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Hello, everyone.

My name is Ichimura. I am in charge of BPO SBU.

I will let you understand the BPO SBU today.

Beginning with Chapter 0, we start with an overview of our SBU, including its
background.



Purpose of BPO as a new SBU
While the BPO market is undergoing remarkable growth, the competitive environment is
intensifying due to advances in technology.

The BPO SBU was establishedto become a pillar of profit growth for the entire groupin such
situation by bringing together the group's experience and knowledge.

External Factors

* Increased BPO needs due to declining
workforce

» Changesin the competitive environment due
to advancesin technology

Purpose of BPO SBU

As a pillar of profit growth for the Group
* Acceleratinggrowth through strategy

Integration
Internal Factors * Productivity improvementthrough

business transformation

« Dispersion of resources within the group «  Active use of technology

* Investment subordination under the former
SBU regime
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BPO SBU started as a new business segment(SBU) splitting off from Staffing SBU
mostly in April 2023 — last year. About one year has passed. The BPO market is
set to grow significantly. Meanwhile, the competitive environment has changed, for
instance as technologies have evolved. One factor in Japan is the decline in the
working population.

This has produced a considerable increase in demand for BPO.

We intend to adapt to these changes in the competitive environment.

An internal factor is that, since our launch we have been combining scattered
elements of each company of us into the SBU. We are strengthening them within
the SBU and in the Group.

We aim to be a pillar of Group's overall profit growth.

We will accelerate growth by integrating strategies. To improve productivity, we will
transform both internally and externally, making proactive use of technologies. To
advance these measures, we will join forces as an SBU and focus our efforts on
them.



Chapter 1:
Basic Information
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Now, I would like to provide some basic information about the BPO SBU.



SBU Structure

In the BPO business, where social expectations are risingvith the background ofthe social
issues such asdeclining workforce and productivity improvement, we wilbromote high-value-
added services by bringing together thegroup's experience and expertise.

SBU Business Units Entities

PERSOL TEMPSTAFF, BPO Unit
Business Process Outsourcing (BPO)

PERSOL PROCESS & TECHNOLOGY

Customer Experience (CX)
PERSOL WORKS DESIGN

BPO SBU

PERSOL WORKSWITCH CONSULTING
Professional
PERSOL MEDIA SWITCH

Lacras
Other SaaS and product-based businesses
Bizer
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Starting with the SBU's structure,

the businesses of the BPO SBU are in the middle row.

We have four business segments: the business process outsourcing or BPO
business, the customer experience business, the professional business, and
other businesses providing SaaS and other products.

I will explain details of each business later.

First, the BPO business is a major pillar. It is 70% of the total SBU.

The customer experience or CX business, with a central role in transforming
communication, is around 20%.

The professional business is about 10%, and other businesses account for the rest.
The SBU has seven companies.

We are adding value to services by consolidating the Group's track record, expertise,
etc.



Management Members
In addition to creating synergies and optimizing the business structure promoting high
value-added services through active use of technology

-
:
...‘,'.

,‘-',)

Kazuyuki Ichimura, BPO SBU Lead Jun Otomo, Executive Director
After joining PERSOL TEMPSTAFF, After joining PERSOL CAREER responsible

responsible for Financial sector business, for IT Div. at PERSOL TEMPSTAFF. Before
Human Resources Div., and BPO business. joining BPO SBU, served as Directoof
PERSOL INNOVATION and CEO of Sharefull.
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I would like to briefly introduce our management team.

I am the representative and lead the SBU.

Let me introduce myself briefly.

I joined PERSOL TEMPSTAFF mid-career.

Initially, I was a salesperson in charge of temporary staffing.

I also worked in specialized businesses for financial companies and the finance
industry.

I was a leader there and then managed human resources for about six years.

I later moved to the BPO business and have been in this position to date.

A two-person team manages the SBU, myself and Mr. Otomo on the right.

Mr. Otomo joined PERSOL CAREER, where he gained experience in corporate
planning and other operations.

He later led IT-related operations at PERSOL TEMPSTAFF.

He was then the representative at PERSOL INNOVATION and at Sharefull.

This SBU brings together divisions from across the group to develop new projects.
In the Human Resources Division, I executed a number of PMI projects. With this
and Mr. Otomo's experience implementing, using and promoting IT, we aim to
move the BPO business forward together.



. -
MISSION "
- ”—.. - I.’.-

. Brm - —— -
Innovating all kinds of work and organizations
to create a soc\:reTyfull of "better workplace”

We aim to establish our mission as a new SBU and accelerate the business.

We are determined to achieve the Group Vision, "Work and Smile", and to be a
"Career Well-being" Creation Company.

Our mission is to transform operations and organizations to create better working
environments. We are guided by this mission and all of us are working hard.



Business Performance

Maintained over 10% sales growth in organic.excluding COVID-19 related

Reviewing the cost structure andproceeding with businessrestructuringafter COVID in
FY2024, aiming to recover profitability as soon as possible

Revenue and OP Margin (JPY Million)

B +11%. 0
evenue o, 9 856
100,939
OP Margin ol 12
(incl. COVID -19) 13.0%
OP Margin
(Organic) I 6.2%
Revenue | 6.0% |
(Organic ) | | i 3.1% 3.3%
FY22 FY23 FY24(Est)
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Now I would like to share information about our performance.

COVID-19 had positive and negative impacts on us and our competitors.

As this graph shows, COVID-19 had a big impact on revenue in FY2022 and FY2023.
This fiscal year, there are no longer any COVID-19-related projects.

Revenue from organic businesses not affected by COVID-19 have achieved double-
digit growth in the three years since FY2022.

The OP margin was 6% in FY2022, and the SBU was established in FY2023.

At present, we are investing internally to maximize synergy.

The OP margin was and will remain weak in FY2023 and FY2024, partly reflecting
these investments in addition to COVID-19.

We see this as temporary. So we aim to return profitability and the OP margin to
their previous levels and beyond.



BPO SBU Capabilities I

Provide comprehensive BPO services with alarge number of clients utilizing the Group's
solid client base and a diverse experiences of projectoperations.

PERSOL

As of May 31, 2024

Number ofClients Number ofProjects in operation

companies projects

Number of Employees Outsourcing Center

locations

employees (in nationwide)

seats
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I will move on to the capabilities of our SBU.

PERSOL Group, which includes us, has a very strong customer base.

The BPO SBU, has 1,900 corporate customers.

More than 3,000 projects are underway.

There are around 10,000 permanent BPO SBU employees, or regular
employees. Another 10,000 people or so are engaged in operations as fixed-term
employees.

So more than 20,000 people are on duty at this very moment.

We provide outsourcing services in two ways: working full-time at customers' offices
and relocating customer operations to do them externally.

A feature of the SBU is the large number of cases where our staff work full-time
with the customer on site.

In around 75% of all projects, we set up our bases at customers' offices.

Naturally, some operations are done off site.

Our outsourcing center has 24 offices nationwide and about 6,000 booths.

We provide comprehensive services to our customers in close cooperation with them
at their offices and operations that we do more efficiently.



Chapter 2:
Business Overview
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Next is a business overview.



Target Markets and Our Business Positioning
The market size targeted by theBPO SBU is approx. 7 trillion yen as of FY2023.
Organize the relationship between each market and our three main businesss.

e\ Potential Market o Existing Markets (JPY 7.1T) ~ Our Businesses
&) &)
IT BPO?
(JPY2.97)
BPO Business
Shared Non-IT BPO?
Operations Sgg:f:rs (JPY1.3T)
ith high P 5
o\l’Jvtlsourlcgi]n (sscy! Telemarketing®
N9 | upvosT) (JPY1.1T) .
potential CX Business

Contact Center Solution'd
(JPY0.5T)

Business Consulting (JPY0.47)

Professional Business

Freelance® (JPY0.4T )

*1: 2024 "Shared Services" Participating Companies Performance DatgYano Research Institute Ltd)

*2: 2023-2024 BPOMarket Facts and OutlooKYano Research Institute Ltd. - -
*3: Call Center Market Overview2023 (Yano Research Institute Ltd. [N 6l _Mostimportant target Key target Potential target

*4: IDCDomestic Business Consulting Market Forecas2021-2025

*5: Freelance White Paper(Freelance Association of Japan) 14
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I begin with our markets and allocations of our businesses.

The most important markets are highlighted in the darkest color.

The main ones are the non-IT BPO market, the telemarketing market focused
mainly on call centers, and the contact center solutions market.

We are also active in fields that belong to the IT-related BPO market.

In addition to the BPO and CX businesses in these markets, we also operate the
Professional business.

We believe that the business consulting and freelancer markets will also be included
in our activities.

These markets have a total size of about 7 trillion yen at present.



Value Created by the Three Businesses
Combination of BPO, CX, and Professional businessesenables us to provide optimal
services for our clients' various issues.

BPO SBU Client
BPO CX Private companies
i Maximize : .

N Oonﬁerzlt_f'oor’;ance customer Communication

pnﬁaximgizztion and th;loi;ﬁ a Interfaging with clients q
productivity improvement chain of anq thelr customers to HH

in diverse business value optimize the customer

provided experience

processes

Administrative

Service transformation through BPR and technology utilization Institutions

sBuliayQ @21A18g aAlsuayaidwon

Professional

Support forbusiness BPR and technology utilization ——
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And we have these three business categories.

The BPO business, CX business and Professional business do not operated
independently of each other.

Customers needs are becoming increasingly diverse and sophisticated.

We aim to integrate the three businesses and create a broad range of deep,
sophisticated services.

In the BPO business, we seek to reliably increase our sophistication and
improve customers' productivity.

And CX will operate in tandem with the BPO business, in the communication field.

We seek to optimize the customer experience.

One of our features going forward is the professional business shown on the right.
At present, we proactively provide customers with services including the BPR of
their operations and support in using technologies.

The SBU overall has secured thousands of workers who can be involved in these
businesses.

They will also engage in the BPO and the CX businesses.

Of course, we will boost the sophistication of ongoing outsourced operations,
leveraging the professional business to improve quality.

We will do this by improving the productivity and profitability of our projects and
integrating the three businesses.



Service Lineup by Business r‘
A wide range of service lineup to meet a wide range of customer needs bEneol

industry-wide Industry-specific

®  Corporate operations suchas  HR, accounting, etc.
®  Front office operations such as sales administration
® New business start -up, business operation design,

®  Contracting and operational support for various
industry -specific operations, including government,
financial, IT and telecommunications, etc.

DX support, etc.
Contact Center Sales & Marketing
® Omni-channel(phone, email, chat) service ®  Marketing operations from lead acquisition to
operations for inbound and outbound customer nurturing
® Customer support,IT helpdesk, etc. ®  Field Sales, Inside Sales , etc.

Business Consulting Technology Support

®  Support for introduction and utilization of
technologies suchas RPA, Al, etc.
® Digital talentde velopment support

Professional ® BPR and DX support for a wide range of operations,
including sales, HR, general affairs, accounting, etc.
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Let me explain what we do in each business, one by one.

First, in the BPO business, we provide BPO services common across industries as
well as industry-specific services. Services common across industries are related to
functions that any company has. The most widely used are corporate back-office
operations including HR management, general affairs and finance.

The number of front-office operations we do for customers is increasing considerably.
We see sharp increases in requests to consolidate or develop administrative
operations supporting sales activities. Furthermore, many people from the BPO
business are involved in new business launches, operation management and design,
DX support and similar activities. For industry-specific services, our presence is
growing in the public sector — especially local government.

We operate in the public and quasi-public field of infrastructure-related work.
Other operations include finance, IT, and telecommunications. Given our long
involvement in various industries, we see growing demand for our expertise.

In the CX business, our expertise in both contact centers and sales and marketing
will be strengths. For contact centers, our services go beyond operations using
telephones to encompass inbound and outbound operations using a range of
channels. We can also offer customer support, specialized, high-level IT help desk
services and other services. In sales and marketing, we offer diverse services and
solutions for everything from lead acquisition to nurturing potential customers.

We are also involved in field sales and inside sales. In the Professional business, our
greatest advantages are business consulting and technology consulting.



In business consulting, we provide support for BPR and the DX of diverse operations.
We have been responding to strong demand for services in HR. Going forward, we
will strengthen our capabilities in this area. As for technology consulting, there were
many projects related to RPA a decade ago. Today, we are receiving more requests
related to AI. Our support also benefits from our experience in the development of
diverse digital human resources.



Service Example_BPO x CX
Establish a comprehensive support system witlBPO and CX, starting from the digitization
of business operations.

Municipality: Administrative CenterOrganization
Local Government Person in charge of local
A gov ernment office v
H i ee————eaun—w—— Project Manager ——
14 Sections and 96 Operations e i g =
Pension Application for reissuance of national health Assistant Manager Operational Design Persons
Healthcare insurance card, etc. 10 Robots
PJTManagement
Healthcare Sending notification of immunization numbers to Bam Bam Bam 13 Leaders
Center newborns, etc. Leader Leader Leader 22 sub-leaders
Children & Acceptance of applications for new and continuing Qeerator Operator Operator 150 operators
i Call Cente
Youth enrollment in the school childcare program all Center Miyazaki Outsourcing Center 10 e
Preschool Approval for implementation of free education and Collaboration wCX ' Sasebo Outsourcing Center 9 Lines
Child childcare for infants and toddlers, etc. JobShare Centerin Naya 4 Lines
Improv ementSupport - N
Family Commuter passes for high school students from Partnering w 3 external companies
Support single-parent families, etc. . - -
Key Points of Business Operation
Eceiy Acceptance of Dementia Diagnosis Grant m Collaborationwith local governmens as a
Welfare Program Grant Applications L
prerequisite for BPR

B Business construction is designed with
"digitalization" as the starting point for the process.
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"Let me describe some services that we tailored to key customer needs through a
combination of our BPO, CX, and Professional businesses. This first example
involves a local government. "

The operations are being carried out with a government-designated city.

Because the client is a local government, they provide various services to citizens.
We have established a structure in which nearly 100 of their operations are handled
at a single administrative work center. Around 200 of our people are working for
the client now. We support the local government's work, including tasks done by
humans and tasks that have been largely automated through DX. Another point I
want to mention is this call center part. We also handle diverse inquiries
from citizens, respond and solve their problems. This is an example of our BPO and
CX teams' joint provision of services.



Service Example_BPO x Professional
Comprehensive support fromDX support to business processrestructuring and operation

in BPO and Professional

Major Pharmaceutical company SSC of the client

5 departments 3 operations,48 operators 3 divisions, 3 industries,30 people
Clinical Clinical trial . Clerical . .
Development ~ support 17 operatorPX Div. work T operators General Affairs Purchasing 13operators
. . PJT Management Clerical ) Travel expenses
Sales D iv. Clerical work 8operatorspjy. work 60perators Accounting roviow P! 17operators
Reception Operational
Answvering phone General Affairs N
D Attending facilitytours1 0 operators visualization
Key Points of Business Operation OrganizationChart
u Tr'.lro.ugh horizontal sharingpf know-how oncommon Professional 4= BPO >  Staffing SBU
or similartasks
Optimalbusinessprocessestablished enabling shortenedstart DX Support Sales Department General Sales
up time Clerical operation Personnel Selection

B Complement and collaborate with industry expertise
across the entire PERSOL Group

+ Collaborated with Medical and R&D sectionsof StaffingSBU
« PromoteDXin collaborationwith Prof essional

Reception operation
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This next example is about our services for a major pharmaceutical company.

Here we started with a small number of people. Just a few workers.

The client praised our performance, and now about 80 staff members work for the
client.

We started small, but our operational knowledge and ability to establish
flows slashed project launch times in other departments as well. This and the
quality of our services drew praise, and so our activities have extended horizontally.
Here, we combined the Professional business and the BPO business. In the overall
Group, there is also cooperation between the temporary staffing business, the
Staffing SBU.

The Staffing SBU has dedicated teams for the medical business and the R&D
business. So we have expertise in these areas as well.

We will obtain information through reliable coordination and design operational
processes. This is how we provide value to customers.

Further, the DX of the process has considerably expanded our activities.

We have already received many requests for the service in this example. Its use will
likely continue to expand.



Chapter 3:
Business Environment

Copyright © PERSOL HOLDINGS CO., LTD. All Rights Reserved.

Next, I will explain the operating environment.



Market Environment
Despite the impact of technology replacing services moderate expansion is expected

to continue against a backdrop of labor shortages

(i ™
Target Market BPO Market @
JPY7 AT « Increased labor savings through technology utilization may put downward pressure
on prices
« On the other hand, as labor shortages accelerate, BPO players are expected to

BPO (inthe broadsense)

JPY5.8T \__become DX players, and the market is expected to continue to expand. _J
( [— h
IT BPO Non-T BPO CX Market
JPY2.9T1 JPY1.3T1 + Telemarketing market remains flat, affected by generative Al, while capturingin -
house operations of companies
Telemarketing Contact Center Solutions ( Contact Center solutions and related services are expected to grow moderately. )
JPY1.1T2 JPY0.5T2 <

s

= Shared Service CentefSSC) ——

Shared Service Center « FY23 market size is approximately 0. 5 trillion yen based on the combined sales of
JPY0.5T 145SSC subsidiaries in large corporate groups.

« While the introduction of  SSC by large corporate groups is progressing, the scale of

Professional Markets
JPY0.8T e ~N
Professional Marke

Business Con.sultl ng Freelanc‘e « High growth in recent years against a backdrop of increasing social uncertainty and
JPY0.4T JPY0.4T'5 ) R - .
difficulty in recruiting high -class talent.
« The market continues to be active with new entrants from other industries, and is
1: 2023-2024 BPO Market F?cts and OutlooKYano Research Institute Ltd \ expected to maintain high growth . J
*2: Call Center Market Overview2023 (Yano Research Institute Ltd.
*3: 2024 "Shared Services" Participating Companies Performance DatgYano Research Institute Ltd.
*4: IDCDomestic Business Consulting Market Forecas021-2025 2 O
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I will start with the market outlook.

Earlier in this presentation, I told you that we are targeting markets with a total
size of around 7 trillion yen. They include the fields we are active in, such as the
BPO, CX, and Professional fields. The conditions in these markets differ slightly.
First, the BPO business. We expect progress in labor savings using technologies. We
also believe this will affect prices somewhat. On the other hand, there is a labor
shortage. The companies that are active in the BPO market are seeing customer
expectations grow as leading providers of DX services. We expect that the market
in this area will continue to expand. The second market is the CX market. The
telemarketing and contact center segments of this market are very sensitive to the
economy. However, many companies still have employees doing in-house call-
center operations. We expect that the market will remain flat for now as we tap into
demand generated by those companies. Then we will see the emergence of CC
solutions and related services. We will provide reliable support there. We believe
that we can steadily tap into the growth of this market too. The third market is the
shared services center market. Many companies and major corporate groups in
particular have subsidiaries in shared services. In fact, they appear to be entering
a period of transformation. This means that using external services is a very likely
option. We believe that we can support customers by providing new services in this
field. The last part of this slide is about the Professional market. Here, it is extremely
difficult to recruit high-level human resources. It is very competitive. This trend is
likely to continue.



Many new competitors are entering the market and it is booming. We expect it to
maintain its very strong growth.



Competitive Trends

While players of different origins have expanded in scale while leveraging their strengths,
M&A activity is expectedto acceleratein order to acquire human resource capability and
technology capability to gain a competitive edge.

Competitive Matrix in the BPO Market Competitive Trends
A Technology capability Intensifying talent acquisition

*Increased difficulty in obtaining general operators
*Demand for specialized personnel for the digital shift
« System Integrator s will rise further, intensifying competition for acquisition

« Consulting Player
Active investment in technolog

*Accelerate active investment in technologies such as
generative Aland RPA
*Increased use of homebased operators after the

COVID-19
* Comprehensive BPO player s "
- Call center -based players Accelerate M&A and allianced
PRz FEyEs +Astechnology continues to transform outsourced

operations,M&Aand alliancactivityare accelerating
> in order to gain market share and competitive

Human resource capability advantage.

(quantity x expertise) 21
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Next, I will explain our competition.

During the pandemic, many companies from a diverse range of industries entered
the BPO field. Their characteristics are shown in the figure on the left.

There are two broad patterns. One is to move forward using the power of people.
The other is to do so using the power of technology.

Companies with the largest shares of the market began to recruit people a long
time ago. They use the power of people in their initiatives. In these circumstances,
competition for human resources will clearly be very fierce. It has become extremely
difficult to acquire general operators. Demand for specialists is growing very rapidly,
partly reflecting digitalization and the difficulty of attracting talent. The competition
has really begun. Going forward, we will strengthen our tech investment focusing
on generative AL. We will of course invest steadily, and we are doing so at present.
We believe that other companies will also invest heavily in Al research. Other
significant changes that are expected in the market are described here. Since the
COVID-19 pandemic, there has been significant progress in workstyle reforms.
Homes are the new workplaces. The style of work will also change considerably.
We have established the acceleration of M&A activities and alliances as the third
point on the right. Technologies have a significant impact, driving rapid progress in
the transformation of business. Above all, we have accelerated M&A and alliances
to consolidate and increase our market share or competitive edge. In the last couple
of years, we have been receiving more inquiries from companies proposing
cooperation and alliances for business expansion.



Like our competitors, we are taking these and other initiatives to create new value.
This is our thinking.



Competitive Trends

While players of different origins have expanded in scale while leveraging their strengths,
M&A activity is expectedto acceleratein order to acquire human resource capability and
technology capability to gain a competitive edge.

Competitive Matrix in the BPO Market Competitive Trends
A Technology capability Intensifying talent acquisition

*Increased difficulty in obtaining general operators
*Demand for specialized personnel for the digital shift
« System Integrator s will rise further, intensifying competition for acquisition

« Consulting Player
Active investment in technolog

*Accelerate active investment in technologies such as
generative Aland RPA
*Increased use of homebased operators after the

COVID-19
* Comprehensive BPO player s .
+ Call center -based players [Accelerate M&A and alliancesd
PRz FEyEs +Astechnology continues to transform outsourced
operations,M&Aand alliancactivityare accelerating
> in order to gain market share and competitive
Human resource capability advantage.
(quantity x expertise) 21
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I will move on to explain our strengths.

First, the biggest strength of the PERSOL Group in BPO is our ability to attract people.
We believe we have outstanding capabilities in this area.

We must continue to boost this ability, beyond our competitors, to consistently
attract people who are operators, the specialists, and high-level people, who will be
needed in the future.

The strengths that we have developed to date in BPO are:

the ability to develop human resources, our process design capabilities, and our
ability to manage organizations and human resources.

We will continue developing these strengths decisively. Our process design
capabilities in particular will also bolster our technological strength going forward.
We will combine future and existing technologies to meet the diverse high-level
needs of customers.

We will improve our internal productivity to increase our earning power.

We would like to strengthen these points further.



Chapter 4:
Med to Long-term
Strategic Policies
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Now I would like to give an overview of our mid- to long-term strategic policy.

Medium - and Long-term Strategic Policies ‘

Policy to focus on accelerating growth of existing businesses¢enhancement of technology,. ;..
and strengthening human resources

Strategic Policies

Accelerate Growth of Existing Businesses

Technology Enhancement

Strengthening of Human Resources
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A major policy is that the BPO SBU will accelerate the growth of existing businesses.
We will also strengthen our technologies.

In addition, we will strengthen human resources.

We would like to keep these three points firmly in mind in our initiatives.



Accelerate growth of existing businesses

In the BPO and CX businesses, integrate the business knowhow of each company to
accelerate crossselling to existing customers

Professional business is facing increasing difficulty in acquiring human resources and aims
to expand by strengthening recruitment

Businesses_

BPO ® Integration of
business know -
how

CcX ® Cross -selling
professional ® Focus on
recruiting
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First, we will grow our existing businesses.

We seek to provide diverse services by organically integrating BPO and CX.

"We will firmly integrate our expertise and push forward with cross-selling to
increase synergy within the SBU. This is absolutely our first step."

Above all, we will continue to expand ongoing projects at each company. It is very
possible to acquire the next operations at client companies.

Strengthening cross-selling will lead to growth in revenue and profits.

In the Professional business, I said that acquiring talent will be extremely difficult
in the future. We will continue strengthening our recruitment.



Technology Enhancement rl

BPO combines RPA, Al, and other tools to reduce labor in operations pErson
Accelerateservice implementationof generative Alin CX business.

Technology ‘

® Labor-saving
BPO operation
® Use of
cX generative Al
professional
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Second, we will bolster our technologies.
Of course, we will continue to use currently available products and technologies.
We will take labor saving steps, such as making effective use of professionals. We

will also use generative Al



Strengthening of Human Resources IJ

10,000+ fixed-term employees: Reskill/upskill to raise the level of human resource capability. . .,
6.000+ professional employees: Optimize the allocation of professionals between
businesses to accelerate the effects of increased productivity, improved profitability, etc.

Human
Resources

BPO ® Upskilling of
fixed-term
cX employees
® Optimal
allocation of
professional
employees

professional
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And finally, we will strengthen our human resources.

I mentioned that about 10,000 people work for us as fixed-term employees.
We will do everything we can to reskill and upskill these people.

This will elevate the capabilities of our people.

We also have thousands of specialists.

We will optimally allocate these human resources to projects.

This will greatly improve productivity, along with profitability and service quality.
We will accelerate these initiatives.



- .~
Innovating all kinds of work and organizations
to create a soaa}full of "better workplace”

- i A »
* -
MISSION & L S
J—

I have been talking about our businesses and our direction.

As I said, we aim to keep moving forward to fulfill our mission of creating better
working environments. In doing so, we appreciate your continued support. Thank
you.

Thank you.



