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ﬁﬁi@@ ) Phllosophy - Pay it forward -
"Introduction” + "Loop" Pay it forward
INTLOOP &L\ D # & (& “Introduction” + “Loop”ZHEAE [ELXY) |— COE<STHULWEZEN. INTLOOPD{EHEIER
NDETZEFE T, TI MM ERITTZBZ, EDATIFRL, £=5ID
PEEAEE. BEOXZ IR TNIEFEVLEIREA ANICEES,

Wt DRIBSDIREIZZIICHYET, TNZHRYIRT ZET “BEH SN TWVWEXT,

INTLOOP, the company’s name, is a coinage combining the words “Pay it forward" - this old and new phrase is our corporate philosophy. We
"Introduction” and "Loop". are engaged in giving back to others, not just to the person who gave us
No company nor a human being can exist without the support of others. the favor beforehand.

This is the basis of our corporate philosophy. By repeating this process, "gratitude” will be spun.
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<3~/ =w</32 - Vision / Mission lntl

- Pay it forward -

in the loop

ANEEFEDHREMNBEIRT %L

in the loop Become a symbol of "growth" ourselves,
Building a society in which the growth of and maximize the value of people and the
people and companies can circulate company

< R ey .
< F B - A
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%\*ﬂﬂ%% - Company Profile intlm

- Pay it forward -

1% INTLOOPHER 24t EE-JySPN o MM -EHHREI I T VY
Company Name INTLOOP I;cK Contents of Business Business Strategy and BPR Consulting
TSI TAT
RFRERHHR {85 T coneding
CEO Hirofumi Hayashi TOVIIOMIRIA KR
Project Management Support
ARHLFrTEH SRRENBX iR2-9-11 TOIVHIVRE AR
Headquarters 2-9-11, Akasaka, Minato-ku, Tokyo, Japan Professional Consultant Dispatch and Placement
R ERFEF  ERHEESTR
gﬁﬁa 0552825 New Business Development and Sales Promotion
Foundation February 25, 05 Support
. 1989101 S (BFEFREZ2D) X . FAIRR—IVT A T2
BAE 1,9 oku 9101 man yen (included capital JI—T=%t DICS HOLDINGS
Capital surplus) Groups
BAT 1O
Nihon DICS
EXFE BESFIANS7H3IBET
Fiscal Year From August 1st to July 31th WiT/\—kF—X
iT partners
o t= 1788 (23F7AH) BT F—
Net Sales 178 oku yen (23 /7) N-Stage
FLEEL 470\ (235F7BHA) WY —%
Employees 470 (23/7) Vita

©2023 INTLOOP



o
X E1ERX - Board Members lntlm

- Pay it forward -

Accenture B BEHLDHINFIZDRIL
fe 2 0H

v' AccentureDEIEE TH D EFFHAT

RFEWEE CEO HXf#1& General Manager HY%%{XZ% (L_jJDZ\
- Moy — = Ry

# 1832 Hirofumi Hayashi WEF # Chikara Uchino EBEERE3RDI5REK
BEEROI IV EBE EROBEAH TORGRERR STt — | =
96 Accenture 96 Accenture v *i%ﬂy"ﬁ%'fﬁb\?y ED Akt %ﬁgﬁﬁ
In charge of consulting for the manufacturing industry GM in Several Operating Companies
RUFv—ECTRELEEZER 17 INTLOOP (£ joined)
Corporate Planning at a Venture Company 19 INTLOOP (BX##%FAE inaugurated GM)

05 INTLOOP(EX3L established)

Governance-driven Management Structure Centered
on Accenture Alumni

o

s,
v' Composed of five members: two executive directors
who are also
former colleagues at Accenture,

BN (BEEEERS) B (EEEFERS) i (BEBEERS) and three members of the Audit
Outside Director(ACM) Outside Director(ACM) Outside Director(ACM) and Supervisory Committee
JlIliz F|EX Akio Kawabata /ML 8K Fumio Koyama THEE #A Koji Shimoinaba S _ .
. . . _ . v' Outside directors (Audit Committee Members) form
67 Toshiba (A%t joined) 79 Accenture (A%t joined) 77 Sumitomo Bank (A%t joined) o
00 Accenture (BARS Advisor) 21 INTLOOP (B RS S EE T 21 INTLOOP (B3 Es ey R ERIT majority
21 INTLOOP (BN E=BERETT inaugurated Outside Director(ACM)) inaugurated Outside Director(ACM))

inaugurated Outside Director(ACM))

©2023 INTLOOP
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%U%b‘%@%k?ﬁ%’? - Sales Trends Since Foundation lntl

- Pay it forward -

Billion yen ﬁEEZ?‘ij

11 HE N Z #HF,. EXR 1 1HADET IR RE (CAGR) 1E34% A BUEERITOITFIVTAUIT—ER%E
We have continued sales growth for 11 FYs, with a compound annual growth rate e 44

(CAGR) of 34% over the last 11 FYs
B. JU—Z2XOIVIRD
CAGR (Last 11 Fvs) NYFITHANKIB ) Z1—7 )
34% C. #BIKICLDEEFEEN S,
LEDRE =R
D. 225F7R8HICREEY O—AMi&IC L5

Steps to Growth

17.8
13.1 A. Started consulting services for the manufacturing
i industry
B. Major renewal of the matching website for
freelance consultants
7.1

C. C. Started to consider going public due to capital
needs resulting from business expansion

37

ﬁ_ 0.3 B. I H D. Listed on the TSE Growth Market on July 8, 22
=i o8 0.0 F0C N o NosNo o  NozR11 R

06 /1 07 /1 08/1 09/1 10/1 11/1 12/1 13/1 14 /1 15/1 16/1 1771 18/1 19/1 19/7* 20/7 21/7 22/7 23/7 24]7
Forecast

REERE

6 months period
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2. BFEBIES LUEHDEA

- Business Summary & Strength
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57 - Business Structure

intloop

- Pay it forward -

intloop

dAYIWT4 T —EZX [ WebtF—ER
T2./09—-Y)a1—r3r/pmoY)ai—3Y
Consulting Services / Web Services
Technology Solutions / PMO Solutions

[Services]
—ADSF—LEXT Freelances
DR 2U)—32X1BP
from One Person Freelances / BPs JHIV5 Uk

to Teams ITZOIZ7
A ()
A Consultants
”%’@ = .%'J - Approx. 33,000 IT engineers
[Hybrid Teams] T _
AR 5 - Employees =Fagan-—|
Clients X Our Company Employees
ZUerZ aUHILIUE
reelances |TI‘J:J“:7 090
Consultants WE
IT engineers .
AR KB -NvFI
HR Supports Case Introductions -
hi : EIRR
H vionrione 1l Wighrernggr Matching Se'rwces JS—RF—
i Lk §7 TecH sTock S8 22zearm Ja MishPeropy Business
JO7TvYaFILAMERY—E R/ Partners

JO7xvoaF IV AMEERET—EX
- Professional Talent Utilization Services /
Professional Talent Outplacement Services

©2023 INTLOOP

Web¥—7T T4 27 TEFUIED) -5
NDERAHEN NV F I —E R &R
DTATINET ) =SV ADBICIIE TAD
SF—LHEERFT THRA RN S Tty
3BANZEBRDAMDBT,
LIRS RN R R T S R

=22 XRAT DR IR,
BHEET—EX =R M

We introduce projects and provide matching

services to freelances acquired through our
marketing website

We act as a liaison between clients and freelances,
and can handle projects of various sizes, from one
person to team proposals

With a Consultants DB of over 30,000 people, we
provide support in resolving a wide variety of issues

We provide job change support and welfare
services for freelances



intloop

-Ij__t:‘z Wg - SerVICe Llneup - Pay it forward -

TN EH DTN - EH

CRM/ERP / BPR /BPM / RPA)

- Nearshore / Lab Development

- PMO x Tech Knowledge (DX,
Cloud, etc.)

‘I{ High Performer ‘ ‘+; o“:

Number of Delivery 261 Number of Non-Delivery 209
- D D D D D D S D S S S S D S D S SN D BN SN SN GED SND SN BED D BN SN S S a0 DD S S S S S D S S S S S S S G S S S S S S M e S S S S S R R R R R R R R R R R R N N R R R S R R R R -
I JuL 23 o JuL 23 i
1 1 1 1
I - A — ~v ! o — 1
e YT 1DT 70/09— PMO o Web % TOA# TO AN EGH :
Y -~ ~ A ~ ~

| T—EX & JU1-vay < V)1—-v3Y Lo H$—E'2 ERY—ER HEH—E R :
1 1 1 1
! MR . {ERIPMORBPIPMOrE A PMO/1— ! H !
1 . %mé:l Dﬂ)bj_"fyﬁ‘ ° :JZ_T_ F / 'U‘-‘_PMO% ] 1 —n s o ijI‘yDHj—}l/ " 1
1 SE/PG) p 1 T )ERES N Z = . AMI—YTUk 1
i CHTHREESRBIFE/M&A/PMI) | PMOXESAIE (S S L) : i JVFIWIIN(DI—=5DR) i
1 ‘ ) oo 1 - TIIWNR—=T T4 . !
I R P SR ' ?Moxﬂj%ﬁi)ﬁi P ooz ST, AYRNYF4 25 i
I DIRTFLEBANT )=V . AFIVTIZ 1 —_ s B I
] (ii‘%)j_ oA - FIRBATEAKIR PMOX/ Sy —J51R, i i TR i
i (AlNloT/IEY T F—4) ’ 1 ] JOJxvoar H
1 N o (SAP,SFDCZ) i H - TIUYIEFERUIHRESR I—59—(I7)—5UR) 1
! L EBRIUYINTAY R —— . o Ny H—E 2% i

= SihBEFE - PMOXFRAZERANR (Agiles) [ / ) 1
i (SCM/ICRM/ERP/BPR/ " o il b HighPerformer §é TECHSTOCK - !
: BPM/RPA) . PMOXTYIRIR (DX, O5TRE) : H . / Consultant ; ‘l" High Performer FORMEPUT :
1 1 1 L5 Hl'ghPerformer q : e [ —" 1
1 1 1 V] PMO 1
1 1 1 1

. 1 . .
i Consulting = Technology 8 PMO i I Web Professional Talent Professional Talent i
! \* Services & Solutions &’ Solutions o Services Utilization Services Outplacement Services |
1 1 1 1
= | B ORE {1 Digtalsta Professional Consu :
ompanywide ser o .
I iy Comatline . System Development e Supppony ] i igital Strategy (F[gegﬁcs;?na onsultants . HR Agents i
1 New Busi Devel / i . 1 . Digi i . 1
H |\5|&(,9AW/ Pthlsll)ness evelopment Ig'lEp)lltgg]entatlon Support z%gnéllgldlrlﬁgguﬁ%?uwrlﬁgge o Digital Marketing e L . Headhunting i
i ( ) SHIEES G Pl . Data Utilization (Freelance) ’ |
1 - IT consulting (System . SES Support . PMO x Designation of company of 1 : 1
: Implementations / Pre-sales origin (e.g., major consulting firm) : 1 . New businesses / services - Professional Marketers :
H Support) - Implementation of - PMO x Package Knowledge H H utilizing digital technology, (Freelance) H
: . Business consulting (scm/ Advanced Technologies oA, e e H : ete. f 0 . T > , :
: g Support (Al / 10T / Big Data) . EnMO?Nﬁ(e(I‘Dgee\n(ek)gqlrgegttcl\glethodology : : ;.l High Performer §E TECH 5TOCK ’l' High Perfocrmsrr ;.iﬁm" 7 :
! .

i o i
1 1 1 1
: L :
1 : L 1

©2023 INTLOOP
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%ﬁ'ﬁ?*s)x /I~ - Performance Management

intloop

- Pay it forward -

L&

Net Sales

o LR {H
COGS

So iR

Gross Profit

Eif

Unit Price

X

SI5E
Labor Costs
(Delivery)

HEIAR

Operators

NEE

Outsourcing Costs
(Freelances / BPs)

&M / Expenses

IREE
SGA

AHE

Personnel

+

Operating Profit

©2023 INTLOOP

=E kRS

RAE

Hiring

LEEEE

Advertising

Z DAtk
Others

& 1E R DEK

JRA:—EDHEARTRIET DL ORMEZ
arsO-—-Jb

BIg: AIFD S IMRIERAPFEREFD
RIFREPIE E (S ZERRREE =

BERAWMRER—REUVERE

v WROBVLSEGCEDZHZIHEIUL.
BRI TR

v RFSEOFE L7 RIEA 258 H OOt
FHRAE . Web~Y— 71 VT BREDIRE

Pursuing appropriate COGS

v' Principle : Control COGS ratio to receive
orders at a certain gross margin

v' Exceptions : Set sales order for high-value
added projects (e.g., Al) and
contracted large-scale projects,
order amount to be discussed
separately

Control based on cost-effectiveness

v" Restrain ineffective advertising expenses and
ensure operating profit

v' Continuous hiring of sales employees and
investment in web marketing expenses with an eye
on sales 6 months ahead



IN T R4 - Hybrid Providing System

intloop

- Pay it forward -

NATIYEF—L

Hybrid Team

FUN—#E
(VI IMTIIIZT7)

Delivery Employees

(Consultants / IT Engineers)

J1)—>2X /BP
ATV ININITIIIOZT?

Freelances / BPs
(Consultants / IT Engineers)

F—LREE

Team Proposal

| LERER |

1 Our Proposal i

Ak MRS | _Personnel/_

Spot Proposal

g

©2023 INTLOOP

AL D

v HHENRLERY  TJU—-35UR
EDINAT )Y RF—LZEHERK

v DY=RIRIAINKIRICLY,
RIS R DZEERHL B D
RT3V D ) —RERIEATRE

F— LR

v KEETOIzob0Y 770910

v B S VERTR 7S R

Our Features

v' Form hybrid team with freelances or BPs, led by
our delivery employees

v' Resource management support to recognize
risks from the inside and support resources in
different positions

Team Proposals

v' Sub-projects of larger projects

v Highly specialized cross-functional areas

12



ﬁfi%& *?ﬁ@]?f{ - Registrants and Actives

intloop

- Pay it forward -

YV L%

= 17,198
Transition of Consultants o 16811

15 649
15,065
13,47613,84214.192 e
12,254 12,905 .
11,683 12 . o542
504
S Registered 366
R - Active 300 2
270

21/Q1  21/Q2 21/Q3  21/Q4  22/Q1 22/Q2 22/Q3 22/Q4 23/Q1 23/Q2 23/Q3 23/Q4

ITLII =7

Transition of IT Engineers 16,391

15,376

14,300
125?513 452
11,466 11,964

511 534 28 533

11 216
9654 10,162 10,805
9,169 =

_— Eﬁ - Registered

I 494
2% .
N | 260 1372
*ﬁﬁﬂ - Active 590 mat 303
241

21/Q1 21/Q2 21/Q3 21/Q4 22/Q1 22/Q2 22/Q3 22/Q4 23/Q1 23/Q2 23/Q3 23/Q4

©2023 INTLOOP

B8
v BiEALY 5,000 AL EDEICETY.
BEREN33,000 A %2280

BREE
v HIEALY 150 AL EDEICRKI.
BEEED1,200 A =325

Reqistrants

v' Successfully increased over 5,000 YoY,
surpassing a record high of 33,000

Actives

v' Successfully increased over 150 YoY,
surpassing arecord high of 1,200.

13



B4 RIRERK - composition by expertise

intloop

- Pay it forward -

SR TIVY U~

Registered Consultants

RN T10T
Business Consulting

ZD1th - etc., 15%

# - Approx. 17,000

T4 )b - Digital,
3%

SCM - SCM, 4%

PMO, 24%

Iﬂ%ﬁﬁ‘ﬂ/\”

T=EXYAE N—TTA T EE -
/ Marketing / Sales, 4% V
I' High Performer . 1Sy —3 (SAPYR
Y ] Consultant gﬁr}gﬁﬁ - &) - Package(SAP

0,
Accounting, 5% etc.), 13%

B - Strategy,
11%

ZFDh- etc., 21%

BRITIOIZ7
Registered IT Engineers

JEF{RST - Operation and
Maintenance, 3%

$HAHAF - Built-in, 6%

# - Approx. 16,000

F7IIT—=o37 -
SN - General Application, 35%
3 R

Purpose
Computer, 15%

THEAHEN
H—EZYA

NTr—=2 -
Package, 17%

S2 TECH STOCK

FTIAM
12775 -
Infrastructure,
24%

©2023 INTLOOP

ZO0J T ONEE(PMO) -

IT3Z TAIT — - - - < sy—
,T“C‘jr{g;n” v D=2 WS INTIIIZY

D AMDBIEEET THI33,000A

v' Freelance Consultant/IT Engineer Talent DB
totaling approximately 33,000

14



dlinl

5 2£ (DY) - Business Features

intloop

- Pay it forward -

ERIENDEAH

EEEE

Planning

e —
AYIT1 2T/ 0N\IZEFRUVE ERTIEASHET 5T TR TRIBETEA/N—

Strengths in upstream processes

Requirement Definition

TOVTIRIRI A - Project Management

et FF / TAb
Design and Coding
/ Testing

BA

Implementation

- Not only participating in upstream processes utilizing consulting know-how, but also covering downstream processes

H# VAT LABARESBMDSEY

High unit price projects such as core system
implementation

ATV

Consultant

140~300

ITZIIZ7

IT Engineer

over 100

/M - Man yen

©2023 INTLOOP

RERUCEEER
Well-developed client base

EEH(R) 1 OOO
Total Clients Over ]
FERIENG #5004t (23 73R7E)
e — - _ _ *Approx 500 companies deal with us annually (As of 23 /7)_
. Sler VYL EXRatt
BEsle e Companis
Ratio of Client 3 . 3 . 4
,Yn"] - Approx. " "
Sler 55.L/52,000 8 LOXRF21LEDEEIHY

- Business with all major system integrators with

S el e sales of 200 billion or more

a9 AKFENERT7— L2 EDEEIHY
Consulting Firms - Business with all major foreign consulting firms
ot BERZRLEUEEREHOARBRAERE

- Received orders for large projects from operating

Operating Companies companies, mainly in the manufacturing industry

SEITI T T EEEEL TS
fzsh. ERIENS DS EHEFRF D

BAEERICEDTOUTAHIVREFHIR
TLEAZR/RELTHY, FRIELL
RIS B CER

SALLK, R UIZBREREIHZ < %
FICRY DRV SRR EE &R

As consulting is our initial business, we are strong in
participating in the upstream process

We are good at implementing critical mission-critical
systems for our clients, and we also obtain relatively
high unit prices for downstream processes

Since our establishment, we have developed a large
number of client companies and have a diverse
client base with no industry bias

15



72147 2 b EFREZE DYFEL - Clients and Operators Features

intloop

- Pay it forward -

D247k
Clients
AT 7—L ] Sler
Consulting Firm /
System Integrator
5o LEbER
Sales Proportion 8

o LHeHIzmER

Gross Margin

20%~

TOTTYIIFIVAM

Professional HRs

©2023 INTLOOP

-5 | BP
Freelance / BP

BRAREIS
Persons in Operation 9
Proportion

BRoA
Operating Company

2

U EHZEICHU TRERIER

Individual settings
depending on the
difficulty of the case

=]
Full-time Employee

1

DA IEEE

v A TOEGI T LK

v REOEEEOSRIN D) -5 R %E]
Sy IPES)

RENODELE]L

v BUVVERBHAKEIZSZ D

v TSMEE R EZ T M&ERE

BREIAZDIEM

v =3 -BPOILARRMIET9

All-round Strategy

v" Expanding sales through all-round transactions
v' Variety / number of projects attract freelances
Optimization Compensation

v" Meeting the high reward levels

v/ Setting prices based on market prices
Increase Persons in Operation

v" Adequate expansion room of freelances / BPs

16



H—E XD F/\N—FGH - Service Coverage

intloop

- Pay it forward -

H—ERRBEANLYY

Service Type

Service Contents and Coverage

TOIVIORIRIAIR
Project Management

FLURIERE\ BRDH x5t FF

CECLES HERE O\ EEEE

Grasping Trends Analyzing Planning

Z2HER o2 5
Requirement Dejs_ii !:nd gl

Gathering Current Situation Definition Coding
Information Reviewing Policy, Testing

Implementation

EM

Operation

BRI OYIT1 T

Strategic Consulting

a2 EIRZRADYIVTA T
a9 T4 Business Consulting
TAVT H—EZR TAVHITA VY
i IT Consulting

Consulting Consulting - =~ 4

: _ PMOOVHITA2T

services ____S_(%_I’YI_C_E_S _____________________________________________ PMO Consulting
M vishrerone

AMSZIE W Highrerforer AFIVIIRITIVIZP AR IT—I1 0k
HR Support Consultant and IT Engineer HR Support / Agent

52 TECH STOCK

JOBIVT1 200 A\MBR!

Consulting HR development™

B BOOSTA ATV =7 ANMER
_________________________________________________________ Al Engineer HR Development
R 0 0

Product Literature

Information Q q="éEE YHID PRIILER
Provision u Magazine Ry ka2 )L*2
Spot consulting*2

Useful Materials

SEICHITZEEE *1 BoostaldDXFHEIZFHED AR THETE *2 QEEED R IV FIVFSEDFANRA

- Issues for the future *1 Boosta will be improved to specialize in DX training *2 Spot consulting for QEEE is a future focus

©2023 INTLOOP

UHIETIVIVEREDFERICHEIFIZ20
TRELX T BETLEIERTEST—
X &R

N URIBIETHNIE. QEEEDNYHI .
BUHERLSIEITIVT T —ER
FNDERANTEE

We provide services that can be used by our clients
at each step of the process to solve their digital
challenges

QEEE magazine can be used to identify trends, and
consulting services can be used to define
requirements.

17



RR = fxiﬁ Competitive Environment

intloop

- Pay it forward -

Full

RIvaz=og
Positioning

IEtt&

-time Employee

R
TAUIEH

Mid-scale

Consulting Firm

waAtat

AMGE - A\MHETY General
HR Dispatch " Staffing
HR Introduction! Company

: BB
i Advisor
I—Z2R : Introduction
BEEAMICT — Company
—bEzigt
. ! JZABNEA
Services with i Small to
Freelances / ] .
Subsidiary HRs : FMed|um
i reelance
' Introduction
' Company

intloop

- Pay it forward -

FERSier
Mid-scale
System
Integrator

AXFIU—
JABNEH
Major
Freelance
Introduction
Company

V=3V R-EIE

Freelance / Subsidiary

©2023 INTLOOP

AFIFI
T1ITRM
Major
Consulting
Firm

AFSler

Major
System
Integrator

HES e
Subsidiary
Introduction
Company

_____________‘,_______________J

IE#8ICT
H—E 22

Providing

Services with
Full-time
Employees

AYIVT 127 Sler
-'Consulting Firm

/ System
Integrator

v

v

v 3753=FAL:U:0)7°E|NM CHERREE

LU0 —E R TOAMERT—EX
EAVTIVT 4 T —ERICKBITN,
e fittld. AME-BNEtEed T
WT+4 20T 7—LX°Sler

ﬁ*ﬂiéﬂ@%’fb\_fﬁ‘é@,m’c fthad A4
B BNt DEMEERER

A3

BEDNATIVYRRRICLY KFT7—

LXOSlerE[AFLLEDY —E IR HN AT EE

Our services are broadly classified into professional
HR utilization services and consulting services, and
our competitors are HR Dispatch or HR Introduction
companies, consulting firms and system integrators

We differentiate ourselves from other HR Dispatch
or HR Introduction companies by being able to
provide our own employees

Providing services equal to or better than major
firms or system integrators by offering hybrid
proposals with more than 33,000 professional HR
and experienced employees

18



ARERIBIRTET IV - Growth Cycle Model

intloop

- Pay it forward -

v Se b/ FzmOIEN
v HEOHRMET Y TIC
K DFRRADILK

v INTUYRF—LDR
SRIEM

v" Increase proposal of

1818 - 1 d9)b- hybrid teams
~)3—
v Increase in sales / profit DK ITIJi_m)
_ IExt 51
v Increase recruitment Scale and Consulting /
through higher recruitment IT engineer
compensation for expansion full-time
employees
employees increase
- o
A lntlm i v ITEREEOODY
AYOETIV “Payitforward- Sef ] T4 I TEET
53{E DRI

v BERMERAGORE

MCLDT— Talented person

S5ZNSERE stogkfmodel Eﬁﬁﬁ
reinforce /5

ilibet RUHES

High unit price

v" Increase and
maintain freelance
participation by
introducing high
unit price projects

project

©2023 INTLOOP

acquisition of a

Upper stream
project
increase in the
number of
projects

v Alliance with an IT
companies in the
area of consulting

A EED LT LERIRED
S ZEEBUEM7 YD

v' Leveraging our strengths to win
projects in the upstream
process and increase unit price

v IEFEBICEY N\ TVYRF—LFD
bRz LIS S DA ZENULT
R SBEERAZES

v =2 ZANDBEETEITOZE T,
AMDRASYOETIVERIEL, BEILK
[CDRTEIRERBIRET IV ZERK, I54
DFMEEBIET

v' By increasing the number of full-time employees, we
will broaden the scope of our hybrid team and other
services, and leverage our strengths to acquire
upstream, high-unit-price projects

v By returning compensation to freelances, we will
strengthen the HRs stock model and implement a
growth cycle model that will lead to business
expansion, aiming to further deepen the company's
business

19
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TIZIRE & f &= — X - Market Size and Social Needs

intloop

- Pay it forward -

Market Size Social Needs
[yt 2-—X
ERITHY—E X5 ERDXMi% REEZDXLR— OO
2026 FEF 2030FF 2025 MDE E— TS
Domestic .
Domestic DX Market Economy

IT Service Market
2026 Forecast

2030 Forecast

METI DX Report

in COVID-19 Disaster

6.7 JKA / trillion yen™ 5.2 J&F / trillion yen- Cliffs in 2025 Remote Work
EREIRR ‘ _
BRIV | aUYILT U T B HEDHEE SEITIEOARRHEST
20255 F 20255 F 3l BE.NE 2030 T3l
Domestic D tic Busi . Labor Market Future
omesltic usiness Promo“ng Esnmates

Consulting Market
2025 Forecast™

1.2 JKF / trillion yen

Consulting Market
2025 Forecast™

0.8JkF / trillion yen

Work-style Reform

Care (Children / Elderly People)

2030 Forecast™

6.44 BAAAR/ million Short

*1 IDC Japan 2022
*2 IDC Japan 2021

*3 BIFASHHR / Fuji Chimera Research Institute, Inc. 2022
*4 )N—") )V ATHERR - AL KE /| PERSOL RESEARCH AND CONSULTING & Chuo Univ. 2018

©2023 INTLOOP

ISR

v St RUE<ERITY —E X5,
ERIVTIVT 1 T TG IR RER

£-—X
v BT ANEOHEES JOFM\ICKY.
BETITOFELRILK

Market Size

v" The domestic IT and consulting services
surrounding our company tends to grow

Social Needs

v' The demand for IT has grown rapidly in the past
few years due to the promotion of work style
reforms and the Covid-19 disaster
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o
D=2 AMBGEERIT YT IVT+ 20135 - Freelance market and domestic consulting market intl

- Pay it forward -

=5 URDAOEE RS v SUP—RMICEBE. TU—SUR AL
2,383 (ITERLUAD TSV ZEED) &
1L577TAANERY . T —5D ZADREFER
1,577 18t 23.8J5H

mm  EIRAE - Market Size

AD - The Freelance Population

v ¥ HOAFIVT4 0T —EIN
Y—SwhETRIERNIOTIVTATH
1B, 2025F(21JKk2,551BMICET D&
HO5NTULD

18 19 20 21 22
S — X, T D) — 50 REREFAE 2021-20225FR1) 20215118

~ — ~ ‘ =] Source: LANCERS,INC., "New Freelance Status Survey 2021-2022," November 2021
EW] JTIVT4 Jﬁrﬁiﬁ CAGR7.8% v According to Lancers, Inc., the freelance population
15,000 50202025 - (including freelances outside the IT industry) is

15.77 million and the freelance economy is the

largest ever at 23.8 trillion yen
12,000 S S B FIYIIEEUADE IR R A IVT1 T 9 /
~ _‘Z:IJ“.U-) Non-digital related business consulting -, . . -
TA420 v"In addition, the domestic consulting market, which
9,000 Business B FUYIBEC IRV IT A Y our consulting services target, is expected to reach
Consultin Digital related business consulting 1.2551 trillion yen by 2025
6,000 nTIUYIVEEEITIAIVT AT

Digital related IT consulting

3,000 ~ = ~)5 poy . — .
TAHFINT12T FINBEUADITII LT 1Y
IT Consulting Non-digital related IT consulting

0
20194 20204 20217 20224 20234 20247 20254 IDC Japanih. TERIVHILT+ I —E MG FRlERRK]. 2021F7H

IDC Japan, "Japan Consulting Services Market Forecast Announced," July 2021

©2023 INTLOOP



°
EARITH—E X5 EDXmHIZMOEER - Domestic IT Services and DX Markets Overview lntlm

- Pay it forward -

IE“*_”T-U-_E\RFE% 8,000 - 4.0

2 v ERITH—E X5, 2020F (28800
Domestic IT services market - 7,000 g FTICIVZADEEEZ(F=EDD . 20215F
g 6,000 - = Z) o — T - = -
22 s s LRI TS ZRERICENRL. 20265(21F6
S L e Jk7.667BMICRBREL
E J%?{ﬁ%’i?f#@é%ﬁ?iﬁ%@?ﬁg 28 2om i3 v 2030FENDXENIE (FESE) 3.
*1: IDC Japan apan IT Services Market Forecast g_ , i -%
e N B B N N s 5J81,957{8 M (2020 F EXTLE3.8fF) & R
2021 2022 2023 2024 2025 2026 8 ;‘@iﬂ? L\é

Domestic market for DX by industry in terms of investment value

3 BNITH—E RTRIC—5a s

2020 (Oku yen) @ 2030 (Oku yen) Ratio (%)

B  Manufacturing 1,620 5,450 340 v" Despite the impact of the new coronavirus in 2020,
#5358 //1|\E5 - Distribution / Retail 441 2 455 560 the domestic IT services market is expected to
&80 - Finance 1,887 6,211 330 return to positive growth from 2021 onward,
SRV - Medical | Nursing 731 2115 290 reaching 6,766.7 billion yen by 2026
Qﬁ/ﬁiﬁu - Traffic / Transportation 2,780 12,740 460 i i .
TRENFE - Real Estate 220 970 440 v" The domestic DX market (investment amount)™in
ESAHK - Municipality 409 4,900 1,200 EYZOSg isF?(xzpoezcct)eld tolbe 5,195.7 billion yen (3.8

N times the eve
*js:om;lranfrZSzJQ?r:/ C;ﬁgﬂg‘%)ﬁer Industries 499 2’078 420 )
EH-Y—TT 127 - Sales and Marketing 1,564 4,500 290
HNRIY—T—EX - customer Service 410 802 195
J=X1=/7—<3 2/ - Communication 760 2,290 300
ﬁmﬁ/gﬂﬁ - Strategy / Foundation 2,500 7,446 300

BET - sum 13,821 51,957 380
2B LTEXSHRI [TIVIVNS IR T —XA—Y3a DERTIS (REREE) A 1. 2022538

*2: Fuji Chimera Research Institute, Inc., "Survey on the Domestic Market for Digital Transformation (Investment Amount)," March 2022

*3: Partially included in the domestic IT services market

©2023 INTLOOP



1)—22 X A - Freelance Population

intloop

- Pay it forward -

T HEOE0D ITEﬂiETﬁ%*E*E?IK*
- Transition of IT HR Supplied EXpaﬁ;?Ee?fsliTzselated

995 A 1055 A

. Man nin
Man nin

1115 A

Man nin

- v D=5 ZAMIEHSBAODND24% T3
S 25 IS5 UADITIYI=FDA

e HI&25~27 A NHITFEL D DM, T
DITIVIZF A DBREEREIFTHE S
EETHY . BULANDHD

v =S5 IRAFIVI I EDRIETTH
DRFI7—LDOHEKIIIEBINERTH
Y SEBERE8%E UEBA . BEIFERT

AR BEE 6 500%*20>1|9e%ﬁ%73\7(‘ EUD BN, Yt

- Calculated by multiplying 24% of freelance personnel by the estimated value for 2022-30 of the number of IT personnel in the METI "IT Personnel Supply and Demand Function Survey"

- Estimated Number of HR [upplied  gERA 7= 2N My BNy e W i A@%ﬁfﬁuwl(&'BOO%;E/ﬁ—C“a?_) V., 77—
2015 - Source: Ministry of Economy, Trade and A@?ﬁj{{ r‘j;&ﬂ;kasz5 t *:I: E?ﬁkﬁﬁ )(\3$K
- 2030 Industry, "Survey on IT Human Resources
(EZEEFER - Census Results) Supply and Demand” H&ZE) =X ON é*i[t_ EOT (j:ﬁa@ LAWHD
AFEIAIYINIT7—LDHHEE @-HRL—rrrgnomE) v' Since freelance HR account for 24% of the
- Number of employees at major consulting firms (estimated from corporate website, etc.) workforce, there could be 250,000 to 270,000*1
35,000 freelance IT engineers, but we have only a few
hundred IT engineers in the pipeline, so there is
N s
25,000 MRS Target Firms: , room for growth
Deloitte Tohmatsu Consulting, PwC Consulting, EY
21,000 Strategy and Consulting, KPMG Consulting, v" The number of employees at large firms that supply
Accenture, ABeam Consulting, Baycurrent freelance consultants is increasing, and if the
, . . . retirement rate is 8%, there could be 6,500*2
Consulting, QUNIE, Hitachi Consulting, SIGMAXYZ candidates in the past 3 years, but we have less
than 500 new employees coming to us. There is
room for growth
*1 IREGNIT AMEIGICREEGEEZE | DIT AMEDHERE 120225 ~ 30FEDHEANBEICTH U T, 7 =S ZRAMD24% = #TADETER
20

©2023 INTLOOP
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*2 BEIFERBDAFI VIV I 7— L EFHENRS .15 A XREES %

- Total number of employees of major consulting firms over the past 3 years: 81,000 x 8% retirement rate
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4. REREEES - Growth Strategy

intloop



57)3?% - To-Be

intloop

- Pay it forward -

in the loop ~ AEEFEDRRENBEIRT SN ~

Building a society in which the growth of people and companies can circulate

— > scope 01
ARNEED
HEE 59—
Sharing Center of Human
Capital
HE5WBIEFODDXERE
)Y —=AIRIT AN TXKIE

Supporting DX progress in all industries with
resource management

ZRESHREAFICESAEELT—H—&,
ZAEDBUEEED Z— X I CERA L.
HBE N —-ZAEF—ELTOEREZEREET

Acting as a sharing resource center by catching both needs of workers

who desire diverse skills and work styles, and the rapidly changing
companies

©2023 INTLOOP

scope 02 -
DXZEICHITD
y—F 12T NIN-_—

Leading Company
in DX Support

FTLYyIERYRT=IDIT
BRERDIIV T LIEE
Building an ecosystem for growth by
knowledge and networking

DXZR CHEDTe T Ly & NERFEE IRV NT—D,
FUTENSZ DR TV NI — LER AR ERAL. 3
ENMBIU TR TS D AMBRI VAT LZERT D
Building a HR development ecosystem in which everyone can
participate and grow by optimizing the knowledge cultivated through

DX support and the networks that connect people and companies, and
the platforms that connect them

TNRTDARTITI—
TIFIDHFRTESTZHIC

Building a world in which everyone can flourish
after digital

DF b A DR, RIERHEREDAT R VRIS
XU T AHEANEDS TS5V TAr—LEEFSDIVTIL
T4 VTRANICEKYEENET D HRZEEET D
Building a society where everyone can flourish through a platform of
human capital and our own consulting capabilities to address

megatrends such as declining birthrates and aging population,
declining rural areas, and environmental issues




%%EEE—E - Performance Targets

intloop

- Pay it forward -

Son#ticky=stal, 000EMEEeaET

Aiming for sales of over 1,000 oku yen through 3 strategies

TSV NI A — LR

Platform Strategy

SEICRBEEINLEAMESH SEEADMIERME TODE
ARL—230 ANMRRIXINI TN FNSEHRELRT
SYhIA—L—AEERFAL. SRR ELT D

Entering to new business areas with highly optimized business operations

from acquiring HRs to delivering value to clients, HR management know-how,
and a platform that integrates them

PRI R A

Development of
new business areas

T IAT DA - M&AEEE

Alliance and M&A Strategy
BMEI7EIRRICEDTURERIY —REHERT DHDTS
A7 VX -MGAZTFILI Ef/TRBHETIZDO T I\E ) T1
B[EREFICANSD

Focusing on alliances and M&A to secure necessary resources for existing
core businesses, with an eye on acquiring upstream/downstream/adjacent
market capabilities

7 MG %=
=R UY
AHM1E

Enhancing HR
with focusing on
core areas

A=AV IR

Organic Growth Strategy

TO7TvIaFIAMICES THRNNRIRIFEFE  8AH TH
BY—TTA VT NEENUTAMDER S EEAERE 1BIA
VBB T v RIVICH U T ANERDHE -85 ETDX
ERZE—RUIVIT7EILKT

Strengthening mechanisms to attract talent through marketing capabilities and
maintaining environment. Becoming a sharing center of human capital for a

wide range of client channels to lead DX development and expand market

=M

Oku yen

CAGR
300

©2023 INTLOOP
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o
ZA—H W IRREMS - organic Growth Strategy lntlm

- Pay it forward -

10,000%@@@14 FRIRN - EDver 10,000 persons in operation

—

- & pAAS i
01 N —XT7—=)b G AU 2. 04 = SR
Resource Pool 5 e B es 1 /,’ Sales Strategy
3D DRI 3D DBIEEEL TAMBELR . Syt © RABEHRIEERNS YR MO

- Securing HR using three areas and three strategies Expansion the organization of sales specialists in each area

o TUNU—tEDIEELT 1T X - MEA
REZRL TRIHMEZELK

Expansion value provided through increased delivery
employees, alliances, M&A, etc.

° ﬁéﬁﬁﬁﬁﬂ% - Recruitment Strategy
° ﬁ?%ﬁﬂ% - Acquisition Strategy

° ?ﬁj{ﬁﬂ% - Acquisition Strategy

7347 D Ric &3 ARESHER

Expand Sales Channels through Alliances

BEYYFIIT TN
Unique Matching Platform

R AHoifiiEn k.
Enhancing HR value

- BEMNZFUDT FLyIHF EEFYUT

2 I aieh—le a Doy ¢ BEEREOEEL D DEEREICH
RSSO CAMMBEIGETY TT—F L eEmbmERROYyF U ISV Ta—Lc [ TRV IRILOOREILERS

Permanent updating of HR value through education / reskilling, KA ANDMESE AL S BERRER R Collaboration with partners companies to up-sell / cross-sell to
knolv=vlledge shan\ng, :and Ilfelong careiar support . | Maximizing human value and solving client issues through % . each other's customer base

*iﬁ@aj@bj\ J DjI‘nyj—)l’AMﬂ@ty ‘1 our proprietary matching platform E o t:J;;’\Z/\O— I\T_to)kﬂ'ﬁ:%ﬁﬁTE?%
;?\Z/ \— M—IC ﬁﬁﬁkfﬁfﬁtﬁﬁﬁi A} Collaboration with business partners in terms of HRs supply
Providing a nurturing environment not only for employees, but P

also for professional personnel and business partners :

BEEROA—H_VIRKRERXAD5D0NEENINER

Five Critical Success Factors for Organic Growth in Existing Businesses
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o
1)) — X T —Jb - Organic Growth Strategy lntlm

- Pay it forward -

10,0008 REEIR AT =3 DD AMEEROY—2T—I1) BREE

3 strategies for securing HR (resource pooling) to achieve over 10,000 operators

[ ) [ ) [ )
ah ah ah
TUNI)—& JO71vo3arIVAM EIRZXIN—F—
Delivery Professional HR Business Partner
JAHIVIk-PMO- N P52V Tk ABUY—HieiESE |
RREICSEIIHE [Jeo TIVIZ7% REDTSAIT7IREEE

Employees participating in Freelance consultants, IT engineers, HR supply partners and

consulting, PMO and \ etc. — alliance companies
development

\\‘ /"/

e
Edacladin

Hiring Strategy

JRATSUF1UY

Hiring Branding

- BERAY—TT1 VO ERH

In-house Hiring Marketing

« FRAAGADILK

Development Hiring Media Expansion

e

Acquisition Strategy

H—ERTSUT IR

Strengthening Service Branding

cTIIIWN—TT1 27581k

Strengthening Digital Marketing

cAITSAIN—TT1 20Tk

HIPAN: 2

Expansion Strategy

« {75 /\—bF—1ERDBHREIE

Strengthening and developing of local
partner companies

- BF/I\—h T —EDEHEEE

partners

\ Strengthening collaboration with existing

« TSV I A—LRHABRIC K B SiEE
Increasing participation through opening
platform

Strengthening Offline Marketing
etc. ?

etc.
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A*ﬂ’@{ﬂﬂlﬁlﬁlt - Enhancing HR Value

intloop

- Pay it forward -

ANEFRIRE L MERHDIFEIRE R

Realizing a virtuous cycle of human capital investment and value proposition

(iR 7
Value Proposition
ERADSVHEEREEER

v Providing high value to companies

AMDIN) 21—y T
EEFUT7XIE
Lifelong Career Support

Enhancing HR Value
i INlNTl.OOPitié i JU—5UZ i Careﬁi—ﬂ%ﬁ% fip EIFRRI—pF—

®
ah
ANERIRE
Human Capital Investment
SHEMHEMES. Fr 77V

Earning higher unit prices, career advancement

el -alimE NS O

Willingness to
further
enhancing values

s - = Y
BEICLDER @ww\mwytz
Nurturing through Education Access to Knowledge
TLOOP Employees Freelances er Changers Business Partners

KRN 1= YT - URAFU D IR T DO DIREE R

Provides an environment for permanent value enhancement and reskilling

©2023 INTLOOP

Further problem-

solving needs
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o
WE~NYF T T5YhTH—L - Unique Matching Platform lntl

TSV IA—LORERRIC LY. SREYYF T BER
End to EndDZEIFDIFRLICKYERFEBLZZEIR

Highly accurate matching through proprietary platform development

Achieving competitive advantage by end-to-end oper'_ali(ln_al_e_fflc_ie_ngy_ _______________________ ;
1 I
1

a X

A
‘e AR FREDIATEIL N EE g
; a @ Identification of client issues P 'S
%ﬁfﬁﬁ‘ﬁ%%o)g?%\ A*ZI_IJ\’TD:J’\")II * Proposals by accurate and rapid identification =
H-’ém?m* thxyl\ of latent needs *I'#E%
Attracting New Registrants HR Potential ~ Proposal
and Expanding Hiring Assessment %‘:*EEV“J?DQ ‘ %%?g;—%t<:\%§%ﬂ
 TSUFAY -smmamscam | Teogl  rion precision aching Agiciriptaicy
s =T TFAIY INET—IICED LS -#EOBENTETFo/09—IC Ja—m e
* [L¥RPR etc RiBsh KBDVYFII T, HREELIX + Proposing appropriate
- 2% ] ~ ) =)o~ I8 ;
lgd:éﬂﬁ%ia J7r—r3 Jé—f; solutions and system _ .
Increase in registrations by + Discernment from « Highly accurate recommendations fro(rjn deepd_ . ﬁ%ﬁﬁ@)ﬁl:%%@
* Branding multiple perspectives " " - understanding o S—T4k
AR
» Public Relations, PR 9y client’s feedback l
JO90MD

BRIAN
Able to secure
= XY ~ = -~ — HR ded t
MBEDVYYFIIIRIAINRBFIAT A e
—— Unique Matching Management Core System _l
- ! < Project Success
AMDB X FRREEFRRF LI X UI—=ZAIRI AN TIND

HRs DB X Problem Solving Knowledge X Resource Management Know-how
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=L - sales Strategy

intloop

- Pay it forward -

BEOEIXRRAN—rF—&rY5E L

LK

Become a genuine business partner and expand sales

° YIS )
SHEGBIEE N7 ML JOITIZ3T N AHD
=r1r= = A= -
BEEDEEES REAE&RAEH
Gaining Client’s Trust Optimizing Capacity
by sales specialists in each area of professional HR
BE_— AT F<ERULRERRRE Client TINU—HEERREL
ALE(CITV\ET D & TEREDEFEERS ?—A%ﬂﬁkgggaﬂjz%%yaﬂb
Gaining client’s trust by continuing to make the ---------:_\ ”':: ___________ o . Fb Iﬂi ! . _
most appropriate proposals quickly with deep s : f Optlml'zmg professiona HR by forming teams
\ understanding of client’s needs y . P B P ﬁ with delivery employees at the core. y
Client EH?EEE - Existing Clients :

EXE |3 over 400 EXE |44
DA T DA
Expansion in Client Expansion in
client client

="

(Wmﬁﬁ%ﬁ

Expansion Support Area

RABEEEDTSAT IR - MEAEIEIC &LVt Z= ik

Expanding our business areas through alliances and M&A strategies with various companies

J

©2023 INTLOOP
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°
ﬁ%%ﬁfﬂﬁ . %ﬁ %EEEEZ%%‘: - Sales Strategy : New Clients Acquisition lntlm

- Pay it forward -

vV DA THDIWebNY—T T4 T EFRBFECZ—XDI LITER—b9 BB UHHRBEEZES

Acquire new clients through collaboration between our strengths in web marketing and an organization that supports the launch of new businesses and needs

v BENIL CRMZEN U TEM R ICHBIE S NZBREARERRE £ A U SAINMER Y —E X &R

Provide high value-added services to clients by leveraging CRM to create an optimized clients experience for each individual company

Online Marketing Offline Marketing

. AUSAUEIF— o X=IR—=HF42Y . ATSAUEIF— . FAX.Fifk
Online Seminar Email Marketing Offline Seminar FAX, Letter
o AVIRATATEE o URTA1VITELE . BFEHRR . TL7R
Owned Media management Listing and other advertising Book Publishing Tele-appointments
o ADFTIYN—T . P7IJ4)IAkL e INVMEBTE
Content Marketing Affiliate Event / Exhibition
° SNSV_’T;_’f 99‘ etc...... ° 7‘59',3% etc ..
SNS Marketing Flyer and advertisement

OMO(Online Merges with Offline)
BB EERS

Acquisition of new clients

{EfLICRBIE S NIZBERE W DR (CRM) S INEER T —ER
— TP HEADRLS
Provide an individualized client experience (Customer Relationship Management)
High-value-added services — link to fan conversion
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o
SRS —VEE TOXEE - sales Strategy : One-Stop Support lntlm

- Pay it forward -
v BRRENIWELHREEFRICH T SRAREMISOI IV T 1T &

Provide consulting on long-term management strategies for medium-sized companies with rapid decision-making

v EDREITII Z7PHEBZEN/N— A TEEFBDOT I =V T REDERICE TN — BB TOXIRZHIET
After that, the company continued to cover the IT engineering field, and also focused on acquiring outsourcing projects for actual operations, aiming to
provide comprehensive support

v BEDEEIFXEEH T BREEXOERERRERISETDRHD—RFIIRL—230%&iTo TS

Lead generation to reach the final decision makers at client companies, including past clients

JOVIIRIRIAIE

Project Management

roURiEE \ BRDW SRat-BAR
—SEETOXE | T HeHRE CENSE BffEZ \ MV BA SEM R

. . Requirement . .
One-Stop Support Grasping Trends Analyzing Planning d Design and Coding / Implementation Operation ;ﬁﬁ

: . Current Situation Definition . )
Gathering Information Reviewina Polic Testing Actual Work

RHEAGHEE N SSEL . &EBICIE REBOXIEE TZITD

Participate in mid-term planning and ultimately provide support for actual operations

—rIzR—23 2 (FHiR) J—RF—Fv 207 (Ri#Y)
Lead generation (cultivation) Lead nurturing (contract signing)

——

RIAHBE BEEEER
Potential client Tangible clients

° 9“’( I/g |\>(_)b - Direct Mail

>

izt IEAN
FT—=FvIT IEFHRRRE

Continuous Nurturing Non-development client

HirA=

Excavated clients

° Webe% - Web Advertisement ° ‘BE j__ - Seminar
s AUTOIN—TTAY e JA—HF4 )7}'&%
Content Marketing Retargeting Advertisement

©2023 INTLOOP



o
=EEIX  CRMIEER /| 1 A RE— )V ADIHLTT - Sales Strategy: CRM Building / Inside Sales Expansionl ntl

- Pay it forward -

v INFTOBREOEVWENERIVYINEREEER B EDEREMRF BESED7ZODIVNTIUREE LV
PIORNDIRBEDA AR E—IVRZHEET D

Promote inbound and outbound inside sales to maintain and evolve customer contact, based in part on past customer inquiries and contact history

vV SBIE.TIONNDURBDA AR E—IV R ZHEEL BBRTEADBBRNR 7 TO—FZHET D

Going forward, promote outbound inside sales and aggressive approach to client companies

21—t —478) & HRa i
User behavior Consideration Procurement
3 SRREIEHE Vai—o3ay R e 2
EXya N 5 s - = = “ _ _ N = ip AR %%*EE
E¥'E§J J0% .JEIJ e }TT‘.{Jﬁ 770-—7F —_Z}EE *FE; Conclusion Delivery Grasping
Sales activities Promotion Targeting Approach Grasping Solution of a contract of goods the effects
Issues and needs suggestion
[ N=TT4207 ] [ Z14—ILFE—ILR ]
Marketing Field sales

= ST R
Sales functions 121t —J)V X = SEE HRIN—TFO1tR

Inside sales Sales Customer success
| cooperation
A2INT IR - Inbound PIRINTI R - outbound
v BEAEO—RME 00 > QEEERMYRIVYIL > EOOSIIA v EEY O0—F > XA—=)\WNHIVEME
Primary response to each inquiry QEEE Spot Consultancy BOOSTA Free Trial . . . .. .
_ s . New Client Approach Mail magazine distribution
> R—L/R—3 - Home Page > QEEETLTJ—UaHf > BOOSTAHLAZER .
> HPOHILEIAE T A —is QEEE Telework Diagnosis BOOSTA Application Registration > FK. X—JU. DM > H—ERXENRN
[=] - . .
HP Consuitation Inquiry Form » QEEERTJARAR—/{—DL > NFIVEEETA—L Letters, e-mails, DMs Services
> HPAHILRTA R A—/Y—DL QEEE White Paper DL Bachygma Inquiry Form v WEEEEETj,D_a—' > 1&1'2-51%5%&
HP Consulting White Paper DL > QEEERM&GEIA—LA > WEBHIFLP Dormant client approach useful information
> I\{INTAEDT QEEE Inquiry Form Web Production LP pp > 7°l/Z'J U—Z
High Performer Carrer > BOOSTARIGEET#—LA > ILEERLP > tsj—_ / {ND"%P‘] Press Release
— BOOSTA Inquiry Form Advertising Operations LP Seminar/Event Information
> FUIRNYIRIAE IA—L eminarfEven > NRIY— ot
Tech Stock Inquiry Form Customer Success
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HX5 |5‘E§f(itﬁ$§ - Transition Number of clients intlm

BRE 18 13357 W SE NG [ EE L R Y78 o

- Number of clients and annual sales value per company are increasing steadily

463

383 4125 2
1 40

329 30

201

19/7* 2017 2117 2217 2317

*L7IFHEERRETZN, FL U RO PN L S18/8-19/7D T T T EVERK

The graph for 18/8-19/7 was created to make it easier to see the trend, although 19/7 is a half year financial results

©2023 INTLOOP

FRIEXE I8R5 EMALL L

Annual sales amount of more than 500 million yen

FRIEXE IFR AL L5 EAKRE

Annual sales amount of more than 100 million yen, less than
500 million yen

FEREERS |1 %H0. SR L 1Sk

Annual sales amount of more than 50 million yen, less than
100 million yen

FRIENE 1580 5EAKH

Annual sales amount less than 50 million yen
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B T—HYIEES - Organic Growth Strategy

intloop

- Pay it forward -

')_Lll \Y AY mx
Sales Strateqgies

=7V NS U ESRBDILST

Expand target-oriented sales organization

> REIDTSALRME  BIDRMBID Y TES

Increase long-term prime Top sales for contingency

HESHIAMBCE (C K SRR

Increase opportunities through strategic allocation

> BIHLR TUN)—HE

Expanding existing ~ Delivery Employee

clients projects fee
> FRER EESiEEE > BERHEDINATS DAUYIVHEREICLD
Developing new Sales Staff ’f)’?@'ﬂﬁ V)1—3 ‘J%"%

clients Strengthen pipeline with
operating companies

Solution sales by former
consultants

= FR BP AR
Hiring Strategies

RATE

Hiring Forecast

+326

. jetmE EEEEYIBICLDRMLK
Increase Expand projects by increase sales
net sales staff

EEMEFEA L FTUN)—HEEICLD

Increase operating /J\A{ J1)w~F—LIL3T
profit Expand hybrid team by increase
delivery employees

2317 2417

©2023 INTLOOP

EREE

v BERNAMEES LU ERMEBILTE
ICKDRAILK

S HIOIRIRATER A Z i LU
mJ:\ A1 ) il =T

Sales Strateqgies

v'Increase opportunities through strategic allocation
and expansion of sales organization

Hiring strategies

v"Increase net sales by expanding projects by
increase sales staff

v Increase operating profit by expanding target-
oriented sales organization
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o
T4 R - MEAEKEE - Alliance and M&A strategy intl

- Pay it forward -

BFEIRE LIS BRI INEU T PTISEEEREIC TS

Looking to acquire new capabilities and markets centering o

AT AR PRIE LR

New Area Expansion 1 | : i £ . et

AL, SEAER, Fhins <L<ilivld el 1“. i

Regional bases, overseas areas, new markets

LIRSS U e

Expanding Areas of Expertise | §
FIYIWR T4 DY RIS M| 1

I
Digital marketing, large-scale development areas ' r' . I’
' [ /

intloop
AR EIC T Y|

@ Strengthening Existing Area.
a2 T1 200 PMO, ERERETFEIESE

Caonsulting, PMO, Upstream Design.Area
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B 75172 AERE - Alliance Strategy

intloop

- Pay it forward -

intloop
HEFTDILARE R

Expansion of investees and support for investees

—

= FUNDINNO

’ H#HOJTTvIaFILAME 59—k
TPYTERREANTHAD

Bringing our professional talent to start-
up companies

. U5IREEEIEY J M FUNDOOR D
BFHE

Development support “FUNDOOR?”,
cloud business management software

’ fukurint& MEIEICKY ZY—F7v D
TEOH®RZERE

In cooperation with fukurint, holding
shares of startup companies

N[

4

() Aoyamalab

”gS
® wlx ';?

&=

8¢y
Y

e

AoyamalLabDEXEEMICHRDIY—T
TAVTXEE BRIHRRICHIET S
BRI 2T LMEEFZRBUZDXKIERE
EHEFE

Aoyamalab, which operates the plans
to provide marketing support for
Aoyamalab business development and
DX support through the construction of
a core system to accommodate further
growth

~

7

)
ISR

1SKRESFARSEHES

X

FERRRZEXIEIT DLV I THEN
ThY) . SHOMFERAICSVWT.BA
BEEBADT7ILAFERET B

The investment is unique in that it
supports student entrepreneurs, and is
intended to be a means of accessing
the best and brightest in the Company's
new graduate hiring efforts

UHTRTFEAFOEIRZIIVTR
MrEZEPET DR

We are also considering organizing a
business contest for students under our
sponsorship.

©2023 INTLOOP

FDDIZEEE)

v BRARERITURIPITAITY—ERER
1t BFUNDINNOALBAZEE L. BEE X
y—k

v EE2eE#|y0—XRECHAMDSECRET
MALL ¥, T —RTF—EXD AOYAMA

GIFT SALON EXZ= M7 oHA =+
AoyamalLabAEHNHEE

v TIUFIXU30sDEZBZEFEUVERI—EPY S
PEEREWERD. TVITIVSIIRISERE
FxaREFEAA. 3000FANLEE =T E

Our Investments

v Invested 1 oku yen in FUNDINNO, an equity

investment crowdfunding service provider, alliance
launched

v/ Additional investment in Aoyamalab, which
operates the SECRET MALL business, a closed
EC site for members only, and the AOYAMA GIFT
SALON business, a gift card service

v Plans toinvest 0.3 oku yen in Angel Round 1

LPS, which invests mainly in start-up companies in
the digital x U30s domain
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B M&AERE - M&A Strategy

intloop

- Pay it forward -

[
£
[

3_( 4
y

©2023 INTLOOP

BB MRAKEIDE G

v ERHINER. SR EBA. JX/NEFZE KU
JERITROMRABBRERE

v ISR CEPIRRR Rk
WHITIL, YvFIF—E 5.
09 0RE BHAMEA! )T —F—etc.

v BEDT 1T JHEEE K

Forming Continuous M&A Structure

v Develop a non-disclosed M&A strategies that
consider long-term growth, competitive advantages,
cost performance, etc.

v' Formed a specialized team at the time of the IPO,
including our own consultants, McKinsey, think
tanks, overseas M&A researchers, etc.

v Formed an ultra-fast due diligence organization
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B M&AEES / #RZNDESF - Acquisition of DICS HOLDINGS

o Lo/CS . IntLoop

@® Holdings

- Pay it forward -

E2AMA + . . Million yen
Rt 2023/9 /14 e BRI 6.240
E%ij&%f'ﬂ;“a - Sales / Operating profit 1

IENT Yo

The Date of Consolidation FY24/Q2 411
5 TFA O RAR—=IVT 1 T AR =1t

Company Name DICS HOLDINGS

REREUHIZCEO FiZ %

CEO Mitsuo Tobe

E=E AP T — T2 DREEE

Contents of Business Management of group companies

=y

sXALH 2019/2/15

Foundation

At REAEEXZST B33&1=S

Headquarters 33-1, Shiba 5-chome, Minato-ku, Tokyo

SRR EH _ 21/3 2213 23/3
Consolidated Employees 471 (As of April. 2023)

HU{SHRTNEL 8,752%k (FERRHEFTBZEIA158.3%)

Acquisition Shares

8,752 (Voting rights ownership ratio : 58.3%)

B ot

Consolidated subsidiaries

BAT 1O DRT LFFETA VT SEA - ERRST

Nihon DICS System development, IT infrastructure implementation, operation and maintenance
WITIN—F—X  IRTLEIF. SES

IT partners System development, SES

MWIXZT—Y SOC. A\MBRY —ERBE(BHEEHE)

N-Stage SOC, Education

wWJ—5 fetARERTS. 7V — TRFEEEE

Vita Men's Clothing, Group welfare management

©2023 INTLOOP

©2023 DICS Holdings

ISIEH

v YUHEED6HICIDHERR=ET
MENDH D E=SEEZIEE
> BRI A /INE) T+
> JI—THEOHEEXE

v EBEEDEEIZ. OO DUINR CEEMEED
NP UNDE -t a= A=Y (]

Reason for Acquisition

v' Competitive operating base built through joint
management by 6 companies

» Strategic Capability

» Mutual transfer of clients among group
companies

v’ Current performance was rapidly recovered in capital
investment in IT infrastructure, an area of strength,
due to the convergence of covid-19
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B 75147 2X-M&AEKES - Alliance and M&A Strategy Summary

intloop

- Pay it forward -

T IAT IR - MEAEIHE
. Alliance / M&A Strategies
Alliance M&A
=N
Moon Man % LO/CS s
KDDI Digital Divergence Holdinas ~ KDDI Agile Development Center @ Holdin gs [ J
W f((;{; '
< Waku A ! WELLNESS : N-Stage -
K2Y L ' HORIZON T corpmén Vlta
And more...
ROF v — 14l
Fund Start-up collaboration Strategies Companv
= FUNDINNO
e () Aoyamalab
TV y
15REEFAREEHES

©2023 INTLOOP

And more...

TP IAT IR M&AEEH
v HBEEXFEICLY. 2EROBRBASE,
B ER %S
vV BRHEDTIATIRIIKDIUTI—HE
R F v — 15 g
v RUFv—HEZBEU T FiRBRERA.
HEEIC KV BT DEBILAZEIES

v SHROIEEXREBMIE T

Alliance / M&A Strateqies

v"Increase the overall number of active employees
and unit price by sending clients to each other

v' Realization of synergies through alliances with
other companies

Start-up collaboration strategies

v' Aim to expand our business performance by
developing new clients and collaborating with them
through start-ups investment

v Continue to increase our investees
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Tﬁé)ﬁiﬂ - Investment Activities

intloop

- Pay it forward -

@AMIFIABLE INC.

©2023 Amifiable Inc.

Simplex e

©2023 Simplex Inc.

2EMALE BREGIRE

2BALE BREGIRE

Investment of 200 million yen
Capital alliance

PITAT7 T EDEFRFEEDIHL

A|m of Capital Alliance with Amifiable Inc.
VATLREFETII—X
System Development Phase”

HEEMBEE

Our Area of Expertise

R b RRIE e

Enhanced Area 7/

2

e ER

Requirement Design Tes t | n g Implementation
Definition Coding I Operation

I_L____

Planning

T AR OsR(EIC L —E Z%EUZO)TIZ\J C

Expansion of service areas by enhancing testing areas

©2023 INTLOOP

Investment of 200 million yen
Capital alliance

intloop

FI5hel

Alliance

et —ER STy T

Service Lineup under Consideration

BFRY IO 7oA T14 2 —E R

Software Quality Diagnostic Service under Development

RFEITHE AN ——EX

Development Construction Period Recovery Service

VINIIPTANPON =T —EX

Software Testing Outsourcing Service

ARV IO I 7 OF T 132 —EXR

Quality-Focused, One-Stop Software Development Service

v SR VTV IOR TIT4T7TILE
TAIERR LT I D TP RIFETE
TIVDBRIDI=HICHEREELRER

v AIBE{tTRANY—)UIMLET. I JOOFFE
[CKYUTANIREZKNEICHEITD &I
&L ommBN DEHE DY TRI T 7H
RETTH—EZDIREEEIE,

v PIOATPTIVIC2EADEEETDEE
B2 Rt & ERRIEE RN

v" We Collaborate with Amifiable and Simplex to
Create a New Software Development Model Using
Al

v’ Started providing high-quality and short-term
software development execution services by
significantly improving the testing process through
the use of the Al automated testing tool “MLET.II”

v Invested 200 million yen in Amifiable and formed a
capital alliance with the company
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TV DA — LD FREEER - Expansion of platform into new areas

intloop

- Pay it forward -

WMBNYF T TV TA—LDOFEAE RN, fthEE

2 fthZEFICEPRE

Taking advantage of the unique matching platform to challenge other industries and sectors

"IRTE" DN\ DR FEY "RE" SR D EADILZEXT G

Expanding and deepening of “current" opportunities

IT-7 I VBN EE. FEY DHRS5T . T+
AIN—= DA FRENEDMEL VEIRA DR

Expanding and deepening not only the IT and
digital areas, but also into areas where there i
low mobility of experts

- 7T0/09-LADARTYFIT
——ZAhH S
Areas with needs of non-technology
personnel matching

« TNET/IIN\IPIXFTIVHEAR
RERAIBIC R DTV V=581,
Areas where know-how and skills have
been generic and empirical
« JORIRN—F—VFT
Cross Border Matching
X ER. BB, T XERGE

*Medical, Education, Entertainment areas, etc.

[ RE AR |
BEDONYFT
NRIAXINTSYRTA—L
[ Advanced HRs ]

Unique Matching
Management Platform

Quick response to "future" events

VUCAEHREM S CERET 5. FILLVEEZRER
AMRIEZ—XEEA DG
Responding to new management issues

and areas of HR support needs that arise
in the VUCA era

- BHEENEREZXITESTO/09—

IR DIE

Responding to exponentially growing
technology domains
NI TR OTFUVVWEFIFRIEAD
X hix
Responding to new areas of expertise
that did not exist before
EINADHZHIERERIHA DX
Responding to domestic and
international social issue areas

¥ STV U ESGElgRE

*Advanced tech, ESG areas, etc

FTUCT. HE=DILINERTSYRIA—Y—A ~ in the loop ]

And to become a social talent utilization platformer ~ in the loop

©2023 INTLOOP
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o
IBHAZERE - Full Year Result lntlw

- Pay it forward -

2217 Ratio -
N v b BB T35% e AT < BE.
Jo-L= million million N e i =
Net Sales 131120 yen yen 358 % B2 B = Z GBLEX
= | i v BHZKE. AL T2 T3 3% EEA.
planid 10,062 =~ mien ' 36.6 * o LB ERk BEREELE
so L¥eFIas million million
Gross Profit 3,058 yen yen 332 %
M%E&U_ﬁmiiﬁ million million PL
SGA = 2,265 yelr: yelnI 310 %

v Net sales increased 35% Yoy,
far exceeding last years full-year sales, and

=AY 793 million million 39 4 % reaching a record high.

Operating Profit yen yen

BEf® million million
Ordinary Profit 772 yen yen 43 4 %

v Profits at all levels exceeded 33% YoY, reaching
arecord high as in the case of sales.

: ',H ks |§ million million
R 517 o mon | 53 6w
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o
55L& - Net Sales lntlm

- Pay it forward -

Million yen —_
_ , = | =
DETHIS. OfENIEIX s
- Increase of approx. 3.5 times in 5 years 17.823 v HAT VNS (BHZEB.
) BEREDTE LEZERK

+47&EM

+47 oku yen

v ENNfEIZYoY T4 T EEUEEARY .,
AIHAD 3BEMEE KIREH
BERAKDHFULE

9,249

Net Sales

v" Record-high sales, exceeding by { oku yen from the
initial guidance

7,157
5,142

v The increase was more than 47 oku yen YoY, a

significant break from the 38 oku yen increase in
22/7 and the largest increase ever

19/7* 2017 2117 2217 2317

*L7IFHEERRETZN, FL U RO PN L S18/8-19/7D T T T EVERK

- The graph for 18/8-19/7 was created to make it easier to see the trend, although 19/7 is a half year financial results

©2023 INTLOOP 47



ﬁ%ﬂ%& - Operating

Profit

intloop

- Pay it forward -

3]

Million yen

11 &Mz

- Breakthrough 11 oku ven

£l . JEmreis

- Increase of approx. 4.3 times in b vears

255

19/7*

©2023 INTLOOP

1,105
+3E0

+3 oku yen
793
401
40
20/7 21/7 22/7 23/7

*L7IFHEERRETZN, FL U RO PN L S18/8-19/7D T T T EVERK

- The graph for 18/8-19/7 was created to make it easier to see the trend, although 19/7 is a half year financial results

v BIEALL C3EMBE DL
EEMNRI2HMEAERY,
BERESEE

v RIAZRIEATERAZRECER

Operating Profit

v' Operating income increased by more than 3 oku
yen YoY, reaching a record high with double-digit
oku yen operating income

v" Progress also made in hiring with an eye toward
long-term profits



2+ SRS - Transition of Employees intloop

- Pay it forward -

SEEF%QS{EOJE&E Employees ﬂgﬁg
- Increase of approx. 5 times in 5 years 470 v RRAEEBHNIREED

e v Rt CEEREND 183 A,
. 71))\')—21 & - Delivery Employees
FMh#t S - Non-Delivery Employees + 1 83A + 1 27 i@ﬁ%*o)47 OAWﬁiu/\
# ZX - New Graduates

v ETEEICES 7o BERREE AR D TR

287

Number of employees

193

v' Significant progress in hiring activities

+56

/ v’ 183 employees increased YoY, the largest

148
increase ever, for a total of 470 employees
_

209 v" Fully equipped to avoid turnover in the new fiscal
153 426 7
78 107
50 4 14 21 36 62
19/7 20/7 21/7 2217 23/7
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- Pay it forward -

TOANMODOIFEIZHEFS - Trends of Active Professionals

v RBHLITIST: TSV ADFHEFBEDREBALK
v ITNIRT ST EIRZRIN—NFT—DEREA

AMYOETIV
v RR
> BEESHE
v DRSSO T I

> dobO—JILEEZSI)T

v' Stacked graph: Number of active freelance registrants by year

v' Line graph: Number of active business partners
Total
1,040

23 registrants

22 registrants

Total
1,206
381

21 registrants

) mm 20 registrants
07 176 mm 19 registrants > ZERCPA™
mmm 18 registrants - .
> ) ~/CPA™
Total 468 157 mmm 17 registrants -U-’r
m 174 mmm Bfr17 registrants > |_Tv*20) FEJJ:
140 143 825 Stock Model
733 — EBPHE

93 136 513 137 144 Active BPs trend v Source
o 47 44 0 BE® 7 0 A
99 058 49 71 79 71 " Total active > The Past Registrants

- 59 67 51 Professionals

58 57 43 B v" Action for Continuity
19/7 20/7 21/7 2217 2317

*1:CPA:Cost Per ActionDBE T, SARIENBIZE L TWS7oYavERIUIERE(CvAyN—rav) s VIChh oL EER
*2:LTV:Life Time Value(54 7 F1L NJ1—)DIET— A, HDVE—HDBEEN FEDEFECT IR ERYBISZIEH THSHENDY ETD
R (BEE 112V RICENETDRIEZEZ5TDHhEELRLEED

1: CPA stands for Cost Per Action and refers to the advertising cost per targeted action (CV (conversion)) taken by a visitor
*2: LTV stands for Life Time Value, a measure of how much profit a client or a company brings during the period from the start
of a transaction to its end (client life cycle) with a particular company or brand

©2023 INTLOOP

»  Control and Monitoring of
> Registration CPA™
» Assignment CPA™

> Improvement of LTV™
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%J:_%O)%éﬁﬁ’ﬁ/ ﬁ?& - Seasonality / Progress of Sales

intloop

- Pay it forward -

2,400

2,000

1,600

1,200

800

400
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7. ERLU VK Trends in Sales

(" )

2417

Forecast

23/7

Aug.

Sep. Oct. Nov. Dec.

Jan.

Feb.

kI\u’lar. Apr.)

May.

Jun.

2217

21/7
20/7
19/7*

Million yen
Jul.

*1O/TIFHEEBRETEN, FL YRR OMRGUNEL D 18/8-19/7D T ST ZERK

- The graph for 18/8-19/7 was created to make it easier to see the trend, although 19/7 is a half year financial results

P9HR5E E Quarterly Sales

Q1

Q2

Q3

Q4

21/7 21% 45% 72% 100%
22/7 21% 44% 71% 100%
23/7 23% 48% 76% 104%

Average 22% 46% 72% 100%

Progress Rate

* U HNFAEXTLL - Compared to full-year forecast

ZaEntE

JREN: AN ORIET LDz, BIRZ LES

B BRFE D3R RBEDRENS
ARISRIRZTEIS

EH

wHFiaxt . 104%&
SHELA B (SR

Seasonality

v" Principle:  sales are higher than the
previous month due to the
stock-based model

Exception: April sales are lower than
the previous month due to the
March accounting period, which
is unigue to Japan

v' Similar to the past trend, the trend was down in
April from the previous month but up again in Q4

Progress

v' 104% compared to the initial forecast, exceeding
the plan
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‘g S intl
Eﬁ?n%ﬁb - Consolidated Forecast

- Pay it forward -

bl REEE
Net sales v MeAEELHFDH = kb
» 286 +60% - mormmes
#30%i8 28
EXMm v DETRIMOT LR,
Operating Profit #10%i8-18E
)) 1 8 + 63% Management Environment
BotikE v Reflects ONly 1 m&A transaction
[C"ﬁ'aﬁd'é
ﬁjﬁﬁ;‘i? v Assumed organic sales growth of approx. 30%0

attributable

v' Assumed sales growth of the acquired subsidiary is
to owners of parent

about 10%

» 10 +37%

2417 &M - Okuyen

©2023 INTLOOP



E%ﬁ%k% - Consolidated Sales

intloop

- Pay it forward -

Million yen

Eigre L Et108EMEDIZIR

- Targets for consolidated sales increase of approx. 108 oku yven

28,679

DICS

M INTLOOP +52 EH 5’297

52 oku yen

s -
b ’f’
s
’ -
’ -~
L4

’ ’55 H

- A9

s - '

- —_— = = F

B 55 oku yen

g P o BB e s e e

23/7 2417

©2023 INTLOOP

EEFTE FSDREL

v HiIEALL60%1E0 2 86&MH 2 &
BEREDFRZE AT

v M&AIZKY,
#HEHT2.8ZD1F3BA

v ERSIRTHALL DT A D4 B A
FEEITATEALE 362 A 2D 1F58 A

Consolidated Sales Forecast

v" Aim for record-high net sales of over 286 oku yen,
up 60% Yoy

v' Assumed number of employees to increase by 2.8
times to 1.3 thousand through M&A

v" Number of registrations is expected to increase by

5,000 over the previous term to 40,000

Number of employees is expected to increase by

362 to 1.5 thousand
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E. E'ﬁ%*”%& - Consolidated Operating Profit

intloop

- Pay it forward -

Million yen

EIEE RSN /EEDIELS

- Targets for consolidated operation profit increase of approx. 7 oku yen

1,815
. +2(8F - 515

2 oku en

23/7 2417

©2023 INTLOOP

RN REL
v EEEEFNRIL. AIHALEO6 %D
18fEMtx T, BimEaEE FAD

Consolidated Operating Profit Forecast

v' Consolidated operating income is expected to be in

excess of 18 oku yen, up 66% YoY, and a record
high
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Efﬁ?ﬁ%ﬁﬁﬁ%i@ - Consolidated Full-year Forecast

intloop

- Pay it forward -

23 /7 (Unconsolidated) § 24 [ 7 (Consolidated) Ratio
Gl 17,823 e 128679 | 60.9
75 LRI 13,749 = 120,596 | 49.8%
. 4073 ™| 8082 ™| 98.4x
BRERU—BEER 5 958 | 6,266 o |111.1+
B o 1,105 e | 1815 | 4.2 %
bt 1,107 el 1815 | 64.0%
Shans 794 e | 1097 e ] 38.1%

of parent

©2023 INTLOOP

55 L@, AL ©60%1E

M&AIC KLY IRERG T DTz HFFE D @A
LEEXRE<LOD. BE&EEHEEE
HY

BHzIE. aiAtt ©30%%i#82 5.
BEREREBEY

Plan to exceed 60% YoY, aiming for record-high
sales through M&A, far exceeding last year's full-
year sales which was unconsolidated

Plan to exceed 30% YoY, a record high in each
profit
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B{REE T - Full-year Forecast inthOD

- Pay it forward -

2317 Ratio v FE L@ At T3 1%

FEEMD@EHFE EEaE AT < LEmY,

e 17,823 [ mion | 39 o« B REE BT
v BHZEIL, AERtE e 30%E#E A .

%L,\ million million i@fagﬁéa?bj
e 13,749 me | 30.6 % i e HS
So L#aFI#E million million
Gross Profit 41073 yen yen 33.2 %
RSB RU—REIRE million million v Netsales | d 319 Yo, { ding last
2,968 e " | 28.8% e e
=R 1 105 million million 45 O % v Profits exceeded 30% Yo, a record high
Operating Profit ’ yen yen .
R million million
Ordinary Profit 11107 yen yen 448 %
= | iy ! million million
i 794 e | 34.8
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X DIEER

IZ11)2Y EEAEETEE

ettt DEIRICOVNT

SO TOTTvIaFINAMII1—030—EZXRCIAVSIVT 4 T —E R FFRl7aET
HECIBENTY/O0Y—FEAVDEDTIERWVN ), TEDRKRICHEVW TS ARBELE<HY

LTI SVEREEZELEZTOJIYYITIVAMERIRT DI E
[CINZ. EVYRZADBBZBICHIFTDHMECAM T —IR—IADEBKRC

Ao UN\U. FEREE OB E R R AR EREE A SEERECHL TIT IR i GLESHERT - (A E DT DBBTF O #a EREGHHIATO THY, <
TOITOOHSEICIE, I T BRIGOMRE DM, EFMEDEVTOI v 3L AMZE i R F MUC KWEEE M E DEFHEZER ST 3'3‘;) F9.Fk. V\{‘eLb%EEEIIL.\“t
BOICTUNI—T B/ INIEDRBETT, UNUANS, BRNDSHZBLEE DL SHENR LIeN =771 2 TICE AMS ETHRAEDAE LZ Y, A2
EEEBE(TOBRELZOFRS AZCLYBARINMELZEAICIE YO EZROE VR TOBREEENTI THIET,
BICEEERIFTAREENBYET,

. . _ YUHTIE TV=FZZRANM QAVFIVIINITIVIZT7) EDERD
FO7TYYSFILAMORRICONT BER, IS 2= —Y3 > DRMEIC S ZEV AR EBEREL AL
WHDEEREMEICHV T BVEPEEELE TOITYYaTILAMERENICRR T3 i & BERUFEBECEAOEXETIHE, TOJII-ORBHEE
EDNBERARTHYET, UNUANRS, CNE AMORIEN L DS EEHYISEE T, —F i i BEGOAR, TOIIYYITIVAMERBRIC =2 T —>3>
BOAHERR TIR<AOBAICIE, YHOBEROEE CHEERIFTARMENSYET, g%%{;@ ‘;Oggfé%@g%ﬂ)féﬁgggﬁf g@m% SR

N A ﬁﬂ_ Mic = o
mBICDLT
- o i o Wt O3 R SEADERIICHNLE 1~ ERES BB,
UHANEX£ZREAITDIAVTIVT A VTPV RTLAERTEICPW\WTE. REEBENEETHD 2T ABERZIELR CREYH EEA S — R FEEIARE NS
EEZTHYVET, ATITa T I#ENE IR THY . ATV RO —E ARV th chEHH th S RSN A TS 40 DERESIE ) sh (DS AR T B & S50,
NREICERLU. VAT LRREZEICGWTIIBEED KD DEBEREE+o(mic T ZEhwh Wt B ROT—S U ZAMADKSEC LY BB -HLE
BERVET, UBUBNS BEED IR T 2mED T —E XD RETIRVBRIC(E, D E->THYET,
FHCKEESETRE, YHOEBICHEERIFTIMNABYET,
HERIERDEE(CDVT YR TR SHHERCT -3V ZAMITHU TA - EHEFR Y
s e = e = e _— g e EHRRY I C R IE RO EMR L\ [CBI T BI8E - BB T > THYUET L I
WA NERE RT3V T A VTPV R T LARERTIECH U\ Tl BEDEEMISETEY = \
gﬁﬁyzﬁﬁg%u:%min\a #%%'E%%&’I%ﬁ&’é?&5#&%%b\‘%<EﬁUi?o An—@ B FRHA N AT ERBRYATLAOT VROV ZERIDEICLYTIE

BEOEZIFHREFDRL RV EUHEICIE SHICHT SHENERMIELRDN, HHDSFE
FRUOFRICRHBERIFTHTREMENHVUET,

EHOREZERY . VAT LADEFEICA—ILEBERXET 2:ER
ETO>THYET,

EROFBRUR LM, BIESBLESO BRSOV IETBRETIL,
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Risk information

intloop

- Pay it forward -

Major risks Possibility Influence Measures to address the risk

Trends of competitors

Our professional HR solution services and consulting services do not require special licenses or unique
technologies, and in this sense, the barriers to entry are not high. However, in order to make proposals

In addition to securing highly specialized and professional HRs, we are
continuously working to accumulate knowledge and HR databases in the business
field and to maintain and improve quality through training and other initiatives,
thereby differentiating itself from its competitors. In addition, by focusing on Web-
based marketing, we have been able to improve our brand recognition and

and promote projects for client companies facing various management issues, such as new businesses medium long medium am /
. o . - acquire inbound clients.
and business reforms, it is necessary to have appropriate knowledge of the business and know-how to
deliver highly specialized professional HRs in an appropriate manner. However, if competition intensifies
due to the entry of new companies with strong capital or more advanced business development, our
business and earnings may be affected.
We recognize that securing points of contact with freelance personnel
(consultants/IT engineers) and retaining them by strengthening communication
are important issues, and are actively strengthening its HRs department in order to
strengthen recruiting activities and education and training for employees who will
Securing Professional HRs conduct sales to existing and new client companies, employees who will be
) . . . . o responsible for project work, and full-time staff who will proactively communicate
In the development of our business, it is essential for us to continuously secure highly specialized and medium long large  with professional personnel. We are proactively strengthening its HRs department
professional HRs. However, if we are unable to secure a certain number of such personnel as planned, in order to strengthen recruitment activities for employees who will be responsible
our business and earnings may be affected. for sales to existing and new client companies, employees who will be responsible
for project work, and dedicated staff who will actively communicate with
professional personnel, and to develop them through education and training.
; We have established procedures for quality control, such as conducting extensive
About Quality ) i ) ) . ; 4
internal reviews prior to making proposals to client companies, and having experts
We believe that quality control is important in the consulting and system engineering support businesses i periodically check the quality of work after the start of a contract in cases where
in which we operate. Consulting is a knowledge-intensive business, and the service level of consultantsis  medium long medium dell\ligerables are lmportgr_lt, such as S?{Stehm engrllnee_npg sfupport, etc.IWe are acljso
directly related to quality. In system engineering support, it is necessary to fully meet the functional and working to maintain and improve quality through training for our employees an
. . . . . . . freelance personnel. We are also working to maintain and improve quality through
other requirements of clients. However, if we are unable to provide the quality of service that our clients training of our employees and freelance personnel
expect, it may hinder the continuity of the contract and affect our business performance.
Management of Confidential Information We provide our employees and freelance personnel with guidance and education
. . . . . . . . on the handling of confidential information when they join the company, upon
In the consulting and system engineering support in which we operate, we are involved in the formulation N~ 9 ) i vl ) pany, up
. , . . . . . L registration, and on a regular basis. In addition, we monitor the access logs of our
of our clients' business strategies and the engineering of mission-critical systems, and thus have many low medium small

opportunities to handle highly confidential information. In the unlikely event of a leakage or leakage of
confidential client information, public trust in our company may be damaged, and our business and
earnings may be affected.

information system to detect unauthorized behavior and automatically send an e-
mail to the person in charge of the system.

©2023 INTLOOP
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FHEE A

DX Digital Transformation MEEFR T Y, T I I IVEMIC KUEEBECALYDERZEZTEIHDIEFIBELET,

—1—/——=< [New(FTULY) 1&TNormal (BRE) I1Z8MNFEDEZEETHY . FHEIOFT U1V AR (COVID-19) DFEZZ (T TEIEL
oo AR DFTUWERRRINCEIE AFED_EZHULET,

SAP RYDSAP SERDHEFE-IRHT SV I I I 7P THY . EBIRTLEVT REDI AT LICILLFATNSEDTT,

PMO Project Management Office DIEFRCTH Y SEBATEITINDEADTOY 1 UM EEEZEL TRIEFNGEEX T /R—k
ZIT D1 DBEBEX BB F— LD & ZIELET,

ul User Interface DEEFRCTHY ., I—F—(FIFEE) ERHBEOT—EREDA =TI —AFER) D EEBKRL, CCTlE—FE

AYARDRIEZB®. EVWPTIDIEEE/UERT,

ERTiE- ORIE

ERTIZEE VRT LRFE - REHICH TN ITIEZIE L. FHELRPEHERSFNMTONET T NI, 7O 532
JHFeSCRETIRE PRIIEENUET,

PMI Post Merger Integration DEEFRCTHY . MRAIC K DI EIIRZEZHEEICTDZHD METOTRENRIXA VMDD EERFLUE
ER

SCM Supply Chain Management DEEFF ChY . BMENRTRESN TH OBEMNNEEE ICOED X COEE - RBTOCAND_ & %15
LET,

CRM Customer Relationship Management DBEFF ChH Y BEREDBEFRM. 1S 1 =27 —Y3a 2 BB L., BHEBEEDERE—
TTHICHBIETE DL DICT BRI ERVZFDDHIENPNDI IR T LY —=ILDEEIELET,

ERP Enterprise Resources Planning BTN CH Y EEE2DERE RSB RZEYCHHEC. BWER T S5TERE Z XI5 T
BRRBIRT LD EEIBUET,

BPR Business Process Reengineering DI CH Y EF TO TR ZRANICREL, BRI D Ex_/UET,

BPM Business Process Management DBEFT Chr ) ZFHETOTADIRIRZILIEL. EEOPHEEZTHICE T AKSHIANIT O
R THHRIE DT TV e DEKREBEFEEIRBUE T,

RPA Robotic Process Automation DI CHY ., VIR 7ORY MEEST, NV IVEEFE TR T—0FDEHXEEZ BB

927 0/00—CPRUBADZEZTELET,
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Terms Contents

DX Abbreviation for Digital Transformation, this term refers to the transformation of industrial structures and people's lives through digital
technology.

New Normal The term is a combination of the words "New" and "Normal," and refers to the new lifestyles, work styles, etc. that have changed as a
result of the new coronavirus infection (COVID-19).

SAP It is software developed and provided by SAP SE of Germany, and is widely used in corporate systems as a core system.

PMO Abbreviation of "Project Management Office," it refers to a function, department, or team that provides overall management and support
for individual projects within an organization.

Ul Abbreviation for User Interface, which refers to the interface between the user and the product or service, and in this case refers to the
appearance and ease of use of the service site.

Upstream / Downstream The upstream process refers to the initial stages of system development and design, including planning and requirement definition. In
contrast, the development process, including programming, is called the downstream process.

PMI Abbreviation of Post Merger Integration, it refers to the integration process and management to ensure the integration effect of M&A.

SCM Abbreviation for Supply Chain Management, it refers to the production and distribution process from the procurement of raw materials
to the point where goods are delivered to consumers.

CRM Abbreviation for Customer Relationship Management, which refers to the management of customer relationships and communications,
and also refers to the systems and tools used to centrally understand the relationship between the company and its customers.

ERP Abbreviation of Enterprise Resources Planning and refers to an integrated system that supports planning for the appropriate
distribution and effective utilization of resources that form the basis of corporate management.

BPR Abbreviation of Business Process Reengineering, it refers to the fundamental review and redesign of business processes.

BPM Abbreviation for Business Process Management, and refers to a business management method for understanding the current status of

business processes, making changes and improvements, and continuously moving closer to the processes as they should be.

RPA Abbreviation for Robotic Process Automation, this term refers to technologies and initiatives that use software robots to automate desk
work and other tasks using PCs and other devices.
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RERE, BHRIRHDAZBRNE U TEEDMERLIZEDTHY . SHOBMEESFDERM TR TRULIAHDEEFZER T DED TIEHUEE A,

RERHCEENDFERTFRICET S0 L SO A TIRENL U IC HADIREF AR ERIBRICEI<EN T,
FERTFRICEE I SECah(C (. HHDFZREEHE. THIHRIR, SRR, ZRICE T SBRMURRRNDFENEENET,

NS DOFREZEICEAT FRADRICIE BRA R R TORERENRELE T, I TICHSNEZEULI[E REICHMSNTVWRWVWIR Y RERIEZ DD
ZEN FEROBRLEICEAT SRAICEINDINTERRDBRESISEITHREENT T VKT,

Ko FERICSEN S HHLNCET BERIE. ARIBHREFEDSEIALIZEDTHY D SIFERDIEFREME . EEFIC DWW THAIIASDIREEEITOT
H5F KeINZEFRLETHDENTEHYEE A,

REIDRTTEIL 2024F10HZFELTHYUET,

This material has been prepared by us for the purpose of presenting information only and does not constitute a solicitation of an offer to buy or sell securities.

Forecasting statements contained in this document are based on our judgements, assumptions and the information currently available to us. Forecasting statements include
our business plans, market size, competitive conditions, industry information and growth potential.

Various risks and uncertainties are inherent in these forecasting statements. Known or unknown risks, uncertainties, and other factors could cause results to differ materially
from those contained in these forecasting statements.

The information contained in this material regarding other companies are quoted from publicly available information, etc., and we have not verified or guaranteed the accuracy
or appropriateness of such information.

The next disclosure is scheduled for October 2024.
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