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Company Profile

Company Name Unite and Grow Inc.

Capital Stock 346 million yen (as of December 31, 2023)

Corporate IT Shared Service

Corporate IT System Development

A d d r e s s 3F Shin-Ochanomizu Bldg, 4-3 Kandasurugadai, Chiyoda-ku, Tokyo




Business Description

Unite and Grow Inc. offers a time-sharing service of corporate engineers under the
product name “SHARED SHAIN". (Shared Corporate Engineer)

The main features are as follows:

Targeting medium and small enterprises in the Tokyo metropolitan area (growing companies with
50 to 1,000 employees)

The service is provided only by our internal full-time employees with long-term employment
(without using partner companies)

We do not sell hardware or software (completely neutral to IT vendors)

Standardizing services and prices through our unique “membership-based quasi-delegation
contract”.

By not setting up sales or staffing departments and involving all employees in indirect operations,
including recruitment and training, we increase organizational strength and nurture proactive
individuals

Through these initiatives, we have achieved differentiation that can be said to be the only one in the
industry, and by aggregating knowledge and experience, we are increasing profitability.



1. FY24 Q2 Result
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FY24 Q2 Key Takeaways

The shared employee count experienced steady growth and as well as revenue and operating
profit, in line with our plan

Extraordinary income of 96 million yen was recorded due to absorption-type merger of a
subsidiary

Net Sales Operating Profit Net Profit

1,404 mipy 150 mipy 224 vipy

YoY* YoY*

YoY*
+14.9°/o +4.3°/o +109.6°/o

Business Highlight

Corporate IT Shared Service Corporate IT System Development

e The shared employee count was 235, reflecting an increase e The shared employee count was 11, reflecting an increase of
of 26 compared to last year-end figures

5 compared to last year-end figures
* The number of companies actually supported was 355, e Personnel costs have increased due to organizational
reflecting an increase of 26 compared to last year-end

strengthening in anticipation of business expansion
figures
Corporate
e Shifted to non-consolidated earnings forecast (non- e Participated in Japan Cyber Security Fund No.1 Investment
consolidated financial results) from Q2 due to absorption Limited Partnership
of a subsidiary

* (Reference) Comparison with consolidated financial results for the previous fiscal year



P/L

B Net sales increased 15% due to an increase in shared employees and higher utilization ratio

W Extraordinary income of 96 million yen was recorded due to the absorption of a subsidiary, resulting in a 2.1x increase in
net income compared to the previous year

FY23 FY24
Q2 YTD (Consolidate) Q2 YTD (Non-Consolidated)

Actual Sales Ratio Actual Sales Ratio Yoy *1 Progrgls;snliza te to

(M JPY) (%) (M JPY) (%) (%) (%)
Net Sales 1,222 100.0 1,404 100.0 14.9 45.7
Cost of Sales 634 51.9 746 53.1 17.6 48.3
Gross Profit 587 48.1 658 46.9 12.0 43.1

" Selling, Generaland | .| ..o o ..

Administrative Expenses 442 36.2 507 36.1 14.6 48.8
Operating Profit 144 11.8 150 10.8 4.3 30.9
Ordinary Profit 144 11.8 167 11.9 15.4 33.2
Net Income 106 8.7 224 15.9 109.6 48.7

*1 (Reference) Comparison with consolidated financial results for the previous fiscal year
*2 Percentage of progress toward non-consolidated full-year plan



Quarterly Financial Performance

W Net sales increased 4.2% over Q1. Increases in the number of shared employees and the number of companies actually
supported contributed to the increase

m Operating profit was in line with the plan, despite a decrease in profit from Q1 due to an increase in recruiting-related
expenses resulting from steady progress in hiring

Quarterly Revenue® Quarterly Operating Profit/Margin*
(M JPY) (M JPY, %)
744
716 18.7
701 687
650
592 599
565 578 571

42

1Q 2Q 3Q 4Q 1Q 2Q 3Q 4Q 1Q 2Q IQ 2@ 3@ 4Q 1@ 2@ 3Q 4Q 1Q . 2Q

FY22 FY23 FY24 Fy22 FY23 FY24

* Consolidated financial figures through FY24 Q1



Segment Performance

Corporate IT Shared Service

e Full-year plan progressed at 46.0% of net sales and 40.2% of operating

profit

e Segment sales increased steady due to an increase in shared employees

and the number of companies actually supported

* Segment profit margin declined year-on-year due to an increase in
depreciation and amartization from the core system renewal etc

(M JPY)

I Net Sales i Op. Profit —e— Op. Margin
| o

363% | 37.1%
| 32.5%

® | 2,90®
| o ’
1,096 1,334 1,076
398 | 433

FY23 2Q i FY23 2Q FY24

5 4Q Plan «

Actual (Consol.)

Actual (Non-Consol.)

* (Reference) Comparison with consolidated financial results for the previous fiscal year
* Revised full-year plan due to transition to Non-Consolidated

Corporate IT System Development

e Full-year plan progressed at 41.4% of net sales and 32.7% of

operating profit

e Segment sales increased steady due to an increase in shared

employees and projects

e Segment profit margin declined year-on-year due to increased
personnel costs incurred from organizational strengthening in
anticipation of business expansion

| (M JPY)
M Net Sales | Op. Profit —e—O0p. Margin
49.7% !
¢ 41.4%
! 32.6% ¢
i o
i 168
69 69
52 25 | - 22
FY23 2Q FY24 2Q FY24
Actual (Consol.) Actual (Non-Consol.) 4Q Plan x



KPI®

B The number of shared employees increased steadily, rising by 31 from last year 4Q ending figure
B The number of sharing companies (clients) also increased steadily. The number of member companies increased by 19

compared to last year Q2 ending figure, 2 compared to last year 4Q ending figure, the number of companies actually
supported* increased by 26. There is an expansion in inquiries from existing customers' group companies

Shared employee count Sharing companies (Client) count
(Year-End figures) ( Year-End figures )
mmm Member Companies Total Member Count
246 ) 355
—e— Companies Actually Supported* 343
329

219

215 282
212
207 262
720 732
655 664 670 685 7ot
179
174
A5 +33 +5 +3 +4 +27
—> —> —> —> —> —>
FY22 1Q 2Q 3Q 4Q 1Q 2Q FY22 1Q 2Q 3Q 4Q 1Q 2Q
FY23 FY24 FY23 FY24

* Affiliates of an member companies which were served by us (not included in the number of members
or member companies) 10



KPI®

W Net Sales per a shared engineer per hour declined due to an increase in the ratio of shared employees, whose occupancy
rate is lower, due to an increase of newly graduated employees

m Although the utilization rate declined from the Q1 due to the increase in the number of new graduates, it increased from
the same period of the previous year due to the leveling off of the utilization rate.

B Average number of people in charge per company increased YoY due to an increase in the number of companies actually

supported

Net Sales per a shared employee per hour Utilization Rate

(Yen) (%)
@e reviQ /1.9 704 702 713 694 69.4 68.9
\from FY23 Q2 65.0 64.6
S 60.8

[ —
[

8,928

8,127

8,679 8,739
8,504
8,289 1Q 2Q 3Q 4Q 1Q 2Q 3Q 4Q 1Q 2Q
7,976 7,907 8,002 7,951 FY22 FY23 FY24
Sharing Indicators (FY24 Q2)
Average number of
people in charge per Averag_e number of
company companies per person
i LA B
Shared Employee Member Company
1Q 2Q 3Q 4Q 1Q 2Q 3Q 4Q 1Q 2Q

3.59 3.27

FY22 Fy23 Fy24 (YoY +0.2) (YoY A0.07)
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Operating Profit Bridge

B Increase in shared employees and higher utilization rate contributed to higher sales and profit

® On the other hand, gross profit margin declined due to a drop in unit operating price resulting from an increase in the number of new graduates
and a rise in cost of sales due to salary increases

B Increased SG&A expenses, including expenses to strengthen recruiting activities and core system-related expenses, were absorbed, resulting in
an increase in profit of 6 million yen

SGA Increase

Revenue Growth Factor Gross Profit Margin drop Factor

» Increase in sales due to increase in
shared employees count and higher
utilization rate

» Decrease in unit operating price due to
an increase in new graduate employees

» Increase in cost of sales due to higher

« Increase in personnel expenses due to in
headcount / salary increase

« Increase in core system renewal costs

» Increase in sales due to decrease in salaries
inter-business transactions

(depreciation, maintenance, etc.)
« Increase in recruiting and training

expenses
A16
A64
+6MIPY
>
FY23 2Q Profit from Profit from Profit from FY24 2Q
Op. Profit (Consol.) Revenue change GPM change SGA change Op. Profit (Non-Consol.) *

* (Reference) Comparison with consolidated financial results for the previous fiscal year



B/S

B Increase in contract liabilities, and cash and deposits due to increase in the number of companies actually supported

W Decrease in intangible assets due to depreciation of core systems

(M JPY)
FY23 Ending FY24 Q2 Ending”* Diff
(Consolidated) (Non-Consol.) '
Assets
Current Assets
Cash and Deposits 2,267 2,311 44
Account Receivable 1 1 AO
Total Current Assets 2,293 2,348 55
Fixed Assets
Property, Plant and
Equipment /4 69 A4
Intangible Asset 177 158 A 18
Investment and
Other Assets 67 64 A2
Total Non-Current
Assets 319 292 A 26
Total Assets 2,612 2,641 29

(MJPY)
FY23 Ending FY24 Q2 Ending” Diff
(Consolidated) (Non-Consol.) '
Liabilities and Equity
Current Liabilities
Account Payable 118 76 A 41
Contract Liabilities 438 476 37
Total Current
Liabilities 735 730 A5
Non-Current Liabilities
Total Non-Current
Liabilities 30 32 2
Total Liabilities 765 762 A2
Net Assets
Total Shareholder
Equity 1,846 1,878 32
Total Net Assets 1,846 1,878 32
Total Liabilities and
Net Assets 2,612 2,641 29

* (Reference) Comparison with consolidated financial results for the previous fiscal year

13



2. FY24 Guidance
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FY24 Guidance (moving to non-consolidated)

B Due to the absorption merger of a wholly owned subsidiary, the company has shifted to non-consolidated earnings
forecasts from the second quarter

B The company will concentrate its management resources and improve profitability by streamlining management and
increasing operational efficiency

B Due to the absorption merger, the company recorded an extraordinary profit of 96 million yen.

Ref : FY23 (Non-Consol.) Ref : FY24 (Consol.) FY23 (Non-Consol.)
Actual Sales Ratio Actual Sales Ratio Forecast Revenue Ratio
(MJPY) (%) (MJPY) (%) (M JPY) (%)

Net Sales 2,552 100.0 3,152 100.0 3,071 100.0
Coorsaes | 1314 s15) set| w05 1,504 503
oo | 1237 85 1501 s0.5| 1527 49.7

e ses 867 34.0 1,108 35.2 1,038 33.8
R 0| 145 2| 153 a88| 159
Cowmayeor | 6| 147 2 153 03| 164
CNetheome | 9| 1ol 36| ol a0 150

* The comparison with the previous term is not presented because the comparison object is different.
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FY24 Guidance by Segment

m The full-year plan has been revised due to the transition to non-consolidated accounting as a result of the merger
m The Corporate IT Shared Service is planning increased revenue and profit due to an increase in the number of shared

employees and the full-year contribution of price revisions
W The Corporate IT System Development is planning increased revenue and profit due to an increase in the number of

projects and an increase in the scale of projects

Ref : FY23

Actual

(Consol.)

Ref : FY24

Forecast

(Consol.)

FY24 (Non

-Consol.)
Forecast

Corporate IT Shared

Corporate IT
System

Corporate IT Shared

Corporate IT
System

Corporate IT
Shared Service

Corporate IT
System

(M JPY) . .
Service Development Service Development Development
Net Sales 2,407 123 2,984 168 2,903 168
Op. Profit o11 60 1,200 72 1,076 69
Op. Margin 37.9% 49.1% 40.2% 42.9% 37.1% 41.4%

* The comparison with the previous term is not presented because the comparison object is different.
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Forecast of Factors for Increase/Decrease in Operating Profit

B We expect an increase in the number of shared employees and an increase in the utilization rate, and we also expect an
improvement in the gross profit margin along with an increase in sales

B We expect an increase in SG&A expenses due to an increase in recruitment-related expenses and training expenses as a
result of strengthening recruitment activities, as well as depreciation expenses for the new core system

Revenue Growth Factor Gross Profit Margin Growth SGA Increase Factor
Incregse |Ethe nutrntl)$r5()ff shzrgd employges Factor - Increase in advertising expenses due
provicing L-orporate ared service an to strengthened recruitment
the full-year contribution of price revisions « Increased utilization rate due to activitieg
+ Increase in sales due to an increase in ;
projects for Corporate IT System !'etentlon of _s_har_ed employees, « Increase in training and education
Development increased utilization rate due to expenses
« Increase in sales due to a decrease in inter- increased skill level ; -
. - - Full-year posting of depreciation
business transactions
expenses for new core system, etc.

+24

+197

488mpy

39 2mmwpy A125
+96MIPY
>
FY23 Op. Profit Profit from Profit from Profit from FY24
(Consol.) Revenue Change GPM Change SGA Change Op. Profit (Non-Consol.) *

* (Reference) Comparison to previous year consolidated financial statements
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Shareholder returns and medium-term investment

B The dividend for the fiscal year ending December 2024 is expected to be 24 yen per share, an increase of 2 yen from the initial forecast

m With regard to shareholder returns, we will continue to pay stable dividends with a target payout ratio of 30%, based on profit distribution in
line with business performance, while securing internal reserves necessary for future business development and growth investments to
strengthen our management base.

m We will prioritize growth investments, mainly in system and human resource investments, while flexibly allocating shareholder returns.

Dividends History

Cash Allocation

22 24 Sources of Funds
16
12
° Operating
4 Cash Flow
FY19 FY20 FY21 FY22 FY23 FY24
(Plan)
Dividend
equity ratio. 1.4% 1.8% 3.4% 4.1% 5.0% (4.9%)
Eaa‘t’icc’)”t 8.7% 13.7% 22.3% 25.7% 28.2% (20.5%)

* As of September 1, 2020

, we have carried out a 2-for-1 stock split.

Use of Funds

Investment for
Growth

System Investment,
Human Resource
Investment,
M&A, Investment in LP

Return to
Shareholders

Internal Reserves

18



3. Growth Strategy
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Our growth model to penetrate blue ocean markets

B The market for Corporate IT Shared Services targeting small and medium-sized growing companies represents a blue
ocean opportunity with minimal competition

m Our aim is to establish ourselves as the premier corporate IT sharing company by expanding our pool of skilled shared
employees and broadening our membership base among growing companies nationwide

Unite & Grow Corporate IT Shared Service :
for SME Companies ™! IT Service
Strengths in TAM*2 1 s *3
2 approx. trillion yen
Recrmpn_g and Expansion of clients
Training
Training Shared # of
Pay-for- g
—_—>
Performance / Increase Employee Sharlng SES
Transfer of productivity Count Company
Authority A 4
Expand Expand Expand Expand
Operation Expertise T £ Web
on Corporate IT i
Hiring on Increase in Usage
behalf of Py
c?n?;r)g?\?;s Fierce ; Fierce
Find Rig Unable to determine the hiring policy | | competition for . competition for
Talent L hiring Y hiring
Corporate Engineer Candidate Talent e > IT engineer

(*1) A coined word by our company
(*2) TAM stands for Total Addressable Market

(*3) Estimated as of February 14, 2024. Calculated based on the number of customers covered by our services (Ministry of Internal Affairs and Communications: Economic Census
of Japan, 2021) x sharing index x sales per shared employee. (98,000 companies x (3.77 employees / 3.77 companies) x 11.5 million yen = 1.1 trillion yen)

20



Fundamentals of our Growth Strategy

W Our objective is to achieve a 15% annual growth rate in shared employees. To efficiently expand our growth base, we will
focus on both recruitment and training initiatives

m We will facilitate an increase in the number of sharing companies and expand transactions by bolstering support for existing
clients and enhancing our competitiveness

Shared Engineer Trends Net Sales per a shared engineer per hour

(End-Term Figure, Shared Employee Count

~

(Yen)

7777777777

I
-
T
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Growth Strategy Highlights

Generate revenue in the
market for Corporate IT

Shared Service for SMEs

01 Selection and Concentration : Targeting growing companies in
the Tokyo metropolitan area

02 | Divide and Multiply: Maintain corporate culture and strength

03 Deepening Know-How: Developing customer experience into
internal training

04 Development of Specialized Service : Further delve into the core

business

22



Selection and Focus:

Targeting growing companies in the Tokyo metropolitan area

B We aim for rapid expansion of our business base by targeting growing companies with 50 to 1,000 employees
B The potential for acquiring clients in the Tokyo metropolitan area is particularly large, and we will accelerate growth by

focusing on this area for the time being

Concentration of our resources

(FY) Topics Net Sales
Started Member
2005 Service | 46Mmapv
2010 Turned a profit B 317mey
2011 Opened Osaka branch || 368wy
[}
[ J
Opened Singapore
2014 branch B 582wy
[}
[ J
Closed Singapore
2016 branch B 1 175mey
2018 Closed Osaka branch B 1.338wey
[}
[ J
Transfer of PCI DSS-
2023 related business — |2’667MJPY

0 1000 2000 3000

Number of SMEs in the Tokyo metropolitan area

Focus Area
Tokyo 280k companies

10 and 11- 50- 300- 1000
Below 49 299 999 and Over
216k 470k 170k 30k 10k

\4

Saitama

850k

| |

Chiba
660k

Kanagawa

100k

Source: "2021 Economic Census - Activity Survey," Ministry of Internal
Affairs and Communications
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Divide and Multiply: Maintain corporate culture and strength

® We will maintain and increase sharing density by organizing business units consisting of 70 to 150 individuals
m We will grow the business through a flat organizational structure that enables flexible staffing and fosters the development

of individual strengths

FY2018~2021

FY2022~2023

__________________

\
1
1
1
1
1
1
/

s——— - ——— - -

8 O staffs

_______________

__________________

24



Deepening Know-How: Developing customer experience into internal training

m We will deeply understand and address diversifying customer needs, accumulate problem-solving experience, and refine

both individual and organizational expertise and know-how

m We will foster individual and organizational growth by sharing experiences through the “UG Academy” and specialized

services

Improve skills through
experience at customer sites

Aim to develop human
resources quickly

'
UG Academy
Specialized Service

Improvement of employee skills through
in-house training programs

RPA

& ]

Cloud

Expansion of customer needs

Sa S5
4 I and me-

sized Growth

IoT Companie
b
’
Bigdata o
aZ V 4
e /
a
oW P 4
Security | & y
V 4
V 4
P 4 IT Needs
s Expansion

IT Equipment Selection System Dev
Kitting IT System Operation IT Dept . Management
In-house system IT Infrastructure
study Dev.
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Deepening Know-How: Employee Training

W In FY2023, the upgrade of skills from L3 to L4 increased as a result of continuous in-house training

B The systematization of “UG Academy”, our corporate engineer training institute, has progressed, accelerating the
development of essential know-how for corporate engineers

Achievements of skill level changes *! (FY2023)

Percentage of employees

UG Academy Curriculum

Systematically learn the skills needed to become a Corporate Engineer

simulation software the customer's structures

the theme of corporate
activities in their own

Iilf/l:all Change Rate
As of Jan As of Dec = o wn n) — o — -1 wn O
D) 3 < o — S o ) = 5
~ " ! g a & 3 u g L 2 o 3
! >3 — 0} ® cr =3 O = ct
L1 1430 BP 5.1% 1 a9.2 S o 3 3 g ® o §§ o T
| ~ 3 v g S -
s N Y (P 3 ) 3 Q wn =5 ©) >~ <
i > - o & L = =5 = 4
1 -] D L] Ny = -] Q 5
2 | 1.2 =2 0 B i) < =, = B
L 38.84 » 40.0% o +1. a & ) ) > 5 =
: 5 o 3 @ @ uo| E
_____________________________________________________________ T -] < -] S a
S =
1 == S (a]
) | S
L3 30.3% - 35.4% ! +5.1
_____________________________________________________________ Vo | significant IT Basic Business Basic
n ~ . Increase
' C te Basic
L4 13.1% » 15.4% ' +2.3 orpora
1
_____________________________________________________________ R Course Details (Selected)
' ' : Network System Logical Thinking Company
L5 2.9% - 2.9% ! — Operation Analysis
: Provides programs by level,  Learn the principles of Reinforces the ability to Deepen understanding of
Tttt """"""I"""""""_""""";_""""T ___________________ from lecture-style courses operating an internal think logically about issues the company through
: for basic knowledge to system and how to gather using frameworks such as corporate research and
L6 0.6% 1.2% : +0_6 practical courses using information to understand logic trees and pyramid other research activities on
1

employee's skill level as of December.

environment.

areas of interest.

*Taken from our corporate website: UG Academy https://www.ug-inc.net/ug-academy
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Development of Specialized Services : Further delve into the Core Business

m We will further promote high value-added services by launching specialized services with a high degree of expertise
m We will strengthen by developing each individual's expertise and organically integrating their skills

General Service Specialized Service

=
Corporate IT System

Development

Corporate IT Shared
Service

Online Knowledge Sharing [§

____ —_—
N
—— ——’

IT Infrastructure Support

_______________________________________________________________________________________________________________________

Consider impleméntation of services that are in high demand by
existing customers.
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Medium- to Long-Term Sales Growth

OUR Vision 2033

Focus on expanding our core business, Corporate IT
Shared Service,

1,000

(2033/12)

Launch specialized services and new businesses,

Continuous improvement of corporate value New Businesses >

o New Businesses Specialized Service >

mmm Specialized Service ! I

Corporate IT System
Development

mmm Corporate IT System Development

o Corporate IT Shared Service

=O==Employee Count

1
1
1
1
1
1
1

0,
1
1
1
1
1

Shared Service

Cashless Security/
Corporate IT > Consulting™ >

_—_3 -——

2005 2010 2015 2023 2033

*Part of the business was transferred in November 2023.
The surviving business was integrated into Corporate IT General Support



Disclaimer

This document contains forward-looking statements about industry trends and
business activities of Unite & Grow Corporation that are based on current plans,
estimates, estimates or projections by Unite & Grow Corporation.

These forward-looking statements involve a varieties of risks and uncertainties.

Known or unknown risks, uncertainties, and other factors could cause results to differ
materially from those contained in forward-looking statements.

Unite & Grow's actual future operations and financial results may differ materially from
those discussed in the forward-looking statements contained in this document.

The forward-looking statements in this material are made by Unite and Grow
Corporation based on information available to it at the time of such statements, and it
does not undertake to update or alter any forward-looking statements to reflect future
events or circumstances.
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