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Presentation

Welcome to the financial results briefing of CRESCO LTD. for Q2 of the fiscal year ending March 31, 2024.
Thank you very much for taking time out of your busy schedule to join us.

Today, Hiroshi Tominaga, President and Executive Officer, will provide an overview of the financial results for
Q2 of the fiscal year ending March 31, 2024 and an outlook for H2, followed by a question-and-answer session.

If you have any questions, please type your question in the “Ask a question” box on the screen and send it to
us. You may ask questions even during the presentation. Your questions will be read on your behalf and
answered by the attendees. Please note that it may be difficult to answer all questions due to time constraints.
We kindly ask for your understanding.

The briefing is scheduled to end at 16:00. A questionnaire screen will appear after this, and we would
appreciate your cooperation in answering this questionnaire.

We will now start the presentation. President Tominaga, please go ahead.

Tominaga: Hello, everyone. | am Tominaga from CRESCO. Thank you very much for your attendance at
CRESCO'’s financial results briefing today. | will now proceed with the briefing materials.
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First, let me explain our major initiatives up to Q2.
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This past May, COVID-19 was moved to Class 5. With the normalization of economic activity, the use of
generative Al as a recent topic of discussion, and the growing interest in cyberattack response, corporate
demand for IT investment remains strong.

Although there were some shades of gray by industry, sales increased mainly to major customers, resulting in
a substantial 10% increase in sales YoY. In the table below, the orange box in the middle shows the numbers
for the current term.

In terms of costs, we have increased the number of new graduates hired and raised salary levels, and we have
also considerably expanded our investment in education during this fiscal year.

The occurrence of several large unprofitable projects, this is what we explained in Q1, but there were four
unprofitable projects, and due to the impact of these projects, operating income ended up with a significant
decrease of 11.9%.

However, the situation has improved considerably from Q1, and of the four projects, three have already been
completed. Since we are carefully managing the remaining project, we have achieved a reasonably good figure
for Q2 alone, and we are confident that we will be able to dispel any concerns for H2.

In terms of ordinary income, we recorded a gain of over JPY260 million on valuation of derivatives held by the
Company, resulting in a significant 15.3% increase in overall income.

Looking back at the table below, net sales were JPY25.6 billion and operating income was JPY1.97 billion, a
slight negative figure here. Ordinary income was JPY2.44 billion, an increase of 15.3%, and we were able to
finish H1 with an increase in both sales and income.
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Continuing on, here is the status of orders received.

Orders received were up 4.7% YoY, and the backlog of orders was almost on the same level as the previous
year. With economic activity normalizing, companies are actively moving toward the promotion of digital

transformation.

In the graph on the lower right, it shows the numbers, and you can see from this line graph and other graphs

from last year that the numbers are not bad, and that they are on the upswing.
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| will now explain this by segment.
First is the enterprise segment.

As you can see in the pie chart in the upper right corner, this is the segment that accounts for 38.3%, just
under 40% of the four segments at CRESCO. IT services as a whole accounted for 89.8% or nearly 90% of the
total. The 38.3% number is within that category.

It is not easy to understand what we mean by “enterprise” here, but if you look at the sub-segments in the
table, you will see that we are engaged in various types of businesses.

Sales were JPY9.791 billion, a 10% increase YoY.

The reason for the growth is the significant increase in sales of some consolidated subsidiaries in the fields of
information, telecommunications, and advertising, as well as in both construction and real estate. The main
reason is that good customers, large customers, are also being acquired by our consolidated subsidiaries.

On the other hand, segment profit was JPY926 million, down 16.3% YoY, with the profit margin also declining
slightly.

As | explained earlier, unprofitable projects were occurring in the areas of placement and temporary staffing,
as well as distribution services. | mentioned earlier that there were four projects, and three of the four projects
occurred in this enterprise segment. In terms of enterprise alone, two of the three projects have already been
closed, and we are carefully advancing with the remaining one.
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Sales, segment profit, etc. are also shown in the bar graph and line graph below, and all of them have increased
from last year as well.
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Next is the finance segment.

The finance segment has been the area in which CRESCO has excelled the most since our founding, and we
do banking and insurance, life insurance being the most common, but banking and life insurance, as well as
some securities and other services. These segments, as shown in the pie chart on the right, account for 25.7%
of the total, or about a quarter of the revenue is generated by this enterprise segment.

Net sales were JPY7,027 million, down slightly by 2%.

The main reason here is that orders in the banking sector in our company are increasing. However, some large
projects in insurance and other fields have been completed, so there has been a decrease in orders. Also, as |
mentioned below, there were some unprofitable projects in the banking sector, which had a slight impact on
other orders.

There were opportunities, but we had unprofitable projects that we recovered by allocating staff, so in H1,
we were not able to go for them. This has been eliminated in H2, and we expect sales to grow steadily in H2.

Segment income ended H1 at JPY721 million, with a profit margin of 10.3%, down 16.6% YoY.

The figures here are lower due to the unprofitable projects in the banking sector that | mentioned earlier. |
would like to state that the unprofitable projects in the banking sector have already been settled in H1, so
there will be no impact on H2.
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The sales and segment income are as indicated by the numbers below. Sales are growing, and so are profits.
The profit margin has been reduced a little, as | mentioned earlier.
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Continuing with the third segment, the manufacturing segment.

As you can see at the top, CRESCO’s manufacturing segment includes the automotive segment, in which
CRESCO is very strong, as well as transportation equipment and electronics, which includes machinery,
electronics, and home appliances, as well as other segments. This is another segment that accounts for 25.7%
of the total, as shown in the pie chart in the upper right-hand corner.

This one posted sales of JPY6.786 billion, up 9.1% YoY. Here, sales have grown for the Company and some of
our consolidated subsidiaries in the fields of machinery and electronics.

In terms of segment profit and profit margin, this segment differed slightly from the previous two. | would say
that everything went well, with no unprofitable projects at all, and we were able to achieve a good profit
margin with a significant 11% increase YoY.

Although | mentioned the field of machinery and electronics, overall, we are being pulled by the investment
of Japanese car manufacturers, and we have some very good new customers in machinery and electronics.
New customer acquisitions have also been steady in this segment.

In the graph below, sales and profit margins have all grown upwards. We believe that this is a promising field
in which we can make solid growth in the next fiscal year and beyond.
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Next is the fourth segment. It is a bit of a change in style, but it is the digital solutions business, which is
different from conventional IT services in that it is mainly a group of solutions consisting of products and
services that support digital transformation.

As shown in the graph on the upper right, sales in this field have just exceeded 10% of CRESCO’s total sales,
which is still small compared to CRESCO’s overall sales, but the growth rate is very high. This segment accounts

for 10% of the total.

Sales totaled JPY2,025 million. This is up 99% YoY, almost doubling. The main reason for this is the increase in
sales of our mainstay cloud service product, Creage, as well as RPA licenses.

Segment income and profit margin were JPY90 million, double that of the same period last year.
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Here is the forecast for the fiscal year ending March 31, 2024.

No changes have been made to the forecast of business performance. As explained in the table on the right,
the targets are net sales of JPY52.5 billion and operating income of JPY5.25 billion. The situation here is that
we have not reduced it at all.
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© 2023 CRESCO LTD.

The dividend forecast also remains unchanged. We are proceeding with JPY50 per year, JPY25in H1, and JPY25

in H2.
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Excuse me. | skipped the very first page here, partly because it was combined with what | just mentioned. |
would like to explain a little about our efforts, as described here.

As for the organization and structure, on April 1, which was six months ago, we started to change our internal
processes, not only for quality control but also for process management, with the goal of improving
operational efficiency through the use of generative Al, which has recently become popular.

The other thing we are doing for business expansion is changing the sales management department to an
organization directly under the business enablement services division, mainly in the digital solutions business.

Furthermore, in May, the Board of Directors approved a resolution to repurchase and retire treasury stock,
which has already been executed during H1. This has already been completed with an upper limit of JPY1
billion and 500,000 shares.

Additionally, on September 29, CRESCO published its first integrated report, which combines financial and
non-financial information of the corporate group. We hope you will take a look.

As for our businesses, we received the Revenue Growth Partner award from UiPath for strengthening RPA as
a digital solution, which overlaps slightly with the previous point. This award was given for UiPath having the
highest sales growth rate in Japan.

The other day, a person in charge came from the US, and we had a meaningful discussion about future UiPath
business initiatives, and our engineers are also participating in UiPath events, such as in Las Vegas, and we are
now stepping up our activities to develop new opportunities.
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We also signed a distributor agreement with WingArclst and started providing paperless and automated
solutions for accounting operations by linking the electronic ledger platform invoiceAgent with UiPath.

As for Al, we use Microsoft’s Azure OpenAl Service. We have built CrePT with this generative Al chat service
and have begun operating it for internal use.

In addition, we have several Al specialists and evangelists, and they have also launched a service called Al
Escort, which has received many inquiries, and we believe that this service matches the needs of our
customers.

In other areas, as explained in Q1, we have added a penetration test, a test in which a deliberate attack is
made from the outside, to our menu of security vulnerability diagnostics, and we have started providing this
service.

Next, Cognavi India, an Indian corporation in which we will make a capital investment from June to July,
opened a job portal site for new Indian graduates and science students, which is already in use for Indian
students.

Next, we have received an investment by Capichi, a Vietnamese restaurant and retail tech startup company.
As the exclusive Japanese distributor of this company’s QR mobile ordering system, Capichi Ol, we are
contributing to the digital transformation of restaurants, retail stores, and lodging facilities.

Recently, when we go to izakaya, Japanese-style pubs, ordering by QR or at the table has become quite
mainstream, and this QR order system accommodating multiple languages has been selling very well in
Vietnam. We reimported this, brought it to Japan, and we believe that this will help stimulate demand for
tourism in Japan.

Lastly, CRESCO Digital Technologies has also announced a subscription Wi-Fi service and a service which is a
solution for integrated BOM management and parts management for the manufacturing industry.

Excuse me. This went back a bit, but | have skipped a page, so | went back to explain the part just now.
The results and projections are as | explained earlier. Once again, our forecast is JPY52.5 billion, operating
income JPY5.25 billion, and ordinary income JPY5.37 billion, and we have not changed this forecast. We are

in a situation where the entire group is working on a solid budget to achieve these figures.

The dividend forecast is the same as before. No changes have been made. The target is JPY25, JPY25, and
JPY50.
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Finally, a brief description of the reference material.

The first point is the changes in consolidated subsidiaries.

As for consolidated subsidiaries, in February 2023, one subsidiary, Japan Software Design, at the bottom,
which is based in Osaka, joined the Group and has relationships with great customers in Osaka and Nagoya.
About one company joins the group each year. We are in a situation where we will continue to pursue this

M&A activity in parallel.
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Next, regarding the mid-term management plan, this is the current mid-term management plan, and the blue
sheet on the lower right shows FY2021 through FY2023, but we are currently in the process of reworking the
mid-term management plan for FY2024 and beyond. We have formed a team to formulate the mid-term
management plan and are having various discussions on a daily basis and are now moving forward with a plan
to announce it next year.
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Lastly, this overlaps with the previous point, but we have issued an integrated report, which is available on
our website. We hope you will take a look.

That was a bit messy, but that is all | have to say. Thank you for your attention.
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Question & Answer

Moderator [M]: We will now move on to the question-and-answer session. Please send us your question by
text from the “Ask a question” box on the screen. We will read your questions on your behalf and the
attendees will respond to them. Now, please ask your questions.

Now, the first question.
Participant [Q]: Gross profit has increased over time. What is the reason?

Tominaga [A]: | would say that gross profit is improving a little, or increasing, and the question is what is
causing this, but as you can see on this page, for the past several years, we have raised salaries. In this day
and age, employee satisfaction will not increase unless salaries are raised, so we are raising salaries well.

In response to this, we have been focusing our sales team’s efforts for the past two years on appealing
CRESCO'’s value to customers once more since the world is still experiencing inflation. The effects of these
efforts have been quite evident, and most of our clients are willing to work together with CRESCO to improve
profitability. Most of our customers have also increased the unit price considerably. Therefore, we are in a
situation where we are getting the results, improving profitability and increasing gross margins. That is all.

Moderator [M]: Thank you very much. | would like to continue with the next question.

Participant [Q]: Looking at other companies in the industry, | get the impression that competition for projects
is tough for IT services. What is CRESCO’s unique advantage over others? Are cybersecurity-related services a
business opportunity?

Tominaga [A]: Concerning CRESCQO’s superiority over its competitors, as | explained earlier, CRESCO is engaged
in a wide range of businesses, from financial services to embedded systems and digital solutions. We do a very
wide range of technical work.

In the past, when | was in the field more than 10 years ago, each business division was mainly responsible for
generating its own revenue. However, recently, we have seen a convergence of technologies among various
customers, for example, financial customers are now requiring loT and embedded solutions, and conversely,
car customers are increasingly integrating information systems with a focus on connected cars, and | believe
that technologies are being integrated more and more in the market. This is also one of CRESCO’s great
strengths, and one of our strengths is that our technology can be horizontally deployed in various divisions.

CRESCO employees are also very eager to learn about these new technologies and are actively involved in
various ventures. We are also very active with internal study groups and various communities and technical
communities that employees raise their hands to start. We have a long-standing culture of new employees
joining such places and mutually improving each other’s skills, and we believe that we can take advantage of
this culture to expand into new technical areas for new customers and customers of existing businesses. That
is all.

Moderator [M]: Thank you very much. | would like to continue with the next question. We have received
several similar questions about unprofitable projects.

Participant [Q]: What is the magnitude of the impact of the three closed unprofitable projects on the
operating profit of H1? Also, what is the negative impact of the one unprofitable project still remaining, the
negative impact in H1, and the assumed negative impact in Q3 and beyond?
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When do you envision the end of this project? Also, in response to the impact of this unprofitability, | believe
you had to intentionally narrow down the number of orders, but are you now taking orders more actively?
Please also tell us if the profit margins on the projects for which you have received orders have remained
stable or increased.

Tominaga [A]: This is about the unprofitable projects. As explained earlier, three of the four have been
completed. The figures are shown in the separately released financial report, but the numerical figure is
JPY330 million as a provision for losses on orders received. Without this, | have a feeling that the numbers on
the operating income section on this page would have firmly been above the previous year’s level. Conversely,
everything else has been done properly.

As for the remaining project, it is now moving forward carefully, with the end scheduled for around March.
That is the situation with the remaining project in the enterprise segment that | reported earlier.

Orders had to be reduced deliberately. Yes, that is the result. As | explained earlier, unprofitable projects
inevitably require the investment of human resources to recover. There is the consequence of putting
someone up for the job, an ace-level person, and not being able to propose new projects even if we would
like them to do something else.

In that sense, the fact that we had to reduce orders, especially in the finance segment as | explained earlier,
is definitely reflected in the figures, as sales were minus 2%.

As to whether orders are normalizing, they are. As you can see from the graph, H2 is looking promising, and
as for the next fiscal year, | have just mentioned that other businesses and vehicle-related businesses are also
picking up steam, and | still feel that orders in this industry are strong overall. That is all.

Moderator [M]: Thank you very much. | would like to continue with the next question.

Participant [Q]: | have the impression that digital solutions is not growing as fast as you would like it to. What
are your specific growth drivers for the future, and what is your timeline for growth?

Tominaga [A]: | think your question is about the situation where the area of digital solutions may not be
growing as much as we expect. In the area of digital solutions, we are now increasing our cloud service called
Creage, which you can see here, and also our UiPath service, which is RPA. However, we are also developing
products internally to create the third and fourth pillars.

As | announced a little while ago, we have also launched a service for the hotel industry called RooMagic as
part of our Al-related services. By creating these new commercial products, we will be able to expand in the
next fiscal year and beyond. As mentioned earlier, CRESCO is a diamond partner of UiPath and is recognized
as a top company in Japan for RPA licenses. We are working with UiPath to sell not only RPA but also other
solutions and products to our existing customers, and | believe that we will see considerable growth in this
area as well.

In terms of the time frame, we are planning to increase the number of jobs in this field by 1.5 times or 2 times
next year. However, licenses can be seasonal. For example, some customers want to purchase licenses in a
lump sum for three years. Therefore, there may be a slight increase in H2 or a slight decrease in H1 depending
on the period, but we will continue our activities to win orders while controlling the situation through
discussions with customers.

Of course, our sales team has also been strengthened considerably, and | feel that we have also become a
team that can make proposals to improve the business efficiency of our customers. That is all.
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Moderator [M]: Thank you very much. | would like to continue with the next question. We have received
several questions regarding the hiring of employees.

Participant [Q]: Regarding recruitment, could you give us an update on the recent situation, including the
target number of new graduates to join the Company next year, the number of people who have accepted
job offers, and the status of mid-career recruitment.

Tominaga [A]: Regarding recruitment, first of all, in April 2023, we were able to hire more than 100 new
graduates for CRESCO by itself, and more than 200 for the entire group. We are almost done with recruiting
activities for 2024, but we are likely to end up with approximately the same number. CRESCO is also likely to
reach its target of around 100 new employees although we may not be able to exceed 100.

Some of our recruiting activities include teams from CRESCO’s technical research institute and teams of
evangelists doing quite a bit of school visits and other activities to raise branding for new graduates. In terms
of the percentage of women, CRESCO currently has 40% to 50% women in its workforce. This is a figure that
is hard to find among other companies in the same industry.

We have systems in place for women, such as a system for shorter hours and a system for childcare leave,
which are much more extensive than those of other IT companies. We are hiring in a manner that promotes
women'’s participation, and | think we are doing a pretty good job of hiring women.

On the other hand, mid-career hiring continues to be a struggle. However, we have made some improvements
over the past year, and we are working toward our goal of hiring a solid 30 to 40 engineers per year, and we
estimate that the final achievement rate will be 70% to 80% of the target. As for mid-career recruitment, | feel
that it will be difficult to attract them to our existing IT services-only fields unless we increase mid-career hires
for our digital solutions business, which is shown on this page. That is all.

Moderator [M]: Thank you very much. | would like to continue with the next question. We have received
several questions regarding the full-year plans.

Participant [Q]: You have left your full-year plan unchanged, but what areas will make up for the delay in Q1
due to the unprofitable projects? The profit hurdle seems high, but what makes it achievable?

Tominaga [A]: Regarding the profit hurdle, as you can see on this page, operating income is now below 40%,
but we have not changed our full-year forecast. The main reason for this is that in H2, the unprofitable projects
that | mentioned earlier will be settled. Another thing, which was mentioned a little earlier, will be the new
hires, who will work starting this October.

In H1, almost all of the 200 group employees were in a training period, and this was costing us. However, we
foresee all of these employees going to our customers for each project, and we will be compensated, thus
eliminating the cost. Since all of our customers are short on human resources, they are cooperating with us
to nurture our new employees. Working with them to train our new employees, we expect to see a significant
improvement in H2.

In terms of the industry, of course, the car industry will also be booming, but in the banking sector, as
mentioned earlier, orders were a little restrained in H1, and in terms of customer timing, we are expecting
several large projects to be launched in H2 and beyond. Orders are also quite strong in the banking sector.

In other areas, we are engaged in travel and passenger services, and we expect to receive orders from airlines
for passenger services since their flights are returning to normal, and we are also seeing growth in
transportation services since our clients are wanting to make various investments. Our customers in the
enterprise sector also generally seem to be in good spirits. That is all.
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Moderator [M]: Thank you very much. | would like to continue with the next question.

Participant [Q]: In your explanation of the manufacturing business, you mentioned that investments in the
car industry are leading to work in the machinery and electronics businesses. Please provide any specific
examples.

Tominaga [A]: | feel that the car business is very healthy. The other day, there was the Japan Mobility Show,
which | also attended. | have the impression that many companies are communicating with each other from
a business perspective, in business conversations. In this context, CRESCO is also involved in activities to
provide various technologies while teaming up with a few customers.

CRESCO'’s specialty is car information systems. When | say car information systems, we are very good at
developing displays and navigation systems for cars. The other is in the area of security and safety, safe driving.
We have been providing consulting services for several clients in Nagoya, and this is an area where we have
received great recognition from our clients in terms of our technology.

I’'m sure you can imagine some of the customers in these areas, Japanese car customers in the Nagoya area,
and since they have been completely outpaced by their European counterparts in the electric vehicle market,
we hear and feel that the shift to electric vehicles is a very urgent issue for Japanese car manufacturers. In the
development for electric vehicles, we are very good at information display systems, which is one of our
original strengths, and, as | mentioned earlier, we are also very good at cloud integration for connected cars,
and our strengths are well recognized in this area, | have the impression that we are receiving an increasing
number of inquiries. That is all.

Moderator [M]: Thank you very much. We will continue to take your questions, so if you have any questions,
please send us your questions by text. | would like to continue with the next question.

Participant [Q]: How many people leave the company each year? Also, do you see an increasing trend of
talented people moving to other companies?

Tominaga [A]: | would like to explain the trend of job leavers. In terms of attrition rates, we are averaging
about 4% to 5% per year, or just under 5%. In total, out of the 5%, some are retirees, so about 1% are retirees,
about 2% are changing jobs in the same industry, and the rest are leaving the IT industry.

Therefore, | see that our turnover rate is usually very low compared with other SI companies. There are cases
where people move to other companies in the same industry and some where people move to cooperative
industries, but we actually haven’t seen much of that in the past year. If anything, my impression, though it is
just a firsthand impression, is that due to the COVID-19 work style reforms over the past few years, the
number of people who say they want to work more freely and quit their jobs is about 2% of those mentioned
earlier, and people who quit their jobs to become freelancers in the same industry are increasing. That is all.

Moderator [M]: Thank you very much. | would like to continue with the next question.

Participant [Q]: | believe maintenance and operation can be a stock business if there is a certain percentage.
What percentage of your sales is accounted for by maintenance and operation?

Tominaga [A]: Regarding the ratio of maintenance and operation, it is difficult to define maintenance and
operation, but | think that most of our customers have a cycle of investment in their systems where, after
installing a new system, they have to replace it with a new one after a few years, say six to seven years, and
so on. | believe that most of our customers have been continuously running this cycle.
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The timing of the changeover is a factor in whether or not we get the next project, or whether or not we are
able to maintain and operate a certain system for six to seven years. There are various perspectives, but the
most stock-type repeat orders come from the financial sector and the manufacturing industry, and as |
mentioned earlier, there are fields in which we excel, such as onboard systems. In these fields, | would say
that about 70% to 80% of our orders are repeat customers.

As for enterprise, we have seen a considerable turnover of new customers, and we estimate that the
percentage of stock repeat business for enterprise is between 50% and 60%. Overall, it appears that 60% to
70% of our projects are stock-type projects. That is all.

Moderator [M]: Thank you very much. We will continue to take your questions, so if you have any questions,
please send us your questions by text. | would like to continue with the next question.

Participant [Q]: You explained about the next mid-term management plan. What are the main features or
soul of the next mid-term management plan?

Tominaga [A]: As for the main features of the next mid-term management plan, as was briefly discussed
earlier, our policy that we must further strengthen digital solutions has not changed from the current mid-
term management plan and is also a continuation of the current mid-term management plan.

| believe that there are SI companies, including competitors in the same industry, that have been doing this
for more than 30 years and are good at development like CRESCO, but the needs of customers are changing
rapidly, so SI companies must also change rapidly.

We live in an era that is quite different from the past, when it was possible to make a living only through
development skills. Customers are now requiring a business model where we provide good products quickly
by combining good external solutions. Therefore, in the area of solutions, of course, we need to consider sales
methods and the training of engineers, but | feel that the major challenge is to increase the range of products
we offer and to develop a lineup of products that can meet the needs of our customers. We consider this to
be one of the core elements of the next mid-term management plan. That is all.

Moderator [M]: Thank you very much. We will continue to take your questions, so if you have any questions,
please send us your questions by text. | would like to continue with the next question.

Participant [Q]: Do you think you will be able to continue getting good M&A deals in the future?

Tominaga [A]: Regarding M&A, as | explained earlier in the last appendix page, we would like to see at least
one company per year join our group, and we have a team working on this as an organization.

We are continuously exchanging information with various partners, and | feel that we have received a large
number of inquiries. We are hoping that one or two companies a year will make it to the final stage, so |
believe that there are quite a few opportunities. In addition, we believe that the basic premise of an
acquisition is that it should be a company that can increase synergies within the CRESCO Group, and we have
a number of such companies on our shortlist. That is all.

Moderator [M]: Thank you very much. We still have a little time left, so if you have any questions, please send
us your questions via text. Thank you for your question. | would like to continue with the next question.

Participant [Q]: What is the appeal of CRESCO from the perspective of a company being bought in an M&A
transaction?
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Tominaga [A]: Regarding the benefits for the company being acquired in an M&A transaction, we do not
exercise strict control but rather take the stance of encouraging the growth of each company, and the
management team is the first to request a partnership.

Therefore, if the management of the company that is acquired still has the desire to continue to grow the
company, we will work together with them to find ways to grow the company. If the management team retires
or if the management team wants to completely retire due to age, then we will discuss, in great detail, from
the perspective of the management of the company being acquired, about how we can create synergies in
the future, before finally reaching an agreement.

Some of the groups that have joined us have been able to grow well under such circumstances. Of course, we
also have a sales promotion meeting for the entire CRESCO Group, which is actually held behind the scenes
today, where we share sales information. If there is a technical area that is lacking for a certain customer, the
entire group will fill in the gaps and work together to approach the customer.

We tell each member of the management team that this will make one plus one equal more than two, and in
this sense, | believe that each management team is able to grow their own company by making good use of
the parent company’s brand power and other various factors in their strategies to grow their company and is
able to expand their business quite easily. | personally feel these are the advantages. That is all.

Moderator [M]: Thank you very much. Thank you for your question. The next question will be the last.
Participant [Q]: Regarding the digital solutions business, when will your own products be available?

Tominaga [A]: As for our own products in the field of digital solutions, it is difficult to say when we will release
them, but we are planning to release at least one every year.

As | mentioned earlier, we have just launched RooMagic, and we are now discussing a kind of in-house
intrapreneur system, in which we are making proposals for a variety of products. We believe that it will take
about three to six months from the start of a project to reach the final stage of discussions. That is all.

Moderator [M]: Thank you very much. That concludes the question-and-answer session. Lastly, Tominaga,
the President, would like to offer a few words. President Tominaga, please go ahead.

Tominaga [M]: Thank you very much for your many questions during the hour today. The CRESCO Group is
making solid progress toward Ambition 2030 and JPY100 billion. The next mid-term management plan is also
currently being formulated for 2026 as an intermediate point. We will continue to train our employees and
manage with the goal of solid growth. We hope you continue to support us.

Thank you very much for your time today.

Moderator [M]: That concludes today’s financial results briefing. A questionnaire screen will appear after this,
and we would appreciate your cooperation in answering this questionnaire.

[END]
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3. Speaker speech is classified based on whether it [Q] asks a question to the Company, [A] provides an
answer from the Company, or [M] neither asks nor answers a question.

4. This document has been translated by SCRIPTS Asia.
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Disclaimer

SCRIPTS Asia reserves the right to edit or modify, at its sole discretion and at any time, the contents of this
document and any related materials, and in such case SCRIPTS Asia shall have no obligation to provide
notification of such edits or modifications to any party. This event transcript is based on sources SCRIPTS Asia
believes to be reliable, but the accuracy of this transcript is not guaranteed by us and this transcript does not
purport to be a complete or error-free statement or summary of the available data. Accordingly, SCRIPTS Asia
does not warrant, endorse or guarantee the completeness, accuracy, integrity, or timeliness of the
information contained in this event transcript. This event transcript is published solely for information
purposes, and is not to be construed as financial or other advice or as an offer to sell or the solicitation of an
offer to buy any security in any jurisdiction where such an offer or solicitation would be illegal.

In the public meetings and conference calls upon which SCRIPTS Asia’s event transcripts are based, companies
may make projections or other forward-looking statements regarding a variety of matters. Such forward-
looking statements are based upon current expectations and involve risks and uncertainties. Actual results
may differ materially from those stated in any forward-looking statement based on a number of important
factors and risks, which are more specifically identified in the applicable company’s most recent public
securities filings. Although the companies may indicate and believe that the assumptions underlying the
forward-looking statements are accurate and reasonable, any of the assumptions could prove inaccurate or
incorrect and, therefore, there can be no assurance that the anticipated outcome described in any forward-
looking statements will be realized.

THE INFORMATION CONTAINED IN EVENT TRANSCRIPTS IS A TEXTUAL REPRESENTATION OF THE APPLICABLE
PUBLIC MEETING OR CONFERENCE CALL. ALTHOUGH SCRIPTS ASIA ENDEAVORS TO PROVIDE ACCURATE
TRANSCRIPTIONS, THERE MAY BE MATERIAL ERRORS, OMISSIONS, OR INACCURACIES IN THE
TRANSCRIPTIONS. IN NO WAY DOES SCRIPTS ASIA OR THE APPLICABLE COMPANY ASSUME ANY
RESPONSIBILITY FOR ANY INVESTMENT OR OTHER DECISIONS MADE BY ANY PARTY BASED UPON ANY EVENT
TRANSCRIPT OR OTHER CONTENT PROVIDED BY SCRIPTS ASIA. USERS ARE ADVISED TO REVIEW THE
APPLICABLE COMPANY'S PUBLIC SECURITIES FILINGS BEFORE MAKING ANY INVESTMENT OR OTHER
DECISIONS. THIS EVENT TRANSCRIPT IS PROVIDED ON AN "AS IS" BASIS. SCRIPTS ASIA DISCLAIMS ANY AND
ALL EXPRESS OR IMPLIED WARRANTIES, INCLUDING, BUT NOT LIMITED TO, ANY WARRANTIES OF
MERCHANTABILITY OR FITNESS FOR A PARTICULAR PURPOSE OR USE, FREEDOM FROM BUGS, SOFTWARE
ERRORS OR DEFECTS, AND ACCURACY, COMPLETENESS, AND NON-INFRINGEMENT.

None of SCRIPTS Asia’s content (including event transcript content) or any part thereof may be modified,
reproduced or distributed in any form by any means, or stored in a database or retrieval system, without the
prior written permission of SCRIPTS Asia. SCRIPTS Asia’s content may not be used for any unlawful or
unauthorized purposes.

The content of this document may be edited or revised by SCRIPTS Asia at any time without notice.

Copyright © 2023 SCRIPTS Asia K.K. (“SCRIPTS Asia”), except where explicitly indicated otherwise. All rights
reserved.
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