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Presentation

Komine Well, it's the scheduled time so let's get started. Thank you very much for taking time out of your
busy schedule today to participate in the Qisix ra daichiQ&Financial Results Briefifigr the Fiscal Year
EndingMarch 31, 2025.

My name is Komine from Oisix ra daichi, and | will be facilitating today. Thank you very much for your
cooperation.

Today's financial results presentation will consist of two major parts. In the first half of the meeting, Takashima,
Representative Director, CEO, will report on our business performangd af the year and explain our
business strategy fdd2of the year in about 30 minutes. The second half will then move on &A $gssion

with participants. The ®A session will use Zoom's raigeur-hand feature to accept questions at the
beginning of the session.

For those participants who have difficulty speaking due to the environment in which they are participating,
we will also be accepting questions via th&/Qbutton on the webinar. We will explain the details again.

Let me now move on to the briefing. President Takashima, thank you very much.
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TakashimaHello everyone. My name is Takashima from Qisix ra daichi. Thank you for your time today.

This time, Oisix ra daichi a@HiDAXave been working together for six months since April, and this will be
the first explanation after we joined together, so | would like to focus a little on thB Bart of the business.
Regarding th&SsHIDAXI would like to explain the strategy in a bit more detail. | would also like to report on
H1of the year and talk about what we are thinking fé2 of the year. Thank you.
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I would like to start with a summary bfl's overall performance, and then move onH@. | would like to talk
a little about the BtoB part ofi2 and what the strategy was in the first place, and then | would like to talk
aboutH2as well.

Executive Summary

H1 Results

v Sales : Due to the consolidation of the SHIDAX as a subsidiary from Q4
of the previous year, sales increased by +119% YoY.

v' EBITDA : In addition to the increase in profits due to the consolidation of the SHIiDAX,
there was also an improvement in COGS and logistics/delivery costs for BtoC,
EBITDA increased by +91% YoY

H2 Strategy

v -BtoC: We launch of new Kit Oisix products collaborating with famous brands and
specialising in functionalities such as intestinal activity, with the aim of expanding
the number of members and increasing ARPU.

v -BtoB: We establish the “Time Performance food Provide model”, which

maximises the strengths developed under the BtoC brand, and accelerate
actions to meet the challenges and needs of the four food service segments.

Oisixradaichi

First of all, here are the results feklof this fiscal yearsales were JPY125.7 billion, but with the addition of
SHiDAXwe were able to grow our business to more than double the size didhgpany.

EBITDA is about JPY6.2 billion, which is roughly double. With the additiSHDAXand some BtoC
subscriptions, and the improved profitability of Oisix La DaidRadish on the Oisix La Daichi side, the
Company has roughly doubled in terms of EBITDA.

| will discuss our strategy fef2 of the year later.
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FY2025.3 Summary of H1 Results

Sales : Due to the consolidation of the SHIDAX as a subsidiary, sales increased by +119% YoY.

EBITDA : In addition to the increase in profits due to the consolidation of the SHIDAX, there was also an
improvement in COGS and logistics/delivery costs for BtoC, EBITDA increased by +91% YoY.
Both the amount and rate of profit have exceeded the initial plan.

Profit : Due to one-off profit effects such as gains on the sale of businesses of affiliated companies, profits increased
by +73% YoY. Actual net income excluding one-off profit (about 1.3 billion yen) also progressed as planned.

12570bn yen 6.18bn yen

—vory +119% —vor +919%

EBITDA

Operating 3 . 3 3 bn yen Profit 2 . 4 1 bn yen

attributable to

f th
~Yoy +61% e ~Yoy +73%

Profit

Oisix radaichi ’

This is the summary of the compamyde performance foH1of the year that | just mentioned.

Sales of JPY125.7 billion, then EBITDA of JPY6.18 billion, about double. Operating profit was JPY3.33 billior
due to the goodwill, etetera; EBITDA and operating profit were slightly down compared to the same period
last year, whichwas,however, a 61% increasend net profit was JPY2.4 billion, a 73% increase.
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YoY : EBITDA/Operating Profit

Increased profits due to the acquisition of the SHIDAX Group as a consolidated subsidiary. In the BtoC subscription business,
the effects of improvements in COGS and logistics and delivery costs at Oisix are steadily being expressed.
Purple Carrot in the US has strategically invested in new promotional expenses to acquire new subscribers.

-EBITDA (bn yen) -=OP (bnyen)
+ 2.950n yen :
1 1
1 1
: Yoy +91u) 3.47 v : + 1.26bn yen
1
6.18 ! (Yoy +61%)
(0.87) Iy
: ] v
: 3:33
0.23 I
3 23 0.53 0.01 1
. 1
(0.23) ! 2.07
(0.19) i
1
1
1
1
1
1
1
sal Consolidati d
siodsi e L PR e peie e e | i ke el s 20243 20253
domestic in domestic BtoC etc. (BtoB Subscription costs H1 ! H1 H1
BtoC BtoC /Social service !
/Vehicle operation) 1
BtoC subscription business
Oisix radaichi ’

This is what the profit trend looks like.

As | will explain later, the BtoC business, Oistaiahi, had a stonth period during which we focused on
profitability. Athough profits declined slightly due to a slight decrease in sales, the improvement in
profitability was greater, with improved profitability in the BtoC business and the addition of profitability in
the BtoB business, which resulted in an overall ina@eaEBITDA of about JPY3 billion to JPY6.18 billion.
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FY2025.3 H1 Segment Results
(billion yen)

Sales Segment Profit
Profit
205]5-.3 Yoy 20&?.3 Yoy Margin
BtoC subscription business (1) * I 48.17 A3% 4.27 +9% 8.9%
(Oisix) 29.03 A6% 3.05 +23% 10.5%
(Daichi wo Mamorukai) 5.30 A8% 0.72 (7)% 13.6%
(Radish Boya) 8.19 Al1% 0.74 +7% 9.0%
ey R I v R
BtoB subscription business -(2) * 30.43 = 0.89 - 3.0%
Social service business -(3) * I 25.74 = 1.19 - 4.7%
Vehicle operation service business -(4) * I 13.38 = 1.38 - 10.3%
Other business -(5) 9.12 +11% 0.67 +1% 7.4%
Corporate adjustments and expenses, etc -(6) (1.16) = (2.25)
Sales/EBITDA —total of (1) ~(6) 125.70 +119% 6.18 +91% 4.9%
Amortization of goodwill = " (0.60)
Depreciation (2.24)
Operating Profit - - 3.33 +61% 2.7%

Oisixradaichi

In explaining our business areas in the future, we will use this form of segmentation to explain our business
areas.

First, the BoCsubscription. Oisix ra daichi, Radish Boya, and Purple Carrot inSheelall relatively large
four companies with annual sales of over JPY10 billion. Adding these up, we had sales of just under JPY50
billion and a profit of JPY4.2 billionHi of the year, so sales decreased a little, but profits increased.

Then there is th@&toB subscription, the food service provider business. This is about JPY30 billion in sales and
about JPY900 million in profithen we have the social servibesiness of JPY25.7 billion, with a profit of a

little over JPY1 billion, or about JPY1.2 billion, and the vehicle operation service business of JPY13.3 billion,
with a profit of JPY1.38 billion.

The four main business areas or categories will be explained in accordance with these categories.

In particular, in terms of the food business, the top two are th@@Bsibscription and the ®B subscription,
so | would like to focus my report on these areas.
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BtoC Subscription

Subscribers  : As a result of strategically curbing new subscriber acquisition in order to prioritize improving
the churn rate and acquisition cost, Subscribers decreased YoY. (Next page details)
ARPU : The effects of the revision of shipping fee and the strong sales of the Kit Oisix collaboration products with
celebrities and famous brands. As a result, the unit purchases price increased, and ARPU increased YoY.
Subscribers ARPU
358,806 11,390
- Yoy (10)% - Yoy +1%
398,958
355,962 358,806 11,882
1 64 11,704
11,562 e
11,390
11,30!
@
2023.3 2024.3 2025.3 2024.3 2025.3
Q Q2 Q3 Q Q2 Q3 QU Q2 Q Q2 Q3 Q4 Q1 Q2

Oisixradaichi

I would like tolook at H1 of the year by business segment, starting with®.
For BoC, today | would like to talk about Oisix, Radish Boya, and Daichi wo Mkanor

Sales ilHlamounted to about JPY29 billion. As | will discuss quite a bit about promotions later, this is a period
when we are focusing on efficiency, so the number of regular purchasers has decreased a bit, but we are doing
this within our expectations.

As for ARPU, ARPU is the active orders multiplied by the unit price, the humber of orders multiplied by the
unit price. It's like the frequency of purchases, and that has remained about the same, but the breakdown has
changed quite a bit, and the unit peihas grown quite a bit, and the frequency of purchases has gone down
by that amount. There is the issue that if the purchase price is too low, people will stop buying. On the other
hand, the higher unit price makes it easier to generate revenue, whiotcalgributes to higher earnings.

The reason for the increase in unit prices is partly due to the infrastructure of the world. However, other
factors such as revisions to shipping costs and product development are also signitigaanit price has
remained high compared to last year, and the situation is that profits are improving as it is.
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BtoC Subscription

Oisix —Details of Subscribers

In H1, actions were implemented with the main focus on reducing churn rate and acquisition costs, and progress was generally
in line with the plan.

. The deterioration in the churn rate due to the extraordinary PR carried out in the Q4 of the 2023.3 term

has improved compared to the level before the extraordinary PR.
Acquisition cost : As a result of a complete review of methods with low acquisition efficiency and a focus on developing
efficient acquisition methods, there has been a significant decrease compared to the peak level.

Churn Rate

-Oisix : Acquisition cost
Significant decrease

due to improved
1.5 Wjisition efficiency

-Oisix : Churn Rate Trends (2023.3 1Q as 1.0)

1.25
L
PR
further from Q1 PR Results arge:
1 1
10 [ @@= N 1 1
N : !
1 1
2023.3 2024.3 2025.3
Q1 Q2 Q3 Q4 Q1 Q2 Q3 Q4 Q1 Q2
o o . . 10
Oisix radaichi

In the area of promotion of acquired customers, we are still trying to break out of the effects of the rather
large investment of money in PR last year.

If | talk about what we did last year, as a result of our lasggle promotions, we ended up attracting a lot of
light users. As a result, cancellations were much higher last kean about two years ago, we did it over a
period of three to four quarters, from the end 62023 toQ2 of FY2024. As a result of that, we are now

educating ourselves and trying to do appropriate promotions again.

The churn rate has dropped considerably, as shown in the graph on the left, and is even lower than it was
before the massive promotion.

Also, we have been able to find more affordable ways to promote our products. In fact, we are focusing on
this. This has also helped us improve our economics. However, while our profitability has improved, the
guestion is how we can expand this. We averently experimenting with ways to expand our business at this
level of efficiency, and we are starting to see some signs of progress.
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Oisix —Details of ARPU

Many Kit Oisix products have been launched in collaboration with celebrities and famous brands, such as actress Anne and Pokémon,
and unit purchase prices have increased.

LT = T

I5#xz2- !
BOFZYDRNIYF ! Za@731x
"

Ttk (S5
0VOTOYA

11

Oisixradaichi

In terms of the products we have soldHii of the year, we have done quite a lot of collaborations.

In particular, we collaborated with the actress Ms. Anne Bo#émon which were both new things for us.
However, they became very popular on social networking sites and sold well, so we saw the expansion of the
scope of our collaborations. This is what we have experienckld of the year.
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BtoC Subscription

Oisix —Rate of Profit

Oisix's profit margin improved by 2.5 percentage points in H1.
Improvements in the company's fundamental profit structure, centered on COGS and logistics and delivery costs

-Oisix: Rate of Profit (YoY)
COGS

10.5% v Improving the cost ratio of in-house manufactured
2 o 5pt products such as Kit Oisix
8.0% .
lmproved v Increasing the sales ratio of in-house manufactured

products, which have a higher profit margin than
purchased products.

logistics and
[ 202431 N 2025.3 H1 | delivery Co:ts
v Reduction in fixed costs due to increased unit purchase price

v Reduction in last-mile delivery costs through optimization of
the number of boxes delivered per order.

Oisixradaichi

Profitability has increased by 2.5 percentage points compared to the same period last year, which means that
profitability has increased by more than 1.2 times.

We are making a profit of around JPY 3 billion from the Oisix business. However, it is not just about improving
the efficiency of promotional costs, as | have mentioned repeatedly. We have also been able to improve our
purchasing and have had many hits waitlhr own manufactured products. We are also making steady efforts

to further improve distribution efficiencylhe profitability of Oisix is improving considerably.
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BtoC Subscription

Daichi wo Mamorukai KPI

Subscribers : Service development is progressing steadily, and PR expenses can be gradually invested,
and from the current 1Q, subscribers has been increasing continuously.

ARPU : Both the unit purchase price and frequency have increased YoY due to strong sales of seasonal products
and high-unit-price products.

Subscribers ARPU
36,394 24,432
- Yoy (6)% — YoY +4%
40,737
38,591 25,480
36,394
24,432
23,667 23,558 23,754 23,859 ®
2023.3 2024.3 2025.3 2024.3 2025.3
Q1 Q2 Q3 Q4 Q1 Q2 Q3 Q1 Q2 Q1 Q2 Q3 Q4 Q1 Q2

Oisixradaichi

Next is Daichi wo Mamoka.

Sales here are about JPY5.3 billidhof the year results in about JPY700 million in profit. It is subtle, but the
number of members is slightly increasing net, and Daichi wo Mamorukai, which has always had a time losing
members except for during the COVID pandemic, is at least starting tocrease a little from flat to
increasing, which I think is a great good situation.
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BtoC Subscription

Radish Boya KPI

Subscribers : Due to the significant increase in acquisitions in Q1, there was a slight decrease in Q2,
but the total number of subscribers increased in H1. Subscribers is expected to increase in H2 and beyond.
ARPU : While unit purchase price increased due to the revision of shipping charges, purchase frequency
decreased due to an increase in the number of light users accompanying the increase in subscribers.

Subscribers ARPU
72,260 16,570
— 0y —_ [
YoY +4% 72,260 Yoy (8)%
69,400
19,022
66,230 18,355
17,933
16,761 16,891 16,570
O
2023.3 2024.3 2025.3 2024.3 2025.3
Q1 Q2 Q3 Q4 Q1 Q2 Q@ Q1 Q2 Q1 Q2 Q3 Q4 Q1 Q2

Oisixradaichi

Radish Boya, for example, had sales of JPY8.2 billion and a profit of about JPY740 milliwintive year.
The number of members is increasing, but there was a slight decre@#ciompared toQ1ldue to seasonal
factors.

However, the basic trend is one of growth, and services such as the new irregular Radish are having a
significant effect. | think that we are gradually growing in terms of revenue and are on a grawih.
However, on the other hand, as we continue to ride this growth curve, the number of light users is increasing.
So, ARPU is decreasing slightly.

However, in terms of profit margins, the situation has not worsened, in fact, it has improved, but only a little.
These are the explanations fbil of BtoC.
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BtoB - H1 Financial Results

The development of weapons planned at the beginning of the term is progressing steadily, and new contracts are increasing steadily,
resulting in an increase in revenue YoY. In earnings, despite the difficult business environment, including the rising cost of materials
and labor, we are continuing to implement activities to improve profitability (Next page details).

m BtoB Subscription

We provide food services in a wide range of fields, from office

Sa Ies 3 0 o 4 3 bn yen cafeterias to hospitals, nursing homes, and nurseries.

Profit 0.89bn yen

Number of locations

v Office/Nursery : 1,044 (+14)
v Hospital/Elderly : 792 (+26)

Oisixradaichi

Next is BoB. In the food service provider business, sales were JPY30.4 billion and profit was JPY890 million.

The number of business contracts has increased to 1,044 for office cafeterias and nursery schools, and 792
for hospitals and elderly care homes.

In addition to this, there is also a business that wholesales foodstuffs, but not on consignment, and there are
about 1,000 nursery schools alone, but what is written here is the number of cases where we are on

consignment.

Support
Japan 050.5212.7790 North America  1.800.674.8375 — SCR' PTS
Tollfree 0120966.744 EmailSupport  support@scriptsasia.com " Asia’s Mesfings, Globally

13



BtoB - New Contract Acquisition

Acquiring new contracts is progressing steadily, as is the planned development of weapons. We have also been picked up by
economic TV programs, and we are receiving many inquiries. Sales of new contracts in H1 increased by 30% YoY, and the rate of
winning competitions has improved by more than 1.5 times compared to the end of the FY2024.3

Accelerating the development of meal kits
for meal services and fully cooked products

Planning and experimenting with products in
collaboration with Oisix brands

Started introducing Oisix food ingredients

H1 Results

v Sales of new contracts YoY+30%
v Rate of winning competitions improved by
more than 1.5times in H1

SHIDNAX~ & Oisix

Oisix radaichi a

The food service business has been with us since this past April. We are seeing some signs, and there have
been some successes in sales that we could not get before.

One of the main reasons for this is that we started offering services like meal kits for food services, which can
be received by a small number of people. We also started offering services like delicious salads that can be
eaten in the office cafeterias.sfa result, the number of new orders received has increased by 30% compared
to the same period last year, and our rate of winning tenders has also increased. Although this is only a sign,
there are signs that our sales are going to be more successfubtfare.
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BtoB - Improving profitability

The impact of rising raw material and labor costs continues. Even in a difficult business environment, we will continue to implement
activities to improve profitability. In H2, we will aim to improve profitability to a level that exceeds the impact of rising costs by
increasing our ability to take action and speed (details in H2 Part).

Environmental Changes in Implementation of base increase

the Food Service Industry

Visualization of profit structure by store and

contract type, identification of loss-making stores

Continuing chronic
labor shortage

Negotiation and price optimization with the client
based on the results of visualization

Joint use of assets of both companies, including
Further rise in processing plants

raw material and labor costs . L
Formulate action plans for H2 to strengthen profitability

0000
E E @ O Go

From H2, aiming to increase profitability to offset
the impact of cost deterioration by further
improving execution and speed.

Oisixradaichi

On the other hand, the industry as a whole was originally faced with the problem of a labor shortage and the
rising costs of raw materials and labor. That continues to be the case in 2024, with the difficulty level of the
guestions further worsening, or tlaer, becoming more difficult. This is not just about usS&DAXbut a
common issue for the entire industry.

One of the things we did iH1of the year was to control the high labor costs by holding down hourly wages,
but this resulted in a high turnover rate, and eventually employees had to work overtime to ke€prtipany
running. In order to break out of this situation, we decided that we needed to raise base salaries, so we raised
salaries for the first time in several years.

At the same time, we visualize the performance of each store or typtod andnegotiate prices for stores
with poor profitability.

In addition, we have been working together with Oisix &HDAXto improve profitability in procurement
and logistics foH1of the year.
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Social Business
Social/Vehicle Operation
In both the social and vehicle operation businesses, actively approaching and steadily acquiring new orders by meeting the needs

that are increasing due to changes in social conditions, such as the shortage of manpower due to the declining birthrate and aging
population and the need for transportation in rural areas. The number of contracts has increased, and revenue has increased YoY.

Social Service Vehicle Operation Service

Operational management of childcare for school children, We provide vehicle fleet management services, including management of
tourist facilities, school meals, etc executive vehicles, route buses, and community/demand/school buses.
, i .

% sales 25.74bn yen Profits 1.19bn yen %Sales 13.38bn yen Profits 1.38bn yen
p ’ v : 5 ’ —n d -

v Progressing with increased revenue, with sales growth v By approaching the needs of local transportation, such

mainly in the after-school childcare service outsourcing as the demand for school buses due to the withdrawal of
business. The company has successfully responded to route buses and the consolidation and closure of schools,
the needs of the government to outsource administrative we steadily acquired projects and achieved YoY revenue
services to the private sector due to the shortage of growth.

manpower and rising costs caused by the declining
birthrate and aging population.

Oisixradaichi

The next is social services, which has sales of JPY25.7 billion and profit of JPY1.19 billion. This segment is
involved in outsourcing various services for local governments.

We are the largest operator of childcare services for school children, with about 2,000 locations, and we are
also entrusted with the operation of local libraries, parks, and other facilities.

The vehicle business had sales of JPY13.38 billion and profit of JPY1.38 billion. Here, this was an increase ir
sales and profit. This business includes the operation of black vehicles, such as the one pictured on the left,
as well as local school busedasther transportation services. These are the resultdHbof the year.
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BtoC Subscription

BtoC Subs
-New products and services to focus on in H2

We will focus on new products and services such as “Collaboration Kits” with famous restaurants, “Functional Kits” for people
with a high level of health awareness, such as those who are interested in gut health, and “Deli Oisix”,
with the aim of increasing the number of members and ARPU.

Collaboration Functionality .
Kit Kit Deli Oisix
L 'Cﬁ' &‘Mﬁ‘m [ rm?elméug;’;u/vr ':],

v Launch of Deli Oisix, which can be

v Continuing from H1, collaborations v Developing functional kits for people prepared simply by taking it out of the
with TV programs and famous with a high level of health awareness refrigerator and heating it up, in
restaurants, etc. response to the need for time-saving

. . v Launching the Kit for Gut Health at the

v" Developing products for this season end of October. v Full-scale promotion of improved
only, such as Christmas and hot pot pricing and quality in response to
dishes. customer feedback in H1

o« o . . 20
Oisix radaichi

Then, we will move on tbi2 of the year.
ForH2, | would like to focus a little bit on BtoB and BtoC, BtoC and BtoB, and food products only.

I would like to focus only on Qisix in th®oB area, but there are several collaborations plannedof the
year, including some that | cannot announce at this time. We are also planning to tie up with a major movie
drama, etcetera, so we would like to make sure that our customers are happy there as well.

We are also starting a new functional Kit, which will focus on the thengaiofiealth, and we will promote
the idea that the body can be in better condition by eating.

As for the Deli, which is not a Kit, but a readgde one, we are making a lot of progress in improving the
service, and we expect to launch it as a new course ditif this half year.

Support
Japan 050.5212.7790 North America  1.800.674.8375 — SCR' PTS
Tollfree 0120966.744 EmailSupport  support@scriptsasia.com S Asia’s Mestings, Globally

17



BtoC Subscription

Other initiatives in H2

Subscribers : We aim to increase the touch points with the brand and improve the conversion rate of subscribers.
ARPU : We aim to increase the average unit price of purchases by expanding the sales categories.

i @ Expansion of sales categories

v' Expansion of non-food categories such
as home and kitchen

Expanding touch points with brands

v Strengthen marketing of Oisix
products in other supermarkets.

v Sales of supplements and health-
support foods

v In H1, Kit, a collaboration with Pokémon "
Co. Achieved record sales at R——
supermarkets

Increased conversion rates

v" Improve the customer experience after
initial use, such as with service usage
guides and leaflets that explain the
appeal of products. A Handout explaining Oisix's

services in an easy-to-understand
way

21

Oisixradaichi

In H2 of the year, many of you may have seen meal kits in supermarkets, where collaborative products such
as thePokémoncollaboration have been very successful. We would like to expand such collaborations with

supermarkets irH2 of the year as well.

Then, for ARPU, until now, Oisix has only sold food. However, we are thinking of expanding our range, and we
are planning to start selling supplements and home & kitchen products lft@of the year.
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Overview of the meal services market

The meal services market is very large, at around 4.8 trillion yen, and is growing steadily. On the other hand,
there is no trend towards oligopoly, and there is an acceleration of restructuring, including entry from other industries.

® meal services market TAM ® -The absence of oligopolistic players
Nursery schools
0.2tn yen Top 10 companies in sales
Elementary, Junior o 0
High Schools th f?&%"g;’;;g":ngket APPFOX-25 /0 v Large _enterpri'ses are absent, and
0.5tn yen theg_e isa proélfer?tlon'of small and
medium-sized enterprises
Elderly Care Home APF’FOX<4'8tn yen
1.1t yen 4 8 v The trend towards industry
Approx. = Otn yen reorganization is accelerating.
1.1 yen with top sales
SV B RERA S e QM = Lv-eansan LEOC
Office cafeteria Greentlouse * miER#Xa s compass uniserv
1.4tn yen 3 o ~ermnpralitl g
L] o ® Source): 2024 Food Service Market Outlook and Strategies (Yano Research Institute Ltd.) 23
Oisix radaichi

Next is BoB.

On the BoB side, as | mentioned earlier at the beginning, | would like to explain a little bit about the base
strategy.

The food service business is a very large market of JBM#&8, including office cafeterias, hospitals, senior
citizens, elementary and junior high schools, and nursery schools, but there is no oligopoly, and even the top
10% or top 10 companies account for only a quarter of the total market.

SHDAXis currently one of the top 10 companies in this industry. | think that the industry will become more
and more oligopolistic in the future, and that there will be further restructuring. We want to make sure that
we are one of the winners in this process.
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Revenue Structure

About 80-90% of costs are made up of materials and labor costs. Recently, chronic labor shortages and rapid rises in various costs
have led to deteriorating business performance and bankruptcies, and the difficult business environment continues.

Profit structure of meal services Increase in FL costs due to changes
in the external environment

Labor shortage due to lack of manpower
FL cost

(material cost, labor cost) .
The soaring cost of labor

80_900/0 due to wage increases

The rising cost of material prices
due to rising energy prices, etc.

Other
SG&A expenses

B Profits Deterioration in performance and bankruptcy

of meal services providers

24

Oisixradaichi

In terms of the profit structure of this food service business, raw material and labor costs accourfrfoo 80
90% of sales, and both of these costs are currently a major issue.

In the first place, it's difficult to find people, and even if we can, it's expensive, and the prices of raw materials
are rising rapidly.

On the other hand, in the case of food service, hospital meals are typical, but the price is set by law. It is not
something that can be raised in price immediately. They are unable to raise prices as quickly as restaurants
can. This is one of the reasomby the performance of food service providers has deteriorated considerably,
and some have even gone bankrupt.
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Commonalities with BtoC businesses

The subscription model is common to both home delivery and food provide service, in that they both source consistently and offer
different menus to the same customers. The know-how built up in BtoC subs can be horizontally extended to BtoB business to solve
problems in the food provide service industry.

Manufacturing processing

A Customers
Procurement and logistics
q
0* ‘ Provides daily meals
= “ (Delivered weekly)
Home Meal kit production X
Delivery Boxing/
Delivery sorting
For the same customers
Stable and large —_ Centrally-integrated lefereqt menuseveryday
Raw material procurement Processing and logistics Subscribe model to serve
distribution centres the same customers ﬂ
BtoB t“ S m
Food = 1 Ba
Provider rocessing Boxing/ ] Pr0\/.|de
Delivery sorting Local cooking daily

at each establishment

The business model is common and the strengths and know-how developed
in the BtoC business can be deployed horizontally.

25

Oisixradaichi

We see this as both a pinch and an opportunity for us, and under these circumstances, we would like to use
the skills we have developed at Qisix to do thisEBfood service business as well.

There are many similarities, the most common being that, as noted on the right, the customers are generally
the same for both us and food services, but the menu we serve is different every week, every day. Rather, the
same menu is served to different custers in restaurants. We deliver something like "this is this month's
menu" to different customers. | think supermarkets are similar to that.

However, we are quite different from that, and the premise is to deliver different things to the same
customers.We have set up a supply chain to make that hapmenwe can say that there are quite a few
things in common.
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Horizontal development of BtoC know-how
into BtoB.

Reduce food/labor costs and increase the added value of food service by horizontally extending the strengths built up in the BtoC
subsector to the BtoB Business.

atientthsionBloGbbITcos, Horizontal expansion to BtoB

o Combining "premium" and "time- = ;
saving” Meal kit development ' . . L. i
i ) ) >/ Premium and time-saving in meal kits
v Meal kit production plants capable of producing a f hool | h . hiah added
wide variety of products in small quantities. or school lunches, creating 1igh adde:
v Know-how to develop original menus, including collaboration value and improving productlwty.

and plant-based menus.

Improved ability to procure foodstuffs,
including school lunches, and stable,
large-scale procurement of high-quality
raw materials.

Producer network for centralised S
9 procurement of high-quality raw materials .

£

v 4,000 highly skilled contract farmers nationwide G i

. - - - “("- { .7. w10
Food distribution DX refined ,‘ £ i) Realisation of cost savings through DX
through e-commerce L’ promotion, including labour-saving

v Order and supply system that reduces the t=8
administrative workload of daycare centres.

administrative work at food service sites
and reduction of food loss through

v i i i -
Demand and supply matching system using field Improved supply and demand accuracy.

and table data.

26

Oisixradaichi

We are trying to take advantage of these many commonalities and leverage the strengths we have developed
in that BoC. There are about three things, one of which is a tool that would provide premium value in a short
period of time, which is the value represented by this meal kit. This would be the first weapon.

Second, we have procurement capabilities through our direct network of production.areas

Third,we have built our food distribution business almost entirely on the premise of DXing, which we intend
to apply to the BoB food service business.
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Horizontal development of BtoC know-how into BtoB
- 1. Development of meal kits that combine "premium" and "time-saving".

Strategy

In the B-to-C domain, Oisix has expanded its business through the value of 'premium shortening', moving away from the mindset
that shortening time-easy but cutting corners.
Maximise that value in BtoB business as well.

Premium - improving satisfaction -.

Shortening the time - Improving productivity -.

Meal kits Reduced cooking time*. Leveraging Oisix brands and popular
menus with tasty vegetables
Before After
v Qisix popular menus and collaboration menus
8 . 5H 6H with famous brands
: - DEAN & DELUCA
Approx. 3 O% Reduction @
Food/Labour cost*
S All eat Rates*. After
- Approx. 709%
1 8% Before a
i Reduction 64% &
Before After o f =
eilie o . *Results at hools ( ity: 90 children) 27
OlSlx l"a dalC'hl W?\S:resn?egluﬁi%rscscagosl Iﬁiiacelsyhave Cbelenriel?troduced.

To elaborate on the first one, the meal kits that combine premium and shortened working hours,
been experimenting with meal kits at nursery schools and other such places, and the number of working hours

has been reduced considerably, which in thas lowered labor costs.

Raw material costs will go up a bit, but labor costs will go down, and in total, profitability will increase. Or we

are seeing a form that will allow us to operate with a smaller number of people than before.

Also, the fact that we offer such a menu has led to an increase in the rate of children who finish their meals
at this nursery school. However, because the rate of children who finish their meals is increasing, we are able
to use fewer meal kits. Anotheojnt is that we are also able to increase the level of satisfaction of the children

who eat the meals.

BtoB business

we have

Support
Japan 050.5212.7790 North America  1.800.674.8375 — SCR' PTS
Tollfree 0120966.744 EmailSupport  support@scriptsasia.com " Asia’s Mesfings, Globally

23



Horizontal development of BtoC know-how into BtoB
- 2. procurement network /3. Food distribution DX

BtoB business

Stable and large-scale purchasing of raw materials through a bulk procurement network of high-quality raw materials, which has
been developed in the BtoC business. In addition, FL costs can be reduced by improving administrative efficiency at meal delivery
sites and promoting loss reduction through system construction capabilities honed in e-commerce.

Network for centralised procurement
of high-quality raw materials
v -Builds a network capable of centrally procuring high-quality
food ingredients, including BtoB, by utilising highly accurate
demand forecasts based on a subscriber model and stable,
large-scale food ingredient purchasing power.

Food distribution DX refined through e-commerce

v Utilising know-how from the development of customer-oriented
UI/UX design and algorithmic supply-demand matching systems
to reduce manpower at catering sites and reduce losses by
improving the accuracy of demand forecasts.

FHAOREHFVOSTRT T IREORELRT 4

o S
v 3 E10o4
!‘_ Rx

HRETE QAW RBEARL S BELEFCIRLERL AR

Oisixradaichi

28

The second is procurement, which, needless to say, will use our procurement network.

Third, as | mentioned earlier, we are also thinkingreffecting such functions in BtoB as well, such as

information forecasting using Myware we have created for our system.
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BtoB business

By having the Taipa School Meal Model built and introduced using this know-how, the existing school meal business will be expanded
to 100 billion yen in sales by 2030,
In addition, the company will actively pursue M&A opportunities, aiming to become a top-tier player.

Building Time-performance
Food Provide model

Time-performance
Food Provide model Sales: approx. 60 billion yen* to
SHIDAX~”  QOisixradaichi 100 billion yen by 2030

AR FREDBODI

-+

Combining "premium" and "Time-saving”

Meal kit development Discontinuous growth
Producer network for centralised . .
procurement of high-quality raw materials To be in the top tier of the market,

Mergers and acquisitions are

Food distribution DX refined through e-commerce actively implemented.

* . . *Forecast for BtoB(food service) business in FY2025.3 29
Oisix radaichi

Through the above, we aim to achieve sales of around JPY60 billion by 2030.

We also aim to achieve sales of JPY100 billion by 2030, and we call this the Time Performance Food Provide
Model. Our basic strategy is to make our presence felt in the school lunch industry, which is undergoing rapid
change, by introducing this model.
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4 Segment and 5 Action policy =

The food provide service market is divided into 4 business segments, and it was confirmed that the Time-Performance food provide
model is useful and can be horizontally deployed in all segments. In the 2H of the year, actions will be formulated and implemented
according to the key issues and business phases in each segment.

4 Business Segments Action policy for the 2H of the year
Our Sales
A Reduction in raw material costs
23bn yen '§'
T
P i)
H DX promotion of food service sites s 3..
15bn yen =
X 5
C Labor cost optimization
AL Ll 13bn yen Service differentiation m
through Oisix brands and know-how ° o
2.8
Nursery School 6bn yen Strengthening the sales structure §'

Oisixradaichi

What we are doing within that basic strategy.

The information is a little rich. There are four areas in the food service business, and we are working in four
areas: office cafeterias, hospitals, elderly care homes, and nursery schools. We do school lunch services, but
school lunch services are a Hthit of a separate segment right now, so I'd like to talk about these four
segments today, and then we'll talk about five of them.

Reduction of raw materials and DX at food service sites, | think these two things are common to all types of
businesses.

We would also like to optimize labor costs, utilize the Oisix brand, and strengthen our sales structure.
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_
H2 actions - Common to all segments

In all segments, 'Reduce raw material costs' and 'Promote DX at meal sites' are implemented as common actions.

. Reduction in food costs

Needs common to all segments v -Negotiation of price optimization and withdrawal from
loss-making shops based on the results of the

visualization of the profit structure
v (to be continued from the 2H of the year onwards).

v Providing meals at a price point v -Expanding the bulk procurement network of raw
within each establishment's budget materials, including the introduction of Oisix foodstuffs.
. arey
v Providing food service E DA promotion < ® #1025
with a stable and error-free personnel . . g F ) 8 axz
v Labor-saving administrative tasks through .

and operational structure.

horizontal deployment of the food service '.
ordering system developed by Oisix. s = 2T

v -Labor-saving in menu planning work
through the use of AI and reduction of food
loss through the introduction of a demand
forecasting system.

32

Oisixradaichi

In terms of common items, we will reduce raw materials by using Oisix's delivery and procurement capabilities,
and we will also promote DX, which overlaps with what | mentioned earlier.
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2H Action
H2 actions - Office

In response to the need to improve employee lunch satisfaction and productivity, Oisix's brand strength in tasty
vegetables has been used to actively develop the Oisix Salad Bar and other products.
In parallel, the new acquisition system was strengthened.

E Differentiation

Offi Oisix menu with delicious
Ice
vegetables
v Salad bar with Oisix vegetables, popular Oisix :
Needs menus and famous brand collaborations.
v" Increased productivity v Expanded corporate event and party menu

through stimulated interaction

between employees.
ploy Sales structure

v Reducing employee turnover and

increasing recruitment through Increase in number of competition
"food" benefits. entries through expanded approach
o ) ) v The competition win rate has steadily increased since the first half
v' Providing healthy lunch, including of the year, with the absolute number of competition entries
reducing vegetable deficiencies. being the main issue.

v Increased visibility of key indicators and online advertising media
to increase the number of approaches.

33

Oisixradaichi

As for the office cafeteriat has a shortage of vegetables, and it is good if the employees are happy. Therefore,
we have started to introduce a menu like "Oismes Oisix Salad" to various office cafeterias as a selling point.

The strategy foH2 of the year for the office cafeteria will be to strengthen sales, as the sales win rate has
increased considerably using this as leverage.
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H2 actions - Hospital

Hospital
The background of 24/7 operations has led to ongoing staff shortages, and stable operation of existing outlets is a
key issue. Strengthening recruitment capabilities, including continuous compensation improvements and redesigning
the training system, and reducing turnover are implemented as top priorities. i 3

Labour cost optimisation

Hospital g Resolve of chronic staff shortages \

v Reduce turnover and strengthen recruitment
through continuous compensation improvements.

Needs v Designing training programmes not only at the start of
employment, but also afterwards, depending on the
career path of the employee.

v' Stable operations completed v Reduction of costly excess overtime by optimising human resource
24 hours a day, 365 days a year. sufficiency and staffing levels.

Sales structure
v Providing a wide variety of meal patterns,

including general and therapeutic diets. Establishment of a prioritised approach system for
each type of hospital.

v As hospital meals are provided in a wide variety of patterns depending on
the patient's situation, priority is given to hospitals where the time-
performance meal delivery model can be easily rolled out horizontally.

34

Oisixradaichi

In terms of hospitals, this is a situation where we need to protect them first before we can attack them. This
is a place where there is a serious shortage of staff, and where operations need to be carried out 24 hours a
day, 365 days a year, and where takes are not allowed.

| think that the most important thing is teeplenish the staff sowe will resolve the shortage of staff by
digitizing the workload and properly training the staff.

If the labor shortage is solved, there will be no overtime pay for employees, so | think the profitability will be
better if thelabor shortage is solved properly.
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H2 actions - Elderly Care Home

Accelerated development of meal kits for the elderly, utilising menu development know-how, in response to declining
meal completion rates and satisfaction levels and the need to differentiate from other facilities by adding more [_ciger |
value.At the same time, as in hospitals, staff shortages are an issue, and in parallel, improvements in treatment and

other measures are being promoted. . . ..
Labour cost optimisation

Resolve of chronic staff shortages

Elderly Ca re Home [sn s wam] v" Reduce turnover and strengthen recruitment
ﬁa through continuous compensation improvements.

v Designing training programmes not only at the start of
Needs employment, but also afterwards, depending on the
career path of the employee.

i v Reduction of costly excess overtime by optimising human resource
v' Stable operations completed sufficiency and staffing levels.

24 hours a day, 365 days a year.

Differentiation S
v" Providing meals tailored E_

to the health and physical capabilities Accelerated development
of residents. of meal kits for the elderly
v Increased occupancy rates v' Meal kits for the elderly that add taste, colour
z = e and a sense of seasonality through a 'one-step'
and differentiation from other facilities approach.
throth Improved meal satisfaction. v Highly nutritious smoothies that are easy for

older people to consume.

35

Oisixradaichi

Elderly care homes are a bit similar to hospitals, but the staffing situation is still better or more favorable than
in hospitals.

Benesse has already started initiatives like Oisix's salad at its food service faeililésseems that the
satisfaction level there is very higie will develop a sales method to provide higgdue-added ingredients
at highvalueadded elderly care homes.
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H2 actions - Nursery School

Further improvements to the nursery meal kits previously introduced by Oisix are being developed and rolled out
horizontally to the nursery schools that Sidax is contracted to operate.
In parallel, actions are being taken to maximise new acquisitions in conjunction with the Oisix sales team.

e
E o7 ‘Jo

Improved nursery meal kits with y @ N7
less workload on cooking sites.

Nursery School ~
afe

v -Further UX improvements to meal kits,
Needs including more cut vegetables and larger
volumes of seasonings.

v Labour—saving and manpower-saving v -Expansion of allergy-friendly snacks and
cooking and clerical work ity cocked haby fodd

at food service sites.
Sales structure

v" Improvement All-eat rates

for preschool children Establishment of a new acquisition system in conjunction
with the Oisix sales team.
v Differentiation from other facilities v Building a cooperative sales structure between Oisix and Shidax.

by adding value to Lunch

v' In order to increase the number of approaches, visualisation of key indicators,
revamping of online media and increased awareness
through increased participation in seminars and events.

Oisixradaichi

As for the nursery schools, they are like office cafeterias, requiring only one meal per day, so there is not much
of a humanpower shortage problem.

On the other hand, the birthrate is declining rapidly, so it is very important for nursery schools to differentiate
themselves from each other, and we will help them do so from the viewpoint of food.
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Changes in management structure =

From October 2024, Mr Tsutsumi, Director of Oisix ra Daichi, head the BtoB business of the Shidax Group.
Accelerate the speed of action to build and introduce the Time-Performance food provide model.

Three main companies in the BtoB business

service

Office Hospital/Elder/Nursery Procurement Further accelerate t.he.SPeed of
and logistics action towards building and
introducing a “Time-performance
Food provide model”

~ Tsutsumi, Director of Oisix ra Daichi,
is appointed President
of the 3 BtoB company.

37

Oisixradaichi

As for the organization, Tsutsumi, a board member of Qisix, will be in chaggibéfXFood from this October,
and we would like to speed up the process.

These are the strategies fbl2of the year.
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Support for the Noto Region

Since the earthquake, our group companies have been cooperating to provide ongoing support to the disaster
area, including the provision of supplies. In addition to the above support, in response to disaster in September,
we provided support supplies such as water and blankets, and our employees also volunteered to support the
disaster area.

Support activities Support activities
after the Earthquake in Jan. after the Heavy Rain Disaster in Sep.
v' Maintaining hospital meal services, distributing relief v" We provided supplies such as mineral water and blankets.

supplies, and delivering goods using our own logistics
v" Due to the shortage of manpower in the disaster area, our

v" The mobile supermarket Tokushimaru continues to support employees also volunteered to support the disaster area.
disaster victims outside of non-shelter areas.

S~

39

Oisixradaichi

| would like to talk about the last sustainable topic as usual.

First of all, we are continuously committed to Noto, and in January, we were part 8HB&Xsoup kitchen
team and also transported water and goods. We also delivered supplies by Tokushimaru to people who had
taken refuge in places that were not evacuation centers, and they were very pleased with the service.

There was another torrential downpour this past September, and we provided supplies and volunteered at
that time as well.

From now on, we will be entering the phase of recovery and reconstrudtighe reconstruction phase, that
region will also have very delicious marine products and processed marine products. There will also be a lot
of sake, rice, and Senmaid&e would like to provide support in those areas and make good products.
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Expand sales channels for sustainable products
-Plant-based meats

To realise sustainable retailing, P-Meat buns, a series of plant-based meat products are launched at all Natural Lawson stores.

Plant-based meat

v' P-Meat buns with soya milk for the
skin and plant-based meat* and six
domestic vegetables for the filling

(*alternative meat made from beans and soy-derived
NATU RAL plant materials).
LAWSON
v' -Sold at all Natural Lawson shops
from 29 October 2024

(*Some shops do not carry the product).

40

Oisixradaichi

Next, plantbased products have been available at Natural Lawson since the end of last month. It will be a bun
made with a plartbased meat called-Beat. Regarding the meat buns, they do not contain meat. | really
want you to try them. | think you willrid that the flavor has soaked in more than in a regular meat bun, and

you will be able to experience something new.
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Expand sales channels for sustainable products
-Upcycled tems

Punk Baked Potato Baribori Chips, upcycled from out-of-spec baked potatoes, launched at Family Mart

Upcycled Chips

Oisix

-1 f\#_,\\b 9 -
,".‘,chmys v Chips made by upcycling* potatoes
('a? that have been popped or
e A otherwise out of specification in the

% process of making baked potatoes.
x Fa mllyMa rt (*Upgraded products by adding value to

previously discarded products)

v Sold at Family Mart from 12
November 2024.

(*Some shops do not carry this product)

Oisix radaichi -

This is about FamilyMart.

These are FamilyMart stores in the Kansai and Tokai areas. This week, they started selling chips made from
non-standard roasted sweet potatoes using chemicals. We have been making upcycled products like this at
Oisix, and the number of cases where other distributors have picked them up has been increasing considerably.
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We have also continued to support children through our WeSupPpanhilyprogram, in which we serve as
the secretariat for the delivery of food to children's cafeterias and food pantries. We are probably the largest
food pantry in Japan, delivering food to nearly 30,000 households on an ongoing basis.

That is all from me. Thank you very much.
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