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Takeshi Kaneko (hereafter “Kaneko”). I will now
explain about our financial results based on the
material for briefing the financial results in the
second quarter of the fiscal year ending December
2024. 1 am pleased to welcome you today.

[ will explain about the four items on this slide
today. As for appendix, I plan to give my
explanation with a focus on the updated points.
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Executive Summary Executive Summary (&) REgouce

Results for Q2 of FY 12/2024

Sales grew and profit increased year on year.

12/2023 12/2024
Net sales 7,486 9’164 million yen +22.4 % year on year

Operating profit 796 1’042 million yen +30.9 9% year on year

operating prot! 10.6 11.4 * 0T e

This slide gives the executive summary. We had net
sales of 9,164 million yen and operating profit of 1,042
million yen in the first half of this fiscal year. In addition,
operating profit margin was 11.4%. Net sales were up
22.4% and operating profit was up 30.9% year on year,
meaning that both sales profit increased.
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Earnings Report Consolidated profit and loss statement &) QG

* Net sales slightly fell below the forecast, while operating profit was almostin line with the forecast.

* Thefinancial results of Pros Cons will be included in the consolidated profit and loss statement from
Q2, and those of Pro-X and Digital Design Services will be included in Q3, respectively.

2023 2024 (FL all yea) Progress
_- rate

Net sales 7,486 9,164 +1,678 +22.4% 20,856 43.9%
Outsourcing expenses 4,613 5,458 +844 +18.3%
Personne | expenses 842 1,092 +249 +29.6%
Other costs 117 100 -16 -13.9%
Gross profit 1,913 2,513 +600 +31.4% 5,839 43.0%
T 1,116 1,470 +354 +31.7%
Operating profit 796 1,042 +245 +30.9% 2,398 43.5%
Ordinary profit 811 1,051 +240 +29.6% 2,399 43.8%
Profit 580 735 HIEE +26.8% 1,646 447
Gross profit margin 25.6% 27.4% +1.9p - 28.0%
10.6% 11.4% +0.7p - 11.5%
61.6% 59.6% -2.1p

This slide provides the consolidated profit and loss
statement. Net sales slightly fell below the forecast.
That 1s a little disappointing. On the other hand,
operating profit was almost in line with the forecast.
We were also able to control costs to a certain
extent.

We recognize that we need to move forward while
further increasing our net sales. Therefore, we will
focus on recovery of net sales in the second half of
this fiscal year.

Moreover, Pros Cons is included in this profit and



loss statement from the second quarter of this fiscal
year as it shows consolidated financial results. We
plan to include Pro-X and Digital Design Services
from the third quarter. Accordingly, the results of
those companies are not yet included in the profit
and loss statement for the second quarter.

In terms of the breakdown of the profit and loss
statement, net sales and operating profit are as |
mentioned in the executive summary. Gross profit
was 2,513 million yen. This was up 31.4% year on
year. Ordinary profit and profit are as on the slide.

The progress rate for the full-year earnings forecast
is 43.9% for net sales and from 43% to 45% for the
various profit categories. We will continue to
steadily increase these figures in the second half of
this fiscal year.



Earnings Report Factors in increase/decrease of operating profit {o) GORE concerT

* Operating profit rose thanks to growth in net sales.
(+245 million yen, or up 30.9%, year on year)

Increase Decrease u Total

2 500 1,678

- 844

. -426 -15 1,042
000 796 -145

The slide indicates the factors in increase and
decrease of operating profit. This 1s a graph we
include in the briefing material every time. The
basic trends remain the same. We control costs in
response to the increase in net sales. As a result, we
reliably earn the amount of money necessary as
operating profit.

In terms of operating profit, we believe we have the
ability to generate a certain level of profit by
thoroughly controlling outsourcing expenses.



Earnings Report

Net sales

Support for DX

Support for staffing of IT personnel
Gross profit

Support for DX

Support for staffing of IT personnel
Gross profit margin

Support for DX

Support for staffing of IT personnel

Backlog of orders
(as of the end of term)

Support for DX

Support for staffing of IT personnel

Results by segment

2023

7,486
3,578
3,908

1,913
1,264

648

25.6%

35.3%

16.6%

2,790
1,482
1,307

® Gross profit margin grew year on year.

2024

9,164
4,289
4,874

2,513
1,666

846

27.4%

38.9%

17.4%

3,644
1,980
1,663

C

Unit: million yen

+1,678
+711
+966
+600
+402
+197
+1.9P
+3.5P
+0.8P
+853

+497
+355

+22.4%
+19.9%
+24.7%
+31.4%
+31.8%

+30.5%

+30.6%
+33.6%
+27.2%

CORE CONCEPT

TECHNOLOGIES INC.

This slide shows

the results by segment. We
disclose our results in the segments of support for
DX and support for staffing of I'T personnel. This is

the breakdown of those segments.

Net sales increased year on year in both segments.
Gross profit is growing by over 30%. Meanwhile,

the order backlog in the first quarter was a little
small. However, it increased to more than 3,600
million yen in the second quarter. It is steadily

building up.




Eamings Report Variation in quarterly net sales (o) GoREgONCERT

* Net sales from support for DX and support for staffing of IT personnel are growing.

* For support for DX, the search for new projects did not progress smoothly. For support for staffing
of IT personnel , the amount of orders from some existing major clients decreased. Accordingly,
both net sales slightly fell below the forecastin Q2.

m Support for DX m Support for staffing of IT personnel Total

llion yen]
5,000 4,726

4,500 4351 4,437
4,083
4,000 3,894
' 3,592
3,500 3,339 . 25531

1,000

500

2,979 3,038 L
- e 2,152
1,849
2,500 1,687
1,521 1574
2,000 1,389
1,500
2,195
I 1,651 1,742 1,835 1,930 2,097 2,094
1,458 1,463 d

Q1 Q2 Q3 Q4 Q1 Q2 Q3 Q4 Q1 Q2

2022 2023 2024

Non-consolidated

This slide provides the variation in quarterly net
sales. Net sales are rising in both segments.
However, they are slightly behind the forecast.

The reasons for this are that the search for new
projects did not progress smoothly and order
receipt was delayed in support for DX.

The orders we received from some existing major
clients also fell short of our forecast in support for
staffing of IT personnel. Therefore, net sales are
slightly behind the forecast. We will work to make
up for the shortfall in the second half of this fiscal



year.



Eamings Report Variation in quarterly operating profit (&) REgouce

800 20%

700 o
00 14.0% 12.79% 1 !
wo 8 n 11.7% =\ - 1029 %
400 : 10%
8.3% \
;
300 5.3% 571 562 o
455 480 6%
200 406 st 376 4
283
252
100 177 2
o 0
Q1 Q2 Q3 Q4 Q1 Q2 Q3 Q4 Q1 Q2
2024

This slide shows the variation in quarterly operating
profit. There are no major deviations from the
forecast. However, the top line is slightly below the
forecast. That became a negative factor in operating
profit. Nevertheless, we are on track with our
forecast because we are controlling costs.

The second quarter saw 37 new graduates join our
company. Furthermore, more than 40 new
graduates joined our consolidated group. We
provide these new graduates with thorough
education over three months from the second
quarter. Accordingly, personnel and training

10



expenses in the second quarter are slightly higher
than the other quarters. However, they are what we
have assumed. Therefore, SG&A expenses were not
higher than the forecast.

10



Earnings Report Variation in quarterly selling, general and administrative expenses G-) CORE CONCERT

1000 P | exp R t t expt Rent mC issions paid = Others
884
900 821
800
700 579 617 648 K
(52) 570 61
600
461 26
500 54 423 - B
362 G4 (57) B B 61
a0 (651 s B 65
57 54 60
300 51 74 30
54 47 12 1) s64
54 29
200 o4 2 29 4 377
— 323 o7 4 218 270 299 .
100 g 4 188 178
0
Q1 Q2 Q3 Q4 Q1 Q2 Q3 Q4 Q1 Q2
2024

® Recalculated while including the allocated amount that was included in the cost until FY 12/2022 in selling, general and administrative expenses (Others).
The impact is shown in parentheses (recorded in selling, general and administrative expenses from FY 12/2023).
® Personnel expenses include remuneration for executives

This slide gives the variation in quarterly selling,
general and administrative expenses. The second
quarter is the training period for new graduates.
Therefore, the “4” part indicated in purple in the
graph on the slide increased slightly. Nonetheless,
this is a temporary event. We expect expenses to
return to normal levels from the third quarter
onward.

Moreover, although this is not such a large amount,
we recorded brokerage fees relating to M&As
amounting to 50 million yen in the second quarter.
This was higher than the forecast. It also affected

11



total SG&A expenses.

11



Earnings Report Consolidated profit and loss statement (quarterly basis)  {e) SRECONCERT
* Net sales remain on an upward trend.
Unit: million yen
2023 2023 2023 2023 2024 2024
Ql Q2 Q3 Q4 Q1 Q2

Net sales 3,592 3,894 4,083 4,351 4,437 4,726
Outsourcing expenses 2,241 2,372 2,409 2,478 2,613 2,845
Personnel expenses 426 416 502 551 545 547
Other costs 85 31 29 60 68 32
Gross profit 840 1,072 1,141 1,260 1,210 1,302
e 499 617 570 884 648 821
Operating profit 341 455 571 376 562 480
Ordinary profit 356 455 567 386 562 488
Profit 261 318 405 317 402 333
sssssssssssssssss 23.4% 27.5% 28.0% 29.0% 27.3% 27.5%
aaaaaaaaaaaaaaaaaaaaa 9.5% 11.7% 14.0% 8.6% 12.7% 10.2%
uuuuuuuuuu g expense rate 62.4% 60.9% 59.0% 57.0% 58.9% 60.2%

This slide indicates the consolidated profit and loss
statement on a quarterly basis. The rightmost
column on the slide gives the results for the second
quarter of this fiscal year. Net sales have been
steadily increasing. Gross profit has also been
increasing accordingly. Operating profit and
ordinary profit are as shown on the slide.

12



Earnings Report Results by segment (quarterly basis) &) QG

® Gross profit margin of support for DX slightly fell below the forecast due to the
temporary increase in man-hours as a result of development-phase projects, the
strengthening of services, etc.

Unit: million yen

2023 2023 2023 2023 2024 2024
Q1 Q2 Q3 Q4 Q1 Q2

Net sales 3,592 3,894 4,083 4,351 4,437 4,726
Support for DX 1,742 1,835 1,930 2,097 2,094 2,195
e 1,849 2,058 2,152 2,254 2,343 2,531
Gross profit 840 1,072 1,141 1,260 1,210 1,302
Support for DX 549 715 782 877 809 857
e e 291 357 359 383 401 444
Gross profit margin 23.4% 27.5% 28.0% 29.0% 27.3% 27.5%
Support for DX 31.5% 39.0% 40.5% 41.8% 38.7% 39.0%
e S EAT 15.7% 17.4% 16.7% 17.0% 17.1% 17.6%
Backlog of orders 2,644 2,790 2,719 2,681 3,057 3,644
Support for DX 1,443 1,482 1,357 1,185 1,575 1,980
S 1,201 1,307 1,362 1,496 1,482 1,663

This provides the results by segment. We believe it
1S most important to move ahead while firmly
controlling gross profit margin. This was 39.0% in
support for DX and 17.6% in support for staffing of
[T personnel in the second quarter.

We were aiming for gross profit margin at a level
exceeding 40% in support for DX. However, we
were unable to raise the top line, and gross profit
margin fell slightly below 40% with a temporary
increase of the cost ratio. We are looking to achieve
gross profit margin above 40% in the second half of
this fiscal year. We would like to raise it while

13



increasing a top line and controlling costs.

The order backlog built up in both support for DX
and support for staffing of IT personnel compared
to the first quarter. We would like to ensure this
trend continues further in the second half of this
fiscal year as well.

13



Eamings Report Increase of large-scale clients (&) REgouce

* Our growth driver is to continually increase transactions with existing clients* by enhancing their
satisfaction and to acquire more large-scale clients.

* The number of clients and clients who place large orders have been increasing steadily.

Variation in the total number of clients Variation in the number of clients (for each sales range)
Q2of ; Q2of / Q2of /
(Projecy —— cumulave  cumulative  cumulative
400 (non-consol lidated)
350 336 Large-scale clients
300
269
255 (Project)

250

250

199
200 200
164
152
150 150
100 100 86 89
0
50 50 I 16 26 13 2
12 8 1 2 0
0 | |
0 1050 milion yen

Number of clients

This slide explains the increase of large-scale clients.

The graph on the slide compares the cumulative
total number of clients up to the second quarter of
this fiscal year with the cumulative total number of

clients up to the second quarter of the fiscal years
ended December 2022 and December 2023.

The number of large-scale clients in the top tier
entering the zone of net sales from 50 million to
100 million yen and the zone of net sales from 100
million to 500 million yen is steadily increasing.

On the other hand, although there were two clients with

14



net sales above 500 million yen in the first half of the
fiscal year ended December 2023, there have been none
so far in this fiscal year. We had net sales of 498 million
yen for our largest client, so we did not have any clients
with net sales above 500 million yen in the first half of
this fiscal year.

The main reasons net sales did not reach the
forecast was that the amount of orders from some
existing clients was not what we had expected and
the accumulation of new orders did not keep up to
cover that. We will strengthen our marketing ability
to approach new clients in addition to existing
clients to lead to a further expansion in sales in the
second half of this fiscal year.

14



Earnings Report Variation in the number of employees (&) SRR goNeErT
Ci olidation of
Pro-X and DDS
+65
mmmm New graduats Mid Number of employees (As q l
Consolidation of
Consolidation a1 +6 (386
f PGS
50 63 . l
457
500 i 451 454 neR) 50
257) 359) (356)
421 (357) ( 43
450 (358) 37)
400 40
326 38
0 314 (31)
293 293
00 260 28 0
250 23
20 21 19
200 20
14 14 13
150 13 (14) (12) 10 (10)
®)
7
100 0 10
50
0 0
Q1 Q2 Q3 Q4 Q1 Q2 Q3 Q4 Q1 Q2
2024
*The parenthesis represents the
number of employees of CCT only

We show the variation in the number of employees
on this slide. The graph indicates the number of
employees on a consolidated basis. We give the
number of employees on a non-consolidated basis
in parentheses.

The number of employees on a consolidated basis 1s
steadily growing. Including Pro-X and Digital
Design Services, our group now has five companies.
We were able to invite more employees into our
group than we had planned. We did not originally
intend to increase the number of employees to this
extent. Nevertheless, we believe that excellent

15



companies have joined our group.

We control hiring at our company on a non-
consolidated basis according to changes in the
number of employees on a consolidated basis.
Consequently, the growth in the number of
employees on a non-consolidated basis is slightly
restrained.

We were able to recruit 37 new graduates on a non-
consolidated basis in April 2024. That is an
increase over 20% compared to the 31 new
graduates we hired in the fiscal year ended
December 2023. We focused on training to ensure
new graduates would quickly become immediate
workforce in the second quarter.

In addition, we consider hiring the management
class as the “recruitment of generals” in our
company in relation to mid-career recruitment. We
have been reliably hiring human resources who can
firmly lead our organization. That has led to an
increase in managers in each department and
candidates to be such managers.

15



Eamings Report Consolidated balance sheet (o) GoREgONCERT

* The financial results of Pro-X and Digital Design Services will be included in the
consolidated balance sheet from Q2.

Unit: million yen

zgi?’ 28224 Major factors in increase/decrease

Current assets 4,746 5,507 +761 Cash and deposits: +188; accounts receivable -trade: +446

: Short-term borrowings: +700; purchase of shares of subsidiaries:
Cash and deposits 1,819 2,007 +188 -616; additional investment in REVA: -150; increase resulting
from consolidation of subsidiaries into BS

v Gooduill: +569 (Pros Cons: +210, Pro-X: +216, DDS: +158,
T E=SEls (EEoS 2,142 +777 depreciation: -14); additional investment in REVA: +150

Total assets 6,111 7,650 +1,539

Current liabilities 2,757 3,409 e [l T e A A )
Non-current liabilities 145 289 +144

Net assets 3,208 3,951 +742 Retained earnings: +735

Toral lapiites and 6,111 7,650 +1,539

Equity capital ratio 52.5% 51.6% -0.9p

This slide shows the consolidated balance sheet.
Equity capital ratio is over 50% and we have a
certain level of financial strength. We are pursuing
a strategy of using it for steady growth without
accumulating too much.

As a result, we have acquired five group companies
through M&As. Moreover, the profits we have
earned have strengthened our balance sheet and
increased net assets. That has resulted in what you
can see on this slide.

Our next target is the listing on the Prime Market.

16



We need to satisfy the remaining requirement of
net assets of 5 billion yen or more. We are working
to achieve this net asset requirement as soon as
possible by increasing operating profit and ordinary
profit to lead to an increase in net assets. This
concludes the report of our results.

16



Growth Strategy
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A Qi , N . F
Growth Strategy Our growth strategy and concrete measures ) FRRRSONERRT

Increase in the number of clients and the scale of
transac tions Increase in human resources
Expansion of the areas of support for DX

Manufacturing/ Start of outbound
Construction marketing Tokyo Share expansion of Ohgi

metropolitan area network (currently about

Logistics Receive large-scale orders 50%6)

from received orders

Organic

Cloud solution Expansion of products Start of expansion of

Ohgi network via
outbound proposals
Expansion through an
increase in personnel

Purposes Strengthen products Securing of human resources
IT enterprises with forte in areas that match our Mainly the local small and medium-sized IT
Targets policy to expand the support for DX areas enterprises
123
a o
SE3 [ m2023
8= = Investment in REVA Investment Limited Acquisition of P. G. System Co., Ltd. as a wholly
@ ® Partnership No. 1 owned subsidiary
Results Business alliance with REVA Corporation Acquisition of Denso Co., Ltd. as a wholly owned
2024 subsidiary
Acquisition of Pros Cons, Inc. as a wholly w2024
owned subsidiary Acquisition of Pro-X Co., Ltd. and Digital Design

Services Co., Ltd. as wholly owned subsidiaries

- Support Support for staffing
for DX of IT personnel |

[ will now provide additional information on our
growth strategy. This slide shows the overall picture
of our growth strategy. I will give my explanation
centered on the three points we are focusing on in
particular.

The first point is to strengthen outbound marketing
to clients from our company in each industry. We
were focused on engaging in inbound marketing
activities in response to the inquiries we received

from clients up wuntil the fiscal year ended
December 2023.

18



However, the solutions from our company have
increased considerably. Furthermore, we have
added subsidiaries. Therefore, we are able to meet
more needs of clients. Therefore, we will promote
outbound marketing in the industries in which we
specialize by selecting potential clients and then
reaching out to them.

This activity has not yet been reflected in our
figures sufficiently. Nonetheless, we are moving
ahead while organizing our efforts firmly. We will
realize outbound marketing to increase the orders we
receive in the future.

The second point is to enrich our product lineup in
line with the first point. We have responded to
client needs up to now by differentiating ourselves
based on our original product “Orizuru” based on
selection and concentration.

That was fine for inbound marketing. However, we
believe it 1is necessary to properly seize
opportunities for outbound marketing without
missing out on client needs.

To that end, we will develop a lineup of products
which have become the de facto standard in the
world and add them to our proposals in addition to
our original product “Orizuru,” which we have
developed with our own unique technology.

18



We will evolve into an organization with an
expanded range of proposals including not only the
services in which we ourselves specialize, but also
the products that meet the needs of our clients.

In concrete terms, we have entered into a
partnership agreement with SAP Japan, which
provides the SAP S/4HANA Cloud, which is a
global ERP product, as we have disclosed in the
press release in February of this year. In addition,
we have added to our proposals the SaaS-type
products handled by Salesforce indicated on slide
20 as partner products.

The third point of our growth strategy is to expand
our human network. We have strengthened
cooperation with external companies in the form of
the Ohgi network centered on Tokyo. We have
built a structure in which we can directly manage a

network of approximately 5,000 companies and
about 130,000 IT personnel.

Rolling out this Ohgi network across Japan will also
allow us to expand our channels to local IT
engineers. We will then take measures to add them
to our structure as I'T human resources to whom we
outsource projects on a nationwide scale.

HOWCVCI’, since we secure human resources

18



primarily in regional areas, we think it may not be
possible to increase the number of companies in
the Ohgi network easily just by simply expanding
our external network when taking the geographical
aspects into account. Accordingly, we are thinking
of inviting the core companies in each regional area
into our group companies as wholly-owned
subsidiaries in order to establish a network of IT
human resources in the surrounding areas.

We will proceed with completing a nationwide
network of IT human resources encompassing all
47 prefectures.

We have been pursuing M&As based on this
concept. Our aim 1is to eventually control all
regional areas by inviting companies from slightly
distant locations into our group. We are currently
promoting these three main growth strategies.

18



Growth Strategy Cloud solution: To become a new type of a DX integrator (_;-)mRECC'NCEPT

We will respond to all kinds of needs for digitalization from client companies with cloud products in each field
and Orizuru.

We will address the issue of the poor customizability of cloud products by using Orizuru as a comprehensive
customization platform.

“Construct a system tailored to customer needs by connecting

-Client companies cannot proceed Orizuru and each product.

with DX by themselves (black box). -Difficult to perform customization

tailored to business workflow “Maintain the functions unique to each client company thanks to the
.Costs and time required for customization suited for their respective business workflow.
development -Difficult to enable linkage between “Reduce costs and time required for development.

packages
~Tends to become a legacy system. +Automatically update to the latest version.

Large client companies Client companies
Original system Package utilization Original system

Use cloud products excellent in each field.

+  Become an integrated system through linkage
A B C D between systems.
Scratch development Package utilization B
+ + +
On-premise Cloud

‘y Orizuru as a

A A comprehensive

Sler SaaS companies I Orizugy cvstomization platform
-

f;’ CORE CONCEPT

TECHNOLOGIES INC.

A

TECHNOLOGIES INC.

The briefing material contains slides on the
distinctive aspects of that approach. In particular,
we provide information on the second point
concerning product strategy on slides 19 and 20.

19



Growth Strategy Cloud solution: Product mapping (&) SRR goNeErT

* We use our original product “Orizuru” to respond to specific industries which require practical
knowledge and individual customization.

* We integrate standard cloud products for common fields (Fit to Standard).

. Partner (existing)
Marketing

Marketing
management
system

Partner (new)

Mission-
critical system
(management)

Original ) :
0 Y *Orizuru standard functions +

customization

€l

*Customization of Orizuru

- W 0iizuru3D W DrizuruMES
industry o . Manufacturing/
2 ment construction DfiZUl’U with features of cloud

middleware receipt
o products

(planning/ t

execution) Acquire new

partners as
eeeeeeee y

ystem
system

(control)

In addition to “Orizuru,” we are adding SaaS products,
which are the global de facto standard, to our menu. In
this way, we are increasing opportunities for proposal to
meet the various demands of large companies by
combining these products.

We have been doing business with Salesforce for a
long time. The annual orders we receive from the
company have now grown to approximately 1.5
billion yen. This is increasing by an annual rate of
over 30%. We are expecting the orders to achieve a
certain size.

20



We began providing SAP’s ERP products on a full-
scale basis from the spring of this year. That is part
of the reason we have not yet grown them into a
business worth several hundred million yen.
Nevertheless, market demand has been extremely
strong and it is one of the world’s famous products.
Therefore, we are working hard to surely operate
the business related to SAP’s ERP products.

We are aiming to meet all the needs of our clients
with Fit to Standard and multi-customization by
combining those products with our original product
“Orizuru.”
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Growth Strategy Progress of M&A O RSNt

* We will increase local bases and aim to conduct leverage-based business
administration, which was developed by us in the Tokyo Metropolitan area,
(utilizing the BP network) nationwide.

Increase in human

Strengthen products
resources(*) 9 P

Manufacturing DX DDS (2024)

Pros Cons (2024)

Construction DX
Support for DX

Logistics DX Pro-X (2024)

Partners
SAP/salesforce

Cloud solution

Support for staffing of IT personnel PGS, DNS

*Subsidiaries will handle small and medium-scale projects,
which were difficult for us to deal with in light of manpower
and unit prices, and operate and maintain large-scale
projects.

This slide indicates the progress of M&A. We have
currently invited five companies into our group.
The slide shows that we have asked companies in
various regional areas to join our group toward
expanding the Ohgi network across Japan. It also
depicts a strategic portfolio map with regard to
which of support for DX or support for staffing of
[T personnel each company will fit into.
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Growth Strategy Collaborative projects with group companies (&) SRR goNeErT

* We started collaborative projects with group companies one after another.
¢ Group companies participate in projects entrusted to CCT, generating the following synergy.
-Improvement of gross margin and reduction of outsourcing expense rate of the CCT group by utilizing local human resources

-Expansion of an IT human resource network in respective areas by entrusting projects to subsidiaries

Situation of collaborative projects between CCT and group companies in this term

Manufacturing DX Support for staffing of IT Logistics DX

O Participation in ERP and MES personnel O Participation in projects for
development projects of textile O Participation in projects for upgrading logistics data

makers supporting staffing of IT personnel management systems of logistics
Logistics DX at leading system integrators companies

O Participation in multiple projects
for upgrading in-house systems of
leading logistics companies
Cloud solutions

O Participation to support the
adoption and operation of
Salesforce and Tableau in multiple
enterprises

We give a summary of the initiatives currently
being undertaken by the companies which have
joined our group and our company and what kind of
synergies they will produce on this slide.

Our relationship with these companies is not one in
which we say, “please feel free to relax and continue
doing business as before because you have joined
our group.”

We want to fulfill our responsibilities to these
companies from two aspects. One of these aspects
is for our company to be of use in further expanding

22



their business. The other is to produce synergy
effects to expand business over the entire Core
Concept Technologies Group by bringing out the
strengths of each of our subsidiaries.

This slide also describes our targets. Basically, our
policy is to steadily move forward with two KPlIs,
specifically, improving gross profit margin on a
consolidated basis and expanding our IT human
resource network across Japan.
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Appendix Financial strategy and capital policy (&) REgouce

* To prioritize investment for growth and the listing on the Prime Market

= Financial strategy and capital policy
ion and number of

Main items FY2023

Financial instruments traders Il Other corporations  ~O- Numbes of shareholders (people)

1415 2

t
e

® No dividends

© Share buyback

Shareholder
returns implemented

(%)
7 0.0

1.7 1.1 0.0

® FY2024-FY2026: Cumulati e
Operating 1.1 billion yen these 3 years estimated t roun 23 54 22
cash flow © Handle M&A within the scope of operating cash flow | 2023 ["430 4115
in principle
® Aim for ROE of at least 30%, although not aiming to L
ROE 43.0% OE because currently at a high level of

— Number of events held
st 50%, but acceptable to temporarily 2021 2022 2023
e to financial leverage during

Equity capital 52.5%
ratio |

4

— Number of meetings with institutional investors

201 2022 2023
Japan times) 48 140
43 109

Finally, I would like to touch on two items we have
newly added to the appendix.

The first is about our financial strategy and capital
policy. We are thinking of using our financial
strength toward growth investment to increase our
top line and our own business capabilities. In
addition to this, we are also focusing on a switch to
the Prime Market in the short term.

Linking top line growth to net assets in this growth
investment will allow us to satisfy the requirement
of net assets of 5 billion yen to switch to the Prime
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Market. We are proceeding while controlling the
pace of M&As and the increase in net assets to
achieve this balance.

We currently have net assets of just under 4 billion
yen. Accordingly, we expect this to exceed 5 billion
yen in the next fiscal year if all goes well. Our basic
policy is to switch to the Prime Market around that
time and to accelerate the pace of our growth
strategy.
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Appendix Sustainability (&) REgouce

® In FY 12/2024, we concentrate on the collection and disclosure of data on Scope 3
emissions, the promotion of health-oriented business administration, the tightening of
information security, and the enhancement of group management.

* Disclosure of the integrated report in June. (We hope you will read it. https://www.cct-inc.co.jp/ir/)

[Excerpt from the integrated report]

Non-Financial Information

The other item concerns sustainability.

Sustainability activities have also become extremely
important to the Growth Market in recent years.
We want to steadily fulfill our social responsibility
in areas directly related to our business as a
member of market. This includes initiatives in
Scope 3 relating to the environment and activities
to properly spread the development of an
environment where people can work with
enthusiasm across Japan.

Our company is listed on the Growth Market.
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However, we are aiming to further expand business
in the future to be listed on the Prime Market and
to then carve out a solid presence in the global
market to contribute to it one day. To that end, we
are now making preparations to satisfy the
requirements demanded by the Prime Market in
relation to sustainability.

We released an integrated report including our
comprehensive efforts for these activities in June
this year. I hope you will take a look at it.

This concludes the report on our financial results
for the first half of this fiscal year.
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Appendix Corporate profile
Corporate
name Core Concept Technologies Inc. (CCT)
Business
description To support client companies in DX and staffing of IT personnel

11t floor of DaiyaGate lkebukuro, 1-16-15 Minami-ikebukuro,
Location Toshima-ku, Tokyo

Representative ~ Takeshi Kaneko, Representative Director, President, CEO

Date of
establishment September 17, 2009

Capital stock 565,818,000 yen (as of June 30, 2024)

Account closing

month December
Number of Consolidated: 555; non-consolidated: 386
employees (as of June 30, 2024)

Office locations ~ Tokyo (headquarters), Osaka, and Fukuoka
Group companies (wholly owned subsidiaries)
P. G. System Co., Ltd.

18-10 Matsushima-cho, Ube-shi, Yamaguchi

Denso Co., Ltd.

15-1 Omiya-cho, Saiwai-ku, Kawasaki-shi, Kanagawa

Pros Cons, Inc. 1-26-15 Tomioka, Koto-ku, Tokyo

f;., CORE CONCEPT
N ¥ TECHNOLOGIES INC.

Tokyo Headquarters
® 117 ot of DaiyaGate Kebukuro, 116-15
Minami-kebukuro, Toshimarku. Tokyt
L ]

®
Osaka Office
Fukuoka Office
119 floor o Hakatacki-mae Ciy Bidg., 1.9-3
Halatacki-mae, Hakata-ku, Fukuoka-shi, Fukuoka
Pro-X Co., Ltd. 2-1-31 Ebie, Fukushima-ku, Osaka-shi, Osaka

Digital Design Services Co., Ltd. 2-5-2 Nishitenma, Kita-ku, Osaka-shi, Osaka
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Appendix Variation in past performance

"ONCEPT

f;.’ CORE C
N ¥ TECHNOLOGIES INC.

No. of
No. of employees employees Netsales . Operating profit (Net sales)
(peo;\ljl\e) (million yen) (million yen)
500 18,000
450 16,000
400
14,000
350
September 2021 12,000
Listed on Mothers of
300
10,000
250
8,000
200 October 2016
Release of Orizuru
Development of the 6,000
150 predecessor of Ohgi
100 l 4,000
50 II I 2,000
o — — - = B I. .- I I 0
Founded i Jun n. un Jun. un. un Jun Dec. Dec. Dec Dec. Dec Dec. ec. Dec.
2010 2011 2012 2013 2014 2015 2016 2016 2017 2018 2019 2020 2021 2022 2023

Unit: people  sep. 2009

*Due to the change of the accounting period, FY 12/2016 was an irregular 6-month period

(Operating
profit)

1,800

1,600

1,400

1,200

1,000

400

200

Unit: million yen
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25,000

20,000

15,000

10,000

5,000

Appendix

Financial highlight

f;.’ CORE CONCEPT
N ¥ TECHNOLOGIES INC.

Annual sales growth of 30% or more will continue against a background of strong demand.

Operating profit margin improved thanks to the rise in the unit price and a decrease in SG&A ratio.

Sales growth

CAGR of net sales : 35.2%*
15,921
12,113
9,164
7,801
4,766 5,534
2019 2020 2021 2022 2023 2024/Q2

cumulative

*From FY 12/2019 to FY 12/2023

20,856

2024
plan

3,000

2,500

2,000

1,500

1,000

500

Variations in operating profit and its margin

Operating profit

11.0%

9.3%

1,744

3.5%

1,120

We prioriized
investment for

growth (recruitment

and office relocation). 546

165 180

2019 2020 2021 2022 2023

—e— Operating profit margin

11.5%
,,,,,,,,,,,,,,,,,, "
2398 | 0%
1,042
0%
2024/Q2 5%

cumulative  plan
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Appendix Management structure: Directors &) QST

ol - e

Kazuaki Nakajima

Takeshi Kaneko

Katsunori Shimomura

Hajime Tsunoo

Representative Director, Director and General Manager

Fost President and CEO Director and Chairperson of System Integration Division Director and CFO

2000: Entered Inx Co., Ltd 1979: Entered NEC Software 2002: Entered Inx Co., Ltd. 1995: Entered Industrial Bank of Japan,
(currently SOLIZE Corporation). Co., Ltd. (currently SOLIZE Corporation). Limited (currently Mizuho Bank, Ltd.).
2006: Established Laguna Co., 1991 Entered Inx Co., Ltd 2009: Entered Nitori Co., Ltd. 2014: Served as Executive Officer at
Ltd, (currently SOLIZE Corporation). 2009: Entered CCT. Human Holdings Co., Ltd.
2006: Entered KT Consulting 1995: Served as Managing 2012: Appointed as Executive 2017: Served as Director at S-cubism
Co,, Ltd. Director at Inx Co., Ltd. Officer in charge of HR Inc.
2009: Served as Auditor at 1996: Director at Geiyo Senzai 2016: Appointed as Director 2018: Entered CCT.
shinstar Co., Ltd. Co., Ltd. (incumbent) (incumbent). 2019: Appointed as Executive Officer
2010: Entered CCT. 2009: Established CCT. 2020: Appointed as General and CFO.

Biography  2013: Appointed as Director 2009: Appointed as Manager of System Integration 2020: Appointed as General Manager of

and Vice-president.

2015: Appointed as
Representative Director,
President and CEO (incumbent).

Representative Director.
2020: Appointed as Director
and Chairperson (incumbent).

Division (incumbent).

Business Administration Division.
2020: Appointed as Director and CFO
(incumbent).
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Management structure: Directors belonging to the audit 7o CoRE con

Appendix : : g TECHNDLOGI(E:SEEE.
and su pervisory committee
2 =
- ©
R
PN v dz
Koshi Kakuta Takuo Hirose Masaya Suzuki Eri Nakajima
Director and Audit and Director and Audit and Director and Audit and Director and Audit and
Post Supervisory Committee Supervisory Committee Supervisory Committee Supervisory Committee

Member

Member

Member

Member

Biography

1969: Entered Mitsui Bank, Ltd.
(currently Sumitomo Mitsui Banking
Corporation).

1997: Entered Otsuka Corporation.
1997: Served as Representative
Director at 10art-ni Corporation.

2002: Served as Representative
Director at Zend Open Source Systems
Japan, Ltd.

2011: Appointed as Auditor at S-cubism
Inc. (incumbent).

2019: Appointed as Auditor at CCT.
2021: Appointed as Director and Audit
and Supervisory Committee Member at
CCT (incumbent)

1997: Registered as attorney.
Joined Tomotsune Kimura & Mitomi
(currently Anderson Mori & Tomotsune).
2003: Worked at Shearman & Sterling
LLP in the U.S.
2004: Obtained the New York Bar
registration.
2004: Returned to work at Anderson

ori & Tomotsune.
2005: Appointed as a partner attorney
at Anderson Mori & Tomotsune
(incumbent).
2007: Served as Outside Auditor at
Roland DG Corporation.
2010: Served as Outside Director at
Roland DG Corporation.
2018: Appointed as Outside Auditor at
Cyfuse Biomedical K.K. (incumbent)
2020: Appointed as Auditor at CCT.
2021: Appointed as Director and Audit
and Supervisory Committee Member at
CCT (incumbent)
2021: Appointed as Outside Director at
Hamamatsu Photonics K.K
(incumbent).

2000: Joined Emst & Young ShinNihon

2004: Registered as CPA.
2019: Opened and operates Masaya
Suzuki Accounting Office.

2020: Appointed as Auditor at CCT.
2021: Appointed as Director and Audit
and Supervisory Committee Member at
CCT (incumbent).

2022: Appointed as Outside Auditor at
CCReB Advisors Inc. (incumbent).

1995: Entered the Environment Agency
(currently Ministry of the Environment).
2003: Went on loan to the Agency for
Natural Resources and Energy of METI.
2015: Went on loan to Nagano
Prefecture as a vice-governor.

2022: Appointed as Outside Director at
IDEC Corporation (incumbent).

2023: Appointed as Director and Audit
and Supervisory Committee Member at
CCT (incumbent).

2023: Appointed as Professor at
Doshisha University (incumbent)
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Appendix Purpose \!', o=ty

Driving sustainable industrial development through the

OurPurpose 1, \ver of our technology and people

What We Do Create the Next-Gen of the IT Industry

AN

We envision a future in which each industry develops sustainably and will make this vision real to create a
sustainable society through the evolution of our products and people.

We contribute to the sustainable development of industry by reforming our clients’ business processes and
value chains through Digital Transformation (DX). Along with growing sales and improving profitability, we
solve issues such as reducing environmental impact through the improvement of asset and energy
efficiency, eliminating labor shortages through improved labor productivity, and passing on know-how from
veteran employees.

By utilizing “Ohgi,” an extensive business partner network made mainly of small and medium-sized
companies, we contribute to the reduction of the adverse effects of the multiple contracting structure in the
Japanese system integration industry, such as the uneconomical middle margins, as well as the regional
income disparity of IT human resources.

AN

AN

our Values  Think Big, Act Together.

Think Big Exchange ideas freely and move away from conventional wisdom and fixed concepts.

With firm determination, we shall find the new value the world is searching for.

Act Together \ye are supported by many stakeholders, including our customers and employees.

Act Together to respond to their understanding and trust.




Appendix

What we do: Create the next-gen of the IT industry - 7y co
Industrial issues and our ideal state ~

* We solve the problem of the involvement of many intermediary agencies in the IT
industry and make the world change, so that companies can conduct DX autonomously.

RE CONCEPT
TECHNOLOGIES INC.

Outsourcers

Outsourcees

Leading
system integrators
and consulting firms

Problems business companies are facing
® Shortage of personnel who can proceed with DX

® They rely on leading system integrators and consulting
firms for IT strategies and development.

—_—
Problem-solving by our company

« To provide “reproducible DX methods y
and a DX development base,” so that

clients can conduct DX by themselves
« To procure temporary IT personnel r

by using “Ohgi” -?‘.HILIQ,’

Orizuruw

Involvement of Second-tier/
many mid-sized IT vendors
intermediary
agencies

Freelance engineers

Many intermediary agencies

3rd-tier or lower-tier small and medium-sized IT enterprises

L)

Problems small and medium-sized IT enterprises are facing

@ The system is uneconomical, due to the involvement of intermediary agencies.

Inefiiciency of staffing of IT personnel (spending labor and time)

Income inequality between engineers of leading system integrators and of small

and medium-sized IT enterprises

T —
Problem-solving by our company
+ Solve the problem of the involvement
of many intermediary agencies ‘ﬂ'
by expanding “Ohgi” -~ 'H/-,Q',
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Appendix

Business description

@

RE CONCEPT
TECHNOLOGIES INC.

* We acquire multiple kinds of projects with support for DX (15i-tier contractor) focusing on specific
industries and support for staffing of IT personnel (2"d-tier contractor) covering a wide range of industries.
In addition, we increase top line by leveraging “Ohgi.”

Support for DX

v We reform clients’ business process and value
chain, increase sales and improve profit margin.
Furthermore, we support in-house DX.

AN

Utilizing the standard function module +
customizable “Orizuru” and the DX support
methodology “CCT DX-Method.”

AN

Our strengths are the technical capability
centered on Al and profound knowledge on
manufacturing.

Support for staffing of IT personnel
Undertaking part of projects as a subcontractor
to meet temporary needs for IT personnel from

<

major system integrators, etc.

<

Leverage by actively utilizing busins

End user

Support for staffing of IT
pport for personnel

Manufacturing, construction
and logistics industries

b
q Major system integrators, etc
e jor sy: l
q L=
pcti

As afirst-tier contractor As asecond-tier contractor
Advanced technology and high revenues rsified portiolio and stable reven
- - - v

Multiple industries

f;.’ CORE CONCEPT

Standard

function module
Development  [Jrizuru
base

partners (BPs).

<

Strength of “Ohgi,” a database with which we
can approach “about 130,000 IT personnel”
from among “about 5,000 small and medium-
sized IT enterprises”

*We utilize the “Ohgi” network in projects we received

in support for DX, and work on projects in

collaboration with them.

o ¥ TECHNGLOGIES INC.
°
support system i
Employee Pariner
BP network A database of approximately 5,000

(Small and medium-sized
IT enterprises)

.‘."U/TQ!‘ companies (about 130,000 IT personnel)
.

(as of December 31, 2023)

Acquire projects

K
£,
o E
=2
(237}
=i
&
7}
w
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Appendix Ecosystem of our business growth C

.., CORE CONCEPT
Mo ¥ TECHNOLOGIES INC.

* We realize sustainable growth through synergy based on two loops, which enhances
our competitive advantage.

The biue loop represents the flow from order receipt to delivery; namely “a structure to generate profit The grey loop represents a process to improve the value of each product; namely “a structure to evolve products.”

@ improving our abilty to procure human resource talent © steasily improving

The number of partner companies will 08 products’
naturally increase by proposing multiple
kinds of projects combining our projects
(support for DX) and projects from leading
system integrators (support for staffing of IT
personnel) by Ohgi.

: Value experience of our client improves
by enriching the functions of “Orizuru” and
“Ohgi.”

Increase in the

3 Froductmscductor
e Tl

By engaging in the grey loop, the pace of
Y the blue loop speeds up, leading to
enhanced profitability.

The number of order

Customer

increases as our products satsfaction
evolve. C——

Guarantee high quality by having personnel of
Starting point and goal. increased par_lne“r cpmp?nies ?ngage in the .
These two loops lead to devglopment in Onz_uru and “CCT-DX Method” and
“customer satisfaction” and making them immediate workforce.

“continued transactions.” © improving our organizational project
@ improving our ability to accept orders Tanagement sapebiives

New

prospective
clients
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Appendix Uniqueness G

.., CORE CONCEPT
Mo ¥ TECHNOLOGIES INC.

Building a unique business model that ensures profitability even after “in-house DX” by
supporting both DX and IT personnel staffing.

Process of support for DX (targeted at business companies)

Ideal post-DX Technical System Maintenance/in- AT i EEE B
envisioning verification development house DX support

After in-house DX, sales wil shift
from those from support for DX to
those from support for staffing of

IT personnel.

Support for DX

BP procurement by our
N Wy T

As a first-tier contractor

Orizurw (Outsourcing expenses) Support for staffing of IT personnel
. . . "' BP procurement by
[Case study] Development of “meviy” for MISUMI Corporation A gf business companies
Support for DX: CCT was commissioned by MISUMI to develop meviy. (Commission sales)

Support for staffing of IT personnel: As a result of in-house DX by DTD (a joint venture
between MISUMI and CCT), DTD procured BPs from Ohgi.

Mainly for major system integrators

Client

. Technical System Operation and
companies Planning

verification development maintenance

<
3]
N
c
o
o

Support for staffing of IT personnel

"ﬂfl'] . BP procurement by our company
L‘- gf (Outsourcing expenses)

3
°
=
(=]
o
Q
7]
[
%]
<




Appendix

* Support for DX has supported clients mainly in the manufacturing, construction and logistics fields.

Major clients

~

* Support for staffing of IT personnel has assisted a wide range of industries through leading system

integrators.

Support for DX

Support for

staffing of IT
personnel

-L“}Kf: EARTHBRAIN
@ TAKENAKA

@FINESINTER

CcCTC

Simplex .

NR| BHssmRsm

Homura Research Institute

AGC

‘“TORAY’ WL Ioy-7usTHatait

¥ MiSUMi

¢ INTEC

TIS INTEC Group
BB

WingArc ﬂn

e Gars Empowenmen: Compery

F's

v

OBAYASHI

W HIROSE
%’ YAMAZEN

SCSK

n$

NS Solutions

5

f;., CORE CONCEPT
TECHNOLOGIES INC.
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Appendix

Characteristics of support for DX

o E CONCEPT
i

® Focus on the manufacturing, construction, and logistics industries where we can
leverage our strengths.

® The use of Orizuru enables speedy realization of DX for customers.

Manufacturing
(since the establishment of our company)

Construction
(since 2015)

Logistics
(since 2023)

Main areas of =
support 1
e { ) m 4. = -
Design, procurement Design and Warehousing and
and manufacturing construction transportation
v Order receipt and procurement v BIM linkage system/common data v WMS (Warehouse Management
(Orizuru) infrastructure System)
v Smart factory (Orizuru) v Design efficiency (Al utilization) v TMS (Transport Management
v PLM (ArasInnovataor) v PLM (ArasInnovataor) System)
v ERP (mcFramefinfor)
Strengths v 3D shape data v i in the mar rring ¥ Achievements in the

(CAD, numerical algorithms of
geometry and image processing by Al)

v/ Manufacturing expertise in the
manufacturing industry

industry by support for DX

v Experience in the development of BIM
common data infrastructure and BIM
data (IFC) handling technology

v Extensive business knowledge in the
construction industry

manufacturing industry by
support for DX

COR
TECHNOLOGIES INC.
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Appendix Support for DX product “Orizuru” &) QST
* To lize the functions d ded by customers swiftly at low cost by utilizing a DX development base “Orizuru”

* Working on various development projects evolves the standard functions of Orizuru (basically, no need for
investment in development)

Manufacturing, construction and logistic industries

Product lineup and DX for design DX for procurement DX for manufacturing
features for realizing

DX | 3D Viewer

| | |
| Search for similar data
|
N N N Manufacturing ‘Appearance
[ Automatic estimaion | | [ "UIEEIT[[ R |
T

S— W 0rizuru D W OrizuruMES = % Gemini eye
design process by “Indication of light-size CAD data with “3D :Ciﬂﬁeu the core system, on-site faciliies R
utiizing the Al for viewer" and equipment appearance inspection
retrieving similar Streamlining of business operations and “Issue command to execute manufacturing based on our original
s > s mage processing
shapes of 3D models automatic cost estimation with a “search in the optimal schedule while grasping the technology
for similar data” function based on Al on-site situation
Our forte and B Image
pPLM "1 3D Graphics Al loT J
element processing
technologies
*1 Abbreviation for “Product Lifecycle Management.” It means agg g various ation on the entire product lifecycle, and using it to improve product development

and corporate
*2 Abbreviation for “Manufacturing Execution System.” MES grasps and manages manufacturing processes, and gives instructions and support to workers.

We realized that many clients had common needs as we supported DX. In 2016, we commercialized “Orizuru” equipped with the functions to respond to the needs.

The product was named “Orizuru” as we hope that *we want to vitalize the Japanese ing industry which fine and delicate technical capabilities like paper crane.”
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Appendix

Support for DX: Project promotion method “CCT-DX Method” (o) GoREGONCERT

¢ Original method to accompany and support our clients to realize DX in-house by utilizing Orizuru and Ohgi.

* Aim to continue maintaining quality and customer satisfaction even as the number of projects and employees increases.

Clients

1. Ideal Post-DX
Envisioning
We will visually express the
expected state of each client's
business after DX, how on-site
business operations will change,

how much DX will produce effects,

etc. with “DX-ToBe Digest.”

Recognition of
issues

f..) CORE CONC

TECHN

EPT
OLOGIES INC.

Grasp the current
situation and set
visions

2. Technical
Verification

We will build an actual system
and check whether business
operations can be completed fully
and smoothly after DX

With “Agile Joint Development”
with client companies, we wil
repeat the development cycle
stepwise in a short period of time.

Investment
decision

Evaluate
technologies and
develop
prototypes

3. System
Development

Agile Joint Developm
E onspecs TP Deson ]
Test “@=installation.

Development of
architecture for D

U/ Ux ﬁ

Business Process

Device / loT J

API linkage

4. Maintenance/
In-house DX Support

We will train DX engineers in
client companies through a series
of processes shown left, so that
client companies can carry out
DX independently and
continuously.

Agile
development

Train personnel
and support in-
house DX

Outcomes

DX-ToBe Digest Technological backup

Initial IT system
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Appendix Characteristics of support for staffing of IT personnel (o) GoREgONCERT

* Ability to give proposals (speed X quality X quantity) utilizing Ohgi, an

extensive BP network

Support system

Personnel staffing

v Responding to the needs from
business companies, mainly
major system integrators

v Strong relationships with both
clients and BPs, more reliable
than competitors (mostly small
and medium-sized companies)

Responding to all needs from
upstream to downstream

Capable of forming teams
ranging from one person to
dozens of people

Sy

v Quickly procure the right
personnel

v Ohgi mainly consists of
employees belonging to small
and medium-sized IT
enterprises, rather than
freelancers, so we have won
the significant trust of end-users.
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Appendix BP network “Ohgi” C

* Ohgi considerably reduces the time required for matching projects and personnel.

* We have formed a wide network of small and medium-sized IT enterprises.

Workflow in the conventional multi-outsourcing system (3 days to 1 week required for sending requests and proposals)

Matching process with “Ohgi”

'
1sttier | Reduce the “matching” time,
contractor :
Ohgi | 4'0/7 ] W,h‘Ch takes 3 days to 1 week =+ Proceed to “meeting coordination”
| -~ g with the conventional method,
| 0,
Partners L by 99%
—
10 min.

Features of Ohgi

2
» . !

v" A network of approximately 5,000 companies (about *‘ ! : ~ i
130,000 IT personnel) centered in Tokyo

v’ Targets mainly at small and medium-sized IT t
enterprises (not freelancers) = R ﬁ\

v" We will expand the network to include local IT
enterprises.

We made a database of human resource network which includes many BPs we have cultivated since our founding and information on employees who belong to the companies.
The product was named “Ohgi” as we hope that “we want to expand our business to every corner of Japan.”

.., CORE CONCEPT
Mo ¥ TECHNOLOGIES INC.
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Market scale: Scale of the DX market and the business ~

Appendix - CORE CONCEPT
” domain of our company &) RSN

* The DX market scale will grow steeply.

® In particular, the manufacturing, construction, and logistics domains, which are our priority
domains, are expected to grow considerably.

Industries/business AR Forecast for FY 2030 B
e F 2022 [100 millonverl [100 million yen] CAGR 30722 (%)
Manufacturing 3,360 9,060 13.2
Real estate and A
Eznzfr:c?i;: 570 1,680 145 Current priority field
Traffic: 3,947 12377 154

itransponatlonl\og istics

Finance 2,555 6,200 11.7
Medical care/
nursing care 896 2,052 109
Retall 817 1,860 108
restaurant
Municipalities 562 1,233 10.3
Sales and marketing 2,860 5,000 72
Strategy/
infrastructure 7,968 18,053 108
Others 11,302 22,835 9.2
Total 34,837 80,350 11.0

*Source: Future Outlook for the Digital Transformation Market in 2024 produced by Fuji Chimera Research Institute, Inc.
in March 2024




Appendix Market scale: Aggravated shortage of IT personnel £o) CoRE concerT

TECHNOLOGIES INC.

~

* We are entering the age in which business competitiveness is determined by

the capability of staffing IT personnel.

Estimated number of IT engineers
demanded and supplied

Number of engineers supplied m Deficiency
(thousand)

1,600 398
351 364 381
306 338

304 314
1,400 261
220

1,200

1,000

800 1005 1018 1,032 1046 1060 1071 1081 1001 1101 1110 1,114 1,118
0C 994 § X X d

2015 2020 2025

*Source: Survey on IT Engineers Demanded and Supplied produced by Mizuho Information & Research Institute, Inc
in March 2019

Shortage of about
450,000 IT engineers

1122 1,127 1,133

2030
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Example of support for DX: We supported MISUMI Corporation in f;., E CONCEPT

Appendix K - . CORE CON
developing a platform for receiving and placing orders for components. o ¥ TECHNOLOGIES INC.

Development of a platform for receiving and placing orders for components

We supported MISUMI in developing a smooth transaction from enabling their clients to upload design data,

automatic price estimation and immediate product shipment.

We will utilize the shape data processing technology nurtured through the development of “Orizuru” for Al-based automatic price
estimation and digital technology-based manufacturing.

- >meviy

esEEsEEsEssEssEssEssEssEssEEsEEsEEEE,

5 .
" H .
: Client side H A Manufacturer side
— woo|
0,9 * :
a f ) >
About 330,000 48 uee B ey : P Amanracwring |
client companies H H program
H = will be
H : produced
To ship products in one : Al-based automatic price estimation : Digital technology-based
day at the earliest 5, o manufacturing
Our company'’s roles
){ v To jointly develop a 3D user interface and technologies for Al-based automatic price estimation and
Orizuru digital technology-based manufacturing by utilizing the shape data processing technology
nurtured through the development of Orizuru.
.&‘,’ﬂ/‘,’g{ ¥ To organize a large-scale development team utilizing Ohgi

*MISUMI Group Inc. received the Prime Minister Award at the 9" Japanese Manufacturing Awards for meviy.
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‘ Support for construction of a smart factory ‘

Example of support for DX: Support of construction ofa =
smart factory for PowerX, Inc.

To support the formulation of a scheme for realizing a smart factory and

develop a system

To establish a system for linking all processes including the design of storage batteries, order receipt, production planning,
manufacturing, and distribution and integrating the entire factory from end to end, by combining CCT Orizuru MES and Infor

CloudSuite Industrial (CSI).

Formulation of a scheme

We applied the CCT-DX Method. The experts in
CCT understood the processes for manufacturing
storage batteries, and supported the formulation
of a scheme for realizing a smart factory that can
maximize the production capacity of new
factories.

Expected effects: Productivity improvement and
ROl improvement in planning

Development of OT and the
entire system based on IT

including design, order receipt, procurement
production, distribution, and accounting

We installed the production management function
based on Infor CSI, and applied Orizuru MES,
which put together the know-how of CCT, to the
manufacturing execution system, to integrate IT
and OT.

Expected effects: Productivity improvement and
optimization of the entire system

»

Orizuru

We established a system for linking all processes,

Swift personnel procurement

We procured personnel with Ohgi, and formed a

development team swiftly.

Expected effects: Sticking to schedule and flexible
management of development costs

&

.., CORE CONCEPT
Mo ¥ TECHNOLOGIES INC.

45



Appendix Example of support for DX: Support for building a ~

Support for construction of a smart factory ‘

v Avisualization of the overall concept of a smart factory

v Reforming the manufacturing line: Designed DX for production control, quality control, and production planning
v Resolving technical issues with a demonstration line

v Verifying reform policies, improvement effects, and ROl in each process

Production plan optimization for Instructions to start construction Preparatory work instructions for
each facility for technicians technicians

Developing an hourly production plan that is standardized and Issuing a work instruction list that directs each technician to Instructions for preparing necessary items, such as cutting tools
designed for each production facilty perform high-priority viork required for processing, and individual dentfication by 2D barcode

Expected effect: Reduction of work dependent on individual skills Expected effect: Increased work efficiency Expected effects: Increased work efficiency and error prevention

Understanding real-time production

adjustment status

Test processing, processing condition adjustment, and manufacturing Real-time monitoring and understanding of production from anywhere,
are executed based on automatic measurement results and various instead of raditional local monitoring and monthly tabulation

sensor data.

Expected effects: Productivity improvement and quality improvement Expected effects: Remote work and real-time monitoring

- ——
=

M’

CORE CONCEPT
MiraiFactory for Fine Sinter Co., Ltd. O RSBERL
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Appendix

Example of support for DX: Support for design BIM tool 7oy coRe
development for Takenaka Corporation -

Development of “design BIM tool” ‘

We supported Takenaka Corporation in developing a “design BIM tool” which enables real-time linkage of design information on
construction projects.
“Orizuru” provides such functions as IFC Viewer and sophisticated simulation based on three-dimensional processing technology.

Our company'’s roles

Design portal Design applications
A system which separates information (attribute information) Dedicated applications which link to the information
and shapes (BIM models) and enables batch management entered in the design portal

L0 Design portal s Design applications
etion - - Aut te desi;
Architectural Loy . W:,:,h o
design Attribute information Batch m nt ot Attribute information
ol V models design info on IFC data
=" ,
Srucural =
design ® Shape management function
o (o) o Attribute information & Attribute information @ e
m on IFC data ode on IFC data "
Facitydosin @ R —

Orizuru

v It becomes possible to link various BIM data (IFC data) with design data and visualize them
by utilizing Orizuru’s three-dimensional technology.

v It becomes possible to develop a secure, scalable environment and engage in DevOps (CI/CD)
by making the most of AWS.

ICEPT
TECHNOLOGIES INC.
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Example of support for DX: DX of on-site work for a ~

Appendix 8 N CORE CONCEPT
o major construction company O RSBERL

Remote management center establishment support ‘

Dissemination of knowledge of veteran staff and tackling the issue of developing young human resources
Improving productivity and achieving workstyle reform for on-site employees through centralized management
of information

Remote communication

In response to the problem of difficulty in maintaining on-site
capabiliies due to the mass retirement of veteran employees, by
synchronizing on-site information such as images in real time at
the remote management center, it is possible to obtain information
equivalent to or better than the construction site even from remote
locations, which makes it possible to provide support as if veteran
employees were on the site.

Expected effects: Improvement of productivity, knowledge
transfer and remote work
vy

Consolidation of on-site operations

There was a concen that the number of mid-level workers
responsible for on-site work would decrease, and the number of
work sites that could be handled would decline, making it
challenging to secure profits. In response to this, simple tasks
‘common to each site, such as document preparation and photo
sorting, which had been performed on-site until now, were

consolidated at the remote management center to reduce the on-
site workload.

Expected effects: Workstyle reforms and securing profits

T

Next-generation human resources
development

There was a chronic lack of opportunities for young people to be
trained due to the small number of mid-career workers, resulting in
knowledge not being passed to the next generations. In response
to this, we created case method (simulation) type educational
content using VR generated from the site information accumulated
in the remote management center. In addition, we have
established a system in which past knowledge is managed in a
manner allowing it to be referred to at any time, providing
opportunities for voluntary knowledge acquisition during operations,

Expected effects: Knowledge transfer and speeding up
personnel training
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Example of support for Salesforce introduction: TORAY
~

fppendi Engineering Co., Ltd.

‘ Support for Salesforce introduction ‘

I;., CORE CONCEPT
TECHNOLOGIES INC.

We provided one-stop support for PoC, construction and use when introducing

Salesforce.

We centralized information between sales, technology and purchasing as a

company-wide information sharing platform.

Linkage with external systems

Agile process

We leveraged the features of no-code and low-code to repeat
the cycle of construction, evaluation and improvement,
and use by users at high speed. We then

Multi-cloud

In addition to reforming the sales and marketing areas, Linking with mission-critical systems improved the

we utilized multiple products in Salesforce to meet operational efficiency of order receipt. Additionally,

extensive demand such as data analysis with B, semi- linking with PLM and systems contributed to

automation of order receipt with electronic commerce, and information sharing and operational efficiency

coordination of information between sales, technology improvement among production staff, purchasing staff,
vendors and suppliers.

and purchasing.

continued to expand the functions and deploy them to other

departments.

Salesforce, Sales Cloud and other names are trademarks of Salesforce, Inc. We have obtained permissions to used them from Salesforce.
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Q&A: Impact of the decline in orders received from
large-scale clients and related measures

Kazuaki Nakajima (hereinafter ‘“Nakajima’). We
received the question: “Is the decline in orders received
from large-scale clients in support for staffing of IT
personnel a temporary phenomenon in the second
quarter? If you do not expect to see a recovery, can you
cover for the shortfall with other clients?”

Kaneko: It is not a temporary phenomenon. We believe
the decline in orders received from specific large-scale
clients will continue in the near future.

In relation to this, in addition to our own slight
misreading of demand, we are being asked to provide
skills which are difficult to meet. Accordingly, we have
determined it will be difficult to build up orders beyond
the forecast in the second half of this fiscal year even if
we work hard to conduct marketing to these clients.

Therefore, we will thoroughly cover this shortfall by
expanding sales to new clients in addition to other
existing clients. We have already started working on
such efforts in the first half of this fiscal year.

At present, we are gradually covering for the decline in
orders received from specific large-scale clients with
orders received from other clients. We are starting to
produce results. Our policy is to achieve our plan overall
by building up sales in the second half of this fiscal year.
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Q&A: Delay in the search for new projects in support
for DX

Nakajima: We received the question: “You explained
that the search for new projects is delayed in support for
DX. Has progress on outbound marketing also been
delayed? When can we expect to see results?”

Kaneko: As you have pointed out, progress on outbound
marketing has been delayed a little. A certain amount
time is necessary to make a proper proposal according
to the budget on the client side and to lead to the
reception of an order. In this respect, things are taking a
little longer than we first planned.

Recently, we have spent time in conducting marketing
activities, and have been proceeding steadily. Therefore,
we believe we have taken firm steps toward receiving
orders.

We think orders to be received in outbound marketing
will become a major theme for measures to recover in
the second half of this fiscal year. We are moving
forward while placing our focus here.

Q&A: Synergies with the three companies which have
joined the group

Nakajima: We received the question: “Three new
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companies have joined the group in this fiscal year.
Which of these companies do you have the greatest
expectations for in terms of synergies? Please also give
the context for that.”

Kaneko: We are working with each company so that we
can produce better results rather than seeking significant
results from a specific company.

Specifically, Pros Cons has strengths with good
products in Al-based appearance inspection. Therefore,
we will incorporate some of its functions into
“Orizuru,” and will work together to produce synergies
in relation to DX in the manufacturing industry.

Digital Design Services has strengths in CAD and
strengths in a product to be linked to new product
development in the manufacturing industry especially in
terms of PLM. We will coordinate this with our PLM
service to produce synergies.

Pro-X is a company which has been systematically
promoting initiatives in logistics DX. We have also been
involved in logistics DX projects for the past two years.
Therefore, we will work together on logistics DX with
extra services to produce synergies.

Each of these three companies have their own themes.
Accordingly, we do not have the highest expectations
only in one company; rather, we want to see each of
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them achieve results.

Q&A: Factors behind the decline in gross profit margin
in support for DX

Nakajima: We received the question: “Is the reason
gross profit margin in the first half of this fiscal year did
not reach 40% because the on-site operating rate fell
due to delays in marketing?”

| will answer this question. | think this is a question
about gross profit margin in support for DX. As Kaneko
mentioned earlier, there have certainly been delays in
new marketing. Nevertheless, this does not mean this
has resulted in a fall in the on-site operating rate and a
decline in gross profit margin.

Our business model is characterized by management
leveraging a large number of partners. At present, we
have just under 1,200 partners in operation. The
employee operating rate is always 100% also on a
consolidated basis. Accordingly, gross profit margin is
never affected by an increase in idle employees.

The reason gross profit margin did not reach 40% is
because the outsourcing expense rate was higher than
we expected as we indicated on slide 13. The factor
behind that is projects involving higher outsourcing
expenses than expected in the development phase and
projects in which we intentionally used more partners
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than usual to ensure quality when launching a new
service. As a result, we unfortunately did not achieve
our plans.

Q&A: Regarding policies on financial strategy

Nakajima: We received the question: “The slide 27
states that you expect cumulative operating cash flows
from the fiscal year ending December 2024 to the fiscal
year ending December 2026 to be from 7 to 8 billion
yen. Does this also include M&As?”

We anticipate operating cash flows to be from around 7
to 8 billion yen over the three years from the fiscal year
ending December 2024 to the fiscal year ending
December 2026. As Kaneko mentioned earlier, we
intend to use these cash flows first of all for growth
investment. In principle, our policy is to carry out
M&As within the range of these cash flows. In addition
to this, we also want to proactively hire human
resources on a consolidated basis.

This is our basic policy. However, M&A is something
that cannot be decided in a definite manner. If there is
an extremely good large-scale project which requires a
lot of capital, we will not rule out borrowing or equity
finance as options depending on the situation.

Our policy is to strike a good balance between such an
active investment and the accumulation of net assets.
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Appendix Regarding the handling of this material &) QST

* This material was produced by our company for the sole purpose of providing information, and
not intended for soliciting the purchase or sale of securities of our company.

* The descriptions related to forecasts included in this material are based on our judgments and
assumptions as well as currently available information, and include information on our business
plans, market scale, competitors’ situations, industries, and growth potential. Accordingly, there is
a possibility that actual results may differ significantly from explicit and implicit forecasts due to
various risks and uncertainties.

* Unless otherwise specified, this document indicates financial data in accordance with the
generally accepted accounting principles in Japan.

* Information on companies other than our company is based on publicly available information.
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