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Business Overview




MISSION .

Creating a Healthy Society
by Connecting People and
Medical Care

VISION

Medical Platform

Creating the 21st Century
Healthcare Infrastructure

Smart Clinic

Creating easy-to-visit clinics with zero
wait times

Dental Supply Distribution

Bridging the present and future of
dental care




Executive Snapshot

As of the end of FY3/2027 Q1

GENOVQO

Consolidated Sales

3.05 bn yen

(164.7% YoY)
FY3/2026 Q1 1.85 bn yen

Operating Profit

AO.ZZ bn yen

(YoY Change: A0.05 bn yen)
FY3/2026 Q1 A0.17 bn yen

Composition of Net Sales

Dental

Supply
Distribution

27.0%

FY3/2027 Q1
Consolidated
Sales

3.05

bn yen

Medical
Platform

37.3%

GENOVA Standalone | Apr.—Jun. 2026
Number of contracts signed
this quarter?

1,289

A130 0% YoY)

*Total number of contracts for the Medical Platform
Business and the Smart Clinic Business
*Includes the number of clinic visit reports
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Number of existing clients

avoro. 22,000

*Calculated as the number of clients who are under
contract or have been under contract in the past
(number of companies).

= Medical Platform Business
Medical DEC .

21 84 mn PV

*Average monthly PVs over the Apr - June period

Smart Clinic Business

Total number of Automatic
payment/reception machines and self-
payment machine installed

3 y 045 machines

1. Sales other than Medical Platform, Smart Clinic, Dental Trading include website production, server management, consulting, and other sales. These segment accounted for 3.6% of total sales.

2. Figures are for GENOVA. Data for ASANO Corporation is not included. 3. The DX Business was integrated into the Smart Clinic Business effective from FY2/2027.



Medical Platform Business

GENOVQO

Medical DGC

Management of internet media to
publish medical articles

Free distribution of medical
information to the users

We provide medical information articles
supervised by physicians, articles of
celebrities on their experiences of
fighting ilinesses and articles on efforts
to prevent disease as educational
content to increase interest in familiar
health issues for the general users free
of charge. We do not provide this service
to medical institutions for a fee.

Distribution of Talent Articles
(My Medical Record)
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FY3/2026
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Monthly Visits

21.84....

< New Articles

MEDICAL
ARTICLES

Liver cancer
survival rate

EO
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A
Are you aware of the survival rate for liver cancer?
Symptoms and treatment methods are also
covered! [Supervised by physicians]

M P28 & eo
TaT0M

IEEH AR

J

i

Do you know the process and cost of Medical

weight loss (Medical dieting)? Doctor's exp\anation/

Medical Advisors
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CLINIC
SEARCH

_—

Search from the
current location

Qs W

Dentist >

Search from the area
or the station

Qs W 3]
Hospital > Dentist > Ostecpathic 3

Online Medical Support >

Newly opened Clinic >

MEDICAL

ADTIN EC /

FY3/2027
Q1

Mdeical Experts

2,37 5¢.co.

Fee-based production and
distribution of medical institution

With the background of users acquired
through medical information content, we
offer a fee-based service for medical
institutions to produce articles and
videos introducing medical institutions.
General users can view this service for
free.

Content Distribution Partners

Content is distributed across a wide
range of media platforms, including
Yahoo! JAPAN News, reaching
approximately 50 million users annually.

YAaHOO!=a-2  LINE NEWS

JAPAN

L Uy —

Others

Percentage

Sales

1.06bn yen

1.14bn yen

+ 0.08bn yen

107.3%



Page View Trends

GENOVQO

Medical DOC PV - Monthly Trend

Production capacity was strengthened in the previous quarter, accelerating content
production and driving growth in page views.

Latest Three Months (April-June 2026)

Over the past three months, average monthly PVs reached 21.84 million. Average
Monthly - mn PV
PVs
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Smart Clinic Business GENOVa
Ee ; oL @ -
Patient @ x -
NGV DAppointment @Check-In & . @In-Clinic ®O0perational
Booking Follow-Up Booking ®Inquiry Support Experience Efficiency
Self-Service Payment & Al Communication Digital Attraction " NEIT I 2
A Service that Check-In Machines Or:g:gerge;':em
Completes Bookings ~ NOMOCA Series Al chatbot (Sketch Piston o
and Payments Digitally -| System — playing music) For medical facilities
0 e[] -+ Nomoca e — Pitto
SMART One — | el ! .Al chat —_
- ! e T
- N
- ik Al chatbot i
Gl - e {A Blackboard wh Cloud-Based
Appointment and Patient NOMOCa Littlealgeo;IaerLi‘\l/ve; * oud-base
Management System -Al call : M, ! Electronic Health
Records
> Fordental === LINE chatbot For dental
-;-‘mf clinics = = System clinics
-e—@.#™=" Clinic Cloud =z CLINIC Karte
GR BOT Cloud

One-Stop DX for Clinic Operations, from Appointments and Check-In to Billing and CRM

FY3/2026

FY3/2027

Sales

0.67bn yen

Q1 Q1

| ]
. GENOVA Standalone®
= 0.97bn yen ancalon
n

0.87bn yen - +0.3bn yen +0.2bn yen

GENOVA Standalone

144.7% GENOVA Standalone

129.8%



Dental Supply Distribution Business GENOVa

A Nationwide Sales Network Anchored in
Hokuriku and Kanto
Stable Earnings from a Highly Recurring

A s A NO Business Model Holdaido

) Building trust through community-based sales activities, O
® 70-Year Heritage o expanding our business nationwide by steadily increasing our
® A long-established dental distributor

, T network of locations.
with a strong presence primarily in
the Hokuriku region _
® Joined the Group in May 2025 @) Koy Locations

. Current Coverage (Under Consideration) Kita-
Shinetsu

ASANO (Hokuriku)

@ Tohoku

Kokuriku

Akasaka Shizaisha Location »

(Kanazawa)

,/@) Kanto Location

(Kawagoe)

©)

-

\)

AKASAKA e S

® 47-Year History as a Dental Chugoku

Infrastructure Company Lt
® Based in Kawagoe, Saitama, with \

operations spanning the region o
® Strong focus on serving dental Kyushu

laboratories
® Joined the Group in April 2026 ()

Okinawa

FY3/2026 FY3/2027
Q1 Q1

Sales - 0.82bn yen

- bn yen - %

‘IIIIIIIIIIIIIIIIIIIIIII‘
1. For Q1 FY2027, reported net sales for the Dental Supply Distribution Business consist solely of ASANO's results.



FY3/2027 Q1 Financial Results




FY3/2027 Q1 Financial Results GENOVa

Consolidated net sales for Q1 FY2027 were 3.05 billion yen (165% YoY), Operating loss was 220 million yen, primarily due to upfront investments.

On a standalone GENOVA segment basis, net sales grew 116% YoY even excluding the Dental Supply Distribution Business added through M&A.

Consolidated Sales Consolidated Summary

.IIIIIIIIIIIIIIIIIIII...
Unit: Billion Yen ]
L}
FY3/2025 FY3/2026 Fy3/2027 : FY3/26 ]
I Forecast m Q1 »
Other 21.6 3.05 Unit: Billion Yen - .
. Dental Supply Distribution 0.31 ! [ u
. Smart Clinic O : :
Il wecical Platiom 10.0 11.55 21.6 . 1.86 3.05 165% g
n L}
_________________________________________________ .
1028 Medical E -
11.55 Piafiorn | °2% | T SN R
10.0 " -
Sr_“f’": 3.17 3.65 40 = 067 0.97 144% ™
4.0 clnic* . .
Dental : :
Supply - 2.39 10.28 w - 0.82 - u
Distribution | . .
7.0 " .
L}
Other? 0.56 0.48 032 = 0.1 0.1 100% .

| |
FY3/2025 FY3/2026 FY3/2027 FY3/2026 N AN = :
Forecast Q1 Q1 .
_ _ _ I 1.24 1.53 123% w
Consolidated Operating Profit Profit .
Unit: Billion Yen :
Operating .

. A0.17 A0.22 -

Profit .
________________________ L}
L}
L}
L}
EBITDA : : : A0.13 A0.17 - .
L}
1 = .
L}
H L}
Och)jm?{y A017  A0.21 -
0.40 rofi :
Net Profit .
attributable to ) 0.24 - .
. . A0.09 M
FY3/2025 FY3/2026 FY3/2027 FY3/2026 FY3/2027 owners of the .
Forecast Q1 Q1 parent .

1. The DX Business was integrated into the Smart Clinic Business from FY2027.
2. Others mainly comprises revenue from web development and related services, as well as subsidiary revenue. 11



Three-Year Summary: Quarterly Sales by Business Segment GENOVAa

Q1 FY2027 sales reached 3,057 million yen (165% YoY), a record Q1 high.
Dental Supply Distribution sales include ASANO; Akasaka Dental Materials, acquired Apr. 20, 2026, will be consolidated from Q2.

GENOVA standalone sales were 116% of Q1 FY2026.

Sales

Unit: Million Yen

Other

. Dental Supply Distribution

. Smart Clinic
. Medical Platform 1 64 : 7%
+1,201
2,538 2,605 2,468 2,394

Q1 Q2 Q3 Q4 Q1 Q2 Q3 Q4 Q1
FY3/2025 FY3/2026 FY3/2027




Profit Structure and Profit Margins

GENOVQO

Q1 FY2027 operating loss was 220 million yen (operating margin: -7.3%).

Since ASANO joined the Group, manufacturing and personnel costs have remained relatively high.
The waiver of stock acquisition rights generated 490 million yen in extraordinary income, resulting in 240 million yen net profit.

FY3/2027 Q1 Consolidated Profit Structure

100%

49.9%

34.1%

4.0%
7.0%
12.2%
.
] _—
: Rent and ales promotioft ]
Net production Personnel| | utilities da”f Dther cost Operating
sales costs costs e ste profit
(Bnyen) 305 153 1.04 012 0.21 0.37 A0.22

Consolidated operating profit

. Operating Profit

—@— Operating Profit Margin

20.2%

Unit: Billion yen

FY3/2025

Consolidated net profit

. Net Profit

—®@— Net Profit Margin

FY3/2025

0.4
|

FY3/2026

0.27

FY3/2026

N0.17
—
FY3/27 FY3/26
Forecast Q1

S N 5.3%
i i AN0.1
FY3/2026 FY3/2026
Forecast Q1

A0.22
|

FY3/27
Q1

Unit: Billion yen

FY3/2027
Q1



Trends in Quarterly Expense Breakdown GENOVa

Q1 FY2027 costs were led by manufacturing costs (COGS) of 1.52 billion yen and personnel costs of 0.94 billion yen.
Personnel costs increased 0.18billion yen YoY, mainly due to higher new-graduate hiring (241% YoY), base pay increases
(121% YoY), and 0.11 billion yen from ASANO.

ASANQO’s Q1 FY2027 costs were mainly manufacturing costs of 0.78 billion yen.

Unit: Billion yen 3.27
3.19

Other costs

Sales promotion and advertising 2.96 2.93
. Rent and utilities

. Personnel

. Production costs

Lo 195 2.03 1.98 2.01

Q3
FY3/2025 FY3/2026 FY3/2027

Q3 Q1




Human Capital Investment GENOVa

GENOVA standalone human capital investment increased by 131 million yen YoY, focused on growth talent.
Hiring costs increased 147% YoY; base pay was up 111% YoY.
7 million yen was recorded for Al implementation in Q1 to strengthen employee interviews and recruitment operations.

FY3/2026 Q1 FY3/2027 Q1 Gap

Recruitment 53 7 8 mn ven +2 5
Costs mn yen ° y mn yen
S

trengthening recruitment of growth talent

Base Pay

) Increases
Salaries & 4 5 0 + 52 0 +
mn yen New mn yen mn yen

Compensation Gll:laigiggte Improving compensation and

*GENOVA employees only expanding recruitment

Bonuses  £ypanding performance-
based rewards

9 55 38 +
ccruais
Bonuses mn yen ° + mn yen 2 9 mn yen

System ; +

— mn yen ;
Mol tati . y_ mn yen
mplementation Strengthening and automating HR &

recruitment operations

Sl 643.... +131...




Three-Year Summary: Quarterly Operating Profit by Business Segment GENOVa

Q1 FY2027 operating loss was 222 million yen, up from 157 million in Q1 FY2026.

The wider loss mainly reflects 131 million yen in upfront human capital investment.

The Medical Platform business and the Smart Clinic business remained profitable.

The Dental Supply Distribution business recorded 70 million loss, while Corporate recorded a 652 million loss, mainly due to

upfront investment.

Operating Profit

Unit: Million yen

Other C YoY )
. Dental Supply Distribution
B smart Ciinic
| Medical Platform
D Corporate-wide costs
424

591 626 A/

408 353
1 399 138

10 - 13

A175
982

AN 210 A QX N 136 -
A 488 A 450 A 395 A 528 A 405
A 490 650
A 905
Q4

Q1

A222

i
A

A 474

Q1 Q2 Q3 Q4 Q1 Q2 Q3

FY3/2025 FY3/2026 FY3/2027



Three-Year Summary: Quarterly New vs Existing Client Ratio (GENOVA) GENOVa

While our revenue model is primarily transaction-based, we leverage 21 years of relationships with healthcare providers to
generate stable revenue through repeat sales and cross-selling to existing customers.

Sales (bn yen)

B New New: Clients whom we have never done business within the pas
[ | Existing Existing: Clients whom we have done business within the past

14000
12000
10000
L
5 8000
@
S 6000
>
<
D
2 4000
2000
0
Q1 Q2 Q3 Q1 Q2 Q3 Q4 Q1
FyY Fyao2s FY3/2026 FY3/2027
Eﬁ%”gmmm 77.6% 73.9% 77.2%

1. As of the end of FY3/2027 Q1
2. Excludes equipment, NOMOCa stand customization, additional website and CLINIC BOT production costs, and
other similar expenses.

3. Customer sales include customers with first and second contracts within the same quarter as both new and existing customers, respectively.
4. These figures have not been reviewed or certified by an audit firm. 17



Number of Contracts and Unit Price of Medical Platform GENOVa

We track service acquisition volume’ as a key performance indicator for revenue.
After PV growth plateaued in Q3 FY2026, strengthened content production drove PV growth, lifting acquisition volume to
105% QoQ.

Number of clinic visit reports m===Medical Platform acquisition price (thousand yen)

B Number of contracts (excl. clinic visit reports)

105%
Number of Contracts _|_ 49

1,400

1,600

1,333 1,382 1,400

1,200 /—-\_’_\ 266 1,400
1,309
160 233 1,238340 1208 419

1,000 1.2 1,187 1,200
y i 187 1,080
: 212 1,000
800
800
600
976 989 933 991 930 600
400 835 764 400
200 200
0 0
Q1 Q2 Q3 Q4 Q1 Q2 Q3 Q4 Q1 Q2 Q3 Q4 Q1
FY3/2024 FY3/2025 FY3/2026 FY3/2027

1. This item is analyzed for all products priced at 200,000 yen (excluding tax) or more

Acquisition price
(thousand yen)



Number of Contracts and Unit Price of Smart Clinic Business (Hardware')

GENOVQO

Service acquisition volume? is a key revenue KPI.
Smart Clinic hardware acquisition volume reached 147% YoY.

== Unit Price (Thousand yen)

. Number of contracts

Number of contracts

Unit Price
(Thousand yen)

180 2,500
160 2,431 2,432 5450
140 2398 2,360 2,384 2,400
0 2,356
2,350
100 294
2,300
80
. o - e 2,250
. 92 91 2,200
20 2,150
0 2,100
Q1 Q2 Q3 Q4 Q1 Q2 Q3 Q4 Q1 Q2 Q3 Q4 Q1
FY3/2024 FY3/2025 FY3/2026 FY3/2027

1. NOMOCa-Stand, NOMOCa-Regi, NOMOCa-Desk
2. This item is analyzed for all products priced at 200,000 yen (excluding tax) or more



Number of Contracts and Unit Price of Smart Clinic business (Software') GENOVa

Service acquisition volume? is a key revenue KPI.
In Q1 FY2027, the Smart Clinic Business focused on hardware acquisition and delivery, keeping software acquisitions at
101% YoY. Overall, the Smart Clinic Business remained solid at 144% YoY.

== Unit Price (Thousand yen)

Start of NOMOCa
. Number of contracts Al call distribution
(Nov 2024) YoY
Unit Price
Start of NOMOCa
Th
Number of contracts Al chat distribution (Thousand yen)
600 (Sep 2023) 1,000
880 861 854 862
812 828 825 299
500 ——— " 784
800
858
7
400 60
v 600
300
[ ]
400
200
o 336
278
100 220 217 220 200
0 0
Q1 Q2 Q3 Q4 Q2 Q3 Q4 Q1 Q2 Q3 Q4 Q1

FY3/2024 FY3/2025 FY3/2026 FY3/2027

1. CLINIC BOT, Sketch Piston, NOMOCa Al chat, etcCLINIC BOT
2. This item is analyzed for all products priced at 200,000 yen (excluding tax) or more.

20



Growth Strategies / Other Initiatives




Subsidiary Acquisition of Akasaka Shizaisha Co., Ltd. GENOVa

Acquisition of equity in Akasaka Shizaisha, a dental material distributor mainly operating in Saitama, through a business transfer on April 21, 2026

This marks the second company in the Dental Trading Business, following the acquisition of ASANO Co., Ltd. through a business transfer in May
2025

Establishment of a system to support Japan's dental healthcare infrastructure more stably and efficiently from the "logistics" perspective by

constructing a robust supply chain encompassing dental clinics to dental laboratories

Overview

Akasaka Shizaisha Co., Ltd.

Location 3-13-6 Minami-Otsuka, Kawagoe City, Saitama
ﬁeprese“tati"e Title / Hiroyuki Akasaka, President and Representative Director
ame

Business Description Sale of dental materials

AKASAKA Capital 9 million yen
BERA&HTHY hiEMH Establishment Date May 19, 1980
Acquisition Date April 21, 2026

Unit: Thousand yen

FY Ended April 20, 2024 FY Ended April 20, 2025 FY Ended April 20, 2026

Net Sales 4,982,635 5,760,388 6,764,171
Recent Operating Results

(Past 3 Years) Operating Profit 39,395 24,361 56,970

*Fiscal year ends on April 20

Net Income 29 984 20,297 40,328

22



Group Synergies GENOV3

Cross-selling across Group businesses expands contracts and increases revenue per customer.
Dental Supply Distribution PMI, DX/AX, centralized purchasing and procurement, and operational efficiencies improve

costs and expand margins.
GENOVA expands its growth area (dentistry) and strengthens its earnings base, adding recurring revenue to its
transaction-based model.

Total Unique Customers
q GENOVa
Approx. 2 1 3 7 O 0 Each company continues to
GENOVA accounts for 18,000 GENOVA expand its customer base, New Customer Acquisition
As of the end of FY3/27 Q1 increasing cross-se"ing

opportunities across the

Group A S
800 customers overlap 1 8,000

across Group

Cross-Selling

companies — usitomer Base Expanéio

Customer Overlap

Approx.800

Recurring

Margin
New Customer New Customer
R Revenue ., o rovement iy i
Acquisition Growth Acquisition
ASANO AN ASANO AN
AKASAKA A.'fﬁf»ﬁﬁ‘

-----------

Note: This diagram is for illustrative purposes only. Circle sizes are not proportional to customer counts.

23



Medium-term Business Vision GENOVA

Medical Platform Smart Clinic Dental Supply Distribution

Patient Acquisition DX Supply Chain
= NUMDEa-Stand Automation of reception
g .. and accounting
2 Medical D@C CI IniC D OC NOMOCE-Alchat Automation of inquiries, call
AFaANK Y s AL EDER SHASTFHTES NOMOCa-Alcall handling, reservations, and
& CLINIC BOT medical interviews
2 e Reservaton SMARTONS D ren ot A
= medical Institutions platform for clinics a h' o
= P;z;:i:g:n?f and dental clinics _-!(-sle;(eait'?t?:li?ts% Reduction of patient waiting HSA o AKASAKA
SuperViSed medical (A Blackl[:oal—ydl-;lzgz)e)zre Little People time and stress
information
Focus on new
E s i Not yet entered
sales activities :
- R | A —
283 Market research in progress
@ =]
RN Not yet entered
T zx
258 Not yet entered
DB B oeeesesesssssessssessesseeeesesessessessseeesssssssssssssssssmmmssasesst | tsmmsesssesesseseesseseeseseeesees et eeeeeeeeressssssssessssssmmmasasss
M&A
Brokerage
Business
Successi .
on Operations commenced
Startup
Support
<
s Creating 21st-century medical Creating clinics that are easy to Bridging the present and
S infrastructure access, without the wait future of dental care

24



Strengthening PR & Corporate Communications GENOVa

MEDICAL REPORT® GENOVA Event % MEDICAL REPORT®

GENOVA U2 E Av=by & ,+r ,( 14

Enhanced PR across Social Media Channels sy o M

no+e (0) X *'°®

Press releases increased 3x YoY T

MEDICAL x DX=GENOVA Nowﬁ.u 2& ! Q‘ S

EFEERELCTRREHEENE GENOVA AWARD 2026
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Brand IP Partnerships & Sponsorships GENOVa

Expanding Brand Awareness and Strengthening Corporate Brand Equity

Ultraman Series - Leveraged to expand awareness and strengthen the Medical DOC brand

Driving brand engagement beyond sponsorship through partnerships with last season’s champions and hosting a
Matchday event.

@ Dance (D.LEAGUE)
FULLCAST RAISERZ et

g FULLCAST Cham _pion-
Medical DOC

AF 4 HANLF Y 2

24-25
: SUNBI “S SUNTORY SUNBIRDS Inaugural

Champion

Women’s Rugby Sevens

YOKOHAMA TKM 25:26

National
Champion

Soccer (J.LEAGUE)

YOKOHAMA Sep. 6
YOKOHAMA FC Ma:lchctiay
Medicai DOC SR ER Basketball (B.LEAGUE)
I hSHY —w2 CEEEER KAWASAKI BRAVE THUNDERS

FR& HF XBB BRAVE THUNDERS
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Shareholder Return Policy

GENOVQO

Basic Policy on Shareholder Returns

While still in an investment phase focused on
business expansion and organizational
development, we will return value to
shareholders based on a comprehensive
assessment of our business foundation,
investment plans, performance and financial
position.

Planned Stable Shareholder Returns

A 30 yen Ordinary Dividend is planned to

maintain consistent shareholder returns.

Reference Date

Ordinary
dividend per
share

Commemorative
dividend per
share

Total Dividend
Amount

Dividend Payout
Ratio

Total Dividend
Amount

Dividend Summary

FY3/2027

March 31, 2027

30 yen

30 yen

43.6%

Approx. 0.51 billion yen

27



Company Profile

~— Sk

GENOVA, Inc.

Shibuya-Ku, Tokyo

Branch

Offices

https://genova.co.jp/en/
July 04, 2003

Shibuya Hikarie 34F, 2-21-1, Shibuya,

Branch Office Nagoya, Osaka, Fukuoka, Sapporo
Sales Office Okinawa, Kanazawa, Sendai, Hiroshima

Capital 779,695,800 yen (as of end of FY3/2027 Q1)

Employee
Number

Business

Member
Organizati
ons'

(as of end of FY3/2027 Q1)

ASANO, Inc.

Group

Companies

GENOVA LAB, Inc.

Akasaka Shizaisha Co., Ltd.
3-13-6 Minami-Otsuka, Kawagoe, Saitama 350-1162

Group total: 593 (Part-time employees: 45)

+64 employees QoQ

Medical Platform Business / Smart Clinic Business
Dental Supply Distribution Business

The Japanese Society of Oral Implantology/ Japan Clinical Dentistry Society
(SJCD International)/ JIADS / Japan Academy of Anti-Aging Dentistry / MID-G/
CID Club / Japanese Society of Lingual Orthodontics / Japanese Society of
Clinical Periodontology / Japanese Society of Clinical CAD/CAM Dentistry /
Japanese Academy of Gnathology / Japan Sweden Dental Society/ Kinki
Orthodontic Study Group / ILSC Immediate Loading Study Group / PDM
Sapporo / All Dental Japan / PHIJ / International Society for Smilist / Yasumoto
Juku / Japan Association of Human Resource Services/

+12 organizations YoY

1-10-10 Asano Honmachi, Kanazawa-shi, Ishikawa

(201-G, Building 17, No.267 Wuyi Road, High-tech
Park, Dalian, 116023, China)

Kanako Inaba
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1. The purpose of our membership in associations is to stay up-to-date on the latest trends and issues in the medical industry and to develop our services in a timely manner.
2. The company has established a medical advisory system to have medical advisors check the contents of medical media for medical evidence.

Doctors affiliated with university hospitals and other medical institutions perform checks to ensure that there are no problems with descriptions or expressions of diseases or treatments, and to eliminate inaccuracies or inappropriateness.

tor, Inaba Clinic

Visiting Associate Prof|

i (L#EE

Director, Diabetes Information Center, National Center for Global Health and Medicine
(NCGM)

Board Chairman, Medical Corporation Meikakai

Director, Jikei University School of Medicine, Department of Cardiac Surgery

Professor, Division of Hematology, Department of Internal Medicine, Jichi Medical
University

Professor, Department of Future Vision and Sensory Organ Medicine, Kyoto Prefectural
University of Medicine

Specialist in Infectious Diseases

President, Yamagata Prefectural University of Health Sciences / Professor Emeritus, Tohoku
University / Board Member, Japanese Society of Renal Rehabilitation

Professor and Chair, Department of Emergency Medicine, International University of Health and
Welfare Diplomate, American Board of Emergency Medicine / Board Certified and Supervising
Physician, Japanese Association for Acute Medicine

Director, University of Tsukuba Hospital, Tsukuba Preventive Medicine Research Center

Chairman, Higashi-Nihon Medical College, Kensei Gakuen Educational Corporation
President, Japan Judo Therapy Association

Professor, Director, Keio University School of Medicine, Department of Dentistry and Oral
Surgery

President and CEO, Egao-do Chiropractic Group

Professor, Department of Urology, Graduate School of Medicine, Juntendo University
Board Member, Japanese Society of Anti-Aging Medicine President, Japanese Society
of Men's Health Medicine

Professor, Department of Community-Based Medical Education, Faculty of Medicine,
University of Tsukuba Vice President, Japan Primary Care Association

Professor Emeritus, Keio UniversityProject Professor, Center for Preventive Medicine,
Keio University

Visiting Associate Professor, Institute of Science Tokyo / Director, THIRD CLINIC GINZA
Medical Doctor (Board-Certified Pathologist), Pharmacist

President, Board Chairman, Medical Corporation Kenshinkai

Director, Center for Primate Biomedical Research, National Institutes of Biomedical Innovation,
Health and Nutrition (NIBIOHN)Professor, Division of Immunoregulation, Department of
Pathophysiology and Experimental Medicine, Graduate School of Medicine, Mie University

Orthopedic Surgeon, Shonan Memorial Hospital

XListed in Japanese syllabary order

28



Appendix.

Appendix.




Providing Providing Solution to Stakeholders’ Challenges with

] GENOV3
Our Services

The Medical Platform Business operates web media that are easy for users (patients) to understand and provide highly
reliable medical information, while the Smart Clinic Business develops and provides services that improve convenience and
efficiency in medical institutions in addition to medical treatment

Providing Effective Solutions for Stakeholders

Challenges Services
Obtaining correct preventive information and Medical DOC
faced by Searching for the best medical institution Medical D@C
user information that is best suited for individual AT annks
(patients) i i
Long waiting hours at medical care facilities ,NUMUEa SOIVmg ISSUes
_______________________________________________ & CLINIC BOT
Human response to inefficient administrative NOMOCa through
' Challenges t@sks @& CLINIC BOT )
@; \ faced by Medical office workload leading to NOMOCa 0 the services of the
. } healthcare unsatisfactory patient care & CLINIC BOT Medical Platform
‘, * workers Decrease in employee satisfaction due to NOMOCA
longovertime hours T Business and Smart
Challenges Matching medical care facilities and patients ~ Medical D@C - :
§ facod by Clinic Business
,\ bl é healthcare In_crease in the nu_mt_)er of patiept_s consistent  Medical DOC
- « & | management  Wwith the characteristics of the clinic AL
- executives/
J/ physicians Reducing personnel costs and recruitment risks QNUMUEE
@& CLINIC BOT
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A Brief Explanation of Our Business Model

GENOVQO

Medical Platform Business

Operation of an Internet Media
Our Company Platform Featuring Medical Articles

GENOVa Medical DGC

AF 1 HANLE Y S

Service Provision

o
il +

All Clinics in =
Japan Revenue Clinic
Growth Branding

©
ERE

Patients Access to Access to
Medical Clinic

Information Information

Smart Clinic Business

Provision of Clinic Automation Tools

Service Provision

A "
Ill c@/.
Cost Operational
Reduction Efficiency

o
s

Reduced Improved
Waiting Times Convenience
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Providing Services to help Clinics Increase Revenue and

GENOV3
Reduce Costs

Expanding business by addressing clinic challenges through cross-selling both services

Medical Platform Business lllustration of the clinic's P/L structure Smart Clinic Business

Sales
Increase

Initial Profit
Profit

Operating an Online Media Platform
Featuring Medical Articles -

Automation of
Various Clinic Operations

Medical D@C

Receptionand &
Accounting el
.
Initial iti
MEDICAL CLINIC | Initial Automating Automating
AR'ELS_LES 55‘5?&“ Sales Costs Inquiries, Calls, Reservations, |
" Reservations, Payments, and
i i And Medical Medication ==
Questionnaires Delivery
=Y7 - RESET Automating

and Ordering ~ —  andsStress

Enabling a Dual Approach for Clinics to Increase Revenue and Reduce Costs

& Inventory Rec.iuc!ng
EE Managemer : Wait Times




Medical Information content provided by Our Company GENOVa3
through Medical DOC

Medical Information Articles

Approx.500

Approx. 3,800 Articles on fighting illness A

Medical and Dental Columns

articles articles

@ In-depth stories based on real patient
experiences

@ Supervised by a wide range of healthcare
professionals, including doctors, dentists,

Ag I ng - pharmacists, nurses, and physical

i therapists

What changes occur in @ Provides information on various diseases,
the body? symptoms, and preventive care

@ Informative and thought-provoking
messages for readers

@ Raises awareness of the importance
of early detection and seeking care

LY
% Medical @ Explained clearly from the user’s

Editorial Column perspective

Medical DOC

' News articles Approx. 980 My Medical Records 83 articles

articles

@ Medical insights shared through the real

*L a) ﬁ Jlf 7—' experiences of celebrities

MY MEDICAL RECORDS

Male |nfe|"t||lty @ Timely updates on the latest medical

and health news

Testing

Tokyo to Offer Virtually @ Covers a wide range of health-related

@ Highly reliable explanations provided
by medical specialists

Free Services topics

@ Focused on practical, everyday

o — % News themes relevant to readers’ lives @ Reaching a broad audience across all
Medical DOC age groups
Articles on illnesses My Struggle with lliness 83 articles

and symptoms

@ Provision of medical information through

@ Searchable by both diseases and . Lo
the personal experiences of celebrities

symptoms

@ Highly reliable commentary by medical
specialists, covering everything from
specific diseases to the current state of
treatment research

@ High credibility backed by
supervision from medical specialists

@ Comprehensive database organized

by body part and category @ Disseminating the importance of early

Understanding
% detection and early treatment

Editorial Spptama

Medical DOC

Note:1. FREH KR VBB L2 T20264E3 A #iKEF s
33



Medical Information content provided by Our Company

through Medical DOC

GENOVQO

Advertising articles and videos for medical institutions

Articles introducing Medical Institutions MDOC-R A"‘”°;1§?e’f’ 00

@ Introducing Clinics from a Third-Party
Perspective with a Focus on “Information
) Credibility”
. ‘ ® Highlights the clinic’s features and
e strengths

g \ @ Designed to guide users to the clinic’s

. official website and help them learn more
e in detail if interested

[2022%) HEEOWMRER 778 LLI0ER

Approx. 1 y 000

articles

Branding Articles MDOC-B

® Region-focused Ad Distribution

RGO @ Enables demand generation among

patients

Fo7zy>atlic
i <

® Promotes awareness of treatments and
enhances recognition as a specialist in

the field
articles

® Clearly displays basic information
about the clinic

Basic Information Page
f I

A O

E LY

GENOVAYZ ) =w ¥
@) Includes messages from doctors, clinic

= ® features, and promotional text

,‘
J.
i

4 ® Allows clinic search based on location

O FE T 14:30~19:00(30 MBI T/ RIEFIN) EOM:
wes: 4 -8R

All numbers of articles and videos are As of at the end of FY3/2026 Q2

Treatment Videos

isle oV - 1,300
videos

@®Treatment- and Clinic-Focused Promotions

Endoscopy Clinic

Tips to make the painful ‘,4‘
S
) . %

gastroscopy easier

@ Conceptual video content designed to
help patients visualize the treatment

Close to
Laser cataract
surgery

® Not only videos but also newly
introduced animated plans

Ophthalmologist
Taro Yamada

Clinic Visit Reports wooror 2,400
videos
® Experience-Based Articles Featuring
On-Site Clinic Visits

® Articles based on clinic visits and
interviews, showcasing the first visit
process and treatments with photos

GENOVA Dental Clinic:
An Inside Report!
Introducing Our
Treatment Options

® Detailed the clinic’s atmosphere, staff
interactions, and accessibility

Case Reports

S
*

‘*f‘

® Focused on doctors’ clinical cases

® Showcasing cases highlights each
doctor's expertise

GENOVA Dental
Case Report:

4 Implant Series

- ® Especially common in aesthetic
dermatology, orthodontics, implants, and
cosmetic dentistry



Medical DOC Articles Distributed Free to General Users SAMPLE GENOVAO

Title

Image
Photo

Lead
Article

Editorial
Doctor
Profile

Explaining the signs of “acute aortic dissection”:
It occurs suddenly without any initial symptoms.
Introducing the causes and treatments

Table of
2ABIR:2023/0/0  FEH7H:2023/0/0 Con ten t
Acute Aortic Dissection
Article
Medical DOC
is known as a dangerous disease with a high
risk of sudden death. It is characterized by its sudden onset without any
warning and is said to be particularly common in the elderly.
Dr. Yamada of GENOVA Clinic gave us a detailed explanation of what
should be done to protect lives from acute aortic dissection, its causes,
treatment methods, etc.
Editorial
Doctor
Editorial Doctor : Explanation

Dr. Taro Yamada (GENOVA Clinic)

@ See further profile

H & -INDEX-

> AU KEARAEEH ORI F ERIA AR 1t = KO - Fh(SEAHMN
bhlE MEAEK-REOHA ML 2

> B I+ OHERFED AIFEIK - BEFERL L < THFE!
SMEXEIRAERCAY PTWVADOEHEER
SMENRFTTLEIRRAEBAFPLA FLRALERTS?

_ R REARAERE D BEECT B

SiRETSEL D

> ERRiER

Explains the signs of acute aortic dissection: If you
experience nausea or pain in your chest or back, could it
be an early symptom/sign of onset?

EE

RAUEXBIREHICOVTHATIESY,

@ WSS

£Y. KBREZOEIOEE~MAEEEY HT. AMEOF TR
HRVMETY, BEXDREEL . COXBRFTSHO
REICEY, RITLEFLHRBOZEEZEVET,
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https://medicaldoc.jp/m/column-m/202309p3901/#i
https://medicaldoc.jp/m/column-m/202309p3901/#i
https://medicaldoc.jp/m/column-m/202309p3901/#i
https://medicaldoc.jp/m/column-m/202309p3901/#i
https://medicaldoc.jp/m/column-m/202309p3901/#i
https://medicaldoc.jp/m/column-m/202309p3901/#i
https://medicaldoc.jp/m/column-m/202309p3901/#i
https://medicaldoc.jp/m/column-m/202309p3901/#i
https://medicaldoc.jp/m/column-m/202309p3901/#i
https://medicaldoc.jp/m/column-m/202309p3901/#i
https://medicaldoc.jp/m/column-m/202309p3901/#i
https://medicaldoc.jp/m/column-m/202309p3901/#i
https://medicaldoc.jp/m/column-m/202309p3901/#i
https://medicaldoc.jp/m/column-m/202309p3901/#i
https://medicaldoc.jp/m/column-m/202309p3901/#i
https://medicaldoc.jp/m/column-m/202309p3901/#i-2
https://medicaldoc.jp/m/column-m/202309p3901/#i-2
https://medicaldoc.jp/m/column-m/202309p3901/#i-2
https://medicaldoc.jp/m/column-m/202309p3901/#i-2
https://medicaldoc.jp/m/column-m/202309p3901/#i-2
https://medicaldoc.jp/m/column-m/202309p3901/#i-2
https://medicaldoc.jp/m/column-m/202309p3901/#i-2
https://medicaldoc.jp/m/column-m/202309p3901/#i-2
https://medicaldoc.jp/m/column-m/202309p3901/#i-2
https://medicaldoc.jp/m/column-m/202309p3901/#i-2
https://medicaldoc.jp/m/column-m/202309p3901/#i-2
https://medicaldoc.jp/m/column-m/202309p3901/#i-2
https://medicaldoc.jp/m/column-m/202309p3901/#i-3
https://medicaldoc.jp/m/column-m/202309p3901/#i-3
https://medicaldoc.jp/m/column-m/202309p3901/#i-4
https://medicaldoc.jp/m/column-m/202309p3901/#i-5

Medical DOC: Medical Institution Introduction Article SAMPLE GENOVa

Title

Name of
Clinic

Traits

Image
Photo@

Clinic
Information

(2023] Phone #
15 Implant Clinic Recommendation in Shibuya &Clinic Link

15 Implant Clinic

Recommendations F Image
in Shibuya r Photo @
"
. Certified Instructing
(1 minwalk )( ghriied )C_Do_cmo_)
Clinic

[ |

i I Introduction
' |

JR Yamanote Line / Ginza Line Shibuya Station 1 min
walking distance

2-21-1 Shibuya, Shibuya-ward Tokyo

B
9

Google map Clinic Traits
RN A X X X & * H
11:00~13:00 [ ] [ ] [ ] ® [ ] * = Detailed
14:30~19:30 o o [ ] ® [ ] * ~ _Page
Directory

% :10:00~13:00/14:30~19:00

\s 03.1234-5678 |

About GENOVA Implant Clinic

GENOVA Dental Clinic is a dental clinic located on the 1st floor of Shibuya
Hikarie in Shibuya, Shibuya-ward, Tokyo. We focus on orthodontic treatment
among our medical services, which include general dental treatment and the
provision of implants. While valuing our basic philosophy of “orthodontic
treatment that doesn’t remove the teeth as much as possible," we help improve
medical accuracy. You can receive highly specialized orthodontic treatment that
utilizes a variety of advanced medical equipment and a wide variety of
orthodontic techniques.

Traits about GENOVA Implant Clinic

Reliable care beyond just orthodontic treatment!

Medical room designed with privacy and infection
control!

Examination and diagnosis by a doctor certified by
the Japan Orthodontic Society!

GENOVA Implant Clinic Introductory Page
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Value-Up Cycle in the Medical Platform GENOVa

Medical Platform has been experiencing steady growth in both the number of articles and PV. In other words, its’ value as a
platform is increasing, leading to creation of multiple contracts

The value of our medical media is increasing due to network effects. Moving forward, we aim to drive a value-up cycle by
expanding features and content, increasing the number of users, and further growing the number of clinic contracts,
supported by the anticipated rise in clinic contracts

Expansion of Features Growth of the Media’s Value
and Contents

We aim to expand functions such as
reservations and to further enrich content

Expansion of Growth in
Features Clinic

and Content Contracts
Increase number of Users

Growing the number of users and Network
increasing visit frequency through the Effect
expansion of features and content

Growth in Clinic Contracts _
An increase in users is expected to drive Increase in
growth in the number of customers through LI

new services, including entry plans
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Target Markets

GENOVQO

GENOVA targets medical care facilities for our generation of revenue, targeting the domain of clinics.

University hospitals

Domains where major
companies are reaching out
and making use of digital

Domains where an initial
investment of approx. 1-3
million yen, the price range of
GENOVA'’s main services, is
possible

Domain where
an investment of about

Approx. 8,000

Hospitals

approx.

171,000
Medical and
dental clinics

Hos-
pitals General hospitals
r Medical companies with
above
o average medical revenues1
- O
% g Private medical care
5D facilities with above average
— medical revenues2
(7]
23
@ O A, Newly opened clinics
5 @
Q =
g e Medical corporations with
5 €
=R below
a average medical revenues

Private medical care
facilities with below average
medical revenues

30,000 yen to 50,000 yen
per month is possible

1 The following figures from the Central Social Insurance Medical Council's Report on the 23rd Survey on Economic Conditions in Health Care (2021) are used as the average medical business income of medical corporations..
Medical department: Medical business income per facility: approx. 160 million yen (for medical corporations/general clinics as a whole). Dental: Medical business income per facility: approx. 100 million yen

(subject: medical corporations/dental clinics).

2 The following figures from the Central Social Insurance Medical Council's Report on the 23rd Survey on Economic Conditions in Health Care (2021) are used as the average medical business income of medical corporations..

Medical department: medical business income per facility: approx. 91 million yen (target: individual/whole general practice). Dentistry: Medical business income per facility: approx. 46 million yen (target: individual/general dental clinics).
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Business Models

GENOVQO

GENOVA'’s business model is to provide various fee-based services to medical care facilities.

Medical
Platform
Business

Smart
Clinic
Business

Other
Business

e Medical DOC

Viewing of Listing Specialized Media

Information

Payment Processing

Provision of Article Creation
Services

Clients(Medical
institutions such
as clinics and
dental offices)

Suppliers / Contract . "
Use of Medical Facility .
Manufacturers / Search Function NUMDEa Stand

Maintenance

Contractors N I] MUEa' Regl

APOSTRO Co., Provision and Maintenance of

Ltd.(Formerly Self Check-in Kiosks and Cash NOMOCA-Desk

Shinseiki Co., Ltd.) Registers

Payment Processing

Sales of Self Check-in
Payment Kiosks and Cash
Registers

Clients(Medical
institutions such
as clinics and
dental offices)

Appointment Booking and
Inquiries

Payment Processing > CLINIC BOT
Suppliers

Procurement of Software

Initial Setup Fee and System
Usage Fee

Provision of Communication Tools
for Appointment and Inquiry
Management

Clients(Medical
institutions such
as clinics and
dental offices)

24-Hour Automated Response

€3 NOMOCA-Al chat

Initial Setup Fee and System
Usage Fee

Provision of Al Chat-based
Automated Response and Analytics
System

Clients(Medical
institutions such
as clinics and
dental offices)

Our Company

GENOVA DESIGN Co., Ltd
Tomoki (Dalian) Technology
Development Co., Ltd.

Payment Processing

Website Development and
Web server maintenance

Clients
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Highlights

GENOVQO

@
(3)
2

Service planning that leverages the 18,000 medical care
facilities contact points and client contacts cultivated over our
21 years of history

Services solving challenges of medical care facilities

Consistent level of existing client sales ratio through
reselling and cross-selling

Vast market in medical institutions and peripheral domains
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Services Solving Challenges of Medical care Facilities GENOVa

With a background in providing value to patients and users, we provide services that assist medical care facilities

in solving their challenges.

MEDICAL PLATFORM SMART CLINIC
Medical Platform Business Smart Clinic Business

Providing value to clients... Providing value to clients...

Solving personnel cost, recruitment, and management challenges

Articles that accurately approach the patient population you want to attract
Providing a pleasant healthcare experience for patients

Matching users with the right medical care facilities

Provision od Unit: 10,000 yen

information

Domain of - Concerns/

expertise sl Symptoms
hospital/clinic
[ ili i Total cost of hiring Total cost when using

Medical care facility Patient a person for 5 years NOMOCa stand for 5 years
By augmenting and revealing medical information In medical administrative tasks, efficiency in billing and
through free articles, we reach out to many patients, etc., reception handling reduces patient waiting time, while at
who then view the paid articles and videos introducing the same time providing cost benefits by reducing the
medical clinics, leading to visits to those clinics. number of personnel and overtime hours.

Patients who match the medical care Cost savings over 5 years: 10 million yen

1. Bonuses, training costs, management costs, etc.

g y .
facility’s area of expertise come to
h i I / | Ni 2. Typical 5-year labor costs for medical office personnel in a clinic (payroll: 200,000 yen/month Legal welfare cost: 30,000 yen/month
OS p Ita S C I n ICS Transportation cost: 5,000 yen/month Overtime: 10,000 yen/month Job advertisement cost: 300,000 yen)

3. Initial and maintenance costs for our NOMOCa stand
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Consistent Level of Existing Client Sales Ratio Through GENOVS
Reselling and Cross-selling

Although GENOVA has adopted a flow-type revenue model, it has been able to generate a certain level of sales through cross-selling and reselling

to existing customers by leveraging our contact points® with the 18,000" medical care facilities that we have cultivated over our 21-year history.

Sales ( bn yen)

W Existing New

New: Clients whom we have never done business within the past
Existing: Clients whom we have done business within the past

Q1 Q2 Q3
FY3/2023 FY3/2024 FY3/2025

Consolidated Sales 6.51 bn yen 8.68 bn yen 10.00 bn yen

Ratio of Existing 64.7% 75.0% 77.6 %
Clients UTTT TS T TR U UUTTTR BSOS T TSP U SSUUURRURRR T TUTUUUUU TR

- When a new service (w.g., Medical DOC, NOMOCa Stand, NOMOCa Regi, etc.) is released, existing customers are informed
- When customers recognize the value of the service, they may purchase multiple different articles from Medical DOC
- As the number of patients at a medical institution increases, additional purchases of the NOMOCa series may be made

Q2 Q3 Q4 Q1 Q2 Q3 Q4

Resale Timing for
Existing Clients

1. As of end of FY3/2026 Q4

*Excluding fixtures, NOMOCa stand customization costs, additional website and CLINIC BOT production costs, etc.

*Client sales are added for new and existing clients who had their first and second contracts in the same quarter, respectively.

*The opinions of the audit firms have not been obtained for the figures 42



04 vast market in Medical Care Facilities and Peripheral Domains' GENOV3

Currently, GENOVA's main target is dental and medical clinics

Medical clinics Approx. 105,000 locations?
Dental clinics Approx. 66,000 locations?
1 Appro. 63,000 ocaions

Approx.2 8 6 y O O O S [RGETEIACIRI  Approx. 51,000 locations?

business locations
l Medical clinics Approx. 105,000 locations?2

Approx. 1 71 ,OOO Dental clinics Approx. 66,000 locations2

hospitals/clinics

Total number of touch points for the Medical

Approx.17,000 Platform Business and the Smart Clinic Business*

{oeations

Approx. 1 O g OOO

locations I

GENOVA

Total number of clients for the Medical Platform
| Business and the Smart Clinic Businesss

1. The contents of this slide are based on various assumptions and do not constitute a guarantee or promise of the realization of any future plans or figures described herein

2. Based on the 2025 (Reiwa 7) Survey of Medical Facilities (Dynamic Survey) and Hospital Report

3. Based on the FY2024 (Reiwa 6) Health Administration Report (Statistics on Healthcare Workers).

4. The number of client touchpoints in the Medical Platform and Smart Clinic business segments since FY3/2018 (the start of both businesses), as of the end of FY3/2026 Q4.

5. The number of clients who have signed service agreements in the Medical Platform and Smart Clinic business segments since FY3/2018 (the start of both businesses), as of the end of FY3/2026 Q2.
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Cross-selling Measures Based on the GENOVA GATEWAY Concept GENOVa

Through GENOVA GATEWAY, GENOVA will combine its own and other companies’ services to expand its service lineup and

promote further cross-selling
We aim to build contact points in domains other than direct medical treatment such as medical examinations and procedures

Medical examination

Health - Unwellness Selec'mg a ld|cal Preliminary consultation

{3
il

. No !ncoming calls, r_eceptiopi_sts, or Health management, etc.
m |d-|ong term appointment schedutlllng, 0 clinics with S S G
reception

=

@ Delivering medications
Cashless post-payment from reservations t(? pahent;
Medicine delivery

Digital prescription support service ini
short term gital p p pp! Combining IVR and business

Digitalized accounting and digitalized incoming call
prescriptions operations

Digitalization of |

reservations and =
reception Specialized for specific

management services

H diseases

M edlcal DOC Expansion of online Y=

A7k medical services v —
online medical services PHR

by Medical DOC ® (Personal healthcare
hﬂ records)
- GENOVA

®&»CLINIC BOT GATEWAY Providing health

NOMOCd

current
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GENOVA GATEWAY Concept GENOVa

By linking our own services with those of other companies, we have captured new markets

What is GENOVA GATE WAY ?

GENOVA 2] E Connecting other Capturing
er companies Planning new
GATEWAY Qi to our services / markets

Rather than developing all services on our own,

- 8 Q we will provide new value by combining the services,
) — -, - = know-how, and knowledge of other companies. We

By promoting the . ..(_- 95% aim to capture a competitive edge by specializing in
linkage of electronic »;R,j e %- areas to further solve challenges based on the
medical records to the Automatic payment revenue we have earned.
payment/reception machine *@OVA

. : GATEWAY
machines, accounting 1 /_ Other
data can be received ) Companies g
directly from the e - S e linkage Electronic
electronic medical e : medical records/
trﬁcordds, ct9ntril;uting to x C'f)ﬁfg&‘t’;r By promoting collaboration, new

e reduction o — . .
edical administrative NOMOCa : services that contribute to
work. improved productivity can be
Digital patient ID card Hospital display information provided
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Materiality

GENOVQO

MISSION

Creating a healthy society by connecting people and Medical care

Creating the 21st Century Medical Care Infrastructure/

VISION

Realization of MISSION

Solving social issues

through Business

Maximizing Patient Convenience and Clinic Productivity through Clinic Automation

Materiality(1) Advances in Clinic Automation with Medical DX

Materiality(2) Creating organic and non-continuous growth

Increase in medical expenses
Prevention and promotion of
uncontrolled diseases
Expansion of lifestyle-related
diseases

Polarization of society
Healthcare-related data linkage
Inequality and lack of economic
opportunity

Access to correct medical information
Reducing waiting time

Increased healthy population through
early testing and improvement

Improve productivity (Hospital DX)

Improved employee satisfaction

Strengthening of
Management Base

Materiality(3)
Strengthen information
security and

improve governance
Business Management
Information security measures

Cyber security measures

Materiality(4)
Strengthening human
Capital based on cultural
empathy

Materiality(5)
Understanding the
Business Impacts
of Climate Change

Employee Global

Empathy with GENOVA Culture

Recruitment of human resources

TCFD compliant
with an emphasis on education
Team play

Health Management
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About Skill Matrix GENOV3

As part of our efforts to strengthen our governance structure, we have visualized the skill matrix of our current management team
We have been identifying the skills needed in the medical field surrounding our company and have been hiring professionals who
are capable of handling this field

We will continue to strengthen our management team so that we can constantly improve our organization

W
(7] = =
o _ = o g % g.
= & 7 loasl.z22l =51 3 G
8 0 o NN ERa IR & s
281 & o [$23)gus]| ST | ¢ 3
aQ = = h A | o Q Q
QT Q Q o5A|23s| e o =
® 9 = 5 |Bedlz2=]| 23 2 3
S o Q - SpgofT= 3 Q o o
o = . es5cfl350] X o g
S 3 o Soagl€ssl 3w ] o
~ ey < ~ 8 3ol T x 3 Q
= 373,
= (7] = ) «Q
(] [ = 3]
-+
Tomoki Hirase CEO ®
Koji Takeda Director ® o o o o
Sho Inoue Director o o ® o ®
Yuki Sagehashi External Director ® o o ® ® o
Yuki Sato External Director ® o o o o
Tetsuya Sano  External Director o o o o o

Note:1. 202443 B AR =



Future Growth Strategy GENOV3

In addition to the organic growth of our two core businesses,
the Medical Platform and Smart Clinic Businesses, we will continue to
pursue new services, M&A opportunities, and business alliances

to drive further non-linear growth, as demonstrated by our expansion ]
Strengthening New Product Development }

into Dental Supply Distribution Business.

As long as GENOVA's mission is "create a healthy society by Promotion of Dental Distribution Business

connecting people and medical care," we will pursue and

provide services that better fit the needs of our users.

Expansion of Smart Clinic Business
Expansion of Medical Platform Business

Current position
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Disclaimer GENOV3

Statements made in this presentation concerning future performance are forward-looking

LEAN 11 LEAN1Y

statements. Forward-looking statements include, without limitation, “believe,” “forecast,” “plan,”

b1 LEAN1Y b1

“strategy,” “expect,” “anticipate,” “predict,” or “possibly” and other similar expressions that describe future
business activities, performance, events, or conditions. Forward-looking statements are based on
judgments made by the Company’s management in light of the information currently available to it.
Accordingly, these forward-looking statements are subject to various risks and uncertainties, and actual
results may differ materially from those expressed or implied by the forward-looking statements.
Consequently, we caution you not to place undue reliance on forward-looking statements.

Also, information contained in this document that relates to other than the Company is quoted from
publicly available information, and the Company has not verified, nor does it guarantee, the accuracy

or appropriateness of such information. The information contained in this presentation material is

subject to change without notice.
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GENOVO

Creating a healthy society by connecting people and medical care
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