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Company Overview



Company Profile

PURPOSE
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Company name

Established

Head office address

Satellite office3-9-5

Share capital

Representative

Business

Number of
employees

Average age of
employees

Ratio of men to
women

Securities code

Major group
companies

PORT inc.

PORT INC.

April 18, 2011

5th Floor, Shinjuku Front Tower, 2-

21-1 Kitashinjuku, Shinjuku-ku,
Tokyo

Iwasaki, Nichinan, Miyazaki

2.3 Billion yen (as of Dec. 31, 2023)

Hirofumi Kasuga, Representative
Director, President and CEO

Contract support

510 (as of Dec. 31, 2023;
consolidated)

Approx. 28 (as of Dec. 31, 2023)

6:4

7047 (TSE Growth, FSE Q-Board,;
listed on December 21, 2018)

INE .Inc. / Five Line Inc.
DOORS Inc.



History

FY 3/2012 (1st term) ‘

FY 3/2015 (4th term) ‘

FY 3/2016 (5th term) ‘

FY 3/2017 (6th term) ‘

FY 3/2018 (8th term) ‘

FY 3/2021 (10th term) ‘

FY 3/2022 (11th term) ‘

FY 3/2023 (12th term) ‘

Founding

New product

Changed the company
name

Expanding into a region

Listed

Announcement of a
medium-term
management plan and
implementation of M&A

Business alliances and
M&A

Achievement of the
medium-term
management plan and
launch of a new business

PORT inc.

-Kasuga, the founder, founds the Company immediately after graduating from
university.
-Establishes Social Recruiting Co., Ltd. at Shibuya, Shibuya-ku, Tokyo.

-Starts the operation of Career Park!, a job hunting know-how site.

-Changes the company name to PORT INC.
-Head office relocated to Nishishinjuku, Shinjuku-ku, Tokyo.
-Starts operation of Port Medical, a telemedicine platform.

-Establishes a satellite office in Nichinan, Miyazaki.
-Launches Manet, a finance information site.

-Listed on Tokyo Stock Exchange Mothers and Fukuoka Stock Exchange Q-Board.

-Acquires Syukatsu Kaigi, a job hunting word-of-mouth website.

-Acquires DOORS Inc., which operates Gaihekitoso-no-madoguchi, an outer wall
painting site.

-Announces a medium-term management plan.

-Accelerates business alliances in all domains, such as a capital and business
alliance with Change, Inc., etc.
-Enters the energy domain and acquires INE as a core business through M&A

-Achieves the medium-term management plan and tops 10 billion yen in the
Group's revenue

-Begins full-scale operation of the Staffing Support Services for young people and
establishes a new company, aiming to expend the services



PORT inc.

Managers Introduction

President, CEO and

Executive Vice-President
Representative Director

Hirofumi Kasuga Yusuke Maruyama

/A
Outside Director / Audit & Outside Director / Audit & Outside Director / Audit &
Supervisory Committee Member Supervisory Committee Member Supervisory Committee Member

Kuniyoshi Mabuchi Daigo Tomioka Manami Ida



PORT inc.

Changes to Segment and Service Categories

Based on the model featuring advertising to users via Internet media, we have built the contract support business, in which
we enhance organizational operations and become deeply involved in issues faced by clients and users to eliminate their pain.
In relation to this, we have changed the segment and service categories.

Before Before

Internet media

Internet media
Jelo Renovation it Ener NGB
. L hunting loans oy Other
Recruitment advertising support and support
for attracting job applications
v
After After
Contract support
v v \ 4

Support based on rewards for contracts

Sales Promotion

Solution Solution Support Services
Client < - Users

Support for

ERE R decision-making



Insight into Society: Issues Faced by the Labor Market of Japan PORT inc.

Declining working population

(working-age population) Low labor productivity

The working-age population of Japan will decrease due The labor productivity of Japan was ranked 23th among 38
to the declining birthrate and aging population.*? OECD countries in FY2020, falling in rank in recent years."?2

Forecast changes in working-age
100.0 population (15 to 64 years old)

87 million
6
United States, 8
France, 10
11
50.0 45 million ‘—/ Germany, 13
16 \ United Kingdom, 16
W._/—O—O—O Italy, 17
‘ Canada, 19
21
Japan, 23
0.0 26

195019601970198019902000201020202030204020502060

will inevitably decline. Moreover, Japan also
faces a sustainability crisis due to low .



Insight into Society: Themes of Issues to Solve

Management issue of company is
sales activities
Management issues for companies, which constitute 90% of all

Japanese companies®!, are sales promotion and human resources*2.

In other words, they are issues related to sales activities.

Sales and sales cnan | | €1 %/,

development
Human resources | N S 190

Development and improvement
of products and services

36%
Finance 32%
Technologies and R&D 15%
Use of ICT 10%
Production/manufacturing 10%
None 7%

Other 5%

PORT inc.

Low productivity of sales activities

The sales efficiency of Japanese companies is said to be lower than
that of companies in other countries. This is attributable to the low
profitability and inefficiency of the ratio of cost of sales activities.

Ratio of cost of
sales activities.*3

Sales efficiency*3
Global

Gross margin*3
Global

25.8%

23.0%

Japan Global

which are regarded as

management issues of companies, were identified as top priority themes of issues to be solved.



Insight into Society: Solutions

What we are required to do

Comprehensive support for processes from
activities to attract users to the conclusion
of a contract, by integrating technologies
with real-life activities

Estimation

Providing ) Successful
. ; Information Sales
information request contract
| |
Support for
attracting users } \

Contract support

PORT inc.

Potential of the market

il Promotion Recruitment
expenses expenses
49 - 39 10
= +
trillion yen trillion yen trillion yen
Promotion _ Advertising market*! + Personnel expenses for
expenses — salespeople (population x average reward/year)*?
. Recruitment advertising market*3 + job placement market*3
Recruitment _ + temporary staffing market*3 + personnel expenses for
expenses — general affairs and personnel affairs (population x average
reward/year)*3

We provide comprehensive support for recruiting and sales promotion activities of companies,
from the process of attracting users to the conclusion of a contract. This enables companies to
enjoy profit efficiently without risks and aim to increase shares in huge markets.



PORT inc.

Management Strategy

Creating possibilities in a society facing
a declining working population

Supplying human resources to each industry and improving industry productivity with the ,
thus creating possibilities in a society facing a declining working population

Contract support

Technology . Technology
X Staffing Support SaIegLIJDprg(r;wrgtlon X
Real Real

Industry 1 Industry 2 Industry 3 Industry 4 Industry 5 Industry N

v

by improving the efficiency and profitability of each industry



Contract Support Business: Common Business Model

PORT inc.

We adopt a common business model in which we are deeply involved in clients' recruitment and sales promotion processes to

earn rewards for their new contracts.

We form a population of users and provide support until new contracts are concluded, aiming to minimize risks in clients'

recruiting and sales promotion activities.

Client

Improving recruiting
efficiency
Improving the efficiency of
sales promotion activities

4

Outcomes

Productivity and
profitability
improvement

(2) Support for
recruitment and
sales promotion

Contract support

(3) Hiring decision and
acceptance of order

(1) Offering of

information and options>

(2) Support for
decision-making

PORT inc.

(3) Decision-making

Users

Elimination of information
asymmetry
Maximization of options
Support for decision-making

v

Outcomes

Satisfactory
decision-making

12



PORT inc.

Contract Support Business: Common Business Model

Total sales are calculated by multiplying the number of contracting companies by the average revenue per user (ARPU).

To increase the above indicator, we position the capability of winning contracts, sales capability, and capability of attracting

users as important factors.

Number of contracting

Net sales

companies

Important factors

Capability to win contracts Sales capabilities Capability to attract users
v v v

« Concluding contracts which are « Finding new clients to maximize « Providing useful information and
optimal for both clients and users the number of options options based on the user-first
Increasing the number of + Increasing rewards for contracts principle
successful contracts through based on successful contracts + Continuing to attract users

cross-selling achieved actually through the stock of data

13



Contract Support Business: PORT e
Target Markets (Domain of Extraordinary Events)

We have defined markets where issues of clients and users overlap as the domain of extraordinary events.
We operate the contract support business by positioning those markets as sweet spot markets.

Client Users
Domain where competition is Domain of Domain where users do not
fierce, making it highly difficult = have much experience, making
to win users (recruitment/ eXtraord Ina ry it highly difficult for them to
acceptance of orders) events make decisions
Markets where is high

and are high



Contract Support Business: PORT .
Expandability of the Domain of Extraordinary Events

There are a large number of markets we can enter as the domain of extraordinary events. There is potential for expansion

into huge markets in many areas with an identical business model.

Domain of Markets to
extraordinary enter
events

Real estate Home Business
investments purchasing succession

@ Cars Saleesgt;eal C Recruitment/
A areer job hunting
P Insurance Healthcare Nursing care
preparatory schools
For clients Studying abroad .
Asset Marriage

Y
= Spas
(@]
c Qualifications Financial S
= . F |
g and studying investment ElSa i unerais
S Furniture and .
S,
s home appliances Part-time job Life issues Communications cvé/re;dng“onngy
>
S
=1 Cosmetics and Movin Used cars Childbirth
@ makeup Travel ving
%
0} - A Real estate . .
a Apparel Hospital visits leasing Car inspections
. . Purchase of
J Food and drink Entertainment used products
Low
More than once per year Once per year or less
Many < >

For users Frequency of experience by users
15



Contract Support Business Sales Breakdown PORTinc

In the contract support business, we provide services that help increase the efficiency of corporate recruitment and sales

promotion activities.

Contract support

Staffing Support Services Sales Promotion Support Services
Sales ratio Sales ratio

Approx. 3 5% Approx. 6 5%

ARBAXBEOABREFTMY A

CO Fv'IFI—-TN  OWEEE P I27311  HNI®YF HEREIRE

Personnel referral services Sales and sales promotion support services
Recruitment support services in an alliance with Services supporting streamlining of sales and
staffing agencies sales promotion processes

* The sales ratio has been calculated exclusive of sales of new and other businesses.

16



PORT inc.

02
Business Overview

Contract support

17



Staffing Support Services: Overall

PORT inc.

Reskilling-oriented staffing support dedicated to young human
resources who have never been employed or have no experience

Size of and population in the

market of staffing support Approacies
Young human ‘
resources ~ Supporting the recruitment of
Human resources who have never young human resources who have
BEEm Employee .. = hever been employed or have no
Market size: 128.0 billion yen experience by increasing their

added value and committing
ourselves to successful contracts

New graduates
(approx. 600,000 people/year)*?2

Those who have already graduated
(approx. 50,000 people/year)*3

We supply human resources by increasing the added
value of human resources who have never been

AUITERD FEEOUREES Wl - employed or have no experience, through career
N _no.e?ggr(l)egﬁﬁ ., | training, reskilling, and other measures and by
arket size. 1656.9 biflion yen - committing ourselves to successful contracts in each

Young people with no experience industry.

(Approx. 10 million people)*>

Outcomes

Improving recruiting
efficiency

Increase in working
population in the
overall society

Optimal allocation of
human resources to
growth industries

18



Staffing Support Services: Business Flow PORT inc.

Providing personnel referral and operating support services and offer various solutions with alliance partners, mainly to the HR

department of each company. Attracting users and making them members by means of web marketing and helping with
decision making with contract support.

pORTINC.

Client Offering of
information
and options Users
Company <= Contract Web
(HR department) support marketing
operations
Pains Pains

Inside sales Fr IR ="

+ Manpower shortage Client “Career park!” « Lack of knowledge
and cumbersome BT e Support for about job-hunting
recruiting activities _ O BiEes decision- activities and lack of

- Inability to secure an HR service HR service Wions making data on activities of

appropriate number company Consultants “Shu-katsu kaigi”
of new hires or
required level of
human resources
» Low cost efficiency
of advertising

people who have
obtained informal
job offers

« Difficulty finding
companies suitable
for them

» Lack of knowledge
about how to

Decision-making choose companies

m—) Flow Of service Flow of fee
19



Sales Promotion Support Services: Overall

Sales Promotion P O R T INC.
Support Services

Providing support for sales activities and sales promotion in huge
markets, where digitalization is needed due to manpower shortages

Sizes of target markets

Approaches

Outcomes

Energy
Pro forma market size:
300 billion yen*!

Finance
Pro forma market size:
155 billion yen*2

Renovation
Pro forma market size:
270 billion yen*3

~ Providing business operators in each
- market with sales promotion support

In markets where a huge amount of money is spent on
. sales promotion, we realize more efficient user
' acquisition with the contract support business.

Improving the
productivity of sales
promotion activities

Improving profitability of

each industry

Greater productivity of
society as a whole



Sales Promotion Support Services:

Business Flow

Sales Promotion P O R T INC.
Support Services

After forming a population of users by attracting them through web marketing, we help users make decisions through inside

sales, etc. and support clients' sales promotion activities.

Client

Energy: Electric power/
gas business operators
Finance: Financial service
providers

Renovation: Outer wall
painting service providers

Pains

» Shortage of sales
resources

» Low contract rate

« Cost efficiency of sales
promotion

Offering of
information and
Contract support options
Contract support .
operations Web marketing
Energy Domain
. Iz
Improving the Support for

Inside sales Ene-Choice

contract process decision-making
Finance Domain
rae il

“Manet”

Consultants

Renovation Domain

NEREOBE:

“Gaiheki-toso no Madoguchi”

Decision-making

—) FlOow Of Service

Users

Pains

 Basic know-how, etc. is
difficult to understand
due to a lack of
knowledge on the
market.

« It is difficult to make the
optimal choice because
there are too many
options.

Flow of fee
21
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Competitive Advantage

PORT inc.

We maintain three advantages serving as a source of competitiveness in terms of the ability to attract customers, ability to

close on contracts and sales capabilities, each necessary to expand our KPIs, specifically the number of companies we have

signed up and ARPU.

KPI

Sales
Revenue

Number of
contracting
companies

ARPU

Important factors

Capability to
attract users

Capability to

win contracts

Sales
capabilities

<

<

<

Enable the formation of an
overwhelming population

(1) Web marketing

Enable a high contract closure rate
(2) Contract support
organization

Foster long-term relationships with clients

(3) Contract reward
system



Three Strengths; Capability to attract users

1 Thorough user-first principles

PORT inc.

We provide expertise and word-of-mouth in the domain of extraordinary events. By approaching the demographic of potential customers

that involves high user volume, we enable the formation of an overwhelming population. Then, we work through our contract support

organization to assist in decision-making at a high contract closure rate.

Difference in approach to users Structural differences in the business models

Process of decision-making

Gather information Compare and consider Decision-making

Job sites, Booking sites, Comparison sites, etc.

+ Potential customers can be acquired
completely through the web

PORT inc. The contract support business

Approach users in demographics that include an overwhelmingly
high volume of prospective users

» Assist prospective customers in making decisions through a
contract support organization rather than completely over the web

users to make decisions without informational

n Provide the comprehensive information needed for
constraints

As advertising is not the main element, we are able to
provide information that reflects the user perspective

without being limited to only that information that suits the
company side.

Achieving a high contract closure rate by
building a contract support organization

As we have developed a contract support organization, we can

achieve a high contract closure rate by nurturing users even at
the information gathering stage.

24



Three Strengths; Capability to attract users PORTinc

1 Thorough user-first principles

We have developed a powerful ability to attract users by differentiating between the major job sites in the new graduate support market

and where the services we provide stand in relation to users.

Job-hunting student

User Needs measures against for measures against for
getting a job selecting a job
v v

Reviews of the companies,
Knowledge Sites

EvIPI-T O FNEESE

Job Search Site

Services provided

“Career park!” “Shu-katsu kaigi
« Provides comprehensive word-of-mouth
of companies provided by users and « Users can search for and apply for
Service Details expertise of the job hunting from the jobs. Only companies that have posted
job hunting activities from the initial job ads are on this site.

stages through.

« No advertising fees from companies. + Charged advertising fees from

« High access volume due to think from companies.
the users' point of view. - Information about job Ads from

companies mainly.

Difference

25



Three Strengths; Capability to attract users PORTinc

2 Stocking of data

As we have developed our business in the domain of extraordinary events where information is highly universal and users experience it
infrequently, content is not easily influenced by trends. Because our content remains relevant for long periods of time, it is accessed at a

stable rate, creating a source of revenue.

Stocking of data Image of access acquisition

~ N .
- Active Page 8 Non-active page

Number of accesses

A

New .l | .| 1
- - } 1 year ago
— .
SN— ]
—— )
C > - 2 years ago
cN— ]
—
;N ————]
— =

Old “ Created 3 years ago
N~—

News media,
etc. Our Products Time elapsed

26



Three Strengths; Capability to attract users PORTinc

3 Distributed Service Portfolio

Rather than relying on a single product, we roll out multiple products to meet user needs from various angles. Additionally,
in terms of product features and the user decision-making process, we diversify information dissemination methods and

channels to provide services tailored to various user needs.

Approach user decision-making process

Service A Service B Service C

Process of decision-making

Gather information Compare and consider Making a decision

Multifaceted approach to improving contacting frequency

Video Image Texts

Sevice A < \ | /

Variety of contact Approached from various
methods points of view to improve
Service B < - user convenience

Variety of channels 4 \

Service C <: Apps Web sites SNS

27



Three Strengths; Capability to attract users PORTinc

3 Distributed Service Portfolio

From information gathering through to decision making, we provide services that span job hunting activities from the initial
stages through to job offers in order to maximize the pie of applicable users.

Potential Users Actual Users

Process of making a decision in job hunting for new graduate

. . Prepare for
Prepare for ___,  Sign up to —» Participate ___, emgloyment —» Offers and decisions

Job hunting web sites in event rn
examination

Coverage area of our service * “Shu-katu” means job hunting for new graduate
° [ |
Fv' 171" o .
Cocerpari” 1~hHhv O WiBDE  orvmen HEI-STIF

1 .
) m;i 0) E* “Ibe katsu” “Shu-katsu kaigi” “Career park! Shu-katsu Agents”

“Shu-katsu no mirai”

Knowledge (self-analysis, business research), _ _ Reviews of the companies, _
Event information interview and examination  Support for job offers

Company information preparation

28



Three Strengths; Capability to attract users (FYI)

PORT inc.

We have continually converted over 75% of new graduate users into members, building a solid user base.

Total Unique Members a Fiscal Year
in Staffing Support Services

(Number of new graduate members graduated in March 31,2023)

“Career park!”
Fv'IPI-T1
“Shu-katsu kaigi”
Wi 5:

Overall new graduate
population

Approx. 600
thousand people*

Approx. 450 thousand
members

Ratio of our group members among all new graduates

New Graduate User Usage Rate



PORT inc.

Three Strengths; Contract support organization

We provide comprehensive support for processes from activities to attract users that represent the prospective customers of
clients to the conclusions of contracts, by integrating technologies with real-life activities. The model has naturally gained wide

support due to the lower risk for clients of not obtaining results commensurate with the costs.

Provide Information Request for Estimate Sign a contract

Good at attracting prospective customers, but,
Internet Media Business | complete on the Internet without going into
the sales process

Good at closing contracts, but does not
Outsourcing Business have the knowledge of how to attract
prospective customers

P 0 R T INC. Maximize the "number of contracts" by providing one-stop support
Contract Support from attracting prospective customers to closing the contracts.

Business

30



PORT inc.

Three Strengths; Contract support organization

Contract support organizations account for more than 40% of the whole, and these are expected to increase more.

Percentage of staff by profession
(June 30, 2023)

. Ratio of contract
e support staff

Back Office, 12.86

Engineer /
Designer, 15.31%

Career Advisors,

Marketing, 12.65%
19.80%

Sales, 14.08%
Consultants, 2.04%
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PORT inc.

Change in Sales Revenue

Having realized full transition to the contract support business, we achieved CAGR of 56% in the period from the time of

announcement of the medium-term management plan. ‘

(Million yen)
11,364

Announced a medium-
term management plan
Conversion to the contract
support business

Selection and concentration
Sold off and liquidated the
majority of the Internet
media business

6,994

Listed on TSE
Mothers market

4,689

Launched the
Internet media business

343
42 — [ ] I!E!I

2012/3 2013/3 2014/3 2015/3 2016/3 2017/3 2018/3 2019/3 2020/3 2021/3 2022/3 2023/3




Change in EBITDA PORT inc.

We achieved an outstanding profit growth rate because large-scale business investment in each service began to produce

effects.
For the period since the announcement of the medium-term management plan, we achieved CAGR of 227%.

CAGR

2,010

810

188

FY2021/3 FY2022/3 FY2023/3

Announced a medium-term
management plan

(Million yen)



PORT inc.

Trends in Quarterly Sales Revenue by Service Segment

Sales revenue surged 43% year on year, primarily because of substantial revenue increases in the energy domain and in

personal referral services as part of the staffing support services.

Yoy+4 3% _1

(Million yen)

I staffing Support

3,936 3,875
B sales Promotion Support A

New, other businesses 3,390

2,578 2,625 2,640 2,707

201 180 167 =
1,971
1’606 1 422 1,491 1,500 1,534 1,581
1,318 1 241 197 ! 1,595 1,812
’ 161 185
082 1,081 180
888 914 310
760 195 764 755
159 194
. 216 1,249 151 1,192
) 939 957
633
l I I . l I . .
Q4 Q1 Q2 Q3 Q4 Q2 Q4 Q1 Q2 Q3 Q4 Q1 Q2 Q3
FY 3/2020 FY 3/2021 FY 3/2022 FY 3/2023 FY 3/2024

*Transferred shares in Port Engineering in July, 2023. (New, other business) 35
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FY 3/2024 - FY 3/2026

PORT inc.

Policy of the Medium-term Management Plan

As stated in the material on the Medium-term Management Plan that we disclosed on May 12, 2023, we will take initiatives

under the following policies.

Long-term policy

Policy of the Mid-
Term Management

Plan
Organic
investment
Medium-term Establishing a
Growth Strategy portfolio of

revenue sources

Inorganic
investment

Maximizing free cash flow

A

Maximizing EBITDA in the medium to long term

In huge markets, we will establish the position of the contract support business by
combining technologies with real-life activities to make it possible to continue
increasing market share.

We attach importance to recurring revenue to establish a portfolio of revenue sources
and increase the probability of continuous growth while assuming growth of revenue
and profit.

To achieve 10.0 billion yen in a single business as soon as possible, we will implement
aggressive, large-scale M&A in existing businesses or new domains and develop new
businesses.

37



PORT inc.

Medium-Term Management Plan: Assumptions in the Formulation

Making bold investments by assuming growth of revenue and profit

During the period of the medium-term management plan, we will make bold investments for the future, including organic investment
for establishing the position of the contract support business, inorganic investment, and investment for establishing a portfolio of
revenue sources, which are also aimed at acquiring long-term free cash flows, while assuming growth of revenue and profit.

Adding EBITDA including future earnings to key indicators

We will increase the probability of growth by increasing not only one-time revenue but also the ratio of recurring revenue in our
revenue structure. For this purpose, we have added EBITDA including future earnings, which includes earnings to be generated in the
future whose sources were acquired in the current fiscal year (earnings which would be generated in the current fiscal year under
ordinary circumstances) as well as EBITDA for the fiscal year, to key indicators.

Limiting M&A to rollup M&A or M&A in hew domains, in principle

Regarding M&A, we will concentrate on rollup M&A in existing domains, or in the domains of human resources and energy in particular,
or large-scale M&A in new domains that will have an impact of at least 10% on the overall performance.

Management system with a clear investment policy

We will invest management resources intensively in businesses with a market share of 10% or more in the performance of the overall
Company, which can grow continuously at a rate of 30%, including both existing and new businesses. We will strengthen the system
for monitoring each company and each business for maintaining high growth.

Disclosure policy aimed at taking flexible corporate actions

To achieve the performance targets for the final fiscal year by taking the above and various other corporate actions speedily, we will
not disclose quarterly performance plans for the current fiscal year, the performance plan for the second fiscal year, and the
performance plan for each business.



What is EBITDA including future earnings? PORT e

« EBITDA including future earnings is calculated by adding to ordinary EBITDA the amount of future earnings from projects
with recurring revenue for which contracts were concluded in the current fiscal year. The amount is one that can be
reasonably expected based on the current contract cancellation rate, etc.

« We regard future earnings as similar to ordinary EBITDA because they would be posted in the current fiscal year if the

contracts were based on one-time earnings under ordinary circumstances.

A

Future
revenue

A

A

+ L

EBITDA —=

f

EBITDA including Future earnings reasonably expected from projects with recurring revenue for
future earnings which contracts were concluded in the current fiscal year



Medium-term Management Plan: P O R T INC.
Financial Guidance (FY 3/2024 - FY 3/2026)

We aim for significant growth in revenue and profit and set an ambitious plan. While we assume 30% growth of CAGR for
revenue, we aim for 30% growth of EBITDA including future earnings because we will be conscious of future earnings during

the period.
EBITDA
=5 LE AT SEARl including future earnings*
(Million yen) (Million yen) (Million yen)
3-year CAGR: 3-year CAGR: 3-year CAGR:
Approx. 30% 25,000 Approx. 25% Approx. 30% 4,800
4,000
3,850
16,200 2,850
11,364 2,010 2,168
FY 3/23 FY 3/24 FY 3/26 FY 3/23 FY 3/24 FY 3/26 FY 3/23 FY 3/24 FY 3/26

*The forecast for the Fiscal Year Ending March 31 are disclosed on Feb. 13, 2024, "Notice of Revision of Full-Year Earnings Forecasts for the Fiscal Year Ending March 31, 2024".
*EBITDA including future earnings= EBITDA + earnings which would be posted for the current fiscal year as one-time earnings under ordinary circumstances

40
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