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About Us



Company Profile

PURPOSE

Change social debt into possibilities for the
next generation.

Our society has always given priority to the present.

Meanwhile, debts have been put off and handed off to the next
generations.

Distortions in many different areas generate complex friction patterns
and the situations are becoming more serious.

However, due to the complexity, the problem is still to be addressed.
We must address it now and not in the future.
Instead of putting off the debts for a century, we should identify

social issues ourselves and advance process, from proposal to
implementation, using people and technology.

We will implement things that are necessary for society, not things
that are merely nice to have.

We will do this to eliminate as much social debts as possible and
expand the potential of future generations.

Company name

Established

Head office
address

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

27 million yen
(as of September 30, 2025)

Hirofumi Kasuga, Representative
Director, President and CEO

Contract support business

892 (as of September 30, 2025;
consolidated)

Approx. 28 (as of September 30,
2025)

6:4

7047 (TSE Growth; listed on
December 21, 2018)

INE Inc. / Five Line Inc.
Minshu, Inc.



History

FY2012
(1st fiscal year)

FY2015
(4th fiscal year)

FY2016
(5th fiscal year)

FY2017
(6th fiscal year)

FY2019
(8th fiscal year)

FY2021
(10th fiscal year)

FY2022
(11th fiscal year)

FY2024
(13th fiscal year)

FY2025
(14th fiscal year)

Foundation

New product

Company name
change

Regional expansion

Listed

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

Business alliances
and M&A

Announcement of a
medium-term
management plan

M&A

PORT inc.

+ Kasuga, the current representative, founded the Company on April 18,2011,
immediately after graduating from university.
« Established Social Recruiting Co., Ltd. in Shibuya, Shibuya-ku, Tokyo.

- Started the operation of Career Park!, a job hunting know-how service.

+ Changed the company name to PORT INC.
+ Relocated head office to Nishi-Shinjuku, Shinjuku-ku, Tokyo.
+ Started operation of Port Medical, an online telemedicine platform.

« Established a satellite office in Nichinan-shi, Miyazaki, in April 2016.
 Launched Manet, a finance information service.

« Listed on Tokyo Stock Exchange Mothers and Fukuoka Stock Exchange Q-Board
(now Growth) markets on December 21, 2018.

+ Acquired Syukatsu Kaigi, a job hunting word-of-mouth website.
+ Announced our first medium-term management plan.

+ Accelerated business alliances in all domains, such as a capital and business alliance
with Change, Inc.
+ Entered energy domain and acquired INE Inc. as a core business through M&A.

+ Announced a new three-year medium-term management plan targeting revenue of 25
billion yen and an EBITDA of 4 billion yen.
+ Procured 2.27 billion yen of funds through first PO after listing.

+ Acquired Minshu, Inc. business from Rakuten Group through M&A and achieved about
90% market share among new graduates.

+ Optimized management resources by withdrawing from reform domain and placing
energy and human resource domains as our main businesses.



History of High Growth in Earnings (Trends in Annual Revenue) PORT inc.

Realized continuous high growth in earnings from the foundation to today. Established the new five-year Medium-Term
Management Plan PORT ODYSSEY800 in the fiscal year ending March 31, 2026 with the aim of maintaining CAGR of 30%.

(Millions of yen)

42 128 211 343 600

Start of contract support
business

Listed on TSE Mothers
(now Growth)

11,364
iess 9%
oqy 1031 3039 B3 -

15,580

Target of final fiscal year of the
Medium-Term Management Plan

80,000

Announced the five-year
Medium-Term Management
Plan PORT ODYSSEY800

Plan for FY2026

28,000

21,963

FY2012 FY2013 FY2014 FY2015 FY2016 FY2017 FY2018 FY2019 FY2020 FY2021 FY2022 FY2023 FY2024 FY2025 FY2026 FY2027 FY2028 FY2029 FY2030




PORT inc.

Managers Introduction

Representative Director, Executive Vice President
President and CEO and CGO / CCO
Hirofumi Kasuga Yusuke Maruyama

M
B.-
-

/J
Outside Director / Audit & Outside Director / Audit & Outside Director / Audit &

Supervisory Committee Member  Supervisory Committee Member  Supervisory Committee Member

Manami Ida Daigo Tomioka Yumi Kimura



Social Debt as We See It PORTinc

While the decrease in the working population will continue to accelerate, comparative labor productivity is also

declining. The sustainability of today’s social system as a whole is threatened.

Declining working population

(working-age population) Low labor productivity

The working-age population of Japan will decrease due to the Japan’s labor productivity was ranked 29th among 38 OECD
declining birthrate and aging population.*! countries, the lowest among the G7 nations.*?
Forecast ghanges in working-age Evolution of hourly labor productivity rankings in
population (15 to 64 years old) major developed countries
(million) (rank)
80 75.09 L

s /_\ U.S.A.8th
4535 France,13th
15 N — — === U K,15th
40 Italy,17th

20
Canada,19th
25
20 Japan,29th
30
0 35
2020 2022 2025 2030 2035 2040 2045 2050 2055 2060 2065 2070 2000 2005 2010 2015 2016 2017 2018 2019 2020 2021 2022 2023

*1 White Paper on Aging Society 2024, Cabinet Office, Government of Japan
*2 Japan Productivity Center, “International Comparison of Labor Productivity 2024”, December 16th, 2024.



Insights into Issue

PORT inc.

Overcoming sales promotion and recruitment challenges, which are among the greatest management issues that

companies face, has the greatest impact on improving productivity. However, when investing in these domains,

the ROl is uncertain and there is the risk that it may be zero.

Top Management Issues:
Sales Promotion and Recruitment

Sales Promotion

Recruitment
of human resources

Product development and
improvement

Finance
Technology / R&D

Use of ICT

Production and
manufacturing

None

Other

* From “Questionnaire on Small and Medium Business Management (March 2021)

11%

10%

6%

5%

53%

Issue/Cause

4
Approach

. 4
Effects

them achieve earnings growth

Approaches to Resolution

« The return on investment (ROI) is uncertain,
meaning that the risk of no return on the
investment is high.

« This results in people being hesitant to invest
aggressively in growth.

Completely eliminating the risk of
no return by clarifying ROI

Encourage companies to accelerate growth investments to help

Improve company productivity and society as a whole

,” Nomura Research Institute, Ltd.



Business Strategy PORT inc

Business policy

Eliminating the risk of no return by clarifying ROI

We will address the decline in working population as a social debt by providing services with a clear ROI. We will thus

completely eliminate the risk of no return for companies and help improve the productivity of companies and overall society.

Business model

Contract support business

Using a pay-for-performance business model we eliminate the risk of no return for corporate clients. This addresses a key
management issue for them related to acquisition efforts, taking KPI responsibility from customer attraction and contract
signing efforts. Rewards are generated only when contracts are successfully signed, using our strong contract-winning skills

and multi-channel marketing capabilities.



Business Model of Contract Support Business PORT inc.

An integrated business model in which we combine multi-channel marketing and sales activities to support
client companies in the process from attraction of users as their potential customers to signing of contracts with

a pay-for-performance reward structure.

Acting on behalf of clients to handle the entire process,

from attracting prospective customers to contract signing.

Contract support business

Client

Business
Meeting Closing
Setup

PORTinc.

Contract
Completion

lictaid Information Arousing
Process Provision Interest

. 4 .

Representation of sales activities to
ensure a successful conclusion of the
contract

Representation in activities to
attract prospective customers

Pay-for-performance model (One-time fee or Recurring fee)

11



Contract Support Business Operation Domain PORTinc

Currently in the contract support business, we mainly operate in the human resources and energy domains. Although our

market share in respective domains is steadily expanding, there is still significant room for further expansion.

Contract support business

Human Resources Domain Energy Domain

More than 90% of new graduate users have used One of the largest-scale number of contracts for the
our services sale of electricity and gas utilities services in Japan
(900,000 annually)
Sales ratio Sales ratio
Approx.3 3 % Approx.5 0 %
OWERE O FvIPI-T LHAT I3 S/ F R com

Personnel referral and business support services Sales promotion support services for electricity
for companies recruiting new graduates and gas businesses

Alliance services for recruitment agencies Business support services

*Results for the fiscal year ended March 31, 2025; sales ratio of new domains are 17%.

12
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Our Competitive Advantage PORTinc

Vast market size and horizontal expandability

Pay-for-performance fee structure with zero risk of no return

Contract-winning capabilities backed by a contract support organization with a high
contract signing rate

Ability to attract customers using multi-channel marketing

There is a market structure based on volume incentives in which the maximization of the
number of contracts won leads to a competitive advantage




1. Vast market size and horizontal expandability

PORT inc.

There is huge potential in the sales promotion and recruitment market as these are management issues

companies face. Therefore, there is an extremely large amount of room for our contract support business to grow

by increasing our market share.

Sales promotion expenses

Approx. 7 trillion yen

Recruiting expenses

Approx. 10 trillion yen

Contract Support
Market

Approx. 1 7

trillion yen

Sales promotion expenses =  Advertising Spending Market!

SIS EHPERsEs = Contracting market?

1 Dentsu Inc., "2024 Advertising Expenditures in Japan," February 27, 2025.

2 Japan Association of Human Resource Services Industry, "The Labor Market in 2030 and the Role of the Human Resource Services Industry," November 7, 2019.

Job ad market? + Job placement market? + Temporary staffing market? +

15



1. Vast market size and horizontal expandability

PORT inc.

We consider markets where companies incur high costs to win contracts and where users face high decision-

making difficulty as extraordinary event domains. These are the markets we prioritize in our contract support

business.

Difficulty of decision making (signing contracts)

High

A

Low

B Markets Currently Entered
Housi Real estate Business
Insurance ousing RN Suaessste
Medical Home Career
care Equipment Change Hunting
Cram school
Purchase education
Mobile Qualificati Studying _Financial Renovation
Phone ons/Study abroad investment
. Internet &
Marriage Wedding Mobile Funeral
counseling aniteas
Attorney Life .
consultation Troubles Losd e DD
. . Real-estate
Travel Esthetic Moving leasing
Beauty & Furniture &
Cosmetics Appliances
Part-time Used goods Vehicle
Apparel job transactions inspection
just about to .
Fooc] and [ Outpqtlent
drink sk visits
Low <«— > High

Contract closing cost for companies



1. Vast market size and horizontal expandability PORT inc.

We take the contract support approach to solve sales promotion and recruitment issues, which are management

issues that companies face. There is huge potential in the contract support market.

Market size of contract support

Approx. 17 trillion

yen

Overall market size of the energy and human
resources domain?

Approx. 1.5 trillion

Market size of our existing yen
business!

Human resources domain: New graduate
Energy domain: Electricity contract support

Approx. 350 billion yen

1 Total of the electric power market for individuals and the new graduate recruitment support service market

2 Total of the overall electricity market for individuals and corporations and the overall human resource recruitment support market 17



Our Competitive Advantage PORTinc

Vast market size and horizontal expandability

Pay-for-performance fee structure with zero risk of no return

Contract-winning capabilities backed by a contract support organization with a high
contract signing rate

Ability to attract customers using multi-channel marketing

There is a market structure based on volume incentives in which the maximization of the
number of contracts won leads to a competitive advantage

18



2. Pay-for-performance fee structure with zero risk of no return PORT inc

Conventionally, businesses do not go further than supporting companies’ activities to attract customers. In many
cases, support is not provided continuously until the final goal is achieved. In contrast, we have adopted a clear
fee structure with zero risk that companies will receive no return in which rewards are generated when contracts

are signed.

Traditional Internet Media Business

Inquiry-based billing for lead

acquisition
Contracting Information Arousing Lead Business . Contract
Process Provision Interest Acquisition [ | Meeting Setup Sales Closing > | Completion

Lead-based payment model where the number of
customers attracted is the outcome goal

Contract support business

Acting as a one-stop partner from lead generation

through to closing the deal.

Contract support type
Contracting Information Arousing Lead Business : > Contract
Process Provision Interest Acquisition > | Meeting Setup Sales Closing Completion

Pay-for-performance business model
where the outcome is based on the signing of a contract.

19



2. Pay-for-performance fee structure with zero risk of no return PORT inc.

We use a pay-for-performance reward structure, in which fees are paid when a contract is signed, and assign staff
who are responsible for the relationships and are committed to achieving results. In our business model, we
build long-term relationships with customers by lowering barriers to their introduction of our services, thus

increasing sales per customer.

Pay-for-performance model Sales by year of Transaction Start!

The pay-for-performance fee system facilitates the maintenance
of long-term customer relationships, which has contributed to
increases in both the number of contracts and the unit price per

Fees based on contracts signed contract, resultingin a rise in LTV.
Dedicated relationship officers 2024
committed to customer success 2023
2022
v 2021
2020
Benefits of Implementation 22019
® 2018
Lowering service adoption barriers m 2017
expands the customer base 2016
m 2015

Building long-term relationships W 2014

increases contract numbers and unit price

2014 2015 2016 2017 2018 2019 2020 2021 2022 2023 2024
1 Calculated based on non-consolidated results of PORT. 20



Our Competitive Advantage PORTinc

Vast market size and horizontal expandability

Pay-for-performance fee structure with zero risk of no return

Contract-winning capabilities backed by a contract support organization with a high
contract signing rate

Ability to attract customers using multi-channel marketing

There is a market structure based on volume incentives in which the maximization of the
number of contracts won leads to a competitive advantage




3. Contract-winning capabilities backed by a contract support PORTinc

organization with a high contract signing rate

We have an internal contract support organization and built a system, in which thorough improvements are

continuously made to acquire users at a high contract signing rate.

Number of
Contract sales jl— acquired
customers

x Contract unit
price

\ Recruitment capability I Organizational

development strength
PDCA cycle implemented for Developing scalable management
organization-optimized hiring methods suitable for large

targets organizations

V

Driving operational efficiency
through technologies such as Al

Technology



3. Contract-winning capabilities backed by a contract support PORTinc
organization with a high contract signing rate '

The number of applications from both new graduates and mid-career candidates has been increasing every year,
and our strong recruitment capabilities are our competitive advantage. A fast PDCA recruitment cycle, which

reflects achievements made after new employees join companies help improve contract-winning capabilities.

Ability to establish a talent pool Fast recruitment activity PDCA cycle
Increasing the number of entries to our services and acquire A recruitment system under which the people in charge of
excellent human resources businesses are concurrently recruitment managers

Unit: (persons)
B Number of recruitment entries 17,956
Recruiting activities <+

Talent Acquisition

|
,

. : Review of recruitment targets
Hiring Ratio

95 times

Number of new employees

12,245

7,799

People in charge of businesses are involved in the
recruitment of their own companies' employees,
189 which facilitates the improvement of the quality and
speed of checking achievements and reviewing
performance to optimize recruitment targets.

81 160

FY2022 FY2023 FY2024

*The number of entries and hires for new graduates and mid-career hires are calculated as a total.



3. Contract-winning capabilities backed by a contract support PORTinc
organization with a high contract signing rate '

We are expanding staff aggressively to achieve the growth of business performance. Above all, the strengthening
of the contract support organization is a key point, and currently a majority of our company’s employees are

members of it.

Percentage of total group by job category

0 Corporate
16% 13% 12%

Percentage of Employees in the

Engineersand

13% 13% Designers Contract Support Organization
17%
0 Marketing
139% 11% !
13% - Sales and Sales Management (AS of March 31, 2025)
11% B  Consultant
17% Career Advisor 0
- Approx. 5 6 /o
Inside Sales

FY2023 FY2024 FY2025

Number of 375 510 677

employees



3. Contract-winning capabilities backed by a contract support PORTinc

organization with a high contract signing rate

We have built organizations that produce results and continue to do so by focusing our efforts on organizational

development as well as the expansion of organizations. Our firm organizational structure enables a high contract

signing rate.

Organizational development method

Focusing efforts on the development of organizations which can
produce results and ensure high customer retention rates

(1) Management system based on small teams

Meticulous performance management, a follow-up system and
the development of an environment facilitating competition
between teams

(2) Thorough hands-on management

Regular meetings held to share best practices and knowledge and
the creation of a mechanism facilitating the acquisition of know-
how, including the use of video content

(3) Employee engagement is set as a key indicator

Implementing a regular engagement survey, one-on-one
meetings between supervisors and their subordinates, cross-
sectoral interviews beyond the boundaries between
departments, a quarterly employee award program, etc.

High employee retention rate

While the number of employees has been increasing,
the turnover rate has been kept below 10%.
14%
11.7%
12%
10% 9.0%
8% 6.1%
6%
4%

2%

0%
FY2023 FY2024 FY2025



3. Contract-winning capabilities backed by a contract support PORT inc
organization with a high contract signing rate '

We boast a large number of contracts won, which has improved the precision of analysis and the verification of
effects. Maximizing the number of contracts won and technologies enables the establishment of barriers to

entry.

Cycle of increasing the contract signing rate using technologies

Increase in the number of
contracts won

»

Examples of Application

Accumulation of

contract data « Building a PDCA cycle for optimal methods of approaching
customers using data about contracts won in the past

Utilizing an Al agent which uses data on contracts won when it i
v is difficult to respond fully to phone calls from users and ]
conduct career interviews, such as at night and during !

weekends

« Checking matters by communicating with users from a
: . perspective of ensuring that each person with whom a
AnalySIS of closmg data contract has been signed is thoroughly managed

Breaking down operating processes to automate operations
which can be automated

Optimize contract signing
rates




Our Competitive Advantage PORTinc

Vast market size and horizontal expandability

Pay-for-performance fee structure with zero risk of no return

Contract-winning capabilities backed by a contract support organization with a high
contract signing rate

Ability to attract customers using multi-channel marketing

There is a market structure based on volume incentives in which the maximization of the
number of contracts won leads to a competitive advantage




4. Ability to attract customers using multi-channel marketing PORT inc

Acquisition of a huge number of potential customers is made possible by creating touchpoints with a wide range

of users using our dedicated customer attraction products and our expertise in internet marketing.

Contract Contract unit
Conticetsalosi S signing rate s price

I Potential Approach Type \ Decentralization \ Asset type

Establishing a talent pool by Multifaceted approach taken using Continuous access is achieved all
leveraging our contract-winning multiple customer attraction the more because the business
capabilities and approaching channels, from internet channels to domain is highly universal

potential users offline channels



4. Ability to attract customers using multi-channel marketing PORT inc

Since we can win contracts with our high contract-winning capabilities, we have a large number of users and can

attract customers even from among potential users with a low customer attraction cost.

Awareness Stage Consideration Stage

Informa'tlon TR Comparative Deasyon—
gathering study making

PORT

Competing companies

A
v

Number of
users

—

low Cost of attracting high
customers



4. Ability to attract customers using multi-channel marketing PORT inc

We maximize the number of customers attracted using a wide range of customer attraction channels. We reduce

business risks by lowering dependence on a single channel.

Human Resources Domain Energy Domain

(%]
—
Q
£
O
+=
(%]
>
(&)
4+
(@)
©
—
4
+
©
O
+
v
()
c
c
o
<
o

WEB app SNS
© WiE5:
F+'IPI-N ) Diary
4 RBDFRRE

1~hy o) yuth

Universities & Events

Advertisement

Listing ads,
Display ads and
Affiliate ads

Flyer
distribution,
Newspaper ads,
etc.

WEB

Y92y EIMFREWAIY 1R

VIZ 3/ F &= com

Real estate brokers,
property managers,
moving service
providers,
sales partners and affiliated business
partners

30



4. Ability to attract customers using multi-channel marketing PORT inc

Since the domains of extraordinary events we operate within are highly universal, we have accumulated high-

quality content that enables us to stably attract customers and ensure continuous access.

Features of asset-type content

Investment in content which continues to

demonstrate its value over several years

Release A —
N——
— |
;Ne——
—
MNe——
— .
N ——]
— -
N—
—
N ——]
N~N—
News media, Our Products
etc.
Content with S (ontent with
no access - access

Al for interview assessment, tools

Image of the content we provide

information selection experiences in total
Users’ word-of-mouth - [

communication, sharing of their
experiences, etc.

(2) Provision of specialized More than 7,000 specialized contents

information

Content prepared under the FOLDPSEEVR[ | EEHAIT
supervision of experts, etc. [ | RA=ZE R REEZDA 3

(3) Provision Olf specialized Providing tools to activate user access
tools

1 H HHLIWEY
for creating self—promothn s
materials, tools for assessing BEPRAEH

electricity plans, etc.



Our Competitive Advantage PORTinc

Vast market size and horizontal expandability

Pay-for-performance fee structure with zero risk of no return

Contract-winning capabilities backed by a contract support organization with a high
contract signing rate

Ability to attract customers using multi-channel marketing

There is a market structure based on volume incentives in which the maximization
of the number of contracts won leads to a competitive advantage

32



5. There is a market structure based on volume incentives in which the maximization of the p o R T INC
number of contracts won leads to a competitive advantage .

Market structure based on volume incentives in which an increase in the number of contracts won enhances our
presence in the market and results in higher unit prices for contracts won. Higher unit prices for contracts won

increases the tolerable CPA of customer attraction measures, so market competitiveness increases in this

structure.
— Number of Contract
Contract sales l— acquired e ) 4
signing rate
customers
Number of
contracts won
increases
Major Investments
(1) Marketing (2) sales (3) M&A « Growth Market presence
investment improves
B Expansion of B Expansion of B Roll-up M&A
advertising contract
expenses support m Capitaland
organizations business k ‘
B |nvestmentin alliances
Products B |nvestmentin
productivity Contract unit
improvement Contract sales . i
measures increase price

increases
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Energy Domain Business Model PORT inc

We primarily provide contract support services for electric power companies, supporting the sale of electricity and gas

utilities services to individual customers, leveraging our unparalleled contract-winning capabilities and multi-channel
marketing to attract customers.

1 Contract support services for electricity and gas, etc. (no electricity procurement risks)

A revenue model in which a one-time fee is paid by the power provider when a contract is signed, and a
recurring fee is paid as long as the use of electricity continues

Top runner in contract support for electric power sales to individuals

User

PORT inc.
Contract Support
. LGS Providing information

o Contract support and Business support and options
o < >
a . Multichannel .
3 Electricity Marketing Electricity,
. and Gas x Decision support Gas, etc.
& Businesses, ======mmeemmme e ——— » Customers
= etc. Pay-for-performance Sales
S » :
S One-time Fee or Recurring Fee (Contract

- - Support)

Occursonlyat  Continuously incurred
the time of as long as the user's

contract signing contract (usage)
continues



Energy Domain Market Characteristics

PORT inc.

The full liberalization of the electricity retail market in 2016 has intensified competition among power companies for

acquiring users. In addition, given the diversification of electricity rate plans and services, our value as a provider of

contract support services has increased.

Markets created by electricity liberalization

Since the full deregulation of retail electricity in April 2016, the
number of new entrants to the market has increased. Along with the
creation of a competitive environment, the level of decision-making
difficulty for users has increased.

Increase in the number of electric power providers
« Asof2016: 10 companies
« Asof 2024: approx. 720 companies

Diversification of electricity rate plans and services

The scope of users' choices has expanded due to the availability of a
range of plans, including bundled services with gas or mobile phone
plans, decarbonization-focused options, and pricing plans linked to
market fluctuations.

Examples of Partner Companies

Earth Infinity, OSAKA GAS, KANSAI Electric Power, CD Energy Direct,
Shirokuma-Denryoku, Japan Electric Power, TOKYO GAS, Toho GAS, NIPPON
GAS, HTB Energy, etc.

*Japanese alphabetical order

New electric power market share is on a gradual upward

trend

As of the end of October 2024, the share of new electric power in the
low-voltage residential electricity market was approximately 28%.
Competition for users is expected to accelerate in the future.

Share of new electricity in low-voltage:.

35%
28%

30%
25%
20%
15%
10%

5%

0%
2016 2017 2018 2019 2020 2021 2022 2023 2024

1 Data calculated from "New Electricity Net" by Energy Information Center, Inc. Source: Electricity and Gas Market Surveillance Commission. Share is calculated based on electricity sales.



PORT inc.

Energy Domain Market Size

Our main target is the market of services supporting individuals signing new contracts for power, gas, etc. or services
supporting contracts for switching between service providers. By expanding into contract support for corporate clients,

the target market will be expanded.

Overall Electricity Market for Individuals
and Corporate Customers Ap p rox.

500 bittion ...

Year ended March 31,2025
Our Energy Domain
Achievements

Approx. 10 billion yen

1 Calculated by multiplying total electricity sales of 18 trillion yen in 2023 (compiled by the Electricity and Gas Market Surveillance Commission) by the actual stock margin ratio of 3%.
2 Calculated by multiplying total low-voltage electricity sales of 7 trillion yen out of total electricity sales of 18 trillion yen in 2023 (compiled by the Electricity and Gas Market Surveillance Commission) by the

actual stock margin ratio of 3%)
37



Energy Domain Market Size PORT inc

Based on relocation-related new contracts and contracts from provider switches, the potential demand for electricity

contracts is estimated at approximately 7 million annually. There is enormous scope for us to increase the market share.

Our Achievements Target Scale (Electricity)

Approx. 7 million contracts

Demand for a change of provider with
Number of which each user signs a contract
Provider Changes

Approx. 2.5 million cases per year!

Total number of contracts
for the fiscal year

Demand for new contracts linked to
Ended MarCh 31,20253 /I Number Of relocation
Moves
Approx. 980,000 (across city/township Approx. 4.24 million cases

contracts boundaries) per year?

1 Data calculated from "New Electricity Net " by Energy Information Center, Inc. Source: Electricity and Gas Market Surveillance Commission
2 Calculated by us based on "Housing Market and Issues in 2040," June 13, 2024, Nomura Research Institute, Ltd.
3 Total number of contracts includes the number of contracts for gas and other ancillary services other than electricity.

38



Energy Domain Most Recent Market Environment PORT inc.

In 2022, despite a significant increase in JEPX market prices due to soaring resource prices and other reasons, prices have
remained stable since 2023. Additionally, power companies have become better able to hedge risks associated with price

fluctuations than before, accelerating the resumption and strengthening of promotional activities.

Sales promotion activities of electric power companies,

JEPX market price tends to stabilize

etc. strengthened

In 2022, JEPX market prices rose significantly due to soaring Market-linked pricing plans, proper price pass-through to users,
resource prices and other reasons. Though we need to continue to and other reasons have reduced the risk burden on the part of
watch the prices, have remained at the stable level since 2023. power companies compared to the past, and sales promotional
.. activities have been resumed and strengthened.
JEPX market price o o
Sharp rise in wholesale electricity prices due to weak yen
Year2022 e Year2023 emmm= Year2024 e Year2025 FY2023 and rising resource costs
(yen/kWh)
Electric power companies' reduction of sales promotion
30 costs
25 Electric power companies' control and suspension of new user
acquisition
20 . L
FY2024 Increase of prices under regulation implemented by
regional electric power companies
15
- Electricity price hikes by power companies
5 Resumption of user acquisition activities
0 v
FY2025 . .
Jan un Dec. Further strengthening of sales promotion

activities in light of market price conditions

* System price monthly average from JEPX trading information https://www.jepx.jp/electricpower/market-data/spot/



Human Resources Domain Business Model PORT inc.

We primarily provide new graduate recruitment support services, leveraging our unparalleled contract-winning
capabilities and multi-channel marketing to attract customers. We also operate personnel referral services for companies
with job openings, and an alliance business that includes customer referral and consulting services for both companies

with job openings and recruitment agencies alike.

Personnel referral services for companies with job openings, and customer referral and consulting services for
recruitment agencies and companies with job openings

Marketing capabilities, capable of reaching over 90% of new graduates, with a unique user base

Top runner in the new graduate recruitment market

(%]
[}
< 2 j Personnel Referral Services Contract Support iding inf )
= g < BUCINEE PrOV|ar|]|?ng|nt?Orrr]nSat|on
2 | e > R
8 % Pay-for-performance Multichannel grahiliv;/te
e Hiring Company Marketing . previously
(HR Decision support
Human , _ X » graduated,
Department) Client Alliance otc
Resource Staffing < Sales '
| <
§ Services agenq% _______________ (Contract
© Reward Support)
< Customer service and consulting
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PORT inc.

Human Resources Domain Market Size

Our primary target is the new graduate recruitment support service market. The target market is expanding as new

graduates gradually move into the young job hunter market over the years.

Overall recruitment support market
Job advertisement market3 + job placement market3 p p rox.

trillion yen

Graduates and new graduates Approx, 296
recruitment support service market? billion yen

Recruitment of
young people
Support Service
Market

Year ended March 31,2025 ApproX. 7.3 billion
Our Human Resources en
Domain Achievements y

Expanding target age range through cross-selling

1 Yano Research Institute Ltd. "Research on New Graduate Recruitment Support Service Market (2025)" (announced on May 1, 2025), forecast for FY2025, based on service provider sales.
2 The size of the job ad market + job placement market is 1 trillion yen, multiplied by the ratio of job changers aged 15-34 from the Ministry of Health, Labour and Welfare‘s Labor Force Survey. Calculated by the Company based on the

assumption that the ratio of inexperienced job seekers is 35% from https://www.recruit.co.jp/newsroom/pressrelease/2021/0805_9201.html.

3 https://j-hr.or.jp/wp/wp-content/uploads/JHR_JHR_2030_report_20210125.pdf 41



Human Resources Domain Market Size (New Graduate Support Market) PORT inc.

Due to the ongoing chronic labor shortage, companies are increasingly willing to hire new graduates. As competition for
talent intensifies and labor costs rise, recruitment costs have also been trending upward. As a result, the overall size of the

new graduate recruitment support market is expanding, and this trend is expected to continue.

Note:The analysis covers seven market segments: job information websites, event and seminar markets, new graduate introduction services, new graduate recruitment
outsourcing, new graduate assessment tools, follow-up services for prospective hires, and direct recruiting services for new graduates. The calculation is based on the sales of
service providers across seven market segments.

Market size of new graduate recruitment support services:

Market size —=Year-on-year (%) 153,260
(Millions of yen) 146,600 ’
139,510

125,530 122,550
116,850
Impact of
Covid-19

FY2018 FY2019 FY2020 FY2021 FY2022 FY2023 FY2024 FY2025

Estimated Forecast
1 Yano Research Institute Ltd., "Research on New Graduate Recruitment Support Service Market (2023, 2024, 2025)" (released May 1, 2025)



Human Resources Domain Market Size (New Graduate Support Market) PORT inc.

The number of university entrants, which constitutes the target population, is expected to remain flat for the time being, as the

increase in university enrollment rates offsets the impact of population decline. Additionally, the job-offer-to-applicant ratio for

university graduates has significantly recovered to pre-Covid-19 levels due to the recovery in corporate hiring demand.

The population of new graduates is expected to remain Job offer rate for university graduates is rising, with limited
relatively stable for the time being impact from economic fluctuations
The increase in the university enrollment rate offsets the impact of The post-Covid-19 job-to-applicant ratio for university graduates is
the decrease in the youth population. The number of new graduates showing an upward trend due to increased hiring motivation as the
is projected to remain stable or slightly decrease until around 2030. economy recovers. Furthermore, this ratio is consistently higher

than the overall job offer rate and remains above 1.0 regardless of
economic conditions.

Number of Students Enrolling in University?! Job offer rate?

(thousand people) (times)
800 < 60%
-~ 2.50
600 gl 2.00
- .
40% Lo
400 1.50
%% 1 20% 1.00
200
0.50 .
Economic bubble burst  economic downturn precipitatec& id-19
0 0% 0.00 job-huntingice age by the Lehman Brothers ovid-
ST 88838 S NILRA ’ bankruptcy in 2008
2232 3RKRKIKRA RRKIIIR 1995 2000 2005 2010 2015 2020 2025

I Number of students going on to university ———whole  =mmmjob-to-job ratio for college graduates

- Jniversity entrance rate

1 Ministry of Health, Labour and Welfare, "Future Estimates of the Number of Students Enrolling in Universities"; Ministry of Education, Culture, Sports, Science and Technology, "Basic Survey of
Schools and Colleges, Survey of Post-Graduation Status of Higher Education Institutions."

2 Ministry of Health, Labour and Welfare, "General Employment Placement Situation," Recruit Works Research Institute, "The 42nd WORKS University Graduate Job Openings Survey (2026
Graduates)," released April 24, 2025.



Human Resources Domain Market Size (New Graduate Support Market) PORT inc.

The recruitment market is expected to become increasingly competitive, and a rise in the unit cost of hiring is considered
inevitable. These market conditions are expected to work strongly in our favor, particularly for our personnel referral

services to employers and alliances with staffing firms.

Difficulty in recruiting new graduates is increasing Forecast of unit cost of hiring for new graduates

The rate of successful new graduate recruitment is declining due to The unit cost of hiring new graduates is expected to continue
an increase in the number of companies starting new graduate increasing, driven by intensifying competition under a student-
hiring and the rise in the number of new graduates accepted by favorable hiring market.

existing companies.

(%) Trend in the fulfillment rate of

90 planned new graduate hires? Trend of recruitment unit costs in the new graduate
recruitment support market

1. Intensification of competition in new graduate

85 The second lowest level in . . ) .
the past 12 years recruitment, increase in the number of companies
starting new graduate hiring
80 76.8 2. Rising candidate acquisition costs for staffing agencies
' due to the seller’s market
75 3. Increasein salary levels (starting salaries) aimed at
strengthening recruitment competitiveness
70
- The recruitment unit cost per hire is expected to

2014 2015 2016 2017 2018 2019 2020 2021 2022 2023 2024 2025 inevitably increase going forward.
Grads Grads Grads Grads Grads Grads Grads Grads Grads Grads Grads Grads

1 Recruit Works Institute "Works Recruitment Outlook Survey (New Graduates: 2026 Graduates)" released on December 20, 2024; number of job offers as of October 1, 2024 divided by the number of planned
hires as of April 2024.



Human Resources Domain Market Size (New Graduate Support Market) PORTnc.

In the new graduate recruiting support market, demand is expected to increase significantly for pay-for-performance type
services that enable efficient recruiting without the risk of no return. As the top runner in pay-for-performance services, we

are driving the growth of the new graduate recruitment support market.

Market Size Forecast for Each Servicel PORT Personnel Referral Service
~ Shift to a Market Dominated by Pay-for-Performance Services ~ Revenue Trends

Pay-for-performance type (Billions of yen) (Billions of yen)

(Personnel Referral Service, direct recruiting)

B Advertising type (Employment information sites, events)

Pay-for-performance market
CAGR: Approx. 10%

3.5

Pay-for-performance type

surpassed the advertising CAGR
type in market share. 71.1%
58.8 1.3
I
FUZY U0 [P [Pyt Uzt FY XXX FY2021  FY2022 Y2023 FY2024  FY2025

1 Our own calculation based on "Research on the New Graduate Recruitment Support Service Market (2024)" (released on April 26, 2024) by Yano Research Institute Ltd. 45



Human Resources Domain Market Environment (New Graduate Support Market)

PORT inc.

The rate of job change among young people remains high! , and the need to hire inexperienced young talent is expected to

increase further as companies face labor shortages.

The job change rate is highest among young people

Growing demand for hiring inexperienced personnel,

In 2024, the overall job change rate stands at 7.2%, maintaining a
high level above the pre-Covid period, with the rate for full-time
employees in their 20s exceeding 12%

(%) Percentage of full-time employees
changing jobs (by age group)!
16
12
8 =
) i |
0 20 30s 40s 50s 20 30s 40s 50s
whole male female
2020 Full-time employees m 2021 Full-time employees
W 2022 Full-time employees B 2023 Full-time employees

1 Based on "Job Change Trend Survey 2025 (2024 Results)," Mynavi Corporation, released March 12, 2025.

2 https://www.recruit.co.jp/newsroom/pressrelease/assets/20231129_hr_01.pdf

especially young people

The mobility of inexperienced human resources, particularly those
in their 20s, is accelerating, due in part to government-led efforts

to promote human resource mobility and the growing need for DX
human resources in the corporate sector.

Percentage of different industries and
occupations at the time of job change?

Among those
aged 20-24, the
percentage of job
changes involving
both different
industries and
different
occupations was
53.5%.

2009 2020 2022
Same industry x same occupation

B Same industry x different occupation
W Different industry x same occupation

=) Different industries x different occupations
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PORT

ODYSSEY 800

04

New Medium-Term Management Plan

Definitions

Projected net recurring earnings: Calculated as an estimate of earnings for a reasonable period into the future, considering and subtracting the monthly cancellation rate,
recurring expenses, discount rates and other factors from monthly sales. For the energy domain, the period is limited to five years (60 months). For other domains, projected net

recurring earnings are calculated for a reasonable period.

EBITDA: Operating profit + depreciation and amortization + loss on retirement of fixed assets and valuation gain or loss + stock-based compensation expenses
EBITDA including projected net recurring earnings : Projected net recurring earnings + EBITDA

Recurring earnings: Earnings calculated by deducting recurring expenses from monthly recurring sales (earnings directly linked to EBITDA and operating profit)



Medium-Term Management Plan PORT ODYSSEY800 PORT inc.

We aim to achieve full-year revenue of 80 billion yen and an EBITDA of 13 billion yen in the fiscal year ending March
31, 2030. Five-year targets and a growth strategy for maintaining CAGR of 30% or higher over a medium- to long

term (a five-year span) are as follows.
Revenue

80 billion yen

. Revenue
EBITDA o ]
Maintain CAGR of 30 % in over 5 years
28 billion yen
219 EBITDA
115 -
113 13 billion yen
49 & - 4.4 billion yen
26
e N - =
FY2021 FY2022 FY2023 FY2024 FY2025 FY2026 FY2030

plan & Target
Increasing the probability of continuous growth by pushing forward with the acquisition of future

(1) Conversion to recurring earnings earnings to convert them into recurring earnings while aiming for a year-on-year increase in

c revenue and profit.
Five-Year P

Goals (2) Establishing overwhelming
positions in existing businesses

Uncompromisingly implement organic and inorganic investments aiming to establish
overwhelming positions in existing businesses (the human resources and energy domains) and
establish barriers to entry.

growth
strategy

Aggressively pushing forward with mergers and acquisitions with the goal of entering contract
support businesses in new domains which will be the next primary sources of earnings, as well as

(3) Mergers and acquisitions aimed
roll-up mergers and acquisitions in existing businesses.

at entering new domains

*Compared to the targets set for the fiscal year ending March 31, 2026, in the second medium-term management plan, the company has experienced significant growth, particularly in the human
resources and energy domain, and has accordingly revised upward its performance forecasts for both revenue and EBITDA.



Medium-Term Management Plan PORT ODYSSEY800

PORT inc.

We will push forward with the conversion of the increase of profit into recurring earnings without lowering profit below the
current level. We will increase the recurring earnings ratio over a three- to five-year span, aiming to transform the earnings

structure into one that increases the probability of long-term continuous growth.

~FY2028
Largest share of the markets in
existing domains

FY2025

Milestone Current status

~FY2030

Increasing market share in peripheral
domains

p O R T Revenue

22 billion yen 5-year CAGR
ODYSSEY "™ 30%
800 3.65 billion yen

300/0 or more

(1) Recurring
Earnings Ratio*!

23.9: | |

Largest share*? of the low-voltage

Energ.y electricity for individual customers
Domain contract support market
2) Human
R Largest share of the new graduate
esourf:es recruitment and referral market*?
Domain

(3) New Business

*1 Ratio of recurring earnings to company-wide EBITDA.
*2 Based on the number of contracts won.

Revenue

80 billion yen

EBITDA

13 billion yen

400/0 or more

Further increasing market share in the corporate
domain

Further expanding business support activities
(support activities for power distribution, power
procurement, etc.) for electric power companies

Increasing share of the new graduate recruitment support
market

Increasing share of the markets in peripheral domains including
support for the employment of young people (graduates
without careers, recent graduates with careers, and people in
their 20s)

Creating new businesses which will be new primary sources of earnings Expanding into new
domains through mergers and acquisitions



Five-Year Target Policy (1): Conversion to recurring earnings PORTinc

The acquisition of future earnings has steadily led to the accumulation of recurring earnings, and a foundation for the
long-term growth of profit is being built. We intend to increase the annual recurring earnings ratio to 40% by the fiscal
year ending March 31, 2030.

Projected net recurring earnings Recurring Earnings?

(Millions of yen) (Millions of yen)

23.9%

W Energy Domain Recurring Earnings

1,868 I New business Domains, recurring earnings
- Ratio of recurring earnings in EBITDA

3-year total Projected net recurring earnings

3,074 million yen

1,047

4.6%

159

92
-
FY2023 FY2024 FY2025 FY2023 FY2024 FY2025

1 Until FY2024, only recurring earnings from the energy domain included. From FY2025 onward, recurring earnings from new businesses domain are also included.
50



Five-Year Target Policy (2):
Establish a position in the energy domain PORT inc.

Action plan for increasing market share in the energy domain

Maximizing the total number of contracts won to have the largest share! of the contract
support for individual customers market

- Further expanding marketing investments in existing customer attraction channels

- Diversifying customer attraction channels by promoting the multi-channel marketing strategy

- Increasing the contract signing rate by expanding the organization, strengthening management
and using technologies

- Enhancing incidental products such as gas to maximize earnings per person

- Expanding the target layer by tapping into demand for switching between service providers in addition to winning
new contracts (demand related to relocation)

Launch a vertically integrated electricity and gas contract support business for
corporate customers and expand the business

- Early enhancement of the product line to be achieved leveraging our pipeline which has been

cultivated through our business with electric power companies targeting individual customers

- Horizontal deployment of know-how cultivated through businesses targeting individual customers

- Increasing contract-winning capabilities using strong recruitment and management capabilities and
expanding them to offices all over Japan

Deep exploration of electric power companies’ value chains

- Using technologies to improve the efficiency of business processes, such as arrangements for power
distribution (development of services combining BPO and Al)

- Developing new products, including incidental services which increase earning power

- Developing services supporting power procurement and other operations that support stable operations

1 Based on total number of contracts won.



Five-Year Target Policy (2): PORT e
Vertical support planin the energy domain '

We will provide contract support related to sales activities and business support related to power distribution and
procurement activities in an integrated manner. We will get deeply involved in electric power companies’ value chain,

aiming to be an entity which is essential to electric power companies.

Process up to power supply by Expansion from contract support to operational
power company support

Power Company P 0 R T INC.

Customer acquisition
Sales activities Contract Support

Power distribution procedure

Arrangement for power Power distribution
distribution Support .
Negotiated transaction F:: Business
Adjustment of the supply-
demand balance Energy Support
Power procurement procurement

Support

Consumer
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Five-Year Target Policy (2):
Establish a position in the human resources domain PORT inc.

Action plan for establishing market share in the human resources domain

Taking the largest share of the new graduate recruitment and referral markets as quickly as possible
by leveraging our overwhelming membership base

- Aggressive organizational expansion and continued expansion of bases across the entire country
Increasing unit prices for contracts won by maximizing the number of contracts won (targeting a level
equivalent to the mid-career market)
Maintaining and increasing the contract signing rate and sales per person by fully utilizing Al and
organizational management capabilities

Expanding the target layer by developing agent services dedicated to specific industries and types of
business

- Further enhancing the ability to attract customers by pushing forward with a multi-channel strategy

2 Entering the young personnel referral service market as quickly as possible and launching a vertically
integrated business

Fully utilizing the customer base and membership data accumulated in the new graduate recruitment and
referral markets

Entering the market as quickly as possible by first entering the domains of graduates without careers,
recent graduates with careers and people in their 20s, which are closest to the market
Developing a unique brand of personnel referral services for new graduates and young people

Entering the business of supporting the HR-related operations of companies with job openings

- Developing services for improving recruitment capabilities, such as strategic consulting and training services

- Support for operations related to recruitment activities, including aptitude testing, support for interviews, and recruitment
management

- Support for operations for maximally leveraging human capital after they join the company



Concept of No. 1 Pay-for-performance services market in the human PORT inc
resources domain '

We expect demand for pay-for-performance type services, which enable efficient recruitment with the risk of no return
from expenses, to grow in the new graduate recruitment support market. We aim to become the market leader in the

domain of young human resources, which is shifting to pay-for-performance services.

Market Size Forecast for Each Servicel PORT Personnel Referral Service
~ Shift to a Market Dominated by Pay-for-Performance Services ~ Revenue Trends

Pay-for-performance type (Billions of yen) (Billions of yen)

(Personnel Referral Service, direct recruiting)

B Advertising type (Employment information sites, events)

Pay-for-performance market 3.5

CAGR: Approx. 10%

Pay-for-performance type CAGR
surpassed the advertising 71.1%
type in market share.

58.8 13
I

FY2020 FY2021 FY2022 FY2023 FY2024 FY XXXX FY2021 FY2022 FY2023 FY2024 FY2025

1 Our own calculation based on "Research on New Graduate Recruitment Support Service Market (2024)" (released on April 26, 2024) by Yano Research Institute Ltd.
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PORT inc.

Five-Year Target Policy (3): Investment Discipline in M&A

Clarify the investment and withdrawal criteria for different areas of business and ensure disciplined business operations
and optimal resource allocation with the aim of achieving continuously high growth. The following three quantitative

requirements will be considered as important during the current Medium-Term Management Plan period.

Example criteria for making decisions regarding investments and the withdrawal from them

Growth requirement Contribution requirement

Targeting single business sales
of

10 billion yen or more

(Considering future potential in terms of both
market size and business viability)

Revenue CAGR Contribution to Group

309 performance
0 or more
10% or more

(Revenue and profit basis)

*In principle, the above requirements will be checked and determined

*However, a comprehensive judgment will be made, taking into account the importance of the cash flow contribution of so-called
cash cow businesses with high profit margins and the importance of compatibility with other businesses, etc.
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Five-Year Target Policy (3): Target Areas for M&A

PORT inc.

We will aggressively pursue M&A opportunities with the goal of strengthening customer attraction channels, with a focus

on roll-up mergers and acquisitions involving existing businesses. We will also implement mergers and acquisitions

involving peripheral businesses with medium- to long-term growth potential, and also in new businesses domains.

Priority

Target
Markets

Eligible
TN ESYES

Expected
Synergy

Top priority domains (existing and peripheral businesses)

Human Resources!

Support for the recruitment of new graduates
Support for the recruitment of young people

New graduate recruitment and referral
Direct recruiting
Mid-career personnel referrall

Main target: Young people (graduates without
careers and recent graduates with careers)

Energy

Contract support for electricity, gas, etc. for
individual customers

Contract support for electricity, gas, etc. for
corporate customers

Support for sales of electricity, gas, etc. for
individual customers

Support for sales of electricity for corporate
customers

Incidental services, etc.
Operational support, etc.

Acquiring new customer attraction channels (strengthening multi-channel

marketing)

Enhancing our presence in the market and increasing unit prices for contracts
won by increasing the number of contracts won

Expanding TAM by entering peripheral businesses leveraging our contract-

winning capabilities

1 Staffing services and recruitment management systems do not fall under M&A in existing areas, but are considered as entry into new areas.

New Businesses

Other contract support

Domains of extraordinary events, where the
cost of winning contracts is high for
companies and the level of difficulty of making
decisions is high for users

Domains which could be the next pillar of
business

Entering new markets by
leveraging our expertise in
contract support in existing
businesses
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Five-year target policy (3): PORT inc
Top priority areas for M&A (existing and peripheral businesses) '

Conscious of selection and concentration, during the current period of Medium-Term Management Plan, our top priority is

roll-up M&A activities aimed at enlarging the existing contract support businesses.

M&A Priority
(Degree of affinity with existing core businesses)
LOW
A .
Human resources domain Energy domain
Mid-career recruitment support High-voltage electricity and gas for
corporate clients
Contract Support
Graduates, new graduates, etc. Low-voltage electricity and gas
Recruitment support for young for corporate clients
people Contract Support
New Graduate v Electricity and Gas for
Recruitment Support Individuals
Contract Support

Highest priority areas with the highest affinity to existing

focused businesses
Investment scale: around 10 billion yen
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Five-Year Target Policy (3): M&A Targets in New Businesses domain

PORT inc.

Regarding M&A activities in new domains, we aim to expand to contract support business in the domains of extraordinary

events. We will pursue M&A activities involving businesses which could be pillars of our business by leveraging our

expertise in contract support in existing businesses.

Difficulty of decision making (signing contracts)

High

A

Low

B Markets Currently Entered

Housi Real estate Business
Insurance ousing RN sceEEslan
Medical Home Career
care equipment change hunting
Cram school
Purchase education
Mobile Qualificati Studying _Financial Renovation
Phone ons/Study abroad investment
. Internet &
Marriage Wedding Mobile Funeral
cou nsellng Services
Attorney Life .
consultation troubles Used car Dl
. . Real-estate
Travel Esthetic Moving leasing
Beauty & Furniture &
Cosmetics Appliances
Part-time Used goods Vehicle
Apparel job transactions inspection
just about to .
Fooc] and [ Outpqtlent
drink sk Visits
Low <«— > High

Contract closing cost for companies



Capital allocation

PORT inc.

We assume that due to the sustainable growth of operating cash flows, our additional borrowing capacity will also

increase. We expect to make growth investments of 45 billion yen or more using operating cash flows in those five years,

our borrowing capacity and treasury shares.

Cashin Cash out

G E P
Equity-based :
additional |
procurement capacity i

I

—— = e e e = = e = =

Additional
borrowing room
Approx. 23 billion

yen! Growth investment

O

Operating Cash Flow
Approx. 23 billion
yen?

(5 years)

Shareholder returns

1 Additional borrowing capacity is calculated based on the assumption of 1x total operating cash flow.

2 The total operating cash flow is calculated based on the assumption of a 30% CAGR growth.

M&A, New business

Proactively moving forward with roll-up M&A activities and
capital and business alliances in existing businesses, aiming to
achieve non-continuous growth in the human resources and
energy domains

Developing new domains to further expand the contract support
business

Creating new sources of revenue including the grid energy
storage facility business, which is in the validation phase

Growth investment in existing businesses

Improving contract winning capabilities and
productivity through products and Al
investments

Enhancing the ability to attract customers
using a multi-channel strategy

Dividends and Share buybacks

« Enhancing shareholder returns through progressive
dividends funded by recurring earnings and the acquisition of
treasury shares
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05
Shareholder Return Policy



Shareholder Return Policy and Dividend Payment Policy PORT inc.

In view of the steady rise in recurring revenue and our financial standing, we started paying out our first dividends from the fiscal
year ended March 31, 2024. We will be paying progressively increasing dividends from recurring revenue as the source funds, in

line with the increase in recurring earnings. The amount increased to 2.5 yen for the fiscal year ended March 31, 2025.

Medium-
. . FY2024 FY2025 term
Pro ressive DIVIdendS Results Plan Management
g Plan (FY2026)
Continuous increases in dl\(ldends in step with Recurring earnings ” 500
the increase in recurring earnings (million yen) -
Policy of paying dividends once a year at the end of the fiscal year
The General Meeting of Shareholders acts as a decision-making body Image of recurring
for dividends (whereas interim dividends are subject to resolution of earnings after tax 158 - 520
the Board of Directors). (million yen)
«  We will continue to use internal reserves for improving our financial
structure for the long-term stabilization of our management
foundations and for investing in business growth. Plan to pay
Dividend per share (yen) 2.0 2.5 progor:Esive
dividends
2.5 yen Plan to pay
2 yen* Total dividends 2% 3 out
(million yen) progressive
dividends

FY2024  FY2025Plan
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Disclaimer PORT inc.

Notes on forward-looking statements

- The materials and information provided in this presentation include so-called forward-looking statements.

- These statements are based on assumptions associated with current expectations, forecasts and risks, and include
uncertainties that could cause actual results to differ substantially from them.

- These risk and uncertainties include regular economic conditions in Japan and overseas, including regular industry
and market conditions, interest rates and currency fluctuations.

- The Company does not assume any obligations to update or revise the forward-looking statements contained in this
presentation even in response to new information or future events.

- This document is an excerpt translation of the original Japanese document and is only for reference purposes. In the
event of any discrepancy between this translated document and the original Japanese document, the latter shall
prevail.

Contact Information
PORT INC. Finance and IR Department, IR Team
E-mail: ir@theport.jp

Contact Form: https://www.theport.jp/contact?purpose=ir
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