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Presentation

Moderator: We will now begin the earnings presentation for Nareru Group Inc. for Q3 of the fiscal year ending
October 2026.

Today, Mr. Naoki Shibata, Representative Director, will give a presentation, followed by a question-and-
answer session. To ask a question, please enter your question in the box on the screen and click “Submit.” We
will read out the questions you have submitted, and a company representative will provide answers to them.
Please note that due to time constraints, we may not be able to answer all your questions. Thank you for your
understanding.

The briefing is scheduled to finish at noon. A brief survey will appear once the briefing ends. We kindly ask
that you take a moment to complete it.

Representative Director Shibata, please begin.

~ Nareru Group

Third Quarter of Fiscal Year Ending October 2026

Financial Results Briefing

"Change and Growth 2030"

Nareru Group Inc. TSE Growth | 9163

Shibata: | am Shibata, Representative Director of the Nareru Group. Thank you very much for joining us today
for our financial results briefing for Q3 of the fiscal year ending October 2026 out of your busy schedule.

Today, we will discuss our financial results through Q3, as well as the progress made on key initiatives during
the first nine months of our medium-term management plan, “Change and Growth 2030.”
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Today, we’ll proceed in three main parts.

First, | will explain our consolidated financial results for Q3, followed by the key KPIs for each business segment,
and finally, the progress of our priority initiatives under the medium-term management plan.

“ Nareru Group

Chapter 01

Overview of Q3 FY2026

Let me start with financial results for Q3.
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Chapter 01 N Nareru Group
Q3 FY2026 Progress on Key Initiatives Under the Medium-term Management Plan

B During the nine months of the first fiscal year of the Medium-term Management Plan “Change and Growth 2030,” steady progress has been made across all

4 key themes.
u Core i have seen impr in utilization ratios and contract unit prices, while in the growth areas of construction DX, craftsmen recruitment
agency, and productivity impr initiati ave prog d from building the foundation to impl. ion al pansi
- ‘ Craftsmen Recruitment e
Core Businesses Construction DX Productivity Improvement
Monthly utilization ratio Shifting from alliance to ¥ Moving from individual
A ¢ 4 3 Coverage expansion of ¥
has improved since June, implementation and 2 improvements to
f R PE IR customer touchpoints 2
reaching 93.0% in July commercialization phase company-wide BPR
= Monthly utilization ratio: 90.4% in u Strengthened partnership with ® The number of member companies in = Corporate DX Promotion Department
lay —92.4%in June — 93.0% in July SkymatiX through investment the National Construction Personnel newly established in June
= Contract unit price rose to 528.6 following a business alliance (June) Association surpassed 2,100 u Core systems replaced in July
thousand yen in Q3 (up 8.2 thousand = Linked the expansion of "Kumiki® = Expanded sales channels through ilizati
yon from Ty usage with the development of DX collaboration with RANU nd * lingritad prometion of Al ikaaton
® Meanwhile, the retention rate talent and their deployment to client DAISAN "
continues to be recognized as a key sites ® Partnerships with regional financial
challenge ® Revenue in value-added areas institutions expanded to Shizuoka
expanded and Saitama

Key strategies are making steady progress —
Growth areas are progressing from “foundation building” to “implementation and expansion.”

#Sou-ce for utilization ratic and coabact Ut pree. Consbuction Solutians (World Carmoration)

First, 1 will summarize our performance through Q3 in line with the key themes of our medium-term
management plan.

Nine months have now passed since the start of the first year of our medium-term management plan, “Change
and Growth 2030,” and we are making steady progress on all four of our key themes: our core business,
construction digital transformation (DX), craftsman recruitment agency, and productivity improvement.

In our core business, while the average utilization ratio for Q3 remained flat compared to the previous quarter,
it improved on a monthly basis starting in June and recovered to 93% in July. The contract unit price also rose
to JPY528,600 in Q3. On the other hand, the retention rate continues to be recognized as a key challenge.

In the area of construction DX, we are deepening our relationship with SkymatiX, moving from a business
partnership to an equity investment, and are advancing initiatives that link the expanded of “Kumiki” usage
with the development of DX talent and their deployment to client sites.

In terms of craftsman recruitment agency business, the number of member companies in the National
Construction Personnel Association surpassed 2,100, and through partnerships with BRANU, Daisan, and
regional financial institutions, our customer reach has expanded significantly.

In addition, to improve productivity, we established a new corporate DX promotion department in June and
replaced our core systems in July.

While we previously described the period up to Q2 as the stage where each strategy shifted from preparation
and initiation to execution, we view the past nine months, encompassing Q3, as a time when concrete steps
were taken toward further implementation and expansion.
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Chapter 01 ~ Nareru Group

Consolidated Financial Highlights for Q3 FY2026

[ ] Revenue grew 7.3% VuY due to an increase in the number of engineers and active personnel and hlgher contract unit prices, mainly in the Construction
ing profit declined 2.6% YoY due to i in human hen sales and recruitment capabilities, as well as
upfront lnvestmenls ln grﬂwth areas such as construction DX and craftsmen recruitment, but mmslned above plan.

1 9,229 million yen 2,203 million yen

Yov +7.3% Compared to Plan -4.4% Yo¥ -2.6% Compared toPlan  +12.5%

2, 144 million yen 1,5 12 million yen

YoY -2.8% Compared toPlan  +12.3% YoY -5.4% Compared to Plan +5.7%

| will explain the highlights of our consolidated financial results.

Revenue totaled JPY19,299 million, marking a 7.3% increase YoY. Revenue growth has been driven by an
increase in the number of engineers and active personnel and higher contract unit prices, mainly in the
construction solutions business.

On the other hand, operating profit totaled JPY2,203 million, representing a 2.6% decrease YoY. This is
primarily due to investments in human resources aimed at strengthening sales and recruitment capabilities,
an increase in downtime resulting from supply-and-demand adjustments, and upfront investments in growth
areas such as construction DX and craftsmen recruitment.

However, operating profit is currently 12.5% ahead of the cumulative Q3 forecast.

Although sales have fallen short of our targets, we have managed to exceed our profit targets while continuing
to make investments in growth.
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Chapter 01 ~ Nareru Group
Summary of Consolidated Financial Results for Cumulative 3Q

B The full-year earnings forecast remains unchanged at this time. While cumulative revenue through Q3 was below plan, profits remained ahead of plan. We
will review the full-year outlook based on busii prog in Q4, the impl ion of growth i and other relevant factors.

Q3 FY2025 Q3 FY2026 YoY Change Full-year Forecast
s ofyand Actual Composition Actual Composition ¢ Am’:um) Announced
Revenue 17,926 100.0% 19229 1o00%|  ‘73% 29,250 65.7%
Gross Profit 4,727 26.4% 5,019 26.1% e 7,400 67.8%
Operating Profit 2,261 12.6% 2,203 11.5% o 3,010 73.2%
Profit before Tax 2,207 12.3% 2,144 11.2% '2('_2{; 2,940 72.9%
Fai Ayt 1,598 8.9% 1,512 7.9% g 2,090 72.4%

Here is an overview of the income statement.
Revenue totaled JPY19,229 million, up 7.3% YoY, while gross profit totaled JPY5,019 million, up 6.2% YoY.

Operating profit was JPY2,203 million, down 2.6% YoY, while quarterly net income attributable to owners of
the parent company was JPY1,512 million, down 5.4% YoY.

Progress toward the full-year earnings forecast stands at 65.7% for revenue and 73.2% for operating profit.
While sales are slightly behind schedule, profits are exceeding projections.

Please note that, as of now, there are no changes to our full-year earnings forecast. We will continue to
balance improving the profitability of our core businesses with investing in growth areas.
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Chapter 01 d Nareru Group
Trends in Quarterly Consolidated Financial Results

I Revenue I Gross Profit, Operating Profit, Operating Margin

Millions of yen) {Millions of yen)
W= Gross profit WEE Operating profit .- Operating margin
6,560
6,392
6135 6232 6276
5807 5892 5898

5.599 16.6%
5215

N\J53%
4,987 14.9% 14.9'/ e

o/ \%&/Q/

s ¥ 1813
1,683 1.6 ’ 1645
1543 1484 1553 1510 1,560

These are the trends in quarterly consolidated financial results.
Revenue for Q3 on a standalone basis totaled JPY6,560 million, marking a record high on a quarterly basis.

Operating profit also came in at JPY848 million, showing an improvement from JPY724 million in Q1 and
JPY630 million in Q2.

The operating profit margin also improved from 9.9% in Q2 to 12.9% in Q3.
Even though we continue to invest in growth, we are seeing improvements in the operations of our core

business—such as recent improvements in utilization ratio and increases in average contract unit price—and
profitability also improved in Q3 on a standalone basis.
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Chapter 01 “ Nareru Group
Trends in Financial Results by Segment (Cumulative Q3)

Construction Solutions Business IT Solutions Business

Mmp Improve contract unit prices through optimized
Slntegy utilization ratio and value added via DX Create group synergies and achieve higher profitability

Revenue Segment profit Segment margin Total engineers Revenue Segment profit  Segment margin  Total engineers

17.350 mnyen 1,737 mnyen  10.0% 3,719 persons 1,879 mnyen. 153 mnyen 8.2% 389 persons
YoY: +8.1% Yo -4.4% Yov: 1.3 pt YoY: +120 persons YoY: -0.2% YoY: +37.0% Yov: +2.2 pt YoY: -38 persons

HWorkd Corpartion

I Trends in Quarterly Financial Results by Segment

=== Construction Solutions Business

== T Solutions Business — revy
618 623
E E 5,273 5,274 5,598 5,754)
Q1 Q2 Q3 Q4 Q1
FY24

..| Composition:
Approx. 10%

.| Composition
Approx. 90%

Q2 Q3 Q4 Qi Q2
FY25 FY26

Next, trends in financial results by segment.
The construction solutions business recorded revenue of JPY17,350 million, an increase of 8.1% YoY.

While revenue increased, driven by a rise in the number of engineers and higher contract unit prices, segment
profit fell by 4.4% YoY to 1,737 million, due to factors such as investments in human resources to foster growth.

However, quarterly revenue has been growing steadily, reaching JPY5,650 million in Q1, JPY5,754 million in
Q2, and JPY5,946 million in Q3.

In the IT solutions business, revenue was JPY1,879 million, remaining on par with the same period of the
previous year. Meanwhile, segment profit stood at JPY153 million, a 37% increase YoY, reflecting an

improvement in profitability.

Moving forward, our group will continue to focus on construction solutions as our core business while working
to improve the profitability of each of our business units.
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Chapter 01 “ Nareru Group
Analysis of Change in Operating Profit (v

B Personnel expenses increased due to the strengthening of our sales structure.

B We will continue growth investments based on the MTMP, and p impro to the r base of core businesses
and the blist of a busil fi lation for growth areas.

B We will continue to invest in growth areas such as the construction DX and craftsmen recruit t agency busi

{Millions of yen) Cost of Sales SG&A / Other Income and Expenses
1,302
s 6
2,261 6 2,203

403 i -194
i -162

+ Expansion of in-house personnel to
strengthen sales and recruitment
capabilities

« Promotion of development of the
system to monetize DX and BPO
areas

« An increase in total engineers due to
strengthened hiring

- Prolonged inactive period due to the
supply-demand adjustments

QOperating profit Revenue Personnel Hiring Other Personnel Hiring QOtherincome  Qperating profit

Q3 FV25 Actual expenses expenses expenses expenses an\zl{az:zizse Q3 FY26 Actual

| will now explain the operating profit compared to the same period of the previous year.

While the increase in revenue had a positive impact on profits, the rise in headcount resulting from expanded
hiring and the increase in downtime due to supply-and-demand adjustments weighed on profits.

We are also continuing to invest in growth areas, such as expanding our in-house staff to strengthen our sales
and recruitment capabilities, as well as in construction DX and craftsman recruitment agency services. These
investments are aimed at future growth in accordance with the medium-term business plan.

As a result, operating profit increased from JPY2,261 million in the same period of the previous year to
JPPY2,203 million.

We will continue to improve the earnings base of our core businesses and build a solid foundation for our
growth areas, while maintaining a balance with short-term profitability.
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Chapter 01 d Nareru Group
Analysis of Change in Operating Profit (compared to a3 FY2026 Pian)

B Although revenue fell below the plan, operating profit surpassed the plan due to flexible and agile hiring operations based on the
supply-demand balance, as well as cost control.

Milions of yen) Cost of Sales SG&A / Other Income and Expenses
Curbing personnel expenses
through hiring operations based 187 2,203
1,957 on the supply—dﬁmand balance 268 22
gz EE
1,875 '

Improved compared with
plan due to cost control

Curbing cost of sales
through optimized
hiring operations

-1,960
Operating profit Revenue Personnel Hiring Other Personnel Hiring Otherincome ~ Operating profit
Q; FV26 Plan expenses expenses expenses expenses aﬂ:‘afi);[:iZSe Q; FY26 Actual

Analysis of change in operating profit compared to Q3 FY2026 plan.

Although revenue fell short of the target, labor costs and recruitment-related expenses came in below budget

due to factors such as flexible and agile hiring operations based on the supply-demand balance, as well as
effective cost control.

In addition, as a result of our efforts to control expenses, including SG&A expenses, operating profit reached
JPY2,203 million, exceeding the planned figure of JPY1,957 million.

Regarding growth investments, we are managing operations to strike a balance with profitability by continuing
necessary investments while flexibly controlling hiring and costs in response to the business environment.
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N Nareru Group

Chapter 02

Major KPIs

Next, | will explain major KPls.

Chapter 02 - Construction Solutions (World Corporation) ~ Nareru Group

Major KPIs: Total Engineers, Active Engineers, Utilization Ratio

B Despite the 3Q average remaining flat compared to the previous quarter, the monthly utilization ratio has improved since June
and recovered to 93.0% in July, owing to the reinforced sales structure, optimized personnel deploy , and hiring operations
based on the supply-demand balance.

BN Total engineers N Active engineers —g— Utilization ratio (excl. trainees)

(Persons}
1Q: 91.3% 2Q: 91.9% 3Q:91.9%

A% 1% gpaw 0N K gnex Lo 00.1% 915% 924%  91.8%  919%  91.9%  go4y 924%  930%
— e

3687 3673 3675 3650 3658 369 3840 3786 3756 3719

3,599
3,404 []3440 3421

3494
3225 [W2ec W22 W22 W33 P35 Peos Wz

3,192 3,226 3,239 3273
3058 gm3055 2999
2,829 2,999

2611 2713

Q1 Q2 Q3 Q4 Q1 Q2 3 Q4 Nov. Dec. Jan. Feb. Mar. Apr. May Jun. Jul.
Fy24 Fy2s FY26

First, here is an overview of the construction solutions business, World Corporation.

The average utility ratio for Q3 was 91.9%, which was on par with Q2. We recognize that the effects of the
initiatives we have been implementing—such as reinforcing our sales structure, optimizing personnel
deployment, and hiring operations based on the supply-demand balance—are beginning to show in our
current utilization ratio.
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However, compared to 93.8% of the full-year plan, there is still room for improvement. The key focus for Q4
is to ensure that the recent improvements are not merely temporary, but rather to consolidate this level and

continue to raise it further.

Chapter 02

Major KPIs: Total Engineers, Active Engineers, Utilization Ratio

B Despite the lower-than-expected utilization ratio, the contract unit price rose primarily due to the acquisition of upstream

projects. The deploy of s who have c d their training to client sites has also progressed, resulting in an
improvement in the current utilization ratio.

[ Total engineers W Active engineers —@— Utilization ratio (excl. trainees)
(Persons)

Q1: 90.0% Q2:92.3% Q3:91.6%

A% g39% 93.7%

%
90.7% 933% 93.7% 93.6%

91.6%

912%  905%

90.5% 91.0%

427 430 429 428 426
403 308 204 an e a 407 407 402 397 389
372 L | B70 65 h70 b76 79 076 )
- - - B57 Bs54 bs2 Bss Los bso 51 pss
Qi Q@ Q3 Q4 a1 Q2 a3 Q4 Nov.  Dec Jan. Feb Mar.  Apr May  Jun sl
FY24 FY25 FY26

Our IT solutions business, ATIC.

94.2% 93.2%

- IT Solutions (ATJC) ~ NaFETUGioip

The average utilization ratio for Q3 was 91.6%. Although the quarterly average fell below that of Q2, on a
monthly basis, the figure bottomed out at 89.1% in April and then improved to 90% in May, 91.6% in June,

and 93.2% in July.

In addition to the deployment of engineers who have completed their training to client sites, the contract unit

price rose primarily due to the acquisition of upstream projects.

We will continue to improve our utilization ratio and enhance the value of our projects to boost our

profitability.
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Chapter 02 - Construction Solutions (World Corporation) “ Nareru Group
Major KPIs: Number of New Hires, Number of Resignations, Turnover Rate

B While promoting flexible and agile hiring operations based on the supply-demand balance, we continued to position the
i i as a key chall and p d initiatives to support certification acquisition and enhance engagement.

s New hires mmmm Resignations —e— Turnover rate

31.1%
- — e 298% 29.5% 29.4%

; i) Including 293
v - new graduates
Including 232 Including 200 2

new graduates 626 *| 1oy graduates

422 429 827

{Persons})

29.8%

357 346 352349 50

Fy24 FY25 FY26

Number of new hires and number of resignations in the construction solutions business.

In Q3, 294 employees were hired and 394 employees left the Company. As for hiring, we manage our
recruitment process flexibly, taking into account the balance between capacity utilization and project demand.
Meanwhile, the turnover rate rose to 34%, up from 33.3% in Q2.

The retention rate continues to be recognized as a key challenge. In addition to providing support for obtaining
professional certifications and strengthening our support system for engineers, we are implementing
structural measures to retain employees, such as the new human resources system launched this September.
| will explain the details later.
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Chapter 02 - IT Solutions {(ATJC) d Nareru Group
Major KPIs: Number of New Hires, Number of Resignations, Turnover Rate

L d-h

B We promoted development of a structure to expand into the IT support area. Hiring p ily , various
initi to retain i s were inued

s New hires W8N Resignations —e— Turnover rate
{Persons)

25.6%
24.6%

241%

57

a4
39 40

38
ol 35 36 35

21 22

Fv24 FY2s FY26

Number of new hires and number of resignations in the IT solutions business.
In Q3, 17 employees were hired and 30 employees left the Company, resulting in a turnover rate of 25.6%.

Recruitment has temporarily slowed as we are reviewing our talent portfolio and hiring policies in preparation
for expanding our business into the IT operations support sector. At the same time, we are continuing our
efforts to build the organizational structure needed for future business expansion and to retain talent, while
prioritizing profitability in our business operations.

Chapter 02 ~ Nareru Group
Major KPIs: Contract Unit Price

B Owing to impr in i " skills and prop: for i aligned with customers’ needs, contract unit prices for both businesses tracked
an upward trend.

I Construction Solutions (World Corporation) I 1T Solutions (ATJC)

(Thousands of yen}  Contract unit price {Thousands of yen) m Contract unit price

o 524 521 517 521 531 525 526 531 243

504 510 511 512 516 522 519 519 520 525 528 o

Here is the status of contract unit price.
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Contract unit prices for both construction and IT solutions are trending upward.

In the construction solutions segment, figures have risen steadily quarter by quarter: JPY520,000 in Q1,
JPY525,000 in the second, and JPY528,000 in the third. IT solutions also saw an increase, rising from
JPY526,000 in Q1 to JPY531,000 in the second and JPY543,000 in the third.

Amid a tight labor market, we are not only reviewing contract terms but also working to enhance the skills of
our engineers, propose personnel that align with client needs, and assign staff to projects that offer higher

added value.

We will continue to prioritize qualitative growth, which is driven by increased unit price, alongside the
expansion of our workforce.

N Nareru Group

Chapter 03

Progress on Growth Initiatives

Now, | would like to explain the progress of our medium-term management plan, Change and Growth 2030.
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Chapter 03

“ Nareru Group

Key Themes Based on the Medium-term Management Plan

WXL Improve competitiveness of core businesses mMnnetize construction DX business

Improve utilization ratio
and retention rate

Expected effects Higher profits in core businesses

m Expand craftsmen recruitment agency business

Expand craftsmen recruitment
agency model

Establishment of a new revenue source

Expected effects

Promote Implementation-based
Construction DX Model

Expected effects Higher contract unit prices, higher added value

Improve productivity

Conduct BPR and renew systems

Expected effects P inp ivi imization of costs

These are the growth strategies outlined in our medium-term management plan and the key areas on which

we are focusing this term.

From this point on, | would like to explain in detail what progress has been made on these four key themes

through Q3.

Chapter 03

~ Nareru Group

Improvement in the Revenue Base of Core Businesses — utilization Ratio x Contract Unit Price

B Efforts to reinforce the sales structure and optimize personnel d

ploy have progi d,

ing in a recent improvement in

the utilization ratio. The contract unit price has also risen, driven primarily by improvements in engineers’ skills and expansion
into high-value-added areas, showing progress toward improving the revenue base of core businesses.

Utilization ratio

(excl. trainees)

Monthly trend

May June July

904« > 924% > 93.0%

Q1 Q2 Q3
913% »> 91.9% » 91.9%

Clear improvement monthly since June
Quarterly average remains flat, but levels are trending upward
toward the end of the fiscal year

Contract unit price

{Thousands of yen)
Q1 FY25 Q2 FY25 Q3 FY25

516 » 522 > 519

Q1 Q2 Q3

520 » 525 » 528

Consistent quarterly growth driven by skill improvement and
expansion into high-value-added areas

We continue to recognize the retention rate as an important issue.
We will continue initiatives such as support for acquiring certifications, enhancing engagement, and
strengthening follow-up systems.

# Sowce for tilization ratie and castract un't pree. Constuctian Solutiars (World Camaration]

Improvement in the revenue base of our core business. Here, you can see two key KPIs—utilization ratio and

average contract unit price—presented side by side.
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The utilization ratio for Q3 was 91.9%, remaining flat compared to the previous quarter; however, on a
monthly basis, it showed a clear improvement, with May at 90.4%, June at 92.4%, and July at 93%.

Meanwhile, the contract unit price has consistently risen, standing at JPY520,000 in Q1, JPY525,000 in Q2, and
JPY528,000 in Q3.

Therefore, at this point, we believe that unit prices are steadily improving and that the current utilization ratio
has begun to rise. Going forward, it will be important to continue improving both of these areas
simultaneously so that we do not rely solely on simply increasing headcount but rather enhance the
profitability of our core business itself.

On the other hand, retention rates remain a challenge. | will explain the detail later.

Chapter 03 “ Nareru Group
Initiatives to Improve Utilization Ratio*

H In addition to the strengthening of our sales structure and optimized personnel deployment, reinforcement of initiatives to
improve engineers’ retention at their workplaces resulted in the utilization ratio trending toward improvement. We aim for
further improvement by the end of the fiscal year.

Utilization Ratio
FY2025 Actual 1Q 2Q 3Q FY2026 Plan

92.6% - > 91.9%  93.8%

(Reference: Q4 90.3%)

s " £ ] e di h : Promotion of engineers’ retention at their workplaces by enhancing
Senatisnarea tacdsecisaics actiities anaiimproNeie convelslon rate understanding of on-site operations and strengthening their mindset

® Area-Focused Sales Activities ® Strengthened training for interviewers
Based on the current number of unassigned engineers and the expected Deepened interviewers' understanding of on-site operations through
recruitment of engineers going forward, we identify areas where there are interviewer training to minimize the gap between the job description
insufficient job opportunities. Dedicated task forces are formed to explained during the interview and the actual duties, thereby increasing
condn{ct intensive sales activities in these areas and reduce the number of engineers’ retention at their workplaces.
unassigned engineers.

® Improving the Conversion Rate ® Introduced mindset training o
We provide intensive training to enhance our sales staff's proposal Introduced mindset training into the onboarding training program to set
capabilities in customer meetings, while increasing the involvement of new hires' mindset for job satisfaction and a positive attitude toward work
managers in such meetings, with the aim of improving the conversion rate. s as to increase their retention at their workplaces.

* Construction Solutions (World Corporation)

These are specific initiatives to improve utilization ratio.

Regarding the utilization ratio, we believe that the recent improvement is not the result of any single measure
but rather stems from our shift to a management approach that involves more granular control of the supply-
and-demand balance through both sales and recruitment efforts.

On the sales side, we are visualizing the supply-and-demand situation by taking into account the job roles and
experience levels of engineers currently on standby, project demand by region, and future hiring projections.
By identifying areas and job roles with project shortages at an early stage, we are managing our operations in
a way that allows us to flexibly adjust sales priorities and personnel assignments.
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In particular, for areas with significant supply-demand gaps, we are forming task forces to intensively develop
new business opportunities. Rather than waiting until a shortage arises to take action, we are working to
improve our sales structure so that we can proactively secure projects in advance.

In addition to simply increasing the number of projects, we are also implementing initiatives to improve the
accuracy and speed of the process—from proposal to contract signing and assignment—by more effectively
matching engineers’ experience and aptitudes with our clients’ needs.

In terms of hiring, rather than simply pursuing a specific number of hires, we are beginning to shift toward a
more flexible approach that allows us to adjust the characteristics and timing of the talent we hire based on
project demand and staffing levels by region and job type. Furthermore, we are strengthening our efforts to
minimize mismatches after employees join the Company by providing more specific explanations during the
hiring process regarding job responsibilities and work arrangements following assignment, with the goal of
facilitating early placement and retention.

We believe that our ongoing efforts to manage sales and recruitment as an integrated whole have led to the
recent improvement in our utilization ratio. We have not yet reached the level targeted in our full-year plan;
therefore, regarding Q4, we intend to ensure that this improvement is not merely temporary, but rather that
we solidify the current level and raise it even further.

Chapter 03 N Nareru Group
Initiatives to Improve Retention Rate*

" We ti to gnize the ion of engil as an important issue, and will continue to promote various such as ificati isition support
and enhancement of mentor-mentee program.
B We are currently in the phase of embedding these measures, and will further strengthen initiatives to improve the retention rate going forward.

Turnover Rate
FY2025 Actual 1Q 2Q 3Q FY2026 Plan

- > [
31.1% 34.0% 27.9%
Promotion of qualification acquisition Revision of the HR System for Engineers

= Enhanced qualification acquisition support = HR System Designed to Support Medium- to Long-Term
- A the ofi engineers with our preparation Career Development

v

courses and the industry-leading qualification allowances {*according to our + Starting in September 2026, we will revise our grade structure and introduce an
research) evaluation system based on objective criteria, enabling engineers to build their

careers with confidence over the medium to long term.
+ Expanded the scope of exam preparation courses to electrical, civil engineering, and

piping work, in addition to construction, and made it possible for engineers + Atthe same time, we will review salary increase levels with reference to those of

nationwide to participate competitors, with the aim of improving medium- to long-term retention.

- Promote retention at our company by increasing the number of employees who
obtain qualifications

157 engineers passed the Construction Management Technology
Certification for H2 FY2025
The total number of qualification holders: 573 as of August 2026)
» Canstrictian Salutians Wor d Carparation) . . 21

The retention rate continues to be recognized as a key challenge.

The turnover rate stood at 34% in Q3, which is higher than planned. For this reason, we are strengthening our
efforts to create an environment where engineers can continue working for the long term, through measures
such as support for obtaining professional certifications and revisions to our human resources systems.

Regarding support for obtaining professional certifications, we expanded the scope of exam preparation
courses to electrical, civil engineering, and piping work, in addition to construction. As a result, 157 engineers
passed the Construction Management Technology Certification for H2 FY2025, bringing the total number of
qualification holders to 573 as of August 2026.
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In addition, starting this September, we revised the HR system for engineers. To enable employees to build a
secure medium- to long-term career with our company, we have revised our job grade classifications and
implemented an evaluation system based on objective criteria. In addition, by reviewing salary increases for
engineers based on industry standards, we aim to foster long-term retention.

While these measures will not immediately reduce the turnover rate, we are currently in the process of
implementing them throughout the organization. By consistently and diligently working on this, we will
achieve a significant improvement in retention rates.

Chapter 03 ~ Nareru Group
ConStrUCtion DX — From Alliance to Commercialization Phase

B We have strengthened our partnership with SkymatiX through a business alliance and on-site impl ion. By exf
opportunities to use “Kumiki” and linking the development of DX talent with their deployment to client sites, we will pursue
monetization in value-added areas.

Q1 FY2026 Q2 FY2026 Q3 FY2026 (June) Q4 onward FY2027-

Usage Expansion
Investment & DX Talent Monetization
Development

Business On-site
Alliance Implementation

Purpose of the Investment

EXpanding apporiinities tnse E Kamiki® Strengthening the link between DX talent Strengthening the construction DX
it 9 oppo development and on-site deployment promotion system

Expand opportunities to implement the spatial Design the development of DX talent, utilizing gthen systems for i ion and
data integration platform through our customer tools such as “Kumiki Training,” and their adoption support, expanding revenue streams into
base and on-site interactions deployment to client sites as a single cycle DX talent staffing, contract work, and BPO

We will deepen the integration of “Talent x Technology”
to establish value-added areas as a revenue model.
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This is our construction DX business, a new business area.

Our partnership with SkymatiX began with a business alliance in Q1; following on-site implementation in Q2,
we made an investment in Q3 to further strengthen our partnership.

The purpose of this investment is not merely to acquire a stake in SkymatiX, but to leverage our customer
base and connections with construction sites to expand opportunities for using its cloud-based service Kumiki,
a spatial data integration platform, while also establishing a circular model for developing our DX talent and
assigning them to client sites.

Rather than developing DX tools ourselves, we aim to facilitate their implementation and adoption at
construction sites by effectively combining superior technologies—such as those from SkymatiX—with our
own on-site personnel and field connections.

Looking ahead, in addition to our current staffing services for construction ICT support, we will expand our
revenue streams to include contracting and BPO services specialized for the construction industry, and we will
establish these high-value-added areas as our new revenue model.
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Chapter 03 N Nareru Group
Expansion of Value-added Revenue Model

B Expand revenue streams into DX support and BPO through icalli with ion DX ies, starting from our human resources base.
Aim for the qualitative improvement of our revenue structure and the enhancement of our corporate value over the medium to long term by
accumulating added value.

B Revenue in value-added areas (construction DX talent staffing, contract work, BPO) steadily expanded, reaching 273.9% year on year and 115.6%
compared to Q2 of FY2026.

Future revenue model Revenue growth in value-added areas

Existing revenue mode I Total of construction DX talent staffing, contract work, BPO, etc.
M—o Year on year Compared to Q2 FY2026
FY2025 3Q - FY2026 3Q FY2026 2Q — FY2026 3Q
More than 3,700
Human resources base) 2 7 3 9 1 1 5 6
I% «O0%

Value-added revenue model Business
partners
(Customer Implementation-based
Staffi : p
base) I Expansion Trend Construction DX Model
] X

wallf Nareru Group

Alliance

Expansion to BPO and
Contract work

Construction DX tools ~
suppliers BPO /Sg:"l’(‘:“"e“ — Accumulate added-value to reinforce the
I - = 3 qualitative improvement of our revenue

FY2025 FY2026  FY2026 stdctite
: © 23

This concerns the progress | have just explained regarding monetizing our new business areas.

Revenue from value-added areas in the construction DX sector—such as staffing, contracting, and BPO—is
growing steadily, up 273.9% YoY and 115.6% compared to Q2 of FY2026. Although its contribution to the
consolidated financial results as a whole is still limited, what is important is that multiple revenue models—
including not only traditional staffing services but also DX staffing, hands-on support, contract work, and
BPO—are beginning to take shape.

We are not aiming to be a company that grows simply by increasing the number of temporary workers we
place. The goal is to increase the amount of value added generated per person and per company while
leveraging our existing workforce and customer base. By combining our talent pool of over 3,700 employees
and the customer base we have built over many years with the technological capabilities of external
construction DX providers, we will continue to create new value for the construction industry in the future.

We intend to continue increasing the number of projects and our track record, and in the medium to long
term, we aim to develop this business area into a new source of added value—second only to our core
business—and one of our future pillars of revenue.
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Chapter 03 i i N Nareru Group
Craftsmen recruitment agency business:

Coverage Expansion of Customer Touchpoints Through External Partners

B Leveraging the network of regional financial instituti and other or izati centered around the National Construction
P 1 iation, to expand hp with specialized construction companies and other construction businesses.
Accelerating busi growth by expanding the use of craftsmen recruitment agency services

Regional financial institutions National Construction Personnel BRANU
The Seishin Shinkin Bank, RO ]
Tise S altantakien Shinkin Bani, e, Association Construction DX customer base

Leverage the network of regional financial Leverage a nationwide network of
to expand with Member companies = construction businesses to expand awareness
construction businesses nationwide and usage of “Sholunin Scout”

DAISAN Exceeded 2 '} 1 00 Non-life insurance companies, etc.
Networl of specialized construction companies One of the few organizations nationwide holding Customer network

Fo 2 a license for paid employment placement services 7 =
Expand opportunities to provide craftsmen for construction work Enhance services by expanding value
and other talent recruitment agency services, ======p- (Our group company) Ap— propositions toward “Hiring (Offense) x
etc., through the company’s customer base Retention (Defense)”

Expanding customer touchpoints with construction businesses by leveraging
the network of external partners

- Toward the growth of the craftsman recruitment agency business
Cop i 24

Next, I'd like to explain our craftsman recruitment agency business, which is one of our key business areas.
A key area of progress through Q3 has been the expansion of customer touchpoints through external partners.

Our group’s National Construction Personnel Association is one of the few organizations in Japan to hold a
license for paid employment placement services in the construction industry, and its membership has
surpassed 2,100 companies.

In addition to our company’s proprietary business foundation, we leverage the networks of regional financial
institutions—such as Seishin Shinkin Bank and Saitamaken Shinkin Bank—as well as those of companies like
BRANU, Daisan, and property and casualty insurance companies, each of which maintains its own network of
construction contractors.

Rather than relying solely on our own sales efforts to acquire all customers, we plan to expand our reach to
specialized contractors and other businesses through the networks of our partner companies. By doing so, we
aim to increase awareness of and expand usage of “Craftsman Scout,” our proprietary direct recruitment
service designed to match clients with skilled tradespeople.

In other words, we are not aiming for a business model where customer growth depends on continuously
increasing our in-house sales force; rather, we are working to create a model that leverages external networks
themselves as our customer touchpoints to expand our market more efficiently.

We are currently in the process of transitioning from the phase of building this customer base to the phase of
increasing the number of successful matches and boosting revenue.
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Chapter 03 N Nareru Group
Progress on the Construction Talent Platform Initiative

B Rather than an increase in individual initiatives, all efforts are converging on the “Construction Talent Platform.” The elements of
talent, networks, and technology are coming into place.

Canstruction management talent Craftsmen talent Corporate network Technology

Wiaeid b rporation NCPA / CONTRAFT il "‘e::r’f"':r: extemal SkymatiX / Arent / BRANU

= Over 3,700 engineers ® License for paid employment ® Over 2,100 member companies = Spatial data integration platform
= Model for hiring and training placement services for construction ® Partnerships with regional financial “Kumiki*

inexperienced workers work institutions = Construction DX platform
u Customer base of general contractors = Shokunin Scout (DR-type service)  Collaboration with DAISAN, non-life = Development and on-site

and subcontractors = Development of craftsmen database insurers, etc. implementation of DX talent

Construction Talent Platform
A foundation that consistently handles the entire process of “recruiting, developing, connecting,
and utilizing on-site” for construction talent
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| will now explain how the initiatives | have described so far fit into our medium- to long-term growth strategy.

The construction DX initiatives, craftsman recruitment agency service, and various partnerships with external
companies that our company is pursuing are not being developed as separate new business ventures. Our
ultimate goal is to build a broader business foundation that serves the people in the construction industry.

Our company has a workforce of over 3,700 construction management professionals and a customer base
built up over many years of business. Added to this are the network of skilled workers through the National
Construction Personnel Association, more than 2,100 member companies, and the corporate networks of
external partners.

Another important aspect is construction technology developed through partnerships with companies such
as SkymatiX, Arent, and BRANU. In other words, the Nareru Group is now beginning to bring together these
three pillars: talent, corporate networks, and technology. Rather than letting these remain as isolated points,
we will connect them to form a broader, integrated whole in the future. We aim to evolve into a company
that provides comprehensive support—from recruiting and training construction professionals to connect
them with opportunities and ensuring they are effectively utilized on-site.

This is the construction talent platform we have in mind.

Furthermore, we plan to accumulate and utilize data on employees’ experience, skills, certifications, and on-
site performance, with the goal of evolving our platform into a foundation that more effectively connects
people, companies, and construction sites.

Of course, at this point, it's still work in progress. However, what was once just a concept has, over the past
nine months, begun to take shape little by little as concrete business assets—namely, talent, corporate
networks, and technology.

We view this as one of the major achievements in the first year of our medium-term management plan.
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Chapter 03 “ Nareru Group
Initiatives to Improve Productivity

B To address increased workloads associated with business growth, promote a shift from human-based operations to a reproducible

operational foundation based on “ i ion, and digital utilization.” Aim to decouple sales growth from SG&A
expenses. Starting in Q4, we launched a project to improve sales productivity by redesigning the sales organization and k
processes.
November 2025 to April 2026 As 026 m Scheduled to go live in July 2026
Al Boost Project Estabhs!\ment of Corporate DX Repl t of core sy
Promotion Department
Fron-line-led inriarives to improve operational efficiency and _ % Strengthen bus ness shrough renewal of <h
develop Al specialists Company-wide bus sse shif: based on BPR o b
POINTS Major roles POINTS

W Company-wide six-momh boot camp
W Al participants buik: Al zools <o resolve challenges their
own divisions face

W Plan to replace existing core systems with those we have
been preparing for in July 2026

Expected effects

W Improve matching funcions for core businesses fincrease
<he accuracy of oprimization between zalent and projeczs)

Overview of the project

W Cukivate "Al boosters” wihin the entire company who can
resalve challenges at their workplaces and develop tools
wizh no-code Al

B Ensure scalability including integrasion with various systems
and apps. and accelerate deploymen of intiatives 0
improve producivity

B Evoleinto a platform that suppors future business grovh
bascd on Al wilization, automation, data utlization

Organizational structure / Background of
establishment

W Identify challenges their own divisions face = An Al
advisor and a coach offer one-on-one accompaniment-
bascd suppor: — Implemen: and operate defiverables

B Implementthe deliverables in wide-ranging business
fiekds including accounting, recruitment, and salcs
operations, enhance indirec: operasions, and shift
resources to operations in the value added arca

126

Here is an explanation of the fourth key theme: improving productivity.

As our company expands its business operations in the future, we need to shift away from a structure where
administrative tasks and SG&A expenses increase in proportion to sales growth. For this reason, we are
moving toward a business infrastructure based on standardization, automation, and the use of digital
technology within the company, shifting away from business operations that rely on manual processes.

First, starting in November 2025, we launched the Al Boost project, in which employees from each department
identified business challenges on their own and developed improvement tools using Al.

As the next step, we established the corporate dx promotion department in June of this year and are evolving
our initiatives from individual operational improvements to company-wide BPR, standardization, and
automation.

In July, we replaced the core systems that support our core business.

In addition, starting in Q4, we have launched a project to improve the productivity of the sales department
through the redesign of our sales organization and business processes.

Going forward, we will build a business foundation that ensures SG&A expenses do not continue to rise in
tandem with revenue growth by improving the accuracy of matching talent with projects, integrating with
various systems, and advancing the use of Al and data.
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Chapter 03 N Nareru Group

Progress in the First Fiscal Year of the Medium-term Management Plan and Key Themes from Q4 Onward

B The first fiscal year of the Medium-term Management Plan saw progress in improving the revenue base of core busi and buildinga L
foundation in growth areas
® From Q4 onward, we will further adh the impl ion and expansion of each initiative to hen the busi dation in growth areas,
focusing on construction DX and craftsmen recruitment
Key Themes ORIEE AT S S Priorities for Q4 and beyond
in the first fiscal year |
Core Businesses Revenue base built on improvements in the current Stabilize the level of utilization ratio and improve
KPI improvement utilization ratio and rising contract unit prices retention rates
Construction DX Shift from business alliances to capital alliances / Expand sales in value-added areas and establish a
Forming a revenue model Expansion into value-added areas revenue model
g;aef':z;nen recruitment Over 2,100 member companies and the network of Increase the ber of su sful hes and
Buikding a customer base external partners launch revenue contribution

Productivity improvement . Decouple revenue growth from increases in SG&A
Buildi BPR promotion system and core system renewal
uilding a management base expenses

FY2026: “Foundation Building and Implementation”
- FY2027: “Expanding Implementation and Strengthening the Business Foundation”
Steadily building the foundation for growth in the second half of the Medium-term Management Plan
" 27

Lastly, | will explain my view on the progress of the medium-term management plan.
Looking back on these past nine months, | don't think everything went exactly as planned.

In our core business, contract unit price is rising steadily, and we are beginning to see signs of improvement
in utilization ratio. On the other hand, the retention rate continues to be recognized as a key challenge.
Regarding this matter, the Company will continue to address it earnestly from Q4 onwards and further
enhance the competitiveness of our core business itself.

Conversely, we believe that our business foundation for future growth has made significant progress over the
past nine months, focusing on construction DX, craftsman recruitment agency, strategic partnerships with
external companies, and internal BPR and system reforms.

Although these may appear to be different initiatives when viewed individually, we are not pursuing them as
separate measures. Our strength lies in our talent, customer networks, technology, and the internal
infrastructure that supports them.

Looking ahead to 2030, we believe that the management assets necessary for the Nareru Group to achieve
its next phase of growth have gradually taken shape over the past nine months.

In our medium-term management plan, we have designated the current fiscal year as a period for building
and implementing a foundation, and the next fiscal year as a period for expanding implementation and
strengthening our business foundation. If the past nine months were the “building phase,” then from here on
out, we enter the “phase of scaling” what we’ve built into a business and turning it into tangible growth and
revenue.

Of course, our core business is the foundation for all of this. We will solidify improvements in our current
utilization ratio and directly address the challenge of employee retention, while simultaneously nurturing our
next areas of growth: construction DX, craftsman placement, and our construction talent platform.
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Strengthening our existing businesses and building the next pillars of growth: We believe that moving forward
with both of these at the same time is the most important thing for the Nareru Group right now.

In Q4 and looking ahead to the next fiscal year, we will transform the management assets we have built up
over time into concrete results, one by one. We will continue to steadily achieve growth as we move toward

2030.

This concludes my explanation. Thak you for your kind attention today.
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Question & Answer

Moderator [M]: We will now move on to the Q&A session. To ask a question, please enter your question in
the box on your screen and click “Submit.” We will read out the questions you have submitted, and a company
representative will provide answers to them.

| will read out the question we have received prior to the Q&A session.

Participant [Q]: In your medium-term business plan, in addition to organic growth, you have identified M&A
and partnerships with external companies as growth strategies.

What approach will you take toward M&A going forward? Will the focus be primarily on projects that
complement your current businesses—such as construction DX and talent areas—or could projects that lead
to the expansion of your existing businesses also be considered? Please explain this in conjunction with the
concept of fiscal discipline.

Mitsui [A]: Thank you for your questions.

First, regarding M&A, one key aspect of our approach is that we do not limit our considerations to specific
areas. Furthermore, while our core business is the dispatch of construction management engineers, we
believe it remains important to further strengthen or expand this very business foundation.

For this reason, we intend to continue exploring opportunities that are highly compatible with our existing
businesses and have the potential to expand our customer base and talent pool; we also believe that M&A
aimed at scaling up our operations could be a viable option.

At the same time, this medium-term management plan outlines a strategy to drive growth in areas such as
construction DX, craftsman recruitment agency, and productivity improvement, in addition to construction
management staffing. In these areas, by incorporating capabilities, customer bases, technologies, personnel,
or know-how that we do not currently possess—as mentioned earlier, we intend to actively explore
opportunities that will enable us to accelerate the development of such a platform, with an eye toward our
future vision for a construction talent platform.

Therefore, | believe that M&A does not necessarily have a single objective; rather, there are multiple types of
M&A, such as expanding the scale of existing businesses, complementing capabilities in growth areas, or
accelerating market entry or business launches.

Ultimately, however, our primary focus will not be on the scale of the project or the business sector itself;
rather, we will place great importance on factors such as the potential for synergy with our existing businesses,
how the acquisition contributes to enhancing corporate value, and whether the expected return justifies the
investment.

While organic growth remains our fundamental approach, we will adopt a flexible stance toward deals that
allow us to “buy time” or acquire business foundations—such as infrastructure that would otherwise take us
a long time to build independently—provided we maintain financial discipline.

Participant [Q]: Regarding the utilization ratio in the construction solutions business, the average for Q3 was
91.9%, remaining flat compared to Q2; however, on a monthly basis, the rate bottomed out at 90.4% in May
and improved to 92.4% in June and 93% in July.
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| believe the utilization ratio has been recognized as a key challenge for the Company's performance up to
now. How do you assess the recent improvements? Also, can we assume that this improvement will continue
in the future? Please explain this in the context of the full-year plan of 93.8%.

Shibata [A]: Thank you for your questions. |, Shibata, will answer the questions.

The average for this Q3 was 91.9%, which remained flat compared to Q2, but a trend toward improvement is
beginning to emerge. | feel that our ability to manage sales, recruitment, and engineer assignments as an
integrated whole—and to operate with greater precision by closely monitoring demand by region and job
type—is now improving, and this is beginning to yield results.

In short, | believe it is crucial to shift toward a proactive approach—actively securing projects ahead of time—
rather than simply reacting after a project arises, which would be too late and lead to idle time. This involves
understanding the distribution of engineers and future hiring plans across different regions, as well as
identifying where construction projects will emerge, all while accounting for supply-demand gaps.

Furthermore, | believe that to take it one step further and increase the utilization ratio itself, we need to
ensure that projects and talent are matched effectively and to strengthen the system itself.

In the past, matching projects with engineers relied heavily on the experience and capabilities of individual
sales representatives and managers. However, | do believe that simply performing mechanical matching
based on the projects currently held by each individual—including less experienced sales staff—does not
necessarily lead to optimal resource allocation for the company as a whole.

Going forward, as a department, we plan to establish a new function to oversee the cross-functional matching
of projects and personnel, and we intend to thoroughly strengthen this function.

| also believe we need what might be called a “strategic shift” in our matching process. Rather than simply
aiming for a perfect alignment of a project's requirements with an engineer's preferences and experience, we
need to thoroughly assess the individual's background and aptitude. We must take a flexible approach to
factors such as location, project content, and the client's minimum experience requirements, judging the
extent to which a match is feasible. Our goal is to move away from leaving these judgments entirely to
individual sales representatives and instead ensure this process is executed as a cohesive function of the sales
organization. By doing so, we believe there is still plenty of room to connect job opportunities and candidates
that have not been matched so far.

As | explained earlier, by balancing supply and demand—specifically, by more accurately matching existing
projects with available talent—we intend to further improve our utilization ratio.

Of course, while there is still room for improvement compared to the 93.8% target in our full-year plan, we
believe that our goal is not simply to temporarily boost this figure, but to transform our business operations
so that we can consistently achieve and maintain high utilization ratio.

Participant [Q]: The turnover rate for Q3 was 34%, up from 33.3% in Q2. This is also a high level relative to
the full-year target of 27.9%. | understand you are implementing measures such as support for obtaining
professional certifications and revisions to your HR system. When do you expect these measures to begin
showing results?

Shibata [A]: Thank you for your question. | understand that your question is about retention rates.
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As | mentioned earlier, we continue to recognize employee retention as one of the Company’s most critical
management challenges. The Q3 turnover rate stood at 34%, and as a manager, | frankly acknowledge that
we have not yet been able to improve this situation.

While | don’t believe there is a single reason for the resignations, looking back on the first three quarters, |
recognize that one factor driving up the resignation rate was the increase in the number of engineers who
resigned while on standby during a period of low utilization.

This ties in with what | just explained about utilization ratio, but the first step is to effectively reduce idle time
itself. We will need to assign them to a work site that suits them as soon as possible. | recognize that this is
very important.

On the other hand, | do not believe that this retention issue can be explained solely by the standby period.
Due to the nature of construction management and construction staffing jobs, technicians work on clients’
job sites every day. For this reason, | believe that unless we make a conscious effort to create points of contact
with the company, a gap is bound to develop between the company and the engineers. We are placing a great
deal of emphasis on this right now.

Chapter 04

Initiatives for Retention (Engagement Enhancement)

“ Nareru Group

B Fully deploy multiple initiatives to strengthen engineers’ sense of belonging and connection with the organization. Build an organizational base that

use video streaming)
| 2

pports engi s T at their workplaces, with both employee-led activities and information tr by the g t team.
Topic-based meetups Establishment of employee clubs World Communication

=L FilE{E
EXn

Objective / probl T Objective / probl i

) 9 )

Objective / problem solving

Create interactions among engineers and touchpoints with
the company. Foster a sense of belonging to prevent
isolation

Progress in initiatives

+ Held every month from January 2026,

+ Participants have increased each time. Currently held at
venues outside the company

Build communities that transcend organizational and
occupational barriers. Improve engagement through
employee-led activities

Progress in initiatives

+ Launched 11 clubs that are officially recognized within
the company

+ Over 550 engineers participate

Improve engagement by closing information gaps between
the management team and on-site personnel

Progress in initiatives

« The first episode was streamed in February 2026.
Representative Director Shibata and other management
members appeared to directly share management

information

+ Continue to stream content on topics such as the MTMP,
BPR, retention initiatives,and the Sales Headguarters 35

In fact, since the beginning of this year, we have been holding monthly themed networking events in Tokyo
to bring engineers together, share important company updates in person, and intentionally create
opportunities for engineers to communicate with one another and with office staff.

Of course, not everyone will be participating in this event. However, if we limit the scope to those engineers
who do participate, the turnover rate itself tends to be very low. Fortunately, the number of participants is
increasing every month.
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We view this as a significant insight. In other words, | believe it’s incredibly important not just to focus on
external factors like salary and benefits, but also to create as many daily opportunities as possible for
engineers to feel that they belong at this company and that the company truly values them.

Through this themed networking event, we’ve seen some encouraging results at our Tokyo headquarters.
Starting this month of September, we will begin holding such networking events at our Kansai branch as well.

Of course, | do not believe that retention rates will stabilize or improve solely through networking events and
gatherings. In addition to increasing our daily interactions, whether online or offline, | believe it is important
to strengthen the structure of the technical support division, which assists engineers. Rather than simply
increasing the number of staff in the division, we must focus on improving their ability to listen and respond
effectively.

Building on that, the focus is on how to minimize hiring mismatches, ensure rapid assignment to appropriate
roles with solid follow-up, and support engineers in obtaining certifications—while also linking these efforts
to performance evaluations and compensation through the HR system | mentioned earlier. And this will
enable our engineers to chart their own medium- to long-term career paths.

| believe these initiatives are part of the series of measures related to our HR system that | explained earlier.
First, we must firmly establish three things: ensuring engineers can work in suitable environments,
maintaining a strong connection with the company, and creating an environment where working here fosters
growth and allows them to envision their future. | believe it will take some time for these results to be fully
reflected in the numbers, but from a management perspective, | intend to make this our top priority and
address it thoroughly.

Participant [Q]: While improving productivity is one of the key initiatives in the medium-term management
plan, there has been an increase in concrete initiatives such as the establishment of the corporate DX
promotion department, the overhaul of core systems, and the promotion of Al utilization and BPR. What kind
of impact do you think these measures will have on your company's financial performance going forward?
Also, could you tell me how long it may take for the effects to become apparent?

Mitsui [A]: Thank you.

First, regarding the goal of improving productivity, it is important to note that this is not simply about cutting
costs. Our goal is to build a scalable business infrastructure that ensures management costs and workload do
not increase proportionally as the business expands.

In our business, as the number of engineers increases, the workload associated with functions such as
recruitment, sales, HR and labor affairs, and accounting also rises dramatically. If we continue to expand our
operations using the same business processes as before, even if sales grow steadily, SG&A expenses will
increase at the same rate. | believe that reexamining business processes themselves and shifting toward a
business design that incorporates the use of systems and Al will lead to the productivity improvements
outlined in this medium-term plan.

Regarding our initiatives through Q3, as previously mentioned, we established a corporate DX promotion
department in June and replaced our core systems in July. Furthermore, since entering Q4, we have launched
a project to boost sales productivity by redesigning our sales organization and operational processes.

We aim to create an environment where people can devote their time to higher-value-added tasks by
standardizing or automating routine operations to boost productivity in sales, recruitment, and back-office
functions. We would appreciate it if you could understand that we are currently moving forward in stages
with our efforts toward company-wide BPR, taking it a step further than individual operational improvements.
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Finally, regarding this timeline, since investments in systems and human resources will take precedence in the
short term, | don’t expect to see significant results or effects right away. In our medium-term management
plan, we have designated the current fiscal year and the next as a phase of upfront investment, so we intend
to steadily move forward with initiatives aimed at improving productivity alongside these investments. We
expect the results of this investment to become apparent during the profit growth phase starting in the fiscal
year after next.

Our ultimate goal is to decouple revenue growth from increases in SG&A expenses and establish a structure
that allows us to improve profit margins over the medium to long term, even as we continue to expand our
operations.

Participant [Q]: In this financial results presentation, items such as the dispatch of construction management
engineers, the craftsman recruitment agency, and construction DX—which had previously been explained
separately—have been consolidated into a single concept known as the “Construction Talent Platform.” From
an investor's perspective, | believe it is important to understand how each business is interconnected and
what kind of revenue model and competitive advantage this ultimately leads to. Please tell me how | can
assess the overall picture and progress of this project.

Shibata [A]: Thank you for your question.

Regarding the concept of a construction personnel platform that | briefly explained earlier, this is an area |
wanted to highlight in these materials as a particularly important theme.

First and foremost, | want to make it clear that our goal is not simply to tack a few new business ventures onto
our construction management staffing services to increase or expand our revenue. More broadly speaking,
we aim to build a human resources infrastructure that supports the industry, with a focus on those working
in the construction sector.

The construction industry is undoubtedly facing a future that demands solutions for labor shortages, an aging
workforce, the need for improved productivity, and the transfer of skills—and “construction DX" is entering
the picture amidst these challenges. In short, the industry is currently confronting a massive structural
transformation.

Yet, ultimately, it is people who actually drive operations at construction sites. It is only when site supervisors,
craftsmen, specialized contractors, general contractors, and subcontractors come together at each
construction site that a building is actually constructed.

| believe that if we truly want to improve productivity in the construction industry, we need to do more than
just introduce new systems; we must also significantly improve the flow of people throughout the industry—
including understanding where specific people are located, what kind of experience and skills they possess,
and where they can be most effective.

In that regard, | believe that our Nareru Group already possesses a very significant and distinctive asset. First,
we have over 3,700 existing construction management engineers. We do business with a wide range of clients,
from major general contractors to local general contractors and subcontractors.

Another distinctive feature—and one of our company’s strengths—is that we are expanding our network of
contacts with skilled craftsmen and specialized construction companies through the National Construction
Personnel Association and Contract. As | mentioned earlier, the number of member companies has now
exceeded 2,100. In addition, through partnerships with companies such as SkymatiX, Arent, and BRANU,
initiatives have begun to support the practical implementation of these technologies in the field.
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In short, the Nareru Group is now beginning to bring together these three pillars: talent, corporate networks,
and technology. We have no intention of ever ending this as just another business venture. We aim to
integrate construction staffing, construction management staffing, craftsman recruitment, DX talent, as well
as implementation and onboarding support, and BPO—all under a single customer base and a single talent
pool.

| believe it is important for our company to compile data on the career paths of these employees—specifically,
what kind of education they have received, what qualifications they hold, and what kind of experience they
have gained in various work settings—over the medium to long term.

If that happens, in the future, it won’t just be about the traditional model of deciding who to assign to a
project; instead, we’ll be able to provide more precise support—such as determining where a particular
person should be assigned next to foster their growth, which site will allow them to perform at their best, and
what kind of person would be the best fit for the client. | believe we’ll be able to provide such support with
even greater precision in these areas, and | feel that this in itself will become one of our greatest strengths,
leading our clients to specifically request our services.

If this becomes a reality, we believe it will be of tremendous value to both our clients and talent, and that
partner companies will be able to access the necessary talent and skills more quickly and at the right time.
From the workers’ perspective, even if they change companies, the experience, qualifications, and skills they
have accumulated will be properly recognized as valuable assets and will help them advance in their next
career. From the perspective of the industry as a whole, this will enable the dwindling number of construction
workers to achieve higher productivity in more suitable positions. That will become the human resources
infrastructure that the construction industry needs—and that we are currently striving to build. We intend to
develop the company into that kind of organization in the future.

Of course, this isn't something that will be completed overnight. However, we aren't starting this project from
scratch. Building on the talent pool and customer base we have built up over many years through construction
management staffing, we are now beginning to expand our network to include craftsman and specialized
construction companies. As we forge partnerships with technology firms, we are also starting to implement
BPO and DX solutions on-site.

I now believe that the individual points we have been accumulating have finally come together to form a line,
and the time has come to expand this line into a plane.

To our investors, | would like to transform Nareru Group from a company evaluated merely by the number of
engineers it dispatches into one judged by the extent to which we connect people and companies within the
construction industry, enhance the value of individuals, and support the industry itself.

| apologize for the somewhat abstract nature of this answer, but one key point is my belief that—as a listed
company—it is crucial for us to shift away from being valued based on the valuation multiples typical of
construction site management staffing agencies and, instead, elevate our standing by demonstrating the
broader value we create. Another key point, | believe, is whether we can create a system that ensures the
construction industry itself continues to function—even as the population declines—and whether our
company will be the one chosen to play a role in that system.

In terms of KPIs—one of the metrics used for evaluation—for the craftsman recruitment business, these
naturally include the number of referrals, the number of direct-recruiting products implemented, and the unit
price. Another source of revenue is the recurring revenue generated from onboarding support for personnel
at various DX companies—specifically, the number of people onboarding each month and the corresponding
revenue that accumulates—as large-scale projects are scheduled to begin in the next fiscal year.
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Finally, regarding the BPO sector—a key area of focus—we intend to establish precise internal KPIs tracking
metrics such as the number of projects, monthly revenue, and the number of project managers secured. Our
goal is to prepare data that can be clearly disclosed as a distinct new business line—separate from our
construction management dispatch services—starting next fiscal year.

Starting with our construction management staffing services, we intend to move forward with the goal of
becoming a company that meets new industry needs while firmly strengthening our core business. We look
forward to your continued support.

Moderator [M]: Since we’ve run out of time, we’ll wrap up the Q&A session here.
Finally, President Shibata will deliver a few remarks. President Shibata, please go ahead.
Shibata [M]: Thank you very much for taking the time to join us today.

As | mentioned today, we still face challenges, and there are certainly areas that need improvement. We are
firmly committed to strengthening our core business while also steadily moving forward with initiatives aimed
at future growth.

As we look toward 2030, | am personally committed to ensuring that the Nareru Group grows significantly—
by one or even two more levels—so that we can become a company that truly lives up to everyone’s
expectations.

We sincerely appreciate your continued understanding, support, and encouragement for the Nareru Group.
Thank you.

[END]
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Disclaimer

JPX Market Innovation & Research, Inc. (“JPXI”) reserves the right to edit or modify, at its sole discretion and
at any time, the contents of this document and any related materials, and in such case JPXI shall have no
obligation to provide notification of such edits or modifications to any party. This event transcript is based on
sources JPXI believes to be reliable, but the accuracy of this transcript is not guaranteed by us and this
transcript does not purport to be a complete or error-free statement or summary of the available data.
Accordingly, JPXI does not warrant, endorse or guarantee the completeness, accuracy, integrity, or timeliness
of the information contained in this event transcript. This event transcript is published solely for information
purposes, and is not to be construed as financial or other advice or as an offer to sell or the solicitation of an
offer to buy any security in any jurisdiction where such an offer or solicitation would be illegal.

In the public meetings and conference calls upon which JPXI’s event transcripts are based, companies may
make projections or other forward-looking statements regarding a variety of matters. Such forward-looking
statements are based upon current expectations and involve risks and uncertainties. Actual results may differ
materially from those stated in any forward-looking statement based on a number of important factors and
risks, which are more specifically identified in the applicable company’s most recent public securities filings.
Although the companies may indicate and believe that the assumptions underlying the forward-looking
statements are accurate and reasonable, any of the assumptions could prove inaccurate or incorrect and,
therefore, there can be no assurance that the anticipated outcome described in any forward-looking
statements will be realized.

THE INFORMATION CONTAINED IN EVENT TRANSCRIPTS IS A TEXTUAL REPRESENTATION OF THE APPLICABLE
PUBLIC MEETING OR CONFERENCE CALL. ALTHOUGH JPXI ENDEAVORS TO PROVIDE ACCURATE
TRANSCRIPTIONS, THERE MAY BE MATERIAL ERRORS, OMISSIONS, OR INACCURACIES IN THE
TRANSCRIPTIONS. IN NO WAY DOES JPXI OR THE APPLICABLE COMPANY ASSUME ANY RESPONSIBILITY FOR
ANY INVESTMENT OR OTHER DECISIONS MADE BY ANY PARTY BASED UPON ANY EVENT TRANSCRIPT OR
OTHER CONTENT PROVIDED BY JPXI. USERS ARE ADVISED TO REVIEW THE APPLICABLE COMPANY'S PUBLIC
SECURITIES FILINGS BEFORE MAKING ANY INVESTMENT OR OTHER DECISIONS. THIS EVENT TRANSCRIPT IS
PROVIDED ON AN "AS IS" BASIS. JPXI DISCLAIMS ANY AND ALL EXPRESS OR IMPLIED WARRANTIES, INCLUDING,
BUT NOT LIMITED TO, ANY WARRANTIES OF MERCHANTABILITY OR FITNESS FOR A PARTICULAR PURPOSE OR
USE, FREEDOM FROM BUGS, SOFTWARE ERRORS OR DEFECTS, AND ACCURACY, COMPLETENESS, AND NON-
INFRINGEMENT.

None of JPXI’s content (including event transcript content) or any part thereof may be modified, reproduced
or distributed in any form by any means, or stored in a database or retrieval system, without the prior written
permission of JPXI. JPXI’s content may not be used for any unlawful or unauthorized purposes.

The content of this document may be edited or revised by JPXI at any time without notice.

Copyright © 2026 JPX Market Innovation & Research, Inc. (“JPXI”), except where explicitly indicated otherwise.
All rights reserved.
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