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01 | Executive Summary



Executive Summary

FY2025
Performance

FY2026 Plan

New
Medium-Term

Management Plan
(FY2026-FY2030)

Allitems outperformed upwardly revised forecasts!

Net salesJPY13.4bn (+0.9% compared to revised forecast) Operating profitJPY2.61bn(+4.5%)
Profit attributable to owners of parentJPY1.83bn(+3.5%)

+Net increase in the number of leased parking spaces6,391(new record high) = Projected net increase in FY2026: more than 8,000

-Steady business growth centered on subleasing services. Subleasing services ARR exceeded JPY13.6bn (QoQ +7.0%)

Financial
results forecast
(YoY)

Net sales JPY17.0bn (+26.1%) Operating profit JPY3.15bn (+20.5%)
Profit attributable to owners of parent JPY2.20bn (+20.1%) DPS (full year, post-split) 126 yen (+20yen)

= Thetemporary slowdown in growth rate is due to the increased sales force and the accelerated number of new orders to achieve the mid-term plan.

Accelerating growth in both the number of leased spaces and leasing units per person (productivity improvement),
centered on the parking lot subleasing services

= Doubling per-employee productivity through full-scale utilization of Al (Project SYNAPSE). Advancing the optimization of personnel
allocation to achieve efficient acquisition of leased spaces and further improvement of the operating profit margin.

FY2030 Plan

Net sales
Operating profit
Operating profit margin

JPY50.0bn (cAGRFY25-30:30.0%)
JPY12.5bn (cAGRFY25-30: 36.8%)
25%

Number of leased spaces 120,000

ROE

maintaining 40%

The following will be our policy
for shareholder return policy (FY2026~)

*Basic policy is to aim for improvement of TSR*
#Total Shareholder Return — the combined return to shareholders through share price
appreciation and dividends.

-DOE"maintaining 20% or higher (with progressive dividends)
#Dividend on Equity
*The purchase of treasury shares will be carried out flexibly
at appropriate times, taking into account capital policies and
other factors



Looking back on the previous Medium-Term Management Plan
(FY2022-FY2025)(Comparison of plan vs performance)

e With the recurring revenue model mainly based on parking lot subleasing services
ending September 30, 2025 = Outperformed medium-term targets in all fiscal years

Target indicators for fiscal year

Net Sales JPY12.5bn

Operating Profit JPY2.5bn Performance
13,479

(Millions of yen)

Operating
Planned

12,000 Overating Profit Performance 12,500 ff ProfitMarein 3,500
perating Profi
i 10,541
- Net Sales
9,600 Performance Pl 2,800
Performance
7,200 2,100
6,417
Operatin
Pro':itMarégin ROE
13.70/0 39.50/0
4,800 1,400
Performance
878
2,400 700
0 0

FY2022/9 FY2023/9 FY2024/9 FY2025/9
(Performance) (Planned&Performance) (Planned&Performance) (Planned&Performance)



Looking back on the previous Medium-Term Management Plan
(FY2022-FY2025)(Comparison of plan vs performance)

e The Company achieved approximately 5,000 more leased parking lots than the initial target of 30,000 set in the
medium-term management plan.
= Steady accumulation of leased parking lots supporting sustained medium- to long-term growth.

Trend in number of leased spaces
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Positioning and main points for FY2026

® To achieve the mid-term plan, we will increase the number of sales personnel and accelerate the pace of increase in the number of new contracts.
= We will steadily increase the quantity while also working to improve the quality
= Maximize business growth through both quantity and quality, and anticipate a jump to the next growth curve

Mid-term growth image Employee Growth Rate & Operating Profit per Employee (Image)
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X +Focus on accelerating growth of parking lot subleasing business ) -Strengthening leasing sales staff based on portfolio size
FY2026 Accelerating o ) . - Investment items , i
. . -We will begin using Al in stages, expecting to see improved efficiency +Plans to acquire the largest number of parking spaces ever
Key Points organic growth ) ) o i ) for growth
in leasing operations in the latter half of the implementation -Costs for expanding offices due to expansion of business



New Medium-Term Management Plan (FY2026-FY2030)

T TN I ¢ Aim to maintain an ROE level of around 40%
ending September 30, 2030 over the medium to long term

Net Sales JPY50.0bn
Operating Profit JPY12.5bn

50,000

(Millions of yen)

12,500

CAGR* 38,000
B vetseles (Net Sales:30%. Operating{Profit:37%)
- Operating Profit ﬂ

29,000

Operating ROE

Profit Margin 400/0
250/0 or higher

9,000

22,000 6,500

4,500

FY2025/9 FY2026/9 FY2027/9 FY2028/9 FY2029/9
(Performance) (Planned) (Planned) (Planned)

FY2030/9

(Planned) (Planned)
* CAGR: Compound Annual Growth Rate. Calculated as the average annual growth rate from the fiscal year ended September 30, 2025 (actual) to the fiscal year ending September 30, 2030 (planned)



New Medium-Term Management Plan (FY2026-FY2030)

® Aim to secure over 120,000 leased parking lots by FY2030

(Number of spaces)

120,000

. Trend in number of leased spaces

35,381
28,990
22,182
] I I I
\J I

FY2022/9 FY2023/9 FY2024/9 FY2025/9 FY2026/9 FY2027/9 FY2028/9 FY2029/9 FY2030/9
(Performance) (Performance) (Performance) (Performance) (Planned) (Planned) (Planned) (Planned) (Planned)
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Key points in financial results for the of FY2025

Idle Asset Utilization business

eThe number of leased spaces grew (exceeding 35,000), focusing on
condominium complexes and office buildings (mandatory attached
parking facilities)

The number of spaces subleased to end-users was 32,883 (QoQ
+1,755), with the occupancy rate remaining high (92.9%) (QoQA0.1pt)

eMultiple orders received for contracted system development projects
based on individual customization requests for Smart Space
Reservation contributed to an increase in other service-related sales.
= Already received multiple project orders for FY26

®As a result of the capital increase, the Company is expected to be
subject to size-based business taxation, resulting in an increase in
taxes levied (mainly a value-added tax, etc.).
At the same time, the tax rate on income has decreased, leading to a
reduction in the effective tax burden rate (YoY A1.1pt)

Visualization business

eSteady growth in CG perspective-related sales (YoY +9.6%) supported
by the economic recovery of display companies that are sources of
orders for graphic data production.

eThe number of installation contracts for generative Al-based
rendering service "MyRenderer" has steadily increased. (YoY+
20Millions of yen)

eDelivered multiple VR projects in 4Q, contributing to full-year
profitability

N

The expansion of recurring-revenue sales centered
on subleasing services is becoming even more clear

(The introduction service is expected to continue todecline as a percentage),

Other services are also expected to contribute further
to revenuein 4Q.

N

Increased sales from CG rendering services
and profit growth driven by the delivery of
VR projects in 4Q, resulting in full-year profitability.
= Multiple VR projects already secured for FY26 1Q



Performance overview of the of FY2025

e Net sales increased steadily, centered on an increase in spaces subleased to end-users, particularly for subleasing services
(YoY+27.9%)

®|n 3Q, the SG&A ratio temporarily increased due to recruiting costs and retroactive recognition of taxes and public dues.
However, as SG&A expenses returned to a normal level in 4Q, the full-year operating profit margin improved by +2.0pt YoY.
(Millions of yen)

Achievement
Rate Against

FY2025/9 FY2025/9

ltem FY2024/9_4Q FY2025/9_4Q Initial Revised the Revised

forecast forecast Forecast

Net Sales 10,541 13,479 +27.9% 12,500 13,360 100.9%

Gross profit 4,416 5,697 +29.0% - 5 _
Operating Profit 1,828 2,613 +43.0% 2,500 2,500 104.5%
Operating Profit Margin 17.3% 19.4% +2.1pt 20.0% 18.7% -
Ordinary profit 1,827 2,607 +42.7% 2,490 2,490 104.7%

Profit attributable to
owners of parent

1,288 1,831 +42.2% 1,619 1,770 103.5%

*The gross profit forecast (consolidated) for the fiscal year ended September 30, 2025 is not disclosed and is indicated with "-"



KPI trends (Parking lot subleasing services)

e Achieved a net increase in the number of leased spaces of 1,925 in 4Q, achieved a net increase in spaces subleased
to end-users of over 1,750 in 4Q, and the occupancy rate at the end 0f4Q remained high at 92.9%
= The pace of net growth in leased parking lots is expected to further accelerate in FY2026.

e Subleasing revenue expected to continue strong growth,
driven by increase in leased parking lots.

W Trend in number of leased spaces
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Sales trends (Parking lot subleasing services)

® Subleasing services sales are increasing steadily through YoY +28.6%
the accumulation of leasing units (recurring-revenue model) Q0Q + 8.3% 3,386
. 0 ’

- 3,127I

(Millions of yen) 2,977
3,000 2,801

. Parking lot subleasing services (Sales results by quarter) 2632

2,462
2,500 2,342
2,195
2,070
1,948
2,000 1,826
1,685
1,570
1,462
1,500 R
1,262
1,173
1047 1104

959
1,000
500

| | | | ' '

0 FY2021/9 FY2022/9 FY2023/9 FY2024/9 FY2025/9
1 2 30  4Q I 2 3¢ 4Q 1Q 2@ 3Q 4Q I 2 3@ 4Q I 2 3¢ 4Q

* Parking lot subleasing services sales include rental income, contract handling commissions, etc. in subleasing contracts



ARR trends (Parking lot subleasing services)

® As of the end of 4Q, the company has secured recurring revenue of approximately JPY13.6bn YoY +25.1%
from subleasing services(FY26-1Q, the Company will start accumulating on sales ﬁ
recurring revenue of approximately JPY13.6bn.) QoQ + 7.0%

e The number of spaces subleased to end-users increased by over 1,700 during the quarter,
resulting in a large QoQ increase as well= ARR is expected to continue to accumulate steadily

12,791 I
- 12,468
(Millions of yen)
12,000 11,507
10,941
0000 9,830 10,002
1
’ 9,022
8,592
7,998
8.000 7,691
6,921
6,535
5804 983
6,000 5,179
4,554 4,830
4341
3,895
4,000
2,000

FY2021/9 FY2022/9 FY2023/9 FY2024/9 FY2025/9
1Q 2Q 3Q 4Q 1Q 2Q 3Q 4Q 1Q 2Q 3Q 4Q 1Q 2Q 3Q 4Q 1Q 2Q 3Q 4Q
ARR: Annual Recurring Revenue.Calculated by multiplying MRR at the end of each quarter by 12 for conversion to ARR
MRR: Monthly Recurring Revenue.Constituent elements are parking lot subleasing services sales, including monthly rental income

13,685




Trend in parking lot introduction service sales and number of inquiries

® The introduction service is expected to continue to decline as a percentage due to the clarification of business growth
centered on subleasing services(The importance of effects of sales and profit on the introduction service for the AZoom

401,110

Group as a whole is expected to continue to decline)

Parking lot introduction service(salesresults by quarter)

150 | (Millions of yen)
137
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125 125
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110 111 110 110
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100 9y 9%
75

50

25

FY2021/9 FY2022/9 FY2023/9 FY2024/9 FY2025/9

1Q 2Q 3Q 4Q 1Q 20 3Q 4Q 1Q 2Q 3Q 4Q 1Q 2Q 3Q 4Q 1Q 2@ 3Q 4Q

Trend in number of inquiries

297,600
266,713
250,098 247,425
FY2021/9 FY2022/9 FY2023/9 FY2024/9 FY2025/9
4Q 4Q 4Q 4Q 4Q

*Number of parking inquiries received via our monthly parking portal site “CarParking.”



KPI trend (Monthly parking lot rent guarantee service, Teppeki Co., Ltd.)

eThe number of guarantee agreements has been steadily increasing along with the net increase in sublease
contracts and the number of CarParking One installations.

] KPItrends

Number of indemnity agreements

22,670
21,436
20,176
19,189
18,002
17,048
15,823
14,571
13,387
11,772
10,550
9,241
7,536
4,880
2,555

598

_
FY2022/9 20 3Q 4Q FY2023/9 20 3Q 4Q FY2024/9 20 30 4Q FY2025/9 2Q 3Q 4Q

1Q 1Q 1Q 1Q



Trends in QoQ net sales / operating profit margin

e Despite quarterly profit margin fluctuations, net sales are steadily increasing and operating profit margin is also trending upward,
centered on the expansion of recurring revenue income, particularly in subleasing services Quarterly net sales growth and
improvement of profit margin are expected to continue

®In FY2025 3Q, the SG&A ratio temporarily increased due to recruiting costs and retroactive recognition of taxes and public dues.

e Commission revenue and other service-related revenue also contributed, resulting in a significant increase in operating profit in FY2025 4Q.

(Millions of yen) 3,713
m 24.2%
. . 3,325
B Netsales (company-wide basis)
— . . . 2,993 .
W= Operating Profit Margin 2 974 X0
O
2,531 2649 19 7%,
3 2,387 %1%
0,
15.5% D2k, 16} 8%
\ 14. 9 %, 014 15%7% 16 0%
1638 1,758 1843 5419 '
l
12. 5% 1 436 13'-7%
1,296 1
,350 21"‘0 .
1 ,220
l? llv%
0,
a7 I 7.9%
FY2021/9 FY2022/9 FY2023/9 FY2024/9 FY2025/9

1Q 2Q 3Q 4Q 1Q 2Q 3Q 4Q 1Q 2Q 3Q 4Q 1Q 2Q 3Q 4Q 1Q 2Q 3Q 4Q



Performance overview of FY2025 by segment

(Millions of yen)

Idle Asset Utilization business

Parking lot subleasing services sales in particular are steadily expanding, as this is a recurring-revenue business,

a further increase is expected
13,236 (YoY+28.0%)

Net sales
Segment profit 2,594 (YoY+41.5%)

Visualization business

ncreased sales from CG rendering services and profit growth driven by the delivery of VR projects in 4Q,

resulting in full-year profitability.
247 (YoY+16.0%)

Net sales
Segment profit : 20 (YoY+20)



Factors affecting operating profit in the of FY2025 (YoY)

e Clear profit growth due to expansion of subleasing services (rental income)
® I[n connection with the capital increase, the Company became subject to size-based business taxation, resulting in an increase in
taxes levied (mainly a capital-based tax and value-added tax), which have been retroactively recognized for the first three

quarters.
® Multiple deliveries of contracted system development projects based on individual customization requests for Smart Space
Reservation contributed to an increase in gross profit in other services.

(Millions of yen)

A 1,590
+401 +_160 ’

+2,150 -

A325
AN13 A4l A30 AB0 +133 2,613
I
1,828

| | | | | | | | | | |
FY2024/9_4Q Rental Commission Other Rents paid to Office rents/ Advertising/  Depreciation Expensesoverall  Size-based Impact on profit FY2025/9_4Q
(12months) income income services-related parking lot personnel-related  outsourcing of Property, and business taxation and lossdueto  (12months)

items owners, etc. expenses expenses Plantand other items (mainly a consolidation of

Equipment and capital-based subsidiaries
Amortization tax and

of Software value-added tax)
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Key points of consolidated financial results forecast for FY2026

Idle Asset Utilization business Visualization business

eThe Company aims to acquire the greatest number ever of
leased spaces and spaces subleased to end-users, through

means including strengthening of our sales system and deeper eDemand for CG rendering expected to further increase, supported

entry into the head office area and existing regional city areas. by recovery in the display industry.

The Compan'y will work to maximize recurring revenue in eThe Company aims to increase the number of installations of

sublease services. . . . e

MyRenderer, a generative Al-based rendering service, anticipating

ePromote Al utilization (Project SYNAPSE) to improve per-capita steady growth in recurring revenue.

productivity in leasing operations. ®The Company will work to reduce production costs and maximize
e|ncrease in system development contracts for “Smart Space profits by also producing CG offshore in Vietnam.

Reservation” based on individual customization needs, and

promotion of DX in parking-related businesses.

Expanded the sales workforce and achieved a record-high number of leased parking lots and
subleasing activities, leading to further accumulation of recurring revenue.
Al utilization is also being promoted to enhance efficiency in subleasing operations.

Net Sales Operating Profit Profit attributable to owners of parent

YoY+ 26 % YoY+21% YoY+20%




Overview of consolidated financial results forecast for FY2026

® Continued revenue growth centered on the subleasing business.
= To further accelerate growth, the Company will increase the pace of both leased parking lot acquisitions and workforce expansion.

® The budget assumes that productivity improvements through Al utilization will start making a full contribution in the latter half of FY2026.

e Dividend forecast: ¥126 per share (+¥20 YoY, FY2025 included commemorative dividend).
= Maintain DOE = 20% and continue progressive dividend policy.

(Millions of yen)

ltem FY2025/9 FY2026/9
Forecast
Net Sales 13,479 17,000 + 3,520 +26.1%
Operating Profit 2,613 3,150 + 536 +20.5%
Operating Profit Margin 19.4% 18.5% /A0.9pt -
Ordinary profit 2,607 3,140 + 532 +20.4%
Profit attributable to
owners of parent 1,831 2,200 + 368 +20.1%
DPS
(Interim + Year-end) 106MH 126F3 +20M )
Earni Sh
s 153.62F 179.27M +25.65M +16.7%

% As of October 1, 2025, the Company implemented a two-for-one stock split of its common shares.
Dividends per share and EPS are shown on a retroactively adjusted basis.



Overview of consolidated financial results forecast for FY2025
[Factors affecting operating profit]

®To accelerate future growth, the Company has proactively increased both leased parking lot acquisitions and sales personnel.

® Relocation costs were also incurred due to office expansions at the head office and regional offices.

+200 42,000
+305 . (Millions of yen)

+2,810

A10 A30 A108 +60 3,150
I
2,613
| | | | | | | | | | |
FY2025/9_4Q Rental Commission Other Rents paid to Personnel and Office rent Advertising/ Depreciation  Expenses overall Impact on profit FY2026/9
(12months) income income services-related parking lot recruitment-  and relocation/ outsourcing of Property, and and loss due to Forecast
items owners, etc. related expansion- expenses Plant and other items consolidation of
expenses related costs Equipment and subsidiaries

Amortization of
Software



Sales trends

e Parking lot subleasing services sales are steadily expanding (Millions of yen)

507000
CAGR 30%

(FY2025—FY2030)

I Parking subleasing service
[ Parking lot introduction service

38,000

other services

29,000

YoY
+26% 22,000

17,000
13,479
10,541
6,417 8,213
3.814 4i74 I I I

FY2020/9 FY2021/9 FY2022/9 FY2023/9 FY2024/9 FY2025/9 FY2026/9 FY2027/9 FY2028/9 FY2029/9 FY2030/9
(Performance) (Performance) (Performance) (Performance) (Performance) (Performance) (forecast) (Planned) (Planned) (Planned) (Planned)

* CAGR: Compound Annual Growth Rate. Calculated as the average annual growth rate from the fiscal year ended September 30, 2025 (actual) to the fiscal year ending September 30, 2030 (planned)



Operating profit trends

® The Company will pursue efficiency in sales activities with the aim of further improvement of operating profit margin

(Millions of yen) 25.0 %)
[ Operating profit 23.7 1%00

Operating profit margin

22.4 9,000

20.5 6,500

194
18.5 4,500
17.3 3 150 CAGR3i7%
) 613 (FY2025—FY2030)
15.5 YoY
1,828 +20.5%
1,282 I
FY2023/9 FY2024/9 FY2025/9 FY2026/9 FY2027/9 FY2028/9 FY2029/9 FY2030/9
(Performance) (Performance) (Performance) (forecast) (Planned) (Planned) (Planned) (Planned)

* CAGR: Compound Annual Growth Rate. Calculated as the average annual growth rate from the fiscal year ended September 30, 2025 (actual) to the fiscal year ending September 30, 2030 (planned)



Trends in financial position and ROE

® Aim to maintain ROE of around 40% over the medium to long term through further profit growth and enhanced
shareholder returns.

(Millions of yen) (%)

. Net assets
. Total assets
== ROE

15.2% 3,036

2,475
1,890 i‘ iiG8

FY2020/9 FY2021/9 FY2022/9 FY2023/9 FY2024/9 FY2025/9 FY2026/9 FY2027/9 FY2028/9 FY2029/9 FY2030/9
(Performance) (Performance) (Performance) (Performance) (Performance) (Performance) (forecast) (Planned) (Planned) (Planned) (Planned)




Shareholder returns

® Maintain a DOE (Dividend on Equity) level of 20% or higher over the medium to long term

e Adopt a progressive dividend policy, aiming for stable and sustainable dividend growth
® Plan to increase the annual dividend by ¥20 in FY2026 to ¥126 per share (including an interim dividend of ¥63)

DPS(yen) DOE (%)
22.2
) ors
DOE 19.0
126 (63)
4.5 50 4.6
5.0 7.5 10.0 12. 5 I
[ —— | I | || | |
FY2021/9 FY2022/9 FY2023/9 FY2024/9 FY2025/9 FY2026/9 FY2027/9 FY2028/9 FY2029/9 FY2030/9

(forecast) (Planned) (Planned) (Planned) (Planned)

% Atwo-for-one stock split of common shares was implemented on December 27,2022, and another on October 1, 2025.
Dividends per share have been retroactively adjusted to reflect these stock splits.
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To our shareholders

We are pleased to announce that AZoom has successfully concluded FY2025 and has started FY2026. We would like to express our
heartfelt gratitude to our shareholders for their continued warm support.

FY2025 was a year in which we completed our transition to the Prime Market of the Tokyo Stock Exchange and further strengthened our
foundation through the three pillars of business, finance, and governance. We continue to diligently refine our founding philosophy:
aiming to create value for society by repurposing vacant parking lots and hidden real estate and idle assets scattered throughout cities.

Our efforts extend beyond simply revitalizing “space” like parking lots and real estate. We transform unused spaces lying dormant in
cities into value with the spirit of “Mottainai,” creating a future where people’s lives and society as a whole circulate more abundantly.
That is the very reason for AZoom’s existence.

Based on the trust and achievements we have built, we are advancing toward new goals for FY2030: the number of leased spaces of
120,000, sales of ¥50.0 billion, and operating profit of ¥12.5 billion. While maintaining an operating profit margin of 25% as our baseline,
we aim to further enhance profitability through operational efficiency and knowledge consolidation enabled by our Al platform,
“SYNAPSE.”

SYNAPSE is not merely a system, it is a “tool for co-creation” that extends the thinking and actions of each employee. We will cultivate
it into an entity that complements human capabilities, elevates the collective intelligence of the entire organization, and supports better
decision-making and value creation.

The next five years mark the beginning of new challenges to further accelerate our organizational growth.

By maximizing the potential of each individual and elevating ourselves together with our colleagues, AZoom will advance to the next
stage.

We sincerely hope our shareholders will warmly support these endeavors.

November 2025
Yoji Sugata, President and Representative Director



Review of the Previous Medium-Term Management Plan (FY2023-FY2025)

® Net Sales and Operating Profit exceeded the plan in all fiscal years(CAGR also above plan).

® Operating profit margin and ROE remained broadly in line with targets.

Operating
Profit Margin,

20.0%

Planned

CAGR
— Operating Performance e
perating t
ElRner Net Sales Profit > Performance Profit 13,479 Perfor- pf’o'?ﬁrﬁﬁ?g’a
mance \ 19.4%
Planned
12,000 ) - Performance 12,500 3,500
- perating Profit
10,541
Net Sales
- Performance
Planned
9,600 Performance 18:6”50 2,613 2,800
8,273
Performance Planned

7200 8,000 Performance 5 100

: 6,417 ,

Performance
4,800 1,400
2,400 700
0 0

FY2022/9 FY2023/9 FY2024/9 FY2025/9
(Performance) (Planned&Performance) (Planned&Performance) (Planned&Performance)



Review of the Previous Medium-Term Management Plan (FY2023-FY2025)

® The Company achieved approximately 5,000 more leased parking lots than the initial target of 30,000 set in the medium-term
management plan.

= Steady accumulation of leased parking lots supporting sustained medium- to long-term growth. Performance
35,381

Trend in number of leased spaces

(Number of spaces)
30,000

28,990

Planned

30,000

+6,391

25,000

22,182

20,000

18,323 +6,208

19000 +4,459

10,000

5,000

FY2022/9 FY2023/9 FY2024/9 FY2025/9
(Performance) (Performance) (Performance) (Planned&Performance)



Future directions (mission, vision, purpose)

Optimize everything Putting idle assets to
in the world with productive use
the spirit of “Mottainai”

*”Mottainai” is a term of Japanese that conveys a sense of regret over waste
and encourages people to “reduce, reuse and recycle.

Enrich the lives of
all stakeholders

The Azoom Group has been committed to monetizing underutilized assets through the subleasing and referral of
vacant monthly parking lots, as well as by promoting the use of vacant spaces such as offices, supporting talent
matching through recruitment services, and creating virtual spaces using 3DCG and VR technologies.

Under the new medium-term management plan, we will advance beyond the previous focus on “expanding effective
utilization” to a new stage of “enhancing speed and productivity” through the use of Al-driven technologies. By
combining human capabilities with technology, we aim to accelerate our growth and take on the challenge of
creating new value that goes beyond simply optimizing underutilized assets.



Future directions [Review and Medium-Term Vision]

Corporate
Philosophy

Business model

Business domains
(Group companies)

Overview of
provided services

Revenue

structure

2 of the medium-term

Time of IPO

the present

Putting idle real estate to productive use

Optimize everything in the world
with the spirit of “Mottainai”

Optimize everything in the world
with the spirit of “Mottainai”

Monthly parking lot platform operation
and subleasing

Vertical SaaS for idle asset utilization

Asset Optimization Platform
(Optimizing All Underutilized Assets)

Vyd

Az X B coworks
o naa ] CGWOrKks
AL"u‘u'u'n'uﬁ DIVERS VIETNAM

Azssi: 4K AP cGworks
AL"P.?M% DIVERS VIETNAM

+a

Monthly parking lot introduction /
Monthly parking lot subleasing

CarParking

CarParking () CarParkingOne

#3935 Parking "f" Tomemiru [G) fAZ+ERFH

CarParking () CarParkingOne

#3935 Parking "f" Tomemiru [G§) AZ+ERFH

YUKANYO

Monthly parking lot subleasing/introduction

Late payment guarantee services specialized for
monthly parking lots

Monthly parking lot management DX system
Vacant space reservation management system

Human resource introduction services and
matching services

3DCG/Open office VR services
etc.

Monthly parking lot subleasing/introduction

Late payment guarantee services specialized for
monthly parking lots

Monthly parking lot management DX system

\ Al-Driven

Vacant space reservation management system

Human resource introduction services and
matching services

3DCG/Open office VR services
etc.

Recurring revenue 80%

Flow-type 20%

Recurring revenue 90% or higher

Flow-type 10% or lower

Recurring revenue 95%

Flow-type 5%




Future direction (achievement of stable, high growth potential)

Increase in spaces subleased to
end-users in existing business
(monthly subleasing)revenue

Utilizing Al « IT to achieve higher
productivity than other
companies and to secure hires

Organizational
aspects

Due to the stability of existing Young people will return knowledge
business, opportunities are increasing e T e latan early
to appoint young people as new L. )
stage to organizations, and will

business managers and to actively

. ; contribute to the discontinuous
provide them with management

experience growth of organizations

Stable cash acquisition

generated from recurring

revenue

Subleasing of vacant parking
spaces from parking lot owners

Business
aspects

The Company will maximize
company profits by making more
disciplined and strict investment
decisions and by thoroughly
eliminating waste

Al-Driven

Acceleration of

company-wide
growth

Investment
aspects

The Company will launch new . A .
X e The Company will achieve high
businesses from within, develop

ROE and long-term enhancement
systems, and secure further

of corporate value
talented human resources

Centered on the Al project “SYNAPSE,” driving operational efficiency, smarter decision-making,
and maximized workforce productivity to achieve stable and strong growth in the core monthly parking lot subleasing business.
= Leveraging the virtuous cycle of accumulated talent, know-how, financial strength, and Al expertise to reinvest in related and
new business domains—accelerating overall growth and enhancing long-term corporate value.



Future directions [Image of business development]

MISSION

Optimize everything in the world with the spirit of “Mottainai”

sse ofidle parking o s NN TSN RN Putting idle assets to productive use

Use of idle spaces

Future new busines
2= fE P4 ‘8

Al-Driven \ —

Monthly parking lot search platform

Image of wrtual space/CG

(Conservation of tlme and resource consumption)

§ ceworks

HIERE W DUSInESSES

J

Monthly parking lot management system
4 N\

—’ . Late payment guarantee services
O CarParkingOne

specialized for monthly parking lots

-

Company vehicle management service Kﬁ—
\ ( )

[clle huaan reseuree meatehing .( Tomemiru

DIVERS }

G

-
&

Wall Asset Optimization Platform




Medium-term growth strategy (Image of business growth)

® Further deepen the parking lot subleasing business to maximize organic growth.
¢ Enhance profit margins through efficient business operations driven by Al and IT, aiming for sustainable
improvement of corporate value over the medium to long term.

Low
03 | Further expansion of business domains
= Expand revenue opportunities across a wider range of underutilized
assets, including new business development and potential M&A.

02 | Acquisition of recurring revenue in related
new domains (Teppeki,Smart Space Reservation,Tomemiru,CPO) i i . .
= Further promotion of DX using Al and IT Vertical Saa$S for idle asset utilization
Recurring revenue

Ayond

| Subleasing services

01| Further recurring revenue expansion
Recurring revenue

in existing domain (parking lot subleasing)

. Al-Driven|
= Increase in the number of leased spaces,
expansion and deeper entry into development areas

High



Medium-term growth strategy

01| Expansion of recurring revenue in existing domain (subleasing)
(Business domains in the parking lot business)

Off-street parking

Registered parking lots

Garage Mandatory attached On-street
parking parking facilities City-planned parking
parking lots
Commercial facilities bli
such asdepartment stores
\/ .
Not for general public use General public use
@ Garages and Exclusive parking (no statistics) Automobile storage facilities [Garage Law]
@ Parking facilities required to be attached Parking facilities required to be attached to large buildings
. . ] o Parking facilities that the
(3.55 million spaces) (including condominiums)

Company mainly handles

[Parking Lot Act, Ordinance, and Large-Scale Retail Store Location Act]

@ Notified parking facilities (1.95 million spaces) Paid parking spaces of 500 m2 or more in urban planning areas [Parking Lot Act]

One of urban facilities under the City Planning Act
@ City planning parking lot (100,000 spaces) Off-street parking lot defined in urban planning [City Planning Act, Parking Lot Act]

@ On-street parking lot (500 spaces) Facilities with a limited number of parking spaces on the surface of the road [Parking Lot Act]

Parking meters, parking tickets, etc. [Road Traffic Act]

*Data for the number of vehicles is as of the end of 2024.
Source: Compiled by the Company based on the Parking System (City Bureau, Ministry of Land, Infrastructure, Transport and Tourism of Japan)



Medium-term growth strategy

01| Expansion of recurring revenue in existing domain (subleasing)
(Trends in parking space / automobile ownership)

® The number of parking spaces in Japan is on the rise, but the number of automobiles owned in Japan remains at over 75

million.(By type, the increase in the number of commercial buildings and condominiums has led to a notable increase in the

number of mandatory attached parking facilities) =Demand is growing to make use of vacant parking spaces

" Number of parking spaces in Japan

[ | City-planned parking lots

[ | Mandatory attached parking facilities

(Thousands of spaces)

6,000

5,000

4,000

3,000

2,000

1,000

5,386 5,438

[ | Registered parking lots

5,518

5,562

5,614

FY2019 FY2020

FY2021

FY2022

FY2023

" Number of automobiles owned in Japan

[ Number of automobiles owned
- Number of parking lots per 10,000 automobiles

(10,000 units)

10,000

8,000

6,000

4,000

2,000

Source: Compiled by the Company based on the 2023 Annual Report on Automobile Parking Facilities

(Urban Transportation Facilities Division, City Bureau, Ministry of Land, Infrastructure, Transport and Tourism of Japan).

694.5 704.8
+

(Number of spaces)
800.0
708.7
|

CAGR for past five years: 0.1%

FY2019 FY2020 FY2021 FY2022

FY2023

600.0

400.0

200.0

Source: Prepared by the Company based on information

from the Automobile Inspection & Registration Information Association



Medium-term growth strategy

01| Expansion of recurring revenue in existing domain (subleasing)
(Growth potential (TAM))

Japan, nationwide: 3,55 million spaces / ARR: JPY1.4n

mwmz 32 million spaces / ARR: JPY897.0bn
Prefecture, Aichi Prefecture, Hokkaido, Fukuoka Prefecture)

Deeper entry

Expansion of business areas

into existing business areas after careful selection of areas

Number of the Company’s leased spaces: 35,000 / oo naa
ARR: JPY13.6bn A‘wnl

Number of the Company’ s leased spaces -

eExpansion of leasing at pace faster than market growth Nationwide share
eMaintenance of high occupancy rate 93% Approximately 1.00/0
.

9% W 87%  87% 92% 92% 91% 92% 9R2%
8% 353381

),

7

Business area share
Approximatelyl ,5%
\

Sources: 2024 Annual Report on Automobile Parking Facilities (Urban Transportation Facilities Division,

City Bureau, Ministry of Land, Infrastructure, Transport and Tourism of Japan); materials disclosed by the Company

* Data overall is as of 2023. Calculation of TAM assumes (the Company’s subleasing services ARR as of the end of fiscal year ended
September 30, 2025 + number of contracted parking facilities at the end of the fiscal year) X total number of parking lots

FY2016 FY2017 FY2018 FY2019 FY2020 FY2021 FY2022 FY2023 FY2024 FY2025




Riding the Al
Tailwind

L¥YZY:T11), fully leveraging[y],
enters a new phase of growth.




Medium-term growth strategy

01| Expansion of recurring revenue in existing domain (subleasing)
(Project “SYNAPSE” )

SYNAPSE: Achieving improved service quality and operational efficiency through Al

Advanced demand Greater efficiency in acquiring Automation of

Sales activity support - _ \ 4
analysis property information contract operations




Medium-term growth strategy
01| Expansion of recurring revenue in existing domain (subleasing)
(Project “SYNAPSE” )

] Enhancing Productivity in Parking Lot Proposal Operations (Subleasing Service)

e We will strengthen Al support in proposal operations to improve both the quality and speed of proposals.

® Through automating contract operations, we will reduce man-hours, allowing us to focus on core tasks
and achieve optimal personnel allocation.

M Parking lot proposal operations

Existing customer support 3x p rOd u CtiVity

M Contract coordination operations
I Market intelligence operations \/ ___________

Working Hours Required
per Subleasing Contract
(per Parking Lot)

. Acquisition.of -
- neéw business ...
- opportunities .

Time
reduction

i

i

Before After
SYNAPSE Implementation SYNAPSE Implementation



Medium-term growth strategy

01| Expansion of recurring revenue in existing domain (subleasing)
(Project “SYNAPSE” )

Client A

Client B
Client C
ClientD

Client E

Client F

i

Client G
ClientH

& mail
automated
proposals
automated

automated
: proposals
@ Client A Person in charge :
. @ mail
in charge
\ ® mail
Client C
automated
proposals
proposals

] Proposalin the Parking Lot Subleasing Service - As-Is / To-Be
R
Person — + automated

Client |

The ability to infer clients' potential desires and compromise points,
a highly accurate matching algorithm, and speedy automated proposals




Medium-term growth strategy
01| Expansion of recurring revenue in existing domain (subleasing)
(Project “SYNAPSE” )

I Utilization of IT [needs visualization] + Al-driven demand forecasting support I

® Real estate x IT to promote operational efficiency = Achieving high growth in the number of parking spaces and occupancy rates

Inquiries to parking lot Recent parking lot information _ Grasping user needs and changes Parking heat map
+

search sites number of spaces, rents, etc. - in supply and demand .
! (nu P ) PPYY Visual display of the number of
parkingspaces and inquiries

Analyzing changes in rents and occupancy rates for each parking facility from the past to the present
Carrying out future projections for the parking market
VvV

Calculation of adequate rents based on future projections | Utilize for selection of target parking lots, etc.

Establish as a system Real-time information on contracted parking facilities (visualization)
for daily operations Recommendation function for the person in charge = peeding up decision making,
reducing management costs

Forecas

IiiEE!E!E!!!!!!H
bl

ACtualResults

» As the Project Progresses

Present e




Medium-term growth strategy

01| Expansion of recurring revenue in existing domain (subleasing)
(Project “SYNAPSE” )

| Increased number of leased spaces from the utilization of
Al and personnel enhancement

® By improving productivity in the parking lot leasing sales division, increase the ratio of personnel in the parking lot
acquisition (subleasing) division through internal transfers — minimizing costs and maximizing effectiveness.

® As the project progresses, we will accelerate the increase in the number of sublease properties.

B Number of Leased Spaces

=Hl= Number of Sales Staff
I
I
I
/./
-—/' 35,381
. I

FY2020/9 FY2021/9 FY2022/9 FY2023/9 FY2024/9 FY2025/9 FY2026/9 FY2027/9 FY2028/9 FY2029/9 FY2030/9

Image of future speed of new contracts and personnel expansion



Medium-term growth strategy

01| Expansion of recurring revenue in existing domain (subleasing)
(Japan’s largest monthly parking lot search site)

CarParking

Achieved quad ruple Crown related to monthly parking lots

[6RcANDZIFT!ON [6rRcANDZIFT!ON 6rRcANIZAT 10N

[6rRcANDZIFT:ON

Cumulative number Annual number Annual number Monthly parking lot
of inquiries of inquiries of users listings

Survey by Japan Marketing Research Organization: Survey overview: Period ended October 2022: Market research on designated areas related to monthly parking lot search sites:
Cumulative number of inquiries since start of service / Number of inquiries in the past year / Annual number of site visitors / Number of monthly parking lots

. . Annual number Number directly Occupancy rate under direct
Listed properties of contracts concluded managed by the Company management of the Company
Approximately Approximately Approximately

53,000 15,000 16,000 924

Number of listed properties is as of October 2022; annual number of contracts concluded is from July 2021 to June 2022; and number directly managed and occupancy rate are as of June 2022



Medium-term growth strategy

01| Expansion of recurring revenue in existing domain (subleasing)
(Enhancement of parking lot database)

e Efficient acquisition of real estate data using crowdworkers nationwide

e Construction of a virtuous cycle of “Increase in inquiries” accompanying increase in real estate data
= “Increase in introductions” = “Increase in subleasing”

Use of crowdworkers nationwide
Efficient data acquisition 9 o
in collaboration with k C C @ n I
“coconi” and other

crowdsourcing services VAR Las
g g . A Wil
Location
] information-linked .
: : Expansion of database
crowdsourcing service

B <> CarParking
Stable and efficient

k k k data acquisition
k Location information
k and other real estate Parking 9% ) nquiries =)

data

L Subleasing



Medium-term growth strategy

01| Expansion of recurring revenue in existing domain (subleasing)
(Expansion of and deeper entry into business development areas)

e Meeting of demand for use of parking lots nationwide
¢ Increase in number of parking spaces handled through attentive follow-through with owners

(DConsideration of branch expansion to regional core urban areas I Further accumulation of subleasingrevenue
@Strengthening of cooperation with local real estate agents (recurring revenue) through expansion of sites

in regional core urban areas

. Head office area
I Image of business \ B cxisting branches other than the head office
-
developme nt Future site candidate areas eg‘:[::\ega:‘:‘e;ue

oNUBANIY

-
L S Recurring revenue

Y 4 ) (Subleasing)
| !
) 3 L4
- -

Recurring revenue
(Subleasing)

Recurring revenue
> am (Subleasing)

‘ Recurring revenue
(Subleasing)

< 4 Recurring revenue
(Subleasing)

N
I3 1 Candidate areas for
‘e " expansion of sites Time



Medium-term growth strategy

02 | Acquisition of recurring revenue in related new domains
(Real estate DX market and Teppeki (parking lot rent guarantee) growth potential (TAM))

Monthly parking lot management system

O CarParkingOne

Late payment guarantee services

Teppeki (number of specializing in monthly parking lots
rent guarantee ContraCtS)

Monthly parking lot
XA rent guarantee Real estate DX market

Growth potential . Approximately JPY1.2tn
Approximately 18,000,000 contracts”

ARR: JPY170.0bn™®

FY2025/4Q performance: 22,670 contracts
(The Company’s share: 0.07%)

ARR: JPY360mn™*

y vehicle management service

| .
“ Tomemiru

Sources: Prepared by the Company from Ministry of Internal Affairs and Communications, Statistics Bureau “2018 Housing and Land Survey”; Automobile Inspection & Registration Information Association “2022 List of Vehicles Owned by
Prefecture and by Vehicle Type”; “Yano Research Institute 2021 Real Estate Tech Market Status and Outlook” (July 2021)

%1 ARRis calculated by conversion of end-of-month recurring revenue net sales performance of Teppeki, as of the end of September 2025, to an annual basis

%2 Provisional calculation by the Company of the number of contracts generating monthly fees in parking facilities, based on number of owned vehicles in each prefecture and taking into consideration the Company’s parking lot
introduction/subleasing areas, the percentage of condominiums in each prefecture, etc.

%3 Provisional calculation of estimated growth ARR through conversion of monthly recurring revenue net sales, calculated based on the Company’s subleasing performance and guarantee commission rate, to an annual basis, on the total
number of contracts in %2



Medium-term growth strategy
02 | Acquisition of recurring revenue in related new domains (Teppeki Co., Ltd.)

Late payment guarantee services specializing in monthly parking lots

¢ A key matter in the operation of monthly parking lots is measures against delinquent rent.
In the operation of monthly parking lots with over 30,000 spaces, the Company has undertaken DX
(digital transformation) for delinquency reminder work.
Teppeki Co., Ltd. is a group company established to provide monthly parking lot owners nationwide with
know-how and resources cultivated within that work, to support the operation of monthly parking lots.

Company Name Teppeki Co., Ltd. Representative Yuji Takahashi
Date of establishment October 2021 Capital ¥ 50 million

(wholly owned by AZoom Co., Ltd.)
Business description  Late payment guarantee services

A sales support system enabling completion

Management system enabling assessment . . .
@ & y ) ) & I of all tasks online, from application to
of payment status in real time ) .
screening and contract conclusion

O Workflow and operations developed
through over a decade of actual payment
Q reminder work

[®_]| Support system that automatically provides
@@ areminder in cases of non-payment




Medium-term growth strategy
02 | Acquisition of recurring revenue in related new domains (Teppeki Co., Ltd.)

] Guarantee service
relationship diagram

Parking lot

users Guarantee agreements

Acts as guarantor for parking lot
user when the leasing contract is
concluded, and provisionally pays
debt on behalf of the parking lot
user in the case of late payment

Leasing contracts

)

Guarantee contract

In the case of late payment by
the parking lot user, Teppeki
pays the real estate owner and
invoices the parking lot user

Real estate
ownhners




Medium-term growth strategy
02 | Acquisition of recurring revenue in related new domains (Teppeki Co., Ltd.)

| Start of partnership with real estate tech firm Nihon Jyoho Create Co., Ltd.

e Linking the “Rent Guarantee Specialized for Monthly Parking Lots” provided by Teppeki and the “Electronic Residence
Application Service” provided by Nihon Jyoho Create shortens the screening time particular to rental properties when
customers use housing rent guarantee services, by simplifying required documentation. Compared to the past, this enables
smooth guarantee screening for brokerage firms and management companies, with low stress from creating guarantee
application forms by hand and checking for missing information.

Electronic Residence Application Service

Brokerage firms Request screening ‘ Management company Housing rent guarantee company

Private viewing ) Receipt of application documents Y
Screening result/ Management company screening é
Requestextrainformation  poqestfor housing rent guarantee

Prospective tenants company screening

Screening

[

Fill out application form on Import of tenant information
smartphone Upload identifying

documentation as file
Property information
Lease Revolution 10

By linking the guarantee service and parking lot operation and management service provided by Teppeki and the “Lease
Revolution 10” system provided by Nihon Jyoho Create, the Company aims to promote the parking lot guarantee service and
improve operations through the guarantee service.




Medium-term growth strategy
02 | Acquisition of recurring revenue in related new domains (CarParking One)

“CarParking One” is a cloud-based management system for monthly parking lot managers

O CarParking One

® Analog methods, such as paper contracts and signboards for
customer recruitment, remain commonplace in the monthly parking
lot industry.
Demands by parking lot owners and management companies for
reductions in the cost of management work and complexity of paper
contract management have been increasing year by year. At the same
time, users of monthly parking lots are increasingly demanding that

Application and

Customer X Contract
conclusion

all aspects, from finding parking lots to signing contracts, be recruitment management
of contract

completed online. There is a need for DX for monthly parking lots, in

metropolitan and regional areas alike.
® In response, the Company, which boasts the industry’s greatest track ( Completed online >
record of management, has developed the “CarParking One”

cloud-based management system for use by all monthly parking lot . . ) .
. . Available in all areas nationwide
owners and management companies, based on our in-house
contract management system that incorporates input from the field '
during actual management and operation.
Expansion of service markets by AZoom
Also contributes to development

of the industry overall



Medium-term growth strategy
02 | Acquisition of recurring revenue in related new domains (CarParking One)

] Four key features that make CarParking One the preferred choicet

'é Reduction of Contract

aﬁﬁ Attracting More Customers and Management Work

Information registered on CarParking One will be posted on
"CarParking" free of charge, appealing to people looking for a parking
lot on the Internet, which enables efficient customer recruitment.

When a customer inquires about a fully occupied parking lot, he/she
will be registered to a waiting list, so it is expected that the next
customer will be notified of the availability of a parking space smoothly

after the cancelation of an existing contract.

Our automation system, which consolidates our parking management
know-how, makes it possible for all procedures, from application to
contract, renewal, and cancellation, to be completed online.

In addition, our experienced the Customer Support Department staff,
who specialize in monthly parking lot operations, will take phone calls

from parking lot users on your behalf.

Bill Collection

| Late Payment Guarantee

We also handle bill collection by automatic transfer or wire transfer, so
all you need to do is confirm the payment from us. We also handle bill
collection for contractors who have been with us since before the
introduction of CarParking One.

This includes a late payment guarantee of up to 12 months' rent or
damages equivalent to rent, as well as a guarantee (up to ¥ 300,000
separately) of the cost of removal of personal property abandoned by a

previous parking lot user and the cost in the event of a lawsuit.

O .
~ Superior Cost Performance

CarParking One has no monthly fees, making it easy to start without
worrying about costs.

You can be reassured as there is no charge for electronic contract
signing, and legal compliance is assured.

In addition, parking lot users' monthly guarantee fees are lower than

those of other companies, which can be advantageous for leasing.




Medium-term growth strategy
02 | Acquisition of recurring revenue in related new domains (CarParking One)

| Steps from application to contracting, and post-contract late payment guarantee

Real estate
owners

juaWIHNIdA
Jawoisnd)

Azeom

The Company

1oe43U0)

Administration

Response result report
O CarParkingOne

Completed online

Confirmation of rent
and occupancy status
Preparation of reports, etc.

uonesado

Remittance of rent.
Late payment guarantee services

14

uo1323)03

%3

Customer recruitment, handling of inquiries

@ CarParkKing

Customer recruitmen

linkage

|

Handling of applications / New contracts

I

Examination

Telephone inquiry reception

I

Handling of inquiries Completed online

(Tel,mail,Various applications from My Page*

I

Contract cancellation /
pplication for approval for use of storage facilities; etc.

I

Handling of bill collection and
non-payment reminders

% Borrower’s personal information change application,Application for changing registered vehicle, etc.



Medium-term growth strategy

02 | Acquisition of recurring revenue in related new domains (Tomemiru)

“Tomemiru” is a service for corporations that own vehicles

[ ] .
£ Tomemiru

® The troubles faced by corporations that use many company cars and

Parking lot

search request

corporations that contract for parking spaces are the hassle of
signing a contract and the hassle of managing contract information.

For a majority of real estate operators, administrative procedures
from application for a property to the start of use are currently
handled through contracting at agency sites and through postal mail.

Accordingly, contract information has to be managed in writing, and

Confirmation Vehicle change/

even post-contract information management involves numerous of in-use e Bl
parking lots . procedures
analog procedures such as rereading contracts when procedures are Completed online etc.
required.
® The Company’s Tomemiru service completes these procedures online I
and manages information via the cloud to significantly reduce
administrative costs. Long-term parking lot-related work

optimization support by the Company



Medium-term growth strategy
02 | Acquisition of recurring revenue in related new domains (Tomemiru)

I Whatis Tomemiru?

Shift to
Research ¥ Contract proxy > management DX

Centrally manage contract details,
Research and proposals based and Contract proxy services using
payment-related matters, etc. on the
industry-leading monthly parking know-how and resources from
corporate management system screen.

lot information (over 280,000 lots) subleasing operation are possible

You can check it online anywhere.

and in cooperation with parking TP —

lot-related parties are possible ,
procedures such as vehicle changes,
cancellation procedures, issuance of
storage space use consent forms, etc.

with one click.

This is the industry’s first parking lot service specialized in parking of
company vehicles, capable of centralizing work from
parking lot arrangement to post-contract management operations



Medium-term growth strategy
02 | Acquisition of recurring revenue in related new domains (Tomemiru)

l Research X Contract proxy - Streamlining procedures up to the use of a parking lot

® A comprehensive contract eliminates the need for individual contracts for each property.
® All procedures can be completed online, and usage is available on an application basis.

Arrangement Arrange application —
request documents Legal check Contract signing

;
Inquiries about various

LB Parklng lot Submlt application Contract and Contract details Initial fee
Searﬁ';i?gf&aefmg lots selection documents invoice receipt adjustment deposit

uol}dnpoJjul

Arrangement
request

Parking lot Application Contract
selection completed

Start using

—
~+
-
o
Q.
=
(9]
~+
(=}
=

The process from finding a parking lot to using it can be
completed with minimal procedures




Medium-term growth strategy
02 | Acquisition of recurring revenue in related new domains (Tomemiru)

| Contract proxy - contract system

® By acting as an intermediary between lessors and corporate clients, the Company consolidates contract counterparties
and payment destinations for the clients.

¢ [n addition, comprehensive contracts reduce the workload associated with application and contracting procedures.

® Regardless of the property you are contracting with, by having us as the lender, you can take measures against the invoice
system.

Traditional contract form Tomemiru Contract form

44

Lessor B Lessor B
Companies Companies
that own that own
company cars company cars
Payment destinations are scattered, Simplified management with a single
leading to complex management payment destination

Contract counterparties and payment destinations can be
consolidated under the Company's management




Medium-term growth strategy
02 | Acquisition of recurring revenue in related new domains (Tomemiru)

| Parking lot management DX - features of the parking lot management system

® The management system dedicated to corporate clients allows them to centrally manage information related to contracts,

payments, parking lots, and so on.
® Post-contract procedures can also be completed entirely online, eliminating the need for traditional correspondence methods

such as fax, e-mail, or postal mail.

Application
for
procedures

Arrangement
of parking
lots

Contract
proxy

Company Cost
vehicle

Payment
confirma
-tion

information Mmanage
management -ment

All contracted parking lot information is
centrally managed through the
management system




Medium-term growth strategy

02 | Acquisition of recurring revenue in related new domains (Smart Space Reservation)

¢ A service that achieves “efficiency” and “unmanned operation” for spaces through
management system + smart locks

iy We make effective use of unused space in office buildings,
\?_I_EFEq$$§ municipalities, and public facilities.
SMART KUKANYOVAKY We digitalize all operations required for space utilization and provide
solutions to the social issue of idle real estate.

Mansgoment systom i i smartlock

® No need for handover of physical key
(elimination of risk of lost or duplicated keys)
® Reservation management functions ® Automated creation of keys corresponding to reservation times
® Customer management functions ® Automated notification of key password when parking lot
users make reservations
® Remote confirmation of lock status

® Search functions

® Payment management functions

A\ NV

C Achieves “efficiency” in spaces > ( Achieves “unmanned operation” of spaces )

O Achieves optimal use by consolidating low-occupancy O A user’s smartphone serves as the key, eliminating the
spaces and introducing a management system need for face-to-face reception and key handover and
O Spaces created through consolidation are effectively used enabling no-contact customer service
for other purposes O Enables reduction in physical contact with parts by

anonymous people



Medium-term growth strategy
02 | Acquisition of recurring revenue in related new domains (Smart Space Reservation)

e Customized Vertical Saa$S
Service to realize optimal reservation functions through contracted development

Development of an original reservation system with the

[ ] ,
7 ] u‘Fﬂ%%q P I minimum features required for reservation-related
;\ I-I H m U S operations and reduced development costs

Contracted development

® Full development from scratch is possible, starting with interviews and requirement definitions from the ground up

® Features can be selectively implemented on a functional unit basis, allowing for the inclusion of only the minimum
necessary functions (e.g., reducing functions to fit budget)

® Advice can be provided on the optimal reservation-related features, based on the various operational know-how

cultivated through Smart Space Reservation
® It is also possible to develop reservation systems for businesses other than meeting room rentals and space rentals (e.g.,

Smart Ferry Reservation)

NV
(Provide optimal system development)

O A comprehensive service can be provided from consultation and O Enable unique reservation schemes and complex fee structures that
requirements definition to maintenance support are difficult to develop

O Lower development costs compared to other development companies O Additional customizations can be made on a per-feature basis even
due to offshore development at our subsidiary in Vietnam after the system has been delivered and is in operation



Medium-term growth strategy

02 | Acquisition of recurring revenue in related new domains (Smart Space Reservation)

TODA CORPORATION

Adoption of “Smart Space Reservation” as a reservation management system for meeting rooms and

lounges exclusively for office tenants

In conjunction with the rebuilding of its head office as part of its own business, TODA
CORPORATION has introduced a new meeting room reservation system for its employees and
office tenants to use meeting rooms, which are amenities in the building. This system is a
dedicated reservation management system optimized for TODA CORPORATION's needs,
leveraging AZoom's expertise in meeting room operations and development capabilities.

Background of the system development

TODA CORPORATION considered multiple reservation management systems but found that
off-the-shelf packaged solutions with pre-installed functions did not fully meet their needs.
Recognizing AZoom's strengths in contracted development and system customization, TODA
CORPORATION decided to entrust us with the development of an optimal system through
customization.

AZoom's strengths

AZoom provides meeting room rental operators and real estate developers with reservation
management systems that focus on flexible customization and operational efficiency, based on a
deep understanding of the industry-specific needs and complex requirements.

For this system implementation, we carried out detailed customizations to meet TODA
CORPORATION’ s advanced requirements, as mentioned above.

Through tailored customizations that address the client's specific challenges, we contributed to
improving operational efficiency and enhancing service quality, earning high praise from the
client.

Future outlook

AZoom will continue to develop and provide systems that enhance operational efficiency and
client satisfaction, while actively incorporating client feedback to meet the diverse needs of
meeting room operators. Moving forward, we will continue to support our clients' growth as a
trusted partner through flexible customization and high-quality services.

Features of this system

Flexible customization

The system has been customized to meet TODA
CORPORATION’ s specific needs. In particular,
the ability to set exclusive reservation slots for
employees and office tenants, as well as the
automatic generation of billing data, were key
aspects of this development.

Labor-saving and streamlining of
reservation and user management

To streamline reservation and user management,
we introduced a hierarchical structure for user
accounts and simplified the billing process. This
has led to improved operational efficiency and
reduced personnel costs.

Enhancement of user tracking
features

By linking with employee management data, the
reservation system automatically reflects
real-time updates on employee employment
status and department transfers. As a result, the
system can automatically identify the
department to which the employee who made
the reservation belongs, making it easier to
allocate expenses to the appropriate
department.

User-friendly Ul

We have designed a comfortable and intuitive
user interface, enhancing the user experience
and contributing to higher client satisfaction.



Medium-term growth strategy
02 | Acquisition of recurring revenue in related new domains (Smart Space Reservation)

Public Interest Incorporated Foundation Prefectural Governments Center

https://www.smartkaigisitsu.net/properties/view/1461

“Smart Space Reservation” has been adopted for the room reservation system operated
by the Public Interest Incorporated Foundation Prefectural Governments Center.

Smart Space Reservation has been adopted for the reservation system of paid rooms

O 2

operated by the Public Interest Incorporated Foundation Prefectural Governments Center sl

(Headquarters: Hirakawa-cho, Chiyoda-ku, Tokyo; Chairman: Yoshihiro Murai). By

introducing AZoom's “Smart Space Reservation”, customized to the Prefectural p———— —

Governments Center specifications, the system now enables online management of all
related operations, achieving improved operational efficiency and cost reduction. IR ON . S S

Additionally, in terms of service, the system now supports hourly reservations—a feature : i PO

previously unavailable under the old system—and in terms of operations, it is contributing e ———

to workstyle reform initiatives such as promoting remote work for staff, receiving positive = 2t 76

feedback from users. e 22

Background of introduction of the reservation system

At the Prefectural Governments Center, the traditional method of managing meeting
rooms, which involved “taking reservations by phone or at the front desk” and “managing
reservations on paper,” placed a heavy burden on staff and had long been an issue in terms
of improving operational efficiency and convenience. Additionally, users had expressed
concerns such as “the hassle of making reservations” and “difficulty in checking

oEAR BXGOA
availability,” making the introduction of a user-friendly online reservation system an urgent o | T —
priority. Against this backdrop, “Smart Space Reservation,” a system that simultaneously s |
achieves convenience, automation and unmanned operations, was adopted. ™ Vi (4

Customization tailored to customer operations

“Smart Space Reservation” has been flexibly customized to suit the workflow and
operational rules of the Prefectural Governments Center. In addition to setting reservation
restrictions and pricing plans based on user type, a dashboard has been introduced to
provide an overview of facility availability at one glance, enabling management tailored to
on-site operations. Furthermore, workflows have been designed to reduce the need for
traditional phone and counter-based support, achieving a smooth transition to the new
system while reducing the workload on staff and enhancing user convenience.




Medium-term growth strategy
03 | Expansion of business domain

® Centered on productivity enhancement through Al utilization and organic growth, the Company will leverage its
parking operation expertise and data assets cultivated through the subleasing business to expand its business
domain toward the optimization of all underutilized assets — including spaces, people, and information.

Fostering and developing

Parking lot users new businesses

Maximizing Development
Efficiency and Decision-
Making Speed through
the Al Project “SYNAPSE”

SYNAPSE

Data Assets Information
ﬁ/—

Productivity Enhancement through
Al X Human Collaboration
Organic Growth

Cost-Competitive Product
Development Structure

Leveraging In-House
Capabilities and In-House
Offshore Centers

Business Expansion
Based on the
“Asset Optimization
Platform (AOP)” Concept

asipiadx3 ssauisng 310D pue
IV ySno.ayy uoijeal) anjep

Adjacent
Businesses

(Smart Space Reservation,
Tomemiru, CPO)




Medium-term growth strategy
03 | Expansion of business domain (CGworks Inc. (Visualization business))

® A subsidiary for the purpose of
showing means of utilizing spaces
and depictions of completed
spaces using 3DCG perspectives
and VR created through
specialized skills, to convey the
potential of real estate more
visually

CGWOTrKS

@ Company Name CGworks Inc.

@ Date of establishment  March 2019

@ Office address Shinjuku MAYNDS Tower 19F,2-1-1 Yoyogi, Shibuya-ku, Tokyo

@ Representative Yuki Kanazawa

® Capital ¥20 million (80% stake)

@ Business description Production of visualizations using 3D computer graphics, virtual reality (VR), augmented reality (AR),

mixed reality (MR) development, and related operations



Medium-term growth strategy
03 | Expansion of business domain (CGworks Inc. (Visualization business))

Offshore development
e Securing of 3DCG production staff offshore

ein Japan, the Company will engage in work focused on direction and quality control using technical terms by
experienced designers; in Vietnam, the Company will work to maximize profits by performing the 3D modeling
that is the basis of CG work at a personnel-related expense about 1/5 that of Japan.

Vietnam Office



Medium-term growth strategy
03 | Expansion of business domain (CGworks Inc. (Visualization business))

Official release of next-generation Al assistant “MyRenderer” \\I REN DER ER
’

“MyRenderer,” a space generation Al service, renders images such as rough
sketches, photos, CG perspectives as high-quality draft designs in just one
minute. The service aims to promote efficiency in design work and bring out
creative ideas to the maximum. Users can easily operate MyRenderer and
generate high-quality designs without any special knowledge. The service offers
a variety of design styles to inspire users. It supports designers in various
situations, from initial draft designs to real-time design presentations during
meetings.

Addition of new design styles

We have introduced eight new design styles that reflect user feedback.
These styles address diverse needs, including residential and office spaces, and give designers more options to fully exercise their
creativity. Existing styles have also evolved further with improved quality and more variety.

Partial edit function

We have implemented the most requested feature from users, the partial edit
function, as a demo. Considering copyright issues, the development team
handles each case individually to ensure a safe and high-quality service. This
feature streamlines the design process, creating an environment where users
can focus on their creative work.

[MyRenderer £ REE{] [EBsHEERT]

Introduction of credit function

We have added a credit function to ease the stress of subscriptions and allow users to manage payments smoothly. This improves the user experience and streamlines
business operations.



Medium-term growth strategy

03 | Expansion of business domain (CGworks Inc. (Visualization business))

FUJI MACHINERY CO.,LTD.

Responsible for producing VR content across three areas

We were responsible for the VR production of “Fuji Communication

Plaza on WEB 2025” (held from September 16 to 30, 2025).

This being the fifth time, the event was held over 15 days from
September 16 to 30, 2025. We continued to manage the production
of three areas: the Fuji Machinery Area, displaying 26 products; the
International Area, featuring 8 exhibits from 5 companies; and the
Forest Area, which includes a recreation of the showroom of “THE
BASE MINO” completed in 2024, displaying 8 products.

The Forest Area featuring a recreation of the “THE BASE MINO”
showroom

In the International Area, which we have produced for three
consecutive years, we introduced overseas manufacturers as well

as the overseas locations of FUJI MACHINERY CO.,LTD.

Fuji Global Sales Network corner

Until now, our CGworks has produced VR content for many
companies' offices using 360° photographic images as “Open office
VR,” and has created all the displayed packaging equipment in

3DCG, realistically reproducing the materials of the equipment.

FCP on WEB 2025
Area of FUJIKIKA

P Fu communicaTion pLAZA o WEBEDES




Medium-term growth strategy
03 | Expansion of business domain (AZOOM VIETNAM INC.)

®Maintaining an offshore development base \ T \\E’// NG

as a group company allows securing of A -\ / F

GWHEER
VIETNAM

@ Company Name AZOOM VIETNAM INC.
@ Dateofestablishment  September 2019
@ Office address Hanoi,Vietnam
@ Representative TATHI THUY
@ Capital US278,000 (wholly owned by AZoom Co.,Ltd.)
®

Business description Computer and system managementrelated

consulting, software development, database businesses, data processing, and other computer-related
businesses



Medium-term growth strategy
03 | Expansion of business domain [Engineer Ratio and Sustainable Growth Image]

Achieved rapid development of new services through the use of IT development capabilities

CarParking

Provided services #35@Parking CGWOIKS CarParking One
: - 4K A _O A\ RENDERER
Wall (6] =T (* Tomemiru
(Millions of yen) Achieved high productivity by increasing operational efficiency through Real estate X IT

Trend in operating 5.7
47

profit per capita
2.2

The number and ratio of IT engineers have increased significantly since IPO

Ratio of IT engineers

Trend in number of
employees and ratio 8.0%
of IT engineers

268

229 S
176 . .

FY2018/9 FY2019/9 FY2020/9 FY2021/9 FY2022/9 FY2023/9 FY2024/9 FY2025/9




Medium-Term Management Targets (FY2026-FY2030)

Target indicators for fiscal year e Aim to maintain an ROE level of around 40% 50.000
ending September 30, 2030 . )
over the medium to long term

Net Sales JPY50.0bn
Operating Profit JPY12.5bn

(Millions of yen)

12,500

CAGR* 38,000

B vesoes (Net Sales:30%. Operating Profit=+37%)
- Operating Profit
9,000

29,000

Operating ROE

Profit Margin 400/0
250/0 or higher

22,000 6,500

4,500

FY2025/9 FY2026/9 FY2027/9 FY2028/9 FY2029/9 FY2030/9
(Performance) (Planned) (Planned) (Planned) (Planned) (Planned)
* CAGR: Compound Annual Growth Rate. Calculated as the average annual growth rate from the fiscal year ended September 30, 2025 (actual) to the fiscal year ending September 30, 2030 (planned)



Medium-Term Management Targets (FY2026-FY2030)

® Aim to secure over 120,000 leased parking lots by FY2030

(Number of spaces)

120,000

. Trend in number of leased spaces

35,381
28,990
22,182
] I I I I
\J I

FY2022/9 FY2023/9 FY2024/9 FY2025/9 FY2026/9 FY2027/9 FY2028/9 FY2029/9 FY2030/9
(Performance) (Performance) (Performance) (Performance) (Planned) (Planned) (Planned) (Planned) (Planned)




Shareholder Return Policy

® Placing business growth at the core, the Company aims to enhance TSR (Total Shareholder Return) through long-term share
price appreciation driven by EPS (Earnings per Share) growth. At the same time, the Company’s basic shareholder return policy
is to maintain a DOE (Dividend on Equity) level of 20% or higher and continue stable and sustainable dividend growth under

a progressive dividend policy.

*The Company’s basic policy is to aim for the enhancement of TSR.

Basic POIICy on -While making necessary investments for growth to sustainably enhance corporate value,
Shareholder the Company aims for long-term share price appreciation driven by EPS growth.

Returns *By securing internal reserves that enable prioritized execution of future growth investments,
the Company will continue to provide stable and sustainable dividends.

| TSR(Total Shareholder Return)

Share Price

Appreciation Aim for medium- to long-term share price appreciation through continuous EPS (Earnings per Share) growth.

. . From the perspective of providing stable and sustainable dividends,
Dividends the Company aims to maintain a DOE level of 20% or higher and continue implementing progressive dividends.

Taking into account capital policy and market conditions, the Company will consider implementing share
buybacks in an agile and timely manner.

Share Buybacks




Initiatives to Enhance Management Awareness of Capital Cost and Share Price

® Although capital efficiency remains high, it temporarily declined in FY2025 due to the recent public offering.
The Company aims to maintain consistently high capital efficiency through ongoing initiatives to improve ROE going forward.

Current Analysis Initiatives to Improve ROE

- Both ROE and PBR have remained significantly above o
the average of Prime Market companies. Profitability Enhancement

* Temporarily declined in the most recent fiscal year due ,
. . . « Further revenue and profit growth centered on
to the impact of the public offering. ) :
the subleasing business

“ « Promote Al utilization to enhance per-capita productivity,

leading to higher operating profit margins

mfil= AZoOM Prime Market Average mfil= AZoOM Prime Market Average

18.9

39.4% 41.0%

29,29 Enhancement of Shareholder Returns
270 40.9%

34.7%
+ While maintaining TSR improvement as the basic policy,

the Company will maintain a DOE level of 20% or higher
and continue implementing a progressive dividend policy.

+

FY21/9 FY22/9 FY23/9 FY24/9 FY25/9 FY21/9 FY22/9 FY23/9 FYV24/9 FY25/9 |mprovement in PBR driven by higher ROE
through the Company’ s business operations

Source: JPX, “List of PER and PBR by Market Segment and Industry (Consolidated / Non-consolidated)”



05 | Business overview



Company Profile

As of September 30,2025

Corporate Philosophy

Company Name

Head office address

Representative

Date of establishment

Capital

Number of shares issued and outstanding
Fiscal year end

Business description

Number of employees

Branches

Subsidiaries

Optimize everything in the world with the spirit of “Mottainai”

AZoom Co., Ltd.

Shinjuku MAYNDS Tower 19F,2-1-1 Yoyogi, Shibuya-ku, Tokyo
Yoji Sugata, President and Representative Director

October 2009

¥953 million (including ¥653 million in capital reserve)
6,136,200 shares

End of September

Idle Asset Utilization business (monthly parking lot introduction services,
monthly parking lot subleasing services, other services)
Visualization business

342 (non-consolidated), 455 (consolidated)

Yokohama Branch, Sapporo Branch, Nagoya Branch, Osaka Branch,
Fukuoka Branch, Nakano Office (Engineer)

CGworks Inc. (80% stake), AZOOM VIETNAM INC. (100% stake),
Teppeki Co., Ltd. (100% stake), Divers Co., Ltd. (100% stake)



Our Mission, Vision, and Purpose

Optimize everything in the world

MISSION with the spirit of “Mottainai”

VISION Putting idle assets to productive use

-

PURPOSE Enrich the lives of all stakeholders |

ASSETS

X Human power

TE C 5 N o L 0 GY .o S

Technology

Maximizing these through the use of technology



List of management services

Segments Management services Concept and Business model Topics
) + Japan's largest monthly parking lot search site . Monthly parking site
Car‘Par‘klng « The key to maintaining a high occupancy rate in the subleasing CarParking announces
: business official character
Monthly parking lot search Strength lies in having a portal-based, pull approach for customer access “PARCROW.”

+ While the subleasing business is centered on the Tokyo metropolitan area + Alliance with major parking equipment
O CarParking One and other large cities, this service can be developed nationwide, including and systems companies
in rural areas
Monthly parking lot

management system + New source of recurring revenue through the provision of a managemen Ds, resi-Charge

system (SaaS model)
« Late payment guarantee services specialized for monthly parking lots,

@K@’ leveraging know-how and resources cultivated through the subleasing * Alliance with real estate tech companies
business (
Late payment guarantee . ) /\/ CREATE
services specialized « Currently, the Company has approximately 20,000 contracts, while the N
for monthly parking lots market (estimate) consists of around 18 million contracts AERREzYTOrREa
Idle Asset . @ . + Aservice that allows homeowners to rent out unused parking lots or
Utilization did5tParking spaces for monthly parking lots, generating additional income

Detached house

TS Utilization of vacant parking lots + Synergies with the Company's other services, such as registering

information on Car Parking

« Adoption at major

] .
( Tomemiru + Providing more than 100,000 of the Company's parking lot data to companies continues

Company vehicle corporate clients that own vehicles (SaaS model), reducing the
management service hassles of contract procedures and of managing contract information

. . . . . + Adoption at Sumitomo Fudosan Bellesalle
«+ Aservice that achieves "efficiency" and "unmanned operation" for P

IEI Z%Tt%‘ﬁljj?ﬁ spaces through a management system + smart locks (SaaS model) ) 2?,32:;°er§£“§;“"1;?‘”9“ Incorporated Foundation Prefectural

Web reservation + Recently, the provision of customized Vertical Saa$ tailored to the ~ * Adopted forthe foom reservation systemoperated by NAGASAKI
management system specific needs of each company is increasing . T NWBIC
ERFBEANY—I NXBIC

Vval L + Asearch site specializing in outdoor advertisement and billboard
Outdoor advertisement information site advertisement
Visualization CGWOrKs . Estatblisth%ddan olffshore ;:Ievelopment system capable of « Implementation results
A\ RENDERER contracte evelopmen
business 3DCG- + Released "MyRenderer," a space generation Al service, offering =HFHrUT
; ; =HFY1F7v0 ETeE

VR/AR/MR development flat-rate services for freelance designers (SaaS model) MITSUI DESIGNTEC @ RIBIReTHA




Business description (Sales composition ratio)

Idle Asset Utilization business

Parking lot subleasing services Parking lot introduction service

Recurring revenue business

Leasing vacant parking lots and land from
owners in bulk and subleasing to users
acquired through the Company’s portal
site (“CarParking”), etc.

Fee business

Introduction of users acquired through “CarParking,” 3.4%
the Company’s monthly parking lot search portal site,

to parking facilities operated by other companies in

addition to the Company’s own directly operated

parking facilities.

Other services
« Smart Space Reservation « Outdoor advertising space
« Pay-by-the-hour parking ~ Searchssite, etc.

« CoinPa Search
(Pay-by-the-hour parking lot search site)

Visualization business

3DCG perspectives

The Company produces and sells graphic data

of how buildings and spaces are used and what 1.8%
the finished image will look like by utilizing its

professional skills in 3DCG technology, etc.

3.6%

*Created based on results of the 4th quarter of the fiscal year ended September 30, 2025



Business model based on recurring revenue

® Monthly parking service accounts for more than 95% of recurring revenue from subleasing services

3000

2500

2000

1500

1000

500

Net sales

(Millions of yen)

260

[ Parking subleasing service
[ Parking lot introduction service

714

647

571

496 515

442
379
305 318 323

2017/9 2018/9 2019/9

947

895
775 810

2020/9

1,167

1,029 1,068

1,242

2021/9

1,283

1,374

1,517

1,574

2022/9
10 2Q 3Q 4Q 1Q 2Q 3Q 4Q 1Q 2Q 3Q 4Q 1Q 2Q 3Q 4Q 1Q 2Q 3Q 4Q 1Q 2Q 3Q 4Q 1Q 2Q 3Q 4Q 1Q 2Q 3Q 4Q 1Q 2Q 3Q 4Q

1,676

1,784

1,937

2,052

2023/9

2,184

2,288

3,515
3,243 [l )
3,088
2,899
2,735
2,4372,560
> 96%
2024/9 2025/9

*Sales results by quarter
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Quarterly sales Progress [ Idle Asset Utilization business segment]

® Rental income from parking lot subleasing services tends to increase in the second half of every fiscal
year as the number of parking sublease contracts increases (recurring revenue model)

® Sales tend to increase significantly in the latter half of 2nd quarter due to the peak season for moving
and other activities

W Image of sales progress

Recurring{revenuelof{ath!

ecurring revenue of 3rd quarter of FY2026
Recurring revenue of 2nd quarter of FY2026
Recurring revenue of 1st quarter of FY2026

Recurring revenue for up;to 4th quarter of FY2025

FY2026 FY2026 FY2026 FY2026
1Q 2Q 3Q 4Q



Real Estate Tech Initiatives

® Promotion of real estate tech to accelerate business expansion, evaluate appropriate rents,
and improve operational efficiency

AZoom

Valuation

Calculating adequate rents
based on abundant
information

on parking facilities

Providing real estate investment
financing, sales and lease transactions
quickly and at low cost through platforms

and cloud computing

Real Estate Tech

AZoom

Transaction

Providing owners and users with
information quickly and at a low cost
through a parking lot information

search portal site

Y vk

L AZoom

Providing automatic and Increasing efficiency of 0 erat ion
easy-to-understand real estate operations p

real estate and regional through the utilization Improve efficiency of sales and
valuations based on of mobile terminals, management operations by

information and tools, loT, etc.

technology

acquiring real-time data on

contracted parking facilities



Image of sustainable growth through recruitment of sales
and engineering personnel

Achieved rapid development of new services through the use of IT development capabilities
@ CarParking

Provided services #35@MParking CGWOIKS O carparkingone
(0] Fet ST = . gl Ao A\ RENDERER
V\/al L \S'MAIZT /(l/l(AIlVHV:i;(U
(Millions of yen) Achieved high productivity by increasing operational efficiency through Real estate X IT

Trend in operating 5.7
profit per capita 4.7

2.2

The number and ratio of IT engineers have increased significantly since IPO

Ratio of IT engineers

Trend in number of
employees and ratio 8.0%
of IT engineers

1os 268 1384
176 . .
B B B E BN

FY2018/9 FY2019/9 FY2020/9 FY2021/9 FY2022/9 FY2023/9 FY2024/9 FY2025/9




IT Utilization [ Visualization of Needs ]

® Real estate x IT to promote operational efficiency = Achieving high growth in the number of
parking spaces and occupancy rates

[ Parking heat map ]
Inquiries to parkinglot Recent parking lot information Grasping user needs and changes Visual display of the number of
search sites (number of spaces, rents, etc.) in supply and demand parking spaces and inquiries
Analyzing changes in rents and occupancy rates for each parking facility from the past to the present -»W

Carrying out future projections for the parking market

A

@ Calculation of adequate rents based on future projections

@ Utilize for selection of target parking lots, etc.

Establish as a system for daily operations

Real-time information on contracted parking facilities (visualization)

Recommendation function for the person in charge = peeding up decision making,
reducing management costs



Real Estate Tech Initiatives

Online flow
from application to
contract signing of

parking facilities

Streamlining 2 In-house development of
internal operations ‘z electronic contract
¥ conclusion service.
through RPA »
(Robotic Process Automation) . N > All contract conclusions
¢t ¢ \ﬂ e Canbehandled
S .by our own system
| N
' - “ ‘
¢
<y



IT Utilization [ Promotion of business efficiency ]

®|n addition to the domestic development department, the Company has established a subsidiary in Vietnam
focused on engineers to conduct offshore development

eThe Company's strength is the development of problem-solving systems, built through consistently handling
all aspects of service planning, development, operation and maintenance in-house since its founding

Percentage of IT engineers in the
total consolidated group workforce

21°/g

Breakdown of IT engineer headcount

Azsois

35A

Japan head office Vietnam
development base development base

Securing abundant development resources

¥ Percentage of IT engineers to the consolidated group workforce as of the end of September 2025



ESG

initiatives

The Company recognizes that sustainable management with an emphasis on
ESG will become increasingly indispensable

O

ENVIRONMENT

We hope to utilize idle real
estate to reduce environmental E
impacts on the world. ENVIRONMENT

SOCIAL

We are also making efforts to
improve working conditions and
employee satisfaction.

SUSTAINABILITY

GOVERNANCE

We are further undertaking the @ AN
enforcement of corporate ethics wﬂ"’k “ﬁ & SOCIAL GOVERNANCE

and legal compliance throughout
the Company.



ESG initiatives

£ S

ENVIRONMENT

We hope to utilize idle real
estate to reduce environmental
impacts on the world.

® Make use of idle assets that are
no longer used to bring new value

® Promoted the shift to DX since
foundation, pushed forward "IT
X real estate," and developed
various systems in-house

® Promote transition to paperless
customs through introduction of
electronic contracts and
electronification of FAX,
implementation of teleworking,
etc. based on unique systems

@
)
l'& ]
< A
2 4 “

-~

SOCIAL

We are also making efforts to
improve working conditions
and employee satisfaction.

® Promotion of diversity,
employment of employees from
various countries such as Vietnam
and China, and employment of
disabled people

® Establish a subsidiary in Vietnam
and create jobs in emerging
countries

® Enhance support system for
childcare and nursing care

¢
AN
;‘M"*\\% “

> N
S
z

D‘“\ A}
GOVERNANCE

We are further undertaking the
enforcement of corporate ethics
and legal compliance
throughout the Company.

.

® Select outside directors and
designate them as independent
directors who have no conflicts of
interest with general shareholders to
maintain objectivity and neutrality of
the function of supervision over
management

® Establish the Risk and Compliance
Committee in which President and
Representative Director, director of
each division and all division heads
participate

® Build a structure in which a human
error is unlikely to occur, utilizing RPA



Cautions concerning this document

® This document was created for the purpose of increasing understanding about the Company and is not for the purpose of

soliciting investment in the Company. Please make decisions concerning investment at your own discretion.

® The performance forecasts and other information concerning forward-looking predictions and strategies contained in
this document constitute predictions made by the Company based on information currently available and on certain
assumptions deemed to be reasonable. Actual performance may differ substantially from these performance forecasts

due to a wide range of risk factors and elements of uncertainty.

® The Company bears no liability for any impacts or damages resulting from information contained in this document.






