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@ GladCube
1. Company Overview — Company History > Uladlube

Started a Two-Division System with Business Segment
Changes

+ Marketing DX Division (SaaS, Online Advertising, etc.)

+ Technology Division (SPAIA, Outsourced Development,

etc.
GLAD CUBE LLC. Established * Conducted third-party allotment capital increase with MIC )
Innovation No. 4 Investment Limited Partnership and NTT
Investment Partners Fund No. 2 Investment Limited Partnership
+ Commenced transactions with the NTT Group Acquired a portion of Workhouse Co., Ltd.'s
business

Recipient of Google

Started consulting services S k;lstelfi on the Tokyo Stock Exchange Growth
_ . arket
for listing advertisements Award Opened Tokyo Branch Office

(Shibuya, Tokyo)

2007 2008 2009 2010 2011 2012 2013 2014 2015 2016 2017 2018 2019 2020 2021 2022 2023 2024

Sep, 2016
+ Commenced the current Technology
Launched the current Marketing DX Business Business Division (SPAIA) BTt B Weretom enm
Division (Online Advertising) * Launched the beta version of the
sports Al prediction analysis media
“SPAIA”
Launch of the “SPAIA“ mobile app Nov, 2020
Started website creation service version Launch of the “SPAIA Al Horse
Racing” (now: SPAIA Horse Racing) mobile
Apr, 2013 clzlo
* Launched access analysis services
+ Started the current Marketing DX SiTest Lite Launch Oct, 2023
Business Division (SaaS)
* Beta launched the web analytics Dec, 2019 Initiated the project for the establishment of the

tool SiTest sports data center “DRAGON DATA CENTER”

Launch of the horse racing Al prediction

analysis media “SPAIA Al Horse

Racing” (now: SPAIA Horse Racing)
Corporate

Current Marketing DX Business Division (Online Advertising)

Current Marketing DX Business Division (SaaS)
Current Technology Business Division (SPAIA)
Copyright© Glad Cube Inc. All Rights Reserved. 4




. @ GladCube
1. Company Overview - Mission, Vision, Values ~ y

In conjunction with the business segment changes for the fiscal year 2024,
we have refreshed our Mission, Vision, Values, and company logo

Mission

Changing the world with compassionate technology

Vision

The world's kindest, strongest, and most fun tech company

Value

®
umanitech (Humaity ~ Technlosy GladCube

The Vision Behind the New Logo

We incorporated the “G” from Glad and the name “Cube” to create a motif of a “box.” The box
symbolizes a place to “store, present, provide, deliver” and carries the image of a precious
container for valuable items such as jewels or gifts. It also conveys the idea of “solidify, unit, stack.”
As a company, our wish is to be a cherished “box” with a significant and beloved presence,
reflecting the sentiment of holding and treasuring important things

Copyright© Glad Cube Inc. All Rights Reserved.




1. FY24 Business Policies

@ GladCube

With a new mission of "Changing the world with compassionate technology," we aim to create new value for society as

a company that brings joy to people. Additionally, we will actively invest in and fully enter the fields of Web 3.0 and

generative Al, which have the potential to become central to our business in the future.

Talent
Strategy

o O

Yaf!

Customer
Strategy

o |=

VI

Corporate
Strategy

We will focus on improving the quality of both new hires and existing employees

We will continue to actively invest in our people

®* Amid intensifying competition for talent, we conduct recruitment activities focused on the quality of our workforce,
aiming to be a company chosen by top-tier talent.

® We prioritize developing the next generation of leaders with equality across all genders, practicing sustainable growth for
both our employees and the company.

We aim to maximize operating profit by implementing effective methods to improve LTV

® Due to changes in our business domain, we are integrating business units to strengthen collaboration and enhance
our sales capabilities.

®* We aim to acquire new customer segments from new business ventures and cross-sell to them, targeting improved
sales efficiency and reduced promotional costs.

We are actively considering M&A opportunities that will expand our growth foundation

and are seeking opportunities for strategic investments

® We are actively pursuing M&A activities that leverage synergy effects to expand the distribution of products and
services, leading to the growth of our customer base.

®* We aim to secure core resources in Al-related businesses to facilitate product development and the development of
new services.

Copyright© Glad Cube Inc. All Rights Reserved. 6



2 ‘ FY2024 Q1 Financial Highlights
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: @ GladCube
2. Executive Summary ~

FY24 Q1 Performance FY24 Q1 Segment Performance

* In FY24 Q1, our sales revenue achieved a YoY growth of +9.5%, marking the . .
highest first-quarter sales on record. Additionally, we exceeded our planned Marketmg DX Business

target by +3.0%, demonstrating strong performance against our projections.

(93]
w
~N

Revenue
* The Marketing DX Division has been progressing well, surpassing its planned

target by +12.8%. 3 3 7
Million Yen

* The Technology Division achieved significant growth in sales revenue with a YoY
increase of +181.6%. Progress in PMI has also been smooth, with expectations
for further growth this FY. Plan comparison

- Due to proactive investments looking ahead, our operating profit, ordinary profit, _I_ 1 2 8 %
u

and net income for the period all experienced YoY declines; however, they
significantly surpassed our planned targets and are progressing well.

Achieved record-high Technology Business
performance in Q1
Operating . .
Profit Ordinary Profit Revenue

431.... ¥ -19... ¥ -21... TR S

;(.i"
:
g
.
%

>
(g}
-
c
>
[

Sales

Same Period Last Year Same Period Last Year Same Period Last Year .
394 Million Yen 111 Million Yen 114 Million Yen Plan comparison

(%
o

%
g
7 0
0

Plan comparison +9.5% Plan comparison — Plan comparison —

>
(@]
—
c
>
-

-21.5%
*As announced in the "Notice Regarding Changes to Reporting Segments" released on Dec 5, 2023, we have changed
our reporting segments effective from the Q1 of the FY24. Therefore, the segment performance is reported under the Copyright® Glad Cube Inc. All Rights Reserved, 8
new business unit names following the change.
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2. FY2024 Q1 Financial Highlights Performance Trends S GladCube

Sales (Unit: million of JPY) Operating Profit (Unit: million of JPY) Ordinary Income (Unit: million of JPY)
500 220
m Marketing DX Business 220
250 m Technology Business 431
400
Lo 170
350
300
120 120
250
200
70 70
150
100
20 20
50
10 2Q 30 4Q 1Q 2Q 3Q 4Q 1Q 2Q 10 2Q 3Q 4Q 1Q 2Q 3Q 4Q 1Q 2Q
0
10 20 3Q 4Q 1Q 20 3Q 4Q 1Q 20 3Q 4Q 1Q -30 19 30 -21
FY21 | FY22 | FY23 |Fyz4| Fy21 FY22 FY23 |FY24| FY21 FY22 FY23 |FY24|
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2. FY2024 Q1 Financial Highlights Cost Composition Trends S Gladcube

We have begn executing pro”actlve investments su:l?e' the end of the Cost Composition Highlights
previous period to advance “our corporate capabilities, scaleupour [~ T
company size, and accelerate business growth”.

Personnel Costs and Recruitment Expenses

(Unit: million of JPY)

COST STRUCTURE TRENDS

* We have been actively hiring to strengthen our growth

m Personnel Costs and Recruitment Expenses m Advertising and Promotional Expenses foundation.
Transaction Outsourcing Expenses * We implemented a grade system that resulted in salary
470 Others increases

(+48.9% compared to the previous year).

I
I
I
420 :
: Outsourcing Expenses
310 I * The significant increase in outsourcing expenses is primarily
: attributed to outsourced development costs related to product
320 | development, Al research and development, and commissioned
: development projects such as web services
270 79 : (+404.5% compared to the previous year).
i
220 12 1 Others
52 18 1
" * Increased rental expenses due to leasing new offices with the
170 : expansion of our workforce.
: * Investments in systems and technology to ensure the effective
120 I conversion of technical capabilities into revenue through
192 : development efficiency and optimization.
70 " * Increased costs for server expansion due to a rise in
: development projects.
20 : * Increased goodwill amortization expenses resulting from the
1 partial acquisition of business from Workhouse Co., Ltd.
20 2Q H (+70.1% compared to the previous year).

FY22

Copyright© Glad Cube Inc. All Rights Reserved. 10
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2. Q1 Financial Results by Segment Revenue and Operating Profit Progress S GladCube

unprofitable businesses. However, strong performance in the Marketing DX Business kept overall sales
progress largely in line with the plan. Additionally, operating profit, ordinary profit, and net income
significantly exceeded the planned targets.

In the Technology Business, progress in sales reached 16.0% due to the elimination of certain
Topics ‘

FY24 Full-Year Segment Revenue Progress Update EY24 Full-Year Performance Forecast

Total Sales I [ e,
otal vales 23.4% (431 million Yen)
Revenue
1,847
Marketing DX 26.8% (337 willion Yen) ! Million Yen (+21.3%)

Business

Breakdown

Technol . .
;Zs?:ezfy (NONZS (94 willion Yen) Marketing D):(I-Buzsgzs
Million Yen
?

Technology Business

FY24 Operating Profit Progress 589 witiion ven

Operating profit
_ (-50.7 Million Yen) . ]
(Plan) Operating Profit

Operating profit YoY
(Actual results) - (~19 willion Yen) - 2 O 3 Million Yen (142 wiion ven)

0% 10% 20% 30% 40% 50% 60% 70% 80% 90% 100% Copyright© Glad Cube Inc. All Rights Reserved. 11
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2. FY2024 Q1 Financial Highlights By business S GladCube

________________________________________________________________________________________________________________________________ Technology Business

Marketing DX Business o
2 1 " 8 Jo Marketing DX Business

1 Q sales Planned Ratio
337 wittion Yen +12.8%

In the production of websites and landing pages, sales
have been progressing smoothly, and the revenue of the
Marketing DX division has exceeded expectations and
landed successfully.

Technology Business

1 Q Sales Planned Ratio

94 Million Yen '21.5%

By acquiring a portion of the business from Workhouse Co., Ltd.,
we incorporated sales related to contract development,
resulting in a significant YoY increase of 231.6% in sales.
However, due to the elimination of some unprofitable
businesses, there was a decrease of 250 million yen compared
to the plan.

FY24 1Q
Sales

43 1 Million Yen

- [8.2%

Technology Business

\\ 7 2
\
0,
\\ n A)
\\
\\

\

)

FY23 1Q

Sales
v

394 willion Yen

Marketing DX Business

92.8.

Copyright© Glad Cube Inc. All Rights Reserved. 17



3 ‘ Business Overview / Performance Trends by Business Segment
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3. Company Overview — Business Overview

To realize the business that our customers seek, leveraging
our strength in Al-powered data analysis, we will restructure
into a two-division system starting in 2024

€ Marketing DX Business

» We are preparing new services in the areas of digital
marketing, generative Al, site analysis, and Online
Advertising

» In the field of reskilling, we are creating a new pillar of
business
@ Technology Business
» By providing differentiated sports data to major media
outlets, we have achieved significant growth

» We are preparing new ventures related to generative Al

» Through the elimination of some unprofitable
businesses and the promotion of restructuring, we have
successfully achieved substantial cost reductions

@ GladCube

@ GladCube

Promotion Headquarters Innovation Headquarters

Marketing DX Division

Technology Division

& SaaS Team

In-house Development of Website
Analysis Tool for Problem Solving

Development related to generative Al

Website Analysis and Improvement Tool

S/lest Siestlile Faslest

Online Advertising Team

Online Advertising Agency Business

Highly Valued Web Advertising Operational Expertise and
Access Analytics Capability in the Market

© Creative Team

Website and Video Production

*The Online Advertising Team and the Creative Team were formerly
part of the Marketing Solutions Business Unit. Considering future
growth prospects, they have been separated into distinct teams

SPAIA Team

In-house Development of Al-Powered Sports
Prediction and Analysis Media

Sports Al Prediction ® SPAIA ® spaiamm
and Analysis Media @ sPalanrng

Sports Data Center DRAGON
ENTER

Outsourced Development
Team

Leveraging digital technology
to deliver innovative solutions

Development related to generative Al

Video X Generation Al VR/AR X Generation Al

Medical DX Team

Sports Medicine, Aesthetic Medicine, and Telemedicine

Ul/UX Team

Copyright© Glad Cube Inc. All Rights Reserved.
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] . . . i @ GladCube
3. Business Overview and Business Model — Business Domain ~

* Securing core talents in the Al field and acquiring new technological capabilities have enabled us to undertake innovative product
development and research in the Al domain. This has made it possible to enter new market segments

* Inthe future, we will leverage our strength in Al-based data analytics to provide customers with optimal problem-solving
solutions as demanded

B2B B2C

SaaS

Marke_tmg DX Online Advertising
Business Team
Creative

SPAIA

Outsourced
Technology Development

Business Medical DX

Ul/UX

Copyright© Glad Cube Inc. All Rights Reserved. 15
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3. New business initiative (Reskilling) ® GladCube

The new service “Resnavi," disclosed on Mar 18, 2024, is an immersive program aimed at cultivating top-notch web marketers,
along with an online learning program powered by generative Al to achieve operational efficiency.

We are launching multiple reskilling programs starting with these two initiatives, with plans for further program expansions in the
future.

Digital Marketing Learning Program Generative Al Learning Program
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3. Market Size of Reskilling S GladCube

At the "Nikkei Reskilling Summit 2023," Prime Minister Kishida introduced the government's plan to invest

to support individual reskilling efforts. This highlights the increasing trend in Japan's reskilling market. Particularly with the
advancement of DX (Digital Transformation), further market expansion is anticipated. The use of e-learning is also widely adopted
for reskilling efforts, contributing to the growing market size.

In FY2022, the overall e-learning market size (including both individual and corporate sectors) reached approximately 370.5 billion,
showing a 4.3% increase compared to FY 2021.

Japanese Corporate Training Services and Domestic E-Learning Market

Corporateriraining
Services/Market

The market is forecasted to expand
due to government support and

1
|
|
|
1
|
|
|
1
|
|
|
increasin cororate demand :
|
|
1
|
|
|
1
|
|
|
1
|
1

(f AM))

(TAM) Corporate fraining
S pll/ . .

Services iViarket
Corporate Iraining

- Y 4 3 \\ _ , ad
Services iviarket

Domestic Corporate

(SAM) e-Learning Market

Domestic Corporate
e-Learning Market

(SAM)

Domestic Corporate
e-Learning Market 32 Approx. 112.3 Billion Yen

Approx. 107.5 Billion Yen

FY2022 FY2023 From FY2023 onwards

The data for the corporate training services market is sourced from the survey results of "Research on the Corporate Training Services Market (2023)" published by Yano Research Institute.

- . ) - . . ight© Gl Inc. All Rights R .
The data for the domestic corporate e-learning market is sourced from the survey conducted on the "e-Learning Market (2023)" published by Yano Research Institute. Copyright© Glad Cube Inc ‘ghts Reserved. 17
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: @ GladCube
3. About new business - What is the Digital Marketing Learning Program Resnavi - acrube

|TResnaviJ| Overview BFEROREEHOLEREECladCube ) ZF 1) > 514
A EHPDLETH > FTERE BT
v' Digital marketing reskilling program provided by TORNAMREEHN - AEMLERFcasy
GladCube

s\ CostCut

v" Unlike traditional reskilling programs, we offer ongoing o LEEHEE AHERT
support to solve your business and marketing challenges CF AE—F1 —icE
while developing practical skills in participants. Our
approach helps reduce advertising fees and promotes
in-house production capabilities.

v" An active marketer from GladCube, who has a track _ HY—E X

record of cumulative advertising spending of over 100 ] _ ]
B/ REICEHET REoL7OFFLHIG

billion yen, serves as a lecturer and provides know-how. s/ FBIOISL ERICTOISLEEE BiE%HOEER
T . giE. 0JT. EaDY12ILT ToFybEASTLETS
v" Providing an environment where employees can always RECZF Y TPy 7 BESE
obtain the latest knowledge through support from Ao EEnD
instructors even after completing the program, and E&E7 A FEEAL, ddni i

fET#IZZAL—ZICHBE

developing highly specialized human resources so that
graduates of “Risnavi” will be recognized as industry-
oriented specialists.

HHTRAL,000@FIN LD —RORBERL KEOMMER
EEREBED/ INTEE2 WebT—o4—higy
RigWebv—4r a2 —p'EY
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: s : : @ GladCube
3. New Business Initiative - Generative Al learning program - ~ y

) option to increase employee productivity
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3.

New Business Initiative

Acquirable skills

"
A
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LET.
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€35 OEEAOEREE L TS
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- Generative Al learning program -

YATER

FRENRECFRATACSEETHSAS
THFEIVTFPEFILERUET,

AlDEFETH

ChatGPTE & EL. fEREURL TSR
FILERTF. BEEESLET

IVS=FIVY

Aot EETHEERCVESICEELTO
T RCHYIEMENEYU. TRl
AFEoMmELRAELET,

@ GladCube

By utilizing subsidies from the Ministry of
Health, Labor, and Welfare,

&

VELBL.BEVDRBE

h,

Ministry of Economy,

FHRME

ERRE . I
HEOEHEE MRRE. EXRRELE
BEEHEHLEIR BEEMFICMZ.
BRI h3 BXNBTLHEEIND
KEHAM BEE BAIZELE

Regardless of industry or industry, you can learn skills that will lead to actual business improvement.

Copyright© Glad Cube Inc. All Rights Reserved. 20




3-1 | Marketing DX Business
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3-1. Service Overview (Marketing DX Business)

@ SaaS Team

In-house Development of a Website
Analysis Tool for Problem Solving

-] Online Advertising
Team

We handle a wide range of Online
Advertising including listing ads, social
media ads, DSP management, and offer
reskilling with “Resnavi”

@ GladCube

© Creative Team

We create websites and landing pages that
are integrated with advertising, tailored to
meet the specific requirements of our
clients

Website Analysis and Improvement Tool

S/lest
S/lest/ie

Faslest

* Landing page, video production, and shooting expenses

Online Advertising agency business

Highly valued web advertising operational
expertise and access analytics capabilities
in the market

* Direct and agency-based tool sales * Advertising operation agency fees

* Production, support, and operation of landing pages,

* Provision of website analysis consulting * Tool sales in collaboration with the

banners, and videos linked with advertising

* Creative expenses for website creation, etc SaaS team (cross-selling revenue)

* "MoVest" was a project focused on analyzing and testing videos, with plans to concentrate management resources on developing video-generating Al and exploring revenue opportunities based on
various indicators such as market viability. After careful consideration, the board of directors decided to terminate development during the meeting on May 15, 2024. The impact on performance is

expected to be minor.
Copyright© Glad Cube Inc. All Rights Reserved. 27
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3-1. Marketing DX Business Performance S GladCube

- Year-to-date progress rate Sales Revenue: 26.8%
Topics - Regarding revenue, sales have progressed smoothly, exceeding the planned ratio by +12.8% due to steady performance in website and
landing page production
- Operating profit has declined YoY due to human investment aimed at strengthening growth foundations (increased headcount and average
15% salary raise), but it is showing signs of improvement
Sales (Unit: Million of JPY) Operating profit (Unit: Million of JPY)
400 300
350 337
250
300
200
250
200 150 141
150
100
100
50
50
0 0
10 2Q 3Q 4Q 1Q 2Q 3Q 4Q 1Q 2Q 3Q 4Q 1Q 2Q 3Q 4Q 1Q 10 2Q 3Q 4Q 1Q 2Q 3Q 4Q 1Q 2Q 3Q 4Q 1Q 2Q 3Q 4Q 1Q
FY20 | FY21 | FY22 | FY23 |F2s) | FY20 | Fy21 | FY22 | FY23 |Fv2q|

Copyright© Glad Cube Inc. All Rights Reserved. 23




‘ o
3-1. Our Strength Top-tier Profit Margins in the Similar Industry S GladCube

Unique expertise and educational infrastructure focused on high-productivity operations
* We have achieved a leading market share in both the SaaS and Marketing Solution businesses, and they complement each other synergistically
* Since our foundation, we have successfully garnered inbound orders through content marketing strategies, effectively minimizing advertising and
promotional expenses

As a result, we have established a structure that focuses on customer support, leading to a high profit margin in our operations

100.0% T q d o ¢
Operating... gmpor:?\ry ecreasg ue to proactive .|r|ng o
90.0% high-caliber talent aimed at strengthening growth
foundations, as well as implementing average
80.0% salary increases of 15% for all employees, with Recovering to
70.0% some receiving raises exceeding 60% high levels
. (1]
59.0%
60.0%
50.0%
40.0%
30.0%
20.0%
10.0%
0.0%

1Q 2Q 3Q 4Q 1Q 2Q 3Q 4Q 1Q 2Q 3Q 4Q 1Q 2Q 3Q 4Q 1Q

FY20 FY21 FY22 FY23 | FY24 |
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3-1. Marketing DX Business KPI Trends S GladCube

M Trend in Quarterly Average Active Accounts (SaaS + Online Advertising) B SiTest : Quarterly Average Churn Rate Trends

_ . (Net Revenue Churn Rate)
The strengthening of the inside sales

(Unit : Cases) infrastructure has led to a solid (Unit : %)
1,100 performance, with a YoY increase of 7%
12.1%

1,000 We aim for a churn rate of below 1.5%

through strengthening customer

200 success initiatives
800

5%
700
60
50

3%
40

2.4%

30
20

1%
10

0
Q 4Q

1Q 20 3Q 4Q 1Q 20 3Q 4Q | 1Q 2Q 3Q 4Q 1Q 2Q 3 1Q 2Q 3Q 4Q/1Q 2Q 3Q 4Q,1Q 20 3Q 4Q/1Q 2Q 3Q 4Q 10

FY20 Fy21 FY22 FY23 FY20 FY21 FY22 FY23
Fy24 L Fy24

(@]

(@]

o

(@]

(@]

o

Definition: Total number of customers for the SaaS team and the online advertising team Definition: (Lost Monthly Recurring Revenue - Increased Monthly Recurring Revenue from Existing Customers) /

Monthly Recurring Revenue at the beginning of the month (end of the previous month)
Copyright© Glad Cube Inc. All Rights Reserved. 25




3-1.

Marketing DX Business Growth strategy

Marketing DX Business

I New services in the SaaS, Online Advertising, and creative areas

Launch of new service “Resnavi”
Creation of a new Saa$ product

New service in the digital marketing domain

Development of a solution framework for post-cookie
measurement

Strengthening the foundation of inside sales operations

Enhancement of capabilities to increase website
development orders

Implementing proactive M&A and business partnerships

@ GladCube

We aim to create new business ventures alongside existing

products and services, establishing innovative promotional

support activities

Digital marketing reskilling
program provided by
GladCube

* Not only have digital marketing
skills, Responding to the latest
technology and trends

» A reskilling program for
developing DX human resources
using generative Al

FELEREECEALTVIATIN?

REEEEDSEITHT
UzFu>J709

N\  BREEATERA7SHHEB

nn . ETRANMRT S

0 El kg e

Copyright© Glad Cube Inc. All Rights Reserved.
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3-2 | Technology Business
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3-2. Service Overview (Technology Division) S GladCube

r ~N ...
Outsourced
|f/\7' SPAIA Team />
Development Team
In-house De.ve.lopment of AI—.Power(.ed Leveraging digital technologies such as Al Providing comprehensive support from
Sports Prediction and Analy5|s Media to provide innovative solutions development design to customer sales

strategies, inclusive of comprehensive
marketing support

@ spaia S5

@ SPAIAMI G &S « Development of Web3.0, gami-fi, etc * System development costs, business strategy design

Sports Al Prediction and Analysis Media

Sports Data Center * Development of Al-powered video analysis systems * Planning-oriented marketing support

* Development of online medical consultation systems

DRAGON * Development consulting

DATA CENTER

nnnnnnnn + Glad Cube

Revenue Model -

* Subscription by Paid Members Medical DX
* Article Advertisements and Contributions + 8 U I/UX Team
* Sale of Widgets for Live Ball Reports and Tea m

Outcome Predictions

. . SPAIA/DRAGON, a team structure that collaborates with contract development and new
* Fees for Providing Analytical Data

business development

* Based on various indicators such as revenue prospects and challenges in business expansion, the board of directors decided to withdraw the business of the app "Haoshiru" aiming to achieve Medical &

Dental DX, in the board meeting held on May 15, 2024. The impact on performance is expected to be minimal.
Copyright© Glad Cube Inc. All Rights Reserved. 28




i @ GladCube
3-2. Technology Business Performance > Uladlube

+ Year-to-date progress rate Sales Revenue: 16.0%

Tobi + The total membership for SPAIA has grown steadily to 128,000 members, representing a year-over-year increase of 18.2%
opics
Efforts to increase paid subscription members include ongoing initiatives to improve Ul/UX and develop new product content

- Additionally, structural reforms involving the discontinuation of certain unprofitable businesses have led to a decrease in revenue

Sales (Unit: Millions of JPY) Operating profit (Unit: Millions of JPY)

From the fourth quarter of fiscal year 2023 onwards,

o

160 revenue saw a significant increase due to the inclusion of
sales related to new product development, R&D in the Al -10
field, and outsourced development of web services
140
-20
120 20
100 -40
80 -50
-60
60
-70
40
-80
-81
) I I I I I I I )
0 L . -100
4Q 1Q 2Q 3Q 4Q 1 2@ 3 4Q 1 2 3Q 4 1Q 4Q 1Q 2 3 4Q 1 2 3 4Q 10 2 3 4 1a
| FY20 | FY21 FY22 | FY23 |FY24 | | FY20 | FY21 FY22 FY23 |FY24 |
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3-2. Technology Business @ GladCube
SPAIA - SPAIA KEIBA Quarterly Average Membership Count Trend

* SPAIA is enhancing its content through collaboration with major sports media

. SPAIA
Top|cs * The conversion rate to paid memberships has been high ®
Efforts continue to strengthen acquisition of free members. (D SPAIAGRS
* Implementation of a points system and other measures to encourage continued engagement @ SPAIAM &%
are being carried out
. Total SPAIA I i
SPAIA and SPAIA KEIBA Membership Trends 1o SPA% SPAIA KEIBA Paid Conversion Rate
(Registration Numbers)
127,813 The conversion rate from free
140,000 SPAIA Membership Count 2 888 membership to paid membership is
SPAIA KEIBA Free Membership Count ’ maintained at a high level
: ; 30.0%
120,000 SPAIA KEIBA Paid Membership Count
25.0%
100,000
20.0%
80,000
15.0%
60,000
10.0%
40,000
5.0%
2 . . — . |
0,000 26,178 0.0%
3Q 4Q 1Q 2Q 3Q 4Q 1Q
0 FY22 FY23 | Fvas |
1Q 2Q 3Q 4Q 1Q 2Q 30Q 4Q 1Q 2Q 30 4Q 1Q
FY21 FY22 FY23 | FY24 | * The paid conversion rate has been calculated since September 2022. The paid conversion rate

is reported as the average for each quarter
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‘ o
3-2. Technology Growth Strategy ® GladCube

Technology Business
I SPAIA - UlI/UX Areas I Outsourced Development - Medical DX Areas
Creating data sources for the beta launch of DRAGON Data Strengthening the system for stable contracted
Center development

Solution service for automatically generating

New app "SPAIA KEIBA Assist" scheduled for Q3 launch [§FEEES personalized video advertisements (CM)

Commission for the development and operation of widgets
for media

Increasing ad exposure through mass production of articles
using generative Al

Ul/UX improvement to increase subscription paid members,
and enriching content for new product creation

Providing proprietary data on amateur sports using
blockchain technology
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o °
3-2. Related Markets for DRAGON DATA CENTER S GladCube

GladCube is developing a system for sports betting that handles data from all sports and analyzes this data for betting predictions,
as part of its entry into the sports betting market
Additionally, they are preparing to provide the acquired sports data to companies related to global sports betting

I The global sports betting market size (Trillion Yen) *! I The global online sports betting market size (Trillion Yen) *?2

CAGR 20.6 10.5

4.6%

17.2 CAGR

15.1%

16.3

FY2023 FY20244 FY2028 FY2022 FY2024 FY2029 (Estimate)
(Estimate) (Estimate) * 2 Using data from "Global Online Sports Betting Market (2024 Edition): Analysis By Type (Fixed Odds Wagering,
Live Betting, Daily Fantasy, Others), By Age, By Sports, By Region, By Country: Market Insights and Forecast (2019-
* 1 Using data from "Sports Betting Global Market Report 2024" published by Research and Markets. 2029)" published by Research and Markets.
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4 | Appendix

Financial Results Q1 Fiscal Year 2024 (P/L * B/S) P.34~P.35
Human resources Number of Employees P.36

Human resources Commitment to ESG Initiatives P.37
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4.

@ GladCube

Financial Results Q1 FY24 (PL)
YoY
Dec 2023 Dec 2024 Full-Year Progress Rate
1Q 1Q C:;r:)g:nitn Rate of Change Forecast g

Sales 394 431 37 9.5% 1,847 23.4%
Gross Profit 363 346 AN NAT% 1,322 26.2%

(Profit Margin) 92.2% 80.2% AN12.0% 71.6%
Selling and General
Administrative 251 365 113 45.3% 1,526
Expenses
Operating Profit 111 /A\19 A131 — A203

(Profit Margin) 28.4% = - —
Ordinary Profit 114 A21 /135 — A214

(Profit Margin) 29.1% — — —
Net Profit for the Period 73 /A\19 /\92 — /235
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4.

@ GladCube

Copyright© Glad Cube Inc. All Rights Reserved. 35

Financial Results Q1 FY24 (BS)
Dec 2023 Dec 2023 Dec 2024 Dec 2023 Dec 2023 Dec 2024
1Q Year-to-Date 1Q 1Q Year-to-Date 1Q
Current Assets 2,607 2,572 2460 Current Liabilities 1,069 1,167 1,154
Cash and Deposits 1,946 1,738 1,642 Accounts Payable 393 493 488
Accounts Receivable 500 601 549 Current Portion of Long- 173 265 256
Term Debt, etc.
Advances Paid 128 159 162 Accrued Liabilities 153 156 112
Others 32 12 106 Others 347 251 296
Advances Paid 224 646 653 Fixed Liabilities 379 679 606
Tangible Fixed Assets 15 18 35 Total Liabilities 1,449 1,846 1,760
Intangible Fixed Assets 77 312 302 Total Net Assets 1,390 1,378 1,359
Investments and Other iabhiliti
o 131 315 316 Total Liabilities and 2 839 3.224 3119
Net Assets
Deferred Assets 7 5 4
Total Assets 2,839 3,224 3,119



4. Human resources Number of Employees

Trend in Employees
Regular Employees Onl

143 144
94
81
53

FY18 FY19 FY20 FY21 FY22 FY23 FY24
Full-Year Results

As of the end of Mar 2024, the number of employees was 144, which is below

the target of 165 for the FY 2024.
(Out of these, 5 employees joined by the end of Mar, and 7 accepted job offers.)

FY24 Recruitment Progress
(Regular Employees Only)

April Joiners 3

(Marketing DX Business 2,Technology Business 1,

Business Planning Department 2)

May Joiners
Joining from
June Onwards

EE R ENAELE

(Technology Business 2)

In the area of digital marketing support, we

o

FY 2021 21.0% actively recruited inexperienced individuals
o, last FY. Therefore, this fiscal year, we are

FY 2022 23.0% focusing on hiring experienced professionals.
0 Similarly, in the development department,

FY 2023 20.5% based on the successful recruitment

FY 2024 3.4% experience from last year, we have reduced

our hiring quota.

@ GladCube

Personnel Composition

Others

17.4% Marketing DX Business

55.5%

FY24 Q1

Number of
employee

144

Technology Business
27.1%
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4. Human resourcesCommitment to ESG Initiatives

Vision

Eliminating discrimination based on factors such as age,
gender, nationality, and educational background to
embody 21st-century management

We have formulated an action plan for general employers based
on the Act on Promotion of Women's Participation and
Advancement in the Workplace

To establish an employment environment where women can further thrive,

we are formulating a general action plan for business owners for the four-
year period from Apr 1, 2022, to Dec 31, 2026.

a To achieve a female executive ratio of 30% or higher

We disseminate information about various systems such as

a childcare leave under the Childcare and Family Care Leave Law,
childcare leave benefits under the Employment Insurance Law,
and maternity leave under the Labor Insurance Law. Additionally,
we are building a support system for work-life balance support
programs

@ GladCube

At the end of Mar 2024

Ratio of Female Executives 33.0%
Ratio of Full-Time Female Executives 60.0%
Ratio of Female Regular Employees 30.6%

Ratio of Female Managers
0)
(Breakdown of Managerial Positions) 20.4%
Ratio of Female Managers
8.3%

(equivalent to department managers)
Ratio of Female Leaders

50%

(equivalent to section managers)

* Although leadership positions are not legally recognized as “management
and supervisory positions” under labor laws, we consider them as
managerial positions, specifically as 'management positions,' responsible for
overseeing teams

\ /‘—J’“‘r\JQ
ég??) , %’g/ As of Sep 1, 2023, our company has been certified with three
# 0
i \ ‘ stars in the "Osaka City Leading Company for Women's
% o Empowerment" certification program implemented by Osaka
23 % e

City
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GladCube

Disclaimer

This document includes statements regarding future prospects. These forward-looking statements are based on information available at the time of
their creation. They do not guarantee future results or performance. Such statements about future forecasts involve known and unknown risks and
uncertainties, and as a result, actual future performance and financial conditions may significantly differ from the forecasts indicated by the
statements, whether expressly or implicitly.

Factors that may affect the actual results include changes in domestic and international economic conditions, industry trends in the sectors in which
the company operates, among others, but are not limited to these.

Additionally, information regarding matters and organizations other than our company is based on generally available information, and we have not
verified the accuracy or suitability of such publicly available information and do not guarantee it.
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