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Summary of Initiatives

m macbee
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B Following FY04/2025, the Company will continue to advance our business in FY04/2026, in line with
the mid-term business plan, as well as application of IFRS.

FY04/2025

FY04/2026 Plan

Transition to

New consumer touchpoint

>
Refinement of the Application of IFRS Creation of new consumer
the Prime Market client portfolio touchpoints
Top 20 clients by sales FY04/2026
"“ "“ -Unlisted

JPX

JPX * Listed * Listed 3 B| I I 10N
e Own sales e Own sales
GROWTH PRIME <¥100 billion >¥100 billion

yen

@ Shareholder @ Enhancement of

returns

PR and brand awareness

PR enhancement
NEXT JAPAN
9 b % "
Launch of

§f oimgkax Expansion of
Share B e
regular

. Execution of M&A
- PR services based on

FXohERoy e our own track record

EHZELN TS5 F —EBRHEGINEZES

dividend LR

*MTBP: Mid-term business plan
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FY04/2025 Summary of Initiatives: Attributes of Top 20 Clients D ",',?gggf

B As transactions with large and listed clients increased, the proportion of unlisted clients with less
than 100 billion yen in annual sales declined from 55% to 5%.

FY04/2020 (at the time of IPO) FY04/2023 FY04/2025

| | > > 50/
15% (3 clients) 3(_3% (1 cIieOnt)
— (6 clients)
7 clients 298
( ) 55% (5 clients)
(11 clients) 0 : 15%
55% (11 clients) 50_% Balers
T (10 clients)
(2 clients) 50_/0
wf
Listed group (Net sales less than 100 billion yen) Unlisted group (Net sales less than 100 billion yen)

. Listed group (Net sales of 100 billion yen or more) Unlisted group (Net sales of 100 billion yen or more)
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B By creating new consumer touchpoints, including our own media developed in collaboration with
partners, we aim to “enhance the value we provide to clients” and “improve our gross profit margin.”

FY04/2026 Summary of Initiatives: Creation of New Consumer Touchpoints m

FY2027
New consumer touchpoint

FY2026
New consumer touchpoint

3 Billion yen S Billion yen

Business strategies of mid-term business plan Enhancement measures

Own=
C ] f ical di Increase .- ;
reation of Vertical Media oy Utilization of Development of
— Specializing in specific fields — . . . .
video media emerging media
Creation of Retail Media d“ TikTok (13 / Partners
— Enhancing consumer experience —
own= macbee( ¢,  partners
el (0 YouTube | (PP
Creation of Signage Media GPM "
— Fusion of digital and physical — byMOJA Partners




FY04/2025 Full-Year Financial Highlights @ M>cbee

B Net sales and operating profit both increased by about 30%, both reaching record highs.

Factor of increase Factor of decrease

NEERIy | Medical |15.7 billion yen (YoY +163%)
Full peel financial highlights «  Rapid expansion of investment in advertising to acquire users

Investment| 13.1 billion yen (YoY +26%o)
FY04/2024 FY04/2025 YoY change + Increase in deals with cryptocurrency providers and securities companies

(' Millions of yen )

Human

Net sales talent 4.9 billion yen (YoY +24%)

39.405 51.675 +31% «  Expansion of existing business and acquisition of large deal
) ]
Medical | Margin: Low Scale: Up
EBITDA »  Efficiency deprioritized in favor of rapid business expansion
Bricks& . .
4,157 5,241 vortar | Margin: High Scale: Down

Transaction scale-down due to counterparty risk

Operating profit Advertising expenses | 310 million yen
3’670 4’639 * PR activities of Macbee Planet led by PR Cloud Tech

Reversal of allowance —_—
for doubtful accounts 140 m|II|on yen

Continued collection of allowance for doubtful accounts

Operating profit ratio
9.3%

Other expenses

Lowered in proportion to net sales




Analysis of Differences between Forecasts and Results for FY04/2025

m Macbee
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B Net sales were revised upward due to expansion in the medical industry, and OP range was removed

based on expected advertising expenses.
However, a gap emerged in the outlook of the medical industry.

(Millions of yen)

48,000
Net sales
FY04/2025
Initial forecast
500
4 500 Advertising expenses
to
’ +700
0,000 / mommm——
Sales increase
Ope rati ng Reduction of advertising
profit expense

FY04/2025
Initial forecast

53,000

+5,000

Expansion of

medical
industry ]
FY04/2025
Recent forecast
500

&), 4,700
Decrease in
gross profit

margin

FY04/2025
Recent forecast

(1,325)

51,675

Fell short of the
revised forecast

FY04/2025
Result

+33 (94) 4.639

Reduction of
advertising
expenses

FY04/2025
Result



Financial Forecasts for FY04/2026 m n'l?acr?eete

B Taking into account the fluctuation risk in some clients, net sales of 61.0 billion yen and operating
profit of 5.60 billion yen are the forecasts for FY04/2026.

FY2025 FY2026

Results ‘ Forecasts ‘

Net sales forecast assumptions
(Millions of yen)
Existing clients by major industries

Securities companies and cryptocurrency
Investment P | : .
Net sales* 51,675 61,000 Finance providers are expected to continue to grow
= Consumer finance is expected to shrink but

Accounting Standards J-GAAP ‘ IFRS

Consumer Finance

(YoY) +31% +18% credit card is expected to grow
: Assuming flat growth, although there is a
Well Medical A
Operating profit 4,644 5,600 SHNESS eeiea - possibility of an upturn
Decline in Q1 due to reactionary decline, but
H Tal : : : ’
(YoY) +27% - ¥ increase after bottoming out in Q1
Profit attributable to owners ' Increase in various apps.
of parent 2,770 3,760
(YoY) 122% ) New clients  *Inacquisition area
FY2025 | FY2026
Y
Profit per share** 195.85yen  270.99 yen Large & (ven) Results Targets
growth poterlltial 30 million or more 1 | 5
Dividend per share 36.00 yen 55.00 yen 10 million or more 4 | 16

*[FRS: Revenue **IFRS: Basic profit per share



Breakdown of Main Changes in Operating Profit Forecast for FY04/2026 () Macbee

B Operating profit is expected to continue rising due to business growth, which offset the increase in

personnel/recruitment and advertising expenses.
B Operating profit will be positively impacted by the application of IFRS.

(Billions of yen)

+1.67
(0.72) 5.05
0.24 :
" ( ) (0.14) (0.15)

FY2025 Profit increase Personnel/ Advertising Reversal** Others FY2026
OP due to recruitment expense in FY2025 OP forecast
sales growth expenses* (J-GAAP/

Estimate)

*Including transfer of R&D expenses **Reversal of allowance for doubtful accounts

Planet

+0.55 5 L 60

Difference FY2026
(Mainly OP forecast
amortization) (IFRS)

10



m Mmacbee
Planet

Business Progress




Business Growth m Macbee
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B After being listed on the stock exchange, the Company achieved overwhelming growth in net sales
and OP through performance-based fee marketing.

(Millions of yen)

- Net sales

51,675

Operating profit CAGR CAGR

+52% +65%0

2020—2025 2020—2025

Net sales Operating profit 39,405
19,589
14,425
9,779
6,466 4, 639
2162 3,670
FY04/2020 FY04/2021 FY04/2022 FY04/2023 FY04/2024 FY04/2025

12



Background of Business Growth () nll?acr?eete

B High retention rate due to improved marketing efficiency from data accumulation.
B Enhanced unit price due to increased market share within clients and cross-selling.

High retention rate Unit price enhancement

Long-term retention rate of top clients*

A
Unit
Price
Cross-selling
8 8 /O Data accumulation
Expansion of share within clients’
advertising budgets
A stable performance-generating foundation
High cost-effectiveness ( LTv>Cost of advertisement ) established in the first year
) Creation of Provision of
Data accumulation . . >
and analysis new customer ancillary services _
touchpoints such as PR Time

*Retention rate at the end of April 2025 among the top 20 clients for each fiscal year after being listed (FY 2020 to FY2025)



Progress of the Mid-term Business Plan
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Planet

B In FY04/2025, the Company achieved sales growth exceeding our initial plan.
B Since OP was within the range of the plan despite the sales growth, we need to improve OPM.
We will work to enhance profitability by creating new customer touchpoints.

Numerical targets (Billions of yen)

B Netsales

Business strategies

Shift to next-gen internet ad model

Limited progress in FY04/2025 due to focus on the
refinement of the client portfolio.

61.0
«  Plan to focus in FY04/2026. 51.6
48.0
: - 394
Integration of PR and acquisition 45 1o 75

2 » Conducted cross-selling of PR services in FY04/2025. 5.0 4.63

« Aim to expand sales in FY04/2026 based on the track 367 ' 5.60

record of the Company’s PR.

Disruptive growth through stepping up M&A

3 « Continued M&A in FY04/2025, and acquired MOJA.

* Seek M&A opportunities of several billion yen in Fy2026. FY04/2024  FY04/2025 | FY04/2025 | FY04/2026  FY04/2027
(Initial forecast (Forecast) (Plan)

70.0

Operating profit

14

* Assumptions for FY 2027 targets: 1.Based on J-GAAP, 2. Before deduction of advertising expenses, 3.Excludes large-scale M&A. IFRS figures used in FY04/2026 forecasts only.



M&A Track Record
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B Significant growth through M&A of companies with a high potential for synergy.
B Plan to continue M&A of companies that enhance the corporate value.

N 202 I 2023 I 2024 )

a, (ne

Acquired group of engineers.
Improved GPM by utilizing Al.

20.8%

16.3%

-]

FY04/2021 FY04/2023

* Merged into MAVEL In 2023. FY2023 figures are used to exclude the impact

of gross profit margin fluctuations resulting from M&A of Net Marketing.

N NET
/M MARKETING
CO. LTD.

Acquired client base and marketing
human resources.
Net sales doubled in 2 years.

More than
23.5 billion yen

11.7billion
yen

FY06/2022

FY04/2025

*After joining the group, Net Marketing changed its
accounting standard and changed its name to All Ads.

rr Cloud Tech

Acquired PR function. Increased attention
from TV and Toyo Keizai through
measures featuring the Company.

NEXT JAPAN

G -
Bm=EfeE
| JB L 565505, L
BOPERNETIRRALY - CAORCHIMNALSORBE. BECUUTENT D FFaA oU-,
L HUE. BROI SMNIRELBRNTULC,

EARENBY—r7 IBBE
TIOINEEDN
BB 75— SRR BES:

15


https://macbee-planet.com/news/detail/2136/
https://macbee-planet.com/news/detail/2091/

Quarterly Financial Results D Mmacbee

Planet

(Units : ¥Mn) FY04/2024 FY04/2025
Q3
Net sales 9,169 9,945 9,927 10,362 11,560 13,290 13,530 13,293
(YoY) +102.8% +128% +90% +88% +26.1% +33.6% +36.3% +28.3%
Gross profit 1,950 1,835 1,946 2,220 2,248 2,289 2,416 2,282
(YoY) +113.0% +105.4% +65.8% +104.9% +15.3% +24.7% +24.2% +2.8%
(GPM) 21.3% 18.5% 19.6% 21.4% 19.4% 17.2% 17.9% 17.2%
SG&A expenses 951 835 757 1,739 1,072 999 1,252 1,272
Personnel 312 307 330 363 390 421 448 422
Advertising 2 1 2 37 26 8 126 156
Recriting, 41 23 17 31 26 16 27 47
education

R&D 18 32 36 79 41 31 68 127
Others 575 469 370 1,226 588 521 580 518
OP 999 1,000 1,189 481 1,175 1,289 1,164 1,009
(YoY) +122.3% +111.9% +103.6% (26.7)% +17.6% +28.9% (2.1)% +109.6%
(OPM) 10.9% 10.1% 12.0% 4.6% 10.2% 9.7% 8.6% 7.6%

16
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B There were fluctuations due to non-recurring factors such as taxation on trust-type stock options and
loans to a client. However, expenses arising from ordinary business remains stable in line with
business growth.

Quarterly Financial Results: Factors affecting Other Expenses

Stable in line with business growth.

Adjusted
e 468 469 477 486 588 587 603 574
igures
Accountin
; : 575 469 370 1,226 588 521 580 518
figures
Impact of trust-type SO tax Impact of loans to a client
Treatment changed from capital gains to In Q4 FY04/2024, a full provision for doubtful accounts was recorded.
employment income. Therefore, provision for Since then, we have been steadily collecting the amount
doubtful accounts was recorded in Q1, which was (No loans to other companies at present).

reversed in Q3 after collection.

o lﬁiﬁ

Commissions, amortization of goodwill, system usage fees, office rent included.

»

FY04/2024  FY04/2024  FY04/2024  FY04/2024  FY04/2025  FY04/2025  FY04/2025  FY04/2025
Ql Q2 Q3 Q4 Ql Q2 Q3 Q4

17



Sales Composition Ratio by Industry

(Units : ¥Mn)

Net Sales

Finance

Consumer Finance

Investment

Other (Finance)

Wellness

Bricks & Mortar

Medical

EC

Human Talent

Other

Q1

Net sales

9,169

3,759

1,350

2,217

191

3,539

1,825

1,395

318

873

997

Share

41%

15%

24%

2%

39%

20%

15%

4%

10%

11%

Q2

Net sales

9,945

4,752

1,866

2,399

486

3,232

1,472

1,537

222

897

1,071

Share

Q3

FY04/2024
Net sales
- 9,927
48% 4,752
19% 1,260
24% 2,776
5% 715
33% 3,258
15% 1,621
15% 1,403
2% 232
9% 1,025
11% 892

Share

48%

13%

28%

7%

33%

16%

14%

2%

10%

9%

Q4

Net sales

10,362

5,409

1,262

3,063

1,083

2,511

663

1,645

203

1,221

1,219

Share

52%

12%

29%

10%

24%

6%

16%

2%

12%

12%

Q1

Net sales

11,560

5,161

1,276

3,016

867

4,352

758

3,393

200

1,003

1,043

Share

45%

11%

26%

8%

38%

7%

29%

2%

9%

9%

Q2

Net sales

13,290

5,630

1,606

3,149

873

5,015

376

4,426

212

998

1,646

Q3

FY04/2025
Share  Net sales
- 13,530
42% 5,272
12% 1,332
24% 3,373
7% 565
38% 5,017
3% 302
33% 4,384
2% 330
8% 1,299
12% 1,941

()

Share

39%

10%

25%

4%

37%

2%

32%

2%

10%

14%

Planet
Q4
Net sales  Share

13,293 100%
5,546 42%
1,424 11%
3,640 27%
481 4%
4,073 31%
386 3%
3,558 27%
129 1%
1,674 13%
1,998 15%

Mmacbee

18



Productivity

@&® Top 20 Clients

100

Annual sales of top 20 clients

(index)

710

523

315

167

241

+610%

m macbee

Gross profit per consultant
(Millions of yen)

37 94

I

Planet

30
68 T

47
34

Number of consultants

84

34 34 39 47

+215%

107

FY?2020 FY?2021 FY2022 FY2023 FY?2024 FY2025 FY2020 FY2021 FY2022 FY2023 FY2024 FY2025
Top 20
Number of
Annual 100 167 241 315 523 710 consultants 34 34 39 47 84 107
sales
Top 20 Around Around Around Around Around Around Gross profit per
share 70% 80% 80% 70% 70% 70% 34 47 68 87 94 80

*Annual sales of top 20 clients as of FY04/2020 are indexed and set at 100.
New clients are excluded, as some cases in group companies do not generate recurring revenue.

* From FY2024 onward, figures are aggregated based on LTV Marketing business indicators
(the number of consultants and gross profit).

19



Shareholder Return

m Macbee
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Dividend per share Repurchase of treasury shares

Annual
dividend

14 yen

Commemorative*
14 yen
Result

FY04/2024

Annual
dividend

36 yen

Year-end
18 yen
(Planned)

Interim

18 yen
(Result)

FY04/2025

Annual
dividend

53 yen

Year-end
55 yen
(Forecast)

Interim

0 yen
FY04/2026

FY2025

FY2026

Repurchase of

1.62 billion yen

Will be used for compensation for
executives and employees and for M&A

Taking into account the level of treasury shares
held, amount of cash and deposits and other, we
will consider taking appropriate actions if the
share price remains at a level deemed undervalued.
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Company Profile
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Company overview

Company name
Established

Capital

Business description

Head office address

No. of employees

Macbee Planet, Inc. (7095) (URL:https://macbee-planet.com/ir/en/)

August 25, 2015

¥2,635mn (as of end of April 2025)
Performance-based fee marketing
3-11-11 Shibuya, Shibuya-ku, Tokyo

182 (as of end of April 2025)

Aug 2015
Mar 2020
Aug 2021
Mar 2023
Nov 2023
May 2024
July 2024

May 2025

Established Macbee Planet

Listed on Mothers section (current Growth section) of the Tokyo Stock Exchange
Made Alpha a wholly-owned subsidiary

Made Net Marketing (current All Ads) a wholly-owned subsidiary

Macbee Planet became holding company (with MAVEL the operating company)
Made PR Cloud Tech a wholly-owned subsidiary

Listed on the Tokyo Stock Exchange Prime Market

Made MOJA a wholly-owned subsidiary

22
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o Becoming the Dominant Market Leader u
@

Change all marketing into

performance-based fee

/

23



Business Overview

m macbee

Planet

B \We provide performance-based fee marketing that minimizes client risk through a combination of

Data, Technologies and Consulting.

Data accumulated
since the establishment of the x
Company

Technologies for integrated
data utilization

Consulting

x with a focus on ROI

Mmacbee
Planet

Marketing strategy planning

b 4
b 4

Provided under
performance-based fee

model

) ()|

Clients

:

%_@_ 1

24



Outlook for the Performance-Based Fee Market (n nll?acr?eete

B Currently, fixed-fees and commissions are major.
B Moving to performance-based fee era which is low-risk for clients.

2020 2030 2050

Fixed-fee/ Growth phase for The era of
commission-based era performance-based fee performance-based fee

Expansion of performance-based fee
3 trillion yen

v

Total advertising
expenses in Japan:
7.3 trillion yen

Performance-based AU
fee market 900 billion yen
Approx.
300 billion yen
2023 2030 2050

Macbee Planet 51.6 billion yen* 140 billion yen 600 billion yen

net sales (Approx. 15% share) (If the share is 15%) (If the share is 20%)

*FY04/2025 Sales
Source: The 2023 data is calculated by our company based on Dentsu’s “Advertising Expenditures in Japan”. 2 5

Figures of the performance-based fee market for 2030 onwards are based on the Company's estimates.



Reasons for Performance-Based Market Growth (1)

Challenges in the internet ad industry

Nearly 40% of digital ad budgets are wasted on the wrong
audience, leaving ample scope for ROl improvement

""""'6&)
000000000 YO0
:::::::::ﬁ%ﬂ%
000000000

000000000

000000000 3%
000000060 (delivered to the
. . . . . . . ‘ . wrong audience)

Source: Nielsen Digital Ad Ratings, U.S. Benchmarks
Report — Q2 2019-Q1 2020

m Macbee
Planet

B Digital advertising budgets have been squandered on targets that will never become customers.
“Performance-based fee” era will eliminate these wastes.

Trends toward reducing waste
as much as possible will

lead to an era of

“Performance-
based fee”



Reasons for Performance-Based Market Growth (2) D nll?acr?eete
B “Performance-based fee” is rapidly expanding in the marketing service industry.

“Performance-based fee model” Many marketing services turning to

performance-based fee model

with low risks and high efficiency

Ad Ad Find Consider Contract Service

placed clicks out usage

v v v v v v .. Macbe .
» Affiliate P?acnete Programmatic

Advertiser’s risk =
sales/profit contribution unclear,

Commissio optimization difficult We will turn
- Results PR more services to Rewarded
performance-based fee
our risk = model as the market leader
We ensure optimization \/ \/
Performanc
e-based Digital
Results  Results communication Influencer

Direct contribution
to sales & profits
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Actions for Improving
Cost of Capital and Share Prices




Actions for Improving Cost of Capital and Share Prices m macbee

Planet

B Although capital efficiency remains high, it has shown a declining trend.
Working to enhance ROE and maintain a high level of capital efficiency.

Analysis of Current Status Efforts to improve ROE

* Both ROE and PBR are significantly higher than the
average of the Prime Market.

* Recognize the decline in capital efficiency as an issue.

ROE PBR

a@=)\acbee Planet Prime average Macbee Planet Prime average

10.8
33.1%

29.0% 29.0%
25.3% 260.2% 79
: 6.6

7.8% 7.7% 7.2%

4.9
3.5

5.2% 5.9% 1.2 1.2 1.2 1.4 1.2

FY2021  FY2022 FY2023 FY2024 Fy2025  FY2021 FY2022  FY2023  FY2024 FY2025

Improvement of profit margin

Efficient management of business.
Provide high-margin services.

Strengthen shareholder returns

While placing the highest priority on investment for
growth,also introduced dividend to expand the
investor base (Dividend payout ratio of 20% during
FY04/2025 to FY04/2027)

M&A using debt

Utilize borrowings when cash needs exceed the
surplus cash (Capital increase in FY04/2023 created
a borrowing capacity of over 10 billion yen)

PBR will also improve through
ROE improvement by our business
operations
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B Actively participated in briefing sessions for individuals and held many meetings with institutional
investors. Strengthened both materials and communications to better address investor needs.

Briefing sessions IR meetings (Mainly by Executive Officer in charge of IR/employee in charge of IR)
(Mainly by the President) *Including small meetings and others.

For institutional Number of people interviewed Attributes Investor base
FY2 0 2 5 investors times (Total number excluding individuals) ( Excluding individuals ) ( Excluding individuals )

= [nvestors 32 10
‘ = Japan
For individual 8 fﬁiﬁ;ﬁﬁ o
investors times people " Others Overseas 188
291

Financial status and continuity of the top clients Disclose attributes of top 20 clients

Promotion of Dialogue with Shareholders and Disclosure

*  Business growth potential

: Clients _ Specific clients and conducted measures Exampltelsl oflc.asctas ;lolatlhav(; -beten flpgroved by
Contents (outlooks and attributes) cichientsidisclosCIIntaxiians
Reasons for the decline in gross profit margin

and the background for the planned recovery Disclose reasons and outlooks

J PR measures

*  Profitability

Control of consensus (too high) Strengthen dialogue with analysts
*  Share price (undervalued)
Easier understanding of the business Prepare materials for initial investors
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m Mmacbee

Business Strategies for the Mid-Term Business Plan Planet

B Break through marketing norms through three business strategies.

: ) Shareholder
Business strategies Targets )
return polic

1 Shift to next-gen internet ad model
(Transition to performance-based model) Dividends

Integration of PR and acquisition Net sales &

(Transition/expansion to operating
performance-based model) profit

3 Disruptive growth through Share buybacks

stepping up M&A

*For Details of the business strategies, please refer to “Medium-Term Business Plan (FY04/2025 to FY04/2027)” 32



https://macbee-planet.com/ir/en/upload_file/m005-m005_08/ENMediumTermPlanFY2025toFY2027.pdf

Numerical Targets

m Macbee
Planet

B Target ¥70 billion in net sales and ¥7.5 billion in operating profit for FY04/2027.

Fy04/2027 + 10.06n

Unit : ¥Billion
Growth rate
78
39.4 '
19.5
14.4
6.4 2o

2020 2021 2022 2023 2024 2027

FY04/2027 * 1 «Sbn

Unit : ¥Billion
Growth rate
104,
3.6 '
2.1
1.2
0.7
0.3
2020 2021 2022 2023 2024 : 2027
*Note: The operating profit for FY04/2027 is 33

before the deduction of advertising expenses.



1-a. Shift to Next-Gen Internet Ad Model (Variable Media Fee Unit Price) m n;?acr?eete

B Aim to introduce a variable reward based on estimated LTV of end-users. Realize shift from
commission model via enhancement of performance model.

o~
GAME

CHANGE

Macbee Planet’s ambition

Incentives to acquire
high-LTV users

over  Easy acquisition » Efficient

Now

Incentives to acquire @
high-LTV users

Low-LTV High-LTV
Reward to media users users Reward to media

Fixed reward to media [ @ o m Variable rewardslto

w PS regardless of estimated media based on
LTYV of each user estimated LTV or each
user

¥10,000
[ ]

34



1-b. Shift to Next-Gen Internet Ad Model (Creation of Large-Scale Media) m n;?acr?eete

B Create large-scale media that improves consumer experiences and advertising efficiency through
alliances with other companies.

Creation of Vertical Media Creation of Retail Media Creation of Signage Media

— Specializing in specific fields — — Enhancing customer experience — — Fusion of digital and physical —

Site planning/design/ Planning/design/ Planning/design/
strategic development strategic development strategic development

Media development for

the existing customer market Provision of reward systems Potential market analysis
Expansion of genres Maximizing the customer Deployment of
in emerging markets experience for existing members signage-based PR media

Create MUltiple media
with annual sales of DIIIIONS yen

35



2. Integration of Acquisition and PR

m macbee

Planet

B Work on shift of awareness domain to a performance-based fee model through PR. In future, we aim
fuse it with acquisition domain and visualize and optimize clients' cost-effectiveness.

Effectiveness measurement
in the awareness domain

Optimization through
the fusion of awareness and

Expansion of performance-based PR
services

Rapidly expand performance-based PR
services through our network

D\E

Information program
News website and documentary

Offer under

performance-based fee model

Existing clients

lllI
=

New clients

=

Conduct effectiveness measurement of

PR strategies in relation to sales (=

acquisition)

Pz

PR
strategy@®

PR
strategy (@

PR
strategy®

acquisition domains
Visualize the contribution and

synergy of each initiative from
awareness to acquisition

PR strategy@ PR strategy@

~

Comprehensive analysis of
each initiative

Acquisition strate& @sition strategy
) @

36



3. Stepping Up M&A mrg?acr?eete

B Prioritize investment that deepens and expands performance-based model. Investments for customer
development and strengthening business relations are also being implemented.

Planned investment:
Annually up to ¥1 billion

Over ¥10 billion is planned to be invested during the period

Expansion into upstream and downstream of the acquisition

ey . . e value chain
M&A in existing areas [ . . ] [ . ]
Consulting companies Internet ad agencies
Investment amount estimate: [ Ad distribut i ] [ Ad technol ]
¥1 billion to over ¥10 billion istribution media technology
- ’5‘ Expansion of pay-for-performance service lineup C d 1 /
2 & M&A to strengthen the position in — _ _ _ _ ustomer development
g 2 [ Social media marketing compames] [ Influencer marketing companies ] Strengthening business
2.5 . .
. . Production companies .
Q g [ EC promotion support companles] [ (writing, images, videos, etc.) ] relations
=3 5 C
Investment/M&A Offering LTV marketing to existing users
in untapped areas [ Marketing automation tools ] [ CRM tools ]
Investment amount estimate: o o ] [ ] ] ]
up to ¥1 billion [ Digital communication tools Recruitment companies
Low
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Disclaimer m nll?gr?eete

This document contains forward-looking statements based on information available to the Company at the time
it was prepared and involves risks and uncertainties. As such, these statements do not guarantee future business
results or outcomes.

Actual results may differ materially from the forward-looking statements in this document due to changes in
the business environment or other factors.

The above risks and uncertainties include, but are not limited to, factors such as economic conditions in Japan
and overseas, and trends in the industries in which the Company operates.

The Company shall assume no obligation to update or revise any forward-looking statements contained in this
document, even if new information or events occur in the future. The information contained herein, other than
about the Company, is quoted from publicly available information, and the Company does not guarantee the
accuracy or appropriateness of such information.

The document has been translated from the Japanese original for reference purposes only.
In the event of any discrepancy between this translated document and the Japanese original, the original shall
prevail.

Contact Information: Macbee Planet, Inc. IR Group (MAIL:IR@macbee.co.jp)
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