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1. Financial Results



Executive Summary

Quarterly Performance

Net Adjusted
sales ¥1 ,299 million YoY -¥197 million (-13.2%) EBITDA* = ¥1 05 million YoY -¥112 million

Sales increased in the career domain, but the impact of changes in the business environment in the part-time job domain was significant,

resulting in lower sales and lower profit.

Progress on the Medium-Term Business Plan

Part-time job
domain

Profitability per project declined
significantly due to changes in the
business environment and other factors.
Shifted policy to prioritize improvement
of profitability over sales growth

Career domain

Tenshoku Draft: Focused on supporting and
providing information to the IT engineer
community. Branded search volume has been
rising since the beginning of the period. Number
of users of human resource referral service up
79% YoY.

Real estate
domain
Expanded information and content

for pre-owned condominium buyers.
Number of viewers up 98% YoY

*Adjusted EBITDA: Operating income plus depreciation, amortization of goodwill, share-based compensation expenses, and M&A-related expenses.

Details on p.39



Consolidated Results 6

Sales increased in the career domain, but the impact of changes in the business environment in the part-time job domain was significant, resulting in
lower sales and lower profit.

(Billions of JPY)

3Q 3Q cumulative total Progress
towards
-197 -508
Net sales 1 1,299 4,743 4,234 65.2%
(-13.2%) (-10.7%) °
. . . -177 -430
Part-time job domain 934 756 (:19.9%) 2,973 2,543 (-14.5%) -
. +97 +113
Career domain 402 499 (+24.1%) 1,214 1,327 (+9.3%) -
. -109 % -169
Real estate d 152 43 533 364 -
eal estate domain (-71.8%) (-31.7%)
Adjusted EBITDA 6 105 112 237 -307 544
Operating income 1 -108 -109 227 -319 ~546 -
. . R VVA -579
Ordinary income 39 -105 338 -240 > -
Quarterly net income o 127 -137 287 330 -627 i

attributable to owners of parent

XImpact of a decrease in the number of payments in the purchase and resale business



Breakdown of Results | Part-time Job Domain O

Significant decline in sales due to changes in policies by major customers, intensified investment by competitors, and the end of Mach bonus

distribution.

Machbaito Net Sales
(Unit: ¥ millions)

Factor @ behind ~ Change in policies of

mm Net sales revenue decline  major customers Factors behind revenue decline

=@=— YoY Factor @ behind  Increased investment @ Change in policies of major customers
revenue decline by competitors

A certain major customer changed its hiring policy, resulting in
Factor ® behing  End of Mach bonus lower sales to that company. Addltlonc.llly,. odjustlng oc?lvertlsmg
revenue decline  distribution placements to secure profits led to an indirect decline in revenue.

122%

81% @ Increased investment by competitors

1,001 1.038 Due to intensified investment by competitors, advertising costs

964 . . -
934 896 889 rose across the entire market and revenue per project declined as

756 a result of price competition.

® End of Mach bonus distribution

In response to strengthened regulations concerning monetary
gifts for job seekers, the distribution of Mach bonus ended on
March 31, 2025. As user behavior changed accordingly, the
decrease in applications across the entire service resulted in lower
revenue.

1Q24 2Q24 3Q24 4Q24 1Q25 2Q25 3Q25



Breakdown of Results | Part-time Job Domain @ 27/ NAF

The impact of intensified investment by competitors and the end of Mach bonus distribution became greater than expected. As the examination of

these impacts and the review of the business policy were delayed, the decline in profit widened.

Due to changes in the business environment, profitability declined
Sit:gg; significantly within the cycle of items@® - ©. And as the examination of
these impacts and the review of the business policy were delayed, the

Initi Grow sales and profit by conducting advertising
al investment within the range of profit and cycling

QLW through items® - ©

D Strengthening
customer

Referrals that

Increase in attraction
total customer match customer
attraction needs

A

Increase net sales
per project and
generate profit

decline in profit widened.

— Decrease in applications
due to the end of Mach
bonus distribution

(©)
[ d ( ]

acC ) m
D Strengthening
customer
attraction

Delay in examining the
+ impacts and reviewing
the business policy

® Expanding
transaction

Ad

|

Rising advertising costs Decline in net sales per
project



Breakdown of Results | Career Domain

In Tenshoku Draft, growth in the human resource referral service drove the increase in revenue. The scouting service also recorded higher revenue.
Tenshoku Kaigi posted higher revenue due to the acquisition of new customers and a temporary expansion of budgets by major customers.

Tenshoku Draft Sales Tenshoku Kaigi Sales
(Billions of JPY) (Billions of JPY)
mmm Net sales YoY s Net sales YoY
o 126%
121%
114% 112% 1%
O,
101% 106% 102%
[¢)
98% 97% 005 325
88% 88%

291
78%

172
142 142 148

1Q24 2Q24 3Q24 LQ24 1Q25 2Q25 3Q25 1Q24 2Q24 3Q24 4Q24 1Q25 2Q25 3Q25

270 276
262 258 256




Breakdown of Results | Expenses

Personnel expenses rose due to the increased personnel stemming from strengthened hiring activities in FY2024.
Under other expenses, cost of real estate sales decreased in line with fewer settlements in the purchase and resale business.

m Personnel expenses = Advertising costs Others
(Billions of JPY)
1,694 1,677
1,569
1,451 1494 1468 1,407
027 647
618
577 509 451 405

1Q24 2Q24 3Q24 4Q24 1Q25 2Q25 3Q25



9

Future polic
P Yy 6

In light of changes in the business environment and policy for Machbaito, we are reviewing the financial forecasts. Taking into account additional factors
that may affect performance, we plan to calculate new forecasts. The business policy in the Medium-Term Business Plan is also being updated.

We are reviewing the projected full-year results.

Revision of financial * Impact of changes in the business environment and policy for Machbaito

forecasts * Impact of volatility in businesses such as progress in sales of the purchase and resale
business

* Potential for other revenue to arise

Updating the business policy for Machbaito in response to changes

Reflection in the in the business environment

Medium-Term Business o S - , ,
* Policy shift to prioritize improvement of profitability over sales growth (details provided on
Plan pp.18-19)
* We are reviewing the impact that this policy change will have on the overall Medium-Term
Business Plan.



2. Progress of the Medium-Term Management Plan



1. Medium- to Long-term Targets

2-1. Medium-term policy 2. FY2027 targets

3. Medium-term policy

See below for the full mid-term management plan
https://ssl4.eir-parts.net/doc/6054/tdnet/2675910/00.pdf



https://ssl4.eir-parts.net/doc/6054/tdnet/2675910/00.pdf
https://ssl4.eir-parts.net/doc/6054/tdnet/2675910/00.pdf
https://ssl4.eir-parts.net/doc/6054/tdnet/2675910/00.pdf

Medium- to Long-term Targets 6
Evolve into a company that not only creates new businesses (“O—=>1") but also achieves
110" growth from "1->10."

Achieve consolidated sales of ¥9.0 billion and adjusted EBITDA* of ¥0.5 billion in FY2027

business grOWth through growth in existing businesses.
Toward FY2035, aim for average annual sales growth of +15% and an EBITDA margin of

20% or higher.
(Billions of JPY)

. Consolidated sales
Adjusted EBITDA
Net sales CAGR: +15% _l

Medium-Term Business Plan 2025-2027

Achieve record-high net sales through business

growth l
Profit growth driven by top-line expansion

EBITDA margin: 20 %0 or higher

9.0
6.7 6.3

2022 2024 2027 2035

FY2006 2008 2010 2012 2014 2016 2018 2020

*Adjusted EBITDA = Operating income + depreciation and amortization + amortization of goodwill + stock-based compensation expenses + M&A-related expenses



Medium-term policy

Achieve “1-10” growth by strengthening branding and creating high-retention businesses

”~”

Stagnation of net sales
and income

Lack of brand recognition and user
preference

Low switching costs

Medium-term policy

6 D i

BN (9] MRl e &ine Strengthening customer touchpoints

user preference

Strengthen Create

branding high-retention businesses

all

Achieve

“ 1 9 10” growth



FY2027 targets 6

In the part-time domain, pursue growth by strengthening the customer base of

Consolidated v 9.0 bilion Machbaito, while in the career domain, focus on establishing the brand and

sales expanding the profit infrastructure of Tenshoku Draft.

Adjusted EBITDA ¥ (). 5 billion Depending on the likelihood of investment recovery, large-scale promotions and
M&A will also be implemented as appropriate*’

(Billions of JPY)

Sales*? +13%
the part-time domain 39 55 +12%
the career domain 16 25 +16%
Real estate domain 7 10 +11%

Adjusted EBITDA 1 5 +67%

*1 Large-scale promotions and M&A are not included
*2 Sales in FY2024 include businesses that have been withdrawn



. Overall summary

. Part-time job domain

2-2. Progress in 3Q25

. Career domain

. Real estate domain




Progress in 3Q FY2025 | Summary (')

Medium-Term Business Plan / KPI Targets Progress in 3Q FY2025

Part-time job Shifted policy to prioritize improvement of
domain Nomber of branded 00 profitability over sales growth. Large-scale
. B * Number o ranae o o .
. eit;i?igﬁ?:;g%fx”;‘:;:;tmcmn through searches +500% promotions have been deferred. Service
(/s . . .
7S . . o improvements that contribute to branding and
» Strengthening the customer * Net sales per project +30% . -
base profitability have been promoted.
Career domain
* Expansion in number of users through - Branded search volume +250%
8 DRAFT brand establishment Tenshoku Draft: Focus on supporting the IT
* Expansion of target segments through * Hiring success rate +70% engineer community. Promoted media outreach
broader hiring channels and participation in events, leading to an
. . - Number of new members acquired increase in branded search volume since the
= gih A =2  Acquisition of early-stage job seekers h h L. .
O ERESF c - cirati . through new content beginning of the period. Number of users of
* EXpansion o monetization points .
P P * Net sales per member human resource referral service up 79% YoY.

bqtonn - Strengthen marketing and sales activities

toward achieving PMF

Real estate domai : .
el estare doman Expanded information and content for pre-

N azon Cg‘rftr:::z:;”szr:/f’ceergrfezzers through expanded owned condominium buyers. Number of
i . o _ _ visitors up 98% YoY.
| E S H | I_ - Expansion of monetization points by leveraging

the customer base

*KPI targets are shown relative to FY2024. The timing for branded search volume of Machbaito has not been set because the timing of promotions is yet to be determined.



Part-time Job Domain | Update to Business Policy g A

Shifted policy to prioritize improvement of profitability over sales growth.

Large-scale promotions will be deferred. Service improvements that contribute to branding and profitability will be promoted.

Previous policy Policy from 4Q FY2025 onward

Strengthening the customer b o L
FENIENEnng The costormer base Prioritize improvement of profitability over sales growth

Expand transactions with existing major companies

Increase share of transactions with existing major companies . 5 .

through customer attraction driven by advertising investment FOCUS on h |g h Iy prOfItG ble prOJeCtS

Acquisition of new customers * Focus new customer acquisition and transaction

Expand job listings across a wider range of industries and expansion on highly profitable projects L. )

occupations, mainly for major and mid-sized companies, then + Revise the terms or reduce transactions for low-profit Optl mization of

expand transactions similarly to existing customers projects d t c ga nd
+ adavertisin

Strengthening customer attraction Large-scale promotions will be deferred. operations

through establishing a new brand Service improvements will be promoted.
Brandi teredon” d"
randing centered on "spee * Large-scale investments such as major promotions will be

Shorten the time to start working by improving the job search deferred

and application process for job seekers and streamlining hiring
processes for companies and stores. Promote branding centered * Service improvements that contribute to branding and
on "speed,” based on this new experience. profitability will be promoted.



Part-time Job Domain | Update to Business Policy G

Focus new customer acquisition and transaction expansion on highly profitable projects. Revise the terms or reduce transactions for low-profit projects. We
aim to complete the structural transformation by the first half of FY2026, including optimization of advertising and operations.

Although the pace of sales growth will decline, we will establish a structure that more easily generates

profit.
Changes in project composition resulting from the revised Roadmap for structural transformation
policy g
e
\n\m\:r:\on ot qaapSHRT® = ’ 4Q Complete changes to advertising operations
o BgpulacuuEliners New projects generated =S&lepisy  policy and changes to the operating structure

through new customer

acquisition and transaction
. expansion
Revise the terms or

reduce transactions
for low-profit projects

Complete revision of terms and reduction of
1Q transactions for low-profit projects

P PIOPIE  |mplement initiatives to improve profit

margins, such as operational improvements

Existing projects

in FY2025

2Q Complete transformation into a stable, profit-
@ @lericl  generating structure

FY2025 FY2026



Career Domain | Business Policy for Tenshoku Draft

=B DRAFT

Increase the number of users by expanding and strengthening communication of the brand concept. In parallel, raise the hiring success rate by

expanding the recruitment service and increase the total number of hires across the service.

n Increase users through
brand establishment

B} Expand target segments
through broader hiring
channels

Expansion of the brand concept and stronger exposure

Expand the concept from a “job change service" specialized for IT
engineers to a "service that enables career building.” Strengthen
exposure through media outreach, participation in events, and
other activities.

Expansion of human resource referral service

By expanding the human resource referral service, broaden the
target audience to include job seekers who would not use only the
scouting service, while also expanding the range of companies on the
employer side to Sler and contract development companies, as well
as non-IT companies.

=
(an

K= @

Grow through an
increase in users and
an improvement in the
hiring success rate.



Tenshoku Draft | Progress on Increasing Users Through Brand Establishment =B DRAFT

To contribute to career building for IT engineers and create more points of engagement, we are promoting community support.
By strengthening media outreach, participation in events, and other initiatives, branded search volume has been rising since the beginning of the period.

Branded search volume*? Results of initiatives*?

Number of
community
150 support

activities

Number of
beers provided
as event More than |

100 sponsorship

Other initiatives

* Participated in more than 15 events
. * Published 10 articles on our owned media “"LIFE DRAFT"
* Issued 8 news releases

» Distributed the "Attract Book of Engineer Recruiting”

* Launched an official note account

1Q24 2Q24 3Q24 4Q24 1Q25 2Q25  3Q25 Community support

*1 Number of searches for the name "Tenshoku Draft.” Shown asa  For IT engineers, communities such as study groups provide places for learning and career development.
relative value using the branded search volume in 1Q FY2024 as Through supporting these communities, we aim to contribute to career building for IT engineers and create

100. more points of engagement. The concept behind the beer sponsorship is “There are things you can talk
*2 Results achieved from the beginning of the period through 3Q about because there is beer."”
FY2025.



Tenshoku Draft | Progress on Expanding Target Segments Through Broader Hiring Channels E®®DRAFT

By strengthening brand communication and outreach to users of the scouting service, the number of users of the human resource referral service grew

79% YoY

Number of users of human resource referral service*

Possible to register for
both services at the same

time
+79% g‘ ¢ =B DRAF T scout
200 YoY 174 . Job applicants Z8 DRAF T AGENT
150 Ta4
13
100 96 9 -
100 &R DRAFT
F) JFFT
—
50 _].,JTOJ——A Jt)
Al ZE =R
ITZYy =27 DI E7FERE
0 RS Y — & 2% B8]

1Q24 2Q24 3Q24 4Q24 1Q25 2Q25 3Q25

*Shown as a relative value using the number of human resource
referral service users in 1Q FY2024 as 100.

Strengthened outreach to users of the
scouting service

To allow proposals of the human resource referral service
to users of the scouting service, we unified the
registration flow for both the scouting service and the
agency service. Starting from 2Q, the number of users
increased significantly and grew 79% YoY

Launch of the new “Career Discussion
Support" service

We launched Career Discussion Support, a service for
thinking through survival strategies in the Al era for IT
engineers' careers. Using a proprietary framework, we
provide free support for career building. We aim to create
points of engagement with potential job seekers.



IESHIL | Progress on Policy

We have continuously expanded information and content for pre-owned condominium buyers. Number of viewers up 98% YoY

Number of site viewers*

200

150

100

50

+9 8%

YoY 185

1Q24 2Q24 3Q24 4Q24 1Q25 2Q25 3Q25

*Shown as a relative value using the number of site viewers in 1Q
FY2024 as 100.

469 FeEXoOads
‘@ 1 et 3
 SEREEE A 5
1{%4,352~5{&39555 M EBREDIZFIEENS L. EHBEAT
:'I:I 60.68ni~134.78n7 Z—N—®AYE=HRI->TWVWEDTH
—  2LDK 3LDK BEENETHLERTY, EF=/OICE
\WIEFEEESNZDHEIAD £5,
r 1 &S/ T 1 E¥HLL ) T
1 {E#H139 JL@B‘ BARIE
=)

5

RaRREHI I, BRICIEARY BH
HEINTVLSOTRETEHMTZON
HLATY, BADEZL. FrHupvouv
DUBERBZIBANH2DIFELWVWTT,

F115 | 15055 (14883E) | RCiE

ERFER Ot

| AR5 ffiie 3154,00075 1

'H 2LDK  60.68m?
1R/ 15RERE 6 - ( 033 %5 R3(350) —~J

A\

Expanded information and content for
pre-owned condominium buyers

We strengthened listings of properties currently for sale by condominium and added review
information by station and area. Both inflow and on-site engagement metrics improved.
Number of site viewers grew 98% YoY



3. Appendix



Appendix | Corporate Profile

Company name Livesense Inc.

CEO/Founder Taichi Murakami

Business Philosophy Happiness Begetting Happiness.
Corporate Vision Invent the next common.
Established February 8, 2006

Tokyo Stock Exchange Prime Market

Listing Market (Securities code: 6054)

Number of
Employees Full-Time: 253 (as of September 30, 2025)

(Non-Consolidated)

Consolidated

Subsidiaries PHIL LIFE Inc.




Livesense's Values

Philosophy

appiness Begetting
appiness.

Vision

lnvent the next common.

Human beings feel their greatest happiness when they are able to bring
happiness to others. This represents our view of the fundamental way in which
human beings find happiness, and it is a core value that LIVESENSE upholds. Let’s
bring happiness to our customers through our business, and in doing so, find
happiness ourselves. That sentiment is embodied in the phrase “Happiness
Begetting Happiness.”

Creating the next common of the future and embedding it in society. The starting
point lies in the questions hidden within common sense and everyday life. We
question familiar inconveniences and industry conventions and transform them
into forms that are better suited to our times. We will continue to take on
challenges to realize the next common.



Business Overview | Machbaito g I

500,000+* part-time job listings. By leveraging a proprietary display algorithm, diverse pricing plans including performance-based options,
and an advertising-driven customer attraction platform, we enable efficient part-time job searching and hiring.

Realize efficient part-time job search and hiring for job seekers and hiring companies

O) Fast and personalized job Highly cost-effective hiring
search
Q‘ *  Various pricing plans, including
fee-based model
*  Algorithm prioritizing jobs that srccess feerbased mode Hiring

Job seeker match individual preference . Advertising-based customer company
Students, homemakers, attraction aligned with budget and )

part-timers, etc. hiring needs Restaurants, retail

Hiri ng shops, s.ecurlty
companies, etc.

*Monthly average in first half of 2025



Business Overview | Tenshoku Draft

=B DRAFT

We operate two services: “Tenshoku Draft Scout,” which enables higher annual income and career advancement based on skills, and
“Tenshoku Draft Agent,” which helps broaden career opportunities with professional support.

Q)
) P

Job seeker

IT engineer

Supporting IT engineers in building their careers through two approaches: Scout and Agent

=i DRAF T scout

Company
.oy
O) Company
() B
w Company
Job seeker C

Receive scouts from companies that present annual
income and mission, offering opportunities for high
income and favorable conditions

mE DRAF T AGENT

Job change
consultation _
O \°
- )
Recruitment
referral L.
Job seeker Career Hiri ng
advisor
company

Discover unexpected career opportunities through
professional career consultations



Business Overview | Tenshoku Kaigi D EHERE

We provide more than 5 million* reviews covering company reputation, annual income, and other insights. We aim to eliminate
information asymmetry and mismatches in career changes.

Eliminating information asymmetry and mismatches in career changes

Referral fee (upon member registration)
Success fees upon hiring (when hired through Scout)

Don’t know what’s
going on at the

company @ Eii Hﬁ /ﬁ\ E%é

O) I | e Actual annual income Reviews by employees Partner company
L ]
Q‘ . . . Overtime Interview information ...etc. information site

° Recruitment

A . U Recruitment agency R
Job seeker Hiring
Would-be career changers Providing company reviews from diverse perspectives. By revealing realities not company
visible in job postings, we eliminate mismatches between job seekers and hiring O—
companies.

Review viewing fee (charged to viewing members)

*As of June 2025



Business Overview | batonn batonn

By visualizing interviews through video recording and automatic transcription, and utilizing highlight videos and Al-based summaries, we
prevent mismatches in hiring, strengthen candidate attraction, and enhance companies’ recruitment capabilities.

Eliminating inefficiency and dependence on individuals in hiring interviews
to enhance companies’ recruitment capabilities

Challenges in hiring interviews

ba t o n n Streamlining hiring interviews with Al-based
«  Recording content is time- summarization, highlights, and key point extraction
consuming

*  Evaluations are not aligned among

interviewers Automatic vide.o recording and transcription eliminate the burden
Key of note-taking
* Insufficient handover leads to features - . ‘
repeated questions in subsequent chkly review key pPOINtS through summaries and highlight videos

interviews



Business Overview | IESHIL

4TV

/N
IESHIL

Aiming to realize more convincing real estate transactions, we provide practical information useful for selling and purchasing pre-owned
condominiums. We also provide advisory services from a neutral standpoint.

* Do not know fair price

* No specialized knowledge

Q)
C N

Users

Prospective sellers / buyers

Providing the most transparent real estate services

VN 1TV
I ESHIL

Practical real estate information

. Selling price estimates and room-by- + Consultation
room reference prices e

. Disaster risk and neighborhood data withia

. Asset value assessment

. Resident reviews of properties

We provide various information necessary for sale and purchase decisions, such as reference market prices
by room and neighborhood data. In addition, we provide advisory services from a neutral standpoint.

Referral fee

— Closing fee (charged upon

successful transaction)

Real estate
company

Real estate agencies



Appendix | Basic Philosophy of Business Operation

Basic Philosophy

We wiill view structural distortions preventing optimal choices as social
issues to be solved with technology.

Three business themes based on basic philosophy

o

System Innovation High Transbarenc Respect for
through DX 9 P Y Humanity
Improve convenience and efficiency by Realize society where better choices can Matching based on diverse preferences and values
updating old system and solving issues be made by eliminating asymmetry of for more satisfying choices

and distortions in each field information



4

Appendix | System Innovation through DX 6

Improve convenience and efficiency of everyday life and business by updating old system and solving
issues of inconvenience and inefficiency.

Business Examples

g /A

Promoted digitalization in the part-time job
industry in which paper-based job listings were

l the norm.

Made it easier to find part-time jobs.

batonn

Eliminated dependence on people and omissions

Old S)’Stem U pdqted S)’Stem through digitalization of interview content and

evaluations and functions to attract candidates.

Inconveniences remain due to Improve convenience through system vall Bbetieeied o
overlooking DX delays and innovation and make everyday life and Q‘gﬂg;ﬁ;a Ize efficient hiring with Tewer
system that is dependent on business situations smarter and more '

people efficient



Appendix | High Transparency

Reduce mismatches by eliminating asymmetry of information and realize a society with better
choices for individuals and organizations.

Realize fair trade
by ensuring
equal information
User for both sides

information volume

Company
information volume

Business Examples

— A== =3
@ T e
Provides reviews of more than 240,000 companies

and visualizes working conditions at companies to
deliver optimal support for job changes.

mH DRAFT

Promotes fairness in job changes through a
system that shows annual income and position
before selection.

A I

N\
IESHIL

Promotes transparency in real estate transactions
by providing users with information such as new
construction prices, foundation safety, and disaster
risk.



Appendix | Respect for People

Matching based on diverse preferences and values for more satisfying choices

* Matching based on
one-sided information
» Boilerplate scouting

Uniform
matching

With data-driven matching advancing,
individuals are increasingly treated uniformly
as just attributes or conditions

(-

* Matching that also
considers personality
and values

* Individualized scouting

Personalized
matching

Increase satisfaction in decision-
making through matching that
reflects individual diversity and
individualized proposals

Business Examples

ZH DRAFT

Individualized scouting by companies based on
resume content made it easier for job applicants
to find a job matching their preferences.



Al utilization

Actively utilizing Al in each business to realize business topics and accelerate growth

D r
_ Machbaito: Accelerating the hiring process Enhancing internal productivity
System Innovation
Tenshoku Kaigi: Job description creation support function
through DX g . .
batonn: Interview summary and highlighting functions Al coding support and use of Al agents
J * Writing help for articles, job listings, etc.
N

* Help with creating manuals
Tenshoku Kaigi: Job change review summaries
High Transparency + .

. . . Automation of inquiry handling through internal
IESHIL: Advisor education through case study analysis

chatbot

N * Generative Al tool accounts for all employees

Tenshoku Draft:

Respect for Humanity

, ...etc.
User output summaries




Financial data @

Consolidated income statement

Unit FY2020 FY2021 FY2022 FY2023 FY2024
Net sales Millions of JPY 4,078 4179 4,757 5,654 6,320
Cost of sales Millions of JPY 422 742 756 951 1,581
Administrative expenses Millions of JPY 4,785 4,549 3,717 4,217 4,629
Advertising costs Millions of JPY 1,495 1,567 1,397 1,885 1,933
Personnel expenses, etc. Millions of JPY 2,223 2,022 1,611 1,645 1,942
Adjusted EBITDAX Millions of JPY -1,090 -1,104 289 488 125
Operating income Millions of JPY -1,129 -1,112 284 485 109
Ordinary income Millions of JPY -1,032 -916 438 649 260
Profit (loss) attributable to owners of par  Millions of JPY -1,089 -943 537 716 197
Consolidated Balance Sheets
Unit FY2020 FY2021 FY2022 FY2023 FY2024
Current assets Millions of JPY 4,030 3,339 4,116 4,555 4,765
Cash and Deposits Millions of JPY 3,031 2,705 3,560 3,647 3,925
Fixed assets Millions of JPY 186 535 351 252 175
Total assets Millions of JPY 4,216 3,874 4,468 4,808 4,941
Current liabilities Millions of JPY 540 690 1,087 803 720
Fixed debt Millions of JPY 35 84 23 23 13
Net worth Millions of JPY 3,640 3,099 3,356 3,981 4,207

*Adjusted EBITDA: Operating profit + depreciation + amortization of goodwill + stock-based compensation expenses + M&A-related expenses



Financial data @

Consolidated Cash Flow Statement

Unit
Cash flows from operating activities Millions of JPY
Cash flows from investing activities Millions of JPY
Cash flows from financing activities Millions of JPY
Management indicators
Unit
Operating profit margin %
Stock price JpY
(Closing price at the end of December)
Market capitalization
(Based on closing price as of the end of Billion of JPY
December)
EPS (Earnings Per Share) JPY
PER (Price Earnings Ratio) Times
ROIC (Return on Invested Capital)* %
ROE (Return on equity) %
ROA (return on assets) %

FY2020
-1,991
-12
-197

FY2020

245

FY2021
-361
19
15

FY2021

179

FY2022
731
128

-4

FY2022
6.0

279

78

19.6
14.2

7.9
16.7
10.5

FY2023
3
88
-4

FY2023
8.6

254

26.1

9.7
13.0
19.5
14.0

*ROIC: After-tax operating profit / invested capital (interest-bearing debt + shareholders' equity) average at the beginning and end of the fiscal year

FY2024

FY2024
1.7

143

40

7.2
19.9
2.4
4.8
53



Breakdown of Adjusted EBITDA

Breakdown of Adjusted EBITDA

(Unit: ¥ millions)

3Q24 3Q25

Operating income 1

Depreciation 0]

Amortization of

goodwill 0
Share-based

compensation 4
expenses

M&A-related 0
expenses

Adjusted EBITDA 6

-108

-105

Reasons for setting the indicators

To measure earning power that more accurately reflects the
actual state of the business for achieving the "1 - 10
growth" set out in the Medium-Term Business Plan
(excluding accounting expenses that do not involve cash
outflow)

To promote the execution of M&A, which is one of the
policies of the Medium-Term Business Plan
(excluding one-time expenses associated with M&A)



2Q25 Consolidated Balance Sheets

(Millions of JPY)

| FY2024 | FY2025 | Yo
Assets
Current assets 4,765 4,661 -104
Cash and deposits 3,925 3,865 -60
Fixed assets 175 164 -11
Tangible fixed assets O O -0
Intangible fixed asset: 5 4 -0
Investments and othe 170 159 -11
Total assets 4,941 4,825 -115
Liabilities
Current liabilities 720 689 -31
Fixed liabilities 13 13 +0
Total liabilities 734 703 -31
Equity
Shareholders' equity 4173 4,083 -89
Common stock 237 237 +0
Capital surplus 219 225 +0
Retained earnings 3,894 3,799 -89
Treasury stock -178 -178 +0

Total Equity 4,207 4,122 -84



Appendix | Employees

No. of Employees (Consolidated)

B Regular
= Part-time (People)
Subsidiaries

203 210 212 211 222 227 235 237

2Q/23 3Q/23 4Q/23 1Q/24 2Q/24 3Q/24 4Q/24 1Q/25 2Q/25 3Q/25

Breakdown of Full-time Employees

Corporate
17% Engineers
Busi /
Usme.ss Designers
Operation 209,

1%

Sales / BizDev
28%

*Non-consolidated: Head Office Regular Employees only.
(Our 'Regular Employees in Specific Functions' are mainly
responsible for customer support and sales.)



Disclaimer

Livesense Inc. (below, the Company) has prepared this material to provide current information about the Company.

The Company prepared this material using generally known information about social and economic conditions and certain
assumptions that we deemed to be reasonable. The information found in this material is subject to change without notice
due to changes in business conditions or for other reasons. This material contains forward-looking statements, which are
based on current expectations, forecasts and assumptions that involve risks. These forward-looking statements contain
uncertainties, and actual results may differ substantially from these statements. These risks and uncertainties include
general industry and market conditions as well as general Japanese and international economic conditions such as changes
in interest rates and exchange rates. The Company has no obligation to update or correct the forward-looking statements
contained in this material, regardless of any new information, future events, etc.

In light of the above, investors are advised to use their own judgment when making investments.

Note : This document has been translated from the Japanese original for reference purposes only. In the event of any
discrepancy between this translated document and the Japanese original, the original shall prevail.
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