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Presentation

D Premium

1. Summary of Financial Results for FY Ended
March 31, 2022

2. Segment Overview
3. Other Topics

4. Earnings and Dividend Forecast for FY Ending
March 31, 2023

5. Appendix

For today's agenda, | will explain an overview of the financial results for the fiscal year ended March 31, 2022,
and dividend forecast for the current fiscal year ending March 31, 2023.
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_I Highlights from FY Ended March 31, 2022 o,

Market fell below FY21 and FY20 due to lower production of new automobiles owing to semiconductor
shortages and reduced number of used passenger vehicles resulting from it

Nevertheless, both credit finance and automobile warranty segments posted record high volume, despite the
negative market environment

The strong performance of our three core businesses resulted in higher revenue and profits

[\

x

B Number of new passenger vehicles registered: Full-year: Down 8.4% YoY /
Q4 alone: Down 14.8% YoY
B Number of used passenger vehicles registered: Full-year: Down 5.8% YoY / N
Q4 alone: Down 8.3% YOY  xiumatie vester ecociion

Total volume of new loans: Full-year: Up 21.6% YoY / Q4 alone: Up 12.3% YoY
AEIS Total volume of automobile warranties: Full-year: Up 14.7% YoY / Q4 alone: Up 16.6% YoY

Total volume of products developed in-house (automobile warranties): Full-year: Up 35.6% YoY / Q4 alone: Up 53.7% YoY

B Operating income: ¥20,827 million (up 16.8% YoY)
B Profit before tax: ¥4,017 million (up 16.0% YoY)
B Future expected earnings (deferred profit): ¥36,109 million stocked on B/S (up 19.4% YoY)

Credit finance business: ¥30,065 million, Automobile warranty business: ¥5,703 million, Other businesses: ¥341 million

Performance

Released forecast for FY ending March 31, 2023

Selected as a “DX Certified Business Operator”

Established Car Premium Co., Ltd., a core subsidiary responsible for developing and
promoting membership organizations for mobility providers

lopics

This is a summary of the highlights.

First, the car industry, especially the production of new cars, has been very sluggish due to the ongoing
shortage of semiconductors. The used cars market itself is trending significantly lower than the previous year,
and two years ago as well, due to a shortage of used cars in circulation.

On the other hand, despite these adverse market conditions, both our credit and automobile warranty
segments posted record high transaction volumes. As a result, the three main businesses are performing well,
ending the year with increased revenues and profits.

As | have just explained to you about the market, new car registrations for the full year were 91.6% compared
to the previous year, and 85.2% for Q4 alone. In Q3 and Q4, the production is still not keeping up with the
number of registrations for new cars.

We have been able to maintain double-digit growth in the market, with the top-line credit transaction volume
at 121.6% YoY, and the automobile warranty volume at 114.7% YoY for the full year.

Regarding business performance, operating income was JPY20.83 billion, 116.8% of the previous year's level.
As for income before income taxes, the Company closed at JPY4.02 billion, 116% of the previous year's level.

The future expected earnings are JPY36.11 billion, approximately 120% of the previous year’s level, and we
are in a situation where we have a solid stock of deferred earnings.

As for topics, we release our full-year earnings forecast for the current fiscal year, ending March 31, 2023, in
this earnings release.

In addition, we were selected as a DX Certified Business Operator on May. We also established a subsidiary,
Car Premium Co., Ltd., whose core business is to develop and promote membership organizations for mobility
providers. We hope to explain this area in detail later in the topics section.
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o)

(Graph/table unit: millions of yen) rasin

_I Consolidated Performance

‘ v' Expansion of the three core businesses drove operating income higher by 16.8% YoY to ¥20,827

million
| v Profit before tax totaled ¥4,017 million (up 16.0% YoY) due to lower operating expenses from DX
. and Group synergies

FY21 YoY | Operating income | | Profit before tax |
charige Up 16.8% YoY Up 16.0% YoY
Operating income 17,825| 20,827 | +16.8% 4011
20,827
3,463
Other income 694 47| -93.2% —
Operating expenses 14,891 16,992 | +14.1%
Profit before tax 3,463 4,017 | +16.0%
Profit attributable to
owners of parent 2’383 2’941 +23.4%
Basic earnings =
okl 186.74 | 229.39 | +22.8%
Note: Part of other financial expenses for FY21 were transferred to operating expenses. FY21 FY22 Fy21 FY22 5

These are consolidated results.

The cores main businesses have expanded their operations steadily, contributing to an operating income of
JPY20.8 billion, an increase of approximately 17% from the previous year.

We have been able to reduce operating expenses significantly by exercising DX and group synergies. Thanks
to these efforts, income before income taxes was JPY4.02 billion, slightly higher than the upwardly revised
figure made in Q3. Net income was JPY2,941 million, and earnings per share was JPY229.39, also an increase
of more than 20%.
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_I Performance by Segment

P

(Graph/table unit: millions of yen) o

v' Each segment posting steady growth in operating income
v Profit growth of new auto mobility segment results driven by sales of parts and automobile

wholesaling

FY22

Operating Income by Segment |

Operating income Profit before tax

Finance segment
—Composition—

13,518

3,099
Up 11.8% YoY

Credit, lease, servicer |

Growth of loan receivables and performance of servicer contributed to

—Composition— ‘
Automobile warranty services

performance
Automobile warranty 4,446 637
segment Up 9.5% YoY
Warranty growth and control of cost due to inter-Group synergies

contriputed

Auto mobility segment

—Composition—
Parts sales, software sales,

2,863 26
Up 71.3% YoY

automobile wholesaling,
automobile maintenance, etc.

Gross profit grew despite being in business investment phase.

Other businesses

0.7 255

Total

20,827 4,017

Notes: 1. Includes profits and losses from other businesses not included in reporting segments, netting of inter Group transactions and company wide profits and losses.

2. Segment classification was changed from FY22. Profits and losses for each segment in FY21 is reflected only to the extent practicable.

The following are the results by segment.

Finance segment
(YoY change)

20,827 1es%)

Automobile warranty segment
Auto mobility segment
Excluding other businesses

2,863  (+713%)

17,825
1,671
4,446  (+95%)
4,059
13,518  (+11.8%)
12,094
FY21 FY22 6

We are currently promoting three core businesses: finance segment, automobile warranty segment, and auto
mobility segment. Operating income is steadily increasing in all three segments.

Particularly in the new segment, auto mobility services, sales of parts and wholesale sales of vehicles are

driving revenue growth.
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Operating Expenses (Consolidated) 5

(Graph unit: millions of yen) rasien

v' Operating expenses totaled ¥16,992 million (up 14.1% YoY)

v’ Variable costs increased due to higher operating income in the auto mobility segment, but cost
cutting measures, such as promoting inter Group transactions and paperless services, helped to
control growth in operating expenses

¥14,891 million ¥16,992 million (up 14.1% YoY)

- (YoY change)
Operating income 17,825 Overating ncoms (+16.8%)
Increase attributed to increase in
Guarantee 2,009 loan receivables R
commission d Guarantee commission 2,282 (+136%)

Cost controls through in-house r—-

‘ FY21 Operating expenses ‘ ‘ FY22 Operating expenses ‘

procurement of parts
Warranty cost 2,616 Wasisily o 2,642 (+10%)
ko inobitivelatad Cost increase attributed to growth in parts "\.
o mobsy. 910 Auto mobiity related || Sales and automobile wholesaling 1,730 ¢901%)
,
R 4,110 T e gger T\
No. of employees: 644 as of Mar. 31, ‘
De::::;;’;o:"d 1,316 Depreciation and —_ 2022 (+51 vs end of FY21)
amortization 1,294
System operation | s o I Increase from promotion of DX, hiring, and l
i stem operation : 7
costaiOutsourcing 2,000 SRRt (+165%) 12,337 outsourcing of loan operations
- Commission expenses Commp ZPETSEE
- Commission expenses
th i Contribution owing to reduced expenses from outsourci
Other expenses 1,930 P (+95%) 2,114 b operatlongs p ng

Operating income -

Koot il 2,934 | rergiocne . [EPTER 0

Operating expenses
Notes 1: Since it is a preliminary value, we will promptly notify you on our website when any corrections or changes occur.

2 Part of other financial expenses for FY21 were transferred to operatini expenses '

Next, here is how operating expenses are shifting.

Operating expenses were JPY17 billion, 114% of the previous year's level, slightly lower than the ratio of
operating revenues.

As | mentioned earlier, the promotion of intergroup transactions and the paperless system associated with
DX are growing steadily, and cost-cutting measures are holding down the increase of operating expenses.

The cost of automobile warranty, at JPY2,642 million, was significantly reduced by procuring parts in-house
and utilizing our own network of garages

In addition, each system operation, outsourcing, payment fees, and such are also kept at a low growth rate,
as shown in the other expenses section.

As for the cost of parts and auto mobility-related costs, since there has been an increase in operating revenue,
these costs have increased accordingly. | think it’s okay to consider this as an increase in variable cost.
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Full-Year Performance fo)

(Graph unit: millions of yen)

v/ Continued to post higher sales and profits YoY for five straight years since IPO in 2017 thanks to
Group synergies and cost cutting with DX, despite the impacts of market weakness

| Operating income I I Profit before tax I
[ FY21 results Il FY22 results | ] FY21 results I FY22 results |
Up 16.8% YoY Up 16.0% YoY

20,827 4,017
_____ 17,825 o
: @4 | 2 SN 000 [ s
603 (664)
I -, @
i Q3 (797)
P o | A .S
L Q2
3 Q@ (822)
(4,365) e
e al
01 (1,180)
(4,022)
Fy21 FY22 ‘ Fy21

Note: Operating income for Q4 FY21 includes the transfer of impairment loss on financial assets for Q1-Q3 FY21 to operating income. 8

This is the full-year results.

The following chart compares quarter-by-quarter changes in operating income and income before income
taxes.

Even though we were slightly negative in Q1, we were able to catch up in the second half and finally achieved
a double-digit YoY increase, up 16% over the previous year. We have been listed on the stock exchange since
2017. Since our listing, we have had five consecutive quarters of increased sales and profits.
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(Graph unit: billions of yen) romam

_I Finance Segment: Total Volume of New Loans fo)

Total volume of new loans 202.3
5 Total volume of new loans:
Auto loan PH

Auto loan PH... The average monthly total volume 177.4 +2 1 . 60/0 YOY

of new loans per sales staff 166 4

___________________________________________________ Auto loan PH:

- —a Unchanged YoY
| sione a0 IOEn TH, ——p— .|

Factors driving change

B Achieved efficient sales activities through DX measures
and sales organization restructuring
Paperless contract rate: 87% (up 27.2pts YoY)
54 Number of sales offices: 24 (+9 YoY)
487 i B Increased membership of Car Premium Club (formerly
46.3 : PFS Premium Club) contributed to higher volume, despite
.1 87 the negative impacts of the used automobile market
B Nearly reached sales staff of 100
Sales staff at FY-end: 95 (up +12 YoY)

Strategy

5 Y PYia o Fvts  FYte  Fvir  Pvig o Fvig B0 Ev2 L EV22 S— B Promoted enroliment in Car Premium Club
otes: 1. “Total volume of new loans” refers to the total amount of credit and lease contracts newly signed in the period. The figures are inclusive of the total
volume of new loans of products other than automotive credit financing (Ecology Credit, etc ). and are the actual results of Premium Co., Ltd Aiming to increase volume through provision of member-
2."PH" stands for “Per Head,” which refers 1o the average monthly total volume of new loans of warranies per sales staff. The monthly total voume of  onIv services
new Ioans refers to lhe lolal of the amount ul credn contracts newiy slg in a month. The amount of credit contracts refers to |he (o!al amount of y 10

0.182 0.187

| will then present an overview of each of the three business segments. First, | would like to explain our finance
segment .

For FY22 under review, it was JPY202.3 billion, surpassing JPY200 billion for the first time, 120% of the previous
year's figure. Although there was a slight drop in the previous fiscal year due to COVID-19, this fiscal year, we
are firmly on track to surpass the previous year, as well as two years ago.

The first factor behind this change is that efficient sales activities were achieved through DX measures. By
firmly reorganizing our sales organization accordingly, we have been able to turn around efficiently.

Despite the negative impact of the used car market, we were able to dramatically increase the number of
members of the Car Premium Club, a membership organization which also contributed to the increase in
transaction volume.

The sales force of 100 staff has been generally achieved. Auto loan PH was JPY187 million, almost the same
level as the previous year.

However, we are making a slight change in our sales structure this year in line with DX promotion, and we
believe that we will be able to increase PH in the future by firmly including this turnover.

As for future strategies, we will continue to promote the Car Premium Club network, as we did in the previous
fiscal year, and aim to increase transaction volume through the provision of exclusive services.
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Finance Segment: Loan Receivables

4223
Delinquency rate
(more than 3 months)

e,

(Graph unit: billions of yen, %) romam

Loan receivables:

361.4 +1 6.80/0 YOY

321.3 Delinquency rate:

V)
0.78%
Factors driving change in delinquency rate

B Achieved operational innovation through DX measures
Efficiently eliminated initial arrears by combining IVR (auto calling
system) and predictive calling (calling system with Al features)

B Continuing collection activities for medium- to long-term
delinquencies jointly with servicer subsidiary
Collection rate and collection amount of medium- to long-term
delinquencies in March broke record highs

8 Strategy

B Carefully contained initial arrears using IVR and predictive

| Loan receivables —

! Delinquency rate ——

calling
B Control medium- to long-term delinquencies through
FY13 FY14 FY15 FY16 FY17 FY1s FY19 FY20 F21 FY22 synergies with servicer subsidiary
Notes: 1. “Loan receivables” refers to the total amount of credit and lease contracts that has not been repaid or for which the warranty period has not elapsed
from the end of the period. The figures are inclusive of the receivables balance of products other than automotive credit financing (Ecology Credit
etc.), and are the actual results of Premium Co., Ltd.
2. “Delinquency rate” refers to the total amount of receivables that are more than 3 months in arrears and special loan receivables (with judicial 1
intervention) _expressed as a percentage of the loan and lease receivables at the end of the period.

The balance of loan receivables also exceeded JPY400 billion. The balance has also increased solidly at 116.8%
of the previous year. For the fiscal year under review, we were able to keep the delinquent rate at an all-time
low.

The ratio was 0.91% in the previous fiscal year, but 0.78% this fiscal year, and we are making solid progress in
accumulating quality loans.

One reason for this change is that in the credit management division, as in the sales division, we are promoting
DX to achieve operational innovation.

We believe that the low number of delinquent loans is due to our efforts to efficiently resolve initial
delinquencies by using IVR and Al-based call systems in combination.

In addition, we continue collection activities in cooperation with servicer subsidiaries, working closely with
them on medium- to long-term delinquent loans. We intend to continue this strategy regarding debt
collection to further achieve operational innovation with greater efficiency.
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I Finance Segment: Number of Network Stores fo)
5 Target for 2025
Car Premium Dealer 3 0 . 0 0 0

Broke through Number of credit network stores:

. ) 1,500 companies stores
i Number of network stores : 0 Y o Y
i Number of paid memberships +7 - 1 /0

(Car Premium Dealer)

oy /RS RS R | ||
. 3,000

23,907 4 595 Factors driving change

B Prioritizing efforts to encourage existing network stores to
become paid members

B Cultivation of new network stores progressing generally as
planned

Strategy

B Achieve brand uniformity by changing name of
membership organization to Car Premium Club
Membership organization for used automobile dealers: Car Premium
Dealer
Diamond members: 88 companies
Gold members: 1,437 companies (up 342 vs. Q3)

B Focus on promoting utilization and soliciting to become
paid members while continuing to tap into new network

'
L

22,549

stores
2? B Achieve 1,500 member companies by the end of FY22 and
FY14 FY15 FY16 FY17 FY18 FY19 FY20 Fy21 FY22 FY25 aim for 2,000 by the end of FY23
Notes: 1. “Number of network stores” refers to the number of companies that have signed a network store contract, counting company as one network store

even if that company has several stores, and are the actual results of Premium Co., Ltd
2. The aggregation criteria for Car Premium Dealer members were reviewed in FY22 Q3. Figures presented here were calculated using the new criteria

This is the number of network stores.

It was 23,907 companies in the previous fiscal year and 25,603 companies in this fiscal year, and the growth
rate was slightly less than 10%.

As | mentioned earlier, we prioritized the conversion of existing member agencies into paying members, and
the number of paying members exceeded 1,500 in this fiscal year.

The number of new network stores is progressing as planned.

We will continue to unify our branding of this paid membership in the form of the Car Premium Club, and we
hope to surpass the 2,000-company mark by the end of current fiscal year.

Support
Japan 050.5212.7790 North America 1.800.674.8375 _ SCRIPTS
Tollfree 0120.966.744 Email Support support@scriptsasia.com S Asia’s Meetings, Globally

10



Automobile Warranty Segment: Total Volume of New Warranties 0O

(Graph unit: millions of yen) romam
Total volume of new warranties 5,1 54 Automobile warranty: total volume of new
warranties

............................................................  ages 449 +14.7% YoY

i Total volume of new warranties
Total volume of new warranties in Q4 alone

G e SR E R A EaR e A R R L b P B S S e e s SR S L s et 2w TR |

Total volume of products developed
in-house: +35.6% YoY

Factors driving change

B Focused on growing sales of products developed in-house
leading to steady growth
Volume of products developed in-house reached record high in
March

m Affiliated products saw weaker growth amid the market

1 ,3 downturn
1,146 Recovery trend in some affiliated products from assignment of sales

staff specializing in affiliated products

Strategy

Seek to increase sales by introducing new products
Promote use of maintenance network and used parts
| | | L procurement in-house aimed at further cost reductions
FY13  FYi4  FY15 FY16 FY17 FY18 FY19 FY20  FY21 FY22 B Plan to introduce online application system to increase
convenience and efficiency

1,106
o
u

Notes: 1. “Total volume of new warranties” refers to the total amount of warranty contracts newly signed in the period
2. “Total volume of Premium’ refers to the total volume of Premium warranties among total automobile warranty volume. “Total volume of

EGS” refers to the total volume of EGS warranties among total automobile warranty volume. 1

3. The aggregation criteria for the volume of EGS were reviewed in FY22 Q3. Figures presented here were calculated using the new criteria '

The next section shows the transaction volume of the automobile warranty segment.

In the previous fiscal year, the transaction volume was approximately JPY4.5 billion, but this fiscal year, we
achieved JPY5.15 billion, up 14.7% over the previous year.

In an extremely difficult market environment, we have a market share of more than 70% for this automobile
warranty, so we are very susceptible to market influences. Under this situation, we have been able to record
significant growth in this area, with solid double-digit growth, and also 135.6% with respect to the volume of
in-house products handled.

We will continue to pay close attention to expanding sales of these in-house products to ensure steady growth.
We will aim for sales expansion by introducing new products.

In addition, as | explained in the section on operating expenses, we would like to further reduce costs by using
our own maintenance network for incoming vehicles, and by using used vehicle parts that we provide
ourselves.

We also intend to start online applications for automobile warranty in the current fiscal year as part of DX.
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I Performance in the Auto Mobility Segment Gt mons oy e,

E Others: Directly managed i Number of network stores :
1 maintenance facilities and ' : Number of paid memberships ~ ———
i membership organizations, etc. . i (Car Premium Garage) :

Operating income:

+71.3% YoY

3,514 Number of maintenance network companies:

. Target for 2025 +39'3°/o YOY
= i o

2,523 B The volume of each service is increasing following

expansion of paid membership organizations

’ B Strong online sales of used automobile parts
Automobile Net sales of Premium Parts reached record high in March
Other wholesaling
| B Acceleration of membership growth by adding new types
Software —i to membership services for garages

e Strategy

Automobile B Achieve brand uniformity by changing name of
wholesaling membership organization to Car Premium Club
Parts Membership organization for maintenance facilities: Car Premium
sales Garage
Parts Loss on retirement occurred due to changes in revenue recognition
sales method and brand
B  Work to increase paid memberships by expanding
contents for members
FY214Q FY22.4Q Fr21 Fr22 Fr2s Develop customer traffic support service though the website for

consumers

Next, | would like to discuss the performance trends of the auto mobility segment.

First, operating revenues significantly increased by 71.3% YoY. The number of used cars registered in the
market is decreasing. This has had an impact on our operating revenue, but we have achieved significant
growth in wholesale sales of vehicles and parts sales.

| mentioned earlier with the Car Premium Club, we are also building a maintenance network in our auto
mobility segment. We have now a network of 3,514 premium maintenance shops (free membership
organization) nationwide.

In addition, among them, we have been able to convert the higher quality areas into paid memberships, and
in the fiscal year under review, approximately 400 paid memberships have been created.

In the area of used auto parts, web-based sales have been strong, and we intend to expand our memberships.

Although we have been using the name FIXMAN Club for the maintenance network, we would like to unify
the branding of the sales network in the same way as the Car Premium Club, with Car Premium Dealers for
sales and Car Premium Garage for maintenance. In this way, we would like to strengthen the branding strategy
of Car Premium.

In the fiscal year under review, there was a slight loss on disposal due to the rebranding, and a change in the
accounting method for membership fees, which resulted in a slight decrease in operating revenue. However,
the actual profit and gross profit have been solidly increasing, and we are now in the black and profitable.

In addition, by expanding the contents for members of the Car Premium Club, the new company, Car Premium,
will also promote the development of paying members.
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_I Progress of DX Strategy o,

Poaare

v' Transaction value of finance, automobile warranty and auto mobility services achieved
through DX was set as KGI
v _The introduction rate of paperless contracts, which were launched in FY21, grew

Finance Segment: Total Volume of Paperless Applications Timeline of DX Strategy

The introduction rate of paperless contracts, which were launched in Launch of business DX is planned for FY23 ; Steady progress

- Fy21, qrew to 87% i 20223 20233 20243
Achieved efficient sales activities : : :
o [ e | = Jle o [ @ [ e [ o o [@ o[ o
100% | | | p [ | I 1 [
—&— Paperless introduction 87% For end-users
rate 0% » | “Premium—the place for cars” ¢ \ \
74% a T I 1—/] \ | Response to
2 B to B (Premium) to C | [ CASE, Maa$,
£ i y b2 Lt /' automobile /
é I I T : / | electrification /
50% For mobility providers: P-Gate /
network store portal / , {
I I I L e T - S R—T—
T T 1 T | T T 1
Finance t op y
1 1 T I T T T T pd
E A bile warranty Auto mobility segment operational
» operational system 4 system /
FY2101 FY21Q2 FY2103 FY21Q4 FY22Q1 FY22Q02 FY22Q3 FY22Q4 ] . 1 T T T T T T
=}
Managing total volume of each business online as KPI of DX Strategy *System currently under = Whole Group operational system
development &
T 1 T T = ™ T T 1 T 1
Finance segment Automobile warranty segment | Auto mobility segment Group-wide infrastructure development
Total volume of new auto credit Total volume of new warranties* Total volume of each transaction DaaS/Zero trust
Total volume of auto leases* through platforms* 1 1 1 1 1 1 1 1 1 I 1 16

Next, other topics.
First, we received DX certification from the Ministry of Economy, Trade, and Industry in May.

KGIs have also been set for the number of transactions related to the three businesses. In particular, the
introduction of paperless credit contracts, which was started in the previous fiscal year, has increased to
nearly 90%, even though it has only been about two years since the introduction rate began in Q1 of 2021.

This is the basis for very efficient sales activities.
We would like to further increase this percentage so that we can achieve 100% as soon as possible.

In addition, as shown in the table below, we are promoting the development of DX for each business and DX
for internal use, while drawing a firm timeline and matching it to that timeline.

Support
Japan 050.5212.7790 North America 1.800.674.8375 —_ SCRI PTS
Tollfree 0120.966.744 Email Support support@scriptsasia.com S Asia’s Meetings, Globally

13



o)

P

_I Other Topics

January 20

February2022 |

Began providing customer
traffic support service

We launched a referral service for individual
customers who require after-sales service to
maintenance facilities. This service is
expected to help maintenance facilities
increase transaction opportunities with new
customers and secure customers under
management, along with stabilizing their
operations over the long term.

decision-making.

|
L

Introduced a delegation-based
executive officer system

From the perspective of further strengthening
corporate governance, we will promote the
separation of management decision-making and
supervision from business execution, thereby
reinforcing the functions related to management
decision-making and supervision of the Board of
Directors and further speeding up management

Introduced telework

Aiming to improve well-being, we are
making efforts to secure and utilize a
diverse workforce by offering flexible
work styles tailored to each individual
employees’ personal life.

Invested in SaaS company

Evolany

We decided to make this investment with the
aim of contributing to the business growth of
Evolany Co., Ltd., after determining the
superiority of its services, management team
well versed in SaaS, and future growth
potential of its DX tools.

?Y?!ﬁf‘y\

April2022 |

Established Car Premium

We established Car Premium Co., Ltd., a core subsidiary responsible for
developing and promoting membership organizations for mobility
providers (car dealers and car maintenance facilities nationwide).
Following the company'’s establishment, we changed the name of
membership.

'¥Name of membership organization

- Membership organizations for car dealers and maintenance facilities:
Car Premium
(Formerly, PFS Premium Club and FIXMAN Club)

Selected as a DX Certified Business Operator

We were selected as a DX Certified Business Operator under the DX
certification system administered by the Ministry of Economy, Trade
and Industry. Going forward, we will further promote DX within the
Group and grow our business based on our DX strategy.

} \/ Digital Transformation
A\ Certification

Plan to publish annual
report

We plan to publish our first annual
report.

In addition to financial and non-
financial information, the report will
contain our initiatives to achieve the
medium-term vision.

In terms of personnel, we have introduced a delegation-based executive officer system to separate
management and execution. To emphasize management and supervision of business execution, the Board of
Directors has raised the ratio of outside directors to 50%, although this is a matter to be resolved at the

General Meeting of Shareholders.

In addition, we have introduced a separate telework position to provide a flexible work style that allows

employees to work in a variety of ways.

In April, we established a separate subsidiary, Car Premium Co., Ltd., to develop and promote our network
membership organization. This company will firmly expand, promote, and manage our network.

We also plan to publish an annual report in August of this year and are currently in the process of preparing

it.
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Next, | would like to explain our financial results forecast for the current fiscal year, as well as our dividend
forecast.

First, for FY23, we forecast operating revenue of JPY24.5 billion and income before income taxes of JPY4.7
billion, both up 17% YoY, representing the sixth consecutive year of growth in both revenue and income.

We have created this plan, considering the recent external environment and, the current trends in new car
production and used car distribution. We have created these figures based on the assumption that these
trends will continue in the next fiscal year.

The annual dividend is expected to increase by JPY9, from JPY51n in the previous fiscal year to JPY60 in the
current fiscal year.

In addition, as for pre-tax income, although | have just explained it at JPY4.7 billion, we had projected pre-tax
income of JPY4.9 billion in the mid-term plan.

We would like to make an upfront investment of just under JPY270 million for the Car Premium site for our
customers this fiscal year. After this upfront investment, we project pre-tax income of JPY4.7 billion.

Net income, considering the effective tax rate, is JPY3.4 billion, which | believe is more than the figure in the
mid-term plan.
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Upfront investment in Car Premium website o)

(Graph/table unit: millions of yen) romam

v ¥265 million will be used to build a website to support individual customers’ automobile
purchase and usage as upfront investment for long-term growth

v' Aiming to generate synergies between businesses through the site and quickly contribute to
profits

Upfront investment

Breakdown of ¥265 million (FY23 forecast)
Upfront investment not included in the MTP

Planning to build website for individual customers (Car Premium website)
In the future, looking to attract customers through the Car Premium website and drive traffic to membership
organizations
Aiming to generate synergies between businesses and quickly contribute to profits

Membership organizations
for car dealers and

Platform maintenance facilities
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Finally, | would like to explain this upfront investment of approximately JPY270 million in the Car Premium
site.

We consider this an upfront investment for our medium- to long-term growth. As an auto-mobility service
provider, we plan to use this investment to build a website to support individual customers who want to buy
or repair a car.

As you can see in the figure, this platform will be used for the P-Gate portal site for member shops shown on
the right side, which has been renewed for some time.

For individual customers, we have the Car Premium site, shown on the left. Thisis an entrance for customers
to enter our platform. By incorporating the Car Premium site and the service search site in upfront investment,
we hope to attract and send customers through P-Gate to our network members.

This will allow us to create synergies in each of our businesses, and we hope to contribute to profits as soon
as possible.
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_I Developments heading into the final fiscal year of the MTP P

v Steady progress is being made with the key measures in the MTP
v/ Began reviewing initiatives for the next fiscal year and beyond

Key measures in the MTP Progress as of FY ended March 31, 2022 Developments in FY ending March 31, 2023
Credit finance
+ Expansion of sales area, workforce and number of _
network stores - Number of offices: Up 9 YoY; v Credit agreements
+ Establishment of Al credit screenings system and Number of sales staff: Up 12 YoY; Number of network stores: Paperless contract rate: 100%
achievement of paperless 25,603 companies 7
« Increase in collections of medium- to long-term « Paperless contract rate: 87% Establish Al screening
delinquencies - Collection rate and collection amount of medium- to long-term
- Sale of repossessed vehicles to network stores in delinquencies in March broke record highs
membership organizations v" Enhance sales of original warranty
,,, Progducts
- Enhancement of sales of original warranty products Increase 9"“’““9" war_ram'es
- Development of products for extended warranties and - Products developed in-house: +35.6% YoY v Go Pap‘erless using online
grow sales - Cost cutting by driving automobiles to our network and applications
- Reduction of repair costs and reflection to selling prices procuring parts in-house
« Advertising campaign for increasing visibility v Fully expand Car Premium website
Mobility - (for consumers) .
- Expansion of service lineup TR or actiening e iai +fiiread v Expand Calt Premuum products
- Promotion of platform concept :JI Sy; emn 0; a tlev ng the platform concept (already Enhance original lease products
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neutrality €eleased original lease/subscription products v car Premlum Dealer
2,000 companies (progress rate
66.7%)
+ Membership organizations in 2025 + As of March 31, 2022 v Car Premium Garage
Car Premium Dealer: 3,000 companies Car Premium Dealers: 1,525 companies (progress rate: 50.8%) 1,500 companies (progress rate:
Car Premium Garage: 1,500 companies Car Premium Garage: 399 companies (progress rate: 26.6%) 100%)
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The priority measures identified in the medium-term management plan are progressing well. This fiscal year
is the third term of VALUE UP 2023. The left-hand side of the chart shows the priority measures set forth in
the mid-term business plan.

We are operating in four segments; Finance, Automobile Warranty, Mobility, and Car Premium, which started
in the current term. The progress made as of the end of the previous fiscal year is listed in the middle of the
chart.

InFY23, we intend to further enhance the value of the Company, thereby firmly realizing the medium-term
management strategy set forth in this medium-term business plan. We believe that it will lead us to the next
medium-term business plan.

This concludes our presentation of financial results for the fiscal year ended March 31, 2022.

If there are any points that were not covered in today's presentation, or if you require more detailed
explanations, we are happy to meet with institutional investors and analysts individually, so please contact us
through the IR contact section of our website.

Finally, we are accelerating our efforts to realize the mid-term management plan in the final year of the plan,
the fiscal year ending March 31, 2023.

As an automobility company, we aim for further expansion, and we hope that you will continue to have high
expectations for us.

Thank you very much for your attention today.

[END]
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1. Portions of the document where the audio is unclear are marked with [Inaudible].

2. Portions of the document where the audio is obscured by technical difficulty are marked with [TD].
3. Speaker speech is classified based on whether it [Q] asks a question to the Company, [A] provides an
answer from the Company, or [M] neither asks nor answers a question.
4. This document has been translated by SCRIPTS Asia.
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Disclaimer

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

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

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

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

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

Copyright © 2022 SCRIPTS Asia Inc. (“SCRIPTS Asia”), except where explicitly indicated otherwise. All rights
reserved.
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