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FY25.10 1Q financial results topics

FY25.10 1Q business highlights

1Q results summary

1Q business profit grew significantly to 1.2 billion yen, up 3x YoY. Progress toward the plan stands at 20%, reflecting a strong
start while stabilizing financial results

For the RENOSY Marketplace business, in addition to strong growth of the top line, it contributed to improvement in the profit
margin with significant growth in gross profit attributed to the expansion of the product lineup

For the ITANDI business, revenue and gross profit progressed as planned and segment profit progressed steadily at YoY +43%

1Q financial results topics

Issuance of new shares by way of international offering, to secure funds further growth after the achievement of the
Medium-term Business Plan 2026 ™

RENOSY was ranked No. 1 in Japan in revenue of investment condominiums and apartments™
ITANDI BB launches additional advanced options (fees apply) this spring®
RENOSY formulated a technology strategy to shift from "online real estate investment” to “Al real estate investment”™

ITANDI formulated a technology strategy to achieve 10,000 in total number of user companies through the utilization of Al
and data ™

*1) https://ssl4.eir-parts.net/doc/3491/tdnet/2556749/00.pdf *2) https://ssl4.eir-parts.net/doc/3491/tdnet/2579750/00.pdf *3) https://ssl4.eir-parts.net/doc/3491/ir_material4/243428/00.pdf
*4) https://ssl4.eir-parts.net/doc/3491/tdnet/2552251/00.pdf *5) https://ssl4.eir-parts.net/doc/3491/tdnet/2563760/00.pdf
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FY25.10 1Q financial results topics

1Q Business profit trend

1Q profit jumped 3x YoY, reducing quarterly performance volatility and providing a clearer path
towards achieving the plan

Structural reform Profitability achieved Stabilization of profit

1Q progress compared to the plan

1 .2 billion yen 202%

FY24.1Q : 9.8%

YoY 3.1x

(

» Both RENOSY and ITANDI
businesses grew

390 million yen

» Core business profit margin grew

» Expansion of product lineup
increased target market size
-550 million yen \

FY23.1Q FY24.1Q FY25.1Q 7




FY25.10 1Q financial results topics

Unique business model with high entry barriers

By integrating the property investment, property management and leasing businesses into a single online platform,
unique competitiveness has been developed and high barriers to entry have been put up. Future growth will be
focused on expanding business operations based on @market size, @timing and ®technology as growth drivers
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FY25.10 1Q financial results topics

Market size comparison

The domestic real estate investment market is vast in scale, lacks dominant players, and presents
significant potential for technological integration, making it a highly attractive market

gHE

2
—— Domestic real estate

Advertising media investment market
expenses for Approx. (Rental housing)

domestic real estate ™

Approx. 111.2 billion yen 342X

Small @'f Profit per transaction Large

dominated by
several big players

Oligopoly  Market structure Dominant piayers absent

Low

otential for technology .
ntegration ngh

*1) Source: Dentsu Inc., "2023 Japan Advertising Expenditures"”
*2) Source: Japan's real estate investment market size of investment grade real estate by use, NLI Research Institute Real Estate Investment Report (July 18, 2023)



FY25.10 1Q financial results topics

RENOSY Marketplace: Path to market share expansion

The target market size is expanding through product lineup expansion and further

international expansion

Domestic real estate investment market Approx. 7 T tritiion yen "

Overseas investment
real estate market

Domestic rental housing market TAM approx. 38 trillion yen>*

Pre-owned condominiums in the metropolitan area m

FY24 Revenue

20.3 billion yen

Newly-built
condominiums

Pre-owned

E condominium

buildings

&)

SAM 6.9 trillion yen

Newly-built

condominium buildings

E FY24 Revenue

5.8 billion yen

Pre-owned compact condominiums
in the metropolitan area

sam 1.5

trillion yen
*3,5)

ﬁ Pre-owned
apartment buildings

Pre-owned
detached houses

Newly-built

apartment buildings

FY24 Revenue

147 vittion

Newly-built
detached houses

-
investment market

£ USSFR

TAM approx.

581 trillion yen 0

Expand share within pre-owned

condominium market
Expanding and accelerating buying and selling in the Marketplace

Expansion of product lineup

Catering to increasingly diverse investor needs by expanding the product lineup

Expansion of overseas properties

Overseas properties included in product lineup

*1) Source: Japan’s real estate investment market size of profitable real estate by use, NLI Research Institute Real Estate Investment Report (July 18, 2023) *2) Source: Japan’s real estate investment market size of investment grade real estate by use, NLI Research Institute Real Estate
Investment Report (July 18, 2023) *3) Estimated with reference to results released by Tokyo Kantei Co.,Ltd.: Press release Newly built / existing apartments market size of Tokyo metropolitan area (Jan. 2021), Tokyo Kantei Co.,Ltd.: Press release Newly built / existing apartment logistics change of
Tokyo metropolitan area (May 2021), Data of registered properties released by Real Estate Information Network for East Japan, Data from top 10 companies in the property investmentindustry *4) TAM: Total Addressable Market (The largest size of the market that RENOSY Marketplace business
could potentially capture) *5) SAM: Serviceable Available Market (size of the market targeted by RENOSY Marketplace business) *6) SFR: Single-Family Rental (Single family rental properties are one-unit, detached rental properties. An SFR detached home often comes with a yard and garage.)

*7) Nuveen Real Estate “Single-Family Demand”, converted at $1 = ¥145.24

10



FY25.10 1Q financial results topics

Rental management DX: Path to market share expansion

Both RENOSY and ITANDI businesses have vast growth potential in rental management DX

Number of rental units
under management
nationwide

4 ITANDI

Number of
products introduced

545k units (2

i 27K units (0.1%)”

19.25m units™

4 ITANDI

RENOSY

Strategy for expanding market share

e First party

e Expansion of units managed
through M&A

e Change of management

e M&A of ITANDI
(rental management DX)

e Expansion of third party by
ITANDI

*1) Source: Zenkoku Rental Housing News “What is the rental housing market - Market structure and Issues deciphered by data”. (April 24, 2023) *2) As of January 31, 2025

11



FY25.10 1Q financial results topics

ITANDI target market size

Aiming to expand market share by offering new products and data sales services in the sales

brokerage domain

- )
E;:;ﬁ:lcrt‘sg Qm Q ¥40k -x170« TAM

. J

ITANDIEIE 757k ) ¥ 2-3 T

Market size we are currently targeting

New

~¥290 Kk Total Addressable Market
Products D PropoCloud SAM )
4
r \ ¥363 B
Data sales,
Others collaboration and + 0 SOM Serviceable Available Market
Lifeline service, etc. *5)
L J

x Serviceable Obtainable Market

Number of target clients 2
Existing + New Products
Approx.1 1 4K companies JieducSnio

v

+ Others ———»
Overall PropTech market

Zennichi Members

derived from existing
(Registered real estate broker) (40% share)

SaaS business

*1) Price range of products for both property management companies, and rental agency *2) Source: Real Estate Transaction Improvement Organization “Statistics on Registered Real-Estate Broker at the End of Fiscal Year 2021”

*3) Source: Yano Research Institute Ltd. "PropTech Market 2024” TAM includes the following business areas: [B2C] Media, Matching (including iBuyer), Design/Construction, Cloud Funding, Sharing [B2B] Matching, Business Support, Value assessment, VR/AR, loT (Cloud Camera/image analysis) *4) SAM
=Total ARR for each products = DARR of existing products for brokerage companies + @ARR of existing products for management companies + @ARR of new products for management companied WARR of existing products for brokerage companies = Number of brokerage companies x ARPU®@ARR of
existing products for management companies = Number of management companies x ARPU@ARR of new products for management companies = Number of management companies X ARPU number od brokerage companies = Number of real estate contractors x brokerage companies rate/number of
management companies = number of real estate contractors X Percentage of management companies % There is overlap because some cases are concurrently engaged in other businesses. *5) SOM =SAM X 40%

12



FY25.10 1Q financial results topics

Issuance of new shares by way of international offering

Raised approximately 5.1 billion yen through a new share issuance by way of international offering
Achieved higher liquidity and improved financial condition

Overview [ Changes in shareholder composition ] [ Changes in financial condition ]

Offering style International offering Free float weight " ® ﬁaf'tal't?'ass.flt. ratio
51.3% +4.8% 56.1% e 3a530s)e s (million yen)
(o EEE LN 1]« 0 4,072,400 shares of ¢ 34%
of offered shares common stock 319
0 . 30% ’
Issue method ABB 46.5% 41.9%  management
28,418
Book-building Overseas institutional Paid-in amount
result investors: 100% (Equity capital increase)
(GRCS/3 Individual investorss)
Announced date February 4, 2025 18.0% 23.295
10.5% Domestic institutional 22,823 ’
, D70 investors « Corporations
Payment date February 20, 2025 1.7% : 19.302 20,559
.. +7 " 6% Overseas institutional*e) ,
Paid-in amount 5,123,079,200 yen investors
o ; *2) FY22.10 FY23.10 FY2410  FY25.1
Dilution ratio 9.9% Pre-capital increase’) Post-capital increase %) aftfe;]congdergonw)
of this transaction

*1) Accelerated Bookbuilding *2) Calculated based on the total number of issued shares (excluding treasury shares) after the offering *3) Pre-capital increase: As of October 31, 2024 Post-capital increase: Calculated shareholder composition

by adding the increase in shares from the public offering to the number of shares as of October 31, 2024. *4) Calculated by dividing the sum of floating shares as of October 31, 2024 by the total number of post-capital increase outstanding shares
(including treasury shares) *5) Includes overseas individual investors *6) The analysis is based on the assumption that non-individual overseas shareholders are overseas institutional investors. *7) Adjusted asset figures by adding the increase 13
in equity capital from the public offering to FY25.1Q figures



FY25.10 1Q financial results topics

RENOSY ranked No. 1 in Japan in revenue

Ranked No. 1 in Japan in revenue for investment condominiums and apartments
as a result of expanding the product lineup in line with customer needs

¢ NoI

in Sales Revenue ’

‘A for Investment Properties L

>|<\\

\\\

\

\

RENOSY |V/>—

*Investment Property Sales Performance by Tokyo Shoko Research (Survey conducted in March 2025)

14



FY25.10 1Q financial results topics

ITANDI BB launches additional advanced options

ITANDI BB launches additional advanced options (fees apply) this spring

Services for Brokerage Companies

Total Number of Utilized Rental Brokerage Stores: Approximately 90,000 Stores”

Existing Free Features

Property Proposals
Viewing Reservations
Digital Applications

Digital Contracts

ITANDI BB

*1) As of January 2025 *2) The details of the new features may change

Features requested

by numerous real estate companies

are planned to be added™

etc.

-

A

15






FY25.10 1Q results

Net revenue and core business profit margin

Aiming to achieve the Medium-term Business Plan target ahead of schedule

while balancing growth and profitability

Composition of net revenue c busi fit
and core business profit margin S Pz [ple

Commission 9 .
. Performance %) Mid-term target
PL items indicators 17.9
«Jd%
Total .o
commission
RENOSY Gross profit of the Gro_}up Net
Marketplace P revenue
Business profit —
Business
» e profit
Revenue Core
ITANDI bus[ness .
and others profit margin
Business profit—— @0 FY22.10 FY23.10 ‘ FY24.10 ‘ FY25.10 FY26.10
(Plan) (Plan)
*1) For FY24.10, the Company finalized the provisional accounting treatment for the business combination, and the figures for FY24.10 reflect the details of the finalized provisional accounting treatment, Figures for FY23.10 have been retroactively adjusted due to a partial

change in the calculation method for the Others segmentin FY25.10. *2) Target in Medium-term Business Plan 2026 announced on June 13, 2024

*2)

17



FY25.10 1Q results

FY25.10 1Q results

Performance for both RENOSY and ITANDI businesses expanded significantly,
with both net revenue and core business profit margin increasing

(Million yen) FY24.101Q" FY25.10 1Q YoY
2| Business e &) Business e Business
Segment Net revenue . business | Net revenue . business Net revenue .
profit . . profit . . profit
profit margin profit margin
Consolidated 5,914 395 6.7% 9,100 1,209 13.3% +53.9% +205.4%
RENOSY Marketplace 4,786 1,390 29.1% 7,135 2,239 31.4% +49.1% +61.1%
_ 4,590 1,384 30.2% 6,473 2,491 38.5% +41.0% +79.9%
Online transaction 4,030 1,074 26.7% 5,574 1,998 35.9% +38.3% +86.0%
Subscription 559 310 55.4% 898 492 54.8% +60.6% +58.7%
ITANDI 936 276 29.5% 1,739 394 22.7% +85.7% +42.8%
Others 200 113 56.7% 237 120 50.9% +18.5% +5.9%
(LR L) 8 1,384 - 1 1,545 - - -
(company-wide expenses)

*1) For FY24.10, the Company is finalizing the provisional accounting treatment for the business combination, and each figure for FY24.10 1Q reflects the details of the finalization of the provisional accounting treatment
*2) Net revenue: Gross profit from RENOSY Marketplace + revenue from ITANDI, others, and adjusted items *3) Calculated as business profit/net revenue

18



FY25.10 1Q results

Important KPI highlights

Both revenue and profit significantly increased and gross profit from stock business
grew substantially, contributing to improved profit margin

( )\ ( )\ ( )\

Core business profit margin® Gross profit of stock business®
91 million yen 13.3% 25.98 miliion yen

(YoY approx. +54%) (YoY 6.7%) (YoY approx. +79%)

Target growth rate: 20%~30% Profit margin target: 15%~20% Growth rate target: 30%~40%

*1) Net revenue: Gross profit from RENOSY Marketplace + revenue from ITANDI, others, and adjusted items *2) Calculated as business profit/net revenue *3) The total gross profit from the subscription business of the RENOSY Marketplace business
and the ITANDI business

19



FY25.10 1Q results

Consolidated results trend

As a result of increased revenue and profit, significant progress was made in reducing
business profit volatility

Revenue Net revenue ™ Business profit 2

(Million yen) (Million yen) (Million yen)

Yoy +41 % YoY +54% Yoy +205¢,

848,322 9,100

34,339 £
N ©
P ~
& 3 (S
> - & @
3 g 5914 & -
@ = > N
BN P S E 1,209
& & & o N =
= % g 3 o 2 & o
o B ° o “ 8 i @
Nog D ©
~ N ~ » ©
» B o o
S 111 g 395
N ~ 2
5 » e
© § § 2= §
3 5 &
1Q 2Q 3Q 4Q‘1Q 2Q 3Q 4Q‘1Q 2Q 3Q 4Q/1Q 1Q 2Q 3Q 4Q‘1Q 2Q 3Q 4Q‘1Q 2Q 3Q 4Q/1Q
FY22.10 FY23.10 FY24.10 FY25.10 FY22.10 FY23.10 FY24.10 FY25.10 1Q 2Q 3Q 4Q/1Q 2Q 3Q 4Q|1Q 2Q 3Q 4Q /1Q
FY22.10 FY23.10 FY24.10 FY25.10

*1) Calculated as business profit/net revenue
*2) For FY24.10, the Company finalized the provisional accounting treatment for the business combination, and the figures for FY24.10 reflect the details of the finalized provisional accounting treatment 20



FY25.10 1Q results

SG&A expenses trend

While personnel expenses increased QoQ due to bonuses, appropriate SG&A expense control was
achieved through efficient management of advertising expenses

SG&A expenses ™

(Million yen) ; ,886 7 35)1
3y +eeeeeco. mOthers

1,594 [N Sales commissions
JRNNERLY Outsourcing expenses
= Amortization of rights-

of-use assets
m Depreciation

mTaxes and dues
Sales promotion
expenses

. " Advertising expenses

“-.... mRecruitment expenses

CIOUN m Personnel expenses

10 2@ 3@ 4Q
FY21.10

10 2@ 3@ 4Q
FY23.10

1 2@ 3@ 4Q
FY24.10

1Q
FY25.10

FY22.10

*1) For FY24.10, the Company finalized the provisional accounting treatment for the business combination, and the figures for FY24.10 reflect the details of the finalized provisional accounting treatment 21



FY25.10 1Q results

Consolidated employee trend

The number of employees remained flat QoQ, and personnel distribution will continue to be
optimized to create a highly productive organization

Number of employees 2

(People)

1,3501,384 Middle Office

........... 3
o 7o 0 25%"
’ 368

1,069 1,1051,090 356

967 998 Sales/CS

40 °

Technology

S 1 8 %

Corporate

.......... 150,

1Q 2Q 3Q 2Q 3Q 2Q 3Q 2Q 3Q 1Q 2Q 3Q 2Q 3Q 1Q

FY19.10 FY20.10 FY21.10 FY22.10 FY23.10 FY24.10 FY25.10

*1) As of January 31, 2025, consolidated, excluding Executive Officers, contract employees, part-time workers, and interns *2) Based on consolidated number of employees after FY19.10 *3) Changed from Business including asset planners to
Middle Office and Sales and CS from FY24.10 1Q

22



FY25.10 1Q results

Gross profit trend of stock business

Both the SaaS and subscription businesses expanded, maintaining levels accounting for
approximately 30% of total gross profit. This contributed to the development of a stable revenue base

Gross profit of stock business ™

(Million yen)
2 y 598 I Consolidated
gross profit
Stock business ratio
o 2, 2,175
oo+ 19 Yo 2103 2,080 30.2%

1,315

1,449 1,118 1,162 1,20 - Subscription

677

1,009 1,078 1,149

888
741 376 385 480

R e
1Q

FY25.10

1Q 2Q 3Q 4Q
FY22.10

1Q 2Q 3Q 4Q
FY23.10

1Q 2Q 3Q 4Q
FY24.10

*1) Gross profit of stock businesses is the total of the gross profit of the RENOSY Marketplace Subscription business and the gross profit of the ITANDI business *2) As overseas subscription revenue was not reflected in the FY24.1Q figures, it has
been retroactively calculated from FY25.1Q onward

23



FY25.10 1Q results

Net revenue and core business profit margin trends

Net revenue increase driven by the steady growth of the RENOSY and ITANDI businesses,
and core business profit margin trends upward

Net revenue (LTM) ™" Business profit/core business profit margin (LTM)?

(Million yen) (Million yen)
Net revenue (LTM base) =#- Core business profit margin (LTM base)
. ) 13.8%
Business profit (LTM base) 12.49 12.7% 12.6%

11.1%

w >
8 @
o w
€ 8 ©
® &
N5 5.9% 6.0% S
N B (S}
P ©
g 8 ° e 8 3
8 R R 8
ﬁ w w o
¥ 3 o
. » & ©° »
. g 3.4% -~ g o
o o o %)
- ™ o ®
- 5 3 N =
g ® 3 8 8
> 400 45 £ °
1Q 2Q 3Q 4Q|1Q 2Q 3Q 4Q |1Q 2Q 3Q 4Q|1Q 1Q 2Q 3Q 4Q(1Q 2Q 3Q 4Q|1Q 2Q 3Q 4Q|1Q
FY22.10 FY23.10 FY24.10 FY25.10 FY22.10 FY23.10 FY24.10 FY25.10

*1) Net Revenue: Gross profit from RENOSY Marketplace + Revenue from ITANDI and other segments, including adjustments *2) Core Business Profit Margin: Business profit + Net revenue

24



RENOSY Marketplace
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FY25.10 1Q results RENOSY Marketplace

RENOSY Marketplace business model

An increase in the number of members will lead to an increase in transaction volume and the number of properties
managed, which will further increase the number of sales, strengthening network effects as we aim to establish
our position as a marketplace

e Online purchase @2

Expansion of
transaction
volume

Revenue

184.7

billionyen *1.2)
Expansion of

product lineup

Quality and quantity-
guaranteed marketplace

Virtuous cycle with
network effect Online

Expagm of R E N OSY Expagm of subscription

RENOSY *1) property ( |
members managemen

Managed
properties

32,452

units*1)

Matching 4 days
CCC 21 days
Inventory cycle 27 days

RENOSY

Owner app

Improved customer experience

for seller and purchaser
Online sale @D

o BEI%6

Expansion of
. - R
circulation ( ) o
volume RENOSY

TRHER A

Sale
property
information
Approx. =1 3)
3 trillion yen

Al assessment

*1) As of the end of October 2024 *2) Only pre-owned compact condominiums are included as properties
*3) Calculation method for property information acquisition amount: The total of purchase information received from real estate companies during the fiscal year ending October 2024, Al valuation amount, and balance of assets under management at RENOSY ASSET
MANAGEMENT. Purchase information received from real estate companies is an estimated value calculated by multiplying the number of property information acquisitions by the average sales amount for each year.

26



FY25.10 1Q results RENOSY Marketplace

Results trend

Both gross profit and business profit grew
due to the expansion of the product lineup and stock business

Net revenue (Gross profit) Segment profit

(Million yen) (Million yen) (Million yen)
: 49 61
oy +40% ; Yoy 14 9% Yoy 101%
o
33,211 ¢ 46,357
\ 7,135
A EE g =
>
s " 4,786 % s £ 2,239
w S © o 3
© = > 2 ~ 1,390
w T -

m_H N g 8 ° = b

S & 2 & o >

e B » =g - - =

- N e » 2 ® R N 2 =

e g - 8 4
- & R S
(2] = o
= ~
5 5
3 3 =
w o

1Q 2Q 3Q 4Q‘1Q 2Q 3Q 4Q| 1Q 2Q 3Q 4Q|1Q 1Q 2Q 3Q 4Q‘1Q 2Q 3Q 4Q|1Q 2Q 3Q 4Q|1Q 1Q 2Q 3Q 4Q‘1Q 2Q 3Q 4Q|1Q 2Q 3Q 4Q|1Q

FY22.10 FY23.10 FY24.10 FY25.10 FY22.10 FY23.10 FY24.10 FY25.10 FY22.10 FY23.10 FY24.10 FY25.10
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FY25.10 1Q results RENOSY Marketplace

Results trends

Both revenue and profits increased in online transaction
Both revenue and gross profit steadily grew in subscription

Gross profit (Net revenue) Segment profit

uopoesuel} auluO

uonduosqng

(Million yen) 43,425 (Million yen) 5819 (Million yen)
v s 42 | 90:
Yoy +39% g Yoy T o 44 o Yoy + %o
. s 3 a08. 2 2,088
N % 8 O
- & S 3 o 8 1,097 & 5
8 8 8 A 2 N
8 v e &3 b EEE |0k g - B Egs .
e 2 RN ® @ 3 R @ X S = P @
N © N N N o = R B Q
o - =] © » ® N Q N ~
® 8 < S 2 » R
©
1Q 2Q 3Q 4Q‘1Q 2Q 3Q 4Q/1Q 2Q 3Q 4Q|1Q 1Q 2Q 3Q 4Q|1Q 2Q 3Q 4Q|1Q 2Q 3Q 4Q/1Q 1Q 2Q 3Q4Q‘1QZQ 3Q4Q‘1QZQ 3Q4Q/1Q
FY22.10 FY23.10 FY24.10 FY25.10 FY22.10 FY23.10 FY24.10 FY25.10 FY22.10 FY23.10 FY24.10 FY25.10
(Million yen) 3214 2,976 2 931 (Million yen) 1 31 5 (Million yen) 151
2,904 ’ 1,204 L, 89
Yoy +D3% T vov +949, AT S s 5 9
1.910 = (:IQ\ % 8 - Overseas s N Overseas 226 4179 =1 w © § Domestic
’ o > s o N 96 3w o 2 a8 03
1,599 1,534 8 o .~ - R 35 ° &
1305 1,438 & sa7 . 609 677 2% 2244 o o F
A51 L 8 3 @ 519 o IS . L oL N
1’0301’0911’092 g ® N 2 é 5 5 “g Domestic 336 § é 8 - N § Domestic - o o 2 & 'B & o
4 =222 = @ erseas
_§ § § % g & a ¥ o5 4180 202 237 E ﬁ § § % ® 8 © 8 o |[§ OV
©
1Q 2Q 3Q 4Q|1Q 2Q 3Q 4Q/1Q 2Q 3Q 4Q|1Q 1Q 2Q 3Q 4Q‘1Q 2Q 3Q 4Q‘1Q 2Q 3Q 4Q[1Q 1Q2Q 3Q4Q/1Q 2Q 3Q 4Q|1Q 2Q 3Q 4Q/1Q
FY22.10 FY23.10 FY24.10 FY25.10 FY22.10 FY23.10 FY24.10 FY25.10 FY22.10 FY23.10 FY24.10 FY25.10

28



FY25.10 1Q results RENOSY Marketplace

Gross profit trend

Revenue diversification saw considerable progress due to steady gains for each product

Net revenue (Gross profit)

(Million yen)
0
YoY +49 %o
4,561
3,981 3875 ]
- 3,217
2,703 2,881
= 2168 &y 5 063 ﬁ
121 4
1,367 - m P P ks
23 2,399 25 2,248
1,884 1,857
1,204

10 2@ 3@ 4Q |1Q@ 2@ 3Q 4Q | 1Q
FY21.10 FY22.10

*1)

8,198
7,349 =z 7,135
Tsz 6.413 ? ------ M Overseas
6,128 ! il 191 "1 Subscription (Overseas)
5’489 B 550 ; -l Subscription (Domestic)
#f 5,002 = 4,786 e -~ I Whole apartment building
% = - {17 ‘M Apartment
e 35 Luxury apartment
l Newly-built compact condominiums
4085 s M Pre-owned compact condominiums*z)
4,481
3,742 2508 s it -
20 3@ 4Q | 1@ 2@ 3@ 4Q | 1Q
FY23.10 FY24.10 FY25.10

*1) From the first quarter of FY24.10, Shenjumiaosuan Inc has been included in the segment of RENOSY Marketplace. Due to the segment change, the figures for the cumulative period of FY23.10 will be reclassified and shown according to the
segment classification after the change *2) In order to accurately present gross profit from pre-owned compact condominiums, “Seller DX” is included in the pre-owned compact condominiums from the FY23.10 full-year financial results presentation material 29



FY25.10 1Q results RENOSY Marketplace

RENOSY stock member trend

The number of RENOSY members increased to 540,000 due to active measures to
expand brand recognition

Number of RENOSY stock members 2
(People) 540,290

YoY -+ 2 8 L7A 422,983
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€GE6LS
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1G¥'89
€599/
76598
85086
085°G6L
988'9le
solL‘see
ovv'LSe
§50°¢Le
6v.°L6C
20z'80¢
¥€0°GZE
69G°6€€
¥56'vSE
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169'86€

1@ 2Q 3@ 4Q |[1Q@ 2Q 3@ 4Q 1@ 2Q 3Q@ 4Q | 1Q@ 2@ 3@ 4Q | 1@ 2@ 3@ 4Q |1Q
FY20.10 FY21.10 FY22.10 FY23.10 FY24.10 FY25.10

*1) The number of RENOSY member stocks refers to the cumulative number of people who have registered as members
*2) The number of RENOSY member stocks after FY21.10 1Q in the graph differs from the number of members announced before FY22.10 1Q due to a change in the definition of aggregation from FY22.10 2Q 30



FY25.10 1Q results RENOSY Marketplace

Subscription KPI trends

The numbers of owners and subscription contracts both continue to increase

Number of owners " Number of subscription contracts

(People) 1 9 , 594 (Contracts)

16,031 18321 34,026
17,380 _; 31,62132’452 2
61 “3 H & - Overseas 30,384 o N ... Overseas
(y 5 B 9 o/ 2 & °
Yoy T+ (i} 5 Yoy T+ (i g R °
12,208 22,827
= N
® ‘C@E A g - Domestic N ?n) 5 ‘§ --- Domestic
'a 8 g € u c% S )
& - = g ©
=3 A N » & § o & = "5 § ?‘:
2 N S N = 1 ~
o
12 2Q 3Q 4Q (1Q 2Q 3Q 4Q |[1Q 2Q 3Q 4Q (1Q 1Q 2Q 3Q 4Q (1Q 2Q 3Q 4Q| 1Q 2Q 3Q 4Q|1Q
FY22.10 FY23.10 FY24.10 FY25.10 FY22.10 FY23.10 FY24.10 FY25.10

*1) Domestic: Includes numbers for Core Asset Management from FY24.10 1Q Overseas: Includes numbers for RW OpCo from FY24.10 2Q
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FY25.10 1Q results RENOSY Marketplace

Property information acquisition amount

By focusing on purchasing high-quality properties, we can ensure the quality of the marketplace

Property information acquisition amount / property procurement ratio (LTM) "***

(Million yen)

0% L 3,160,875

—@— Property procurement ratio
Property information acquisition amount (Million yen)

6.0%

5.6%
5.5%

5.4% 5.4% 5.4% 5.4%

5.0%
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FY20.10 FY21.10 FY22.10 FY23.10 FY24.10 FY25.10
*1) Calculation method for property information acquisition amount: The total of purchase information received from real estate companies annually, Al appraisal amount, and the balance of assets under management at RENOSY ASSET MANAGEMENT. Purchase

information received from real estate companies is an estimate calculated by multiplying the number of property information acquisitions by the average sales amount for each year. *2) Only used compact apartments are included in the property calculation.
*3) LTM base *4) Calculation method: purchase amount + property information acquisition amount
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FY25.10 1Q results ITANDI

ITANDI business model

The increase in the number of adopting companies and product usage will lead to an increase in the number of listed

properties on ITANDI BB and page views, generating platform power with exponential profit growth potential

Expansion of coverage
areas and operations

Expansion of
business domain

4 ITANDI [J Housmart
oo
ITANDI BB O Propocioud

n ITANDI BB+
#Y Nomad cloud
m ITANDI BB +

¥ Roh<K A

ﬂ ITANDI BB +
Y ARTFHE<A

2t Tvhs!

G
’ = Product
A ITANDI BB + i
(35 Y=+ expansion
= ITANDI BB +

o ABEEE<A
n ITANDI BB +

VRRIE<CA

ITANDIE12 759k

Increase in
number of
customers

(2)

Increase in
market share of
ITANDI product

usage

Increase in
usage of ITANDI
products

Increase in
ITANDI BB listed

properties

and page views

Increase in value through
increase in data volume

4 N\
Improved convenience due to

increased comprehensiveness
| J

4 N\
Provision of suggestions through
data analysis etc.

Further operational efficiency
support through data utilization
|

J

Mercury

REALTECH INNOVATOR

Use the data utilization know-how of
Mercury, which joined the group in
August 2024
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FY25.10 1Q results ITANDI

Results trends

Both revenue and gross profit far exceeded forecasts, with segment profit jumping YoY 43%

Net revenue (revenue) m Segment profit

(Million yen) (Million yen) (Million yen)
° 66 43:
Yoy +86% 1,739 Yoy t+ Yo 1.282 Yoy t+ ) 394
’ 8
w
5
@ $ 9
NP 1 e N ]
23 3 ©
1 N @
v 2 g A
8 g ]
2 11
ol |2 8 &
A& @ ® =
3 B © R
a S
&
1Q 2Q 3Q 4Q‘ 1Q 2Q 3Q 4Q‘1Q 2Q 3Q 4Q|1Q 1Q 2Q 3Q 4Q‘1Q 2Q 3Q 4Q‘1Q 2Q 3Q 4Q|1Q 1Q 2Q 3Q 4Q‘1Q 2Q 3Q 4Q‘1Q 2Q 3Q 4Q|1Q
FY22.10 FY23.10 FY24.10 FY25.10 FY22.10 FY23.10 FY24.10 FY25.10 FY22.10 FY23.10 FY24.10 FY25.10
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FY25.10 1Q results ITANDI

ARR trend

ARR steadily increased by YoY 39% due to growth in existing businesses
and the acquisition of Mercury

(Million yen)
as3 4,652
Lifeline services
3,985 1182 1383 Profduct pay-as-you-
0 ’ e go fees
+ o 3,487
YoY (V) 3,346 :
2,921 [L0
2,557 2,626 1024 h
2,323 1127
1,974 740 802
1,873 1781 587
’ w o« [ SaaS monthly fee
469 §
1509 656 440 K
o16 1,123 1,105 1,158 401 N » &“; Mercury contribution
= = = = 5 Q 844M
7219 801 331 205 270 N E S HBzH°H°R° ’
657 711 T2 158 - H-B:Bz2B:B:EB=0>
80 : 2 ~ ~ g = =) E = -
S HMBEBEEMEEMEBR

1Q 2Q 3@ 4Q|1Q 2@ 3@ 4Q|1Q 2Q 3Q 4Q|1Q 2@ 3@ 4Q|1Q@ 2@ 3Q 4Q | 1Q
FY20.10 FY21.10 FY22.10 FY23.10 FY24.10 FY25.10
*1) Annual Recurring Revenue, calculated by multiplying the month-end MRR at the end of each quarter by 12 *2) From FY24.10 1Q, all SaaS products in ITANDI BB+, including "ITANDI Management Cloud" and "Naisoukouji-kun," as well as Housmart's "PropoCloud" and RENOSY X's SaaS

products have been added to the calculation. However, since this was not reflected in the breakdown of monthly Saa$S fees, the data was calculated retrospectively in FY24.3Q to FY24.1Q and 2Q. For ITANDI BB+ Saa$S products, the data was calculated retrospectively from FY21.10 1Q to
FY23.10 4Q, so the data will differ from the data disclosed on and before FY23.4Q *3) Includes figures for Mercury from FY24.10 4Q. The Mercury values added to each item are approximate values



FY25.10 1Q results ITANDI

Number of customers and products introduced trends

The number of companies introduced to 3 or more products maintained a high percentage of around
63% thanks to solid expansion of the number of products introduced

Total number of customers " Number of products introduced "2

(Company) (Product)

mOver4 m3 m2 1 4,694
4,503 1 4,1 55

4,027
YoY +33% 3,5183’795 YoY +42%

S
= 3
9,959 = =
2,902 2 9
2,635 A &l
2,398 ®
2,194 - 'g
Approximately s a ®
63% has been o o @
introduced to s R E
more than &~ N
3 products 3 iS)
&

1GG°¢
766°C

G0z'e
£¥9'C
€v0'e

1Q
FY25.10

1Q 2Q 3Q 4Q|1Q 2Q 3Q 4Q|1Q 2Q 3Q 4Q|1Q 2Q 3Q 4Q(1Q
FY21.10 FY22.10 FY23.10 FY24.10 FY25.10 FY21.10

1Q 2Q 3Q 4Q‘1Q 2Q 3Q 4Q‘1Q 2Q 3Q 4Q‘1Q 2Q 3Q 4Q
FY22.10 FY23.10 FY24.10

*1) From FY24.10 1Q, all SaaS products in ITANDI BB+, including "ITANDI Management Cloud" and "Naisoukouji-kun," as well as Housmart's "PropoCloud" and RENOSY X's SaaS products have been added to the calculation. For ITANDI BB+ Saa$S products, the data was calculated
retrospectively from FY21.10 1Q to FY23.10 4Q, so the data will differ from the data disclosed on and before FY23.4Q *2) Includes figures for Mercury from FY24.10 4Q. The Mercury values added to each item are approximate values 37



FY25.10 1Q results ITANDI

SaaS KPI trends

Both MRR and gross profit expanded significantly YoY, reflecting the expansion of sales channels in
both the real estate rental and sales domains

(Million yen)

o :E; I Others™
YOY + /o 26.9 22"

266 286 29.9 346.... PropoCloud
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ITANDI BB+
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FY21.10 FY22.10 FY23.10 FY24.10  |FY25.10

Saa$S monthly fee

Gross profit

(Million yen)
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w23 844 Others 2
vor +40 T
(o) 0 o 91 - PropoCloud
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299 €3
a0a 41544
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257
223243 182
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1Q22Q3Q4Q1Q2Q3Q4Q(1Q2Q 3Q 4Q1Q2Q 3Q 4Q[1Q
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*1) Monthly Recurring Revenue. Calculated 3-month average for each quarter from FY24.10 2Q and therefore different from the data presented in earlier financial results briefing materials

*2) Includes figures for Mercury from FY24.10 4Q. The Mercury values added to each item are approximate values
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FY25.10 1Q results ITANDI

Churn rate trend

The churn rate remained at a low level, reflecting success in maintaining a high ratio of companies
introduced to multiple products

Churn rate 2

(%)
Avg.
Last (0]
12mos. | o
0.530.53
0.49 0.47 04 0—0 049049 0.48 47 0.46 0-480.47 0.47
0.43 044 0.44 043043 o0 O—o0—0 O—o0—o 4
0.40 39 %2 0.40 0.40 0410420417 "~ . .
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o 0.40 0.400.40"
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2 3 4567 8 91011121 2 3 4 5 6 7 8 9 101112 1 2 3 4 5 6 7 8 9 1011121 2 3 4 5 6 7 8 9 10{11 12 1
FY21.10 FY22.10 FY23.10 FY24.10 FY25.10

*1) Calculated monthly average churn rate of recent 12 months, based on the numbers of products introduced
*2) Includes figures for Mercury from FY24.10 4Q. The Mercury values added to each item are approximate values



FY25.10 1Q results ITANDI

Other indicator trends

Performance remained steady YoY for both ITANDI BB page views and the number of lifeline services

ITANDI BB page views 13 Applications using lifeline services

(PV) (Contracts) Of the number of online tenant applications, the number of applications using the lifeline
service (billing based on customer referral fees) is listed

YoY +27%

13,531,224 169,812
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*1) Rounded down to the nearest thousand. Calculated 3-month average for each quarter from FY24.10 2Q and therefore different from the data presented in earlier financial results briefing materials

*2) Changed the number of online tenant applications to applications using lifeline services from FY24.10 1Q

*3) We switched to Google Analytics 4 as the data acquisition tool for the number of page views because Universal Analytics properties stopped processing hits on July 1, 2023. The figures from July 2022 (FY22.10 3Q) onwards have been updated based on the data processing definitions used 40
in Google Analytics 4 and are therefore different from the data presented in earlier financial results briefing materials
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Medium- to long-term growth strategy Medium-term Business Plan 2026

Medium-term Business Plan 2026 progress status

The progress rate of key KPlIs is generally on track, and efforts will continue toward early achievement

RENOSY
Market-
place

ITANDI

Global

Online transaction

Subscription

ITANDI

Sales brokerage

US/European market

Asia market

Group synergy

Data monetization

Market share 1.2)

Recognition rate

Managed units 3)

Business profit
margin (domestic)

Market share

No. of introduced
products *4)

Market share

Expanded
countries

Expanded
countries and
locations

Overseas 2
revenue

Revenue

Actual Progress
Status

As of FY23.10 As of FY25.1Q
20v% 9.54 13.2%
70% 40.1% 49.4<,
50k 17« 34K
259, 13.4% 24.3%
37% 26.0% 28.3%
15k 8k 14k
10% 0.6% 6.4%
Bcountries Ocountries 1 country
wiesand  Scountriesana  Bcountries ana
10umonyen 1. Mwiionyen 4. Diton yon
2ui1i0n yon Osiionyon 1. Bhiion yon

FY24.10

Pr?sent

135%
1 33%

50%

133%
1339,
' 499,

62%

72%

100

87%

*1) Calculated based on TAM of 1.5 trillion yen as of the announcement of Medium-term Business Plan 2026. Market share was calculated as revenue from RENOSY as a percentage of 1.5 trillion *2) LTM base *3) See the number of subscription contracts on p.31 *4) See the number of products

introduced on p.37

42






Technology strategy

RENOSY Marketplace

Technology-driven approach with maximum use of Al to further accelerate the
virtuous circle with enhanced network effects

N
Maximizing customer acquisition Expansion of Advancing operational
efficiency using Al and assets transaction infrastructure using Al and
® Using Al to improve the efficiency and accuracy of volume teChnOIOQIes
consultations - .
A ® Building a contract flow that enables the handling of
® Optimizing ad distribution in a data-driven manner /\ many products
R E N OSY ® Automatic creation of documents including contracts
Real-time check of sales 0 Technology. )
needs and market prices X Transformation of property
_ _ Expansion of Al EXPa“S'°“ of management operations using Al
° ré?:;yglransparent assessment of sale prices RENOSY property ® Improvement of owners' customer experience using Al

members anagement Agent

® Automatic price maximization proposals From “Online Real Estate

Investment” to
Real estate “Al Real Estate Investment’’ Managed
Customer data  investment data N property data Sale progerty data

~
- Data held o Units man; ed Sale property
stock members Revenue ~ R} ’ g T
. Expansion of . .

over 540" 184.7"

people billion yen

*1) As of FY25.10 1Q *2) RENOSY Marketplace revenue for FY24.10 *3) Calculated based on the TAM of 1.5 trillion yen at the time of the announcement of the “Medium-term Business Plan 2026“ *4) As of the end of October 2024 *5) Calculation
method for property information acquisition amount: The total of purchase information received from real estate companies during FY24.10, Al valuation amount, and balance of assets under management at RENOSY ASSET MANAGEMENT. 44
Purchase information received from real estate companies is an estimated value calculated by multiplying the number of property information acquisitions by the average sales amount for each year.

® Developing Al-enabled operations to handle the
increasing number of properties under management

Technology

Number o.f

Assets

)

) : - “4)
12 circulation 32,452 units  Over 3 trillion yen

volume



Technology strategy

RENOSY Marketplace technology use case

/Increase the number of RENOSY members by / Increase the transaction volume by
Maximizing customer acquisition efficiency /" Advancing operational infrastructure using Al
using Al and assets and technologies
. i We cannot keep up with the increasing
How can we efficiently improve the % volume of paperwork and contract tasks as &
quality of customer experience... o o o the product lineup expands. .. o o o
('\_/\ (‘\ /ﬁ
A 4 b 4
Support for planners through
consultations using ¢ PEOPLE BLDG INSIGHT FLOW _Optimi_zation of the
conversational generative Al = BLUEPRINT AGNT2  PM  PLAN increasing workl<_)ad
and also Al Agent consultations | [TECHESNER  MORTOAEQATEWAY using technologies
D 4 N 4
Increasing contract success Developing a strong
rate by improving the quality eree operational infrastructure
y of planners' operations and 4 NEwi that enables many products
[V accuracy of proposals R 2 vl to be efficiently handled
_ y p p ﬁ condominiums y




Technology strategy

ITANDI

Aiming to transform from SaaS to an open platform featuring Al and data utilization

/

Product development using Increase Al-driven activation of ITANDI BB,

- in th o] . -
proprietary data and Al know-how of companies. an inter-agency website
® Improving the efficiency of routine tasks through the using ITANDI ® Labour saving in listing and data correction

introduction of Al operations

® Customer support with Al Agent

P

ITANDI

N
] e Creating a hub for
; Technol ITANDI BB s
Problem solving through lEe X % Increase in the communication in real estate
i i in the marie number of and its peripheral domains
highly coordinated products | | EESSsaPraNwes Al perip
® Making ITANDI ID an open platform products ® Building a network that connects companies
® Improvement of end user convenience and the . .
) Aiming for a total of ®  Providing an environment that enables many
Eaniallbed D s of solins g . different related companies to use it
Inter-ag 1 0,000 user companies )
distribution |
Application data ITANDI BB User data System architecture
~ ~ ~ ~
Technology 3 5 5 5
Assets Snnualmbe Y Data held Cumulative total ITANDI Total number of umber of collaborating
of applications . number of user stores Increase the nomadcloud users guarantee companies
Annual application use of ITANDI
over 1.1 mition”? 41%? Approx. 90,000 stores® products Approx. 2,000 stores™ Approx. 80 companies
*1) Annual number of applications of ITANDI in FY24.10 *2) Calculated and estimated reference to the FY22 cancellation rate for those who ITANDI's “Moushikomiuketsuke-kun” service based on the number of the contract *3) As of end January 2025 *4) Number of nomadcloud users as of 46

September 2023 *5) Number of guarantee company partnerships via ITANDI’s “Moushikomi uketsuke-kun” as of 31 January 2024



Technology strategy

ITANDI technology use case

/Increase the number of companies using ITANDI through
Product development using
proprietary data and Al know-how

We have a large amount of data,

but it is unorganized and not fully utilized... ﬁ
%o}
S
-~

Ellet e " Using machine learning
and a large language
model to shape
unstructured data

i
——
T
Structuring
unstructured
data

. Image e Floor plan extraction
data e Automatic property registration

El Audio e Call recording transcription
data e Customer satisfaction analysis

D 4
?i‘i_ @ Explosive growth in
available data accelerating
} productivity of user
companies

/ Increase the use of ITANDI products by
Creating a hub for communication in real estate
and its peripheral domains

We have implemented multiple systems to
improve operational efficiency, but we cannot catch %

up on understanding how to operate them... '0) o '®)
=Y g
Lifeli
2 oﬁe‘ & propTech Creating an open hub as
[ sankce AT TP infrastructure connecting
Tenant g .o ER: people, companies and
pushatndl -TRa " ot government

Corporation Government

Expand the number of users
by providing value through
multi-products

/
L)
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Appendix

FY25.10 Full-year earnings forecast

Aiming for further growth by continuing to focus on net revenue and core
business profit margin as important indicators

FY25.10
(Million yen) Forecast

Net revenue 31,846 42,300 +10,454

Growth rate (%) +36.6% +32.8% -

Business profit 4,025 6,000 +1,975

Growth rate (%) +85.2% +49.1% -

Core business profit margin (%) 12.6% 14.2% +1.6%

Growth rate (%) +35.6% +12.2% -

*1) For FY24.10, the Company finalized the provisional accounting treatment for the business combination, and the figures for FY24.10 reflect the details of the finalized provisional accounting treatment



Appendix

FY25.10 Full-year results forecast

Both RENOSY and ITANDI businesses plan to achieve Medium-term Business Plan targets for 2 consecutive years

FY25.10
(Million yen) Forecast

Revenue 189,883 248,000 +58,117 +30.6%

Gross profit 30,734 41,000 o
10265 a4

Consolidated e - 4.025 6.000
usiness profi , , N
Profit for the period 1,821 3,000 N
Gow 2% 1178 +64.7%
184,784 241,400 +56,616 +30.6%

RENOSY Gross profit 26,747 35,700 9
Marketplace (Gross profit margin) (14.5%) (14.8%) +8,953 +33.5%

Business profit 8,885 12,100 +3.215 +36.2%

(Business profit margin) (4.8%) (5.0%)

Revenue 4,513 5,900 +1,387 +30.7%

Gross profit 3,645 4,830 0
ITANDI (808%) (81.9%) +1’185 +32.5/°
Business profit 1,316 1,120 _ Y
(Business profit margin) (29.2%) (19.0%) ’

*1) For FY24.10, the Company finalized the provisional accounting treatment for the business combination, and the figures for FY24.10 reflect the details of the finalized provisional accounting treatment
*2) Calculated using the spreadsheet. FY25.10 Plan + FY24.10 Actual -1 *3) Refers to profit attributable to owners of the parent company




Appendix

Summary of income statement

YoY comparisons Achievement rate on forecast
FY25.10 FY24.10 A':[:’a“nrg:f Pe'gﬁ::‘zgee il FY25.10 :;ﬁfn; Achievement rate
D @ * i LU i > OYIOK
(Million yen) 18 Qe @) (@12-1) 109 cumulative | ¢ ocasta (SIE

Revenue 48,322 34,339 13,982 +41% 48,322 248,000 19%

Gross profit 8,601 5,720 2,881 +50% 8,601 41,000 21%

Business profit 1,209 395 813  +205% 1,209 6,000 20%

Finance costs 260 164 95 +58% 260 N/A -

Profit for the period 462 81 381 +468% 462 3,000 15%

*1) Profit for the period refers to profit attributable to owners of parent *2) For FY24.10, the Company is finalizing the provisional accounting treatment for the business combination, and each figure for FY24 reflects the details of the finalization of the provisional accounting treatment
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Appendix

Summary of balance sheet

(Million yen)

FY23.10 FY24.10 FY25.10 1Q | Amount of change

@ @)
cash & cash 17,452 19,325 24,499 5,173
Inventories'a 10,183 13,950 13,541 -409 . .
Current (Turnover period-s) (26.8days) (27.7days) (25.8days) (-1.8days) LOV}IS\:\:iz:'I::)I:l?r;aOFf)ItN
assets Trade receivables s 867 1,253 1,270 17 Cash Conversion Cycle (CCC)?)
(Turnover period-s) (1.9days) (2.0days) (1.9days) (-0.1days)
Others 2,637 4,173 9,984 5,811
Non-current assets 30,210 38,444 36,986 -1,458
Total assets 61,352 77,147 86,281 9,134
Trade payables™ 3,516 4,102 2,959 1,143 _ _
Liabilities (Turnover period*?) (8.2days) (8.7days) (5.7days) (-3.0days) (S?)tlanzlga.:)lll:aalzf-laaslste,tarsa?lo)
Others 37,250 49,813 59,541 9,728
Share capital 7,262 7,372 7,376 4
Equity Retained earnings 989 2,810 3,273 463 .
Others 12,332 13,047 13,130 83 (Tsoi:a?lr:hl;?:g:z:fstgert:rg?T"ScR’y))*n
Total liabilities and equity 61,352 77,147 86,281 9,134
CCC (Cash Conversion Cycle) 20.5days 21.0days 22.0 days 1.0 days

*1) For FY23.10 and FY24.10, the Company is finalizing the provisional accounting treatment for the business combination, and each figure for the FY23.10 and FY24.10, reflects the details of the finalization of the provisional accounting treatment *2) Inventories *3) Averages during the applicable
period are used for inventory, operating credit, and operating liabilities when calculating turnover time *4) Trade and other receivables *5) Trade and other payables *6) CCC (Cash Conversion Cycle) = Inventory turnover days + Receivables turnover days - Accounts Payable Turnover days- *7) Total
Shareholder Return (TSR)



Appendix

Objectives for financial figures

FY24.1 Qﬂ FY25.101Q
Actual Actual
Revenue growth rate 29.5¢, 40.7<
SaaS revenue
growth rate 40.9% 857%
Gross profit margin 16.2 17.87
Core business profit margin 12.6<, 13.3¢,
Cash C ion Cycl
2 °?g’§r§;°" Yee 21.0 days 22.0 days
Capital-to-asset ratio 30, 27%

*1) For FY24.10, the Company finalized the provisional accounting treatment for the business combination, and the figures for FY24.10 reflect the details of the finalized provisional accounting treatment

Medium-term target

Continuous revenue growth

30%

Continuous revenue growth

4

) 30 - 40%
> 20% -
> 15 - 20%
4

4

within 30 days

Aim for the level of

30 - 40%

53



Appendix

RENOSY real estate investment trend (October-December 2024)

Contracted customer age First-time/additional purchase ratio of contracted customers ™

(%) (%)

1o 19 9 |
16 18 18 9 m Additional
purchase

16 19 18 9

October-December 2024

July-September 2024

April-June 2024

First
January-March 2024 17 16 16 8 58 60 52 57 55 purchase
October-December 2023 17 19 16 8
2023 2024
m20~24 yo m25~29yo =30~34yo 35~39yo m40~44 yo m45~49 yo m50~54 yo m55~59 yo 60+ yo Oct- Dec Jan-March April-June July-Sept Oct- Dec
*1 . . *
Annual salary " Property unit price ™
(%) (%)
0 50 100
10
38% 51% 7% 5%
0
Up to 5+ 6+ T+ 8+ 9+ 10+ 12+ 14+ 16+ 18+ 20+ 30+
4.99  million million million million million million million million million million million million . . . .
million mUp to 20 million yen =20-30 million yen © 30-40 million yen 40+ million

*1) Survey period: October-December 2024 (October 2023 to December 2024 for customer trend data for every three months) Research agency: RENOSY Survey target: Number of contracts completed with RENOSY Survey method: Aggregate the number of
contracts completed within the period and convertit into a percentage

54



Appendix

Our loan screening and governance/compliance measures when entering into a contract

o Finance Division independent of Sales Division

L —

Property suggestions

Submit screening
information via My Page

Training for the Sales Division from in-
house lawyers and those in business
divisions working full-time in judicial
affairs

Implemented once every 3 months
- RENOSY License granted to those
who complete training

In addition, the strengthening of training
for Sales Division managers

Implemented once every 2 weeks

Also holding occasional compliance training

e Linking information to prevent falsification .in in-house

GA TECHNOLOGIES

o Property contracts by a specialist
contracts team that differs from the
Sales Division in that its members
hold real estate licenses

20

Sales Division

Property
suggestions

Property Contracts

Customer contract Div}Fon

Real Estate Notary

National qualification in real estate dealing

20

Sales Division

Chinese Wall
(loan screening that does not pass through the Sales Division)

Finance Division

When entering into contracts, using
third-party organizations to provide
explanations and confirm levels of
understanding

Providing sufficient
explanation,
confirming level of

understanding of
content, etc.

Outsourced
third-party organization

2 =8

Contracts

Customer ntra
Division

In-house developed loan
screening support system

MORTGAGE GATEWAY

by RENOSY

£

Guaranteed high security by no human
operation after the submission of screening

information from the customer

i,
Jal
.'e'.
Financial
Institutions

Regular contact with owners (customers)
regarding their concerns and to check
their circumstances

(utilizing call centers and apps)

Regular follow-ups

( 0‘:’"‘” ) Call center
customer,

N

Utilizing apps
Preventing the occurrence of
significant complaints etc.
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Appendix

ESG data

Environment .12

Scope1 *2)

Scope2 =3)

Scope1,Scope2 total

Electricity consumption (kwh)

CO2 emissions per sales
(t/hundred million)

Governance *»
Number of directors

Number of female directors

Ratio of outside directors

*1) Calculation applies to Tokyo headquarters only *2) Scope1 is out of calculation *3) Scope 2 is carbon dioxide emissions from electricity use in offices. CO2 factor : 0.0004457t-CO2/kWh. Results based on Location-based *4) Consolidated (board members,
full-time workers, part time workers, contract employees) *5) Consolidated (board members and full-time workers ) *6) Consolidated (part-time, contract employees) *7) Consolidated *8) Consolidated (full-time workers) *9) Non-consolidated number of GA
technologies. Due to change in recording for 1 person from FY22 to FY23, percentage of FY22 differs from previously disclosed number *10) Non-consolidated number of GA technologies *11) Non-consolidated number of GA technologies (full-time workers).

FY24

455

455

967,275

0.0024

FY24
8 people
1 people

62.5%

Social "2 FY22
No. of employees *4) 1,169 people
No. of full-time

employees *5) 967 people
No, of non-full-time 202 people
employees *6)

Percentage of 38.5%
female employees *7)

Average age (full- 30.49
time employees) *8) years old
Childcare leave Male © 45.8%

usage rate (by
gender) )

Female : 100%

Return to work rate
after childcare leave
(by gender) *10)

Male : 100%
Female : 100%

Job turnover rate *11) 15.6%

Ration of female in

A 7 15.79
leadership positions S-1%

FY23

1,371 people

1,090 people

281 people

40.1%

31.27
years old

Male : 80.0%
Female : 100%

Male : 100%
Female : 100%

17.3%

23.8%

FY24

1,743 people

1,487 people

256 people

38.4%

31.60
years old

Male : 96.5%
Female : 100%

Male : 100%
Female : 100%

13.6%

18.3%

FY23,FY24: Number of workers who left + enrolled employees at the start of the period (or end of the last period) x 100. FY22: Number of employees that left out of enrolled employees at the start of the period *12) As of October 31, 2024
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Appendix

Company overview

Established

Head office

Capital

1)
Number of employees1

Business description

Directors

March 12, 2013

40F Sumitomo Fudosan Roppongi Grand Tower, 3-2-1 Roppongi, Minato-ku, Tokyo

7,376,561,416 yen (January 31, 2025)

1,506 people (January 31, 2025)

- Development and operation of Al real estate investment service brand RENOSY

- Development of SaaS type of BtoB PropTech products

President, Representative Director, Executive Officer, and CEO: Ryo Higuchi
Vice President, Director, Executive Officer, and CSO: Fumio Sakurai

Director and Senior Managing Executive Officer: Dai Higuchi

Director and Managing Executive Officer, and CTO: Masanori Goto

Outside Director: Ken Kutaragi, Piotr Feliks Grzywacz

Outside Director Audit and Supervisory Committee Member: Tomohisa Matsuba,

Toshiro Kuwahara, Kazuto Nakajima

*1) Excluding officers, contract employee, part-time workers, and interns at consolidated subsidiaries.
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Disclaimer

This material contains forward-looking statements, which are based on current expectations, forecasts and assumptions that
involve risks.

These forward-looking statements contain uncertainties, and actual results may differ substantially from these statements.

These risks and uncertainties include general industry and market conditions as well as Japanese and international
economic conditions such as changes in interest rates and exchange rates.

GA technologies has no obligation to update or correct the forward-looking statements contained in this material, regardless
of any new information, future events, etc.

IR
Contact Email . ir@ga-tech.co.jp
IR website : https://www.ga-tech.co.jp/ir/
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