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Review of the Previous

Medium-term Management Plan
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Review of the Previous Medium-term Management Plan

BBS2023

FY2020 Performance

Sales: 29.1 billion yen
Profit: 2.4 billion yen

FY2021 Performance

Sales: 32.3 billion yen
Profit: 2.7 billion yen

FY2021 Plan

Sales: 31.0 billion yen

Profit: 2.1 billion yen

FY2021

FY2022 Performance

Sales: 37.0 billion yen
Profit: 3.2 billion yen
FY2022 Plan

Sales: 35.0 billion yen
Profit: 2.6 billion yen

FY2022

© Business Brain Showa-Ota Inc.
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* Total value with GSX

FY2023 Performance *

Sales: 41.2 billion yen

Profit: 3.6 billion yen

Plan
Achieved!

Sales: 40.0 billion yen

- Profit: 3.4 billion yen

FY2023



Review of the Previous Medium-term Management Plan BBS2023 II/BBS

[Company-wide Strategy] [Business Strategy] [Corporate Strategy]
Strengthen Group Synergy RCN2 Strategy W Strengthen HR
Between group companies R .. f HR |

533 referrals, 296 orders Sales from 3 Loyal Customers evision o policy

Cumulative total 9.8 billion yen to achieve Goal 2030

Strengthen M&A/Alliances

Sales from JW, BSC, FRSC, TWK .
No. 1 Strategy @motlon of DX
5.2 billion yen
Sales from Hiroshima/Fukuoka DX for BBS Group
BBS Quality _ .
Adherence to project management Cumulative total 153 million yen Promoted by 9 companies
/development rules
1000/0 ’&
BPO Business Strategy L’ Sustainability
Strengthen Branding o
RPA/OCR utilization performance CO, emissions (FY2020-2022)

Strengthen Outer Branding

o .
Recognition 14% 13 cases 20% reduction /
) ) 5
© Business Brain Showa-Ota Inc. I
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Goal 2030 and the Medium-term

Management Plan BBS2026




////BBS

[Management Philosophy], [Management Policy], [Business Model]

Management Philosophy Management Policy Business Model
1/ Contribute to society by &/\

improving the corporate Yatsugatake
value of our customers Management

BBS
Z/ Becoming a driving force _ﬂ:j—}— CYC LE

for our customers’ Wave-riding
management
development
O accounting
3/ Contributing to increased PR No.1
customer profits
Sell Cake

© Business Brain Showa-Ota Inc.



////BBS

Management Policy - The Words of Founder Kineo Yamazaki

— Practicing Yatsugatake Management

&/\ If you just sell individual projects, then the future will grow dark when it no longer sells. But if you have

multiple businesses, like the Yatsugatake mountain range, then even when the performance of one business
Yatsugata ke worsens, you can minimize the effect on overall management through other businesses. However, it is also
Management important for each business division to handle accounting independently, but to raise synergy through mutual
collaboration. Our founder explained that Yatsugatake Management was necessary because business
performance could worsen due to fluctuations in the economy.

— Staying a half-step ahead through wave-riding management
-)\9)— The trick to riding a wave expertly is to start riding slightly behind the head of the wave. If you are at the tip
of the wave you will fall down, but you won't be able to ride it if you are too far behind. The same is true in
Wave-riding management. To beat your competition, you must always be at the cutting edge of the times, but if you go
management too far ahead, you will not be accepted by society or the customers. Thus, our founder explained that you

must consider the social environment and the situation of the opposite party and stay a half-step ahead.

— Sell Cake
The main ingredients of cake are flour and sugar. You mix flour, made from wheat, and sugar, made from
sugarcane, bake it, and finish the cake by applying decorations, such as cream or fruit. The price of the cake
is much higher than the total cost of the ingredients. This is because value is added in the process of baking
the cake, value which the customer recognizes when they buy it. In this way, our founder explained why BBS
group combines diverse services to provide high added value that cannot be imitated by other companies.

Sell Cake

© Business Brain Showa-Ota Inc. I



[Business Model] 77/BBS
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Goal 2030 - Long-Term Vision of BBS Group II/BBS

The Goals and Values of BBS Group

B Back Office Comprehensive Supporter

Become a new management partner

S Sustainability Management / Strengthening human resources

Y2030

Sales: 29.1 billion yen Sales: 100 billion yen
Profit: 2.4 billion yen Profit: 10 billion yen

© Business Brain Showa-Ota Inc. / 10




////BBS

Basic Policy for Achieving Goal 2030

Growth Story to Achieve the Goal

B Back Office Comprehensive Supporter

® Total support for corporate back office operations by expanding our business domains around accounting

® provide solutions for all phases from and to

CONSULTING / ./~ MANAGEMENT SERVICE

B Become a new management partner

® Becoming a back office transformer able to support new technologies and working styles

® From solving customer problems to co-creation with the customer Backup for digital management

S Sustainability Management / Strengthening human resources

® We support our customer’s sustainability management in pursuit of the leverage effect of sustainability

management

® HR development that maximizes performance leveraging Al and DX appropriately

© Business Brain Showa-Ota Inc. I 11



BBS2026 Sales Target /7/BBS

Redesigning the growth scenario under GSX deconsolidation

100 milli
(o vem Goal 2030
' M&A/New business sales

Bl organic sales Combining M&A/new 100 billion yen
1,000
business for dramatic growth
800
580
600 deconggl)i(dation 487
413 HY
400 342
200
0

FY2023 FY2024 FY2025 FY2026 FY2030

BBS2026
I 12

© Business Brain Showa-Ota Inc.



Position of BBS Group 77/'BBS

Sales (100 million yen)
1,200

Goal 2030

DTS
1,000 ‘

800
NSD
BBS2026
JBCC Holdings
600
JFE Systems Future
BBS2023 Cresco
400
Obic Business Consultants
200 MURC Avant Group
Sigmaxyz Holdings
0
0 20 40 60 80 100 120 140 160
Operating income 13

© Business Brain Showa-Ota Inc.
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/// BBS

Position of the BBS2026 Medium-term Management Plan

Goal 2030

BBS2026 charts a path for dramatic growth toward Goal 2030

BBS2023 BBS2026

- Make Hybrid Innovations - - Evolving Innovations -

Building a foundation
for growth

Company-wide strategy | @ Primary mission

- Strengthen M&A/alliances ) Sustainability Management / Strengthening human resources
- Internal/external commitment and

execution to achieve dramatic growth

Building a path for dramatic growth Assured path towards the goal

- BBS Quality (pre-strengthen)

- Strengthen branding

Target value o
Sales: 40 billion, Profit: 3.4 billion ° Target Value Sales: 100 b|"|0n yen

(excluding GSX) Sales: 34 billion, Sa|es: 58 bi”ion, Proﬁt: 5 b||||on Profit' 10 bi||ion yen

Profit: 2.6 billion
© Business Brain Showa-Ota Inc. / 14
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BBS Group Sustainability

Management




What is Materiality?

////BBS

@® The important issues that companies need to prioritize among the many issues

of society

(Source) https://sdgs-compass.jp/column/1911

@® Important issues to tackle for continuing the business model to achieve
sustainable growth and increased corporate value over the mid to long term.

(Source) Practical Seminars for ESG Disclosure: Materiality analysis for value creation

@ Identify high priority issues by evaluating the importance thereof
from the standpoint of the company and the stakeholders.

WORLD
ECONOMIC
FORUM

&rwhbesd

Importance for

Identify materiality

stakeholders

SUSTAINABLE
DEVELOPMENT

GLIALS

«

Now a Part of S&F Global FTSEBlossom

Japan

#

Engagement with
stakeholders

© Business Brain Showa-Ota Inc.
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Identifying Materiality for BBS Group ///BBS

“The business strategy of BBS group and contribution to a sustainable world and society are considered inseparable.”

— Identify materialities (important issues) from the standpoint of importance for BBS group and importance for stakeholders

0e®%%0,
1 * %o,
5 o .
A . :
6 » ° y
e 3 ° °
: 3 : :
4 E * .
EI- ' [ ]
[ ]
S : .
2 . ;
8, ¢ .
=l - o
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i .°. o..
c
o . XX Most important materialities
o Capital to create value
3 / for both BBS group and stakeholders
<
§
- 2 .
: BBS Group foundation
'z Importance for BBS Group
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BBS Group Materialities /7/BBS

Realizing a sustainable world with the Earth and society

Promote sustainability management to tackle materialities

(important issues)

As a back office Creating new value to
Value comprehensive supporter transform society
creation Providingtl;/alfuetthat creates New business creation
e future
A - - Y4 N [/ ~N
ital Providing high quality Maximizing HR capabilities Promote DX
as the source of value creation to keep up flexibly with the
create value | thatgive our customers safety S GO [T e constant changing world
\_ and security I\ L Y,
4 N\ A N\ Individuals with numerous )
. Strengthen governance Contribute to o . .
Busu-less to assuregefficiengcy |ega|ity and a decarbonized society characteristics and attributes working
f dati ! ! to build a sustainable society together vibrantly
oundation transparency . Leveraging diverse
through business
\_ AN J human resources

© Business Brain Showa-Ota Inc. I 18
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Environmental Analysis

© Business Brain Showa-Ota Inc. / 19



////BBS

Market Trends for Each BBS Group Business
<FY2026 forecast>

Consultlng market

BPO market

5215.9 billion yen 873.2 billion yen

02 1% e 8.8%
CYCLE

17459.5 billion yen 1944.9 billion yen

& 3.4% | @912.7%



/4
Market Trends [0 #4/'BBS

€ The CAGR for the SI market is predicted to be 3.4% until FY2026
@ cloud-based SI is leading the market with the use of cloud services (SaaS, PaaS, IaaS)
@ Cloud-based SI consists of 29% of the market as of FY2022, and is expected to rise to 40% by FY2026

Domestic SI market "o

(Source) Fuji Chimera Research Institute, 17.46

“Current State of Cloud Computing in 2023 and 18.00
Future Outlook - Market/Vendor Strategy Edition”
16.00 15.26

14.00 6.96
4.37

12.00 Cloud-based SI

. Traditional SI

10.00

8.00

6.00

4.00

2.00

0.00
FY2022 FY2026

© Business Brain Showa-Ota Inc. I 21



Market Trends Software market (SaaS market) ” BBS

@ The software market is projected to see a CAGR of 8.3% through FY2026
© The CAGR of the SaaS market is 12.7%, showing significant growth compared to the packaged software market.
@ The packaged software market growth rate will begin trending downward from FY2025

Domestic share (uilions of yen) (%)
3.00
per format »56 2.72 1000
(Source) Fuji Chimera Research Institute, 2.38 * 90.0
New software business market FY2023 2.50 :
2.19 80.0
1.98 —$
® o 70.
2.00 /, 69.5 71.5 *0 <@~ saas ratio
c1o 64.4 gl e 1.94 60.0
: 1.60 SaaS market
1.50 1.41 50.0
1.21
40.0 . Packaged market
1.00
30.0
20.0
0.50
10.0
0.00 0.0

FY2022 FY2023 FY2024 FY2025 FY2026
© Business Brain Showa-Ota Inc. I
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Market Trends ////BBS

€ The CAGR for the BPO market is predicted to be 2.7% until FY2026

winonsofven)  FOrecast BPO market scale changes for IT/Non-IT

6.00 (Source) Yano Research Institute, BPO (Business Process Outsourcing) Market 2023-2024

5.12 5.21

4.90 5.01

5.00 4.56 4.70

4.00

3.00

2.00

1.00

0.00

FY2021 FY2022 FY2023 FY2024 FY2025 FY2026
© Business Brain Showa-Ota Inc. I 23
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BBS2026 KPI Plan




BBS2026 KPI

////BBS

KPI have been set in the three areas of growth, capital efficiency, and investment, to implement strategic

performance management.
[Growth]
Sales growth rate (including M&A)

3 Year CAGR 20%

(including organic sales growth rate of 9%)

Business profit margin on sales

8.5% by FY2026

BPO sales ratio

309% by FY2026

BBS cycle rate

40% by FY2026

Female manager ratio

249% by FY2026

[Capital efficiency]
ROE

1 2% by FY2026

ROIC

10% by FY2026

EBITDA interest bearing debt ratio

Less than 2X

Dividend payout ratio

40% or more

© Business Brain Showa-Ota Inc.

[Investment]

M&A Investment

3 year total

13 billion yen (maximum)

R&D investment
3 year total

1 billion yen or more

Human capital investment

3 year total

2.2 billion yen or more
/ =



BBS2026 KPI Plan /7//BBS

[BBS2026 Sales and Profit Plan]

(100 million yen)

Total existing business 342 400 436 475

§ New M&A/New Business -
Total 342 413 487 580
Business profit 25 28 37 50

© Business Brain Showa-Ota Inc. / 26



BBS2026 KPI Plan

[ROE Plan] Realizing management that reflects capital cost and share price

ROE

15.7 15.6
14.9

13.0
12.3

10.0 9.8
8.8

6.5
v i, )

FY2016 FY2017 FY2018 FY2019 FY2020 FY2021 FY2022 FY2023 FY2024 FY2025

© Business Brain Showa-Ota Inc.
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BBS2026 Growth Strategy




BBS2026 Growth Strategy +7/8BS

[Market] [Business Directions]

Grow at 12% CAGR Introduce new services as next markets to approach

‘ Solution AI-based

SaaS
development on management . .
272 velop 2 (provide solutions)

256 next-gen platform accounting solution

69.5 715

67.2
64.4 1.94
61.0 1.60 1.78

1.21 a1

w00
150 s00
w00
100
00
20
0s0
100
000 00

(Source) Fuji Chimera Research Institute, Software Business New Market 2023 Edition

et

Market to remain level until FY2025

Towards solutions that
can compete with SaaS

S/BPO @ Enjoy SaaS benefits

- - No need for internal assets or

maintenance program
BBS Cycle ) _ I
- Stable operation, high availability

Consultlng - Low degree of customization
- Location of data on SaaS makes

Rise in SaaS ratio will lead to cancellation difficult

m
X
n
(=8
=
(a]
(=2
(=
@,
=2
(]
n
n

later decline in market size

Leverage strengths of BBS Group accumulated to date

juswdo|aAap
yojelds

© Business Brain Showa-Ota Inc. I 29



BBS2026 Growth Strategy +7/BBS

BPaaS market

Clients who need BPO in short term in specific domain

Large-scale BPO market

Clients who wish to shift wide range of operations to BPO

High Value BPO

Strengthen/expand internal systems and BPO menu
based on them

Large-scale BPO to shadow client operations

Consider expanding into accounting domain on top of
HR and payroll

Execute decision making embracing experts

ssauIsn( ||e JO %0E piemoL

Cloud Systems and AI - advanced utilization of IT as a growth engine

. ion
System strengthenlng for BPaaS Develop BPO_ operat 2k
automation tools
HR, payroll, Bulas/Win5/Ecosystem, fixed assets Automatic journaling and Al voucher processing

BPO Platformer - target state of BPO operations under BBS2030

- Prepare to be recognized as Japan’s accounting and HR department, as social infrastructure for back office operations

- Expand capacity through personnel exchange with customers, schools, increased center locations

© Business Brain Showa-Ota Inc. / 30




BBS2026 Overall Strategy ++/BBS

Develop new
business/markets

Deepen existing business

Strengthening New solutions
Promotion of R EESicycle ” High Value BPO
value-creation X M&A/Alliances
activities BPaaS

No. 1 Strategy . /%\%7.° — Branding
RCN2 Strategy ;75" I —
BBS Quality HR strategy Promotion of DX

Capltaltantd HOELTE Sustainability
the Industrial Base strategy
© Business Brain Showa-Ota Inc. / 31

Expansion of Capital
to Create Value

Strengthening




////BBS

Promotion of Value-Creation Activities

© Business Brain Showa-Ota Inc. / 32
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Strengthen the BBS cycle /7/'BBsS

MANAGEMENT
SERVICE

BPO

BBS cycle rate

Fv2026 40%
y 1
R

ATION Fy2023 31%

CONSULTING
SYST
INTE

E
G

What is the BBS cycle rate?

Ratio of sales from clients being provided two or more services from the three BBS cycle services against company-wide sales
Measures @ strengthen group-wide sharing of each business/group company solution
for improvement @ Rethink evaluation/incentive programs

© Business Brain Showa-Ota Inc. / 33



No. 1 and RCN2 Strategies Under BBS2026

Operations

Management
accounting
General
management

Information
systems/security

HR, admin

Purchasing,
production
management

Institutional and
management
accounting

////BBS

Expansion into BPO business

RCN2 Strategy

Expand business domains in industries we excel at to expand industry share
“Mobility + Infrastructure" = Expand to manufacturing

- - —
BBS2026
BBS2023

T

Expand customers in current business domains
Regional expansion + be no. 1 => expand strategy for west Japan

Industry
Mobility Infrastructure Consumer Healthcare
/ *

No. 1 Strategy

© Business Brain Showa-Ota Inc.



No.1 Strategy [Area Expansion]

////BBS

Expand sales areas and broaden the base of BBS users

Strengthen expansion of business in
Fukuoka, Hiroshima, starting with

establishment of Fukuoka branch

No. companies

(10 billion yen or more sales)
Listed

Target area

companies
Fukuoka 260 86
Hiroshima 147 43

(Reference data)

Plan expansion to east Japan
area including Hokkaido
No. companies

(10 billion yen or more sales)

Target area

O Listed
companies
Hokkaido 206 50
Tohoku 297 48
(Reference data) 35

© Business Brain Showa-Ota Inc.



. /
No.1 Strategy [Solution Expansion] /47 BBS

Strengthen competitiveness by expanding “package plus 1” solutions

Market needs

- Majority of cases involve adopting of existing packages with additional addon development to meet user company needs
+ Purchase of an additional package for limited functions increases license fees, causing heavy burden

1. Declining price advantage In-house development of

High price of addon development and licensing increases additional function tem plates
price to customers, making winning bids against
competition more difficult

2. increased development risk EffECtS

Increased development risk for projects because of @ Secure competitive advantage and
subsystem scale development increase revenue

3. Worsening profitability © Reduce development risk
Worsening profitability due to weak prices and increased

@ Increase orders by strengthening
development risks caused by intensified price competition

relationships with package vendors

© Business Brain Showa-Ota Inc. 36
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RCN2 Strategy 17 / BBS

Expand to new stage by expanding target industries and deploying to similar/related companies

Cultivate next RC companies

Deploy to similar/related
companies BBS2026

Select 3 additional loyal customers

BBS2023 Expand target industries
Mobility Infrastructure Healthcare

Select 3 loyal customers Select 4 additional loyal customers

BBS Cycle / SYSTEM INTEGRATION /
R / 37

© Business Brain Showa-Ota Inc.



RCN2 Strategy [Solution Expansion]

Expand solutions for the production management domain and provide the services of BBS Group
to a wide range of customers

Sales target for FY2027 3.5 billion yen

to customers
in the manufacturing and construction industries

Design Design Production Production

development = development preparation management
(CAD add-on) (BOM/PDM)

PLMJ
BBS
BBS Group Management Accounting

© Business Brain Shawa-Ota Inc.
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BPO Strategy 77/ BBS

Define and execute strategy for each combination of business domain and service style

High Value BPO (Customer system BPO + expertise)

% Core . .
< business Business improvements
g - Expanding the scope of systems covered around a core of - Promote transition to BPaaS in pr_inciple
'S‘ Bulas/Win5 - Decide individually on implementing large-scale BPOs
© - leverage combined System + BPO strength to obtain high profits ~ (10FTE+)
Business Core 0 L o
to nurture business Sales growth rate 5% Operating income ratio 5%
. . . - Build services combining large scale formations + highly
. Own/dgvelqp financial accou_ntlng system, proceed to BPaaS specialized operations
CERgEdng el EERt erarEiens - Achieve operations automation and Al transition using BPO
tools

- BPO initiatives for BBS adoption projects
- Expand business to include IT BPOs (Biz/, ACT)

Punnunodoe
pue aoueulq

Business to nurture

- Currently operated independently by group companies
- Specify focus policy for each business through analysis and
nurture moving forward

* No current entry plans

019 11

Cloud Systems and AI - advanced utilization of IT as a growth engine

Own, develop operational systems to achieve BPaaS. Own, develop BPO tools to achieve high productivity.

© Business Brain Showa-Ota Inc. /I 39



New solutions

New Pillars of Growth for BBS Group

Fuse BBS Strengths with Technology
BBS Strengths Technology

One-stop back office Al
comprehensive services

Comprehensive

. Deep expertise in accounting and
Expertise back office Cloud

PP Provide solutions that accurately
Originalit
s 4 understand customer needs RPA

Create new services that leverage digital technology, looking forward to Goal 2030

Next Generation Infrastructure

© Business Brain Showa-Ota Inc.
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M&A/Alliances /7/'BBS

Aim to fill the difference of 10.5 billion yen between organic growth and the medium-term goal of 58
billion yen via M&A/new business

Large-scale

4

Large projects that . . .
Primarily alliances

(Capital alliances)

N

Next pillar for growth is

generate synergy with
existing businesses

~ New technology
New services

Existing business <«

provision of new technology
and services such as generative
Al

Small-scale v
Objective @ Total of 13 billion yen investment in 3 years
Q EBITDA interest bearing debt ratio within 2x /
I 41
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Expansion of Capital

to Create Value

42
© Business Brain Showa-Ota Inc. /



BBS Quality II/BBS

Quality Policy for the Next Medium-term Management Plan

Continue to provide solutions and services with quality the customers trust

to support improved corporate value through customer development and increased revenue.

Quality is the basis for everything = Customer Quality First

- Productivity and cost is only optimized when there is quality.
- Deadlines are met only when there is quality.

- We earn the customer’s trust only when there is quality.

- Employees thrive only when there is quality.

m " Promote enhanced quality control in advance for BPO Group
“ Establish an in-house PMO

» Accumulate, utilize project track record (BBS Data White Paper) /
I 43

© Business Brain Showa-Ota Inc.



HR strategy 17 / BBS

Developing human resources toward Goal 2030

Full-time employees, hires of BBS
3,000 500

450

2,500
400

No. hires
350
2,000

300

Consulting, SI

1,500 250

200 . BPO

1,000
150
. Staff
100
500
50
0

FY2023 FY2024 FY2025 FY2026

Q 2.2 billion yen investment in human resources (hiring, Q Promoting contribution by women

training) - Increase rate of female managers
° Revision to HR policy (payroll, welfare, evaluation) FY2023 FY2024 FY2025 FY2026 FY2030
° Training of next-gen leaders 30%
° Cultivate a BBS identity 18.0% 20 e A or more

- Town hall meetings 9 9 @
- Instilling the company motto

© Business Brain Showa-Ota Inc. I 44



Promotion of DX ////BBS

BBS2026 aims to evolve toward digital transformation (DX) and create new services leveraging digital
technology while achieving data-driven management.

Current position

Evolution of BBS

towards DX

Digitalization

Operational workflow digitalization

F Provide DX solutions

(V] Create new services, T e R&D to adopt new technology

businesses
° Market spread of DX Expand DX related products, menu

services

Data driven management Prepare system platform Enhance management leveraging data
0 Train/expand DX personnel Habituate/expand DX for internal Strengthen

operations and group companies DX personnel

© Business Brain Showa-Ota Inc. I 45



////BBS

Strengthening the Industrial Base




Capital and Financial Strategy

Realizing management that considers capital cost and share price - toward improvement of ROE/PBR

Improve ROE/PBR by achieving primary KPIs

(0]

12% by Fy2026
9% capital cost

PBR

1x or more

////BBS

1 Increase profits

Business profit margin

on sales 8.5% by FY2026

Sales growth rate 3 year CAGR 20%

1 Improved financial leverage

EBITDA interest bearing debt ratio Less than 2X

Dividend payout ratio 40% or more

- Efficient business investment [€=

ROIC 10%

- BPO sales ratio
30% by FY2026

- BBS cycle rate
40% by FY2026

+ M&A Investment
Total 13.0 billion yen

- R&D investment
Total 1 billion yen

- Human Capital
Investment
Total 2.2 billion yen

S

PER

S

Enhancement of IR/SR

© Business Brain Showa-Ota Inc.
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Capital and Financial Strategy 77/ BBS

Total for the three years from FY2024 to FY2026

Shareholder return 3,7 billion yen Shareholder return
Investment funds 5.6 billion yen Dividend policy: Consolidated dividend
at period start payout ratio 40%
Human capital
investment

2.2 billion yen

R&D expenses 1.0 billion yen

Gross Operating CF 10.1 billion yen

M&A/ N
Alliance investment 13.0 billion yen
External procurement

EBITDA interest bearing debt ratio under 2x,
leading to maximum 12 billion yen

External procurement 5.7 billion yen TR ) Clelalag o
Assuming an average remaining lease
Increase in working obligation of 4.5 billion yen, 7.5 pilli_on yen
capital due to business 1.5 billion yen of external procurement capacity is
expansion available.
Cash In: 21.4 billion yen Cash Out: 21.4 billion yen

© Business Brain Showa-Ota Inc. I 48
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Envi

Sustainability

////BBS

Focus on handling social issues and realize a company where all employees can thrive

ment

FY2024 FY2025 FY2026

........................
o

SBT* compliant GHG emission Consid_er
target : preparing

¢ integrated
* SBT (Science Based Targets) report

Measures related to helping

employees thrive
Achieve target ratio for female
directors, managers

Compliance & human rights
Stronger support for overseas ;
subsidiaries :

Reflect ESG evaluation on
director compensation policy

Measure ESG contribution to
BBS Group products/services

© Business Brain Showa-Ota Inc. I



Together for Value

/// BBS

Business Brain Showa-Ota Inc.
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