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== KAIZEN PLATFORM

Company Overview

Kaizen Platform is an Al integrator that supports business growth by
improving the customer experience

=7 :
KAIZENAD ‘ {

Company Kaizen Platform Inc.
Incorporation Date April 2017 (US Entity KAIZEN platform Inc. <prior company> created on March 2013 *)
Location Minato-ku, Tokyo, Japan

132 (As of end of December 2025)

Employees ! ! : .
Kaizen Platform Inc. and Kaizen Platform USA, Inc. : 49 / D-ZERO Inc. : 64 / Kaizen Tech Agent Inc. (formerly Hiwell Inc.) : 19
Capital 1,777,072 thousand JPY (As of end of December 2025)
Kenji Sudo Representative Director and CEO
Hajime Takasaki Director and CFO
Masanori Sugiyama Outside Director
Board of Directors Akiko Suginohara Outside Director
Kaoru Oda Audit & Supervisory Board Member
Eriko Hayashi Audit & Supervisory Board Member
Tomokazu Imai Audit & Supervisory Board Member
Subsidiaries D-ZERO Inc. / Kaizen Tech Agent Inc. (formerly Hiwell Inc.) / Kaizen AIX Consulting Inc. / Kaizen Platform USA, Inc.

*Previous company Kaizen platform Inc. was the absorbed company and Kaizen Platform USA, Inc. became the stock company surviving an absorption-the merger. At that time, the investors of Kaizen platform Inc. was
© 2026 KAIZEN PLATFORM INC. All Rights Reserved. given stock of our current company (Kaizen Platform Inc.) as part of a triangular merger. The Japanese business was transferred from Kaizen USA, Inc. to our current company Kaizen Platform Inc. in July 2017 2



The Key to a DX Strategy Is Maximizing LTV e A

In the domestic market, the key to DX strategy lies in how to maximize returns from a shrinking market
Maximizing LTV is key to the DX strategy for surviving in the shrinking market ahead

Maximizing LTV (customer lifetime value) is the key to growth Three DX strategies to achieve double cropping and triple cropping

Due to Japan'’s declining population, there are no new markets (fields) left to cultivate Against the backdrop of generative Al and changes in the digital environment,
CAC has clearly worsened over the past three years

The growth model centered on new customer acquisition has reached its limits,

The concept of “double cropping and triple cropping” and LTV maximization is essential

harvesting multiple times from the same field is essential

Encourage customers to use multiple services to
increase average revenue per customer
(second harvest)

@®Cross-selling /

VEstimated change in population of Japan
cross-usage

(Unit: Thousand people)

750 X

500

Expand business domains upstream and downstream,
deepen customer touchpoints, and secure new
revenue sources (multiple revenue sources)

(@Deepening the

250

value chain

0

-289!-314!-348!.330!404!411 X
-250
Increase touchpoints with existing customers through apps and
-500 @Strengthenlng other channels to strengthen relationships, thereby boosting harvest
1975 1980 1985 1990 1995 2000 2005 2010 2015 2020 2025 2030 2035 2040 2045 2050 o n a
digital touchpoints efficiency through cross-selling/cross-usage and deepening the
value chain

*Source: Prepared based on Ministry of Internal Affairs and Communications Statistics Bureau, Current Population Estimates as of October 1, 2023

© 2026 KAIZEN PLATFORM INC. All Rights Reserved. 3


https://www.stat.go.jp/data/jinsui/2023np/index.html

Common UX Challenges for Advancing DX Strategy

he biggest challenge is to reduce leaks in the customer journey to improve LTV

Cross-selling/cross-usage, deepening the value chain, and strengthening digital touchpoints aimed at advancing DX strategy all hinge on this yield rate

— The following is an example from the credit card industry. Yield loss occurs in both new customer acquisition and usage promotion for card applications and revolving payments

Card issuance application

Statement of charges — Revolving credit application

Disengagement

! 1
! 1
! 1
! 1
! 1
! 1
) | !
40% : .
| |
! 1
| Disengagement |
! 1
T | 95% |
1 1 1
1 1 ! 1
1 1 ! 1
1 1 1 |
1 1 ! 1
1 1 ! 1
! Disengagement ! ! 1
1 1 ! 1
1 1 ! 1
| 95% | : .
1 1
1 1 1 |
1 1 Tt ':
| | ! Disengagement |
1
1 1 |
| | . 80% !
I | '
——
@LP (@Start of entry ®Completion of application @Statement TOP @Start of application ®Completion of post-revolving
for post-revolving payment payment application

© 2026 KAIZEN PLATFORM INC. All Rights Reserved. 4



Despite the Worsening Labor Shortage, the Adoption of Generative Al Has Not Progressed

Many companies are unable to recruit personnel, leading to leakages through various customer experiences being harmed
On the other hand, the rate of utilization of generative
Al remains low, presenting significant opportunities for DX of customer touchpoints

(Examples of harm to the customer experience: waiting with call centers, overflowing administrative centers, decrease in pure sales time, etc.)

Simulation of labor supply and demand

Rate of utilization of generative Al by country

A shortage in labor supply began in 2023, and there will be a shortage
of approximately 11 million workers by 2040

(10,000 people)

0 o o e e S e Sl e Pt e X et e
-12.8 251
633 1017
*250 192.8
-236.1
-282.8
-341.5
-500 -389.1
479.2
-539.7
-604.0
-750 -678.9
736.9
-833.2
-1,000 916.0
-1,000.7
-1,100.4

-1,250
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*Source: Prepared based on RECRUIT Works Report 2023 “Future Forecast 2040”

© 2026 KAIZEN PLATFORM INC. All Rights Reserved.

The use of “generative Al” in Japanese business is 32%, the lowest
level among 31 countries and regions

100% o2 92 92

1
88% 8% 88
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*Source: Prepared based on Microsoft “2024 Work Trend Index Annual Report”
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https://www.works-i.com/research/report/item/forecast2040.pdf
https://assets-c4akfrf5b4d3f4b7.z01.azurefd.net/assets/2024/05/2024_Work_Trend_Index_Annual_Report_6_7_24_666b2e2fafceb.pdf

Growth Potential of the Customer Contact DX Market

The “customer contact DX market” such as sales, marketing and customer service is still 111%

Against the backdrop of declining population,
it is a market with large potential for growth, especially among large companies

Unit: million JPY mmmm  Customer contact DX market

Target Market 1,000,000

Digital transformation market

4. 5 trillion yen 750,000

2023 actual results

Core Target Market

Customer contact DX market

5,051 billion yen

2023 actual results

2023 2024 2025 2026 2027 2030
(Actual) (Projection) (Forecast) (Forecast) (Forecast) (Forecast)

© 2026 KAIZEN PLATFORM INC. All Rights Reserved. * Source : Fuji Chimera Research Institute “2025 Digital Transformation Market Future Prospects” 6



Business Opportunities

Integrating Al into customer experience and business processes

enables resolution of all bottlenecks arising from staffing shortages across customer touchpoints,
thereby boosting sales and productivity

Customer experience Business processes

@Acquisition (epplication/prchase) @Ofﬂine (ca" Center / Sales / contraCt)

R IR >

Customer acquisition Application Nurturing Call Center Sales Contract

Creative / Content / Communication

Internal systems / SFA / MA tools / LINE etc.

© 2026 KAIZEN PLATFORM INC. All Rights Reserved. 7
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High Barrier of “IT Infrastructure” Standing in the Way Before Executing DX of Customer Touchpoints e

The reality standing in the way of major Japanese corporations implementing DX of customer touchpoints is
the barrier of their IT infrastructure
Technical debt is showing a tendency to grow due to the following three factors

. P . Technical debt originating from system . . .
Technical debt originating from SaaS/ASP integrator dependency Insufficient defensive IT investment

Systems are fragmented by service, and customer Due to a shortage of design personnel within the company, Investment in the launch of new services (offensive features)
data is scattered overall optimization is not possible, and adjustment is prioritized, while defensive IT investments
costs are increasing (refactoring and infrastructure renewal) tend to be

Customer experiences become siloed, hindering
deprioritized

coordination between services In a culture prioritizing on-site operations,

the tendency to heavily customize systems leads to increased As a result, most resources are tied up in handling EOS*
complexity, and technical debt accelerates because and other tasks, leading to
@ Ilﬁ;);?;:s :f the man-month model is structured to increase profits a state stuck between a rock and a hard place
- word

\ | H
Disparate systems

EC

Refactoring

Ticket Subscription
FE FE FE
BE BE BE Customization Business practices

*Handling EOS (End of Support/Service) refers to migrating to successor models or replacing software with alternatives to avoid
© 2026 KAIZEN PLATFORM INC. All Rights Reserved. security risks and the inability to address failures when manufacturer support for IT products or software ends &



== KAIZEN PLATFORM

IT Infrastructure Su pporting Customer Touchpoints Extending Beyond Company'’s Internal Systems

The challenge actually facing our customers is that
IT infrastructure constraints are too numerous to increase speed, making it the main challenge in introducing
generative Al and similar technologies

There is a huge opportunity loss due to people leaving pages that directly lead to sales, such as forms and shopping carts

UX cannot be changed due
There are also significant constraints on the introduction of the latest technologies such as generative Al

Bank Card loans Cannot touch forms of other companies handling screening

m Resort Hotel bookings Cannot modify booking engine (ASP)

to system constraints

Front end

Manufacturer E-commerce cart Cannot make changes due to using a cart system
Telecommunications Subscription Cannot get involved due to being another company’s OEM

ﬂ Real estate Application form Cannot change MS/SFA template
U: Entertainment Ticketing/e-commerce Cannot get involved in-house due to everything being customization of another company’s ASP

Back end Life insurance Cor;;t::l’?:al;zl:]fnce Cannot make any Ul improvements due to core systems being from multiple system integrators

© 2026 KAIZEN PLATFORM INC. All Rights Reserved.



=== KAIZEN PLATFORM

Our Solution

We provide a cloud service that frees UX from system constraints
The latest technologies such as generative Al can be incorporated into the UX of existing services
by simply adding tags

Simply add tags to flexibly customize the UX

UX cannot be changed due to
We also provide professional services for customizing made-to-order systems. This enables the creation of a more flexible customer experience

system constraints

Front end Front end KAIZEN TAG Cloud for i:ﬂ:]vci:l:::scompanies'
D aol /> | & M
5 (oY FAT) =
&J &/ 2% Flexible UX

KAIZEN ENGINE API such as for generative Al

Back end

Back end
10

© 2026 KAIZEN PLATFORM INC. All Rights Reserved.



Business Overview

An Al integrator that supports business growth
by improving the customer experience

Provide Service Improve the “Customer Experience”

i .
Maglcal UX | Enabling magical customer experiences L
n
to applyl
;3 .'II
Professional Services Cloud Service BE = qul E
B bt 7N\

be resolved

immediately|

Consulting & Development/SES
Kaizen Cloud Service ,
: "
Creative . immediately]
Production

© 2026 KAIZEN PLATFORM INC. All Rights Reserved. 11
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Magical UXisa strategic concept for realizing a magical UX from contact points

with existing users

Customer experience Business processes

c Acquisiti :
@ Ofﬂlne (Ca" center / sales / ContraCt)

BB % E D

Search Nurturing Application Call Center Sales Contract

Kaizen Personalize Agent Kaizen Conversion Agent Al-Coworker supporting employees’ work

© 2026 KAIZEN PLATFORM INC. All Rights Reserved. 12



Professional Segment

Highly effective professional services tailored to customers’

industries and challenges that are provided by assembling teams chosen from a network of over 15,000
highly specialized professionals

Professional Solution

Consulting / Workshop Marketing Creative Production
Hands-on support for the organization of Specialized team provides support and Creation of accessible and user-friendly
the implementation of complex tasks guidance for diversifying digital measures websites and videos
(X X =
a  we
a -

© 2026 KAIZEN PLATFORM INC. All Rights Reserved. 13



Cloud Segment

“Kaizen Engine” for improving the customer experience across systems, and “Kaizen Al Cloud” for managing

various generative Al APls and middleware
A cloud service that provides the essential functions needed to improve the customer experience

Kaizen Cloud Service

Kaizen Engine Kaizen Al Cloud
A cloud-based platform that connects with websites, A managed service for Al infrastructure that manages various generative Al APIs and
LINE, Slack, Microsoft Teams, etc. to improve the overall customer experience middleware and constantly keeps them updated to the latest models

Ul improvement functions such as | Website - GPT
A/B testing and personalization Improvements to
support magical experiences accessibility such as
incorporating generative Al P image optimization and v
automated alt tagging Chat — o000 Claude
T
— ] ] LLM
SFA/MA | Kaizen Work flow Tuning Gemini
Increasing displ Measuring user metrics SaaS Engine design Prompt
d v b that cannot be obtained RAG
dze slmp i through log analysis finetuning Various APIs
adding tags .
97 such as heat maps Intranet  — :

© 2026 KAIZEN PLATFORM INC. All Rights Reserved. 14



Our Group Mission

Assign diverse capabilities to projects on an as-needed basis
to accelerate customer contact DX

Smooth work style to improve the world

Gathering and providing diverse DX talent on the platform as growth hackers, DX to improve customer experience, which has been delayed due

who are difficult to recruit and put to work in a rigid organization to the organization becoming rigid, and to promote business transformation

Social Changes Social Changes

A place to
e Population decline e Evolution of generative Al

Diverse unleash Increasingly
Capabilities each other’s Complex Issues

e Rigid personnel System e Legal reform

o Layoff restrictions e Consumer protection

potential

etc... etc...

J
“Customer experience DX" resolving intertwined DX issues in one stop

© 2026 KAIZEN PLATFORM INC. All Rights Reserved. 15



A System to Thoroughly Meet Customer Needs as a Group

From a “product-based business” to a “structure that responds to customer issues” as a partner that accompanies customers and accelerates DX

Maximize consulting capabilities for
a structure that starts upstream and earns revenue downstream (production/SES)

IT development Digital marketing >

\/

=mm KAIZEN PLATFORM

!

Consulting /development (SES) Marketing Creative (Production)

N KAIZEN AIX Consulting

v .3 Real communication, Next information!

V mmm KAIZEN PLATFORM D-ZERO
= KAIZEN Tech Agent

(formerly Hiwell Inc.)

© 2026 KAIZEN PLATFORM INC. All Rights Reserved. 16



Transaction Structure

We are dedicated to PM (project management) and support and direction
We team up with the partners on the platform to execute DX projects maintaining elasticity of
variable costs

Consulting / Direction
<

N KAIZEN AIX Consulting Counsulting I C
Payment of compensation
Provide service o
Q
Provide service Matching with job offers ;
« v SES < 3
““““““““““““““ > === KAIZEN Tech Agent (formerly Hiwell Inc.) T TT T T oo TT oo Tm s mmmm o)
Payment of service Payment of compensation -
Cross sales T | :
. . °
T
o
\/' &
. . I KAIZEN pLATFORM The Company and U.S. subsidiary (*) © Creatl\{e post . . . =h)
Provide service © Analysis / Consulting / Direction o
< < S
——————————————————————————— > B ~
Payment of service . Payment of compensation 53
Cloud Professional a
s
Q.
N 4 4 J s
=
lCross salesl —
Provide service
< Real communication, Next information! . .
__________________________ > .> D-ZER O Creative Production
Payment of service
Service flow Cash flow
s I >

* The U.S. subsidiary provides only video solutions. It is scheduled to suspend operations at the end of March 2026
© 2026 KAIZEN PLATFORM INC. All Rights Reserved. * We refer to DX specialists such as consultants, creators, and developers as partners 17



Why Is Kaizen Platform Chosen? (Advantages of the Platform)

=== KAIZEN PLATFORM

Data, cloud and resources for increasing DX ROI are accumulated on the platform

Overwhelming advantage in “know-how,” “

Know-how
DATA

speed,” and “cost” by providing everything as a one-stop service

Cost

Collected performance data of over 1,400 companies
and ample consulting experience

o Utilize performance data collected to assist in
consulting/producing client work.
Utilize data in all work flows.

e Link data using API with official partner
certification of major platforms such as Facebook /
Instagram / Google / YouTube / Amazon.

e Provide data-driven content for educational
institutions. Build a scheme for registering new grads.

© 2026 KAIZEN PLATFORM INC. All Rights Reserved.

Cloud to bypass legacy systems and ensure speed
of implementation

e UX cloud

Just attach one tag to your site and you can
improve the Ul without affecting legacy systems.

e Video production / utilization cloud

Supporting seamless video ordering, production
management, and utilization in advertising,
websites, sales, CRM, etc.

RESOURCE

Extensive DX professional professionals of over
15,000 people
Flexible team building with variable costs

o DX support by over 15,000 digital professionals registered in
partnership with 50 or more companies,
including production companies, staffing agencies,
and consulting firms.

e Production/BPO/development to match customers’ needs
from upstream consulting to the downstream
execution phase.

e Production is not only in Japanese and English, also
providing multilingual support from Asia to Latin America.

18



Benefits from a Client Perspective

“No impact on existing legacy systems” “Driven by business departments” and
“Lower lead time and cost” enabling promotion of DX

Bypass Legacy Systems Business Department Driven Lead Time / Cost
Customer Business Kaizen Lead time Cost

6-12 months
Improvement of
Personalize . Exi;ﬁ”g existing

I development foundation P

L improvement foundation is

unnecessary

g

Shm
=
UL -o-’-:

2-3 months
KAIZEN UX
Log infrastructure New system
development Personalize
development
development P New feature

development

“ “ In-house KAIZEN In-house KAIZEN
development UX development UX
Information system Business
\ J \_ J depa rtment Department * In-house calculation * In-house calculation

UX improvement and PoC execution Business department-led speedy

Enabling significant reductions of

with no impact on legacy systems implementation of necessary measures

lead time and development cost

© 2026 KAIZEN PLATFORM INC. All Rights Reserved. 19



Strong Business Model (Uniqueness) B e e

We have a talent network that enables timely and advanced sourcing of talent while driving projects
on our own cloud, increasing productivity and profitability, while making it a variable cost

Improved profitability through the use of own cloud Cost reduction through flexible assignments NEHSBISICOSES a.r.'d hfgh compensation through the
utilization of freelancers

100 ' ' 100

'
120 sales can be generated per
person because 30 can be
generated per project with 4
projects being run
\ !

50+

1
1
1
1
1
1
1
: 1
1

| Over

1

1

1

1

1

1

1

1

56

! 1
1
1
1 H 5
1
. | ! . 47%**
50% i I
1 ! 1
Own 1
loud Rdte of personriel
€ expenses to salgs*
o 28%
Breakdown of personnel Take rate Permanent x regular Non-permanent x Permanent x regular Non-permanent x
expenses (Project gross profit*) production/Sl/consulting variable-expense Kaizen production/Sl/consulting variable-expense Kaizen
Platform Platform
*  Take rate = (Total volume handled - Cost linked to volume handled**) + Total volume handled * Referring to TKC management indicator (BAST) for 2019 )
** Cost linked to volume handled = Cost of sales less fixed costs not linked to volume handled, 29.1% advertising production, 24.4% Internet-related services
such as platform development costs ** Results for 2019

Realization of low fixed costs and high
compensation by
making projects have variable costs

Profitable own cloud increases project Flexible operation such as only 2 days

productivity per week

Kaizen Platform stand-alone figures

© 2026 KAIZEN PLATFORM INC. All Rights Reserved. 20


https://www.tkc.jp/tkcnf/bast/sample/

Kaizen Platform Value Creation Mechanism

High-profit, high-value-added business model
providing the best support for client companies that want to accelerate DX

Kaizen Platform
value provided

Platform to connect projects and teams Partners to Accelerate DX

Cloud Solution Professional Solution DX Support Business
(SaaS/Cloud/Al) (Consulting/Production/BPO/SES) (High retention x High profitability business structure)

Business model

Operating Profit Operating
Margin Profit

Revenue

AT Gross Revenue (Gross Deal Amount)

Number of trading
accounts

Business KPI

© 2026 KAIZEN PLATFORM INC. All Rights Reserved. 21



Our Valued Clients

== KAIZEN PLATFORM
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A platform that improves customer experience by
integrating Al into customer experience and business processes

Targets the huge enterprise outsourcing market for DX

Improves of ROI of DX while consistently improving customer experience from upstream consulting to downstream digital
marketing/production/development

Avoids legacy systems, reduces lead times, reduces costs, and promotes DX

Balances high productivity and profit margins through the use of cloud computing and flexible assignments of diverse talent

Aims for sustainable ARPU improvement through aggressive DX market expansion by increasing ROI through productivity
improvement with generative Al

© 2026 KAIZEN PLATFORM INC. All Rights Reserved. 23



Our Senior Management

ma= KAIZEN PLATFORM

K nji SUdO Representative Directo
Chief Executive Officer

Joined Recruit Holdings Inc. in 2003, Marketing Division in the
New Business Development Group.

Became the youngest Corporate Executive Officer (at the time)
in Recruit Marketing Partners.

Founded Kaizen Platform Inc in 2013.

Author of "Hack Thinking" "How to DX in 90 days" "Mashiro Misaki,
DX Section, General Affairs Dept."

Masanori Sugiyama

Joined a venture company as a student.

In 2004, became President and Representative Director

of Zappallas Co. In 2007, became Chairman of the Board and
President of Zappallas Co.

In 2011, became President and Representative Director of
nish Co. He led both Zappallas and enish to go public.
Outside Director of ROXX, inc. External Director of

Axelspace Holdings Corporation (currently positions).

© 2026 KAIZEN PLATFORM INC. All Rights Reserved.

ajime Takasaki oirecto

Chief Financial Office

Joined Recruit Holdings after graduating university.

Joined Macromill as Senior Executive Officer to lead strategy and

finance department.

Then became a Director and CFO at Glider Associates
before joining Kaizen Platform in 2019.

Akiko Suginohara

Graduated from university and joined GaiaX Co Ltd. After launching
and being in charge of a business to deal with unofficial school
websites, established Adish Co Ltd. in 2014 and was appointed
Director and General Manager of the Administration Division.In 2021,
she launched a sponsorship community to address diversity at the
decision-making level in venture companies. She is also a member of
the board of directors of Slogan Co. and Representative Director and

CEO of the non-profit organization “Minna no Code” (current position).

24



Our Senior Management

m—= KAIZEN PLATFORM

ru Sa kai Executive Office

Chief Growth Office

Joined Netage in 2006 from Softbank Corp.
Created several businesses around digital advertising and also
still serving as the president of a group company.

Joined Kaizen Platform from the start in 2013. Created the
Video business in 2016 and in the current position from
June 2020.

Ken [ o h | go) AndO Executive Office

Influenced by his mother’s knowledge of computer science,

he began programming at the age of 10, and after graduating
from university, he worked on over 20 projects at a software
pment company. After that, he traveled the world as a
ancer and joined GMO Research (now GMO Product
latform) in 2007. As Director and CTO, he led that company’s

growth into a global technology company. He joined Kaizen

© 2026 KAIZEN PLATFORM INC. All Rights Reserved.

Platform in 2025 and assumed his current position in January 2026.

Oh Sa Tada Executive Office

Chief Marketing Office

Joined Yahoo Japan Corporation in 2015. Was engaged in financial

services sales and planning operations.
Joined Kaizen Platform in 2018.
After serving as the companywide Manager of Sales and Manager

of Consulting/ New Business, he has served in his current position

since January 2024.

e FUJ ha Fa Executive Office

2012 Joined Softbank Corp.

Engaged in product planning and overseas business development
for corporate cloud products at the company.

Joined Kaizen Platform in 2016 with a desire to “create a platform

that can expand globally from Japan.”

He has been in his current position since January 2022.

25



Our Senior Management me= KAIZEN PLATFORM

|denao Asa. Executive Office|

He is a certified public accountant. In 2005 joined KPMG AZSA
LLC. He was appointed as Manager of KPMG AZSA LLC's Division 1
in July 2014.

Joined |-Pet General Insurance Co. as Manager of Finance and

a SUke YOSh da Executive Office

Joined Recruit Holdings after graduating university. He has worked

for a major telecommunications company, a major strategy
consulting firm, and as country manager for a US-based medical
device manufacturer, and as a director for a major Japanese
Accounting Department in August 2016. advertising production company, gaining extensive experience
Joined Kaizen Platform in 2017 and served as Group Manager of mainly in sales, marketing, and business development.
the Accounting and Finance Department, Director of the Accounting He joined Kaizen Platform in 2024. He was appointed as
and Finance Department before assuming his current position

in January 2023.

Representative Director of Hiwell Inc., a group company, in October

that year. He has been in his current position since January 2025.

Masaya UI’UShizaki Executive Officel

Joined axiv.com (now CARTA HOLDINGS) in 2000.

He served as General Manager of the Sales Promotion Division, Manager of the Media Promotion
Office (on secondment to CyberAgent, Inc.), Manager of the President’s Office, Manager of the
Public Relations Office, Manager of the Customer Service Office, Executive Officer,

and Representative Director of Research Panel, Inc. (a joint venture with Cross Marketing Group Inc.).

He joined Kaizen Platform in 2020. After serving as Manager of the DX Business Promotion
Office and Manager of the Group Strategy Office (current position), he assumed his current role
in January 2026.

© 2026 KAIZEN PLATFORM INC. All Rights Reserved. 26
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FY 2025 Full Year Results == KAIZEN PLATFORM

Operating profit, ordinary profit, and net income were all positive

(Million JPY)

Sales

EBITDA

Operating Profit

Ordinary Profit

Net Income

FY 2025 Full Year Business Results

(January 2025 - December 2025)

Full Year Forecast
(Announced on February 14, 2025)

Increase/ Earning Forecast Progress Rate

Year on Year

Actual Increase/Decrease Decrease Ratio
m 4,523 -169 -3.7% 4,550 95.7%
229 -119 -52.2% 230 47.7%
) 28 +57 % 10 292.0%
‘ 6 +32 499.5% o -%
‘ -171 +201 -% -30 -%

© 2026 KAIZEN PLATFORM INC. All Rights Reserved. 28



Regarding the Difference in EBITDA

=== KAIZEN PLATFORM

EBITDA is primarily affected by the decrease in depreciation

and amortization due to impairment in the period before last, and the impact of the provision of allowance

for doubtful accounts and recoveries related to non-performing loans in the U.S. business

229 million yen

FY2024 Increase/
EBITDA decrease in operating
profit/loss

© 2026 KAIZEN PLATFORM INC. All Rights Reserved.

Increase/decrease
in stock-based
compensation

expenses

Increase/decrease
in depreciation and
amortization

- 109 million yen

Increase/decrease Increase/decrease FY2025
in amortization in provision of EBITDA
of goodwill allowance for

doubtful accounts
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Recent Business Highlights
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Released White Paper on Al-Driven
Management 2026
Well received with 2,800 downloads

PIVOT also surpassed 200,000 views, and the explanatory article on

note exceeded 20,000 page views|

As a sequel to the “White Paper on DX" series, which had over 5,000 cumulative downloads,

we released a white paper that systematically outlines the key issues for integrating Al into business
operations to drive profitability for all levels of an organization, from executives to

operational staff.

We have received significant interest and inquiries, particularly from large corporations facing
challenges in Al implementation.

URL https://kaizenplatform.co.jp/news/2025-12-03-aidrivenpaper-2026
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Recent Business Highlights m== KAIZEN PLATFORM

Establishing the new company “Kaizen AlIX Consulting”

to realize AIX (Al-driven transformation): “Business Transformation in the Al Era"

Strategy Formulation Phase Implementation Support Phase

Strategy Development Support for AIX Supporting Three Specific Steps to Get AIX Running

Rebuilding DX strategies spanning management, operations, and Hand-on support of the three major needs in generative Al utilization
organizations with Al as the foundation

Supporting the detailed specification of how generative Al can accelerate,

streamline, and differentiate specific domains Al human resource development Al operation development Al product development
Main support services [Organizational development to] Support for building Al agents tof Incorporate generative Al intol
lcultivate talent and systems fo proprietary products and services

mastering Al within companie:

- Formulation of a DX roadmap based on generative Al

e Al prototype development through e Al function planning / UX redesign
- Linking management/business KPIs with Al application themes ¢ Al policy formulation and operational business analysis workshops ® PoC/ MVP development support
support e Al operations design (automation of

. I . M N N e Alagent service development
- Al policy/guideline design Generative Al implementation training inquiry handling, data aggregation,

and proposal generation operations)

Al architect training course (internal
Al development talent development) e Internal Al agent development
Practical workshop (co-creation of

internal Al agents)

- Support for establishing an Al management promotion office (AlIO)

- Al implementation domain portfolio design (prioritization of ROI)

© 2026 KAIZEN PLATFORM INC. All Rights Reserved. 31
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Recent Business Highlights

== KAIZEN PLATFORM

N KAIZEN AIX AGENT

© 2026 KAIZEN PLATFORM INC. All Rights Reserved.

Launched “Kaizen AIX Agent,”

a recruitment service connecting experienced

startup CXOs with DX/AIX in large

Addressing the challenge of lacking leaders to implement projects in large corporations’

DX initiatives, we have created a new career path of “transforming large corporations by leveraging
startup experience” achieved by matching them with experienced startup

CXOs who have driven business growth.

Additionally, in collaboration with Kaizen AIX Consulting, we have established a comprehensive

support system for transformation in large corporations in the Al era,
covering everything from strategy formulation to execution and personnel support.

URL https://kaizenplatform.co.jp/news/2025-12-25-kaizen-aix-agent
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Recent Business Highlights

We will suspend all operations
of the U.S. subsidiary to

focus on the domestic market

During the previous fiscal year, we transferred a portion of the human resources

and customer contracts for our U.S. operations to Septeni America.
We optimized our business portfolio by suspending our U.S. operations.
Going forward, we will concentrate management resources within Japan and aim to further

expand profits across the entire group.

The impact of the suspension of business on consolidated performance is minimal.

*See the “Notice Regarding Suspension of Operations at U.S. Subsidiary” disclosed on February 13, 2026.

*The image is for iIIustrati)!purposes only.

© 2026 KAIZEN PLATFORM INC. All Rights Reserved. 33



Performance Trends (By Segment) == KAIZEN PLATFORM

Revenue contribution from generative Al began in earnest in Q4, driving growth in both the number of trading accounts and ARPU,
resulting in a 22% increase in revenue

Cloud

Although consulting and development projects grew, former Growth trading accounts decreased and revenue decreased

Professional by 4% due to the transfer of U.S. operations

Unit: JPY

1,250,000,000

mmmmm  Professional Revenue (former Growth)  mmm=m  Professional Revenue (former Transformation)
mmmmm  Cloud Revenue
1,000,000,000

mmmmm  Operating Profit (Loss)

750,000,000
500,000,000

250,000,000

38 million yen operating loss

/| | = N /1 ™~ I I I I | I I I l I I !
v . v S —

2018/2Q 2018/3Q 2018/4Q 2019/1Q 2019/2Q 2019/3Q 2019/4Q 2020/1Q 2020/2Q 2020/3Q 2020/4Q 2021/1Q 2021/2Q 2021/3Q 2021/4Q 2022/1Q 2022/2Q 2022/3Q 2022/4Q 2023/1Q 2023/2Q 2023/3Q 2023/4Q 2024/1Q 2024/2Q 2024/3Q 2024/4Q 2025/1Q 2025/2Q 2025/3Q 2025/4Q

© 2026 KAIZEN PLATFORM INC. All Rights Reserved. * D-ZERO's results included from FY 2021 Q4 / Kaizen Tech Agent (formerly Hiwell Inc.) results included from FY 2023 Q1 34



Domestic Business ALL: Number of Trading Accounts and ARPU

== KAIZEN PLATFORM

Revenue contribution from Generative Al began in earnest. ARPU increased by 4%, but trading accounts
increased year-on-year in 4Q.
A shift in focus to major customers resulted in a 2% decrease in revenue and a 1 point increase in gross profit margin.

| Number of trading accounts* and ARPU unit: Thousand JPY

Revenue unit: Thousand JPY and gross profit margin

trading
accounts)

@ l (Number of

(ARPU)

3,000
2630 2,735

800

600

2,000

400

410

1,000

200

2024/4Q 2025/1Q 2025/2Q 2025/3Q 2025/4Q

© 2026 KAIZEN PLATFORM INC. All Rights Reserved.

1,250,000

1,000,000

750,000

500,000

250,000

1,080,985

30.6%

1,061,244

2024/4Q

20251Q

2025/2Q

2025/3Q

2025/4Q

*Consolidated (Excluding US) 35



Cloud: Number of Trading Accounts and ARPU e E N e

The revenue contribution from generative Al began in earnest in Q4, driving growth in both the number of trading accounts and ARPU,
resulting in a 22% increase in revenue. The gross profit margin increased by 17 points due to the impact of the progress of depreciation and amortization
and impairment losses at the end of last year.

While there is a large pipeline of projects still in the development and investment phase, the gross profit margin decreased by 5 points quarter-on-quarter.
Revenue contributions after release are expected to accelerate further from 2026 onward.

Number of trading accounts and ARPU unit: Thousand JPY | | Revenue unit: Thousand JPY and gross profit margin
@ l (Number of @
trading
(ARPU) 796 accounts)
800 300 125,000 1 1 8,626 100.0
707
100,000 96'886
600 75.0
200
75,000
400 o & = 50.¢
N i By
137 50,000
100 40.6%
200
25,000
0 0 0 0.0
2024/4Q 2025/1Q 2025/2Q 2025/3Q 2025/4Q 2024/4Q 20251Q 2025/2Q 2025/3Q 2025/4Q
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Professional: Number of Trading Accounts and ARPU

== KAIZEN PLATFORM

ARPU increased steadily due to a shift toward major customers, and increased by 5%
Although consulting/development projects grew, production-related revenue declined, resulting in a 4% decrease in revenue
and a 1-point drop in gross profit margin
We anticipate changes in our revenue portfolio due to market changes driven by generative Al

Number of trading accounts and ARPU unit: Thousand JPY

Revenue unit: Thousand JPY and gross profit margin

(ARPU)

4,000

2,928

3,000

2,000

(Number of
trading
accounts)

800

3,080

400

3;5\. .

1,000

2024/4Q 2025/1Q 2025/2Q
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2025/3Q 2025/4Q

1,000,000

750,000

500,000

250,000

<> l

984,099
942,617
29.7%
2024/4Q 2025/1Q 2025/2Q 2025/3Q 2025/4Q v
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Number of Employees and Number of Partners

After two M&A deals, the number of employees and
the number of partners (including corporations and individuals) across the Group have steadily increased
We will promote the continuous expansion of human capital

Unit: Number of employees / partners

I  Number of Employees | Consolidated [ Number of Partners | Kaizen Platform

I Number of Partners | D-ZERO I Number of Partners | Kaizen Tech Agent (formerly Hiwell Inc.)

400

300

200

100

2019/1Q 2019/2Q 2019/3Q 2019/4Q 2020/1Q 2020/2Q 2020/3Q 2020/4Q 2021/1Q 2021/2Q 2021/3Q 2021/4Q 2022/1Q 2022/2Q 2022/3Q 2022/4Q 2023/1Q 2023/2Q 2023/3Q 2023/4Q 2024/1Q 2024/2Q 2024/3Q 2024/4Q 2025/1Q 2025/2Q 2025/3Q 2025/4Q
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Financial and Stock Status

We maintained both cash and deposits and net assets at adequate levels,
and the financial base is stable

Institutional investors hold 3.1% of the company’s shares, while individual shareholders account for 41.5%

Balanc¢le Sheet (Consollldated) . Stock distribution
million JPY i 2024/12 i 2025/12 | Increase/Decrease (As December 31, 2025)

Cash and Cash Equivalents 2,911 2,966 55
Current Assets 3,677 3,580 -96
Tangible Fixed Assets 22 24 2 25.44
Intangible Fixed Assets 539 464 -75
Investment and Other Assets 179 200 20
Assets 4,418 4,269 -148 3 0 0

L] %

Short-Term Debt 202 202 0

Long-Term Debt 712 514 -198
Llablllty 1'461 1'286 '1 74 - Overseas institutional investors - Individual shareholders* (General)
Net Worth 2’957 2,983 25 Directors and employees*

Others (Corporations, Venture Capital firms, etc.)

Liability Net Assets 4,418 4,269 -148

*Number of shares held by individual shareholders and directors and employees is an estimate.
© 2026 KAIZEN PLATFORM INC. All Rights Reserved. 39
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The Law of the IT Industry : Value Always Shifts from “Infrastructure” to “Use Cases”

Investment in the IT sector begins with hardware investments forming “infrastructure,” followed over
time by the emergence of software and service markets that represent specific “use cases”

mmmm |nfrastructure == Use cases $676B+
$650B —_—
$600B+ [Diff ]
600 —x ~1.2x+
$545B+
: I B
[Difference]
~2-8x $450-480 B
[Difference]
~2.6x

400

[Difference]

~200-300x

$230-250E $190-250B
1
200 [Difference]
~3-50x
1
$5-70B
$3.3B
0

Core systems PC Browser Cloud Collaboration

Source : Prepared based on Straits Research Mainframe Market, Precedence Research IT Services, IDC Worldwide Quarterly PCD Tracker, TBRC Software Products Global Market, Verified Market Research Browsers,
© 2026 KAIZEN PLATFORM INC. All Rights Reserved. Statista Search Advertising Revenue, IDC Worldwide Smartphone Tracker, Fortune Business Insights Mobile Ad, Future Market Insights Cloud IT HW, Fortune Business Insights Cloud Computing 4]


https://straitsresearch.com/report/mainframe-market
https://www.precedenceresearch.com/it-services-market
https://my.idc.com/getdoc.jsp?containerId=IDC_P36344
https://www.thebusinessresearchcompany.com/report/software-products-global-market-report
https://www.verifiedmarketresearch.com/product/browsers-market/
https://www.statista.com/outlook/dmo/digital-advertising/search-advertising/worldwide
https://my.idc.com/getdoc.jsp?containerId=IDC_P8397
https://www.fortunebusinessinsights.com/mobile-advertising-market-102496
https://www.futuremarketinsights.com/reports/cloud-it-infrastructure-hardware-market
https://www.fortunebusinessinsights.com/cloud-computing-market-102697

Why the Use Case Market Will Surpass the Infrastructure Market Over Time e e

History shows that the use case market, which builds long-term relationships with customers and generates
revenue over many years,
grows significantly beyond the infrastructure market

One-time sale model LTV model

Recurring revenue that can be charged as long
as users continue to use the service

Revenue Focused on temporary
structure revenue Advertising: Google, etc. Subscriptions: Microsoft, etc.
Performance-based compensation: Maintenance and operations:
Real estate portals SaaS in general

© 2026 KAIZEN PLATFORM INC. All Rights Reserved. 42



Key to Market Growth for Generative Al Use Cases

Against the backdrop of massive investments in generative Al,it is necessary to
invent generative Al use cases that the market needs

!

NVIDIA market cap ( . . .
$4.3 trillion Currently, there is a 10- to 20-fold disparity,
g e i o et ) but this distortion will inevitably be corrected, as
$300-4008B history demonstrates
Al investment by major S
cloud providers 1
$100-200 billion/year I
1
|
|
$20-50B
Infrastructure market Use case market

© 2026 KAIZEN PLATFORM INC. All Rights Reserved. * Source: Prepared based on NVIDIA quarterly results and TBRC Artificial Intelligence Market Report 43
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Why Aim to Become an Al Integrator ?

We are shifting our business model from being a company that builds Al to

a company that uses Al to solve customers’ challenges
By embedding Al into customer journeys and UX within business processes,we convert these into business outcomes

Infrastructure model: OpenAl/Google

Al integrator: Kaizen Platform

l

Customer business outcomes : Improved sales
and reduced costs

© 2026 KAIZEN PLATFORM INC. All Rights Reserved. 44



Product Strategy

Reorganizing professional services as a powerful weapon for Al integration
The hybrid model combining consulting (people) and products (technology) is a winning strategy in the
Al implementation market

Providing UX improvements with
performance-based compensation

Deeply immersed in
customer strategy,

o Al Integration Team A semi-delegated
onsulting 9
and Deeply accompanying team that organizes
development customers through their .
challenges and committed and accompanies
to results customers

through challenges

providing development
centered
on the front end

© 2026 KAIZEN PLATFORM INC. All Rights Reserved.
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Sales Strategy me= KAIZEN PLATFORM

Promoting a dominant strategy by integrating Al into customer journeys and
operational workflows with a focus on specific industries

Rather than casting a wide net, we focus on learning specific industries and pursuing them narrowly and deeply,
and therefore do not pursue indiscriminate expansion of the number of clients, with the expectation of significant growth given our current 2% wallet share

At present, we are focusing resources on markets where we can provide significant value with current LLM capabilities, specifically in areas where labor is insufficient but
can have a major impact on revenue.Repetitive tasks that Al agents can perform are expected to become a massive market as Al use cases

Insurance industry Real estate industry

Automated workflow maximizing new customer High-accuracy/high-frequency updates to Automation of recruiter tasks while improving
conversion and retention property valuation information based on actual matching accuracy, reducing the burden on
rates using customer data and Al agents transaction records using Al Integrated candidates and operations,
solutions optimized for customers' life plans and significantly shortening lead times
- [o5] R "
— — — — — II (o} — — m
Quotation Comparative Proposal of Signing Property valuation Relocation proposal Mortgage loan Job posting creation Scouting candidates Interview schedule
quotation optimal plan contract screening adjustment

© 2026 KAIZEN PLATFORM INC. All Rights Reserved. 46



Transforming Economics with Customer Experience DX (Value Provided)

We are creating a structure in which the Cloud segment such as SaaS and Al earns
revenue while providing professional services
We can move towards a higher revenue model by building customer experiences utilizing easy-to-use generative Al

Transaction structure per company Revenue structure

In addition to the current cloud and professional services billed monthly, We aim to increase the sales composition of cloud revenue and shift

we aim to grow cloud revenues by offering to a more profitable business structure
development of functions using generative Al on a pay-as-you-go basis

. A

Cloud Service

Il Professional Service

Cloud Service

Professional Service

© 2026 KAIZEN PLATFORM INC. All Rights Reserved. 47



FY 2026 Full-Year Earnings Forecast

For FY2026, we will further strengthen our end-to-end consulting
framework for AIX while expanding our performance-based compensation plans for generative Al,
steadily building a foundation for sustainable profit generation

FY 2025 Full Year FY 2026 Full Year

Sales 4,354 4,600 +245 +5.6%
Operating Profit 29 40 +10 +37.0%
Ordinary Profit 38 40 1 3.5%
Net Income 29 30 0 0.6%

© 2026 KAIZEN PLATFORM INC. All Rights Reserved. 48



The following is a list of risks that, if they were to materialize, could significantly
impede the execution of the Group’s business plan and the measures to be taken to address them
The likelihood of these risks materializing is limited at this point in time

Competition may intensify due to existing operators and new entrants (time of manifestation: short- to medium-term).

Competitors
trend

The Group will strengthen its competitiveness through an increased level of service, expansion of
product investment, aggressive marketing activities and hiring activities.

Responding If there is a delay in responding to technological innovation, there is a possibility that the Group’s competitiveness
to technological will decline (time of materialization: medium-term).
innovation The Group has been hiring and training engineers and improving the development environment.

The occurrence of a large-scale system failure could affect the Group’s business and earnings.
System trouble In order to ensure stable service operations, the Group is strengthening server facilities and other equipment and
building internal systems.

© 2026 KAIZEN PLATFORM INC. All Rights Reserved. * Excerpt of major risks. For details of risks, please refer to “Business and Other Risks” in the Annual Securities Report 49
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== KAIZEN PLATFORM

By Segment: Number of Transaction Accounts and ARPU (Cumulative)

Cloud Due to the elimination of depreciation and amortization, we expect further growth in both the number of accounts and ARPU in highly
profitable segments through Al.
While restructuring our portfolio in response to the impact of generative Al, we aim to return to a growth trajectory driven by ARPU by focusing

Professional on priority accounts.

Number of trading accounts and ARPU ' unit: Thousand Jpy Revenue unit: Thousand Jpy and gross profit margin

<D

| 2424 446,061

o 400,000 334,870

1,500 300,000

1,000 200,000

500 100,000 23.2%
’ 2024/4Q 2025/4Q ’ 2024/4Q 2025/4Q

<D

8,000 | 7'707 5,000,000

4,025,138 3,753,483

4,000,000
6,000

Professional

3,000,000
4,000
2,000,000

2,000
1,000,000

28.4%

2024/4Q 2025/4Q 2024/4Q 2025/4Q

o
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Number of Trading Accounts and ARPU

By defining target segments and promoting upselling/cross-selling, we achieved a 12% increase in ARPU.

We are beginning to see repeatability in expanding customer budgets.
While concentrating on priority accounts, we aim for further ARPU growth.

- ARPU (annual) unit : Thousand JPY

699,
mssm=  Number of Active Client Accounts* \

6,542

5,026

3,311 1128 135,
N

2013 2014 2015 2016 2017 2018 2019 2020 2021 2022 2023 2024 2025

© 2026 KAIZEN PLATFORM INC. All Rights Reserved. *Number of customers recording sales within the target period (Consolidated (Excluding US) ) 52



Accumulation of Profit by Recurring Model

Recurring proposals increased due to customer concentration

The recurring ratio is around 80% rasnrar VSBAE

824,312

I One-Off Sales
B Recurring Sales
2,667,797

Unit : Thousand JPY

2,156,107

1,686,361 DD
3,699,503
3,627,996 AR

1,354,946 Sy

988,239 228,636
903,858 910,750 :
654,987 274,993 1,778,462 1332334

414,990 1,353,727

282,531 197,823 1,126,310
713,246
54,292 35,979 457,164 459,893 495,760
i 246,552
2013 2014 2015 2016 2017 2018 2019 2020 2021 2022 2023 2024 2025

© 2026 KAIZEN PLATFORM INC. All Rights Reserved. *Total sales by revenue type within the target period: Kaizen Platform + USA until 2021, total consolidated including D-ZERO Inc. from 2022 53



Profit and Loss (Consolidated)

== KAIZEN PLATFORM

Thousand JPY

Sales

Gross Profit

Selling, General and Administrative Expenses

Salary and Allowance

Outsourcing Cost

Operating Profit (Loss)

Ordinary Profit (Loss)

Profit (Loss) Attributable to Parent

© 2026 KAIZEN PLATFORM INC. All Rights Reserved.

2023/12

4,343,141

1,334,608

1,360,270

412,380

140,818

(25,661)

11,603

(21,696)

2024/12

4,523,816

1,372,608

1,401,355

423,900

142,277

(28,549)

6,449

(171,975)

2025/12

4,354,800

1,396,770

1,367,573

408,529

143,104

29,196

38,664

29,815
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Income Statement (By Segment)

Professional
Thousand JPY : 2023/12 : 2024/12 2025/12
JP
Sales - 4,025,138 3,753,483
Operating Profit(Loss) - 40,404 (103,232)
us
Sales 167,084 163,807 155,255
Operating Profit(Loss) (1,838) (40,371) 11,525
Total
Sales - 4,188,946 3,908,739
Operating Profit(Loss) - 32 (91,706)
Cloud
Thousand JPY ! 2023/12 : 2024/12 ! 2025/12
Sales - 334,870 446,061
Operating Profit(Loss) - (28,582) 120,903

© 2026 KAIZEN PLATFORM INC. All Rights Reserved. *Figures for FY 2023 have not been reclassified under the new segments 55



Balance Sheet (Consolidated)

== KAIZEN PLATFORM

Thousand JPY

2023/12

2024/12

2025/12

Cash and Cash Equivalents
Current Assets
Tangible Fixed Assets
Intangible Fixed Assets
Investment and Other Assets
Assets

Short-Term Debt
Long-Term Debt
Liability
Net Worth

Liability Net Assets

© 2026 KAIZEN PLATFORM INC. All Rights Reserved.

2,544,457
3,358,833
21,105
832,138
157,410
4,369,488
281,234
317,552
1,178,964

3,190,523

4,369,488

2,911,348
3,677,165
22,028
539,584
179,721
4,418,499
202,412
712,299
1,461,026

2,975,472

4,418,499

2,966,703
3,580,365
24,241
464,364
200,647
4,269,618
202,412
514,047
1,286,436
2,983,182

4,269,618
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Disclaimer me= KAIZEN PLATFORM

The information contained in this presentation material is subject to change without notice.

Statements made in this document with respect to future performance are forward-looking statements.

Forward-looking statements include, but are not limited to, those statements using words such as “believe,” “plans,” “strategy,” “expect,” “anticipate,” “expect,” “forecast,”

“predict,” or “may” and other similar expressions that describe future business activities, performance, events, or conditions.

Forward-looking statements are based on management’s beliefs in light of the information currently available to it.

These forward-looking statements are therefore subject to various risks and uncertainties that could cause actual results to differ materially from those expressed or

implied by such forward-looking statements.

Accordingly, you should not place undue reliance on forward-looking statements.

Information in this presentation material relating to companies other than ours and information prepared by third parties are quoted from public information, etc.

We have not independently verified the accuracy or appropriateness of such data, indicators, etc., and do not guarantee their accuracy or appropriateness.

The next disclosure of “Business Plan and Growth Potential” is scheduled to be made around the time of the next full-year financial results announcement (February 2027).
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