Tier Service Partner

+ AWS Migration Competency

« AWS Digital Workplace Competency

« AWS Managed Service Provider Program
* AWS Well-Architected Partner Program

- ISO/IEC 27001 (JIS Q 27001)

Board members

TerraSky Co., Ltd.

NTT Communications Corporation
NTT DATA Corporation

Tokyo (head office),
Osaka, Sendai, Fukuoka

/ Serverworks

;)
o,
.{‘21
b isms-AC
%001 _SGS ISMS isroz1
Head office

aws

JPX
STANDARD

PARTNER

Premier Tier
Services
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President & CEO
Ryo Qishi

Oishi graduated from Tohoku University, where he , :
majored in economics. He joined Marubeni Corporation, R A%
which is one of the biggest general trading companies. :
He was involved in the establishment of a subsidiary
related to communication networks, as well as the
planning of internet business and sales.

In February 2000, he founded Serverworks. After he
started AWS business in 2009, Oishi became one of
Japan’s first “cloud evangelists,” and he has continued

to encourage Japan’s use of cloud computing.

Full-time

Mikiya Inoue

After graduating from Keio University, where
he majored in engineering, Inoue joined
Marubeni Corporation. He worked primarily in
the information and communication industry,
engaging in a wide range of projects. These
included time-sharing services, international
VAN services, mobile communications services,
packet switching networks, communications
networks for the distribution industry, optical
submarine cables, data centers, and ISPs. He
also took part in related M&A projects. He has
lived in London and Bangkok. He joined our
company as outside auditor in May 2018. He
became an outside director in May 2021.

Yuko Tanaka

Tanaka graduated from The University of
Tokyo, where she majored in law. After
working for Toyota Motor Corporation,

A.T. Kearney, and Jupiter Shop Channel, she
joined CrowdWorks, Inc. as an Executive
Officer in 2014. Experienced IPO, and as
General Manager, Corporate Planning Office,
she was responsible for mid- to long-term
strategy, budgeting, business management,
financial accounting, public relations, IR, and
M&A. Appointed as Director in 2019. She
became independent in 2022 and currently
serves as Representative Director at Yukott Inc.
and as an outside director at Spacemarket, Inc.
and Batonz Co., Ltd. She joined our company
as outside director in May 2021.

Senior Vice President
Takashi Hashiba

Hashiba graduated from Tokyo University of
Agriculture, where he majored in agriculture. He
joined a wholesale food processing company,
working in a sales role.

After joining our company in April 2006, he became
head of the sales and technical department and took
part in numerous system installations. After the AWS
business began, he continued working on numerous
projects, contributing substantially to the company’s
expansion. He became senior VP in October 2013.

Hikari Fujimoto

Fujimoto graduated from Keio University,
where she majored in economics, before
joining Tohmatsu & Co. (current Deloitte
Touche Tohmatsu LLC). She engaged in
accounting audit work and stock listing
support services. She struck out on her own
in 2011, establishing Hikari Fujimoto Certified
Public Accountant Office (current Hikari
Fujimoto Certified Public Accountant and Tax
Accounting Office) in 2013. She provides
stock listing support, support for the
establishment of internal controls, M&A
support, and accounting tax advisory services
for venture companies. Currently, she is an
auditor for several companies. She joined our
company as outside director in May 2021.



6 . Business Overview




SBusiness Overview Business Model

Serverworks has been an AWS specialist since the dawn of cloud computing in Japan.

We provide a full range of services, from AWS implementation to utilization and operation.

Today, as Serverworks Group, we provide strong support for the use of the cloud in all types of

businesses through three main solutions

Basic Contract (Recurring Business)

v
e Billing Services (Resale)

a Cloud Integration 3

System Round-the-

Operation & Clock Support
Monitoring

Li?T\:-i) a A : ‘; @:Ss

1. One-Time Business 2. Recurring Business

Proposal & Implementation & Troubleshooting

Design Migration Support
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@ Cloud Integration




Business Overview

We provide AWS planning, design, construction, and implementation support
promptly in accordance with customer requirements and environments.

Features of Serverworks’ AWS Implementation and Case Studies

Mlgratlon Services » Extensive project experience with more than 10,000
projects . .
o . . @ Customer support &@®» Migrate on-premise
Serverworks began providing cloud implementation support 0 Create an environment = environments to servers
in 2008 and has been continuously certified as an AWS
Premier Tier Service Partner, the highest tier of the AWS
Partner Network (APN), since 2014. . .
) ( ) ) ) «m Establish environments for Provide in-house

» Be proactive and make suggestions even if they are [¥] financial institutions and ; e T T S

unprecedented. Bank  payment systems aa AWS utilization

We value the attitude of being close to our customers, so we try

to make positive proposals even for unprecedented consultations. Note: We provide up-front estimates tailored to each request.

Basic Implementation Flow

04

01 02
» System capable of providing support from Construction
design to operation Interview Planning migration
We assess the customer’s current situation and their » \\ -
.\

goals for AWS migration. Then, we quickly develop an

overall plan and implement the project.



@ Billing Services (Resale)




Business Overview

Providing a billing service that enables more convenient and secure use of AWS

In addition to technical support, we also provide operational automation tools, property insurance, and other services.

Advanced Plan delivers our unique value added on AWS.

» About “AWS Advanced”

With only a billing agent fee of 10% of the AWS
usage fee, this plan allows you to take advantage
of the AWS operation automation tool, Cloud
Automator. We also provide indemnity insurance
in case of emergency, personalized support by our
engineers, and various operation services, in

addition to basic support.

AWS Advanced Plan

*Paid option

Technical Support

Invoicing in Japanese Yen

Customer Portal

Cloud Automator

Migration and Operations
Services*

damage insurance

Serverworks contracts with AWS for enterprise support.

Usage fee
payment

)

Provide AWS
services

@ A
Serverworks Usage fee Customers
payment
Serverworks ”
Offer
. services Services
ss,ll\l,liggs available for
AWS usage
Provide AWS fefs
10%
\ commission /
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Customer successes of Cloud Automator, operational optimization service

¥

Cloud Automator automates
AWS operations

Achieved 30% AWS cost
reduction target for half a year
in three months, and 50%

monthly in six months

Cloud Automator is also utilized to improve
AWS operational efficiency, which leads to
continuous and total efficiency and cost

reduction.

dip

Intuitive and easy-to-use
No need for knowledge of AWS

or programming

We have found it to be a very easy-to-use
and convenient tool, with backups and
other functions available in addition to

instant launch and stop.

IOIEEk/NENTEE
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@ Operation and Monitoring Services (MSP)




Business Overview

Round-the-clock operation and monitoring of systems built on AWS
Long-term support on how to operate and utilize AWS to evolve your business

Reduce operational burden and maximize AWS benefits AWS operation and monitoring services
r-
For example, do you have any of these problems?
» What is "AWS Operation
Agency and Monitoring Service"?
) This reduces the burden of using and Sudden troubles Long-te-rm consultation
operating AWS and maximizes the Late at night, an unexpected COQ;S):E:’;?:SO:nEJ:‘:rrteh':\r/VS
‘ benefits of using AWS without the time server error utilization
and effort of accumulating operational
know-how in-house. 1 1
MSP - The team in charge of the project
support center .
it t“pp - offers user-friendly
What our AWS operation and monitoring services can do assists In froubleshooting suggestions and solutions
System Round-the-Clock . .
Operation & Monitoring Support Troubleshooting y AWS A\é)vstironipzzrt?ct)lr?n
4  Technical Support - pService
A

o . o N Round-the-Clock .
1 1] 24 ) .0, o9 24Y AW Operation 2% VViderange of Suppor

a@» a@p W Services or utilization
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The domestic laaS/PaaS market in 2023 results in 120.5% YoY growth,
mainly due to migration demand

(billion yen, %)

2021 2022 2023 2024 2025 2026 2027
(forecast) | (forecast) | (forecast) | (forecast)
Sales: Cloud infrastructure (laas/Paas) 13,000 16,100 19,400 23,100 27,400 32,300 38,000
{ Yoy T 123.8%| 120.5%| 119.196| 118.6%| 117.9%| 117.6%
;CAGR 23.8% 22.2% 21.1% 20.5% 20.0% 19.6%

“CAGR is the compound annual growth rate (CAGR) from 2021 to the corresponding year.

40,000

35,000

30,000

25,000

20,000

15,000

10,000

5,000

o}

(billion yen)

38,000

32,300

23,100

27,400

19,400

[ 13,000

16,100

1

2021

2022

2023

2024

(forecast)

2025

(forecast)

2026

(fo recast)

2027

(fo recast)

*1 Based on business sales

*2 Forecast figures for 2024 and beyond
*3 Market size does not include Saas (Software as a service)
*4 CAGR in the table is the compound annual growth rate (CAGR) from 2021 to the corresponding year.

Source: IT Leaders https://it.impress.co.jp/articles/-/26270

laaS/Paas is defined as "a cloud computing
environment that uses public cloud computing and
virtualization/automation technologies," and the market
size is calculated based on cloud vendors' business
sales.

The 2023 market (based on vendors’ business sales)
is estimated to be 1.94 trillion yen, 120.5% of the
previous year's market, due to an increase in the
number of companies using generated Al on cloud

computing platforms.
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Domestic PC server shipments in FY2022 declined for the fourth consecutive year
Decrease in server shipments narrowed due to sharp rise in cloud prices caused by yen depreciation

Unit
o (73 ten thousand)

53Rh3012
s 5076182

sg | 478448

40 |
peF316d
26H9832  bapgsas

o 4

20

10 .2459844 23R6350 | 237802

]

4475668

2472594

23R3094

4373777

23R5463

1978314

4671756

2477141

2175461

*Figures for FY2023 are forecasts by MM Research Institute

44754985
4076515

B2HE300
P1R2655

21 heea5 1oF3860

FY2013 FY2014 FY2015 FY2016 FY2017 FY2018 FY2019 FY2020

Second half

First half
of the fiscal year

375H2258 385H5700
3I5H6250

1951828 |pEenpg 020200

18430 17R1250 (1778400

FY2021 FY2022 FY2023

©2023 MM Research Institube, Ltd

Source: MM Research Institute, Ltd. https://www.mZ2ri.jp/release/detail.htm|?id=584

In FY2022, shipments fell 4.3% from the previous year to
356,250 units. Although demand for on-premise servers
was affected by the shift to cloud computing, which was
accelerated by the outbreak of the new coronavirus, the
decline was smaller than the 8.4% decline in FY2021.
In FY2023, major Slers and telecommunication carriers
are expected to increase the number of dedicated
generated Al platforms for their own customers in
addition to in-house. Major users are also expected to
increase their demand for using Al generated on their
own dedicated servers rather than in the cloud from the

viewpoint of information security and compliance.
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Reference - Carbon Emissions Measurement Tool for Each Cloud Service

Cloud

Service

Google Cloud

¥ Custormer Carbon Footprint Tool e

Start month End month

i | s =

Your carbon emissions summary
COTAT T £t s with o e TSTORting

Your emissions by geograply Your emissions by serviees

L e Pamdaa Fodon smtatans
0.5==] 0.9 = e
"

E OMTCOZe

Your ernission savings

i
&
:
EdRdE T

Total 03 MTCOZe

Tool Customer Carbon Footprint Tool Google Cloud Region Picker
As a performance against sustainability goals, Google Cloud region can be selected taking
measure estimated carbon variables like price, latency, and sustainability
into account.
1. Using AWS reduces emissions, comparing to on-premise.
2. CO2 emissions on a monthly, quarterly, and annual basis. 1. Identify regions with particularly low carbon impact.
3. Measure the projected change in annual CO2 emissions 2. Indicate the usage rate of carbon-free energy and
based on AWS usage within the account. the carbon intensity index of the power grid.
Feature 6 Gorgecns

Google Cloud
Region Picker

you pick a Google Cloud regi i footprint,
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Forward-Looking Statements

The materials and information provided in this document include so-called “forward-looking statements.” These are
based on current expectations, projections, and risk assumptions, and include uncertainties that could cause actual

results to differ from expectations.

Risks and uncertainties include general industry and market conditions, as well as general domestic and international

economic conditions, such as interest rate and currency exchange fluctuations.

The Company is not obligated to update or modify these forward-looking statements, even in the event of new

information and/or future events that could affect results.
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