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Our Group Purpose

Sustainable Growth for More Companies

Sustainable Growth for More Companies \

We lead the way to a better future and a more productive society
in which more companies can achieve growth in any conditions

and people can reach their full potential
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Founder’s Spirit
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Our Vision for the Future

The foremost provider of digital and

comprehensive consulting solutions

for mid-scale and SME clients

For more than 50 years, we have pushed back the boundaries of

what’s possible in the consulting industry. In the 2020s, we aim

to build on that history and establish the Funai Soken Consulting

Group as the foremost provider of digital and comprehensive

consulting solutions for mid-scale and SME clients.

-

Funai Way

Our Core Values: The Funai Way4|

Adventureship
Converting

change into
momentum
MRS

Our work is not work
unless it’s fun.

We relish the challenges
of our ongoing quest for
growth.

We are leaders of change.

=

Empathy

A reliable partner
for business
owners

5 "W BEOET

Our focus on outcomes is
unwavering.

We share the mindset of

the entrepreneurs we serve.

We dream farther and
act quicker.

Integrity
A force for good
E1ER D

Our work is a vehicle

for the betterment of
society.

We design environments
where everyone can be
themselves.

We are good corporate
citizens, and we behave
like it.

The Spirit Espoused by the

Group’s Founder, Yukio Funai
We make the world a better place./|
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Editorial Policy

This report is designed to provide stakeholders a comprehensive
understanding of the Funai Soken Consulting Group’s efforts to achieve
sustained growth and mid-to-long-term improvements in corporate
value. Thus, in addition to financial data, the report contains non-
financial information about aspects such as the group’s strengths, and
the philosophy, business model, sustainability, growth potential, growth
strategies, and governance regime that contribute to its earning potential.

This year's report includes unique content that conveys the thoughts
of the management team, as well as an explanation of the growth
strategies set out in the Mid-Range Business Plan, in order to provide
shareholders, institutional investors, and other stakeholders with a

deeper understanding of our operations.

46. Digital Solutions

Reference to Guidelines

This report is edited and configured
with reference to relevant Japanese

and international guidelines.

Scope

This report pertains to FY2022
(January 1 through December 31,
2022), with additional comment
regarding other adjacent times as
necessary.

All data shown herein pertain to the group’s
consolidated accounts for the aforementioned
period unless otherwise stated.



ESG: The Bedrock
of Our Business

Corporate Data

Disclaimer

This report is published solely for the purpose of
providing information relating to the Funai Soken
Consulting Group’s performance in FY2022 and
its strategies for the future. Its purpose is not to
induce investment in securities issued by Funai
Soken Holdings, and no contents hereof shall
constitute a warranty or promise.

Opinions and outlooks contained in this report
represent the views of Funai Soken Holdings and
the Funai Soken Consulting Group at the time of
writing, and we make no guarantee or promise
regarding the accuracy or completeness of such
contents, and the contents of this report may be
changed at any time without notice.
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IR information for shareholders and investors

L3 https://hd.funaisoken.co.jp/en/ir/

ESG management and sustainability information
3 https://hd.funaisoken.co.jp/en/sustainability/
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The Group at a Glance

The Funai Soken Consulting Group is a provider of comprehensive management consulting solutions for

mid-scale companies and SMEs.

We are one of Japan’s foremost comprehensive
consulting groups for mid-scale companies and SMEs

/

Logistics Digital Solutions

13.7% 16.1%

Consulting

70.2%

Forecast share of Forecast share of Forecast share of
total sales in 2023 total sales in 2023 total sales in 2023

/A Funai Soken

mmmmmmmmmmmmmmmmmmmmm

Funai Soken Management consulting
IT Solutions

Consulting ‘ %
(4
wﬁ?ﬁ_&

Contact center
o .
consulting

Logistics A [ogistics Logistics solutions

Funai Soken L. )
A Digital Digital solutions
Digital SOlUTIONS |
WHRFor‘ce HR solutions

*Seicho Senryaku, Inc. joined the Funai Soken Consulting Group in January 2023.



The Funai Soken Consulting Group Business Model

The Market We Serve

Helping businesses overcome ~ Total companies

their own unique challenges

Where can we find
enough staff to
sustain sales growth?

How can we boost our
company’s growth
beyond current levels?

How can we improve
our customer contact
center capabilities?

We don’t have an appointed
successor. How can we
secure the company’s future?

Where can we find
the right logistics partner
for our needs?

in Japan Ap.prOX.3-67mil- f/;'%?j? 99-7%

Source: 2021 Economic
Census for Business
Activity, METI

Where can we discuss
issues with, and learn from,
other business managers?

How can we upgrade &

our IT and digitize @
our business? H

We at the Funai Soken Consulting Group
can help find solutions to your concerns.

alal=]slaloln]s

iafse]

Housing, Healthcare, Certified pro’ Life events, Mobility — Manufacturing Environment,  Leisure,  Education, Dining, Rural
real estate nursingcare,  services beauty energy sports,  childcare, busmess food community
welfare tourism schools revitalization
Funai Soken H 1
— A oS Provider of comprehensive .
T Sourions digital and consulting solutions omeshp | support for
. Comprehensive, industry-specific, solution-category-specific, o PO, holding
Logistics : . through M&A co. set-up
IT personal support for mid-scale company and SME proprietors
New
A /]\ /]\ N Support forimproved | o
Growth support dolfpiolflis s e development
(focus on PL statement for Talent development gfocus on balance sheet for ot
Contact | improved bottom line) e SUE[!JpeO?tp ¢ Digitalization support improved corporate value) PP
center /A Funai Soken HRD ol ne DX consulting A Funai Soken
c lting Divisional M&A Consulting Dept.; Improved
onsutting Divisiona A Funai Soken A Funai Soken Corporate Value Consulting Financial
PROSEED Headquarters Div. HQ; Rural Communit
iy HR Business Consulting DX Development ot iy support
I o . RevitalizationConsulting
=) Oyerseas Department Office Dept.
markets Use of
q Rural S f
hin - s upport for
{iiina) grants HR Digital community improved
~~~~~~~~~~~~~~~~~~~~ solutions solutions revitalization roductivi
A BHEE ‘3 e productivity
. unai Soken
RRBBEARI 4R HRForce A Bigital
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Our Journey So Far

Company Timeline and Financial Performance

The history of Funai Soken is the history of management consulting in Japan, the very contours of the
industry shaped by our unique evolution as a consulting firm for business proprietors. The 2020s will
be the age of digital expansion, and we are committed to being the most trusted provider of digital and
comprehensive consulting solutions for mid-scale and SME clients.

- , .
aiion ven) How We’ve Grown in the Past 10 Years o
(2012 vs. 2022) '
Avg. growth
28,000 AVE- & b o {1,300
in sales n ()
1 Operating margin
26,000 perating marg 2 41,200
24,94 v 27.7%
24,000
ROE 1,100
o
22,000 9.4% 44 1 9 n 2 Yo
-1,000
Employees
20,000
526 » 1,382
)
18,000
Move to |
holding 50
16,000 - company
structure
<700
14,000
—600
12,000 ~
500
10,000 - /./
/ —400
8,000 - /r
Listed on /| 4300
6,000 stock adl
market
4,000 ~ -200
Founded
2,000 100
0
70 75 ‘80 ‘85 90 ‘95 ‘00 ‘05 10 "15 20 22
I Netsales [ Operating income —e— Employees at end of year : . ‘ ‘
Mid-Range \ Mid-Range  Mid-Range ~ Mid-Range
ASBJ’s Accounting Standard for Revenue Recognition adopted in FY2022. BUsiness \ Business | Business  Business
Amounts for FY2021 have been amended retroactively. Plan Plan Plan Plan

(2014:2016)" (2017-2019) (2020-2022) (2023-2025)
jm




1970s

1980s

1990s

Inauguration

One-man consulting operation by
founder Yukio Funai

March 6, 1970
Yukio Funai starts the Japan Marketing Center
(now renamed Funai Soken Holdings).

September 1970
Members-only Cosmo Club established.

1972
Yukio Funai’s Henshin Shoho (Commerce
in Change) becomes a bestseller.

Our first premises inYariya-machi, Osaka.

2000s

Focus on the distribution industry, stock listed

Research & marketing consulting
for distribution industry clients

1981
Preparing for stock listing.

March 1985
Name changed to Funai Consulting.

September 1988

Listed as a Specially Designated
Stock on the 2nd Section of the
Osaka Stock Exchange.

2010s

Expand focus to include the service industry

Marketing consulting for distribution
and service industry clients

March 1990

Tadashi Moto'ori is appointed
president, coinciding with a shift
from predominantly the distribution
industry to the service industry.

June 1993
Stock reclassified on OSE 2nd
section.

2020s

Further expand range of client industries

Marketing consulting for Japanese

SMEs in all industries

February 2000

Funai Information Systems
established (renamed Funai Soken
IT Solutions in July 2014).

March 2000

New President Masahiko Koyama
launches the “change of gears” to
achieve financial and workforce
growth.

December 2004
Stock listed on the Tokyo Stock
Exchange 2nd section.

December 2005
Stock reclassified on the TSE and
OSE Tst section.

o8y

Great Company Awards launched in 2010.

Expand range of solution categories

Comprehensive consulting for
SMEs and mid-scale businesses

February 2010
Inaugural annual Great Company
Awards held.

March 2010

Sakae Takashima is named the company’s
4th president, implementing group policy
of self-control, autonomy, and teamwork.

January 2012
Funai Consulting Shanghai established.

January 2014
Funai Soken Logistics becomes a
wholly owned subsidiary.

July 2014

Transition to holding company structure.
Funai Consulting renamed Funai Soken
Holdings; consulting arm spun off as the
new Funai Consulting; sales support arm
spun off as Funai Soken Corporate Relations.

February 2015
Proseed becomes a wholly owned subsidiary.

February 2018
HR Force established.

June 2018
Shinwa Computer Service becomes
a wholly owned subsidiary.

Focus on expanding digital consulting solutions

Digital and comprehensive
consulting solutions for mid-scale
and SME clients

March 6, 2020
50th anniversary

March 2021

Takayuki Nakatani is appointed
president, and a new set of core
values, the Funai Way, is instituted.

April 2022

Tokyo Stock Exchange reorganizes
market segments; Funai Soken
Holdings shares now listed on the
Prime market.

July 2022

Funai Soken Corporate Relations and
Shinwa Computer Service merge to
create a new company: Funai Soken
Digital Inc.

January 2023

Seicho Senryaku becomes a
wholly owned subsidiary of Funai
Consulting.

“Sustainable growth for more
companies” is instituted as the
Funai Soken Consulting Group
Purpose.
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Real Strengths Forged in Experience

Throughout the Funai Soken Consulting Group’s steady growth over the past 53 years, we have amassed a
wealth of strengths, and these have enabled us to thrive in good times and bad through prudent application of

sensible strategies. We will continue to add to those strengths as a vehicle for creating new group value.

OurcCore Japan’s Leading Consultant for
Strengths  Mid-scale Companies and SMEs

As Japan's foremost specialists in management solutions for mid-scale businesses and SMEs, we have developed a unique

capacity for offering proprietors across-the-board support from early strategy planning to final implementation and embedding.

A Strong Capital Base to Underpin Our Strengths

Wide-Ranging
Client Base

Our pool of management workshop clients is one of the largest
among all consulting firms in Japan. In recent years, we have
begun holding workshops in Shanghai, where they are regarded
as being unlike those found anywhere else in the world.

Social Capital

A Diverse
a2 Workforce

Intellectual A diverse workforce of talented people is vital for sustaining

Capltal the group’s development. We are committed to enhancing

our talent management capabilities and maintaining an

environment that enables our people—the true drivers of our
growth—to make the most of their strengths.

A Solid Financial
Financial Foundation

Caprta[ Our high ROE and equity ratio provide a solid financial
foundation to underpin our ongoing quest for sustained
improvements in corporate value through growth investments,
as well as shareholder value through steady shareholder returns.




A long-standing 5 3 Recent growth in profits
trusted brand yea = Double_figure grOWth

Our Clientele by the Numbers Management Workshops

Client Approx.10,800 180

companies: (groupwide)
9,687 6,905

Contract renewal Seminars
rate 7 3 . 3%

Workshops
held

Consulting
clients

Workshop
members

Seminars
held

1,537

Group Workforce by the Numbers

Our Finances by the Numbers

Femal
efnn;?o;ees 3 8 . 1 %

Women in
management 23-8%
Childcare leave uptake

men 20.0%
Women 100%

Operating margin 27_7%
81.7%
62.5%

Equity ratio

Return-to-
shareholders ratio
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The Value Creation Process

Today’s Challenges > Business Risks (11> P79 > High-materiality Issues (1] » P47
Management Capitalv Our Strengths
@ Social Capital Clients’ needs

@7 Client companies: Approx. 10,800 (groupwide)
Management workshop members: 6,905

Seminars held: 1,537
Seminar participants: 27,506 We offer services
“Shacho Online” platform for business proprietors:

. optimized to meet
5,571 subscribers

clients’ needs based on

state-of-the-art

_\Q’_ Intellectual Capital

53years

Streng‘ths liein marketing (grOWth SUppOrt) [ Real Strengths Fo rged in ]

solutions offered by teams of consultants 3
»P9
specializing in specific industries and EXPerlence

solution categories

M Japan’s leading consultant for

) mid-scale companies and SMEs
,qﬁg Human Capital >> >>

, M Wide-ranging client base
@7 Employees: 1,382 groupwide
Consultants: 862 groupwide M Diverse workforce
DX staff: 260 groupwide
Non-Japanese employees: 4.7% of group workforce
Female employees: 38.1% of group workforce
Women in management: 23.8% of management Our Grou ) Pu rpose » P1

positions groupwide _

M Solid financial foundation

Financial Capital Funai Way  m»p2

@7 Consolidated operating income
7'1 00 mil. yen

Total assets

33,010y

Corporate Governance [I1» P65




Value Creation Driver

Value for the Benefit of Society (Outcomes)

Creating Value Groupwide

[ Three Business Segments T» P29 ]

Consulting D» P30

Logistics M» P45

Digital Solutions D» P46

Industries Served

Housing, real estate Manufacturing
Healthcare, nursing care, welfare  Education, childcare, schools
Certified professional services Dining, food

Life events, beauty HR business
Mobility Leisure, sports, tourism
Environment, energy Finance

Public, gov't services

Solution Categories

M&A, IPO IT, systems development
Overseas markets (China) Digital innovation

HRD Al, robotics

Contact center Logistics

Finance Business process outsourcing

Carrying out our Group Purpose

—

Sustainable Growth
for More Companies

=

Companies that can achieve sustainable
growth are those that can thrive and grow
amid tumultuous change and uncertainty.
We strive to deliver strong, sustainable

growth for our clients and ourselves.

Increasing Corporate Value (Output)

Mid-Range Business Plan
(2023-2025) Targets

g% Operating income
1 0 n 0 bil. yen
ROE
<2 20..
§ Return-to-shareholders ratio
= 60+%
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Financial Highlights

Net Sales, Operating Income, Net Income Total Assets, Net Assets, Equity Ratio

(Million yen) M Net sales [ Operating income M Net income (Million yen) M Total assets [ Net assets O Equity ratio (%)
30,000 — 50,000 — —90
25752 25027 25,635 45000— g2 82.4 g1y 8
25,000 — * 3 80.7 :
2149 22,816 79.4 \
1,697 40,000— —80
20,000 —
35,000— 33,010 — 75
30,928
15,000 — 30,000 — 28,419 -
26,732 27951 70
10000 — 25000 s
20,000 — —60
25,710 27,700
5,000 — i) , 23,688 ' .
15,000— 22,370 23,165 . _55
1
0 2018 2019 2020 2021 2022 0,000 2018 2019 2020 2021 2022 50
*ASBJ’s Accounting Standard for Revenue Recognition adopted in FY2022.
Amounts for FY2021 have been amended retroactively: net sales
down by 5,997 million yen, income up by 9 million yen.
Total Dividends & Share Buy-back Operating Cash Flow
(Million yen) [ Total dividends B Shares bought back from market (Million yen)
4,000 — 6,000 —
3500 — 3,503 5214 5,000
3,117 5,000 —
2,972 Al 4,522
3,000 — 2,771 399
[ | 2,630
14500 730 ph 4,000 —
2,500 — : 260 3,554 3,515
999,
2,000 — 3,000 —
1,500 — 2,707
2003 2233 2370 2,000 -
1,000 — 1,771
500 1,000 —
0 0
2018 2019 2020 2021 2022 2018 2019 2020 2021 2022
Return-to-Shareholders Ratio & Dividend Per Share Dividend on Equity
Dividend Payout Ratio
O Return-to-shareholders ratio )
(%) - ) (Yen) [ Interim M Year end (%)
D
100- O Dividend payout ratio 60 - 11.0-
90.6 55.0 10.5
90 - . 10.5-
80 - 10.0 -
70 - 9.5-
60- o 522 9.0~
50- 541 545 8.5-82
40 - 8.0~
30- 7.5-
20- 7.0 -
10- 6.5~
0 0 6.0
2018 2019 2020 2021 2022 2018 2019 2020 2021 2022 2018 2019 2020 2021 2022

*We adopted the ASB]’s Accounting Standard for Revenue Recognition (ASBJ Statement No. 29; Mar. 31, 2020)
from the start of FY2022, and have applied the standard retroactively to FY2021’s KPIs herein.



Non-Financial Highlights

Employee & Consultant Numbers for the Entire Funai Soken Consulting Group

M Consultants [7 Business staff*
[ Non-consultant employees Workforce admin >
1600 — 08
1400 — 1303 1317 1,382 Our people are our most valuable 2
1,209 : : asset and our biggest investment. We %g
— M
1,200 1,105 aim to have a groupwide workforce @@ 5
1,000 — 862) of 1,800 (incl. 1,150 consultants, 400 63\3-:
859) 873 business staff) by 2025. S =
800 —  [i739; 813 3
600 — *“Business staff” are those that work in
consulting departments with a direct
400 — bearing on sales but who are not o
305 consultants; roles include g
200 — 366, 396, YANR L4L, development engineering, product =
215 sales, new business, management n
0 workshop operations staff, etc. 5
2018 2019 2020 2021 2022 Gr"g’
5
" - <
Hires Consultants Hired >
™
a)
g
M Recent graduates [ Mid-career M Recent graduates [ Mid-career =
299 =)
300 — 250 — o
242 5
250 — 226 200 — 190 194 a
183
162) 174 174
200 —
150 —
50— i8S 162 22 2 g g
100 — m
100 — ©
137,
50 — 50 —
57 44 2 2 30 o2
0 2020 2021 2022 0 2018 2019 2020 2021 2022
We are recruiting aggressively, and are known for )
hiring large numbers of recent graduates. _g
o
. . " . <
Women in Our Group Workforce Women in Management Positions Groupwide "
5
B
<))
2
(%) (%) ™
40— 25— 235 238
38.1
204 g
kS
20— 3
o
g
15.8 15.9 &
15—
32 10
2018 2019 2020 2021 2022 2018 2019 2020 2021 2022

*The percentage of the Funai Soken Consulting Group workforce made up of women, and the percentage of group management positions held by women are
increasing, but we need to do more. To that end, we provide management training for women and offer a broad range of working styles.



Group CEQO’s Message

Setting an Example for
Clients by Striving for

Sustainable Growth and
Profitability

Takayuki Nakatani
President and Group CEO
Funai Soken Holdings, Inc.

Our Group Purpose Fixes Our Focus on 2030

A new era has begun at the Funai Soken Consulting
Group, heralded by a new CEO (after a decade’s
sterling work by my predecessor) and the receding
of Covid-era restrictions. | aim to make this a period
of further progress and strong, sustained growth for
the group so that we may cement our position as

Japan’s top listed consulting group.

The Funai Soken Consulting Group Purpose

In January 2023, we instituted a Group Purpose:
Sustainable growth for more companies. The
purpose updates and builds on our long-standing
mission: We help to build a better future for people,
businesses, and society.

It is the result of two years’ discussion and
consideration, based on a long-term view (i.e., ten-
year) of the group’s business and taking a variety of
questions into account, including:

- What is the shared aspiration of all Funai Soken
Consulting Group employees, that can inspire us

to work cohesively and powerfully?

- What kind of contribution to society would we be
uniquely able to make?

- What constitutes a “good company” these days,
that we can model for our clients to emulate?

- What qualities are most becoming of one of the
nation’s top listed companies?

- What gives a company the flexibility needed to

survive and grow in unpredictable times?

What Do We Mean by “Sustainable Growth for
More Companies”?
Given our origins as a marketing consulting firm,
growth—i.e., helping mid-scale and SME clients
achieve quick improvements in customer attraction
and sales—has always been a core focus of our
work. Sustainability, meanwhile, is an increasingly
vital requirement for businesses all around the
world.

As we see it, sustainable growth is the
combination of the strength to thrive in all

circumstances and the gentleness to strive for



sustainability and consider their wider stakeholder
communities.

Over the past two to three years, epidemics,
climate change, energy crises, inflation, and wildly
fluctuating exchange rates and share prices have
wrought dramatic change. Our goal is to be a highly
relatable model for our clients and set an example
of how mid-scale companies and SMEs can achieve
sustainable growth even amid such uncertainty. In
doing so, we hope to guide more and more of our
clients to such sustainable growth.

By growing Japan’s (and, indeed, the world’s)
pool of sustainably growing companies, we hope
to use our business for the benefit not only of
individual companies, but of whole regions and
industries, which in turn can have a more positive

impact on societies and nations.

The Ecosystem of Our Guiding Principles
The diagram on page 1 showing the “ecosystem” of
our guiding principles imagines a forest nurtured
by the sun. Our operating companies are the trees
that collectively grow bigger and stronger in the
sunlight of the Funai Soken Consulting Group
Purpose. Each company has its own vision and
mission.

The Funai Way is the soil that upholds our
businesses, and the Founder’s Spirit is the life-

giving water that feeds their growth.

Ingraining a Sustainable Growth Mindset
Groupwide through Dialogue

To ensure our Group Purpose is taken to heart and
not seen as empty sloganeering, we are holding
“town hall meetings” with all group employees. To
encourage proper dialogue, meetings are limited to
a few dozen employees at a time.

Town hall meetings are something we picked up
at tech companies during overseas study tours; we
like how they provide opportunities for face-to-face
dialogue between top management and employees.

Dialogue like this is a vital method of repeated

communication of management’s intentions in the
case of subjects of high importance but modest
urgency.

We have high hopes that the process of
ingraining the Founder's Spirit, our core values,
vision for the future, and Group Purpose will lead to
the development of a sustainable growth mindset
in each employee and result not only in sustainable
growth but also synergies that can be harnessed in

the management of group companies.

Regain — Regrowth — Sustainable Growth
The 2020 was a bitter one for the Funai Soken
Consulting Group: the effects of Covid brought
eight consecutive years of sales and income growth
to a halt.

The following year, we sought to regain that lost
momentum through an all-in groupwide effort.

In 2022, we worked to reevaluate what we
lacked and launched a concerted drive (dubbed
Regrowth) to put us back on track for growth. That
year, we listed double-digit growth in sales and
income, reaching record high performance and
achieving the targets of the Mid-Range Business
Plan.

Now, starting in 2023, we are working to
solidify that regrowth trajectory with a new focus
on sustainable growth. Sustainable growth is an
integral part of our business, closely linked with our
medium-term strategy (Mid-Range Business Plan)

and our long-term direction (Group Purpose).

Business Performance 2019-2022

[ Net sales Operating income
*We adopted the ASBJ’'s Accounting

Net sales

Standard for Revenue Recognition in
FY2022. Old standard applies to net +12-4%
sales for 2019 through 2021 herein. y-o-y
(Million yen) 28,813
Old ASB)
30,000 — ga'zgﬁ ga’ggz standard 22,816
standard standard Amended per 25:635
new standard
20,000 —
_ ’Amended per
10,000 5‘705 4982 new, standgrd
0
2019 2020 2022 (actual)
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The New Mid-Range Business Plan (2023-2025)

Aiming for Double-digit Growth and 20+% ROE
Under the new plan, we are aiming for 36.0 billion yen
in sales and 10.0 billion yen in operating income by 2025.
These figures represent an average annual growth
rate of around 12%. To that end, while we intend to
sustain the steady growth of our consulting business,
within that we will endeavor to increase digital
solution sales to around 25% of the total by 2025.
Through ongoing growth investment, increased
capital efficiency ratio, and high shareholder returns,

we aim to achieve sustained improvements in corporate

value, targeting an ROE of at least 20% by 2025.

(Capital policy under the Mid-Range Business Plan (1] »P28)

Targets Under the New 3-year Plan

Net Sales and Operating Income:
Performance & Targets

Avg. annual

Avg. annual arowthin

[ Net sales Operating income growth in sales
(Million yen) +12.0%
40,000 —
28500 32,000 36,000
30000~ 95 435 '
20,000—
10,000— 7100 10,000
Operating

margin
27:1%

2022(actual) 2023 2024 2025

Our Mid-Range Vision

The Foremost Provider of Digital and Comprehensive

Consulting Solutions for Mid-scale and SME Clients

This is the vision for the future established as part of

our new Mid-Range Business Plan, which sets out three

key tasks needed to turn that vision into reality.

Key Task@® Further expand upstream (strategy)
consulting services

Key Task@ Expand into mid-scale and high-profit
business domains

Key Task® Expand digital solution services

Today, the management consulting industry is booming
with general consulting firms serving major corporate clients.
The fastest growing area in this segment is the combination
of digital solutions and comprehensive consulting.

In that sense, our focus is on a relatively niche market:
mid-scale and SME clients, and indeed we are one of Japan’s
largest providers of comprehensive management consulting
solutions for that sector. Now, under the new Mid-Range
Business Plan, we are striving to combine our dominance
in that niche with digital and comprehensive consulting
solutions to establish ourselves as the leader in that space
while other firms are still getting themselves organized.

To that end, we will launch services for new

industries and new solution categories so as to boost
contact with our “stock” of nearly 10,000 business
proprietors, and maximize the value generated therein
by offering a full spectrum of digital and comprehensive
consulting solutions for mid-scale and SME clients.

(Mid-Range Business Plan (2023-2025) policies (] »P23)

Think Digital

Digital and DX are key concepts in our new Mid-Range
Business Plan. DX is already well advanced overseas,
and Japan’s market for DX services is expanding, too,
starting with major companies.

This is particularly relevant to Japan, where
population has already begun and productivity is lowest
among the OECD; now is the time to harness DX in the
search for solutions. Covid spurred Japan's SMEs and
mid-scale companies to undertake DX, and we believe
that full-scale adoption is imminent in that demographic.

For our part, we will strive to use marketing DX
solutions tailored to suit clients’ industries—an area of
particular strength—to help them reform business and
business processes.

At the same time, we plan to accelerate the hiring



and training of digital solutions staff, and to grow our

range of digital solutions.

Broader Focus: Mid-scale Companies and SMEs
Starting with the current Mid-Range Business Plan,
we are investing more effort in targeting mid-scale
businesses as well SMEs.

This is because we believe mid-sized companies are the
core engines that will propel Japan into the future at a time
when the number of companies is expected to decrease.

In addition to helping clients become the best in their
industry and region, we plan to offer a solutions at a higher
scale, such as M&As to help clients form regional conglomerates,
reach the ¥10 billion turnover mark, and undertake IPOs.

Mid-scale companies have considerable influence on
the market, and the Funai Soken Consulting Group has
the scale and breadth of solutions to serve as a powerful

one-stop provider of solutions to suit their needs.

Capturing Growing Demand for Digital Solutions
In order to better demonstrate our increasing presence in the
rapidly growing market for digital solutions, we have reorganized
our portfolio to establish digital solutions as a third segment.
(Changes in segments (] p-P25)

The Strategies by Segment (1) section of page 25
shows the positions we are striving to achieve under
the new Mid-Range Business Plan.

It is presented as a graph, and shows average growth
rate of sales over the next three years, our operating
margin target for 2025, and operating income amount. We
envisage ongoing sustainable growth and profitability in
the consulting business, further improved profitability in the
logistics business, and aggressive investment in the digital
solutions business, this driving the group's growth rate.

Through these efforts, we hope to achieve both

profitability and growth.

Priority Areas of Investment & Shareholder Returns

Investing in People and Offices; Distributing

Surpluses to Shareholders

Our investment strategy stipulates investment in

human capital and offices, and distributing surpluses

to shareholders.

The investment in offices refers to the relocation
of the group’s Tokyo headquarters to Tokyo Midtown
Yaesu in the spring of 2024.

The move has several aims, including:

-Improved office functionality, and a boost to business
by expanding points of in-person contact, e.g.,
management workshops and seminars, by making
our premises a place clients want to visit;

-A better workplace: improved telecommunication
functionality, convenient for commuting and travel,
conducive to communication, and compatible with
flexible working styles;

-Boosting inter-group communication and synergies by
bringing Tokyo offices under one roof; and

-Better ability to attract and retain talented people

Investment in people refers to investing in our
most vital resource: the human resources that drive the
group’s growth.

To strengthen human capital, we will continue to
improve compensation for consultants, including sustainable
annual salary increases, to better reward performance.

In addition, we will further accelerate digital
education for all employees by, among other things,
tripling our training budget by 2025.

We also aim to help employees build wealth, for
instance by improve the employee share ownership plan
so that the benefits of our corporate management are
also open to our workforce as shareholders.

Meanwhile, are investing aggressively in human
resources to prepare for the projected increase in
demand for our services, and personnel and hiring
expenses are therefore on the rise. Some suspect this
might exert downward pressure on profits in the short
term, but we believe that it is a necessary investment

that will not take long to drive business growth.
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As for shareholder returns, our dedication
remains as strong as ever, with a policy of sustaining
dividend payout ratio of at least 55% and a return-to-
shareholders ratio of at least 60%.

We have succeeded in increasing dividends for 12
consecutive years, placing us firmly among the top 15%

of listed companies. This is due to our strong focus on

increasing shareholder value. At the same time, we are
also mindful of the need to maintain a stout financial
structure, and it is vital that we continue improving
financial strength so as to build the capacity to respond
flexibly to changes in the consulting industry.
(Investment strategy under the Mid-Range Business Plan CIJ »-P24)
(Financial strategy (T »-P28)

HR Strategy Geared toward Growth

Our Hiring Goal: A Roster of 1,000+ Consultants

They key to implementing our HR strategy is to hire
more people. Starting in 2023, we have tapped some
much younger talent to serve in hiring manager and
HR-related staff positions.

Having people closer in age to job applicants process those
applications will enable better understanding of applicants
and employees, and improves our ability to respond to the
recent shift in the job market climate and hiring methods.

Indeed, we are already seeing a positive influence
on talent acquisition and retention.

Under the new Mid-Range Business Plan, our goal is
to increase our pool of consultants to more than 1,000
by the end of 2025. To that end, we plan to increase the
number of people in positions directly linked to sales:
consultants and business staff (e.g., engineers).

We will strengthen recruitment of new graduates
and mid-career hires, as well as people from more
diverse backgrounds for management roles.

(HR strategy under the Mid-Range Business Plan (TJ »-P27)

Steadfast Support for Improved Retention

We must improve retention if we are to grow our pool
of consultants and business staff, and a number of
recent initiatives have begun to yield results.

For instance, in the consulting business, when Covid-era
restrictions hampered our core activity (i.e,, visiting clients in
person and delivering solutions on site), the switch to remote
support made it hard for younger employees to appreciate
the appeal of what we did, and the lack of time for close

communication with senior colleagues (i.e., when travelling

to and from such visits) impacted our ability to identify and
address their concerns. The result was a higher turnover rate.

However, the return of in-person consulting and
management workshops in the second half of 2022 has
led to signs of improvement in the turnover, and we have
tweaked our systems to encourage swift attention for

employees identified as possibly considering resignation.

Diversity and Inclusion
Diversity in business management—not the least of which
is empowering women to forge meaningful careers—is the
bedrock on which inclusivity, value creation, and improved
productivity are founded. We endeavor to maintain
rewarding, diverse, inclusive workplaces. For instance,
Funai Consulting’s “Lady Go” project to help women forge
meaningful careers is progressing well, including initiatives
such as the Career Navi Café study group and forum for
female consultants, and the Lady College training program
to help female managers develop their careers. In addition,
we encourage flexible working arrangements to suit
different lifestyles, such as remote work and flex-time.
Our aim is that at least 30% of management positions
groupwide will be held by women by 2030, and our
interim target is 25% in 2025. Already, women already
hold close to 60% of team leader positions at Funai
Consulting, and we are eager to continue in this vein.
More broadly, we are determined that our work
environment should be one in which each employee can
maximize their abilities and strive for professional fulfilment
and a work-life balance. For instance, we are eager to hire

non-Japanese people and are considerate of mental health.



Sustainability Underpinning Long-term Profitability

Taking Action on High-materiality Issues

We pursue ESG because we believe that it will lead to
enhanced corporate value. Our stated high-materiality
issues include contributing to our communities through
consulting services for mid-scale businesses and SMEs
and helping clients implement ESG management.
Indeed, our business provides plentiful opportunities
for action on this front. For instance, Funai Consulting
offers carbon neutrality support services, operates a
management workshop focusing on becoming carbon-
free, and net-zero-energy housing support services,
while Funai Soken Logistics offers ESG logistics
consulting. In this way, our core business of helping clients
overcome the issues they face in their discrete industries
is conducive to promoting ESG management. All of us at
the Funai Soken Consulting Group strive for business
growth and solutions to social issues through ESG.
(Basic Policy on ESG Management and high-
materiality issues (1] pP47)

In addition, we also seek ongoing improvements to
management. For instance, we revised our Basic Policy on
the Environment in 2023 to incorporate TCFD disclosures,
and we disclose information proactively via our annual
securities report and integrated report. We are conscious
of the need to counter climate change, and have acquired
ISMS certification for tougher cyber security. These
initiatives are part of our action on our third high-
materiality issue: ESG and proactive information disclosure
are at the core of our group company management.
(Environment (TCFD disclosures) (1] p>P49)

(ISMS certification CIJ PP62)

Skill Matrix, DX, and Sustainability

The Funai Soken Holdings Board of Directors comprises a

majority of outside directors, and is continually evolving.
Our intention is that the board should be more

than just a “board 2.0” monitoring organ, and that it

should be more of a “board 3.0,” better equipped to

formulate and execute growth strategies in keeping
with the expectations of institutional investors.

While the skill matrix is an important tool in ensuring a
functional board, it is vital that we incorporate DX and a global
outlook in the mid-to-long term to secure board members
with the skills needed to create value in our industry.

Given that DX is a part of our new Mid-Range
Business Plan, and given the increasing importance of
sustainability in corporate management, it is only fitting
that the board include experts in DX and sustainability.
The acquisition of two new specialists was an ideal
chance to bring more gender balance to our board—an
area in which we had lagged somewhat—with outside
directors Taeko Yamamoto (DX specialist) and Tomomi
Murakami (sustainability specialist), whose arrival will
add significant forward momentum to the group.

Neither is an Audit and Supervisory Committee
member, so hope they will serve in an execution-
adjacent advisory capacity and work with us in our
journey toward strong, sustainable growth groupwide.

Meanwhile, the composition of Board of Directors
ensures an appropriate level of objective oversight,
with outside directors providing advice based on an

impartial understanding of the group’s operations.

Growth through Robust Debate and Governance
In the group’s quest to create value, enhancing non-financial
value is just as important as financial value. Identifying and
analyzing the items of non-financial value that influence
the group’s growth allows us to find the actions best suited
to maximizing each one. For instance, our new Mid-Range
Business Plan (2023-2025) sets out quantitative targets not
just for finance, but for sustainability, too. In this way, we
are committed to identifying the non-financial values such
as human resources with a direct bearing on growth, most
important to the group’s business.

We are grateful to all our stakeholders for your

ongoing understanding and support.
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Executive Vice President’s Message

Laying the Groundwork for the Group’s Businesses
If roles within a business could be compared to the
offense and defense of sports, then | would be a
defender and Takayuki Nakatani, our Group CEQ,
would be a point-scorer. Our roles are reflected
clearly in the Group Vision of becoming the foremost
provider of digital and comprehensive consulting
solutions for mid-scale and SME clients.

The establishment of Funai Soken Digital in 2022
was a statement of the group’s intention to expand
our digital solutions business and prepare the ground
for a second core business after Funai Consulting’s
management consulting. Now, the launch of the new
Mid-Range Business Plan this year sees our portfolio
configured to include a third pillar. Under the new
plan, | believe it will be vital to bolster governance
of group management and enhance synergies
without abandoning the focus on autonomy of each
group company nurtured under previous plans.
Meanwhile, to safeguard the group against the ever-
changing demands of our unpredictable age, we
need to deepen communication and cooperation
among the group’s companies to enhance synergies.
That is where my defensive role comes in, covering
everything from essentials such as compliance

to human capital and its related systems. Such

Safeguarding the Group’s
Future Growth through
Prudent Investment

in Human Capital

Director and Executive Vice President
Tatsuro Ono

vital work requires a talented team at all levels of
hierarchy, and we must now work swiftly to develop

a management-level workforce.

Key Skills in Workforce Development:

Project Development and Risk Anticipation
One of the skills we require of executive officers is
project direction. Unlike directors, who are charged
with leading groupwide action on management
strategy and governance, executive officers and
department heads manage their own departments
and projects, while supporting each group company’
top management. In my view, sharp project direction
skills are founded on motivational leadership and
communication skills.

Also vital is the ability to anticipate risks. For
instance, when | was a consultant, | could sense
potential risks in daily reports and the sales figures
reported at meetings, and identified them more
clearly through dialogue.

Following this, the Risk Management Committee’s
scope of operations was expanded from Funai
Soken Holdings to include the entire group, and
each company got a designated risk management
officer. The committee meets about eight times a

year, and attendees share concerns and potential



countermeasures on topics like compliance and

security.

Seven Attributes Required of Executive Officers

1. Problem solving skills 2. Team player

3. Strategy execution 4. Organizational control
5. Nurtures potential management talent

6. Project development 7. Risk anticipation

Intragroup Teamwork Sparks New Initiatives
My work includes implementation of corporate
strategies that support group companies’ business
strategies. This entails pursuing new initiatives
through intragroup teamwork in three specific
areas: HR strategy, groupwide DX, and compliance
and governance.

HR strategy is closely related to the group's
business strategy. We are working hard to boost
recruitment and training of consultants in order
to increase profitability, and striving to secure
personnel for highly specialized solution categories,
such as upstream (strategy) processes, DX, and M&A
as stipulated in the Mid-Range Business Plan. We also
aim to improve productivity through better recruiting
and training of project management personnel.
Moreover, we are aiming to expand system
development and BPO in the high-growth digital
domain. Specifically, we are hiring more engineers to
increase our ability to develop DX solutions.

But it is not enough to just hire more people;
retention is important, too, and we have multiple
initiatives in place, including human capital
investment in the form of improved compensation
and training, as well as productivity improvements,
better working practices, and greater diversity.

Groupwide DX is an area of considerable activity,
and we are working to strengthen operational
aspects such as policy making and planning. In
doing so, we form project teams to handle specific
problems, including making rules for using Al
and other advanced technologies, coming up with
ways of utilizing the group’s client assets, and

information security.

Meanwhile, we are striving to continually raise
the group’s base level of performance regarding
legal and compliance matters. Specifically, we are
looking to create a solid base to underpin business
growth by improving things like contract-related
tasks and risk management in the consulting
business. In terms of governance, we strive to
satisfy stakeholders’ expectations, for instance
by making sure that at least half of our board are
outside directors and continuing to improve the

board’s gender balance.

The Sin ESG

Given the link between corporate strategy and
ESG, the new Mid-Range Business Plan stipulates
quantitative targets for sustainability. The Funai
Soken Consulting Group’s employees are its
foremost asset, so harnessing that asset to boost
corporate value is a perennial theme. Moreover,
given the centrality of human capital to the
group’s management strategy, we recognize that
recruitment and retention are vitally to our very
existence. The new Mid-Range Business Plan sets
forth targets for gender balance in management,
and we are pleased to see more and more
women appointed to top management positions
throughout the group. By committing to choosing
the right people for the job, regardless of gender
or age, we hope to offer our employees rewarding,

motivating career paths.

Our Group Purpose: A Vehicle for Greater Unity
The chaos of Covid caused us to reexamine our
business and our working practices. | believe
that unity and team spirit are vital for the group’s
growth, and that investing in people will help us
achieving the goals of the new Mid-Range Business
Plan. Strengthening those bonds, however,
requires first ingraining the Funai Soken Consulting
Group Purpose throughout our workforce, and a
department dedicated to enhancing engagement

was established in January 2023 to that end.

22
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Mid-Range Business Plan

2023-2025 Targets

The target for 2025 is 36.0 billion yen in sales and 10.0 billion yen in operating income. We will endeavor to
sustain high profitability while expanding our presence in the high-growth digital solutions field.

Net Sales and Operating Income: Performance & Targets

(Million yen)

40,000 —
I Net sales 36,000
[ Operating income

Sales
CAGR

12.0%

30,000— 28,500
Operating
income
20,000 — CAGR
12.1%
10,000 —

2022(Actual) 2023 2024 2025

Mid-Range Business Plan 2023-2025: Policies

2025 Targets by Segment (%)

w Net sales

Operating
income

[l Consulting
B Logistics
[0 Digital solutions

*Percentages exclude intra-group &
whole-group transactions

Under the new plan, our basic policy is to establish our group as the foremost provider of digital and

comprehensive consulting solutions for mid-scale and SME clients, with aggressive investment in HR and

ingraining the Group Purpose identified as priorities.

Industry-specific

.. . management consulting
Digital and comprehensive
Solution-category-specific

consulting solutions for .
management consulting

2023-2025
Mid-Range
Business
Plan

fo1jod diseq

mid-scale and SME clients . :
Comprehensive management consulting

services for mid-scale companies

Aggressive investment in HR Hiring, training DX staff

saiond

Ingraining the Group Purpose Better engagement

Comprehensive management
Comprehensive consulting services for SMEs

2020-2022
Mid-Range
Business
Plan

management consulting 5% s o s

services for SMEs and

o
[N
s
[a]
o
o
=
(s]
<

mid-scale companies Comprehensive management consulting
services for mid-scale companies

DX consulting

Digital solution services

Improved productivity, sustained
improvements in compensation

Group synergies



Numerical Targets for 2025

Growth Profitability Efficiency Shareholder returns
- Return-to- Dividend
o LRI i8S shareholders payout ratio
2 10 bil. yen 20+% 60+ 55+
N
5
25.6 bil. yen 7.1 bil. yen 19.2% 62.5% 54.5%
2022 2022 2022 2022 2022
Growth-driving workforce Tackling climate change ~ Stronger oversight
wn i .. S
=3l Total headcount ~ Consultants Wometn in - GHG emissions* | Outside directors
= 1.800 1.150 Management posttions - - ¢ by 50% | continue to comprise
E' ’ ’ 25.0% (vs.2019) more than half
=25
E Outside direct
1,382 862 23.8% 653.2t-co LSl e
2009 2003 2009 2019 comprise more than half

2022

*Per Scope 1 and 2.

Investment Strategy & Cash Allocation

We will allocate cash earned in operations between activities aimed at generating future growth and appropriate
shareholder returns, thus improving shareholder value. We will also use the 2023-2025 plan period for

aggressive investment in HR with a view to 2030.

Sustained business
growth
Sales CAGR

12.0%

Shareholder
returns
(10+bil. yen)

Operating

cash flow

(18+bil. yen) Growth

investment
(4+bil. yen)

Stable financial
foundation

Revenue Expenditure

Return-to-
shareholders ratio

< 60+%
Dividend payout ratio
55+%

Aggressive

investment in HR

< with a view to 2030
-Invest in human capital

-Invest in new business

development

-Invest in M&A

-Invest in DX

-Invest in offices
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Mid-Range Business Plan

Changes in Segments

We have adjusted our segments to better suit our business strategy. We now have three segments:
1. Consulting, 2. Logistics, and 3. Digital solutions.

New segmentation

Previous segmentation

/A Funai Soken
A BB " .
. anagemen
A Funai Soken Funai Soken g .
IT Solutions ~ consulting
A Fuqoi§oken ______ | . :
Consulting Digital Consulting ‘ i

N Q)

A BB ama:
Contact center
Jowpli=: = .
consulting
unai Soken . . Funai Soken 0_nA .
Logistics ~N [ogiss’rkics Logistics A Logistics Logistics solutions
Funai Soken L §
4R HRForce ----- Tt AN Digital Digital solutions
Digital
Others o —— NI e
= solutions
Funai Soken .
IT Solutions -~ 4R HRForce HR solutions

*Seicho Senryaku, Inc. joined the Funai Soken Consulting Group in January 2023.

Strategies by Segment (1)

We are aiming to boost sustained growth without compromising the high profitability of our core consulting

segment. We will also invest aggressively in the high-growth digital consulting market.

4 Digital solutions Consulting

> ‘ [ Aggressive investment, ] [ Sustained growth,high earnings ratio ]
"-E 30% high growth rate Aim to boost sustained growth without
3 Invest aggressively in high-growth compromising profitability of consulting
g digital consulting. segment.
“-03 20%
;_, 10% [ Improve profit margin ]
3 -

0% 10% 20% 30% -

Operating margin(zozs) *Bubble size indicates operating income amount in 2025



Strategies by Segment (2)

| Consulting

Sustained growth, high earnings ratio

Operating income CAGR Operating margin

10.4% 36.5%

(Million yen)
25,000 —

[ Net sales 23,000
I Operating income

® Further deepen industry-specific consulting for SMEs

= Manufacturing: priority industry. Boost offerings to clients in that sector.

m DX consulting: Develop industry-specific cloud modules (Growth Cloud);
thereby expand to incorporate HR in addition to MA, SFA, and CRM

m Consulting for mid-scale companies

-Expand consulting services designed to propel client companies

to the 10-billion-yen turnover mark
-Expand M&A consulting services
-Expand IPO support services

-Bolster hiring, training of project management staff

m Develop and invest effort into new growth

industries: e.g., CX consulting, rural community revitalization, 0

new business planning support

| Logistics

Improve profit margin

Operating income CAGR | | Operating margin

18.7% 18.3%: +6.4%

m Boost profitability by increasing consulting as proportion of sales
m Expand scope and reach of services: e.g.,
logistics real estate, global supply chain consulting,
platforms (build data center for logistics information)
m |ogistics ESG consulting services with a focus on the
environment

(Millionyen) [ Net sales

5000~ I Operating income

so00- 3778 4100
3,000 -

2,000 -

1,000 -

2022 (Actual) 2025

00007 18,277
15,000 —

10,000 —

5,000 —

2022 (Actual)

Digital solutions

Aggressive investment, high growth rate

Sales CAGR Operating income CAGR

35.7% 69.0%

m Roll out sales process transformation (SPX) services with a
focus on digital marketing

u Cloud-based solutions development

1 Back-office consulting and BPO centered on IT consulting

® Expand HR Tech business domain: e.g., HR solutions,
recruitment process outsourcing (RPO), SaaS education

(Million yen)
10,000 —
Net sales 8,900

8000 [T Operating income

6,000 —
4000~ 3,562
2,000 — 850
176
2022 (Actual) 2025
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Mid-Range Business Plan

Human Resource Strategy

We will strive to increase the number of consultants and business staff—i.e., employees with a direct bearing

on sales—by an average of 10% per year.

Growth Targets by HR Category

2025 1,1 50 (862 in 2022)

Increase +288  CAGR 10.1%

2025 400 (305 in 2022)

Increase +95 CAGR 9 5o,

Consultants Business staff

-Increase upstream service consultants, expand - Expand system development and BPO, accelerate growth

profitability -Boost engineer numbers; bolster DX solution development

‘Bolster mid-career recruiting in high-growth
domains like DX and M&A consulting *"Business staff” are those that work in consulting departments
-Boost productivity by strengthening recruiting and with a direct bearing on sales but who are not consultants;
training of project management staff able to work role.s include development engineering, Product sales, new
business, management workshop operations staff, etc.

with mid-scale clients

Key Initiatives in HR Strategy
Hiring

Ramp up hiring: 1,800 headcount by end of 2025
-Restrengthen hiring of recent graduates for consulting positions
-Strengthen mid-career hiring in new and specialist fields

-Hire people from more diverse backgrounds for management roles

Training & career development

Training & career development for consultants and business staff
-Expand training programs to accelerate development of new and younger employees

-Improve productivity through acquisition of digital skills by consultants
-Expand investment in professional development to boost staff skills and develop the pool of management candidates

Retention

Improve employee value proposition to boost retention of talent

+Boost retention through sustained improvements in compensation
-Boost communication by relocating Tokyo office and consolidating into a single floor

-Increase employee engagement by sharing the Group Purpose




Financial Strategy

(1) Capital Policy

Through ongoing growth investment, increased capital efficiency ratio, and high shareholder returns, we aim to

achieve sustained improvements in corporate value. Our target is an ROE of at least 20% by 2025.

2014-2016 2017-2019 2020-2022 > 2023';025
Capital efficienc
Sustain consolidated ROE at1 0+% Sustain consolidated ROE atl 0"'% Sustain consolidated ROE at1 5"'% P ta rgets y
0 -o- ROE
(2%)7 ~0- Cost of capital 18.2 19.2____' 2025 ROE
20+
15— 14.0 13.8 provees W
109 I
_ H Avg. ROE for listed
LT T T P T P PP PP PP PPN | g
7.7 6.8 8.2 8.0 70 companies in Japan
5.1 m 5.5 — e > (all industries)
_ e 43 .
5
9.4¢,
Source: Tokyo Stock Exchange,
0 Summary of Earnings Digests
2014 2015 2016 2017 2018 2019 2020 2021 2022 by Listed Companies
(fiscal year ending Mar. 2022)

(2) Shareholder Returns Policy

We will continue to strive for a high rate of shareholder returns, such as through ongoing dividend increases and share buybacks.

2014-2016 2017-2019 2020-2022 2023-2025
Return-to-shareholders ratio  Return-to-shareholders ratio  Return-to-shareholders ratio } Shareholder
approx.50% 50+% 60+% Returns Policy
(%)
100 - [ Total dividends(mil yen) Return-to-
[ Treasury share buy-back (mit. yen) 85.0 shareholders ratio
80— —8— Return-to-shareholders ratio®) 60+%

o~ Dividend payout ratio(%)

Dividend payout ratio

55+,

+
Dynamic share
buybacks
+
Ongoing dividend
increases

(Current dividend increase
2014 2015 2016 2017 2018 2019 2020 2021 2022 streak unbroken since FY2011)
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What We Do : our Three Business Segments at a Glance/

The group’s business was reorganized into three
segments—consulting, logistics, and digital
solutions—starting in the first quarter of 2023 to
coincide with the launch of the Mid-Range Business
Plan (2023-2025).

Each of those segments has key themes to

pursue over the coming three years as we seek to
develop our portfolio: in the consulting business,
sustainable growth and high profitability; in
the logistics business, improving profitability;
and in the digital solutions business, aggressive

investment and higher growth rate.

Consulting

Funai Consulting Inc.

Proseed Corporation

Funai Consulting Shanghai Inc.

sSuipjoH ua»os leuny

Funai Soken IT Solutions Inc.

Seicho Senryaku Inc.

Logistics

Funai Soken Logistics Inc.



Consulting Business |
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Consulting for Improved Bottom Line & Corporate Value

We Help Clients

Overcome the Obstacles

to Sustainable Growth in
Uncertain Times Daisuke shingai

President and CEO
Funai Consulting Inc.

5918918415 YIMOID)

Growth support for SMEs: Industry-specific, category-specific consulting

Broader Strategic Consulting for Mid-scale and SME Clients:

Growth through Diversification and DX

Expand Focus to Include Mid-scale Companies: Develop Solutions to Help Improve Value

90UBUISAQOL) 3]k 10d. 0D

IN THIS SECTION

1 | Market Conditions
2 | Clients’ Business Climate
3 | Our Strengths and Opportunities
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4 | Expanding Upstream (Strategy) Consulting Services
5 | Expanding Focus to Include Mid-scale Companies

6 | Group Synergies

7 | Testimonials
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Consulting Business

ile

1 | Market Conditions

Expanding DX Market, Hopes for Renewed Growth

The Japanese management consulting market
returned toward in growth in 2022, and is forecast
exceed ¥600 billion in 2022 and ¥800 billion
in 2025, with a CAGR of 9.1% in 2022-2025,

representing a 30% market growth.

It is expected that this growth will be driven
by the ongoing increase in demand for business
transformation support through DX, and we
are working to expand our presence in the DX

consulting domain for SMEs.

(ﬁigg’unye”) Smmsmmsssssssssssssssss s 4 Management consulting
) - - L] R
I gos5 | 878 market is expected to grow
80— 6777 7396 ! by 30% (CAGR 9.1%) in
1 1
s00 — 572.3 1 1 2022-2025.
1 1
1 1
400 — 1 1
1 1
1 1
200 — : : Source: IDC Japan “Japanese Business
: : Consulting Market Forecast 2022-2026"
0 2021 2023 2024 12025 1 2026 (JPJ47875922). Apr. 2022
Record Performance in 2022
With the gradual post-Covid return to socioeconomic support services were particularly outstanding,
normality, our core management consulting business with a steady increase in orders for consulting via
recorded our best ever figures in sales (¥20.3 billion) seminars and our website.
and operating income (¥6.1 billion). Monthly
(Miltion yen) B Net sales [7] Operating income O Operating margin (%) *1.ASBJ s Accounting Standard for Revenue Recognition
25,000 — — 40 adopted in FY2022. Amounts for FY2021 have
20314 been amended retroactively.
20,000 — 19.058 18.544 4 *2.Amounts for FY2021 have been amended
' ’ ) — 30 retroactively to reflect new segment configuration
adopted in the 2022 3Q. Funai Soken Corporate
15,000 — Relations absorbed Shinwa Computer Service in a
— 20 merger; the surviving company was renamed
10000 — Funai Soken Digital and became defunct.
' Consequently, the system development business
— 10 of Shinwa Computer Service, which was previously
5,000 — included in the other businesses segment, is now
included in the consulting segment.
0 2022 (actual)*? 0
Main Serwce_ Categc.)rles of Ad listing Others:
Our Consulting Business 1,219 mil. yen 1,717 mil. yen
6.0% 8.5%

(Amts. and Share of External Sales)

Open seminars
384 mil. yen
1.9%

Management workshop
subscriptions
2,051 mil. yen
10.1% Projects
1,810 mil. yen
8.9%

20,3 1 ll- mil. yen

(up 9.5% y-o0-y)

Monthly support
13,131 mil. yen
64.6%



Core Business Solid, Digital Support Services Growing

Of the 12 top client industries served by our specialist services and manufacturing categories

consulting business, eight experienced year-on-
year growth, including our main market segments:

housing and real estate, and healthcare, nursing

was spurred by the expansion of DX consulting, and
the growth in the amusement category was due to

the large number of M&A brokerage contract sales.

care, and welfare. Of these, the growth in the

M Growth support: Raising business performance to achieve profit-and-loss statement improvements
[T Talent development support: HRD consulting services to help clients recruit, train, and assess workers, and invigorate their organizations

Support for improved corporate value, digitalization etc.: Helping clients achieve balance sheet improvements through assistance with
M&As and financial matters; and consulting and other assistance for digitalization

Housing, real
&state 4,953 Amuigr;?(r)}t 694
+3.9% 4766 S 403
Healthcare,
nursing care, Environment, energy 606
and welfare’ +0.1% 605
+7.6%
Certified Education, childcare, 599
professional schools
services +1.9%
+4.5% ’ >88
Specialist HR business 475
services +6.6% ’
+18.3% ’ ° 446
Mobilit Dining 424
2h.4% -27.8% O g8
Manufacturing 734 Food 417
+22.8%’ 598 -18.6% ' 512
0 1,000 2,000 3,000 4,000 5,000 0 500 1,000
(Million yen) (Million yen)

*Upper bar: Jan. - Dec. 2022; lower bar: Jan. - Dec. 2021
*Figures show sales of consulting contracts, management workshop subscriptions, and open seminar revenues, grouped in accordance
with the company’s industry classifications, for 2021 and 2022.

| DX Packages Prove Popular

Demand for DX consulting is growing rapidly among
mid-scale companies and SMEs. For a sector where
DX progress has lagged so far, we have developed
DX packages tailored for specific industries,
focusing on reforming client management and sales

and business processes. As of 2022, these packages

had been deployed at more than 350 companies
or some 6% of our clientele. In addition to DX,
new consulting solution categories are emerging,
such as IPO, M&A, and CX improvement, and will

become areas of focus in the future.

dnoJp Suiynsuod
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Consulting Business

&

2 | Clients’ Business Climate

Impact of Covid and Ukraine War on SMEs’ Business

Sales Diffusion Index

O Funai Consulting clients

O Whole-year average figures from SMR)
Survey of SME Business Conditions

Ordinary Income
Diffusion Index

O Funai Consulting clients

O Whole-year average figures from SMR)
Survey of SME Business Conditions

Employee Headcount
Diffusion Index*

O Funai Consulting clients

O Whole-year average figures from SMRJ
Survey of SME Business Conditions

80 - 72.3
(@)
60 - A
38.2 ;
33 40- 76.9
o diff.
A 20~ :
66.2 0 v
diff. o———+—»0
-33.6 v 20- g8 ot e

@) O
-40 - 8/7_33_2 -40 -

-60 -

-80

80- 80-
55
60 o 5 60
40 - 40-
20 - 20-
2
0- 0-
A
20- 20- 514
diff.
A
60~ g 00~ o4
-80 -80
2020 2021 2022 2020

The graphs above compare our clients and
Japanese SMEs in general in terms of the impact
of the depreciating yen and rising resource costs
caused by factors such as Covid, inflation in the
US economy, and the Ukraine war. The data for
our clients come from responses to a survey of
management workshop members and consulting
clients. The sample size is approximately 3,500
companies (around 50% of our clientele); response
numbers have grown by 1,100 since 2021, and
we believe that the significance of the survey is
increasing by the year.

The blue line represents the diffusion index
of our client companies’ results; it shows a trend
toward a recovery in sales throughout 2022, despite
a severe business climate. There was a significant
jump in ordinary income from 2020 to 2021,

when the impact of Covid was most severe, but

2021 2022 2020 2021 2022

*New survey item; no data for 2020, 2021

this settled to normal in 2022. Some of this can be
attributed to our consulting solutions, and the fact
that our clients tend to be focused on growth in the
first place.

In contrast, the SMRJ’s Survey of SME Business
Conditions (purple line) shows that, on average,
Japanese SMEs managed to somewhat reduce the
negative effects of the Covid dip.

Comparing the blue and purple lines shows
that the gap between our clients and the average
Japanese SME actually increased from 50-60 points
in FY2020 to 66-76 points in FY2022, including
employee headcount. Differences in survey and
analysis methodologies mean we are wary of simple
comparisons, but given that economic downturn
tends to exacerbate polarization, we do believe that
the divergence between our clients and Japanese

SMEs in general seen in 2021 will continue.



B New Growth in an Existing Business

éWe mainly do door-to-door sales, but we
want to future-proof our business through
web-based customer attraction. We need
your expertise on other methods of customer
acquisition, and how to improve our online
closing rate. We would also like to discuss
subsidies, executive training, and early

professional development for employees.”

B Restructuring an Existing Business

éWe run childcare facilities, but enrolments
have fallen below target figures. New facilities
are opening up in our area, and we need a USP
or something if we are to compete with them.
We want your advice on how to do that within

a limited budget.”

B Former Client Wants Help with
Profitability and HR

k\We are a former client, and would like you
to consult for us again. We operate three
clinics, and our total workforce is 20. We
want to establish a staff evaluation and
career development system, and to make the
company more profitable. We are interested in
new business models, and would like to hear
about the latest case studies.”

B Help with Fundraising

&Qur business is struggling but we are getting
new orders so we want to raise funds to try
and right the ship. Can you assist us with
fundraising? "’

Typical Examples of Our Clients’ Consulting Needs

We harness the strengths and expertise of the group’s companies (outlined on the following pages) to

offer solutions to clients’ specific needs. Here are a few examples of some typical requests.

W Launching a New Business

We are a small company, annual turnover
around ¥50 mil. We want to use the government’s
business restructuring subsidy and map out our
future. We want help with the subsidy application

alongside regular business consulting.”

B Reaching the ¥10-bilion Turnover Mark

i After attending one of your seminars on
conglomerates, | want to know more. We are a
real estate leasing company, turnover around
¥1 billion, but we lack the know-how to add
new businesses and have plateaued. We need
your help to try and reach the ¥10 billion mark
by launching new businesses and operating as a

conglomerate.”

B Business Ownership Succession, M&A

éQur annual turnover is ¥100 million, and we
have six sales staff. We are looking for a company
to take over our business as | am elderly now.
My children work elsewhere and do not want
to take over my business. | have no other likely
successors. | am not sure what to do and want
you to connect me with someone who can take

over the business.”

B Help with IPO (on Tokyo Pro Market)

éWe are considering listing on Tokyo Pro Market
and looking for a qualified J-Adviser to help.
Based on our growth plans, is a listing within the
realm of possibility? We want to know whether,
as things stand, we could start preparing now and

achieve listing within a few years.”

dnoin Suinsuod
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Consulting Business

&

Our Strengths

Industry-specific, Category-specific Consulting Structure

Funai Consulting’s approximately 800 specialist
consultants offer clients solutions that are informed
by expert knowledge of clients’ characteristics
and positioning within their industries, and that
take advantage of our huge wealth of insights,

Funai
Consulting’s
consultants are
experts in---
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3 | Our Strengths and Opportunities

information, and skills. And starting 2023, we are
further deepening our DX expertise, nurturing
DX staff (e.g., engineers), and developing new
industry-specific DX modules (see p. 37).

Industries Served
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DX, digital marketing

==

Store development ®

= Expertin
specific

Business model construction, launch
into new industry rfll -

b -
.

E-commerce, direct sales

.

Sales channel development

. v
Surveying, research iR

Globalization, international strategies .
Finance, IPOs, M&A, profit
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IT, work process improvement
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Recruiting, personnel, staff training
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solution
categories
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Workshops and Monthly Support Services: Our Cyclical Business Model

Our business model comprises multiple stages, each
of which feeds the next. Business proprietors who
attend our seminars are encouraged to sign up for
management workshops; lessons learned there are
put into practice via monthly support consulting,
which leads clients to faster results and propulsion
of business strategy; and interaction with clients
generates ideas for new solutions, which we use to
produce new seminars and management workshops.

This cyclical business model enables us
to build a solid client base that underpins the
group’s sustain