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I am Eto, President and Representative Director.
For this presentation, we have significantly revised the content and
structure of our materials.




| Top Message eGuarantee

INNOVATION IN FINANCE

Toward a financial infrastructure that opens access to credit

data and supports new challenges.

We would like to express our sincere gratitude to our shareholders and investors for your continued understanding and support of our business activities.

Regarding the financial results for the fiscal year ended March 31, 2026, the results were in line with our initial forecasts. Since our listing, we have achieved our publicly
announced ordinary profit budget for 19 consecutive fiscal years and have maintained net sales and ordinary profit growth for 24 consecutive years. We would like to take this
opportunity to express our deepest appreciation once again.

Since, our establishment, we have operated our business based on the belief that ‘corporate credit risk should not be assessed solely on financial statements or collateral, but
rather that corporate value should be understood through a company’s day-to-day operational history and external reputation. We believe that credit commensurate with such
value should be extended to contribute to corporate growth. We also believe that there is a “third force” to replace traditional financial institutions such as banks, which have long
been the central players in finance, and securities firms, whose functions have largely been limited to large corporations’'—this belief has guided our business to date.

In terms of business development, we initially identified the guarantee of accounts receivable as our first area of focus, with the aim of capturing business to business transaction
data. This field has gradually gained recognition and appreciation from many domestic companies. Currently, our guarantee obligation has reached JPY 2.7 trillion, and our
guarantee liabilities have exceeded JPY 900 billion, with expectations to reach the JPY 1 trillion milestone during the current fiscal year. Above all, by currently guaranteeing
transactions for over 500,000 companies, we have succeeded in accumulating a vast amount of data, including transaction status, payment records, and mutual evaluations. We
consider the acquisition of this data to be our most significant achievement to date.

At the same time, we are entering a new era driven by emerging trends such as Al, where the possession of rich foundational data has become a key source of competitive
advantage. Since our inception, under the concept of data mining, we have continuously accumulated a broad range of data without being constrained by whether it would have
immediate future relevance. This steady accumulation is now becoming a significant asset for us. By leveraging these data assets, even as a smaller player compared to traditional

Me_]sanorl EtO financial institutions such as banks, we see substantial potential to achieve significant growth by utilizing IT and AI technologies. Going forward, we aim to further accelerate our
Pres|dent and CEO growth and contribute to social transformation by expanding our business domains beyond trade receivables into new areas such as lending.

In our Medium-Term Business Plan, alongside our financial targets, we have outlined a strategy to shift gears toward accelerated growth through a process of transitioning from data accumulation to data utilization and,
ultimately, data release. In the area of credit risk guarantees, we are establishing a two-pronged approach: ‘increasing headcount’ and ‘establishing expansion methods that do not require a large number of personnel,” while also
demonstrating our direction for future growth by expanding into peripheral areas such as lending guarantees in the indirect finance sector. Regarding our financial targets, such as net sales and ordinary profit, we must
sincerely apologize for a significant delay of approximately 1 to 1.5 years compared to our initial plan. This was primarily due to the recruitment of sales personnel not progressing as expected during the first year of the plan.
Since then, through various measures, our efforts to strengthen the sales force are steadily getting back on track. However, challenges remain, such as increasing the contract unit price among the newly added sales personnel.
On the other hand, our qualitative initiatives are progressing steadily. We will strive to capitalize on current tailwinds, such as rising interest rates and increasing inflation, which are expected to lead to a shakeout of companies.

At the same time, while pursuing both growth and capital allocation, we will continue to steadily implement measures toward our financial targets of ROE and ROIC of 20%. Under our business model, in which we seek to
monetize and hedge risks to the greatest extent possible through securitization, we have reviewed our capital policy by estimating the required capital after taking into account the amount of guarantee liabilities we effectively
bear, as well as future investment needs. Based on this review, we will prioritize shareholder returns while maintaining a flexible approach to investment opportunities and will continue to explain and respond to such investment
needs in the market as they arise. As a result, we have revised our dividend policy and have set a target payout ratio of 100%.

Furthermore, given the limited number of comparable companies in our field and the resulting difficulty in fully conveying our business model, strengths, and future growth potential, we have significantly redesigned the format
of our earnings presentation materials as part of our efforts to strengthen investor relations, with a greater focus on clearly explaining our business model and related elements.

We sincerely ask for the continued support of our shareholders, and we will strive as a united team, with a sense of purpose and pride, to further develop and expand our business to meet your expectations.
We would also like to express our heartfelt appreciation to our shareholders and investors for your continued guidance and support going forward. 2
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Regarding our performance for the previous fiscal year, results were
broadly in line with our expectations, and we continued to achieve our
profit targets as well as revenue and profit growth.

Since our founding, we have consistently pursued new areas within the
financial sector. Unlike banks, which primarily rely on financial statements
and collateral information, we analyze and underwrite credit based on
the actual business activities of companies, including transaction data.
This is a key distinction between our business model and that of
traditional banks.

In addition, unlike the securities industry, which mainly serves large
corporations, we have played the role of assuming risk so that small and
medium-sized enterprises with credit risk can effectively gain access to
credit.

Over time, we have become widely recognized as a “trade receivables
guarantee company.” However, our original objective was to explore
alternatives to traditional financial services, and we have reiterated this
point in the current presentation materials.

We began with trade receivables guarantees because we wanted to gain
insight into corporate transaction activity. Compared with loan
guarantees, we started with relatively lower-risk guarantees tied to
business-to-business transactions. Thanks to your support, our




outstanding guaranteed obligation has now exceeded JPY 2.6 trillion,
while Guarantee Liabilities directly linked to revenue generation
(contingent liabilities) have grown to over JPY 900 billion.

Within this context, through the Medium-Term Business Plan we
announced, we aim to achieve not only the “steady and gradual growth”
that has often characterized our business to date, but also “accelerated
growth.” Until now, we have continued to grow at a pace of approximately
10-15% annually by limiting investments and hiring to within the scope of
profits generated. Going forward, however, our objective is to transform
the organization into one capable of achieving higher growth rates of 20-
30% through proactive upfront investment.

That said, as mentioned at last year’s earnings briefing, I sincerely
apologize that the Medium-Term Business Plan is currently significantly
behind schedule. During the first year of the plan, although we hired a
large number of new employees, support for younger staff proved
insufficient, which unexpectedly resulted in increased turnover and
prevented us from expanding the sales force as planned. Consequently,
the plan is now delayed by approximately 1.5 years.

At the same time, however, we have been steadily implementing
measures, including promoting “sales initiatives that do not rely on sales
personnel” as a second growth axis and launching our loan guarantee
business. While these qualitative initiatives are beginning to produce
certain results, I sincerely regret that progress against our financial
targets has been delayed.

On the other hand, we continue to target ROE and ROIC of 20%. Through
measures including our policy of targeting a 100% dividend payout ratio
this time, we aim to achieve both growth and shareholder returns.

As for our structural reforms, due to the delays in the plan, we believe it
may take another two to three years before the full effects become visible.
However, during that period, we do not intend to suspend shareholder
returns, and we remain committed to achieving solid ROE and ROIC levels.
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A credit risk platform that converts transaction risks into
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We underwrite the [risk associated with uncollectible sales credit] held by companies, appropriately assess
and diversify it, and convert it into [risk from which profit can be earned] for institutional investors and

financial institutions to distribute. A mechanism that connects risk originators with risk takers. The source of
our competitiveness is Japan'’s largest big data on corporate credit risk.
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To reiterate our corporate philosophy, we do not view ourselves merely
as a “trade receivables guarantee company.” Since our founding, our
vision has been to function more like a “market” that assumes and

securitizes risk.

Trade receivables guarantees represent simply the entry point into this
business model. The risks we underwrite are ultimately transferred to
institutional investors’ funds, leasing companies, insurance companies,
and other financial institutions, which assume those risks.
A key differentiating feature of our business is that we independently
calculate the probability of default for each company we underwrite,
utilizing proprietary big data analytics.
Recently, there has been considerable discussion surrounding Al, but we
believe the most critical factor in Al is whether a company possesses
meaningful big data. In addition to the data we have accumulated over
many years, we have already established a framework for continuously
collecting data, and we regard this as one of our most important
competitive strengths.




Investment Highlights eGuarantee

INNOVATION IN FINANCE

The unique player capable of forming a marketplace through an end-to-end process for business-to-business credit risk—from Pricing
(Quantification) to Underwriting and Securitization. As credit data based on the tracking of B2B transactions of 580,000 companies is a
source of competitiveness and a strong barrier to entry, we will accelerate the expansion of business scope through data monetization.
Track Record: Generating Stable Cash Flow

Through High Profitability and a Recurring
Revenue Business Model

Source of Competitive Advantage and owth Story: Business Expansion
Barrier to Entry .

Gross profit Ordinary profit margin Enabled by the Company’s unique Current Situation P.22
p bus_iness model. A Market for Underwriting Credit Risk at Low Cost
73.2. 48.0.. Big Data on Credit Guarantee x Securitization
Corporate Credit Risk Customer Value: Expanding Business
Interest-bearing d Number of Companies Dain Data - Without Cljedlt Risk - -
g debt ROE Assessed per Year Acceleration of Data-Driven Expansion in the Era of

Acquisition and l practical Al Adopti
seok [ “Region | T e [727]
0 1 6 N 2% Companies Volume :

Evolving into a Credit Infrastructure Enabling
Non-Bank Lending

Number of Guaranteed 2.6M Loan Guarantee x Non-Financial Industries
Payout ratio Capital adequacy ratio Companies - = —
Approx. Customer Value: Enabling Fundraising
580K * Data Items Without Collateral
5 1 - 40/ 68 - 8% R l Data becomes more sophisticated as the market
o Companies expands.
A 4 [ Mid- long term
. . Building a foundation that enables appropriate
24 Consecutive Fiscal Years risk-taking and new challenges.
Calculate Bankruptcy R PP . :
H e S ighing Fin
Net sales and Profit Growth Possibility by Individual edesigning Financial Infrastructure
Company Social Value: Driving Societal Growth
through Efficient Allocation of Resources
(As of March 31, 2026) *Total number of obligors for which
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One of the key characteristics of our financial metrics is our exceptionally
high level of profitability, including our gross profit margin. Ordinarily,
businesses that securitize and transfer risk tend to generate relatively low
profit margins. However, our business maintains comparatively high

added value while avoiding the concentration of risk on our own balance
sheet.
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INNOVATION IN FINANCE

The unique player capable of forming a marketplace through an end-to-end process for business-to-business credit risk—from Pricing
(Quantification) to Underwriting and Securitization. As credit data based on the tracking of B2B transactions of 580,000 companies is a
source of competitiveness and a strong barrier to entry. we will accelerate the exnansion of business scope throuah data monetization.

Track Record: Generating Stable Cash Flow
Through High Profitability and a Recurring

Revenue Business Model

Gross profit Ordinary profit margin
73.2. 48.0-
Interest-bearing debt ROE
0 16.2-
Payout ratio | Capital adequacy ratio
51.4. 68.8.

24 Consecutive Fiscal Years

Net sales and Profit Growth

(As of March 31, 2026)
Copyright © 2026 eGuarantee, Inc. All rights reserved. D




Revenue structure: A high-margin recurring revenue model built on eGuarantee
accumulating guaranteed liabilities INNOVATION N FINANCE
A recurring revenue model where guarantee liabilities continue to accumulate steadily, driven by high contracts
renewal rates. Achieved an average operating profit margin of 50% over the past three fiscal years.

*Key components i
p / Cost ratio’\ y SG&A@ M;
| €24« ) \ \cZG% ) { \c50% )
I Guarantee\l.24 e
Guarantee Liabilities \\//{ Securitization Costs* Sales personnel costs*
Fee Rate
Calculgtle bapkmpt?‘y Cost to Securitize Risks
i ¢
Sales Force underritten f;,ﬁf,;ny Securitized Guarantee ‘
to set guarantee fee Lialities — .
83 x rates. . x | — Operating
- — e Y Re-insurance Fee rate Sales|Rersonnel PrOfIt
Acq;nied |IabI:ItIeS per Example 23
ales employee Company A's Risks retained within the Group.
%i i Bankrupt ibilit
Over90%is driven an rch.%oZOSSI h [ G Underwritten Personnel cost per
by renewal demand % \__Guaranteg Lfabilities employee Ranked 15th among
at a certain multiple Ci’;‘:i’;f;;isst;dcf"
\V4 Default Rate Exchange.
Company A’S Referral Fee paid to business partners
Guarantee Fee Guarantee F
\__ Rate1.8% e e $3 10%
y
4
*Cost ratio and SGRA ratio are based on the Other expenses (office rent, etc.)

average of the past three fiscal years.

Once implemented, the guarantee service becomes embedded in customers’ credit
management processes, resulting in a recurring business model with a contract renewal rate of
over 90%.

Copyright © 2026 eGuarantee, Inc. Al rights reserved. *2 Source: EDINET DB, “Operating Margin Ranking — Top 100 Listed Companies” (as of May 13, 2026). 6

More specifically, one of our key strengths is our stock-based business
model, under which more than 90% of customers renew their contracts
once they have signed with us. This high renewal rate is driven by factors
such as the difficulty of bringing outsourced functions back in-house, as
well as the fact that business operations often come to be conducted on
the assumption that risks are covered by our guarantees, making it
difficult for customers to later decide to assume those risks themselves.
As a result, we maintain an operating margin of approximately 50%,
which represents an exceptionally high level, ranking roughly between
15th and 20th among companies listed on the Tokyo Stock Exchange.




Highly Recurring Revenue Structure: Net Sales Trends eGuarantee

INNOVATION IN FINANCE

Supported by a recurring revenue model backed by a contract renewal rate exceeding 90%, the Company has achieved highly
stable revenue growth with limited exposure to economic fluctuations. Leveraging this strong earnings base, the Company has
achieved 24 consecutive years of net sales and profit growth, one of the strongest track records among listed companies.
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24 consecutive years of
net sales and profit growth

Ranked 3rd among listed companies in
consecutive years of revenue and profit growth.

2002 2003 2004 2005 2006 2007 2008 2009 2010 2011 2012 2013 2014 2015 2016 2017 2018 2019 2020 2021 2022 2023 2024 2025 2026

Net Sales [ | Ordinary Profit

Source: Diamond Zai Online, “Consecutive Revenue and Profit Growth Ranking [2026 Edition]: Pan Pacific International
Holdings Ranked No.1 with 34 Consecutive Years — 45 Long-Term Stable Growth Stocks with Continued Revenue and Profit 7

Copyright © 2026 eGuarantee, Inc. All rights reserved. Growth” (published on February 23, 2026).

Supported by this stability, we have continued to achieve growth in both
net sales and profit.
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INNOVATION IN FINANCE
The unique player capable of forming a marketplace through an end-to-end process for business-to-business credit risk—from Pricing
(Quantification) to Underwriting and Securitization. As credit data based on the tracking of B2B transactions of 580,000 companies is a
source of competitiveness and a strona barrier to entry, we will accelerate the expansion of business scope through data monetization.

Source of Competitive Advantage and
Barrier to Entry

Enabled by the Company’s unique
business model.

Big Data on
Corporate Credit Risk

Number of Companies Daily Data
Assessed per Year -
Acquisition and
360K Registration
Companies Volume

Number of Guaranteed 6
Companies 2 s M

Caok * | Data Items

Companies

v

Calculate Bankruptcy
Possibility by Individual
Company

*Total number of obligors for which
Copyright © 2026 eGuarantee, Inc. All rights reserved. guarantee limits have been established. 8

The source of our competitiveness lies in the vast amount of data we
utilize for corporate credit assessment.Each year, we receive requests
from across Japan regarding approximately 360,000 companies,
including inquiries such as “please conduct a credit assessment,” “please
provide a guarantee,” or “please provide pricing.” In addition, the number
of companies actually covered by our guarantees has reached
approximately 580,000.Information such as payment delay trends
among these companies is accumulated and utilized as part of our
proprietary big data assets.




| Sources of Competitive Advantage : Unique Credit eGuarantee
Data INNOVATION IN FINANCE

Accumulated credit data on intercompany transactions supports pricing, securitization, and customer acquisition, creating entry
barriers that strengthen as more risk is underwritten.

‘@rces of Competitive Advantage]i

Calculation of Bankruptcy Possibilities
-+ and Appropriate Pricing

Calculates the bankruptcy Possibilities of each company
based on accumulated data. Determines prices for risk

Qe

o
,;° One of Japan’s largest big data
on corporate credit risk Utilization of Data v
y &

i
3

Data accumulation

Number of Companies FO—— expands the scope of underwriting on statistical grounds.
Assessed per Year Companies under writable risks Y = == =
360K 580K Risk securitization and product
Companies Companies <O structuring by risk/return profile
Daily Data — ﬁ, Diversifies large risks into small portions and provides
Acquisiﬁ‘(’m Volume Guarantee Obligation them to over 20 securitization partners (including 12
2 7 funds) as products matching their risk appetite.
2 [} 6 M Data Items| " Trillion Yen v
Inter - fon data continues to expand through growth in both Customer acquisition for both sellers (clients)
the customer base and the number of credit assessment requests. D and buyerS (inVeStOrS)
Supported by data-backed pricing, the Company
Increase in attracts a large number of clients and institutional
Assessment A i 3 i
. B2B investors, driving continued market expansion.
Reinvest ransaction Data, c?ﬂ,",',f"f':s ‘
A A
Further Accumulation of Transaction Data
ﬁ { ﬂ Improving data ) ) )
precision @ Collected transaction and financial data strengthen our
. - - - 1 1 1 1 1
Profit Customer product ‘7‘rhe accuracy of bankruntey e Unique !3|g Data, further improving the accuracy of risk
Increase increase enhancement possibility estimation estimation.
improves as the number of
credit assessment increases
Copyright © 2026 eGuarantee, Inc. All rights reserved. 9

As our credit assessment capabilities improve, we are able to assume a
greater amount of risk.

This, in turn, attracts more customers, drives revenue growth, and leads
to the accumulation of additional data, creating a positive feedback loop.




Examples of Proprietary Data

Instead of the traditional quantitative and static corporate credit assessments based on financial statements conducted by
financial institutions, we perform qualitative and dynamic corporate credit assessments using big data, such as inter-

eGuarantee

INNOVATION IN FINANCE

company payment status. This expands the base of companies eligible for credit guarantees and supports the challenges of

many enterprises.
Example 1:Infrastructure and
Transaction Data

Delays in payment of Information on
utility bills (electricity, deteriorating cash flow
gas, etc.) across the industry

Industry-Wide

B>

T

Daily Data Acquisition
and Registration

N o

Example 3: Digital & Open Data

Executive Social
Media Activity and
Posting Frequency

Changes in Online | |
Ratings and Review
Volumes ]

Recruitment

Corporate Website
Information and

Update Frequency and

Change in payment - M-
gméth%dy Deterioration in Volume Employee Reviews Advertising Activity
Funding Conditions 2.6M pata 1tems o
| o e | | Medemminens |
to payment terms Industry reputation :?/: P J 9
(payment sites) | ~ | S L )
Payment delays to Guarantee requests Guarantee Obligation |~ Example 4: Management & )
other companies from multiple . -
companies 2.7T Yen Organizational Data
. _Gj CEO Age and CEO-Successor
Example 2: On-Site survey Data E‘ Successor Availability Relationship ‘
Types of Vehicles [ Perceived affluence k
Parked in the Parking and positivity of the A\ CEO Succession Value Chain and
Lot environment. Number of Companies History Company Strengths
On-Site Images via ( Workplace Assessed per Year { o — J J
- i anges in Key
Goagle Maps BEgEgrlutW?](deda/s') 360K Assets of the Customer Feedback
. on Products
. Representative
Companies N Y,
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Investors often ask us what kinds of data we actually utilize.

For example, through our proprietary framework, we are able to capture

information such as delays in the payment of electricity and gas bills by
companies. We also monitor payment behavior, including where
companies are making payments and where payments are not being
made, changes in payment terms, and situations in which guarantee
requests from multiple companies become concentrated on a specific
counterparty within a short period of time.
In addition, we utilize image-based information from sources such as
Google Maps, and even incorporate intuitive observations regarding

matters such as whether the representative director’s residence appears

to reflect a stable and positive lifestyle.
At our administrative center in Hokkaido, temporary staff members
review such information, and in some cases, intuitive assessments from
staff — for example, impressions that “the person appears to be living
happily or positivity.” — unexpectedly align with actual business

conditions.

Of course, we do not rely on any single indicator alone. Rather, we
combine multiple data points, including changes in restaurant ratings and
review volumes on platforms such as Tabelog which is a online rating site
for restaurants used in Japan, as well as information from executives’

10



social media activity, in order to assess default probabilities.

In this presentation, we have provided a more detailed explanation of
these credit assessment methods, which differ significantly from the
traditional approaches used by banks.

10
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INNOVATION IN FINANCE
The unique player capable of forming a marketplace through an end-to-end process for business-to-business credit risk—from Pricing
(Quantification) to Underwriting and Securitization. As credit data based on the tracking of B2B transactions of 580,000 companies is a
source of competitiveness and a strong barrier to entry, we will accelerate the expansion of business scope through data monetization.

Growth Story: Business Expansion

A Market for Und

Credit Guarant
Customer Value: Expanding Business

Without Credit Risk
l Acceleration of Data-Driven Expansion in the Era of
Practical AI Adoption
('short Term P.27
Evolving into a Credit Infrastructure Enabling
Non-Bank Lending
Loan Guarantee x Non-Financial Industries

Customer Value: Enabling Fundraising
Without Collateral

l Data becomes more sophisticated as the market
expands.

risk-taking ar N C

‘ Redesigning Financial Infrastructure

Social Value: Driving Societal Growth
through Efficient Allocation of Resources

Copyright © 2026 eGuarantee, Inc. All rights reserved. guarantee limits have been established. 1 1
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| A one-of-a-kind market positioning

While leveraging our unique ‘Personnel-Linked’ model, in which highly productive human resources generate

eGuarantee

INNOVATION IN FINANCE

earnings combined with a recurring revenue (stock-based) structure, we are adding a ‘leverage-type’ engine

utilizing our agent network and AI. These two growth drivers will accelerate
Leverage-Type

the expansion of our earnings.
Operating
O Q Profit Margin

mBusiness Model Characteristics
S —— Transaction x Leverage-Type Recurring x Leverage-Type -
urri ver: ~
O Mature SaaS Model Subscription x 0 Marginal Cost / *\ //Mature
() Post-Breakeven Saas Model ~Similar Model, Lower Profitabilty f,‘l’::ft(':_'n'fl [ conten \‘ ( Sf,gs
(O Content IP Model Recurring Hit Content Sales ol:;gt::; IP Mo« y dﬁ“’ )
Profit Margin
Q Platform Investment-Led Investment-Driven Losses c30% - -
Model ,l Future
Transaction x Leverage / POSItlon
. Advertising Platform Ad Volume x Fixed Infrastructure  Transaction Type ’
Model | eGuarantee 'T
Recurring x Personnel-Linked (¥ e%‘;;';“
'\/,\‘ Current Position of eGuarantee Keyence\ / ~ \\ /l
() Mobile Carrier Model Stable Revenue x Heavy Capex f \ ( Mobile \ Saa”’
— | Ordinary | carrier | S
O Insurance Company Model  Annual Renewal x Agency Reliance Profit \\ "tde'/' :
(O Retainer- Contracts x Headcount (Time) \\ C52% i Cur_r(_ant
Based Model S / Position
Transaction x Personnel-Linked \C\o::&aerlww / oG N
— / / eGuarantee \
d N e [ \
©  Keyence Model Dot caies CPmen > @ ,/ o | Operating Profit |
| Retainer | \ M
. Restaurant & Retail Chain Store Expansion x Labor Costs @ \\\ //‘ argr(') /
Model p o,
i Matches x Staff Utilizati I — \iprox }/@/‘/
. :t;?ealn Resources Services atches x Stal ilization Transaction x o
. Cor;trlact Development Projects x Man-Months Personnel-Linked Recurring x Personnel-Linked
Model
‘ . *Positions are based on the Company’s estimates.
personnel-linked 12

model

We would also like to explain our positioning.

As shown in the chart on the right side of the materials, the size of each
circle represents operating margin, and ours currently stands at
approximately 50%.

Historically, our performance has been closely linked to the size of our
workforce. Going forward, however, we intend to evolve toward a more
leveraged business model.

In addition to further promoting initiatives to provide loan guarantees
behind financial institutions’ lending activities, we are also placing
significant emphasis on strengthening our “sales partner” model. Until
now, our primary approach has been to receive customer referrals from
banks. Going forward, however, we plan to establish a framework under
which accounting firms and other partners will not only introduce
customers, but also conduct actual sales activities themselves.

We intend to strongly promote a stock-based business model that does
not rely heavily on increasing headcount, including frameworks that
enable the sales process to be completed entirely through smartphones
and digital tools.

In the materials, we referenced Keyence Corporation as an example
because it is a company known for its exceptionally high profitability. We
included the comparison because we are often told that there are

12



similarities between our business models.

In our case, once a contract is signed, customers tend to continue using
our services on an ongoing basis, reflecting the stock-based nature of our
business. Accordingly, a major focus of our current Medium-Term
Business Plan is to build a stronger model that combines both leverage
and recurring revenue characteristics.

12



Financial Results For the Fiscal
Year Ended March 31

eGuarantee
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I would now like to explain our full-year financial results for the fiscal

year ended March 31, 2026.
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Guarantee Liabilities and
Guarantee Obligation trends

eGuarantee
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Outstanding guaranteed obligations reached a record high of JPY 911.3 billion, driven by an increase in new contracts. While the
number of corporate bankruptcies remained largely unchanged, growing demand for productivity improvements amid labor
shortages and rising wages led to increased guarantee underwriting, supported by the Company’s ability to meet outsourcing

needs for administrative operations.

- (Billion Yen)
(Guarantee Obligation)

Total amount of guarantee limits
established for each guaranteed client 900.0

H Guarantee Liabilities 850.0
For contracts where outstanding receivables

are identified, the amount represents the 800.0

total receivables balance for each

guaranteed company. For contracts where 750.0

outstanding receivables are not identified,

the amount represents the total guarantee 700.0

limits established for each guaranteed

company. 650.0
% Net sales=Guarantee Liabilities x 600.0

Guarantee fee rate

550.0
1Q 2Q 3Q 4Q

FY2025/3

Guarantee

1,512, 1,613.1 1,7
Obligation /512.0 613 1703.0
m Guarantee
Liability 780-2 7917
m YoY 11.6% 8.2%

Guarantee Liabilities and Guarantee Obligation trends

Yoy +10.3%

m Guarantee Liability mYoY

911.3
1Q 2Q 3Q 4Q
FY2026/3
2,105.7 2,312.8 2,451.7 2,644.3
847.6 869.0 895.3 911.3
14
8.6% 9.8% 10.7% 10.3%

First, regarding trends in Guarantee Liabilities and Guarantee Obligation,
the figure that is most closely linked to Net sales in substance is

Guarantee Liabilities.

Guarantee Obligations represent the total amount of guarantee limits

provided to customers.

In contrast, Guarantee Liabilities reflect the amount actually being
utilized within those guarantee limits, which we monitor on a regular
basis. This balance currently stands at approximately JPY 900 billion.
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Market Environment: Corporate Bankruptcies

eGuarantee

INNOVATION IN FINANCE

The number of bankruptcies remained lower than expected. Amid a high proportion of guarantee contracts aimed at improving
productivity, an increase in the share of highly creditworthy guaranteed counterparties contributed to a decline in unit prices.

(Reference)Trend in corporate bankruptcies
during the Lehman Shock period

14,000 +16.8% 14000
12,000 + 18.{ 12,000
10,000 / 10,000
8,000 8,000
6,000 6,000
4,000 4,000
FY2007/3 FY2008/3 FY2009/3

Copyright © 2026 eGuarantee, Inc. Al rights reserved.

FY2024/3

Trend in corporate bankruptcies
over the past 3 years

+3.5%
+13.4%

'

FY2025/3

FY2026/3

Bankruptcy trends

- The number of corporate bankruptcies has
remained largely flat recently.

- Bankruptcies are expected to increase going
forward due to rising interest rates and inflationary
pressures.

Growing demand for productivity improvements

- Outsourcing of credit management operations

“Labor shortages and an aging workforce
LCost pressures (wage inflation, rising prices,
and yen depreciation)

Against the backdrop of rising wages and labor shortages,
demand for outsourcing non-core operations is structurally
expanding. Credit management represents a highly inefficient
function duplicated across companies, offering significant
potential for consolidation by specialized providers.=>Guarantee
Liabilities are expected to continue growing steadily, although unit
prices are likely to trend downward.
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Next, I would like to discuss trends in corporate bankruptcies. In FY2025,
the number of corporate bankruptcies slightly exceeded 10,000 cases,
representing an increase of approximately 3.5% year on year.

Compared with the previous year, when bankruptcies increased by more
than 13%, recent trends have been relatively stable.

For our business, a higher number of corporate bankruptcies generally

leads to greater concern among companies regarding credit risk, which in
turn increases demand for guarantee services and makes our services
easier to market. In the previous fiscal year, however, the number of
bankruptcies remained lower than we had initially anticipated.

Looking ahead, we believe it is clear that rising interest rates are likely to
increase the number of corporate bankruptcies. Higher interest burdens
could cause companies that had previously remained profitable to fall
into losses, while growing uncertainty regarding the future may also lead
more business owners to discontinue operations.

Inflation could produce similar effects. On the other hand, rising stock
prices and land prices may currently be helping to suppress bankruptcies
among business owners who hold significant assets.

15



P&L: Actual results vs. prior year

Guarantee liabilities and profit both met the initial plan.

Guarantee Fee Rate
Broadly stable over time.

Gross Profit Margin

Declined due to an increase in
reinsurance rates following a
deterioration in loss ratios at
securitization counterparties, as well as

higher guarantee payout amounts on the

Company’s own underwriting portfolio.
As risk has been rebalanced and loss
ratios have been improving, fiscal year
ending March 2026 is expected to mark
the bottom.

SG&A

While personnel costs increased due to
headcount growth, the increase was
limited as efficiency gains from
systemization and other initiatives
reduced overtime expenses.

Units(Million Yen) FY2025/3
Guarantee
Liabilities 826,010
Net sales 10,224
Guarantee Fee
Rate . 1.32%
Gross Profit 7,818
Gross Profit Margin 76.5%
Selling, general
and
administrative A2,715
expenses
Operating Profit 5,103
Operating Profit
Margin 49.9%
Ordinary Profit 5,203
EPS (Yen) 73

FY2026/3

911,349
11,029
1.24%
8,072

73.2%
A2,871

5,201
47.2%
5,302

78

balance of guarantee liabilities at the fiscal year-end and interim period-end. 1 6
- Guarantee fee income (annualized): (Cumulative total at fiscal year-end - Cumulative total at interim period-end) x 2

- Average balance of guarantee liabilities: (Balance at fiscal year-end + Balance at interim period-end) + 2

eGuarantee
INNOVATION IN INANCE
YoY
+10.3%
+7.9%
A0.08pt
+3.2%

A3.3pt
+5.8%

+1.9%
A2.7pt
+1.9%

+6.6%

+ Calculation method for guarantee fee rate: Calculated by dividing annualized semi-annual guarantee fee income by the average

Based on these conditions, our income statement (P/L) for the previous
fiscal year was broadly in line with our initial budget.
With regard to guarantee fee rates, we had expected a somewhat

stronger increase; however, in reality they remained largely flat.

As for gross profit margin, we initially attempted to offset the rise in
costs resulting from the significant increase in corporate bankruptcies in
the year before last (up 13% year on year) by raising pricing. However,
as bankruptcy growth moderated in the most recent fiscal year, our
efforts to increase pricing did not progress as expected, resulting in a
slight decline in profitability. That said, we believe the previous fiscal year
represents the bottom in terms of margin trends.

In terms of headcount, we significantly increased the number of

employees, which also led to higher personnel expenses. Nevertheless,
through overall efficiency improvements, we were able to remain within
budget and broadly achieve the planned level of profit.
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P&L Achievement vs. Initial Forecast for FY2026/3 eGuarantee

INNOVATION IN FINANCE
Operating profit, ordinary profit, and profit attributable to owners of parent have been achieved for 19 consecutive periods since the
publication of performance forecasts for the fiscal year ended March 31, 2008, following the Company's listing

FY2026/3 FY2026/3 Achievement 6000 Trend in Operating Profit, Ordinary Profit, and Profit
initial forecast [EEISIEINTET rate Achieved Initial Forecasts for

Units(Million Yen) 19 Consecutive Fiscal Years

5,000

Since Listing
Net Sales 11,300 11,029 98% ——Operating Profit
4,000 e===Ordinary Profit
e POt
Operating Profit 5,200 5,201 100% >
2,000
Ordinary Profit 5,300 5,302 100%

1,000
Profit 3,550 3,589 101% 0

Trend in Initial Forecast Achievement Rate (Ordinary Profit)

FY 2008 | 2009 | 2010 | 2011 | 2012 | 2013 | 2014 | 2015 | 2016 | 2017 | 2018 | 2019 | 2020 | 2021 | 2022 | 2023 | 2024 | 2025 | 2026
Achieve
rate
Progress toward the performance targets of the Medium-Term Business Plan—‘consolidated net sales of ¥20 billion and consolidated ordinary
profit of ¥10 billion by the fiscal year ending March 2028'—has been Significantly delayed.

Qualitative initiatives, including the promotion of a second growth axis leveraging scalable drivers such as sales partners and AI utilization, als7

) well as the partial commencement of the loan guarantee business, are steadily progressing.
Copyright © 2026 eGuarantee, Inc. All rights reserved.

110.3% 111.8% 101.5%) 104.8%]| 101.7%]| 104.8%]| 101.5% 100.8%]| 100.4% 100.1%]| 100.1%, 100.1%]| 100.0%, 103.6%]| 100.3%, 100.7%]| 100.0% 100.1%]| 100.0%

Net sales came in slightly below our initial forecast due to a decline in
guarantee fee rates. However, gross profit and subsequent profit levels
were broadly in line with expectations. As a result, we have continued to
maintain our record of achieving initial full-year forecasts since our listing.
That said, the financial targets set out in our Medium-Term Business Plan
are currently delayed by approximately 1.5 years compared with the
original plan.

While initiatives such as sales through partner channels and the
development of new leveraged sales models utilizing Al are progressing
very well, we have not yet fully recovered the initial delay experienced in
the first year of the plan.
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Consolidated Balance Sheets

Current assets

Current assets decreased
by 20.0% mainly due to

a decrease in cash and
deposits resulting from
the purchase of treasury
shares. As for other items,
accounts receivable -
other and accrued

interest increased.

Current liabilities
Current liabilities
increased by 5.4% mainly
due to an increase in
advances received
(guarantee fees).

Net assets

Net assets decreased by
15% due to the purchase
of treasury shares.

eGuarantee

INNOVATION IN FINANCE

Assets @ FY 2025/3 % rE;‘:);; R®a;?f
Change
Current assets 18,907 15,124 -20.0%
Cash and deposits 16,315 12,713 -22.1%
Prepaid expenses 1,569 1,290 -17.8%
Securities 300 0 -100%
Others 722 1,120 +55.1%
Non-current assets 14,107 14,273 +1.2%
P’°Pe"yvegj;;:nae';‘: 1,976 1,974 -0.1%
Intangible assets 117 145 +24.5%
nvestment 11,288 11,297 +0.1%
Others 724 855 +18.0%
Total assets 33,014 29,398 -11.0%

reserved.

(Million yen)

Liabilities @ FY 2025/3 @EndofMar. 2026 o, D02

Current liabilities 6,507 6,858 +5.4%

Provision for guarantee obligations 413 562 +36.2%

Advances received 4,748 5,030 +6.0%

Income taxes payable 1,018 978 -3.9%

Others 327 286 -12.7%

Non-current liabilities 115 115 =

Long-term accounts payable 115 115 -

Total liabilities 6,622 6,973 +5.3%
Net assets

Shareholders’ equity 24,206 20,223 -16.5%

Capital stock 3,975 3,991 +0.4%

Capital surplus 3,385 3,401 +0.5%

Retained earnings 16,846 14,319 -15.0%

Treasury stock Al A1,488 -

Stock acquisition rights 157 156 -0.8%

Non-controlling interests 2,027 2,044 +0.9%

Total net assets 26,391 22,424 -15.0%

Total liabilities and net 33,014 29,398 -11.0%

assets

18

Regarding the consolidated balance sheet (BS), cash and cash
equivalents decreased to some extent due to the acquisition of treasury

shares.

Other items remained largely unchanged, as shown in the materials, with
no significant fluctuations.
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| Review of Key Initiatives for FY2026/3 eGuarantee

INNOVATION IN FINANCE
* In addition to strengthening the sales force, the Company has established a framework to accelerate ramp-up through systemization and other initiatives, although certain challenges
remain, including pricing. As part of this effort, some existing sales personnel are being allocated to training functions, and the Company has begun building a sales structure that does
not rely solely on internal human resources, including partnerships with external companies. We have also partially commenced the loan guarantee business.

~
Key Initiatives Sustained expansion of human capital investment premised on operational efficiency improvements. The Company is
for FY2026/3 strengthening sales support and training initiatives to build a framework that enables faster employee ramp-up.

J
cpr o Internal
Key Initiatives Evaluation Comments
B » The Company is expanding partnerships with Sales-type partner companies that sell guarantee
7N\ services on behalf of its sales personnel and is building a framework that drives net sales growth in
J addition to increasing sales headcount.
Expansion of Net Increase in * Partial rollout of loan guarantee services.

Sales Contracts N * By promoting education and operational support systems for new graduates, the number of sales
() ) personnel reached 113 at the end of the FY ended March 31, 2026, representing a 19.0% increase
\,,// from the end of the previous fiscal year.

* Implemented a sales management system to reduce work hours and administrative workload.

( ) * Promoting sales systemization has streamlined KPI management. Through features such as accurate

N prospect management, real-time visualization of activities, and centralized tracking of sales
approaches, we have significantly reduced meeting times, thereby maximizing time dedicated to
core sales activities.

Improving
Operating Profit
Margin

Progress Management: Management capacity temporarily dipped due to the heavy training load of
new graduates. Managers faced challenges balancing contracts execution with coaching, resulting in

Productivit
Y stagnant performance in some units.

Management Enhancement

and Improvement / \ Education: Digitized group training and on-the-job training (OJT) into a video-based system that
enables learning during downtime. We also utilized Al to generate and archive sales know-how videos,
establishing a framework where information is accessible for reference at any time.

19
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Looking back on our key initiatives for the fiscal year ended March 31,
2026, we launched a sales partner model that goes beyond relying solely
on introductions from banks, by enabling accounting firms and other
partners to take on actual sales activities. We also worked to rebuild our
sales organization after a temporary decline in headcount.

As a result of strengthened recruitment and improved retention, the
turnover rate among our sales employees has remained in the single-
digit range at approximately 7-8%, despite a relatively young workforce.
In this respect, we believe we have been successful.

On the other hand, training and managing new hires has required more
time and cost than initially expected, and the fact that more experienced
employees are dedicating significant time to training younger staff has
become one of the factors contributing to delays in our plan.
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FY2027/3 Initial Forecast

eGuarantee

20

I will now explain our earnings forecast for the current fiscal year.

20



FY2027/3 Initial Forecast eGuarantee

INNOVATION IN FINANCE

Continuously expanding human capital investment, aiming for our 25th consecutive fiscal year of growth in net
sales and profit.

N FY2026/3 FY2027/3 YoY
Unit(Million Yen)

Net Sales 11,029 11,900 +7.9%
Operating Profit 5,201 5,500 +5.7%
Ordinary Profit 5,302 5,600 +5.6%
EPS (Yen) 78 84 +7.7%
Net Sales Ordinary Profit
While maintaining the contract renewal rate for We expect an increase of 5.6% as we continue to
existing customers, we expect an increase of 7.9% by make proactive investments in human capital.

expanding new contracts through the continued
expansion of sales resources and the acceleration of

their development into an effective workforce.
Copyright © 2026 eGuarantee, Inc. All rights reserved.
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For the fiscal year ending March 31, 2027, we are forecasting net sales
of JPY 11.9 billion, operating profit of JPY 5.5 billion, and ordinary profit
of JPY 5.6 billion. This represents year-on-year growth of 7.9% in net
sales, 5.7% in operating profit, and 5.6% in ordinary profit.

We expect net sales growth to remain at a level broadly consistent with
the previous fiscal year. At the same time, profit-related items, including
operating profit, are expected to return to a more solid growth trajectory,
reflecting a gradual recovery in growth momentum.

Overall, we are steadily accumulating results in line with our plan.
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Key Initiatives for FY2027/3 eGuarantee

INNOVATION IN FINANCE

While continuing to expand the number of new contracts through an increase in personnel, we will also work to improve unit prices.
In order to establish a structure capable of sustaining accelerated growth, we will promote a medium- to long-term strategy to
expand our business into areas where leverage can be effectively applied as a second growth axis.

Increase in headcount
Expansion of
Sales Resources

and

Faster ramp-up

Strengthening AI-
and database-
driven marketing
initiatives
Expansion of sales
channels

Enhancing the Growth
Model
Building a High-
Leverage Model
Expanding Business
Reach into New Domains

(Medium-to-Long Term)

Copyright © 2026 eGuarantee, Inc. Al rights reserved.

[ Initiatives \

« Strengthening recruitment by leveraging an environment that enables highly selective hiring, supported by

approximately 8,000 applicants annually.

+ Streamlining KPI management through system utilization.
+ Standardizing highly replicable sales processes across the organization.
+ Enhancing consulting capabilities of junior sales staff through the use of Al

+ Continuously expanding the network of matching partners, including credit unions and other financial

institutions.

« Full-scale launch of the sales partner network

LBuilding a framework that enables sales partners to independently close deals through the integration of
Al-driven systems.

+ Advancing strategic projects for loan guarantees
+ Exploring and evaluating expansion into overseas markets.

22

Regarding our key initiatives for the fiscal year ending March 31, 2027,
we will first continue to strengthen our hiring efforts while maintaining
the current high retention rate.

On the sales side, we will further enhance our existing “human-driven”
model, particularly through customer referral channels such as credit
unions and other financial institutions.

At the same time, as another key pillar, we will expand our leveraged
model, in which partner companies not only introduce customers but also
support and complete the contracting process themselves.

In addition, we will begin new initiatives, including loan guarantee
services and other related businesses.

22



| @ Expansion of sales resources — continued
increase in sales personnel and faster ramp-up — oo e

Retention rates improved significantly, resulting in headcount growth progressing in line with plan. The Company will continue to
expand its sales force while driving faster ramp-up through Al- and IT-enabled sales support. At the same time, it will strengthen its

management capabilities.

180 Sales Personnel Trend 11

Expansion in hiring x
improved retention
= Significant increase
in headcount

NI Kt

FY23/3 FY24/3 FY25/3 FY26/3

eGuarantee

(Forecast) i _
B Ordinary Profit 24 .
per employee Approx. Million yen (asofey 263
Recruitment as a catalyst for corporate growth "¢ M"
- A

Quotation request rate

2nd Year 3rd to 10th year
1 1 employees.

[ 26.3: 24.7%

FY27/3 FY28/3

Conversion Rate

2nd Year 3rd to 10th year
employees.

Faster ramp-up of new graduate employees
— pricing remains the only remaining challenge.

Pricing
2nd Year 3rd to 10th year
employees.

15.64 16.00 350Kven 750Kven

(As of April 2026)

Initiatives to accelerate employee ramp-up

Conversion of sales know-how
into AI-driven video content

The Company has transitioned from a training approach dependent on group sessions and manager support to a
system that enables self-directed learning. A viewing and tracking management system has been established to ensure

learning effectiveness across the organization.

Proposal development
by the Assessment team to support

pricing improvements.

A cross-functional standardized training framework has been established. The Company will further enhance the
assessment team'’s expertise and disseminate it across the entire sales force.

(ongoing from the previous fiscal year)

Standardization of sales through AI-
generated rationales for credit
assessment outcomes.

Copyright © 2026 eGuarantee, Inc. All rights reserved.

The Company has standardized the explanation of credit assessment rationales, which previously varied depending on
individual sales skills, through the use of AL This enables even junior employees to deliver proposals at an average

quality level, contributing to improved pricing.

23

Regarding the expansion of our sales resources, I would like to provide

further detail.

As shown in the chart on the left of the materials, although we increased
hiring in FY2025, a higher-than-expected level of employee turnover
resulted in an overall decline in sales headcount. This became a
significant negative factor in the first year of our Medium-Term Business
Plan and is directly linked to the current delay in progress.
However, in FY2026, retention rates improved, and we have returned to
a steady growth trajectory in headcount. We expect this trend to
continue into FY2027 and beyond.
We have also seen certain progress in the early ramp-up of new hires.
There is no significant difference in either the proportion of customers
who request quotations or the conversion rate between second-year
employees and more experienced sales staff with 3-10 years of

experience.

On the other hand, pricing per contract remains a challenge. Younger
employees tend to prioritize closing deals quickly, and as a result, they
often focus primarily on meeting customers’ outsourcing needs for credit
management functions.
In cases where we should be taking on risk, if customers instead
emphasize cost and request only outsourcing of administrative functions

23



under the assumption that risk is limited, there is a tendency for sales
proposals to remain at that level rather than evolving into higher-value,
risk-taking structures. This results in lower unit pricing.

To address this issue, we are advancing further initiatives such as the
digitization of training content (including Al utilization), enhanced sales
support through back-office functions, and the standardization of
proposals using Al. Our goal is to codify sales know-how — such as “what
type of proposal should be made for each customer segment” and “when
sales should not concede on pricing” — so that even younger employees
can deliver proposals at a level comparable to experienced staff.
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@Generating Net Sales Without Internal Sales

eGuarantee

Resources — Sales Partner Model — OVATION I FiNANcE

While traditional sales processes were constrained by the number of sales personnel, limiting the scope of customer outreach, the
Company is building a structure that enables sales-oriented partner companies to handle closing. This will be developed as a second

pillar of a scalable customer acquisition model.

( eGuarantee eGuarantee “eGuarantee ) ( eGuarantee eGuarantee )
Current Sales The Company Customer Initial proposal Credit Detailed Closing of deals
process markets to referrals from ' QUSRS T proposal to by the
(Continue) matching-type partners customers Company

partners

= Continuously expanding matching-type partner companies, including credit unions.

+

“eGuarantee’

QR codes are provided to Detailed proposal to Closing of deals
Sales Partner The Company customers via sales-type partners. AlI-powered customers from by the sales-type
Model markets to credit sales-type partners partners
(New) sales-type c he QR cod assessment AL Koy i
= Customers scan the QR code = Al-driven = Key information
FEIERETS D on their smartphones to receive @ 0# 0# proposal Dew'ai”e‘1 via video
product details. generation
FY3/2026
Alliance with k oo
Sales-Type = N 1 7 7 BHE | A B I-TI Y~ 4 marble
Partners D zr517 4T0m(1 LIz . ‘ARTNER . =>c=moms oo

*A group company of Idea Soken Tax Accountant Corporation

= The model drives growth through a multiplication effect of the number of agents and customers per agent,
resulting in higher scalability than direct sales.

24

In addition, we will fully implement a “sales partner model” that does not
rely on the size of our sales force.

In addition to the traditional flow in which regional banks and other
financial institutions introduce customers to us and our sales
representatives conduct visits, we are building a structure in which sales-
oriented partners, such as accounting firms, directly handle the
contracting process.

By enabling the entire process—from quotation presentation to the
explanation of key contractual terms—to be completed via smartphone,
we aim to establish a system in which contracts can be concluded
without the involvement of our internal sales personnel.

We have already made progress in partnerships with accounting firms
such as Strike Co., Ltd. and TOMA Consultants Group.
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Market Size of Accounts Receivable Financing eGuarante

e

INNOVATION IN FINANCE

The market size of accounts receivable transactions is approximately JPY 219 trillion. In
comparison, the Company’s Guarantee Liabilities of JPY 911.3 billion highlight the significant
scale of the addressable market, indicating substantial room for growth through improved
awareness and penetration of the service.

e ™
[ Market Size of Accounts
Receivable Financing /

Credit risk guarantees are Total Addressable Market
already highly penetrated in
Europe. 1 9

- UK 12-14% C2 Trillion Yen¥*

- France 30-35%

+ Germany Over 40% SAM

Serviceable Addressable
Market If guarantee usage were to reach
2 2 a level comparable to Europe
. circa 10%),

eGuarantee C Trillion Yen ( %)

Guarantee Liabilities
911.3sillion Yen A

Copyright © 2026 eGuarantee, Inc. Al rights reserved.

*Source: Bank of Japan, Flow of Funds Accounts (Japan’s Financial Accounts Statistics), time-series data (as of 2024).
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From the perspective of the overall market size for trade receivables
transactions, we believe our current level of penetration remains
relatively low.

Accordingly, we are advancing initiatives aimed at expanding our
presence in the trade receivables segment through more efficient and
scalable, leverage-driven approaches.
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High-leverage strategy

eGuarantee
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Entry into the loan guarantee business eGuarantee

INNOVATION IN FINANCE

As embedded lending—where operating companies integrate lending functions into their own services—accelerates, the market is expanding beyond
traditional bank lending, while also involving higher risks. The Company will enter this new market as a guarantee infrastructure provider equipped with
proprietary credit data and underwriting systems.
Embedded finance inevitably faces the challenge of determining who bears
the risk. By underwriting that risk, the Company enables an era in which

EXIStIng model anyone can provide financing.
K E . e N
Banks conductdci:(e;gétlzﬁfiﬁgmg and provide Embedded finance
: Integrate lending functions into services
- N
Banks ) .
Operating companies
Non-financial companies that directly
) . provide lending
. Accounting
N EC Site
X [\\ ‘ H Apps H Payment H software
S AN ) )
N\ N //
LEITEIS G SMEs and micro -
creditworthy t .
~ companies . CHLCIPIISCS eGuarantee
eligible for loans v J Limited access to loansx Guarantee infrastructure that underwrites credit default risk
Small and micro enterprises with higher credit
Prob f
lem | risk have traditionally faced structural SMEs and micro
difficulties in obtaining financing, often enterprises
requiring collateral or personal guarantees eligible for loansv
from business owners. Note : The Company does not provide loans, but provides credit guarantees for loans.

p /

Changes in the lending structure of financial institutions

+ A system has been established that enables lending based on the overall value of a business, including intangible assets
(enterprise value-based collateral), addressing key limitations of traditional lending practices and making it easier to obtain
financing by focusing on business fundamentals and future potential.

- Various providers are offering services that enable loan applications via web channels without requiring financial statements.

27
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Furthermore, we are also advancing our entry into the loan guarantee
business as part of our efforts to expand the overall market.

This initiative is intended to address new forms of financial services that
have recently gained attention, such as embedded lending, as well as
cloud lending provided by non-bank web-based operators.

We believe that by leveraging our proprietary credit underwriting
framework, which does not rely on collateral, we can enter this market in
a way that is complementary to, rather than directly competitive with,
traditional banks, thereby enabling clear differentiation and coexistence.

27



Policy tailwind: Japan’s “Basic Policy on Economic and Fiscal Management and

Reform 2025"

INNOVATION IN FINANCE

As the government advances efforts to improve the lending environment for EMEs and startups, demand for credit guarantees that cannot be fully
addressed by traditional credit assessment is expected to expand. The Company’s credit data platform is fully aligned with this policy direction, positioning
it to capture resulting growth opportunities.

Policy*! Background ; ) ; ;
The government is promoting a shift toward “business-based lending,” which does not rely on collateral or personal guarantees. By

focusing on companies’ future potential and business value as key criteria in credit assessment, national policy aims to create an
environment in which SMEs with strong technologies and business models can more easily access financing.

Promotion of business-based lending
The expansion of lending without collateral or personal guarantees is being

advanced as a national policy. An environment is being developed in which
the Company’s data and underwriting capabilities can be directly leveraged
in assessing corporate future potential.

Support for digital transformation of SMEs

Digitalization of order and procurement processes is being promoted to
improve operational efficiency among SMEs. The introduction of guarantee
services enables the digital transformation of credit management operations.

Government'’s recognition of
challenges

The government’s vision

What The Company can do

Lending structure

Government reliance on real estate collateral and
personal guarantees has been a dominant
feature of financing structures.

A shift away from collateral dependence toward
asset-based lending and business-based credit
assessment is being promoted.

Entrepreneurial / personal
guarantees

77% of aspiring entrepreneurs cite debt and personal
guarantees as a key failure risk, and 47% of founders
currently provide personal guarantees at the time of
business launch. *2

Policy measures, including the Startup Promotion
Guarantee Program (launched in March 2023), are
advancing the removal of personal guarantees.

Startup support

Small company size and limited assets often prevent
firms from obtaining financing even when strong
business potential exists.

The Startup Development Five-Year Plan (approved in
November 2022) aims to expand investment more
than tenfold over five years, fostering a new wave of
entrepreneurship.

Credit infrastructure

A financing framework not dependent on collateral or
personal guarantees based on business value
assessment is still underdeveloped.

Policy explicitly promotes initiatives such as the
creation of “business value-based security rights” and
increased startup lending by financial institutions.

Digitalization

Digital transformation within financial institutions and
credit guarantee systems remains limited, particularly
in predictive risk management.

Policy promotes IT modernization and enhanced early-
warning systems to identify companies requiring
turnaround support and integrate them into structured
assistance processes.

We provide a credit platform based on
qualitative and dynamic information
without relying on personal guarantees
from managers or collateral value and
establish a lending environment
involving entities other than financial
institutions.

Copyright © 2026 eGuarantee, Inc. All rights reserved.

*1 Basic Policy on Economic and
Fiscal Management and Reform 2025

*2 Source: Reference Materials of the Cabinet Secretariat’s “Headquarters for the Realization of New 28

Capitalism” (June 7, 2022)

eGuarantee

The government’s promotion of “business-based lending” is also acting as
a tailwind, and we are seeing strong and growing demand for credit
assessment and risk underwriting models that do not rely on collateral or

guarantees.

While we recognize the need to proceed carefully, we are keen to take on
this challenge proactively.
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TAM of the Loan Guarantee Market

eGuarantee

INNOVATION IN FINANCE

With the proliferation of embedded lending, the market opportunity addressable by the Company (TAM) is expected to expand significantly beyond the
traditional accounts receivable guarantee market.The Company’s credit data and guarantee platform will serve as core infrastructure for this emerging

market environment, supporting an era in which anyone can become a lender.

“/ Market Size of Indirect \\

“\‘ Financing (Loans, etc.) //“

<543

Trillion Yen*

Market Size of Direct Financing
(Corporate Bonds, etc.)

C24 5Tri|lion Yen*

4 Market Size of A
\ Intercompany Credit* /

/ 219, m0mme

*Quoted from the Bank of Japan'’s “Flow of Funds Accounts” Time-Series Data Search Site (as of 2024)
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Guarantee Liabilities

91 1. 3B|H|on Yen

Our Initiatives

e Guarantees for Lending-Based Crowdfunding Platforms

As entities other than banks enter the lending market, the credit risk of borrower
companies tends to be a barrier to investment decisions for investors. By underwriting
credit risk behind lending-type funds, the Company establishes an environment where
investors can secure stable profit, thereby contributing to the sound expansion of new
fundraising and investment markets.

- Guarantees for Advance Payment Services for Real Estate
Companies

In the real estate renovation business, there is a structural challenge where the cash flow
of real estate companies tends to be strained because payments to contractors precede
the sale of properties. By underwriting credit risk behind advance payment schemes
provided by financial institutions, the Company supports the business continuity of real
estate companies that face difficulties in obtaining credit, thereby contributing to the
revitalization of the renovation market.

- Guarantees for factoring for the construction industry

In the construction industry, supporting the cash flow of subcontractors is a key challenge.
By performing a guarantee function behind lending schemes provided by financial
institutions, the Company enables the early provision of funds to small and medium-sized
secondary and tertiary subcontractors that find it difficult to obtain credit enhancement on
their own. Through this, we support the circulation of funds across the entire supply chain
and contribute to the sound business continuity of the construction industry.

Development of Financial Services in ==

=

Collaboration with Various Companies orx AUy XERIT W Bankers etc.
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The loan guarantee market is expanding significantly.

In the materials, we have provided specific examples such as lending-
based crowdfunding, advance payment services for real estate
companies, and factoring services for the construction industry.

For example, in the area of advance payment services for real estate
companies, we provide guarantees that sit behind transactions structured

through ORIX Bank Corporation.

Although these initiatives are still at a limited scale, we intend to continue
proactively pursuing opportunities in the loan guarantee business.
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Shareholder Return Policy

eGuarantee
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Capital Allocation Policy eGuarantee

INNOVATION IN FINANCE
We achieve stable growth in operating cash flow on an annual basis. Due to the nature of our business model, which requires only
modest capital expenditures to support growth, cash accumulates on our balance sheet. While making growth investments for the
future, we aim to enhance corporate value through a high level of shareholder returns.

Achieve both growth and capital allocation simultaneously

=il
Operating Cash Flow Growth Investment

Human Capital Investment

Capital Required

for Growth lAI Investment
G Peripheral Businesses
Investment C4B|II|on Yen/Year Loan Guarantee Business
Shareholder Return | & gg}“
Capital + Enhancement of Target Payout Ratio 100% D.APgrox'd Y.o Id
RE?S"I'('rgSf?:ra Corporate Value  progressive Dividend L
Cash on Hand O erense (Bxpeciad)

(Guarantee Liabilities— ] ! A Buy BaCkS
Amounts re-insured by C Billion Yen ¥§eg1ab|_ﬂ_|ng(«(::apaz:|lty:_ O
fi al instituti approx. ¥4.0 billion(Cumulative o
'”a”C'aet'gs) ftutions, billion acquired for FY2026-FY2028)

x8~12%
' N i i
Fundamental Policy Financial Targets
- Positioning profit distribution to shareholders as one of its key management priorities while ROE 20%

making forward-looking growth investments, the Company is continuously working to
strengthen shareholder returns. ROIC 20%
- Implementing dividends aiming for a dividend payout ratio of approximately 100%, taking Continuous Im provement
into account the amounts required for growth investments and as a provision against risks
L in the credit risk guarantee business. ) of DOE 31

Copyright © 2026 eGuarantee, Inc. All rights reserved. *1 Asthisis imal capital expenditure, operating cash flow is *2 Based on the closing price as of May 14, 2026
approximatel flow.

Alongside these growth investments, we have also revisited and clarified
our shareholder return policy.

Our capital allocation policy is fundamentally based on achieving a
balance between growth and capital allocation.

Historically, our approach to determining the appropriate level of capital
to hold against the risks assumed in our guarantee business has been
relatively qualitative. In this review, we have redefined this framework.
Specifically, we have established that the capital required as a risk buffer
should be set at approximately 8% to 12% of the net risk exposure we
effectively retain—excluding risk that has been transferred externally
through reinsurance, but including residual exposures such as
investments in funds where we effectively bear the risk.

When we combine this required capital with the funding needed for
future growth investments, we have confirmed that there is additional
room for capital allocation under our current balance sheet structure.
Going forward, we intend to further strengthen our mechanisms for
transferring risk to external funds and other third parties, rather than
retaining excessive risk within the Company.

Taking all of these factors into consideration, and with a view toward
achieving ROE and ROIC of 20%, we have decided to adopt a policy of
targeting a dividend payout ratio of 100% for the time being, thereby
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revising our dividend policy.
At the current share price level as of yesterday, this corresponds to an
indicative dividend yield of approximately 5%.

31



Dividend Policy eGuarantee

INNOVATION IN FINANCE

Recognizing that it is currently possible to provide further returns to shareholders, we will implement dividends with a target payout ratio of
100%. In order to enhance opportunities for shareholder returns, we will change our dividend frequency from once a year to twice a year.

Shareholder Return Policy Shareholder Return Policy

Payout ratio Over 50% [> 1 00% Progressive dividends (no dividend cuts)

Dividend Forecast for

A P the Fiscal Year Endi
(%) Trend of Payout Ratio @ Trend of Dividend per Shares | ™¢'"" <& 1€
100.0 o 100
L 84Yen
Payout Ratio \
80.0 80 '
100% ""7""\/
60.0 60 / 18+
._./ \o—.—- “/ Consecutive \‘
| Year of Dividend
40.0 40 ) Increase / ._,"/‘
¢—‘—'—‘—o—‘—’\ (Expected) /
20.0 / : 20 R
. y /
-~ R
0.0 0 eme——T
101112131415161718192021222324252627 101112131415161718192021222324252627

Forecast
(For dividends prior to the fiscal year ended March 2018, amounts are stated

on a post-stock split basis.)

| Dividend Once a Year = Twice a Year |
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Specifically, our dividend policy has been revised from the previous
framework of “a payout ratio of 50% or more with a progressive
dividend” to a policy of “a progressive dividend with a payout ratio of
approximately 100% as a target.”

Based on this policy, we are forecasting a dividend of JPY 84 per share,
approximately double the level of the current fiscal year. In addition, we
will change the frequency of dividend payments from once a year to
twice a year.
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Shareholder Returns (Acquisition of Treasury Shares)

On May 28, 2025, the Company resolved to continuously implement the flexible purchase of treasury shares, and as of January

2026, approximately 6.0 billion yen of treasury shares have been purchased. The Company aims to purchase a total of 10.0 billion
yen of treasury shares by the end of the fiscal year ending March 31, 2028. ROE and ROIC forecasts for the current fiscal year are
expected to rise toward the target of 20% set in the medium-term business plan.

10,000
—

Shareholder Return Policy

Targeting JPY 10.0 Billion in
Share Buybacks by the End of
FY2028/3, Conducted
Continuously and Flexibly

Maximum Number of Shares to
be Acquired: 3 million shares
Maximum Amount for Share

Buybacks: JPY 3.0 billion

Shareholder
Return Policy

Copyright © 2026 eGuarantee, Inc. Al rights reserved.

(Million Yen)

Resolved on Oct 30, 2025
Average
Maximum Number of Shares to be  Acquisition Price:
Acquired: 3 million shares JPY 1,750
Maximum Amount for Share

Buybacks: JPY 3.0 billion o .
Acquisition Period

2,997

Average
Acquisition Price:
JPY 1,497

Acquisition Period

2,043

FY2026Q1 FY2026Q2 FY2026Q3 FY2026Q4

ROE
20

ROE Increase Driven by ’ 8.6
Acquisition of Treasury
Shares
16.2

15.3
14.6 14.5 14.9 15.1

21 22 23 24 25 26 27 28

I Forecast

End of FY

ROIC
ROIC Increase Driven by 20
Acquisition of Treasury 1
Shares 18.7
16.4
15.1
14.6
13.7 14314
21 22 23 24 25 26 27 28
End of FY Forecast

eGuarantee

INNOVATION IN FINANCE
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We also plan to pursue flexible and opportunistic Acquisition of Treasury
Shares, targeting a cumulative total of JPY 10 billion by the fiscal year
ending March 31, 2028, and will continue to implement this policy on an

ongoing basis.

With respect to our financial targets set out in the Medium-Term
Business Plan, we are aiming to achieve ROE (Return on Equity) and
ROIC (Return on Invested Capital) of 20% by around the fiscal year
ending March 31, 2028. While there has been some delay in achieving
our earnings targets, we are progressing steadily toward improving these
financial efficiency metrics without delay.
As in the current Medium-Term Business Plan, we believe that the data
we have accumulated over many years is of critical importance. At the
same time, the system through which data is naturally accumulated itself
represents significant value.
Currently, we underwrite risk for approximately 580,000 companies.

Since customers have entered into guarantee agreements with us, in the
event of a payment delay, they must report the situation to us in order to
receive insurance proceeds. This mechanism ensures that information on
payment delays is systematically collected by our Company.

In addition, information on transactional relationships—namely which
company is transacting with which counterparty—is also provided to us
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as part of the guarantee application and underwriting process.

By analyzing this vast network of transactional relationships using Al and
other advanced analytical tools, we are able to identify anomalies, such as
cases where certain transaction patterns appear inconsistent or unusual.
While we possess access to this highly valuable information, we recognize
as a key internal challenge that we have not fully leveraged it in our
historical growth. In the past, we may have placed too much emphasis on
achieving steady and incremental growth, which could be viewed as a
structural limitation. Reflecting on this, we have formulated and are
currently executing a Medium-Term Business Plan aimed at accelerating
growth.

Although we acknowledge that we are significantly behind in achieving
our quantitative targets, we are steadily making progress on qualitative
initiatives.

We will continue to make every effort, including enhancing returns to
shareholders, and we sincerely appreciate your continued support. Thank
you very much for your attention today.
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Company Overview

Basic Information

Name

Date of
Establishment

Representative

Address

Capital

Number of
Employees

Stock Change
Registration

Major
Business
Areas

eGuarantee, Inc.

September 8, 2000

Masanori Eto, President and
Chief Executive Officer

Akasaka BizTower 5-3-1
Akasaka, Minato-ku Tokyo
107-6337, Japan

3.99 Billion Yen
(As of March 31, 2026)

194 employees
(As of March 31, 2026)

Prime Market of the Tokyo
Stock Exchange(8771)

Underwriting and
securitizing credit risks

eGuarantee

INNOVATION IN FINANCE

Visualize Credit and

| _ Vision Driving The Economy
Management
Philosophy

We support new corporate initiatives and the growth of a vibrant
society by granting credit through credit risk underwritings and
distributing social resources appropriately.

We always create financial services that are advanced and help
build dreams by going beyond our management resources,
cooperating with trusted partners and leveraging in-house
expertise.

We strive to be a company that values free thinking, nurturing
talented and trusted employees who can think and act
independently.

24 consecutive years
of net sales and profit growth

_--III|IIIIIIIIII|||
7
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List of Business Partners

Local Banks
Prwams AR eEET OEEWA
W esopmiz O G PPS T I ® mmRe

r(EsEURT we+xas e EEIERE
RERRT S HEOLERT  Pimsms W IEERGT

= REHG AEEHSOBGE L4 UERMET i mEET

N oxasy Wetoed
© xsmr ALl EanG

MLRET
S5 +N\BRIRT

Shinkin banks (regional cooperative banks) and credit unions 3xin Japanese syllabary order
a's L
QDEAEALAE Acsssvanss PIDOHMERSE *8 WILEARM  QUoiAD weanes

Qmmremes  @iwEAEE CEEEAZE  ((€Tiik
DHFEALE @r-umEmEs

Other Banks in Japanese syllabary order

YEIne @wemn  QuEEma

Securities companies :«in Japanese syllabary order
WusiLis @SBl BASEs  ANES

Leasing Companies 3in Japanese syllabary order

&oasa-z @mHU—2 ) mmorna  CUYO LENSE

HTEATU-IBARHE MIZHO p3gu-x  QUTHU-2Z
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%Sorted by prefecture (and by bank code within the same prefecture)
1T+ Quand K EMRT ool 11§17 553

Wi BRIRT G pmmg  HRBHRET @ Tmes
ok xExEmE TF BEET AL BB N BHERT
hntcasns dgmpmn  [2@DET QO BARA

& rmenss ¢ BRES  JAWRSERG  @BANK reras

B EFHRT 4 ERT @amawlﬁ BERRIT o
G Q@ RR A ¢ 'é;

Susemzs Quosaemms @ RMiAsE e suuoreses %E%%gg * BHIEMEE

eGuarantee

INNOVATION IN FINANCE

(As of end of March 2026)

copsau

¢

Insurance Agencies :in Japanese syllabary order

‘sofitz marmarIAn T H/\B Marubani ]
Kaclits sacrransan ZIRAATIATIIN | yypnemSiSrusaz o AR— & LarSLARKRY
MSTILIIFARRT-LIAT6:  ORTHARRY-EXRRBH®  __ o o o ‘;__ ERARRRY AR A 4{, ,,,,,,,, P
- [l NIPPON STEEL A Brus—7 O nstat BIRAY—EA
e et oL CROIN
DEROT-TTI— 'y marble
7 "ARTNER 50
Tax accountants and CPAs Others
D177 REBI | ik i
$LIzamERLEA 4Tomu oD 2517
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Corporate Value
Creation Process

Input

Business Capital
‘Stong creditworthiness demonstrated by
holding theindustry's leading guaraniee
abligations (¥2.644ilion a5 of March 31, 2006).
Prodict strength reinforoed by 2 unique tusiness

medel (Ordinery profit margin of Appros. 50%)
S s poteieid Fthelion
transaction market,

urently holding 2n

erken 1ot of 9B.6%,(In adiiion, we
targEtingirect financing of Approx. ¥543 willion
and drect financing of Apprax ¥245 rilion )
Stock-based business model with 2 renevl rate
af over 00%

Intellectual Capital
Corporate and iansaciion deta obizined from
guarantesing over 580,000 companes is utiized
for risk aseessment

‘and recording 2.6 million B28

transaction data points deily
Marethan 360,000 companies are sssessad
enmually.

Human Capital
Thesompeny siglojs 104yl ees

10 the single business of guarantess,
mm.gns sales personned end 71
assessing persor

Adiverse and

skilled workforoe. ranging
young professionels 1o exparienced veterans.

Social and Network Capital

over the pest five years )

Financial Capital
‘Stable profimbility demonstraied by 24
consecutive parck of noressed et sales and

noaua 2%), DOEB.3%)
A business model that does not rely on fis own
financizl capital by mitigating risk hrough

Growth Strategy

eGuarantee

* Marketplace" of Business-to-Business credit risk

A pkﬂnmlhat'xdnnﬁ trade

he nacessary information to
be undervi

and
& Compariegthat e it nskto

itten 3

« Comparies Mklr?gwumuuﬁte risk in exchange for profitss

fevaraging the i 1
business expansion.

from

The birsiness-1o-business. 7AN5 50H0N GEIE CONEMUES 1D expand a5
tha number of customers 2nd membar of aredit Tequasts.

Foousing on the ‘redit’ demonstrated by a company's adtions,

we cresie new cor porate

businesses in their challenges
2conomy.

‘and driving an active

‘marketplace and expanding it globally.

‘securitization.
Asolid financial foundation wi
manzgemant and stble cash flow.

L

Social Challenge AR

i and
‘society through actions that foous on long term goals, rather

 just maling itk

Risk-averse stance of financial institutions

the guemes) e a3 of the end of Maich 2025

it number of risk-taking entities

s g sutef el el drversily 3 corprm s c i msks 10 provde il 5 Bos lokeg 1 wide weike sisks and gam e
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Vision Visualizing Credit and Driving the Economy

Leverage corporate actvity dsta o wauskize credit, unlocking new financisl opportunities and fostering business growth.

eGuarantee

INNOVATION IN FINANCE

Output Outcome
Guarantee the credit nfkﬂf Demonstrating ‘credit through the
in which companies can forus on business M;;';’f;::me_

expamm
Ve undenwile ranssction ris kw g dang

T A i A e
risk management and o

Offer financial fnsmlﬁm\sanrl fund

investors the oppertunity to gain income

through risk underwriting

- Provides instiutional investors without
expertise in corporate 2 sessments with the
‘appartunity ko invest in CDS of SMEs thet db not
have spman r=ings {Fund yieids average more.
than 10%

Contribute w stakeholders

Sharehal ders:
Promoting & stockiyps business model
maintzining 2 dividend payout r310 above S0%,
and ensuring steble retums for sharsholdses

Clients.
The company i warking o realize market
‘expansion by broadening the scope of
guarantse sarvioes and offening many clents
risk-appropriste pricing for risk management
sohisions

loyees
Wie vl foster = community in which amployees
and the company mutually support sach other.
allowing employees to fed thew contribubons 10|
Sosety through their own growth ud the
company's gron

Direct financing sich 2s
‘company bonds

Apmrax ¥245 trilion

Active market

Market size
Targating Oversss market, and
non receivables 5 vell
Incirect finsnging such
slomning
Appron ¥543T

Domestic Untapped
Market Rate

Towards a "Society Opento Challenges” that enables companies to drive social change.

By leveraging extensive transaction data 1o
undistand the actual status of corporate.
activitios (business atitude, client evauations,
payment history, ste.). we simto expand
cororate credit eval istion nat dependent o
finans! statements or oolistersl thereby
‘enhencing our cagecity to provide funding.

Cantitute to foste social culture that
walugs the honest conduct of B2B trans otions.

Financial solutions made in Japan
that drive societal change.

We are working to. 2 financiel model
developed in Jzpan that faitztes 2 merket for
trading among numerous SMEs, seperating Tisk
from ‘credit itself, and providing essentizl datz for
‘predicting Sefault rates 10 suppart investment
dedisions. This project ams 1o expand investmest
‘opportunities while addres sing the demarnd for
fow-cost risk hadg ng. focusing solely on
managing risk sather than transferring credit

Providing sustainable value 1o the
environment and society by
motivating companies to take on
new challenges.

We provide 2n envi thar sbows o
and financial service providars 1o foous on oestive
‘wark by reducing the burden of debt collection and
tramsachion risk sssessment enabling them to
‘expand new Tansaction opportumities and conduct
‘ongaing corporate actvities both domestically and
intermstionally.

We are building 2 foundation for riskunderwriting
that provides oredi 1o diverse new bisinesses

siming 10 areste 2 sustanable society, while
incressing sosiety's ierance for risk and
encouraging businesses I ke on newchalnges.
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| Sustainability

Sustainability Policy

eGuarantee

INNOVATION IN FINANCE

Since its establishment, eGuarantee, Inc. has focused its management resources on the assumption of credit risk and securitization businesses,
with the aim of building a vibrant and prosperous society through the provision of credit across industries and the efficient allocation of social

resources.

We believe that continuing our role as a market maker for risk—by engaging in the assumption and securitization of credit risk—contributes to the
resolution of social issues. Through our business activities, we will promote sustainability initiatives by appropriately allocating social resources to
areas such as renewable energy and social businesses.

® Initiatives on the Environment

Advancement of
Renewable Energy Business

We support renewable energy-related commercial
transactions, including solar, biomass, and wind
power, through our guarantee services.

By assuming the credit risk associated with
installation contractors when purchasing equipment
from manufacturers, we facilitate smoother
procurement and thereby contribute to the broader
adoption and expansion of renewable energy projects.

Contribution to the Sustainable
Use of Marine Resources

We support transactions related to aquaculture
through our guarantee services and contribute to the
sustainable use of marine resources.

By assuming the credit risk between feed suppliers
and aquaculture operators, we help create an
environment in which aquaculture operators can
procure feed in a stable manner, thereby supporting
the expansion of the aquaculture industry.

Response to Climate Change

GHG emissions for the fiscal year ended March 31,
2026, were 93t (indirect emissions from electricity
consumption, Scope 2).

We have set a target to achieve net-zero Scope 2
emissions by the fiscal year ending March 31, 2031
(FY2030). We aim to realize a decarbonized society
through thorough energy conservation, electricity
saving, and the utilization of renewable energy.

® Initiatives on the Society

Support for start-ups

Through our guarantee services, we provide start-
ups and sole proprietors with underwriting
capabilities and risk-taking capacity comparable to
those of large corporations.

By enabling businesses to obtain credit support, we
help facilitate smoother business-to-business
transactions, thereby supporting further growth of
start-ups and the sustainable business operations
of sole proprietors.

Copyright © 2026 eGuarantee, Inc. All rights reserved.

Promotion of Health and
Welfare

We support transactions with hospitals and social
welfare corporations through our guarantee services,
thereby contributing to the resolution of social issues
such as long-term care and elderly welfare.

By assuming credit risk and extending payment terms
for equipment and other purchases, we help improve
the cash flow of small and medium-sized long-term
care providers, supporting the stable continuation of
welfare services.

Contribution to Regional
Revitalization

With the widespread adoption of the internet, direct
transactions between regional companies and firms in
urban areas or other prefectures have increased;
however, the inability to properly assess counterparty
credit risk has led to a rising risk of payment defaults.
Through our guarantee services, we assume such
credit risk, thereby expanding the range of business
transaction options available to local companies and
contributing to regional development.

Liabilities
(Billion Yen)

Section

Guarantee liabilities
related to solutions to
environmental issues (E)

Guarantee liabilities
related to solutions to
social issues (S)

36.8

Guarantee liabilities
related to regional
revitalization (S)

339.0

Guarantee liabilities related
to start-ups, etc. (S)

96.8

Total 499.3
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Important Notice Regarding This Document eGuarantee

INNOVATION IN FINANCE

This document is provided solely for the purpose of offering information regarding
management strategy and is not intended as a solicitation for investment in securities
issued by the Company.

This document contains forward-looking statements, including forecasts, plans, and
targets related to the Company. These statements are based on information currently
available to the Company and assumptions deemed reasonable at the time of
preparation.

Accordingly, such statements are subject to uncertainties, and actual results may differ
materially from those expressed or implied herein due to various factors, including
changes in underlying assumptions or the emergence of unforeseen circumstances.

Information regarding parties other than the Company included in this document has
been derived from publicly available sources. The Company has not independently
verified the accuracy or appropriateness of such information and makes no
representation or warranty regarding it.
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