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| . Assessment of the Previous

Medium-term Plan
FYS8/19~FY8/21



Progress Report for the Previous Medium-term Plan

Achieved the final-year consolidated earnings target three years early

(bn yen) Previous Medium-term Plan FY8/21 B
FY8/19 Actual | FY8/24 Plan Actual

Net sales 175.8 270.0 208.4 717.2%
Operating income 8.2 13.0 15.6 120.0%
Profit attributable to owners of parent 6.1 6.5 8.0 123.1%
EBITDA 17.5 23.5 24.4 103.8%
EBITDA-CAPEX (includes investment and financing) 10.0 13.5 13.8 102.2%
ROE 33.6% 15% 27.2% +12.2%
Dividend payout ratio 4.9% 10%~30% 10.1% -
Store Services (Includes for former Media Business) 8.1 1.7 8.6 111.7%
Communications 2.6 6.0 4.5 75.0%
Business Systems 3.5 4.0 2.9 712.5%
Content Distribution 0.4 2.0 5.7 285.0%
Energy A0A4 1.0 0.4 40.0%

Corporate expenses not apportioned to the segments are not included
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Overview

Store Services

_ FY8/2021 Results vs. Previous Plan

— Upselling of U Regi, Wi-Fi, IP cameras and other store DX products and services increased as planned
despite pandemic restrictions on sales activities.

— Small decrease in music distribution contracts as some restaurants closed due to the pandemic,
resulting in a below-plan performance of the former Media Business.

— Segment profit was far above the plan because higher productivity held down personnel expenses and
due to other measures to hold down the cost of sales and SG&A expenses.

Communications

The performance of the ICT service for business and Broadband internet service for stores, which are
priority markets for the USEN-NEXT Group, surpassed the plan.

Business Systems

Hotel IT investment demand was below the plan due to the pandemic, but marketing activities created
DX investment demand in the healthcare market.

Content Distribution

Energy

Corporate expenses

— The increase in subscribers was more than 600,000 higher than planned partly because of demand
linked to people staying home during the pandemic.

— The gross profit margin was as planned, but the operating margin increased to 10% much higher than
planned 2% because of the efficient use of advertising and marketing expenditures.

The high-voltage domain, which has higher prices, performed mostly as planned despite intense
competition.

Performance was generally as planned.
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Major accomplishments - (1).Profit structure

Further improved profitability and stability due to steady growth of recurring revenue (running sales)
Improved the business portfolio balance due to higher earnings of all businesses except Store

Services
Running sales / Initial sales Profit by business segment
(bn yen)
)
42.0 3% 4
)
35.0 - _ | 249, 26% 200/
unning sales 559%,
+ 2 6 n O bn yen 18% 13%
(119% growth) 219,
FY8/19 FY8/21 FY8/19 FY8/21
B Running sales Initial sales Store Services Business Systems Energy
Communications Content Distribution

Business segment share of total profit based on the simple sum of earnings of all business
segments (Energy not included in FY8/2019)
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Major accomplishments - (2).Expansion of the.customer base

Increased the number of B-to-B and B-to-C customers by rapidly and accurately
responding to changes in market conditions and customers’ needs due to the pandemic

FY8/19 FY8/21

2,570,000 <_ [ENa200011) + 1,050,000
(141%)

Stores 860,000 940,000 Network services, POS register,

Wi-Fi, IP camera, Energy, etc.

Small and Medium-size

Enterprises (SMEs), 20,000 30,000 :\(j;nze%\gﬁigo;tlzusiness\
Hotels, Hospitals , etc.

.. . U-NEXT,
Individual subscribers 1,690,000 2,650,000 [ no oo
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Major accomplishments - (3).A.stronger workforce and organization

- Used “work style innovation” to increase employee motivation and improve how jobs are done
« Training of people who are self-reliant and productive; establishment of an even more powerful

organization
Work Style Innovation Expanded the career New recruiting activities
advancement support program _ .
) ) S ed L H - Revised recruiting programs for the

-Started many projects for working ' UpPlﬁ)r_t a'mfehat max',m'z'“gk; € f entire USEN-NEXT Group based on the
styles for higher productivity that are capabilities of the group's workforce o policy of fair, simple and innovative
not limited by time of day or locations about 5,000 and helpmg ?” employees recruiting activities
- Started the super-flex and remote advance and achieve their goals - Shifted from recruiting new graduates

- Started three programs: Group internal
scouting program, group internal
recruiting program, job rotation program
among group companies

work programs, consolidated group
business sites and other measures

all at the same time to recruiting
activities throughout the year

- Started using processes incorporating
advanced technologies, such as using

- - - \ opERaRy online platforms for all processes and
Mo &L, BT, U Wantu u

BE‘ irlrln'u'-Elti'hI'E fﬂr rE‘SUItSI FN—FRRAY FHE FN—TRREE J—FRO-5— a8k Ut”lz'ng Al analySIS

Sales/Gross Profit per Employee (FY8/19 to FY8/21)

Net sales 36 million yen 43 nmillion yen
Gross Profit 14 million yen 17 million yen
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PER of USEN-NEXT Stock

The PER has been increasing during the past year but is still below the average for all
information and communication sector stocks listed on the Tokyo Stock Exchange first section.

Profit attributable to owners of parent [adjusted for amortization of goodwill] *LTM
= === Average PER for information and communication sector (TSE 1st section)
e USEN-NEXT PER (Goodwill-adjusted profit)

(Times) (bn yen)
35.0 34.%-________ 32.7 32.9 14
30.0 T T T el -___2_7 9 26.0 12
25.0 B 10
20.0 16.3 17.4 8
15.0 6
o 8.6 10.6 10.7 4
5.0 2
e 11/2020 2/2021 5/2021 8/2021 11/2021 ’

FY8/21 FY8/22

*Goodwill-adjusted profit = Profit attributable to owners of parent + Goodwill amortization
*LTM = For the last 12 months
*USEN-NEXT PER uses the stock price at the end of each quarter and goodwill-adjusted profit for the prior 12 months
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Il . Medium-term business plan
“Road to 2025”



« The next ideas needed as a paradigm shift alters society
« Create value that gives USEN-NEXT a critical role in DX activities for a broad
range of activities in society and everyday life

Brighten the future

o aas

. E Communications ]
Business Value and Energy Consumer Value
DX for Stores and Facilities) BUSiness / DX for Individual LifesterSJ

Transform shops and venues -1 S d Increase the joy and
in which people gather and Stogfggg?tcﬂlt | DlBSt"_bUt'O“ inspiration felt in the course
update entire towns Business usiness of daily life

A “Social DX” company that makes the future closer
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Value Creation Process (Excerpts from the Integrated Report)

USEN-NEXT issued its first Integrated Report with information about the value
creation process that utilizes the group’s strengths and capital.

Ou;:uengm to Capital to Be Utilized Value to Be Delivered

Store Services | Social value |

business,,

’ Transform shops and venues in
which people gather and

update entire towns

Increase the joy and
inspiration felt in the course

4 ¢
Content
* Distribution
Business& A
".\ Signing of contracts,
§\ theinitiation of use

)\ [ e 01 of daily life
(Business Systems |
" business- v

Become a

“social DX company”

Communications . N
N [ Economic value l
" business *
Medium-term business plen
Acquisition of "Roed to 2025
e e 10,000 f«duckonur\md -&nmdwmuomkd
noeds and iszues dgital transformation support for customen
. - with the objective of functioning as a Social
Fasmclal rapihe DX Company
Totel aveets: * Use orgenic growth of cument businesses
¥140.0 varen o make the USEN-NEXT Group even
Total cagatal: * Corporate governance * Compliance more profitable
¥33.0 0500 * Alm for even faster growth by using finandel
’ - loverage for investments for MBA and
. other actions
et cpes Brighten the  future el M0
Accumdated knowledge while ,: ial discins
cbnined over e coune * Distnibute sernings to shereholders with
of more Pan £0 years { Four Pricety Matenality lssues } stabiity end consistency
(Expiat and wplck
kpoviedon
Vi of Ausgrast 31, 2021) Cantolorm W soduaton i L wmw s cvrvad joimpm 0y avvhany ol vabedidi Avose waont eral bege bamoeent P S e L T
evrvreta torfee wel Be cavei s he Sewdor of 4 morkeg erasemen araganer by mterd ) by Socrnh sad sbive b & bt soxcoety v e e
o s rmcychog arrevtnd susety abah over pice c20 mueh wih seprvent of sechashagy )

U.2Ha  Bad AoEd  Hooad
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Performance Indicators

Establish a scenario for even faster growth than the base case while taking into account volatility created
by changes in the business climate.
Aim for the upside case while using the base case as the bottom line for growth.

Plan for FY8/25 Plan for FY8/25
FY8/21 (Base case) (Upside case)

(Actual) Four-year Four-year
CAGR growth rate CAGR growth rate

Net sales 208.4 274.0 +7.1% +31.5% 286.0 +8.2% +37.2%
Operating income 15.6 22.0 +9.0% +41.0% 25.0 +12.5% +60.3%
Operating margin 1.5% 8.0% - +0.5% 8.7% - +1.2%
Profit attributable to owners of parent 8.0 12.0 +10.7% +50.0% 13.5 +14.0% +68.8%
adstad for e ey 113 150  +7.3%  +32.7% 165  +9.9%  +46.0%
EBITDA 24.4 33.0 +7.8% +35.2% 36.0 +10.2% +47.5%
EBITDA-CAPEX 13.8 16.5 +4.6% +19.6% 19.5 +9.0% +41.3%
Dividend payout ratio 10.1% 10%~30% - - 10%~30% - -
Number of employees (consolidated) 4,692 5,200 : - 22 - -

5,300
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Operating Income

The consolidated operating profit growth target is a CAGR of at least 10% based on earnings in FY8/2021.

(bn yen)
30 New medium-term
business plan
CAGR 9.0%~12.5% 22 0~25.0
25
Growth accelerated Upside case
2 despite the pandemic
15.6
15 13.0
Base case
10
5
R %
FY8/19 FY8/21 FY8/24 FY8/25
(Year before start of the previous (Second year of the previous (Last year of the previous  (Last year of the new
medium-term plan) medium-term plan = Year before medium-term plan) medium-term plan)

start of the new medium-term plan)
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Cash flow indicators

Use consistent earnings growth to raise free cash flows by 1.6 to 2.0 times higher than the current level

FY8/21 FY8/25
(Actual) (Plan)
(bn yen)
21.0~24.0
25
20 Ee=s==========s
15.7 t1 Upside case i 13.0~16.0
15 pe——_S,,, B e e l
(=
10 8.0
5
0
5 A7 AS8.0
-10
Operating Investing Free cash flow Operating Investing Free cash flow
cash flow cash flow (operating cash flow - cash flow cash flow (operating cash flow -
(Excludes investments  investing cash flow) (Excludes investments  investing cash flow)
for growth) for growth)
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Financial Strategy

Major financial indicators Capital Allocation (Total for four years)
Previous Plan (Actual)
Plan for FY8/2
- FY8/19 | FY8/21
33.6% 27.2% About 20%

: : Business investments
Equity ratio 14.9% 23.6% 30%~40% More than ¥40 bn
Leverage ratio 4.2 2.6 Under 1.5 times
Debt equity ratio 3.5 1.9  Under 1.0 times Funds generated from
*In the plan, the effect of any M&A activity associated with fund businesses
procurement activities is not included. Repayments of loans

More than ¥80 bn More than ¥15 bn
Dividends of more than ¥4 bn

B Continue efficient business operations while utilizing Investments for growth

financial leverage: Maintain an ROE of about 20% and raise (i &

: : o o internal funds)

the equity ratio to 30% to 40% More than ¥16 bn
B Continue lowering the leverage and debt-to-equity ratios

and strengthen fund procurement capabilities in order to Funds procured Investments for growth

utilize M&A opportunities with speed and flexibility. (Funds procured)

sources uses
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Sustainability

Currently working on the establishment of an action plan and KPI based on materiality
and plan to make an announcement in about May 2022

B Materiality

Ensure mutual prosperity involving all stakeholders via the
creation of a working environment in which everyone can

E Contribute to reduction in environmental burden
work with enjoyment

and the creation of a recycling-oriented society

We will take on environmental initiatives while helping each employee We will pursue happiness for all those employed by the Group by

raise their awareness of environmental concerns. Specifically, we will creating a safe and secure workplace environment that encourages
contribute to reduction in environmental burden and the creation of a vibrant and productive work. By doing so, we will empower employees to
recycling-oriented society through our business. constantly deliver value to suppliers, business partners, customers and

all other stakeholders who come into
contact with them through the betterment
of their business activities.

- B B
w |V D) e

Pursue sound and highly transparent management

3 e B 5 B g
“We @' M|
%k

Make people happier, help their communities flourish,
B and strive for a better society via the use of technology

by constantly updating our approach

As a company genuinely needed by society, we will constantly update the USEN- We will enable people to make their lives more fulfilling via the provision of a
NEXT Group itself so that we can remain a contributor to the resolution of issues rich lineup of entertainment content that can be enjoyed in their private spaces
that society is confronting while simultaneously practicing sustainable business while empowering retail stores and business corporations to introduce
management and striving for a sustainable society. Moreover, we will pursue the technologies that deliver value in such forms as efficiency and comfort. By doing
soundness and transparency of our business management by developing internal so, we will help create attractive, comfortable spaces as part of our efforts to
control systems and functions, maintaining compliance with contribute to people’s happiness,
the Corporate Governance Code, and . 16 the creation of flourishing
establishing a robust risk management M g communities, and the betterment
structure. “' of society.

*Business
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lIl. Growth strategy for
business segments



Corporate History (Excerpts from the Integrated Report)

Corporate History Brighten the future

The USEN-NEXT Group wes founded by the now decsssed Mototads Uno, who infSated a wired munsic brosdcarting senvice in 1961 22 8 privete
business. He conceived the ides of dstnbuting music content to commaercial fackities vis coaxial cables sfter cbaerving shop ttaff having 1o manuel
Iy fip the record on the recced player 1o keep the background mutic going. His inftial business thus helped eliminate the need for this cumbersome
procediure wel before hassie-fwe altematives 1o mcord players became widespeead. Todey, the Geoup boasts 8 208d customer base, having
secured music distrbution service contracts with 8 total of spproxmately 700,000 stores nationwide, 8 number unmatched by any domestic peer.
The Group slso became the first in the wordd o introduce 8 highapeed, optical fiber intemet service for business uae in 2001 and in 2007 led the
way with the launch of an cn-demand video distribasion service for personal use. Since e dewn of the intemet society and in step with s advence
the Group has expanded the scope of services it offers, Moreoves, the Grup provides a variety of peoducts and services to store faciities, SOHO
and other small businesses, smalk and medium-size enterpeises (SMEs) and individual wsers, in an effort 1o help promaete digital transformation (DIX).

Under the baand siogen, “Brighten the futumn,” the USEN-NEXT Group undenwent menagement integraticn in 2017 and is working sssiducusly to USEN-NEXT
achieve further growsh, GROUP
1961 2006
Founded a1 o cable based mur< datibubon bussess Made ALMEXINC & wholy caned sbsidiary vie stock see 22 zsns
(cumenty the S1ore Sarice business ) @ (Ourrently the Busees Systarms busiewas) o U USEN  Awvex  UNEXT
USEN USIN USEN USEN USEN USEN USEN USEN  USEN  USEN  USEN >
'y
1998 2007 oot GAN Sen  wmemn Wmew ol Gy S A #¥Content
- e g 7 LB
Yasuhide Uno sswumed the ofice of witated Gyeo Nest (currenty U NEXT] & wdeo ditnbasion service thet » Dietributs
Representative Drecter and Prasdent enables users 10 enjoy & Sroed renge of content on reguler TV st @ on
i business”
© Mace & new start o the USEN-NEXT Group, with USEN-MEXT HOLDXNGS Co, Lad. saring
7 a0 0 ki g company and veneeng 4 bosrme Gomgarees undas M wmbosds
2001 2013
Listed in the NASDAQ Jepan Indax of the Craka Usted in the JASDAQ secton of the
‘ Soch Exchange Tokyo Saock Exchange upon the e ger 20 1 7
nroduced an optical fiber troedbend rternet of ok enchange market categories Store Services
"f"““: W“"’“'-lc\'::i *‘f":‘“‘*f:ﬁv" 2016 PR U-NEXT underwent management integration with b
m busirmes) the fiest senice s kind in the world Launched ieurrendy the Energy i . usines:
s it et st 74 USEN and wes rebranded USEN-NEXT HOLDINGS: O 2 ess,
thee Tokyo Blactric Fose: Company (TEPOD) Group 2020 e
Annaanced “USEN loT ALATFORM” & concept simed o
) cormprahetuve aratencs 10 siores sesking 1o
ZLRNExT] utize 0T end pursve OX, yanscend ng the cawentonal
10008 of remsc Gt ons slated sarvce @
=L Communicatipns

business

© The LN Bondkaring Camm (Vagean Catn”) O 4 vdes Serbacn sarein senlubie ve fa v @ soveeson wt Bechange ¢ B mate beng
o i P avel Tase ek ee sy NG Bie 6 e 08 e e R R s L)
wd ate eeen

U-NEXT oLbINGS

2

2010 2014 QO UsEN
Took ower the UNEXT comant dutribution serios es well a3 & sles sgent Listed in the Maother s section of
Busiemas imvohing e optical cable wie net service for personal uie and cther e Tokyo Stock Exchange e
servcm (Carenty e Content Disr Suton buiuress and the Cor
Dranraes) bom USEN v an absorption type comparry splt 2015

Changed heting 1o the Frat Secton of the
Tokyo Aock Exchange @
@ A orewcp schuton dengned 1o hek reakie ko T-dnan, “wran”

v management
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Overview of Business Segments

BtoB
Stores (restaurants, retailers, beauty salons), SME/SMB, etc.

- ICT service for business
- Broadband internet service
for stores

- Music distribution
- loT/ DX for stores

ﬁ - Gourmet website

Music distribution service
market share in Japan of

- Retail sales of electricity
(high/low voltage)
- Retail sales of city gas

Use ICT solutions for

Infrastructure o
support for raising

services for facilities

more than 90% productivity
\
USEN USEN CAN ¢ Vesh H3EN USEN  USEN
) USEN “SHLRexT U’S MUSIC

U POWER TECHNO-SERVICE DESIGN ET?CE‘E U-NEXT

Hotels, Hospitals, USEN-NEXT  NEXT |
Golf courses, etc v paTuzes - (nnovation

’ mobile U-MX

Business Systems

- automated payment machines
- hotel operations system
- An information display system
for return visit check-ins
Leading market share in
Japan for automatic payment
kiosks at the above facilities

-

Arrows are cross-selling

or bundle sales ALMEX
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BtoC
Individual Subscribers

Content Distribution

- Content platform
L Video distribution service
L e-books

=)

U-NEXT, a major video-
on-demand service in
Japan

U-NEXT
A packaged plan for
individuals <X TACT

(y.u mobile U-NEXT)




Portfolio management

Aim for sustained growth by making big investments in growing businesses
while also reinvesting earnings generated by current businesses

Current disclosure

segments Greater High-growth
businesses “
_Cor_1ten_t C . 1
Distribution * Content Distribution 1
Music distribution - DX for stores
. DX for stores © 4
Store Services (POS register, Wi-Fi,IP S Stable growth )
camera, etc.) o businesses 4': I
) ) o) . I
Communications ICT service for business -2_  Business Systems - .! I
I()BX fo;;tor&a§ t t .E * ICT service for business :
roa anda interne
service for stores) o Cash :
. o0
Business © buas?ne(;?s‘:avs :
Systems x 4-: 1
(4v} . . . 0 I
s - Music distribution —-'==-——-—————- !
Energy

Investments Bigger
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Plan for FY8/25 (Business Segments)

(bn yen)

Content Distribution

Store Services

Communications

Business Systems

Energy

Adjustment*

Plan for FY8/25 Plan for FY8/25
(Base case) (Upside case)

FY8/21

-
Net sales 60.0 81.0 +7.8% +35.0% 85.0 +9.1% +41.7%
Operating income 5.7 8.2 +9.5% +43.9% 10.0 +15.1% +75.4%
Operating margin 9.6% 10.1% - - 11.8% - -
Net sales 56.1 70.5 +5.9% +25.7% 70.5 - -
Operating income 8.6 10.5 +5.1% +22.1% 11.0 +6.3% +27.9%
Operating margin 15.3% 14.9% - - 15.6% - -
Net sales 48.2 63.5 +7.1% +31.7% 63.5 - -
Operating income 4.5 6.8 +10.9% +51.1% 6.8 - -
Operating margin 9.4% 10.7% - - 10.7% - -
Net sales 18.9 23.5 +5.6% +24.3% 25.0 +7.2% +32.3%
Operating income 2.9 4.0 +8.4% +37.9% 4.3 +10.3% +48.3%
Operating margin 15.3% 17.0% - - 17.2% - -
Net sales 28.0 45.0 +12.6% +60.7% 51.5 +16.5% +83.9%
Operating income 0.4 0.5 +5.7% +25.0% 1.5 +39.2% +275.0%
Operating margin 1.3% 1.1% - - 2.9% - -
Net sales A2.7 A95 - - A9.5 - -
Operating income AG6.5 AS8.0 - - A8.6 - -

*The adjustment includes head office expenses, goodwill amortization, the elimination of inter-segment transactions and other items.
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Expectation for Segment Growth (FY8/21 to FY8/25)

Anticipate that Content Distribution will drive overall growth as all segments achieve
consistent growth of sales and earnings

Content Distribution *Size of bubbles corresponds to the amount of sales

(bn yen)
Net sales : 60.0 = 81.0 ~ 85.0
100 E Operating income: 5.7 = 8.2 ~10.0
nergy Operating margin(%): 9.6 = 10.1 ~ 11.8
Net sales: 28.0=45.0 ~ 51.5
Operating income: 0.4= 05~ 1.5
80 Operating margin(%): 1.3= 1.1 ~ 2.9
7p]
ki 60
©
7p]
)
2 40
Communications Store Services
, Net sales: 48.2 = 63.5 Net sales: 56.1 = 70.5
20 Operating income: 4.5 = 6.8 Operating income: 8.6 = 10.5 ~ 11.0
Operating margin(%): 9.4 = 10.7 Operating margin(%): 15.3 = 14.9 ~ 15.6
0 Business Systems
0 Net sales: 18.9 = 23,5~ 25.0 ° 10 (bn yen)
Operating income: 29= 4.0~ 43 Operating income

Operating margin(%): 15.3= 17.0 ~ 17.2
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Reasons for differences in-each case

_ Major reasons for differences between base and upside cases

The upside case assumes that, even after the pandemic ends, the digitalization of viewing
entertainment will continue to speed up, further upgrades and expansion of e-book, music and
other services will increase customer satisfaction, and the number of subscribers will increase
even more due to the diversification of channels for attracting subscribers.

Content Distribution

The upside case assumes that expenditures for human resource and marketing needed to

Store Services achieve the sales plan can be lower than in the base case.

Communications No differences between the base and upside cases

The upside case assumes that the pandemic will end within the next year, the tourist hotel
sector will stage a strong recovery as foreign tourists return to Japan and for other reasons, and
the launch of new products and services in peripheral markets will contribute to even more
growth.

The upside case assumes that the direct electricity purchasing model to begin in March 2022,

operated along with the current agency model, will have a successful launch and that all
Energy indicators (new customers, customer attrition, cost of purchasing electricity) will be better than
for the base case because of a recovery of the real economy and changes in market conditions
after the pandemic ends.
The upside case assumes that higher earnings than in the base case will be used employee
training, re-skilling training and corporate branding for more growth of group businesses and
adaptability to changes in the business climate. This case also incorporates additional expenses
for more employee benefits.

Business Systems

Corporate expenses
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Content Distribution: Business Climate and Competitive Advantages

Business Climate/TAM (Total Addressable Market) Opportunities

B The consumer market in Japan for video distribution services is
expected to grow from 26.3 million people at the end of 2020 to

about 40 million by the end of 2023.™ m Markets that expanded rapidly as people stayed home during the

. . e . pandemic will continue to grow.
m Many people will use more than one video distribution service. “Much potential for the shift of package media
Number of video distribution services subscribed to per person*2 (rental/DVD) to digital platforms
-More people will use smartphones due to the end of 3G
2019 2020

-More opportunities to view internet content due to
Japan 1.6 ) 1.7 smartphone access and the increasing sales of smart TVs

United States 2.7 == 3.1

Competitive advantages Risks
B Absolute No. 1 in terms of the volume of content™3 B Incr in m ition for conten
—Video content distribution volume is more than 230,000 downloads ancd eS?JSbsgricboerspte)te;[::useoo:(())'lic'l(? t
(210,000 for unlimited viewing content, ranking first in Japan) . .
— A large lineup of content extending from major titles to content for niche categories (ove_r-the-top) Vlde(_) strearr!mg
—Packaged with more than 650,000 e-book titles in single app services of companies outside

Japan

m Financial strength may affect
competitive edge due to the
increasing size of content projects

M High average revenue per user (ARPU) thanks to the combination of
unlimited viewing and loyalty point programs
—1,200 points every month that can be exchanged for viewing the most
recent video releases, e-books and movie tickets

Source *1.ICT Research & Consulting forecast as of August 2021 for the number of video streaming service users
*2. United States: Analysis by The Wall Street Journal of surveys by market research companies
Japan: Analysis of 2020 Video Content Users, GEM Partners
*3. GEM Partners data as of August 2021
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Content Distribution: Growth Strategy

All-in-one Entertainment “ONLY ON” strategy

B An all-in-one entertainment experience combining B To retain current subscribers, reinforce the “Only One
video, e-books, music and live entertainment Strategy” that involves providing high-quality and
captivating content that can be viewed only on U-NEXT.
B Considering the full-scale launch of live music and
music content distribution by using the resources | O
of the Music Distribution business. Ve ~ Uarty Patter
Harty Palfer

N — -« Ry &¥—20EL 2
Y&—Y s by RFT—Y

0 U-NEXTOBHETH#HF
t—T_Z‘_\ 7\\\/7\ Jé"ﬁ&* 3'{7 © Warner Bros Entertainment Inc. All rights reserved.
B Exclusive distribution contracts with major video streaming
service companies worldwide for fixed-price video
streaming and a business alliance with Cube
Entertainment, a major Korean entertainment company.

B Use e-books to begin developing intellectual property
— Develop original e-book content (manga, novels, etc.)
and transform popular titles into videos
— A larger pool of talent and lower expenses than for the
development of video content
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Content Distribution: Numerical Targets

U-NEXT Subscribers ARR

m FY8/25:3.10~3.50 mn (CAGR+7~10%) m FY8/25:72.3~76.7 bn yen(CAGR+6%)

(Million Subscribers) 3.10 (bn yen) 72.3
~3.50 ~16.7

57.9
48.6
2.39
2.02 35.1
1.43
H
FY8/19 FY8/20 FY8/21 FY8/25
(‘2 (Actual) (Actual) (Actual) (Plan)
&tjéi% (FAYCE’Eﬁz(I)) (FAYc?ézll) F(}lega/s)‘r) *Annual Recurring Revenue : Monthly recurring revenue multiplied by 12.

*Monthly Recurring Revenue : Portion of U-NEXT service sales derived from fees paid on a regular basis.
(excludes PPV and other initial sales, includes music distribution and other related services with monthly fees)
*Based on sales in the last month of each fiscal year.
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Store Services: Business Climate and Competitive Advantages

Business Climate/TAM Opportunities

B About 3 million locations in all areas of Japan

Restaurants, stores, beauty salons, medical clinics, offices and m Individual stores and small/midsize store chains are about 80% of

other categories this market segment. Productivity at these stores is low because of
the slow pace of using digital technologies, creating much potential

m Establish separate sales frameworks and product lineups for three for the use of DX services to boost efficiency

market segments based on the size of customers’ operations

—Individual stores -
—Small/midsize store chains (up to 100 stores)

—Large store chains (more than 100 stores)

Increasing need for stores to improve efficiency and use fewer
people due to Japan’s labor shortage (falling population) and need
for contactless services during the pandemic

These figures are USEN-NEXT assumptions.

Competitive advantages Risks
B A music distribution customer base with about 700,000 contracts B The music distribution service has a
—Music distribution business is growing steadily backed by an enormous number of relationships share of about 90% of all stores in
with stores throughout Japan established over about 60 years since the start of business Japan that use a music distribution
operations. service. The market share has been
—The number of music distribution contracts decreased only about 3% during the pandemic steady in recent years.
( 2H 2020)
B The store music distribution market
B A music distribution team of more than 2,000 sales, installation and maintenance people may shrink if the pandemic continues
Strong customer relationships due to 140 music distribution offices in Japan with about 1,200 for a long time or becomes more severe,
directly employed salespeople and about 900 field engineers for installation and maintenance resulting in more store closings and a
services decline in new store openings.
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Store Services: Growth Strategy

Focusing on direct sales channels

Comprehensive Store Support Service to newly opened stores

Use direct sales channels for newly opened stores because the
preparation stage for a new store is the best time to sell products
and services with a high success rate

Build a partner network of 10,000 companies for acquiring
information about 100,000 new stores every year for quick contact by
salespeople.

Use indirect sales channels for existing stores because of the lower
efficiency of sales activities for these stores, whether or not they are
already USEN-NEXT Group customers.

B The comprehensive store support service enables stores to benefit u
from the store DX, extending from the sales floor to back office, by
establishing an advanced communication system and using smart
devices. o

m Integrated coverage by the USEN-NEXT Group allows maximizing
lifetime earnings by upselling services spanning every step from
sales to deliveries and maintenance. o

Cashless
(U PAY)

=) Music distribution
(U MuUsIC/
OTORAKU)

POS register/
Self order
(U regi/TTO/

As a market

Newly opening stores

Existing stores

About 100,000/year

More than 2 million stores in
Japan are not yet using

i 2 | Stores not .
Mobile order) S | vet using Use direct sales USEN-NEXT products and
5 )L/JSEN—NEXT channels for these services.
; roducts and stores Use sales agents and
Communications g | Prod telemarketing for stores that
environment - = Services - P
Digital Sg— (u I-I\IR;LlJJSSiI:)_II_-lI/karI -8 Il(i’UcaEr\t(‘lEsrz/a = direct sales activities cannot
P o plus -
signage AR ; Ll reach.
(U SIGN) | L ] U PHONE ) -'i;'!".aér‘!.’ Cloud view) g
. About 700,000 stores are
G.) 1
— o @ . 2 | Stores using currently using a USEN-NEXT
" [ Food service robot - USEN-NEXT . 7 . .
& o (Servi. Bella. S ‘oducts and music distribution service
- L i) b Eervices Use telemarketing channels for
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Store Services: Numerical Targets

Subscribers Subscribers
(Music distribution and other service) (POS register service)
m FY8/25:1,052K(CAGR+3%) m FY8/25: 41K(CAGR+18%)
Thousand Subscribers Thousand Subscribers

Music distribution subscribers
Other service subscribers

1,052 41

848 864 912
21
18
14
g

FY8/19 FY8/20 FY8/21 FY8/25
(Actual) (Actual) (Actual) (Plan) ')

((

FY8/19 FY8/20 FY8/21 FY8/25

*Other store services: The sum of network services, POS register service, Wi-Fi service, IP camera service, App
production service and gourmet website service. (Actual) (Actual) (Actual) (Plan)
*Subscribers are counted separately for each service provided, including different services provided to the

same customer.

Copyright © 2022 USEN-NEXT HOLDINGS Co., Ltd. All Rights Reserved.



Communications: Business Climate and Competitive Advantages

Business Climate/TAM Opportunities
m ICT service for business/SaaS B Growing demand at companies for the DX and business
—About 2 million, mainly SMEs but also large companies, process efficiency services because of work style
of the approximately 4 million companies in Japan reforms and the pandemic

B Broadband internet service for stores and Sales agency @ B Support for the increasingly wide range of security
—About 3 million stores and offices in Japan measures
—Services are also suitable for use for remote work
B The number of broadband internet service subscribers is
These figures are USEN-NEXT assumptions. increasing consistently.

Competitive advantages Risks

B A multivendor strategy underpins ICT service for business via direct sales activities
—One-stop proposals to meet each customer’s requirements with no need to use a
particular carrier or hardware manufacturer
—One person is assigned to each company for accurate assistance for SMEs that normally
have only one person familiar with IT systems.
B Broadband internet service for stores and Sales agency
—About 250 sales partners in all areas of Japan use a 24-hour phone support option and
other strengths for sales activities for stores to switch from a competitor to USEN-NEXT
—Synergies among different USEN-NEXT businesses as the primary product for upselling
activities in the Store Services business
m Ability to provide a complete package of services, including phone, Wi-Fi and others, to
large multi-family residence by using USEN-NEXT’s powerful network of relationships in
the real estate industry

m An extremely competitive environment
with many established and new service
providers

B The market is shrinking because of the
increasing number of business site
closures due to the pandemic.

m Concerns about the possibility of lower
broadband sales agent fees caused by a
shift in the business policies of
communication carriers
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Communications: Growth Strategy

ICT service for business/SaaS Broadband internet service for stores
B Using communication network services as a base, B Change from a sales agent to providing USEN-NEXT owned
focusing on cross-selling of support for security networks in order to switch to a recurring-revenue
measures, which are becoming increasingly complex, business model
cloud data center outsourced maintenance and operation, | B Use the larger number of stores using a USEN-NEXT
and other services owned network to create opportunities for upselling
® Enlarge the service lineup for SaaS/laaS, where demand loT/DX services
is growing, and strengthen sales activities for these B Provide services to individual stores as well as services
services that match customers’ needs, such as services provided by
B Create new services for improving workplace companies to improve a workplace environment.

environments, such as office BGM, and for providing
solutions for companies

m More prospective customers by raising awareness of USEN
USEN-NEXT on the internet and using digital marketing B b A > F
activities > | & Binla

B Start using new sales methods, such as online sales U ox
meetings and inside sales, that reflect the current \
business climate ~EETITS

S— . usENsZ* ) | 2% (3] BB
EYr ABTLZSUSENDICTY Va—ras USEN % NET . ) h o~ n

USEN GATE 02 e
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Communications: Numerical Targets

ICT service for business/SaaS Broadband internet service for stores
m FY8/25: m FY8/25:
Net sales: 25.9 bn yen (CAGR+9%) Net sales: 11.7 bn yen (CAGR+18%)
Operating income: 4.2 bn yen (CAGR+7%) (bn yen) Operating income: 0.6 bn yen (stably profitable)
(bn yen)
Net sales 11_7
Net sales 25'9 Operating income
Operating income
18.3
16.0 6.1
14.3 4.2
4.2 -9 0.6
3.2 N 4 | 0 i
2.9 2.7 3 . g ” .
1 1 1 .73 04 0.4
FY8/19 FY8/20 FY8/21 FY8/25 FY8/19 FY8/20 FY8/21 FY8/25
(Actual) (Actual) (Actual) (Plan) (Actual) (Actual) (Actual) (Plan)
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Business Systems: Business.Climate and Competitive Advantages

Business Climate/TAM Opportunities

B Leisure hotels : 6K (Current Customers; about 5K)
Hotels : 20K (Current Customers; about 1.2K)
Ryokan/Lodges : 40K(Current Customers; about 0.4K)
Hospitals : 4K (Current Customers; about 1.5K)
Clinics/Dental clinics/Pharmacies :

200K (Current Customers; about 14K)

B  Golf courses : 2K (Current Customers; about 0.4K)

m Rapid growth of needs involving non face-to-face, contactless/labor-saving
services for during and after the pandemic
—Use of the DX for raising productivity in the healthcare sector as
Japan’s population declines and ages
— Activities involving demand for IT investments associated with
domestic demand backed by tourism within Japan and with the return
of foreign tourists to Japan (more than 30 million foreign tourists
came to Japan annually before the pandemic)
B More opportunities to supply solutions for labor-saving measures in
peripheral markets (golf courses, retail, restaurants, veterinary clinics, etc.)

These figures are USEN-NEXT assumptions.

Competitive advantages Risks

Min the field of automated payment machines, our core products, ® Low capital _exp_enditures because
we are the market leader as a fabless maker without in-house Sma-pa < NERS of the ne.gatlve impact of the
manufacturing lines o awm pandemic on hotel occupancy rates

M Differentiating ourselves through the provision of threefold customer ) m Falling demand for automated
value arising from hardware, software/apps, and maintenance engineers Winca l‘ payment units that handle cash
Build a “last-mile” customer support framework by using i . .
USEN-NEXT’s own engineers for maintenance services becal“;se oLIthe rapidly Ir;creiilng
use or casniess payment metnods
B Recurring revenues and product sales stably account for 40% and
60%, respectively

Establish a stable revenue through stock sales of business
management systems, software, maintenance fees, etc.

B Risk involving the procurement of
parts caused by the global
semiconductor shortage
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Business Systems : Growth Strategy

DX solutions as “back yard” support for Japan’s strategy of Strategies for a stronger market presence and
making health care and tourism two pillars of the economy developing products
m DX support for needs involving non face-to-face, m  Growth of business operations for small/midsize medical institutions

Starting with Myna Touch (Card reader with facial recognition),

contactless, labor saving and efficient business _ _ _
enlarge the lineup of products and services to allow cross-selling to

operations .. , small clinics, dental offices, pharmacies and other healthcare sector
m DX leadership in the USEN-NEXT Group’s key hotel and operations
hospital markets _ _ m Establish a presence and grow in peripheral markets such as golf
B Use automated payment kiosk leadership as the base to courses, stores, restaurants, pet clinics and tourism facilities
establish a position as a visionary partner for facility DX m  Develop and supply products and services that incorporate Al,

biometric authentication (facial recognition, etc.), OMO platforms,

solutions for customers :
cashless payments and other fintech, and other advanced

technologies
v Techno-Hospitality to the world v Establish a subscription model
v Aim to establish a dominant position . -
of market leadership v More progress with the smiling
v Create and pass on to the next .
generation the ALMEX Way > 2158tbiay|2i curve value chain
v Establish a corporate culture defined v Bi i i Net sales -
by the spirit of commitment » Maintain recurring Big bang '""ova.t'on ) Prefent Golf courses, clinics and
revenues of more than 40% v Only the paranoid survive +¥2.2bn other adjacent markets
I ¥4.4bn Golf courses, Clinics, Dental clinics, Pet
adjacent markets ———— clinics, Restaurants Investments for

Only the paranoid survive

HW x SW (App) x Maintenance
P Launch B-to-B-to-C services, enlarge the
OMO (online-merges-offline) platform

developing new products
and services
Reinvestments in current

¥2 2bn INew products and services

+ ¥2.3bn Hospital markets

P Horizontal expansion to adjacent markets ¥7.5bn :Jusintessest _ et
: === nvestments in marketin
The next step after payment Target new frontiers Become the leading ¥5.1bn investme g

P Create new products of digital payment + Al + lo Stable growth businesses |

Investments for people
with digital technology

skills

company for facility DX

kiosk leadership

P Transformation into a DX engineering organization
P Development first/agile software development/DR improvement (MoT)
. ) +¥1.6bn Hotel markets
S T Y Y el > Cuild a stronger infrastructure as a techno-service  Become an OMO High Income business ¥ 13.1bn  Leisure hotels, Business hotels,
kiosks customer success company service creator —— " Ryokan, Lodges, Hotels for
v No longer a fabless manufacturer P Operation flow digitalization (CRM to SCM) v Cyber-physical ¥11.6bn I tourists

P Use work style innovations for big advances in productivity and UX gatekeeper

v No longer a system integrator

Time axis
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Business Systems: Numerical Targets

Net sales / Operating income

FY8/25:
Net sales: 23.5~25.0 bn yen (CAGR+6~7%)
Operating income: 4.0~4.3 bn yen(CAGR+8~10%)

23.5 (bnyen)

Net sales ~ ~
ing i ) g ~25.0
Operating income COVID-19
20.4 20.2
18.9
17.9
4.0
35 ~4.3
. 34
3.1 28
" A 3 o ()() -
FY8/18 FY8/19 FY8/20 FY8/21 FY8/25
(Actual) (Actual) (Actual) (Actual) (Plan)

Breakdown of net sales

Hotel markets; CAGR+3%
Hospital markets; CAGR+10%
Golf courses, clinics and other adjacent markets; CAGR+19%

FY8/21 FY8/25 (bn yen)
25.0
Golf courses, clinics and other
18.9 adjacent markets 4.4

Golf courses, clinics and other

adjacent markets 2.2 Hospital markets

Hospital markets 7.5
5.1
Hotel markets
Hotel markets 13.1
11.6
Running Running
37% 37%
Initial Initial
63% 63%
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Energy: Business Climate and Competitive Advantages

Business Climate/TAM Opportunities

m Opportunities for the USEN-NEXT Group have
increased along with the growing awareness of new
electricity services following Japan’s 2016
deregulation of the retail electricity market.

B The pandemic has increased activities by customers
to cut costs.

B Increasing public awareness and customers’ needs
concerning the SDGs and the use of renewable energy

m Low voltage
Stores in Japan, especially current customer contracts
in the Store Services business

m High voltage
Factories, schools, senior care centers, office
buildings and other large-scale operations

Competitive advantages Risks

B Procurement as agent from the Tokyo Electric Power Group instead of by B Rapid increase in the cost of
using the electricity market (USEN Energy Business) electricity
Shields Energy business from negative effects on earnings of changes in the B Fierce competition between
cost of electricity conventional electric utilities and

new sellers of electricity

B Effective use of the USEN-NEXT Group’s sales resources B The pandemic reduced demand
Use direct sales, telemarketing, agents and other sales channels selectively for electricity and the recovery
depending on the type of customer contact to maximize the efficiency of sales following the downturn has been

activities. slow.
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Energy: Growth Strategy

USEN Energy Business (Agency Model) U-POWER (Direct model)

B The Energy business will continue sales activities with B Provision of a “green” electricity menu with non-fossil fuel
ideas for cutting the cost of electricity for stores that are energy certification in response to the growing interest at
current USEN-NEXT customers. Reducing the cost of companies at stores in the SDGs and protecting the
store operations is expected to lead to sales of new and environment
additional store services to these customers. B Use a business model based on electricity procured

B In 2020, the Energy business developed a new product directly
with the Tokyo Electric Power Group in order to —To improve profitability of the Energy business, plan to
strengthen sales of packaged services to stores. start in March 2022 a scheme of purchasing electricity

B Increase the use of sales activities for ways to cut the directly in addition to the current agent model.
cost of electricity as the entry point for sales channels of — Using this flexible model, which provides a hedge against
all USEN-NEXT Group businesses. the risk of a sharp increase in the wholesale price of

® In the office market sector too, use environmental, BGM, electricity (ability to pass on price adjustments for
cloud camera and other packages of services as the procurement cost, fuel cost and other items), profitability is
starting point for establishing a framework capable of expected to be higher than with the current agent model.
creating comprehensive proposals to meet the needs of B When USEN-NEXT electricity is sold by sales agents, which
customers. are the main sales channel, there is a highly flexible

incentive that is more competitive than those of services of
competitors.

USEN USEN [€[FNS U-POWER
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Energy: Numerical Targets

USEN Energy Business (Agency Model) U-POWER (Direct model)

m FY8/25: Low voltage of 41,000 ~62,000 customers

m FY8/25 : High voltage of 7,000~8,000 customers
(Starts in March 2022)

Low voltage of 50,000 customers(CAGR+22%)

Ybn. % FY8/21 FY8/25 FY8/25 Ybn. % FY8/25 FY8/25 )
> 0 (Actual) (Plan) Base (Plan) UP > 0 (Plan) Base (Plan) UP Unit: 10,000 customer accounts
Net sales 28.0 35.6 37.6 5 7 Net sales 9.3 13.8
Operating income 0.4 0.2 0.4 : Operating income 0.2 1.1 4. 1
Gross profit 4.2 5 89 339 ~5 .8 Gross profit margin 12.5% 17.6% 6 2
marg]n . 0 . (0] . (0] s .
) Benefit of the new model when the cost of electricity rises
High voltage If the cost of purchasing energy for 40,000 low-voltage
Low voltage customer accounts rises by four times in one month, the

Unit: 10,000 customer accounts

2.9 5.0
2.0
1.5 29
0.8 1.3
0.7 0.7 0.7 . 0.7
q
FY8/19 FY8/20 FY8/21 FY8/25
(Actual) (Actual) (Actual) (Plan)
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one-time cash expense is a maximum of about ¥2 billion.
This would be recovered from customers over a period of
approximately three years, resulting in a negligible effect
on earnings.

))

((
FY8/21 FY8/25
(Actual) (Plan)




V. Appendix



ROE, EVA spread (Base case)

FY8/22 FY8/25
Forecast Plan
Net Income/Sales ratio- @ 3.9% 3.8% 4.3%
T T e — e e
........... F|nanc|a|Leverage—@473926
ROE 27.2% 22.5% 18.8% (Dx@x®)
Operating Income- @ ¥15.6bn  ¥17.0bn ¥22.0bn
........... e i e R —
NOPAT - ® ¥8.9bn  ¥9.6bn ¥12.8bn (®x(1-®))
Shareholder’s equity (Average) - @ ¥29.3bn  ¥37.1bn ¥62.4bn
........... Debt(Average)—¥671bn¥617bn¥504bn
ROIC - @ 9.2% 9.7% 11.4% (®+(@+®))
Cost of shareholder’s equity- 15.4% 13.3% 10.4%
........... Equ|tyrat|o—@30%41%58%
........... . ostofdept—@ll%ll%ll%
........... T e T R —
WACC - 5.1% 5.8% 6.4% ((0x1)+(@x%(1-®)x®))
EVA spread 4.1% 3.9% 5.0% (@©—)
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This presentation includes opinions, forecasts and other statements that are based on the
judgments of management when this presentation was prepared.
As this information incorporates risk factors and other uncertainties,

USEN-NEXT HOLDINGS makes no promise that this information is accurate or complete.



