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Executive Summary

Quarterly
Performance

Progress
during
Current
Period

Net Sales

Adjusted

EBITDA

981 million yen (‘5906 miIIionyen) —49 million yen (+42|'millionyen)

Revenue decreased due to structural changes in the Part-time Job Domain and pending settlements for
purchase and resale properties in the Real Estate Domain.
Losses narrowed driven by revenue growth in the Career Domain.

Part-time Job
Domain

Structural transformation toward a
profit-oriented business model is well
underway.

Launched the "Machification” Project
to solve industry challenges through
Data & Speed

Career Domain

Enhanced user experience by
leveraging Al and proprietary data
through features such as resume
preparation assistance in
TenshokuDRAFT and expanded review
capabilities in Tenshoku Kaigi

Real Estate
Domain

Expanded content using Al; Improved
site value; Ranked No. 1in GMO
Customer Satisfaction survey
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Company Overview

Philosophy
Happiness Begetting Happiness.

Human beings feel their greatest happiness when they are
able to bring happiness to others. This represents our view
of the fundamental way in which human beings find
happiness, and it is a core value that LIVESENSE upholds.
Let's bring happiness to our customers through our
business, and in doing so, find happiness ourselves. That
sentiment is embodied in the phrase "Happiness

Begetting Happiness.”

Company Name Livesense Inc.

Established February 8, 2006

Number of Employees

[Non-consolidated] 2471 Full-time employees [as of late March 2026]

Vision
Invent the next commmon.

Creating the next common of the future and embedding
it in society. The starting point lies in the questions hidden
within commmon sense and everyday life. We question
familiar inconveniences and industry conventions and
transform them into forms that are better suited to our
times. We will continue to take on challenges to realize the

next common.

President and Representative

Director, Executive Officer Taichi Murakami

Listed Market TSE Standard [Securities Code: 6054]

Consolidated Subsidiaries Fill Life Inc.



Appendix | Basic Philosophy of Business Operation

Basic Philosophy

We wiill view structural distortions preventing optimal choices as social
issues to be solved with technology.

Three business themes based on basic philosophy

o

System Innovation . Respect for
through DX High Transparency

Humanity

Improve convenience and efficiency by Realize society where better choices can Matching based on diverse preferences

updating old system and solving issues be made by eliminating asymmetry of and values for more satisfying choices
and distortions in each field information
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Our Business 6

Part-time Job Search Site
[
7/ Y/t e

By leveraging a proprietary
display algorithm and
diverse pricing plans, the site
enables efficient part-time
job searching and hiring.

System Innovation
@ through DX

Career Change Service
for IT Engineers

BB DRAFT

Supports IT engineers' salary
increases and career building
through 'Scout' (pre-set
salary/mission) and 'Agent’
support.

A;T:A High
Transparency

Respect for

Humanity

Job Review Site

(VB

P A S
7~ ok

Features reviews on
company reputations and
salaries to eliminate
information asymmetry and
mismatches in career
changes.

AIA High
Transparency

Interview
Optimization Cloud

batonn

Enhances interview
efficiency and hiring power
through Al-driven
summaries, preventing
mismatches and
strengthening attraction.

System Innovation
ﬁs through DX

Real Estate
Information Service

VN =
I ESHIL

Facilitates satisfying pre-

owned condo transactions
by providing realistic data
(asset value, environment)
and advisor support.

AIA High
Transparency



TG HICF "o %)

By leveraging a proprietary display algorithm, diverse pricing plans that include performance-based options, and
an advertising-driven customer attraction platform, the site enables efficient part-time job searching and hiring.

Realize efficient part-time job search and hiring for job seekers and hiring companies

Fast and personalized Highly cost-effective

O) job search hiring ﬁ
Q‘ * Diverse pricing plans

* Algorithm that

T . isi Hirin

Job seeker prioritizes job listings Advertising-based 9
matching individual customer attraction company
hosn::fneg;t:rs preferences ARlieidens tailored to hiring budgets Restaurants,

part-timers ote / Hiring and needs retail shops,

, ' security

L companies, etc.
Success fee upon hiring

(For pay-per-hire models. Fees occur upon posting for pay-per-post models)



— C Ch Servi
G DRAFT wormengneers 6

The service supports IT engineers in increasing annual income and building careers through Scout, which presents
annual salary and mission up front, and Agent, which enables consultation with advisors knowledgeable about
the industry.

Supporting IT engineers in building their careers through two approaches: Scout and Agent

ZmH DRAF T scour I DRAF T AGENT

Company Job change
O) N A consultation
O) Company O

[ 4
) Y : =¥ a1y
o b D o

seeker seeker Career Hiring
seeker advisor
IT engineer Receive scouts from companies that present company
annual income and mission, offering Discover unexpected career opportunities
opportunities for high income and favorable through professional career consultations
conditions

Success fees and service fees



@ $ﬁ HEE /ﬁ\ E% Job Review Site

The site provides over 5.5 million* reviews covering company reputation, annual income, and other insights. It

aims to eliminate information asymmetry and mismatches in career changes.

Eliminating information asymmetry and mismatches in career changes

Don't know
what's going on
at the company

Q)
)

Job seeker

Would-be career
changers

*As of January 2026

DR
:—l | e e 0 Actual annual income

Reviews by employees

. . . Overtime Interview information ...etc.

Providing company reviews from diverse perspectives. By
revealing realities not visible in job postings, we eliminate
mismatches between job seekers and hiring companies.

Referral fee (upon member registration)

— Success fees upon hiring (when hired

through Scout)

Partner
company

Recruitment

information site .
Recruitment agency lelng company

Review viewing fee
(charged to viewing members)



batonn Interview Optimization Cloud 6

By visualizing interviews through video recording and automatic transcription, and utilizing highlight videos and
Al-based summaries, we prevent mismatches in hiring, strengthen candidate attraction, and enhance

companies' recruitment capabilities.

Eliminating inefficiency and dependence on individuals in hiring interviews
to enhance companies’ recruitment capabilities

. . + Al-based summarization
Conventional Job Interviews bGtOnn - Highlights and key point extraction

Ist 2nd Final
- Insufficient handover leads to repeated questions Efficiently hand over interview key points and
in subsequent interviews evaluations, enabling more in-depth interviews

- Evaluations are not aligned among interviewers as the process progresses
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®

VAN
| E S H | |_ Real Estate Information Service 6

Achieving highly convincing pre-owned condominium transactions through realistic information
(e.g., asset value, living environment) and advisor support. We also conduct purchase and resale businesses.

Achieving highly convincing condominium transactions through
realistic information and neutral advice

Referral fee
VN 1T —— Closing fee (charged

Do not know fair price
No specialized knowledge I E S I—l | I_ upon successful

transaction)

Cg ? Advisor from
" a neutral standpoint ®

Practical information on
pre-owned condominiums X
Q‘ Price valuation / Transaction history / Disaster risk / ) ) )
Living environment data / Reference price by room / Dedicated advisors provide free support. Resolve

Asset value / Property & area reviews, etc. anxieties before visiting a real estate company.

Users Real estate company

Prospective sellers )
Real estate agencies
/ buyers Purchase and resale through
own-company buyout
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Medium- to Long-term Targets &

Evolve into a company that not only creates new businesses ("O—>1") but also achieves growth
1910 from “1->10." Achieve consolidated sales of ¥9.0 billion and adjusted EBITDA* of ¥0.5 billion in
: FY2027 through growth in existing businesses. Toward FY2035, aim for average annual sales
business growth ) ]
growth of +15% and an EBITDA margin of 20% or higher.

(Billions of JPY)

. Consolidated sales
Adjusted EBITDA

Net sales CAGR: +15% _l

Medium-Term Business Plan 2025-2027

Achieve record-high net sales through business

growth l
Profit growth driven by top-line expansion

EBITDA margin: 20 % or higher

9.0
6.7 6.3
__Illllllm IQ5

FY2006 2008 2010 2012 2014 2016 2018 2020 2022 2024 2027 2035

*Adjusted EBITDA = Operating income + depreciation and amortization + amortization of goodwill + stock-based compensation expenses + M&A-related expenses



Medium-Term Policy

Realizing "12>10" growth by strengthening branding and creating high-retention businesses.

vy

Stagnation of net
sales and income

* Failure to establish brand
recognition and preference
among users

* Low switching costs

Medium-Term Policy

Toward brand recognition
and preference

Strengthen
Branding

6 D & /h

ool

Realizing

Strengthening customer touchpoints

Create

High-Retention "1->10"

Businesses growth



FY2027 targets &
Consolidated 9 O N In the Part-time Job Domain, pursue growth by strengthening the customer base of
¥ 7 o \Jhbillion Machbaito, while in the Career Domain, focus on establishing the brand and
expanding the profit infrastructure of Tenshoku Draft. Depending on the likelihood of
égjll%tzd ¥ O.Sbillion investment recovery, large-scale promotions and M&A will also be implemented as
appropriate™

sales

Q1 FY26 Update: Due to the structural transformation of the Part-time Job Domain initiated in Q3 FY25, net sales are expected to fall below target.

(Billions of JPY)

Sales*? 63 %0 +13%
Part-time Job Domain @ 39 55 +12%
Career Domain @) b 16 25 +16%
Real estate Domain ® 7 10 +11%

Adjusted EBITDA 1 5 +67%

*1 Large-scale promotions and M&A are not included
*2 Sales in FY2024 include businesses that have been withdrawn
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FY2026 Policy

While advancing the Medium-Term Business Plan, achieve quarterly profit by improving profitability.

FY2026 Policy

* Improvement of Profitability

« Advancement of the Medium-Term

Strengthening of Branding )

Creation of high-retention businesses

Business Plan (
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FY2026 Business Strategy 6

Change in policy at Machbaito to improve profitability. For batonn, added policy aimed at market development.

Medium-Term Business Plan FY2026

pd

E

=

Part-time - Strengthening the Customer base

Job Wﬂ'{F - Strengthening Customer Acquisition

Domain Through New Brand Establishment ongoing | Creation of new experiences through "Data x Speed"

Shift to a Profitable Structure

- Increase in Users Through Brand Brand communication centered on career building/survival

Ongoing

iz B D RA F T Establishmen strategy
" Broadening Target Segments by Broadening hiring opportunities through improved service
Expanding Recruitment Channels oreene experience
Career _ * Broadening user base through content Ongoing Content Expansion through Review Assets Combined with Al
S CoERaE e
* Broadening of monetization points Ongoing Launch of Scouting Service

Acceleration of customer acquisition through organizational
strengthening

Ongoing

- Strengthening of marketing and

thOnn sales to achieve PMF

NEW Development of new products

- Increase in number of users through
/A\ expansion of content and service areas Ongoing Increase in number of users through expansion of content and service areas

I E S |_| I |_ * Broadening of monetization points by ongeng | Broadening of monetization points by leveraging customer base
leveraging customer base




2 gHIAF | FY2026 Business Strategy O

Significantly changed to customer composition to improve profitability.
Development of features that contribute to branding is also ongoing.

Medium-Term Business Plan (FY2025 Policy) FY2026 Policy

a R

Strengthening the Customer base NISWAl Shift to a Profitable Structure

Expand share of dealings with existing major companies Review policy for broadening customer base; focus on high-profit projects to
through increased customer attraction driven by advertising > advance new development and expansion of business. For projects with low
investment. In parallel, expand business by developing job profitability, amend terms or reduce business scale. Complete the shift to a
listings across a wide range of industries and occupations, profitable business structure by the first half of FY2026, including optimization of
focusing on large and medium-sized companies. advertising and operations.

Strengthening Customer Acquisition Through Ongoing | Creation of new experiences through "Data x Speed"

New Brand Establishment

Shorten the time required for job seekers to start work by >
streamlining job search, job applications, and the hiring
process of companies and stores. Promote branding
centered on speed, grounded in new experiences.

Work to revamp the user experience to establish a brand centered on speed. Promote
the development of mechanisms and functions that utilize data for faster, more
efficient part-time job discovery. Place large-scale promotions temporarily on hold.




B DRAFT | FY2026 Business Strategy

4

o

Continue the policies of the Medium-Term Business Plan. Increase matching while advancing brand establishment.

Medium-Term Business Plan (FY2025 Policy)

Increase in Users Through Brand Establishment

Extend the concept from specialized "job change service"
for IT engineers to "service that enables career building."
Strengthen exposure through media outreach,
participation in events, etc.

Broadening Target Segments by Expanding
Recruitment Channels

Through expansion of our recruitment services, broaden
the target segment to include job seekers who would not
have used scouting services alone, while also broadening
the target segment to system integration/contract
development firms and non-IT companies.

FY2026 Policy

~

~

Brand Communication Centered on Career Building /

Ongoing

Survival Strategy

Communication of the brand, with 'career building' and 'survival strategy' as core

messages to IT engineers.

Increased Matching through Expansion and Improvement
of Services

Ongoing

Acquisition of new hiring companies and job seekers by broadening the corporate
base, developing new services, etc. In addition, improve matching (number of
successful hires and hiring success rate) through Al-driven UX enhancements and
eliminating nomination bias and other opportunity losses.




OV EM=E batonn | FY2026 Business Strategy &

Accelerate improvement and expansion of service value through Al. Develop new products to expand the market
for batonn.

Medium-Term Business Plan (FY2025 Policy) FY2026 PO“C)’

Ongoing | Content Expansion through Review Assets with Al

Broadening User Base

— WA= th rough Content Expand content leveraging generative Al based on reviews and associated data to broaden the user
@ EEK H& I~ Elg:-k_ EXpO nsion base. Aim to release multiple products and attract traffic during the year.

Ongoing | Enhancement of the Scouting Service Experience

Launch of Scouting

Service Increase number of hires by reducing user burden and improving matching accuracy.

Ongoing Accele.rctiQn of Customer Acquisition through
Organizational Strengthening
Strengthening of Expand sales and marketing staff to accelerate customer acquisition. Achieve PMF within the year.
batonn marketing and sales to >
achieve PMF

Development of New Products

Develop new Al-native services to expand target markets. Aim to release a prototype during FY26.
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IESHiL | FY2026 Business Strategy 6

Grow user base by expanding content and coverage areas.
Simultaneously, leverage the customer base to create new monetization

opportunities.

Mid-Term Plan (FY2025 Strategy) FY2026 Strategy

~

r

User Growth through Content & Area Expansion Ongoing | Content Expansion Through Al — Priority Focus
Content Expansion: Expand content for prospective buyers, building on > Strengthen Al-driven content generation and data collection to
existing living environment data such as condo price ranges by room type improve comprehensiveness and accuracy of living environment
and disaster risk information. information. Enhance value for prospective buyers to drive further
Area Expansion: Expand listing coverage from the current Tokyo traffic and user growth. Geographic expansion is planned for the
metropolitan area (1 city, 3 prefectures) to nationwide. following fiscal year and beyond.

New Product Development Targeting Revenue from
Next FY Onward

Develop new products leveraging IESHIL's member base and
customer base, targeting revenue contribution from the next
fiscal year onward.

Ongoing

)

Expanding Monetization Using Customer Base

Leverage IESHIL's customer base to expand monetization methods,
including buy-and-resell operations.




FY2026 Financial Forecast

Prioritizing profitability improvement. Revenue decline due to structural
transformation of the Part-time Job Domain.

A loss is expected in H1, with the target of achieving quarterly profitability in
H2.

(Millions of JPY)

FY2025 FY2026
H1 Actual H1 Forecast

Change (¥)

* Given the significant revision of the revenue
structure, guidance is disclosed for H1 only.
Full-year guidance will be determined based

Net Sales 2,935 2,300 -21.6% - 635 . .
on progress in the revenue restructuring.
Adjusted EBITDA 201 _ 195 ) 45 . 'I.'he. Part-time Job Domain is s'tre.a.mllnlng
listings and cost structure. A significant
revenue decline is expected, but profitability
will improve.
Operating Income - 211 -200 - +11
* Both Tenshoku Draft and Tenshoku Kaigi in
the career segment are expected to grow
Ordinary Income - 135 - 200 - - b4 revenue.
Profit Attributable to * No large-scale promotional investments will
Owners of Parent - 211 - 210 - +1 be made.

(Interim)



2. Financial Results



Quarterly Results b

Revenue decreased due to structural changes in the Part-time Job Domain and pending
settlements for purchase and resale properties in the Real Estate Domain.
Losses narrowed driven by revenue growth in the Career Domain.

(millions of yen)

Q1 EY25 Q1 EY26 H1 earnings forecast
(Progress)

-596 2,300
Net Sales 1,577 981 (-37.8%) (42.7%)
p . . 446 Revenue decreased along with optimization of low-

art-time J Ob Domo n e 896 450 (-49.8%) - profitability projects and reduction of transactions
CGreer Domain ® b 403 482 (+19‘|6'ZA)9) _ $:;§2§EJBC£Z|2?red for Tenshoku Kaigi and
Reol ESthe Domoin*1 @ 277 48 -228 _ Pending sgttlements in the real estate purchase and
(-82.5%) resale business

Adjusted EBITDA*? -93 -49 +44 -195
Operating Income -100 -57 +48 -200
Ordinary Income -60 -48 +11 -200

Profit Attributable to Owners of .89 53 +36 210
Parent
*1 Including the results of consolidated subsidiary Phil Life Inc.

*2 Adjusted EBITDA: Operating income + depreciation + amortization of goodwill + stock-based compensation + M&A-related expenses (see p.45 for details)



Net Sales Trend| Part-time Job Domain

Revenue per project improved through optimization of low-profitability projects and
reduction of transactions. Decreases in listing volume and revenue were as anticipated.

Machbaito revenue
(millions of yen)

I Net —@— YoY

89.6%

Q1 FY25 Q2 FY25 Q3 FY25 Q4 FY25

Q1 FY26

Listing volume / Revenue per listing*

=@ isting volume Revenue per listing

Optimization of
advertising strategy

Optimization of low-profitability projects and
reduction of transactions

111
100 102
Q2 ete)
75
65
Sep 2025 Oct 2025 Nov 2025 Dec 2025 Jan 2026 Feb 2026 Mar 2026

*Figures are indexed with September 2025 actuals set to 100



Net Sales Trend| Career Domain

Both TenshokuDRAFT and Tenshoku Kaigi recorded revenue growth. Overall, revenue in the
Career Domain increased by 79 million yen (+19.6%).

TenshokuDRAFT revenue Seth seoutng servies Tenshoku Kaigi revenue

(millions of yen) and recruitment service (millions of yen)
recorded revenue growth

Increase in user inflow
I Net Sales  ==@— YoY I Net Sales  =—@= YoY

129.2%

125.8%

115.3%
—e

111.9% 1M.9%

110.9%

101.9%

88.3% 325
291

318
287

276

172
166 162
: : I I

Q1 FY25 Q2 FY25 Q3 FY25 Q4 FY25 Q1 FY26 Q1 FY25 Q2 FY25 Q3 FY25 Q4 FY25 Q1 FY26




Cost Trend

Total expenses decreased 38.4% YoY due to organizational restructuring, optimized
advertising spend, and a reduction in variable costs along with revenue decrease.

Cost of sales and SG&A expenses

(millions of yen)

B Personnel Expenses

* Reorganized Machbaito and other services

1,677
1,468
1407 1,454
647 o
451 b5 Advertising Expenses
605
1032 * Optimized advertising strategy in line with changes in the listing
320 volume and composition of Machbaito
499 440 457
319
201 Others

* No cost of sales was recorded in the Real Estate Domain, as no

settlements occurred in the purchase and resale business.

* Sales commissions decreased along with lower revenue.

Q1FY25 Q2 FY25 Q3 FY25 Q4 FY25 Q1 FY26



Adjusted EBITDA Trend/Breakdown of Changes

Despite a significant decline in revenue in the Part-time Job and Real Estate Domains,
lower variable costs limited the impact on profits.

Losses narrowed YoY due to increased revenue from high-margin businesses.

Adjusted EBITDA

(millions of yen)

= S
- +45
Cost of sales: Decrease in cost of sales and sales
commissions in Real Estate Domain
Advertising expenses: Advertising strategy adjusted in
line with changes in listing volume and composition

-107

-105

Breakdown of changes

(millions of yen)

Part-time Job Domain: Fewer listings along with improved profitability
Real Estate Domain: No settlements for purchase and resale properties

Change in .
Q1FY25 revenugﬁ'om Change in cost Change in Change in Q1FY26
Adjusted EBITDA . of sales / revenue from other cost Adjusted EBITDA
Part-time Job / advertising !
Real Estate expensos Career Domain

Domains



Performance Forecast 6

Structural transformation is well underway.
The first-half profit forecast (Adjusted EBITDA: -195 million yen) is expected to be achieved.

Considering volatility, the earnings forecast remains unchanged.

Net sales Adjusted EBITDA
(millions of yen)

(millions of yen)
. . Focus on achieving quarterly
Temporary revenue decline driven by orofitability in the second half

1577 profitability improvements, followed by
' focus on renewed growth

1405
1357 1509

E A"

981 . -
47 49
-93
107 -105
Volatility remains

QTFY25 Q2FY25 Q3FY25 Q4FY25 Q1FY26 Q2FY26 Q3 FY26 Q4FY26

QTFY25 Q2FY25 Q3FY25 Q4FY25 QTFY26 Q2FY26 Q3 FY26 Q4FY26
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Progress during Current Period | Q1 Summary

) Structural transformation toward a profit-oriented business model is well underway.
S Launched the "Machification” Project to solve industry challenges through Data &
Speed

o Released a resume preparation assistance feature leveraging Al, proprietary resume
ZB DRAFT data, and career support expertise, designed to enhance user experience and
matching quality

/::i}; Eiﬁ ‘/Z—:\Eﬁ Created new content with Al based on proprietary review data, leading to enhanced
user experience
I/E S r_lll/t Enriched content using Al; Improved site value; Ranked No. 1in GMO Customer

Satisfaction survey



7 AF | Business Progress

Structural transformation toward a profit-oriented business model is well underway.
Going forward, focus will be on improving operations and developing/expanding
transactions for high-profit projects.

Q4 FY25 Q1 FY26 32 FY26 onward
e Optimization of low-profitability During Q2
Optimization of projects and reduction of Finalizing structural

advertising strategy transacticie transformation

Q2 onward

Changes in Improving profitability through O/ expanding

) - ) e 3 transactions

operational structure operational optimization and other for high-profit projects
initiatives

Shift to a profit-oriented business model

Finalized the optimization of low-profitability projects and reduction of transactions

Going forward, focus will be on improving operations and developing/expanding transactions for high-profit projects to
ensure sustainable profitability.



2 7IJAF | Business Progress

Launched the "Machification” Project to solve challenges in the part-time job industry
through data and speed. Achieved the industry’'s No. 1 website loading speed.
Also developing speed-focused features in parallel.

g HMNAF (3

363;% FERETINAT FERY O
RA—BA—-JnRTEE(LCP) L
1

I

Example: Using location data to

Dt
0 250 1,000 1200 5.000 display t|me—eff|.cn.:—:.nt job listings
HTRE(ms) based on accessibility and commute
El.AEn-E I =3 YAGRRREF e T /RN T, ERE TS Wl (R A - DR EREE R L R - Yl 2O F v TERSER O E R Ll W[Jr# CO nvenlence

O MAEWE 2 DOREET SHEE D R R I00ER 1 30

Creating new experiences through "Data & Speed” Launched the "Machification” Project to streamline the process from job search to the first
day of work. As part of this initiative, Machbaito now delivers the industry's fastest

Launched the "Machification" Project :c/vebsite loading speed and time to interaction. Also developing a location-based job search
eature.



ZB DRAFT | Business Progress

Released a resume preparation assistance feature leveraging Al, proprietary resume data,

and career support expertise, designed to enhance user experience and matching quality.

e = ' P Al
BRHE 77 b o —
— Quantifying your
- achievements
Resume data enhances recognition.

and career support expertise
—>

U_')Uﬁ’f ,L\ = 4 érg e

4—|~/\‘/71‘% %?Ei 3L

Al
Y AN '
]\j] Wﬁ%ﬂﬂr— *ﬁ [' f User enters Al analyzes it using Improvements suggested
iQr-- 5< n¥'ﬁﬁ INAL G A y i wi/ a7y A project experience proprietary data instantly
aligned with employers'
priorities

Increased matching through service expansion and improvements
Released a feature that provides real-time Al-powered resume feedback

based on proprietary resume data and career support expertise, enabling

Released an Al-powered
more efficient preparation of high-quality resumes

resume preparation assistance feature



LVER

A= = .
=% | Business Progress

Created new content with Al based on proprietary review data, leading to enhanced
user experience.

EETOP 7P (s270 . SFUY (4s2  [EFE 455 RA

D

i - WHRQ&A O

TMEERICHT D7 — RNy 73+ H
D XIH?

ZOERICEZETZERE LT HE - THENSUTOL S BREIFES
.

R
[QAY:S

DFHIEFERICHT D74 — RN\ ZIZDWT
3. HIEE L TRERINTVWE—AT. EBROERE
TEENH D EVWSIKANRSNE T,

FIEETIE. FHRS CICHBEADERS . ‘R
DOHBEFTHRIROBERELF v U ZICDVNTOR
EHTbNd & WS HEANEEINTWETD, £k,
Ton1 E—F ¢ Y/ RBREDEPRNRIZT 2= — 3>
BESbRITESNTED, LRAEEITEENZNEWNWSET
fedHphET, HOEENPREICERSNTED.,
V—hZETDEDLEIRNTEANED SNDEWVWSIE
RBHHDFET,

BHTOP §P¥ (oo GEY ae2) R 4o B

D
FIN - ¥l OOJSEWN O

CHENICEZBTZHEMELT, B - THEHISUTOL S5
BHFESNTVET,

KRt DFE - FHEHIE IF. RRE
HREENTHHZ/IHE T 2—H T, FEIEEL
£9, FUUE300~700HHDIENH D, BREH
RElcRRE NS EEANTHISNTWET, &
FIEEPERIBELRFTY, LML, 55D
BEEENMEL RIGENREN TH S 2 &, FHIE
ENEERTLAKEENBVWT & HAREIN
YV REIETRATHZ ZEDEHINTVED,
i 7O R DFEBEMER L LIRS KEDFHFES A
{EHRETY,

El ®i#leB->2003; @1 D2 D3 4 D5 D6
a7 o8

Enriching content with review assets & Al

Released Al-powered Q&A and
review summary feature

Launched an Al-powered analysis feature that
processes accumulated reviews to provide Q&A
and review summaries regarding any
company's culture and ratings



\\ 1TV
| ESHiL | Business Progress

Enriched content using Al; Improved site value; Ranked No. 1in customer satisfaction

y 5] = = B = s ©
14 BHEE esa HHEE 3 &wEME IVU7IHE

ot

ESHIL
= |
WNE-IL—LY 7 —&hiE BEEER

FYINET—RRFrFILI—h E'Egiﬁ E Jg % 1 Tﬁ

2026F vraviBY I BEE®

_.. KENTYAEE SBEHEROE
) sk ENT CRBE BEEOE O EERERYHEN2(:EDET >

‘7 e e
& P 5‘;} . 2026/01  30.55M/B

-- . 3
4 . EEARE X

KENT;LME gwm- " r . 93.13m? | 3LDK | 25F | LUKFE184F | “f’
P ~ . | N -I ¥
v e 2026/01  295M/B \ @ j

o L WERBAL 73.03m? | 3LDK | 18 | L5184
38 DISEL, 2a—XRyIR»BY
Oty MrEEERIINERZ.. =270

20265 GMORMIE MRS » 7 Vi a Y HEBY - + BERMN Bl

2025/ 287 H/A

Added information about property walkthrough/virtual tour videos and
rental history. Ranked No. Tin the 2026 GMO Customer Satisfaction
Ranking: Condominium comparison websites (residential use category) in
February, primarily for the accuracy of property information and ease of
navigating the website.

Expanded user base by broadening content offerings and regional coverage

Developed/released multiple features and content



IR Email Magazine Registration & IR Site

Register for IR Email Magazine

We distribute IR disclosure information via email. If you would like to receive these
updates, please register via the URL or QR code below.

https:/x.bmd.ip/bm/p/f/tf.ohp?id=bm&62578kc&task=reqgist

Past IR Disclosure Information

Please access the URL or QR code below to view previous IR disclosure information.

https://www.livesense.co.ip/ir/







Financial Data (1)

Consolidated Income Statement

Unit FY2021 FY2022 FY2023 FY2024 FY2025

Net Sales millions of yen 4,179 4,757 5,654 6,320 5,639
Cost of Sales millions of yen 742 756 951 1,581 1,429
SG&A Expenses millions of yen 4,549 3,717 4,217 4,629 4,579
Adjusted EBITDA millions of yen -1,104 289 488 125 -354
Operating Income millions of yen -1,112 284 485 109 -368
Ordinary Income millions of yen -916 438 649 260 -294
profit Attributable to Owners of 1 jjions of yen 943 537 716 197 22

Consolidated Balance Sheet

Unit FY2021 FY2022 FY2023 FY2024 FY2025

Current Assets millions of yen 3,339 4,16 4,555 4,765 4,638
Cash and Deposits millions of yen 2,705 3,560 3,647 3,925 3,639
Non-current Assets millions of yen 535 351 252 175 Q4
Total Assets millions of yen 3,874 4,468 4,808 4,947 4,733
Current Liabilities millions of yen 690 1,087 803 720 512
Non-current Liabilities millions of yen 84 23 23 13 10

Net Assets millions of yen 3,099 3,356 3,981 4,207 4,210

C-



Financial Data (2)

Consolidated Cash Flow Statement

Cash flows from operating activities
Cash flows from investing activities

Cash flows from financing activities

Management Indicators

Operating Margin (%)
Stock Price (end of Dec)
Market Cap (end of Dec)

EPS (Net income per share)

PER (Price earnings ratio)

ROIC (Return on invested capital,)
ROE (Return on equity,)

ROA (Return on assets,)

Unit FY2021
millions of yen -361
millions of yen 19
millions of yen 15

Unit FY2021

% -

JPY 179

Billions of
JPY >0
JPY -34.4

FY2022
731
128

A

FY2022
6.0
279

78

19.6
14.2

7.9
16.7
10.5

FY2023
3

88

-4

FY2023
8.6

254

71

26.1

9.7

13.0
19.5
14.0

FY2024
264

FY2024
1.7
143

40

7.2
19.9
2.4
4.8
53

FY2025
-652
376

-9

FY2025

19
33

-0.8

C-



1Q26 Consolidated Balance Sheet

Assets

Liabilities

Net Assets

Current Assets

Non-Current Assets

Total Assets
Current Liabilities
Non-Current Liabilities

Total Liabilities

Shareholders' Equity

Total Net Assets

Cash and Deposits

Property, Plant & Equipment
Intangible Assets

Investments & Other Assets

Share Capital
Capital Surplus
Retained Earnings

Treasury Stock

4Q25

4,638
3,639
94

89
4,733

512
10
523

4,158
237
225

3,859

-164

4,210

1Q26

4,495
3,473
90

85
4,586

416
Ll
427

4,104
237
225

3,806

-164

4,159

(millions of yen)

YoY

- 146



Our Approach to Adjusted EBITDA | Breakdown ?

Established as the profit metric for promoting and evaluating the mid-term management
plan.

(millions of yen)

Reason for Exclusion

Operating Income -100 -57
Depreciation &
Amortization O O
Non-cash accounting expenses are excluded to measure

Goodwill . , - ,
Amortization O O true business profitability against the "1->10 growth"
Share-Based target.

) 5 T
Compensation
M&A-Related 0 o One-time M&A costs are excluded to encourage active
Expenses M&A execution.

Adjusted EBITDA -@3 -49



Employees

No. of Employees (Consolidated)

® Regular (People)

» Part-time

Subsidiaries

S Zx ™

2Q/23 3Q/23 4Q/23 1Q/24 2Q/24 3Q/24 4Q/24 1Q/25 2Q/25 3Q/25 4Q/25

Breakdown of Full-time Employees

Corporate
17% Engineers
Business ‘/
Operation Designers

10% 31%

Sales / BizDev
26%

*Non-consolidated: Head Office Regular Employees only.
(Our 'Regular Employees in Specific Functions' are mainly
responsible for customer support and sales.)



Disclaimer

Livesense Inc. (below, the Company) has prepared this material to provide current information about the Company.

The Company prepared this material using generally known information about social and economic conditions and certain
assumptions that we deemed to be reasonable. The information found in this material is subject to change without notice
due to changes in business conditions or for other reasons. This material contains forward-looking statements, which are
based on current expectations, forecasts and assumptions that involve risks. These forward-looking statements contain
uncertainties, and actual results may differ substantially from these statements. These risks and uncertainties include
general industry and market conditions as well as general Japanese and international economic conditions such as changes
in interest rates and exchange rates. The Company has no obligation to update or correct the forward-looking statements
contained in this material, regardless of any new information, future events, etc.

In light of the above, investors are advised to use their own judgment when making investments.

Note : This document has been translated from the Japanese original for reference purposes only. In the event of any
discrepancy between this translated document and the Japanese original, the original shall prevail.
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