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Hello, everyone. I am Yohichi Shibata, President and Representative Director of Premium Group
Co., Ltd. Thank you very much for taking the time out of your busy schedule to watch the

presentation video for our new medium-term management plan, "Change & Prove 2030."
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| Message from the President
Resolved for Change, Proof of Being One of a Kind.

Small and medium-sized auto mobility providers, which account for approximately 50% of Japan's used
car retail market, currently face a challenging busi i 1t characterized by oligopolization by
major capital and intensifying interest rate competition.

Since its founding, Premium Group has walked alongside and grown with these businesses as their
partner.

The company has delivered 17 consecutive years of revenue growth since its founding, with nine
straight years of record top- and bottom-line growth since its IPO. They are proof that the services we
provide have become deeply rooted as indispensable business infrastructure for auto mobility providers.

However, we have no intention of resting on our laurels.

Under our new medium-term management plan (MTP), Change & Prove 2030, we are committed to
breaking free from our existing frameworks with resolve for change.

The Essence of Our Business lies in a high-profitability model centered on membership fees, which are
not affected by interest rate trends, and automobile warranty, a recurring revenue business. Building on
this solid ion, we will plete the “Auto Mobility Ecosystem,” which provides users with the
utmost peace of mind and offers auto mobility providers the infrastructure essential for their operations,
and transform into a one-of-a-kind Car Premium Ecosystem.

“With Car Premium, the Future Takes Shape.”
Over the next four years, we will prove that we are the one-of-a-kind platform that small and medium-
sized auto mobility providers cannot do without.

o 1% /-
Yohichi Shibata
President, Representative Director and CEO
Premium Group Co., Ltd.

Change & Prove 2030

Resolued for Change, Proof of Deing One of # Kind.

oPremium (

Currently, small and medium-sized automobile providers, which account for approximately 50% of
the used car market in Japan, are facing an extremely challenging business environment

characterized by oligopolization by major capital and intensifying interest rate competition.

Since our founding, we have walked alongside these providers as their partner, achieving revenue
growth for 17 consecutive years since our inception and nine consecutive years of increased revenue
and profit since our listing. However, we have no intention of becoming complacent with this growth
trajectory. In this new medium-term management plan, we are determined to transform ourselves by
breaking through our existing frameworks. Based on a highly profitable model centered on
membership fees that are not affected by interest rate trends and Automobile warranties, which are a
stock-type business, we will complete our auto mobility ecosystem and realize a transformation into
the one-and-only Car Premium Economic Domain. Over the next four years, we will prove that we
are a one-and-only platform that makes small and medium-sized automobile providers feel they can

envision a future because of Car Premium.

I will now proceed with the explanation according to the table of contents.
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Tracing Our Past Growth: Business Expansion

Through initiatives in the Car Premium business model, we have continuously expanded our market
share in core credit and automobile warranty services

Loan receivables Automobile wamranty
(Biions of yen) {Billions of yen)
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First, I will discuss our trajectory since our founding. Since our founding in November 2007, we
have grown steadily over the past 18 years. In particular, by promoting the Car Premium business
model that began in the fiscal year ended March 31, 2021, we have been able to maintain a higher

growth rate of nearly 20%.
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Tracing Our Past Growth: Performance
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Continued steady growth and maintaining high ROE

. Profit before tax / Profit attributable to
Operatlng revenue (Billions of yen) owners of parem (Billions of yen)
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Furthermore, we have continuously recorded increases in both revenue and profit. Regarding ROE,
we have been able to maintain it in the high 20% range or above, and as a finance business, we

maintain a solid equity ratio of 12.7%.
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Summary of the Previous Medium-Term Management Plan, ONE & ONLY 2026: 3 Lo
e

Achieved the medium-term vision of "establishing the Car Premium business model" and significantly grew our financial indicators

(Billions of yen)

FY2023 results FY2026 results (vs. PY20z3) (ve. FY2073)
e 25.0 44.0 +19.0 +76.0
Profi before tax 5.3 8.6 +3.3 +62.2y,
ey 4.0 6.0 +2.0 +50.0
3475, 27.54, 7.2 pts —
arkes cap 68.0 67.8 -0.2 -0.3«
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Second is the summary of our previous medium-term management plan, "ONE & ONLY 2026." We
achieved our medium-term vision of establishing the Car Premium business model and were able to
achieve significant growth in each financial indicator. Compared to the fiscal year ended March 31,
2023, we achieved significant growth, with operating revenue up 76% and profit before tax up
62.2%.

Unfortunately, we did not achieve our market capitalization target, and we have analyzed the factors

behind this as follows.
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Analysis and Countermeasures for Failure to Achieve Market Capitalization Target 9 g

We face challenges in working to shift valuation from a simple finance company to a platform company

Reasons for non- — Contraction of valuation
il Fo oot e g P"’

Growth rate Expected future growth
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Qur recognition of challenges

Lack of proof for growth potential as a platform

— Limited to conventional market valuation as a simple financial services
company

— Insufficient disclosure of KPls as a platform company

Our challenge was that we could not show the transition from a
financial company to a platform company with high growth potential
with numbers

Failure to meet profit targets
— Failure to meet targets due to system failures

Countermeasures

Maintaining 17 consecutive years of revenue growth and
high ROE

Commitment to
numerical targets
Proofas a
platform company

easing

Disclosing KPIs as a platform company

Shifting to a revenue structure that is not dependent on
interest rates

Accelerating structural transformation to become a
platform provider known to everyone

ePremium Group Co., Ltd. 9

First, regarding the reasons for failing to reach the market capitalization target, we believe they can

be broadly categorized as failure to meet profit targets and the contraction of PER. As

countermeasures, we will fulfill our commitment to numerical targets and prove our transition from

a simple finance company to a platform company with higher growth potential through the

disclosure of key indicators.



Summary of the Previous Medium-Term Management Plan, ONE & ONLY 2026: & nnsr
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Achieved the establishment and expansion of the Car Premium business model, our medium-term vision

Automobile
warranty

Auto mobility

services

* Based on research by Premium Group

Key initiatives in the previous MTP

Expand the Car Premium Club

Promote the Car Premium brand

Strengthen offline/online marketing

+Car Premium Club members: 5,938
-Brand awareness: 30«
+Expanded product offerings for Car Premium Club

members

Expand business with Car Premium Club members

Release new core system

Promote paperless conversion

*Proportion of Car Premium Club members in the volume

of new loans increased to 70%

-Volume of new loans per sales staff member increased

by ¥70 million

'99""‘2 of !oﬂn applications made paperless (fax

Collection efficiency through DX

now subject to a fee)

-Improved efficiency through automated calling and the

introduction of RPA, etc.

Grow sales of proprietary warranties

Promote in-house preduction of repair parts

Automate adjuster tasks/going paperless

Expand the product lineup

+Total volume of Car Premium automobile warranties

grew by more than 300%

+Expanded Premium Auto Parts
+Automobile warranty online application rate: 84x%

Expand the used car distribution network

Expand sales of lease products / Develop new
subscription-based products

Roll out software for auto mobility providers

“Rel

+Developedirolled out leasing programs for network

stores

~Completed the "Car Premium for all your car needs”

website for end users

Complete mobility platform

d the Car Premium app
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This is a summary of qualitative aspects. The degree of achievement is shown in this table using
circles, triangles, and crosses. We believe we were able to firmly implement measures and respond
to most qualitative items. Unfortunately, for items that were not achieved, including the failure to

release the new core system, we intend to follow up on them thoroughly in the new medium-term

management plan.
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Mission: What Premium Group Is Aiming For

We contribute to building a richer society by providing the
best finance and services to people around the world

By further improving our financing and services, and spreading
them across the world, we will create a richer society.

We will develop and nurture enriched human capital who
consistently approach their work with a positive mindset and
diligently build upon every process

We will not give up before we start by thinking we cannot do
something, or something is not possible. We will promote
innovation with creative ideas and great ambition

sPremium Group Co., Ltd. 12

Third is our management philosophy. Since our establishment, we have upheld two missions: We
contribute to building a richer society by providing the best finance and services to people around
the world. Second, we will cultivate human resources who can always work hard and positively

build up processes. These two missions have remained unchanged since our founding. This is the

form we aim for.
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Macro Environment e

Premium Group's external environment—including finance, the automotive industry, and technology—is changing rapidly
We view the highly uncertain market environment as an opportunity for growth and are promoting agile business development

Full-scale transition to a rising interest rate
Politics and environment

Economics Prolonged weak yen Economic uncertarli:;y;amld geopolitical

Entrenchment of inflationary trends

Decline in the working-age population and Changes in global standards

Society and acceleration of super-aging
Environment Structural changes in the labor market and Changes in lifestyles accompanying the
the participation of diverse talent diversification of values
Social implementation of generative Al and Commercialization in the Web3.0 and
other innovative technologies blockchain demains

Technology

Mobility revolution centered on Maa$ and Slowdown in the global shift to EVs

Premium Group Co., Ltd. 14

Fourth is our perception of the environment. First, in the macro environment, uncertainty is rising
due to factors such as interest rate hikes, inflation, and technological evolution, but we view these as

growth opportunities and will promote our business flexibly.
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Our Awareness of Business Environment Changes and the Internal Environment 9

Ongoing difficulty in the business environment for small and medium-sized auto mobility providers
The challenge is to maintain market share by implementing measures for safety/security and providing high-value-added services

B Mumber of new and used vehicles sold in Japan over time (estimate) « Against the backdrop of a plateauing new car
market, strengthening the value chain, including
used cars

= Leveraging the strength of securing high-guality
used cars through trade-ins to expand product
variety

« Improving the customer experience through
initiatives such as online-only sales and promotion
of e-commerce and digital transformation

Number of vehicles seld (million vehicles) Ratio of used vehicles to new vehices

Mumber of new vehicles sold

— -
- Number of used vehicles sold at retail (estimate) —

=P atio of used vehicles to new vehicles

Achieving both increased distribution
velume and revenue growth through vertical
integration and the opening of large-scale

stores
z + Accelerating initiatives related to safety and
2020 2021 2022 2023 2024 N -
Source: Prepared by Pramium Group based on Yano Research Institute's "Used Car Markst 20287 security and brand building
M Market share in the used vehicle market

[ Manutscturer-afiiisted
‘dealers
[Major used car dealers

Strategy to date

+ Providing high-quality services and establishing the
Car Premium business model, focused on small
and medium-sized auto mobility providers

Challenges

- Before the oligopoly of major players takes hold, it
is necessary to build a system that allows us to
compete as the Car Premium ecosystem, rather
than relying on the competitiveness of individual
network stores

@ Small and medium-sized auto
mobility providers hold
approx. 50% of market share

@ Used vehicle market remains flat
= Future contraction is predicted

W5t and medum-
sized auto mobdity
providers

retail sales
Approx. 2.5

Reference: Estimated by Premium Group based on Yano Research Institute’s “Used Car Market 20267
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Next is our perception of changes in the surrounding business environment and the internal
environment. Manufacturer-affiliated dealers are expected to enter the used car market in earnest and
gradually expand their influence. In addition, major used car dealers are continuing to expand their

sales scale while restoring trust, becoming a very significant presence.

On the other hand, for small and medium-sized automobile providers, which account for about half
of the used car market, to compete against the oligopoly of major players, we believe it is urgent to

build a system to fight alongside our Car Premium Ecosystem rather than as individual affiliated

dealers.
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Change & Prove

Resolved for Change, Proof of Being One of a Kind.

Building an auto
mobility platform

Strengthening our
ounding business Developing an
ecosystem including
finance/warranty

y

Growing
finance/warranty

Founding period Previous MTP
Establishing the Car Premium

Expanding market share business model

—2030 VISION—

Completing the auto
mobility ecosystem

8 nns=r

Ao'ne-of-a-kind ecosystem

17

®Premium Group Co., Ltd

This is our growth vision based on these market perceptions. In the previous medium-term

management plan, we began building the Car Premium business model, which is an economic

domain platform including the Finance Business and Automobile Warranty Business that we have

expanded since our founding. Regarding this Medium-Term Management Plan, we intend to

complete the auto mobility ecosystem as our vision for 2030.



Completing the Auto Mobility Ecosystem @ n=r

Providing services as the one-and-only platform provider essential to both users and businesses

embers'“p g .

New ; ? Platinum >
purchasing N =) Business
experience, Gold support

Expanding the
cXx*
) A ecosystem
innovation
Preferred by users

Strengthening

the ecosystem BX*2
revolution

Car life
support

*1. CX: Customer experience S
*2. BX: Business transformation ePremium Group Co., Ltd. 18

Next, I will explain what the completion of the auto mobility ecosystem we are aiming for

represents.

Using the membership organization base expanded under the previous Medium-Term Management
Plan as a source, we will build an economic domain chosen by both business operators and users. We
will provide business operators with competitiveness on par with major players, and provide users
with services that innovate the customer experience, including the purchasing experience. Together

with our members, we will promote the established Car Premium brand to users.

We will also organize membership categories into three levels—Platinum, Diamond, and Gold—and
provide services suitable for each member. Through these initiatives, we believe that building an
auto mobility ecosystem that includes the finance, warranty, distribution, and mobility sectors is an

important vision for the Car Premium Ecosystem.
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Materiality (Key Issues) in the Vision 2030 ¢
The materiality for completing a one-of-a-kind mobility ecosystem is as follows
Strengthen Car Premium Club
Ecosyst_em Membership organization .
LRI Growth in both the membership organization's revenue and Completlng the AUto
services g
Mobility Ecosystem
Source of high Essential infrastructure for businesses 2, =)
profitability Support busi with strong attraction and

Expanding the
wcosystem
Fromreay o

[l Strengthening
the acosystem

service capabilities l ’

Incorporate users into the ecosystem

Expansion of
ecosystem

disiribu“on Toward a brand everyone knows and wants to use /Yﬂ"r
'\__/ s
) IT enhancements and data strategies to Cha l"lge & PI'OVG
Foundation of

competitiveness support services

Resolved for Change, Proof of Being One of a Kind.
Source of overwhelming differentiation within the industry
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Next, I will explain the materiality for realizing this vision. This time, we have set four materiality

issues for Car Premium as a whole, not just for individual business units.

The first is the strengthening of the Car Premium Club membership organization, which is the
foundation of the ecosystem. The second is essential infrastructure for business operators, which is
the source of high profitability. The third is the acquisition of users into the ecosystem to expand
distribution within that ecosystem. The fourth is the IT and data strategy that supports the services

forming the core of our competitiveness. I will explain each of these one by one.
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Strengthen Car Premium Membership Organization

@ Key Issue
Expanding our network of certified stores to earn customer trust, with a focus on the Car Premium brand
Growth in both the membership erganization’s revenue and services

User referrals centered on the Car Premium brand Key indicators through
limited to invite-onli Diamond members and above 2030
Car Premium Club Memberships

Industry-leading brand stores oy foc 1 2,000 stores
/ advancing our brand
Membership fee revenue
Diamond
¥5 . 0 billion
Trusted certified stores Invitation-only certified

stores that attract users

Churn rate

1 . 0% or less
J
Car Premium service user Existing member LTV*
stores 2 5
. times

* Lifetime value if maintaining current chum rate for existing Diamond members ePremium Group Co., Ltd. 21

The first is the strengthening of the Car Premium Club membership organization. Membership
categories consist of three levels: Platinum, which are brand stores at the highest industry standard;

Diamond, which are trusted certified stores; and Gold, which use Car Premium services.

Platinum is positioned as a new category to promote the Car Premium brand, and together with

Diamond, it will be operated as an invitation-only certified store to attract users.

As overall indicators, we aim for 12,000 member stores, 5 billion yen in membership fee revenue,
and a churn rate of 1.0% or less. Furthermore, as proof of progress per store, we aim to increase the

LTV of existing Diamond Members by 2.5 times.
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Essential infrastructure for businesses U
@ Key Issue
Providing a platform that increases revenue for users
Comprehensive business support to maximize competitiveness
Management issues resolved by joining
Car Premium Club
Greater trust from Car Premium certification
Greater advertising effecti and through Car
Premium
Product development
opportunities due to poor Higher customer spend from highly competitive finance and warranty
iness products

Creation of vehicle procurement and sales opportunities within the Car

Premium Ecosystem
Stronger customer engagement
Support for building/maintaining customer relationships through

maintenance network use
Customer retention on the platform side through the Car Premium app, etc.

Consulting

- - Provision of tools increasing productivity
d inefficient management Consulting support for more effective use

wvehicle procurement channels

hours spent on after-sales >

managed clients
Cost
Management efficiency reduction
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The second is essential infrastructure for business operators. Car Premium Club solves the
challenges faced by small and medium-sized automobile providers and enables efficient
management. We recognize that becoming an essential infrastructure for providers—where joining

Car Premium increases competitiveness and revenue—is a key issue for providers.
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Incorporate users into the ecosystem

8 n=r

@ Key Issue
Expanding awareness of the Car Premium brand and services, and driving traffic to member stores

Implementing proactive investments focused on providing added value to users; attracting customers through proven
reliability and a diverse range of services

Executing a brand strategy to attract users
Service Stronger user .

PR investment in culture, Mass media advertising Enh t of onli E . FC
entertainment, and ’ and social media ' nhancement of online ’ Xpansion of L.ar
. and app services Premium brand stores
sports messaging
Gaining Car Premium Capturing first-recall Fostering Car ‘ Providing Car
recognition awareness Premium use ~ Premium services

Establishing a Car Premium brand preferred by users

®Premium Group Co., Ltd. 23

The third is incorporating users into our economic zone. To evolve into a brand that everyone knows,
we will deploy a brand strategy aimed at user acquisition. We intend to establish the Car Premium
brand as the one chosen by users, aiming to achieve top-of-mind awareness in the industry and
increase the number of users. We recognize that developing and providing services through

initiative-taking investment in pursuit of added value for users is a key issue for users.



IT Enhancements and Data Strategies to Support Services
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@ Key Issue

Al utilization-based system development and evolution of human resources and services
Accelerate cost reduction and service development through a fusion of human resources, data, and Al

Core system x acceleration

* Upgrading the current system infrastructure and
introducing Al agents
* Rapidly achieving both reliability and speed
* Introducing a new core system
- Fundamentally adjusting system architecture for
superior flexibility, scalability, and integration

Al x value creation

Innovating CX through Al

-One-and-only services

Strengthening frameworks for generating new
projects

-Developing DX human resources

v

v

capabilities
Updates

*Promoting fully in-house development projects
Proactive Al

)
DX supporting a

one-and-only
ecosystem

v

v

v

Big data x optimization

Accelerating decision-making by leveraging a
common analytics platform (business intelligence)

+Building a data-driven organization

A cyclical structure of data accumulation and
utilization, and service improvement and creation

+Enhancing the value of data

Data utilization

Al x resilience

Equipping all employees with Al

-Significantly reducing operational burden

Focusing on high-value-added operations
Strengthening the risk detection framework to
support governance

+Safe and secure organizational operations
Protective Al

sPremium Group Co,, Ltd. 24

The fourth is IT enhancement and data strategy to support our services. We will strive to advance our

systems, human resources, and services based on the use of Al, and accelerate cost reductions and

service development through human resources x data x Al. We will focus on core systems, data

utilization, and Al so that they become the foundation of our competitiveness supporting our

business.
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Our Core System: Roadmap During the Medium-Term Management Plan &

We will continue to operate the current system on a medium-term basis by enhancing its capabilities,
while simultaneously preparing to build a new core system designed to support future growth

New core system capable of supporting all Building an integrated, multi-service infrastructure
kinds of growth Phase 03 Establishing a service delivery platform that eliminates the

need for large-scale o for new

(JitE-qrd Full-scale Al agent introduction
Shifting human resources to high-value-added tasks through labor savings

Infrastructure upgrade x Al agents

- P

PIl Upgrading infrastructure / accelerating processing

Enhancing resources to accelerate online/batch processing
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Regarding core systems, we have set three phases as a medium- to long-term roadmap. In Phase 1,
we will refresh the current system infrastructure and increase processing speeds, and in Phase 2, we
will begin the full-scale application of Al agents. We believe that this will allow for sufficient
business innovation even within the current systems. After thorough preparation, including
requirement definitions, we will aim for the stable operation of a new core system applicable to

diversified services in Phase 3.



Optimization of the Implementation Framework and Organization
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Integrating consolidated subsidiaries under a single brand and shifting policy from local
optimization to total Group optimization

B Main objectives of organizational integration

Achieving Vision 2030

Change & Prove

Resalved for Change, Proof of Being One of a Kind.

Shared organization for the Car Premium brand
Toward total Group optimization

Subsidiary Subsidiary Subsidiary
(Finance) (Automobile warranty) (Auto mobility)

Creation of added value

Innovate customer experience (CX) by
broadening the Car Premium Ecosystem

Create new value by accelerating data-driven
management

Cost reduction

Integration/optimization of sales and back-
office divisions

Cost efficiency targets in the ¥0.5-1.0 billion
range

Evolved governance

Clarifying responsibilities through the
introduction of a CxO system

&Premium Group Co., Ltd. 26

To promote these key issues, we will strive to optimize our organizational structure. Although

already implemented, we will integrate consolidated subsidiaries into a single brand and shift our

policy from partial optimization to overall optimization for the entire Group. Through integration,

we will promote the creation of added value, cost reductions, and the strengthening of governance.

As for cost effects, we anticipate a reduction of 500 million to 1 billion yen.
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Financial Policy

Appropriately allocating cash generated over four years toward growth investments,
shareholder returns, and ensuring financial soundness

8 nn=p

B Cash allocation B Shareholder returns
(Milions of yen)
8.000 Mividends =—#=Total return ratio iled
5,000
75%
" o : 4.000
Shareholder Targeting 50% total return ratio for FY30 . )
returns * Continuing dividend increases (payout ratio S T B - . oo
over 30%) 2,000 o
- Planning to continue share buybacks e
1.000
Expanding core businesses/investing in 3
sustainable growth Fr23  Fyz4  FY25 Y26 FY27  FY28 FY29 Ym0
* Investments in M&A and new businesses
Growth (domestic and overseas)
N * Investments in DX and human resources, i i ici
investment e e et Other financial policies
Optimizing fundraising through enhanced direct sourcing
Ensuring financial soundness * Achieving an A+ rating
* Improving financial stability Timely cancellation of treasury shares

* Achieving a higher rating + Making dynamic decisions regarding share buybacks

based on business environment and financial
conditions

3 + Regularly cancelling shares exceeding 5% of the total
Cashin Cash out issued shares
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Next is our financial policy and growth investment strategy. We will appropriately allocate the cash
generated over the four-year period to growth investments, shareholder returns and ensuring

financial soundness.

We plan to implement growth investments on a scale of 20 billion yen. I will discuss the specific

investment strategy later.

Regarding shareholder returns, we aim for a 50% payout ratio in the fiscal year ending March 2030
and will continue to increase dividends and flexibly acquire treasury shares. As for our financial
policy, following the A- rating we obtained last year, we will expand bank and direct financing and
diversify our funding sources to reduce borrowing risks and funding costs. Furthermore, we aim to
obtain an A+ rating to further improve our financial stability. In addition, we have a policy of
periodically canceling treasury shares, using the portion exceeding 5% of issued shares as a

guideline for timely cancellation.



Growth Investment and Overseas Business Expansion
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While advancing our existing business domains, we are cultivating new growth pillars in overseas
markets and new domains to prepare for the contraction of the domestic used car market

Entering

markets

Investment strategy

Optimally allocating management resources between existing business domains in
the short to medium term and new business domains in the medium to long term

Strengthening

overseas
business

<

n-=7

Fortifyin
existing
businesses

Overseas markets domain

* Full-scale entry into the Southeast Asia finance
segment

* Leveraging insights gained from ECL in Thailand to

accelerate independent cxpansion

Promising growth domain

* Long-term-oriented investments beyond the
framework of existing businesses

= Incorporating a sustainable perspective that
pursues both social value and economic benefits

Existing business domain

* Enhancing existing businesses such as mobility
and fintech

= Investments in DX and human resources, capital
and technological investment

Revenue contribution

Overseas markets/promising
growth domains

¥4.0 billion
¥0.5 bilion

Future initiatives

- Placing overseas business directly
under the holding company to
strengthen the promotion structure
Securing and developing global and
local talent
Promoting domestic and overseas

( ion through i alliance
with ITOCHU Corporation
The Growth Investment Committee
assesses and prioritizes prospective
businesses

.

.
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Our investment strategy is to maintain a good balance between the short- to medium-term growth of

existing business areas and sowing seeds for new business areas in the medium-to-the-long term. In

new business areas with high growth expectations and overseas market areas that represent a

horizontal expansion of existing businesses, we target operating revenue of 4 billion yen and profit

before tax of 500 million yen in the fiscal year ending March 2030.

Future initiatives include establishing a Growth Investment Committee and accelerating overseas

expansion through collaboration with ITOCHU Corporation. While further refining our existing

business areas, we will focus on nurturing the next growth pillars in new areas.
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Numerical Targets

Profit growth for existing businesses at a CAGR of approximately 20%, while creating new revenue opportunities via
aggressive investment

Major indicators (Bilions of yen) ~ Operating revenue (siiions of yen)
M Finance 200
Automobile warranty =
FY2026 results FY2030 targets [vsc'l]:aYnZ%‘ZG} [(\?';mlwﬂ]llggﬁe] Auto mobility service
- - Overseas/growth domains
Operatin 440
r:\efenugg 440 84.0 +40.0 +90.9%
CAGR 1T
Profit
8 ) 6 2 1 . 0 + 1 2_4 +1 44_2% FY26 FY27 FY28 FY29 FY30
— Profit before tax / Profit attributable
TOf -
to owners of parent @ilions of yen)
ttributabl
t?: nwn;s:f 60 14.0 +8-0 +1 33-30/0 B Profit before tax 21.0

parent
M Profit attributable to owners of parent

CAGR 25.0%

PIE ratio 11 times 22 times - -

Market cap 678 300_0 +232.2 +342.5%

FY26 Frar FY2s FY29 FY30
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Finally, here are our numerical targets. The targets for operating revenue, profit before tax, and profit
for the four years of the new medium-term management plan are set as shown in the table. Operating
revenue for the fiscal year ending March 2026 is 44 billion yen. We aim to achieve operating
revenue of 84 billion yen in the fiscal year ending March 2030, with an average annual growth rate

of approximately 17%.

By segment, in addition to the steady growth of our three pillars—the Finance Business, Automobile
Warranty Business, and Auto Mobility Services Business—we also expect earnings from overseas

and growth areas.

We aim to achieve profit before tax of 21 billion yen, compared to 8.6 billion yen in the fiscal year
ending March 2026, with an average annual growth rate of approximately 25%. Furthermore, to
demonstrate our improved market valuation as a platform company, we target a PER of 22x and aim

for growth to a market capitalization of 300 billion yen.
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Summary of Medium-Term Management Plan: Change & Prove 2030 B

Management’s Numerical Targets

v84 .0 viion ¥21.0 binion ¥14.0 vilion 22 times ¥300.0 bilion
vs. FY2026: +91% vs. Fy2oz2e: +144%, vs. FY2026: +133% FY2026 results: 11 vs. FY2026: +34 3%
times

Materiality and KPls

Strengthen Car Premium Membership Completing the Auto Mobility Car Premium Club
organization

Growth in both the membership organization's revenue . ECOSyStem membership revenue ¥5 . 0 billion
and services i —Shift to recurring revenue—

o
= Churn rate 1 .O% or
—Proof of stable ecosystem— less

STy

Essential infrastructure for businesses

Support businesses with strong customer attraction and
service capabilities

Incorporate users into the ecosystem

7 e \
Toward a brand everyone knows and wants to use

Ch P LTV of existing
. ange & Frove Diamond Members 2 5times
IT enhancements and data strategies Resolved for Change, Proof of Being One of a Kind. —Proof of deep engagement per .
to support services store—
Source of overwhelming differentiation within the
industry
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Finally, to summarize. Under the new medium-term management plan, our 2030 vision is to
complete the Auto Mobility Ecosystem. Our numerical targets are operating revenue of 84 billion
yen, profit before tax of 21-billion-yen, profit of 14 billion yen, a PER of 22x, and a market

capitalization of 300 billion yen. We intend to firmly achieve these targets four years from now.

This concludes the explanation of the new medium-term management plan, “Change & Prove 2030”.

We are available for individual meetings with institutional investors and analysts at any time.

Please contact us via the IR inquiry form on our website.

Thank you very much for your attention today.



(Disclaimer)
IR information in this material is for providing financial data and economic condition of Premium
Group Co., Ltd. (hereinafter "Company").
However, this information should not announce and guarantee its contents.
Statements contained herein that relate to the future operating performance and strategy of the
Company are forward-looking statements.
Forward-looking statements are based on judgments made by the Company's management based on
information that is available to it as of the date those statements were made.
Forward-looking statements involve inherent known and unknown risks, uncertainties and
contingencies. Many of these risks and uncertainties relate to factors such as future market
conditions, currency fluctuations, the behavior of other market participants, the exchange
rate, tax system and so on. Therefore, it is possible that business performance will be
change and the Company is not responsible for loss resulting from this change. The
Company puts information in this material with meticulous care. However, the Company is
not responsible for any information errors, manipulations by outsider computer system errors, and so
on. Copyrighted materials in this are under copyright protection. It is
prohibited to reproduce, reorganize, translate, distribute or exhibit this material. This material
is not for the purpose of investment invitation. Any investment decision with respect to the

Please note that the Company is not responsible for any loss resulting from this change.
Copyrighted materials in this are under copyright

protection. It is prohibited to reproduce, reorganize, translate, distribute or exhibit this material
without permission. This material is not for the purpose of investment
invitation. Any investment decision with respect to the shares of common stock of the Company
should not be based on this material fully but be

made solely at your own discretion.



