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Executive Summary

1. 100-Day Plan closing

ASANENENEN

Transition to new executive team for growth: Tanaka, well-versed in the electricity industry, appointed COO; Sogano drives M&A as CBDO.

Due to the resolution of excess liabilities and the forecast for improved profitability in FY25, the Going Concern note is resolved.

Continued implementation of preventive measures. Improvement report submitted on March 25.

Progress in synergy creation with ITOCHU ENEX Initiated collaboration with Informetis.

The joint venture Miraiz ENECHANGE for the EV Charging business launched on March 10. The new company's goal is to reach ordinary positive
earnings quickly.

2. Future prospects

4

4

FY25 Profitability outlook: With core business growth, synergy creation, and cost efficiency, adjusted™ EBITDA is expected to be 0.13 billion
JPY™2
FY25-27 mid-term management plan in development (announcement planned for June 23)

3. FY24 Performance Highlights

v
4
4

v

Company sales for FY24 (15 months) exceeded forecast 6.5 billion JPY to over 6.7 billion JPY. FY24 Q5 ordinary profit turned positive as initially
forecast.

In the Platform business, we recorded an all-time high segment profit of 0.6 billion JPY in FY24 for the 12-month period from April to March.

In the Energy Data business, we recorded an all-time high sales that exceeded 1.2 billion JPY in FY24 for the 12-month period from April to
March.

In the EV Charging business, the cumulative humber of destination charging ports in use has surpassed 7,373".

*1. Adjusted EBITDA = Operating Income + Depreciation and Amortization + Amortization of Goodwill + Share-based Compensation Expenses.
*2. Before considering M&A.
*3. Extracted from Miraiz ENECHANGE's website, only charging ports available with an initial setup completed of 6kW+ as of April 2, 2025 (excluding home charging).
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1 100-Day Plan closing




100-Day Plan closing :
In FY24 Q5, ENECHANGE will finalize the "Transformation phase" and set the stage for the "Growth
__Maximization phase”

(September 2024 onward) (January 2025 onward) (April 2025 onward)
o o o

Preparation for closing the 100-day Plan Growth

100-day Transformation Plan

and maximizing growth Maximization

Building a new executive structure to maximize growth
(Appointment of new COO and CBDO)
Resolution of notes related to the going concern assumption (GC)

* Submission of improvement report
Implementation of measures to prevent

recurrence + Completion of the submission of the report on continuous implementation and

+ Specific discussions on reinforcing the improvement of recurrence prevention measures

Implementation of FY25 planning and streamlining of headquarters costs due to EV

financial base . )
joint venture formation

“The medium-term

management plan
(FY25-27) is scheduled to

be announced on
June 23, 2025

* Building an execution system for strategy
implementation and specifying the capital

Achieving early synergy creation with ITOCHU ENEX
strategy

etz e s ess Sa e v Building and executing growth strategies for beyond FY25

ITOCHU ENEX)

* Detailed discussions on approaches Commencement of operations by Miraiz ENECHANGE
involving the use of external equity

EV ) ) - Start of discussions for synergy creation with Chubu Electric
(Joint Venture Company with Chubu

Electric Power Miraiz) Power Miraiz and our company
*EP denotes the Platform business; ED denotes the Data business; and EV denotes the EV Charging business
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Build a new executive system for the growth of ENECHANGE 2.0

The appointment of a new COO familiar with the electricity industry, with the CBDO driving business growth through

synergies and M&A

i

Representative Director and CEO

Tomoya Maruoka

+ Experienced in planning and
executing management strategies

+ Supported M&A at McKinsey

* Led the reconstruction of our

company's management

Representative Director and CBDO

Tatsuya Sogano

+ Founding Member

« Developing and operating a web service
individually in anticipation of full liberalized
electricity

» Managing both the Business Division and
M&A initiatives to accelerate business
growth

Executive Officer / COO
Fumiya Tanaka

+ At ITOCHU ENEX, as the head of the
Electricity and Utilities Division,
oversee the management of new entrants'
business

+ Experienced in the energy-related field for
many years and well-versed in the industry

+ Driving the further development of our core
business

Executive Officer / CFO
Yuichiro Shinohara

+ Managed M&A and finance/accounting
tasks in the electricity sector for Toyota
Tsusho Group and Tokyo Gas

* Previously engaged in investment,
financing,and PMI at financial
institutions and PE funds, with expertise
in management operations

+ Managing our Corporate Division
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Corporate actions and profitability enhancements dissolved events that questioned going concern

assumptions, thus removing the GC note

Main factors of "uncertainty" in GC note

Actions for securing business continuity executed in FY24

4

as of the July 2024 disclosure

e Execution of strengthening the financial base
Consolidated net assets improved to 4.5 billion JPY through JV

e Response to partial early repayment formation in EV charging with Chubu Electric Power Miraiz and
After obtaining understanding from our financial equity partnership with ITOCHU ENEX
institutions, we agreed to early repayment
requests from some e Significant improvement in operating income levels for FY25
The JV conversion of the EV Business Division indicates a shift
e Possibility of brand value deterioration from significant operating losses to potential ongoing
Relationship with stakeholders and our group's profitability
brand power may be damaged due to the
investigation report publication ¢ Realizing efficient business management
CEO Maruoka and CBDO Sogano have established a framework
¢ Business operations may encounter obstacles for autonomous operations within each business. Furthermore,
If the former Representative Director's essential recurrence prevention measures for governance and
association with our group becomes difficult, it internal control issues are in place, creating a management base
may hinder business operations for mid- to long-term growth

e Continuous support from financial institutions
Receiving continuous support through bridge loans and ongoing
credit from financial institutions
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Progress toward realizing synergies based on the equity and business partnership with ITOCHU ENEX

I
Synergy Areas Specific studies and progress since February
Energy Platform e  Considering matching ITOCHU ENEX's post-FIT value, PPA, and self-consumption PV
Customer acquisition promotion initiatives, joint through ENECHANGE
marketing 9

i e el T T S e e e ° Planning the creation of a comparative site for post-FIT purchases in the future

enhance added value

. Collaboration with Infometis* has commenced. We plan to use their Nilm Lite to enhance

Energy Data our DR service and consider offering it to consumers

e  Our eValue Platform and other solutions are being proposed to the associations of
ITOCHU ENEX

. We plan to construct a core system for new entrants and explore the possibility of
providing it to new entrants in the future

9 Joint development and external sales of the
core system, as well as joint proposals for GX
solutions

e Leveraging ITOCHU ENEX's power sources, we have commenced intermediary sales to
@ Joint development and providing of energy-saving provide electricity to electricity companies

consulting systems and related services . Considering brokerage proposals for the non-fossil value created by ITOCHU ENEX's
affiliates

Q- t_E\/t hChargidng dServicg "
romotin e Spread and supportin e . o . . .
. " P € supporting ;e Consider collaboration with the car-sharing and rental car business

installation of EV charging networks, while

expanding sales of related products and e  Consider collaboration in the EV fleet business and others

services to installation sites

* Infometis has become an affiliated company of ITOCHU ENEX following an investment through a third-party allotment of shares from ITOCHU ENEX.
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Started a collaboration system with Infometis focusing on Energy x Al

The vision aimed for through this collaboration

e Our services incorporate the NILM functionality of Infometis

e The collaboration of both companies' unique functionalities contributes to the
proliferation of renewable energy

o Steady improvement in profitability through the realization of collaboration synergies

(ENEOHANGE ) X QL

* With over 2 million monthly visits'* and around 50 * The "NILM technology for equipment
affiliated energy companies®, Japan's largest segregation estimation"* allows Al to estimate
energy switching platform is leading the market the energy breakdown in real-time by using

* Engineering team promoting agile in-house only the main power waveform

development in energy technology * Al optimization technology controls charging

volume by forecasting the next day's energy
*1 Based on the visitor figures for Jan-Dec 2023. Consumption and solar generation

*2 Total affiliated electricity/gas companies as of June 2024 (excluding duplicate households/corporates).

*3 Non-Intrusive Load Monitoring.
*4 Infometis has become an affiliated company of ITOCHU ENEX following an investment through a third-party allotment of shares from ITOCHU ENEX.

Copyright © ENECHANGE Ltd., All rights reserved ENEDHANGE



Mr.aiz ENECHANGE has launched its EV Charging business, aiming to establish the No.1 position in domestic home
ch_arging and achieve early ordinary profitability

EVABIXFIvy '
E\; ENEODHANGE hEBBH=54X Representative
\ 4 Director and Yoshitaka Tsugeno

CEO

49%
Business EV Charging business

Miraiz ENECHANGE Start of Business March 10, 2025
(joint venture)
Operate the EV Charging business Fiscal Year End  March
Charge point operator
Building EV charging infrastructure Chubu Electric Power Miraiz: 51%

Investment Ratio
. L ENECHANGE: 49%
Ownership of EV charging infrastructure c GE: 49%

Copyright © ENECHANGE Ltd., All rights reserved ENEDHANGE



2 Future outlook




FY25 adjusted EBITDA to significantly improve and turn positive due to EV JVs, core business growth, and HQ

cost efficiency

<——  FY24 Actual —>»

FY24 Actual
for Apr.-Mar.

(Management accounting figures
0 including EV business)

Adjusted EBITDA"

Sales

6 billion

JPY

FY25 Forecast

Streamlining
headquarters cost O 13
.

efficiency

billion
JPY

-3.5 billion

JPY

Exclusion
from
consolidation
by JV of EV
Charging

business
Approx.

+3.1 billion
JPY

__________________________ =

FY25 Forecast
for Apr.-Mar. -

Malin drivers

* EP business channels, including offline, are expanding

* Expansion of the menu and products offered by the EP business
+ Sales contribution from cloud SaaS orders in the Data business

* Based on the mid-term management plan, we will expand support for power procurement
* Profit margins increased due to the accumulation of recurring sales in the core business

* Adjusted EBITDA = Operating Income + Depreciation and Amortization + Amortization of Goodwill + Share-based Compensation Expenses.

* Considerations for future M&As have not yet been made.
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Adjusted EBITDA is projected to be concentrated in Q2 and Q4 due to the summer and winter periods

The full-year estimate is 0.13 billion JPY

Adjusted EBITDA"

FY25Q1 FY25Q2 FY25Q3
(Apr.-Jun.) (Jul.-Sep.) (Oct.-Dec.)

Favorable climate keeps Recurring sales rise from

usage moderate. Upfront summer heat-driven Favorable climate leads to
expenses for customer consumption increase, moderate consumption,
acquisition cause a expecting a positive anticipating cost recovery
quarterly deficit outlook

* Adjusted EBITDA = Operating Income + Depreciation and Amortization + Amortization of Goodwill + Share-based Compensation Expenses.

FY25Q4
(Jan.-Mar.)

Recurring sales increase
due to winter use; expect
profitability

0.13 billion

JPY

FY25

Forecast

Forecast for 0.13 billion
JPY full-year profit
without considering M&A

Copyright © ENECHANGE Ltd., All rights reserved
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The mid-term management plan aimed at FY27 is set to be disclosed on June 23, 2025, the day before the
Shareholders Meeting

Adjusted EBITDA’

ROIC and ROE

---------------------------------- Proactively generate synergy with ITOCHU
ENEX's core business

f Return to platform strategy with enhanced
proprietary products

Synergy =~ <+——— ( Execute investments (M&A) focusing on

N

N

N

profitability
0.13 billion
JPY
FY25 Apr.-Mar. Growth of core business  Synergy creation with Fya7
(including new measures) ITOCHU ENEX (Image)
Adjusted EBITDA to be
Adjusted EBITDA = Operating Income + Depreciation and Amortization + Amortization of Goodwill + Share-based Compensation Expenses. set as the target
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The mid-term management plan targets growth as a platformer for energy distribution

Our integrated platform offers comprehensive solutions for energy switching, system failures, and procurement
Lzgy.

Wy m

1 )
Households
‘g

Current Initiatives

Muﬂ
e [
Future New Initiatives =
Decentralized

Corporates

energy sources

X ML Propol f
Energy shaving devices electricity Offering of
oy and optimization f
switching

Core system System provision
provision for new for electricity
entrants companies
ENEDHANGE some
Transmission
rergy et o Platform o
I enert
entrants aJr.;laete(e:] gy
affiliated Core systems Energy procurement sl s =TSN companies
. companies for new entrants support solution Sy et Sl Sy i
shaving control
]

CY
iy
N
< ..‘

Lty

Renewable
energy

Household electricity Corporlat:tgu5ttomers ENECHANGE Cloud ENECHANGE Cloud
comparatives __ et Marketing Demand Response
ENECHANGE Cloud ENECHANGE Cloud ENECHANGE Insight Energy solution for real

EV Renewable Energy Markets estate management firms
Energy Electricity
procurement

e Solution to create the future of energy supor

~ Maximize power trade volume on platform as a platformer ~
Contributing to energy cost optimization by reducing Japan's energy distribution costs
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3 Financial results for FY24




FY24 (15 months) sales landed at 6.7 billion JPY, surpassing the prospective figure of 6.5 billion JPY

— gl o o
? jPY Platform business

I I Recurring revenue Recurring : FY24 (15 months) Sales FY24 (15 months) recurring revenue
. revenue growth 5 3 b""On :
Non-recurring revenue rate 5 2 b""On - . 5 08 s -
. - . [ |”| n PY [}
Annualized JPY JPY : billion J billion JPY
: FY24 Apr-Mar sales FY24 Apr-Mar recurring revenue

Average

3 1 4 02 billion JPY 1 . 7 billion JPY
+ % :

4.3 billion
3-7Jgi$ion FY24 (15 months) Sales FY24 (15 months) recurring revenue
3.0 billion 1.48 vitiion jpy 1.08 bittion Jpy
' JPY : FY24 Apr-Mar sales FY24 Apr-Mar recurring revenue
1 . 21 billion JPY O . 86 billion JPY
1.7 billion 33
Y 2.6 2.6 : (oM
billion biion  [ENM Y EV Charging business
.2._1 JPY JPY :
1.6 billion : FY24 (15 months) Sales FY 24 (15 months) recurring revenue
1.1 billion JPY :
bilien i JPY g 0.14 bitiion jpy 0.1 3 bittion Jpy
JPY : FY24 Apr-Mar sales FY24 Apr-Mar recurring revenue
FY20 FY21 FY22 — FY23 FY24 FY24  FY24 0.1 biton jpv 0.1 biton Jpv

(12-month financial results)(12-month financial results) ~ (12-month financial results) ~ (12-month financial results) (12-month financial results) (12-month financial results) = (15-month financial results)
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In FY24 Q5, the Platform business maintains steady KPlIs, but there is a decline in ARPU recurring
revenue for the Data business

|4
Number of users™
ARPU™ (recurring revenue) Platform business: User numbers and
0 ARPU (particularly recurring revenue) are
654,000 wers (+12% YoY) 3 19M ARPU (particulrl rec
*9 .
ARPU (recurring revenue) - Y Data business: ARPU (recurring revenue)

(-1 5% YOY) declined as a result of the end of certain

725 JPY (+9% YoY) contracts

Cumulative number of installations Average monthly charging time per unit™ Installation to finish by January 2025

(Destination charging, at 2 April 2025) (Destination charging) owing to subsidies deadline; Q5 sees
modest QoQ growth compared to Q4

7 y 3 73 ports 2 O hours Charging times continued to remain

steady, averaging over 20 hours per

(+22% QoQ) (+2% QoQ) month

;1 . Tohaclguratelxvcompare the impact of corporate and household switches, switches are calculated for corporates using an equivalent rate and converted based on the rebates from the total obtained capacity using the capacity of a general
ousehold as 4kW.

*2. Average Revenue Per User: Calculated after dividing the quarterly sales in the business by the number of customers at the end of the quarter. ARPU (non-recurring revenue) is calculated as non-recurring revenue divided by the number of
customers, while ARPU (recurring revenue) is calculated as recurring revenue divided by the number of customers.

*3. Based on the Miraiz ENECHANGE website, only charging spots with more than 6kW and initial settings completed by Apr 2, 2025, were extracted (home charging not included).

*4. As of FY24 Q3, the cumulative number of installed chargers (based on usage commencement) is estimated at 2,582 ports, including 28 ports of 6kW or less.
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In FY24 Q5, sales were strong across all segments.
recurring revenue and operating income

The Platform business showed high growth in both

—
(Unit: JPY MM) Q5 (Jan.-Mar.)
POl e (1 5Fr:§:ths) (Ap::r.Y-§/I4ar.)
Consolidated
.............. L
soles T
EVChargingbusiness 26 30 +15.4% 145 118
Vel e 623 | oy Ha1% 3310 | 2,687
Recurring e e T ............. 388 | At | te2.2% 2082 | 1,703
JEmkeimt . 218 | 197 | -9&% 1088 | 869
EV Charging business 16 38 +137.5% 130 113
Consolidated -748 -716 - -3,630 -2,881
I L B o | TR oy
— T e I s
o R T e PR e
o R B R B 1

*1. From FY22, due to the application of the Accounting Standard for Revenue Recognition, non-recurring revenues such as initial and additional development in the Data business were changed from lump-sum recognition at the time of

acceptance to recognition proportionallly over the contract period.
*2. Company-wide costs not attributable to each reportable segment.
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3.1 Platform business




Platform business

Record historical high sales with a 12 month YTD (Apr.-Mar.) +24% YoY and record high operating

income exceeding 600 million JPY

Sales
Unit: JPY MM C'c;$g§rYed Yto
()
+24%
3002 4,027
2,575
2,215

FY21 FY22 FY23 FY24 FY24
(Jan.-Dec.) (Jan.-Dec.) (Jan.-Dec.) (Jan.-Dec.) (Apr.-Mar.)

Operating income

it: Compared to
Unit: JPY MM 622 o $0Y
+73 %
359
319
226
FY21 FY22 FY23 FY24 FY24
(Jan.-Dec.) (Jan.-Dec.) (Jan.-Dec.) (Jan.-Dec.)  (Apr.-Mar.)

Copyright © ENECHANGE Ltd., All rights reserved.
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The number of users continues to increase, exceeding 650,000, while ARPU (Recurring revenue)
reached a record high

Number of users (converted on a general household *
] ARPU
basis)
Unit: 1,000 users Unit: JPY
ARPU (Recurring revenue)

652
627 650

586

506

4
43g 461 468

403 403

Q1 Q2 Q3 Q4 Q1 Q2 Q3 Q4 Q1 Q Q3 Q4 Q1 Q2 Q3 Q4 Q5

FY22 FY23 FY24

;1. Tohaclzé:urafmvcompare the impact of corporate and household switches, switches are calculated for corporates using an equivalent rate and converted based on the rebates from the total obtained capacity using the capacity of a general
ousehold as .

*2. Average Revenue Per User: Calculated after dividing the guarterly sales in the business by the number of users at the end of the quarter. ARPU (recurring revenue) is calculated as recurring revenue divided by the number of customers.

*3 egarding ARPU for non-recurring revenue, we had planned to disclose ARPU (non-recurring revenue) calculated as non-recurring revenue divided by the number of new squIies. However, as this figure would reveal our customer acquisition
costs, we are re-evaluating the disclosure method from a competitive standpoint. At this stage, we will only disclose the rate of increase compared to FY21 as stated on the following page.

Q4 Q5

Q1 Q2 Q3 Q4 Q1 Q2 Q2 Q3
FY22 F FY24 FY21

Q3 Q4| o
Y23

Copyright © ENECHANGE Ltd., All rights reserved ENEDHANGE



In Q5, driven mainly by higher usage and an increase in user humbers, recurring revenue hit a record high

of 474 million JPY

Unit: JPY MM Recurring revenue
Q1 (Jan.- Mar.) Q2 (Apr.- Jun.) Q3 (Jul.- Sep.) Q4 (Oct.- Dec.)
Winter ~ Early Spring Spring ~ Early Summer SummeQL58 Autumn ~ Early Winter
Recurri tends to be higher i ! —_—
s coare 1 B s e ERi e S e 424
B (eEreEes 2R to increased usage
388
362
346
339 330
254 237
228
203
183

FY22 FY23 FY24 FY24Q5 FY22 FY23 FY24 FY22 FY23 FY24 FY22 FY23 FY24
Recurring ARPU (Jan.-Dec.)  (Jan.-Dec.)  (Jan.-Dec) (15months) | (jan-Dec)  (Jan.-Dec)  (Jan.-Dec.) (Jan-Dec.)  (Jan.-Dec.)  (Jan.-Dec.) (Jan-Dec)  (Jan.-Dec.)  (Jan.-Dec.)
saw a 10% YoY
increase, primarily
driven by higher

electricity 504 724 662 725 454 502 552 521 672 205 514 576 630
consumption
Q 1 ARPU (Recurring revenue/JPY) QZ ARPU (Recurring revenue/ JPY) Q3 ARPU (Recurring revenue/JPY) Q4 ARPU (Recurring revenue/JPY)

* *Average Revenue Per User: Calculated after dividing the quarterly sales in the business by the number of users at the end of the quarter. ARPU (recurring revenue) is calculated as recurring revenue divided by the number of customers.
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In Q5, non-recurring revenue benefited significantly from the seasonal boost of the moving season,
leading to successful new acquisitions

4
. Non-recurring reven
Unit: JPY MM on-recurring revenue
Q1 (Jan.- Mar.) Q2 (Apr.- Jun.) Q3 (Jul.- Sep.) Q4 (Oct.- Dec.)
Non-recurring revenue
tends to be higher in Q1-Q2
compared to other quarters 698
because it includes the 665 639
relocation season (and the 610
commencement of supply
after moving)
514 516
472 471 493
406
251
220 >
FY22 FY23 FY24  FY24Q5 FY22 FY23 FY24 FY22 FY23 FY24 FY22 FY23 FY24
(Jan.-Dec.)  (Jan.-Dec.)  (Jan.-Dec.) (15 months) (Jan.-Dec.) (Jan.-Dec.)  (Jan.-Dec.) (Jan.-Dec.) (Jan.-Dec.) (Jan.-Dec.) (Jan.-Dec.) (Jan.-Dec.) (Jan.-Dec.)
A18% AD52% A9% Al14% A22% +4% A22% A6% +11% A18% A12% +14%
Q1 ARPU Q2 ARPU Q3 ARPU Q4 ARPU
(Non-recurring revenue/vs FY21 ARPU) (Non-recurring revenue/vs FY21 ARPU) (Non-recurring revenue/vs FY21 ARPU) (Non-recurring revenue/vs FY21 ARPU)

* Average Revenue Per User: Calculated after dividing the quarterly sales in the business by the number of users at the end of the quarter.

ARPU (non-recurring revenue) is calculated as non-recurring revenue divided by the number of customers.
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In the business environment, JEPX prices remain stable, with new entrants maintaining a sales volume

share of over 20%

JEPX prices !

2022 === 2023 w— 2024 2025 Unit: JPY/kWh

40

W\/\/\MAAM %)
AN A gy

Jan.1 Feb.1 Mar.1 Apr.1 May.1 Jun.1 Jul1 Aug.1 Sep.1 Oct.1 Nov.1 Dec.1

*1. From JEPX trading information, calculating the average daily system price.

Market share of electricity sales by new
entrants 2

Mar. Jun. Sep. Dec. Mar. Jun. Sep. Dec. Mar. Jun. Sep. Dec. Mar. Jun. Sep. Dec. Mar. Jun. Sep. Dec.
20 20 20 20 21 21 21 21 22 22 22 22 23 23 23 23 24 24 24 24

*2. New entrant electricity share is based on the electricity volume sold (kWh) from the electricity transaction report by the Electricity and Gas Market Surveillance Commission
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3.2 Data business




Sales reached a record high of 1,200 million JPY for FY24 YTD (Apr.-Mar.)

Sales Operating income Compared
Compared to to FY23
Unit: JPY MM 1213 FY23 YoY Unit: JPY MM Yo¥

1161 . +22% 178 183 als

156

800
FY21 FY22 FY23 FY24 FY24 FY21 FY22 FY23 FY24 FY24
(Jan.-Dec.) (Jan.-Dec.) (Jan.-Dec.) (Jan.-Dec.)  (Jan.-Dec.) (Jan.-Dec.)  (Jan.-Dec.) (Jan.-Dec.) (Jan.-Dec.) (Apr.-Mar.)

Note: From FY22, due to the new revenue recognition standard, the accounting method for non-recurring revenue, such as initial and additional development for the Data business, has been changed from bulk accounting at acceptance
inspection to accounting proportionally over the contract period.
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The number of clients slightly increased to 63, while recurring ARPU decreased to 3,127 thousand |PY
(-15% YoY) due to the end of certain contracts

Number of customers

Unit: Number of companies

ARPU ™

Unit: 1,000 JPY

= ARPU (Non-recurring revenue)
= ARPU (Recurring revenue)

2154

63 63
61 61 61 61
58 59 60
33 5o 4,035
50 3,680 3,695 3733 3,127
3,340 3340 3423 i Si8a7
3319 3 , 3907 3262
3,044 i 3,066
3,146 2,778
2,100 2,032
141 1,393
1,049 1,053 1117
968 ¥ 966 y
840 879
667 830 769 689 820
Ql Q2 Q3 Q4] Q1 Q2 Q3 Q4|1 Q1 Q2 Q3 Q4 @5 Q1 Q2 Q3 Q4 (Q1 Q2 Q3 Q4 |Q Q2 Q3 Q4] Q1 Q2 Q3 Q4 Q5
FY22 FY23 FY24 FY21 FY22 FY23 FY24
(Jan.-Dec.)

*1 Counting number of customers as of the end of September 2024.

*2 Average Revenue Per User : Calculated after dividing the quarterly sales by the number of customers at the end of the quarter. ARPU (non-recurring revenue) is calculated as non-recurring revenue divided by the number of customers, while ARPU (recurring revenue) is calculated as

recurring revenue divided by the number of customers.
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4 Risk Information




Known risks (1/2)

Affected Segment

Main Risk

Potential of
Manifestation

Risk Countermeasure

Business “ = The possibility that regulatory changes related to the energy market or other policy changes . Establish a diversified business that is not dependent on a
environment: could affect the business performance of energy companies, which are our major customers. specific area
Pollcy trends Low High = Monitor policy trends and make recommendations to
related to energy “ regulatory agencies
liberalization
Business « The possibility that unexpected events such as a surge in energy prices, the price of electricity . Diversify our customer base beyond solely energy companies
content/Provided “ traded on the Japan Exchange for Wholesale Electricity ("JEPX"), natural disasters, and/or . Establish a diversified business that is not dependent on a
services: sudden phenomena could worsen the business environment for the energy companies we work High High specific area
Dependence on with, leading to revisions of existing contract conditions, cancellations, suspension of new orders,
energy companies “ and more.
Business = The possibility that major policy changes in national or government subsidies for EVs and EV = Monitor policy trends and make recommendations to
environment: charging infrastructure could affect our number of received orders and installed charging ports in regulatory agencies
Policy trends our EV Charging business because we establish business strategies and conduct sales activities Medium High - Improve or change business models in response to policy
related to EVs and based on the assumption of subsidy business. trends
EV charging « Secure acceptance rate for subsidy reviews
Infrastructure
Business environment: = Due to the significant influence of external factors such as the adoption rate of EVs, there is a = Monitor business strategies of the government and automotive
Adoption of EV EV possibility that major policy changes by governments or automotive companies could slow the Medium High companies, as well as the domestic EV adoption rate
adoption of EVs
Financial « For the EV charging business, which has had a short lifespan since its commencement, there is a « Strengthen accounting and legal functions
performance: possibility that many new variables - including the receipt of subsidies with significant variability . Establish a structure to appropriately monitor business
Emerging segment factors such as bidding results and disbursement timing - could occur compared to other development through the Board of Directors, etc.
risk deriving from segments. High High
business novelty =« Intensifying competition to acquire business partners and customers may lead to unforeseen
issues with customers, business partners, or third parties, potentially impacting business
performance
Business environment: = A business model based on subsidy projects may lead to an increased bid-winning rate in the = Reduce risk through diversifying suppliers and planning
Establish operations and bidding system and a need for large inventory, leading to potential for excess inventory. supply chain management
installation management « There is a possibility of delays in delivery due to procurement from overseas, as well as potential Medium High « Implement measures to improve operating hours through
shortages of electrical construction-related materials in stock. introducing usage promotion tools and improving usability,
= The potential decrease in charging revenue due to the operating hours of charging ports mainly in applications
remaining at a low level.
Financial = The possibility that exchange rate fluctuations may affect the purchase price of EV charging . Appropriately reflect exchange rate fluctuations in business
performance: ports imported from overseas, etc., which may affect our financial results. Medium Medium operati(_)ns by observing trends among suppliers and
Exchange rate competitors
fluctuations
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Known risks (2/2)

Affected Segment

Main Risk

Potential of
Manifestation

Risk Countermeasure

Business “ = The possibility that our growth will stagnate if competition intensifies in our business areas due to = Strengthen customer acquisition both online and offline
environment: entry of competitors such as switching platform providers and energy companies, which causes user = Continue offering services with unique positioning that
Changes In cancellations, drop in ARPU, etc. Medium Medium leverage strengths such as the number of EV charging
competitive = Multiple companies are promoting the installation of EV charging equipment, and there is a stations installed and highly convenient software
landscape possibility that competition will gradually intensify in acquiring business partners and customers, as = Develop and provide services superior to competitors
“ well as in winning subsidy applications.
Other risk: = Possibility that recording impairment losses may be necessary in cases such as when profitability of = Implement measures to maintain and increase profitability
Application of provided services using software assets significantly declines, or when it is determined that of services responding to changes in the business
Impalrment accounting expected results of goodwill generated from past share acquisitions and business transfers have not Medium Medium environment or competitive situation, etc.
been reached due to changes in the business environment or competitive situation, etc.
Business = The possibility that customer acquisition could be affected if changes to algorithm logic in internet = Adjust SEO strategy
content/Provided searches affect the display rankings of search results or a new search engine becomes mainstream. Low Medium = Respond by acquiring users through channels that do not
services: rely on the internet
Search engines
Business = The possibility that we will be unable to respond quickly enough to changes in customer needs or = Facilitate horizontal information sharing between
content/Provided “ technological innovations, or that it will require considerable funds for product development or departments, mainly through the CTO office, and by
services: personnel expenses to respond to these changes. Low Medium rolling out services that match customer needs
Technological
innovation, etc.
Business “ = The possibility that natural or man-made disasters, terrorism, war, etc. could cause a system failure = Respond by reducing risk to minimize reliance on external
content/Provided and hamper the provision of our services. vendors such as cloud hosting, and formulating a business
services: Low High continuity plan to ensure preparation for a system failure
System fallures, in an external vendor
- B0
Other risk: ﬂ = As of the end of December 2023 the company had negative equity, violating financial covenants = Maintain close relationships with financial institutions
Significant events related to loans from select financial institutions through discussions on funding plans
related to the going = Additionally there is a possibility of deteriorating relationships and brand damage as a result of the = Strengthen internal control based on formulating and
concern assumption, etc. the publication of the investigation report Medium High implementing measures to prevent recurrence
= Secure and maintain necessary funds for business

*The information states matters believed to be particularly important for investor decisionmaking from the perspective of active information disclosure. The stated details in these slides do not cover all risks to investing in the Company’s shares.
The Company is aware of the possibility of these risks occurring, and has a policy of striving to avoid them and respond in a timely manner if they occur. For more comprehensive and detailed risk assessment, please refer to "Associated Business
Risks" of the Japanese securities report. Additionally, should the EV charging business joint venture proceed as scheduled, we intend to update the content accordingly, but no changes have been made yet.
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5.1 Market environment

Favorable market environment

Themes such as the expansion of GX and EV adoption are gaining attention, with the importance of related investments and human
resources increasing. For our business, changes in the business environment progressing globally are serving as a tailwind

Government promotion of GX
Policy
promotion
League
Switch to EVs
Changes in i
industry o %
a\\z |
2.¢

Global trends in decarbonization

SUSTAINABLE g™ &
DEVELOPMENT =m’ALS

13 Restine

Importance of energy security

Increase in ESG investment

a?

SOocCI\hM- -

t./ o M
" ESG >

3 2 J

N———

Increasing the pool of
green jobs
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5.1 Market environment

ENECHANGE is a GX (green transformation) company

To achieve net zero, decarbonizing the grid and electrifying transportation are essential actions. Our business directly contributes to
these efforts and promotes GX

I How to reach net zero *

Ways to reduce greenhouse gases Amount of reduction ENECHANGE's GX businesses

Total 59 billion tons

0 Decarbonize the grid - 21 billion tons
o Electr ify ?
transportation ‘}

Data
business

EV Charging business

iz ENECHANGE

s

o Fix food JA'*?

o Protect nature ’

e Clean up industry 5 8 billion tons -

e Remove carbon co: \/A 10 billion tons -

* Based on Speed & Scale (authored by John Doerr) and NewsPicks editorial material.
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5.1 Market environment

Significant growth potential in the GX market

Current situation Future forecast Growth potential

Adoption of EV and PHEV Number of EV and PHEV in operation*1

27 570,000 we 2000000 5,

(2023) *2 (FY30) "

Number of

Number of Level 2 chargi t
Level 2 charging ports umber of Level 2 charging ports

a\'f§ 301000 units 2701000 units 9x

y FY30) *
\e, (2023) Cat

Renewable energy demand
Renewable energy generation ratio

Ay S 22% 36-38 % 1.7,

v s34 (FY22) s (FY30) s

*1. Electric Vehicles (EV) and Plug-in Hybrid Vehicles (PHEV).

*2. Calculated by our company based on the statistics of EV ownership by the Next Generation Vehicle Promotion Center, sales figures by fuel type (passenger cars) from the Japan Automobile Dealers Association, and confirmed new car sales
reports by model name from the All Japan Light Motor Vehicle Association.

*3. Based on the “Global EV Outlook 2024” as stated by the IEA, our Company'’s estimation considers a 30% ratio for EVs and PHEVs for new car sales in 2035.

*4. Mentioned in the Ministry of Economy, Trade and Industry's “Guidelines for Promoting the Development of Charging Infrastructure Seventh Edition” (April 2024).

*5. Referenced “Future Renewable Energy Measures” by the Agency for Natural Resources and Energy (June 2023).
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5.1 Market environment

Estimate on number of EVs and PHEVs in operation and charging infrastructure

The number of EVs and PHEVs in Japan is predicted to reach 6,480,000 vehicles in 2035.”" Assuming for every 20 EVs and PHEVs,
one charging port is necessary, the calculation leads to 143,000 ports being needed by 2030

Number of EVs and PHEVs in operation (Unit: 10,000 vehicles) i

648

553

m

400

339
285

232

187

151
120

2022 ' 20231 2024: 2025 2026 2027 2028 2029 2030 2031 2032 2033 ' 2034 2035

*1. The forecasted figures for 2024 on are the Company’s estimated figures.

Number of charging ports (destination) required (Unit: 10,000 units) €

27.6
235
20.0
16.9
14.3
11.6
9.4
745
- 48 6.0

22 2.9
anll II

2022 20237 2024 2025 2026 2027 2028 2029 20300 2031 2032 2033 2034 2035

*2. Calculated by our Company assuming that the proportion of EVs and PHEVs among new cars sold will be 35% in 2035, using the IEA “Global EV Outlook 2024.”

*3. Calculated by our Company assuming for every 20 EVs and PHEVs, one charging port is necessary.
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5.1 Market environment

Huge market size in GX Japan

Our businesses have a combined TAM™ in excess of 2,700 billion JPY in Japan, and we aim to establish dominant positions in

these segments
Data business EV Charging business
(Business operations will commence as Miraiz ENECHANGE from March 10, 2025)

Energy switching services Data-backed soft )
for households and corporates ata-backed sottware services

for industry

EV charging service
for site hosts

Business -
Tt y EVEBIXFIvy
segment T2 TRFTIY (D ENEDHANGE
] <~ %ﬁi?:b\hk/utbﬁ 4’) CLOUD E\; ENEDOHANGE
N 4 ~
Gasoline market

= I *9
;er?(ztt Electricity market 1 8,000 billion JPY 9,000 billion JPY *3
2% 1% 25%

(Energy switching fees market price*4) (IT system budget*s) (Target area charging ratio ®)

TAM 360 billion JPY 180 billion JPY ‘ 2,200 billion JPY

. TAM: Total Addressable Market. This term refers to the estimated largest market size that we currently envision. It is not calculated to show the obtainable market size of the businesses we are running.

. Based on the 2022 electricity sales amount in Electricity and Gas Market Surveillance Commission, "Electricity Trading Report Results".

*3. Source: Teikoku Databank, "Total Sales of Service Station Management Companies" (2017).

*4. Recurring revenue rate for energy bills, according to research by ENECHANGE.

. IT budget ratio in the energy industry (social infrastructure) according to "Corporate IT Trends Survey" by Japan Users Association of Information Systems.

. Our assumption based on McKinsey & Company, "Building the electric-vehicle charging infrastructure America needs" (April 18, 2022) / “What Norway's experience reveals about the EV charging market” (May 8, 2023).
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5.2 Business Overview




Platform business

Business outline

Through the operation of our platform that has 2 million unique monthly visitors™ and over 50 affiliated energy companies?, we can
handle everything from price comparisons to switch processing all at once.

Energy switching platform Energy switching platform
for households for corporates

5 IRFTIY > IRFIVIBIiz

D7) BELHRoDALALR 27/, EEE®SR/RELYANo1

| @ssson | t > 2 .

Qus 6H20
VOBRBSIFXFI>Y

SEA - BESHRIEIHNERELY—ER
[THFT>SBiz)

BR-HRNVEXRHRE2E58S
: HIRERIEICRE UE TS > &8O

#EDB! CO2HREE MR SEBRTRIVE—
FrIOR—VEBIZIZEDS

“Switch electricity and gas and receive special offers!” “I want to choose an environmentally-friendly plan!”

*1. The data on the number of visitors is based on the actual figures from January to December 2023.
*2. Total number of affiliated energy companies (excluding duplicates) as of June 2024.
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Platform business

Business model and competitive advantage

After switching an electricity or gas contract, we receive a one-time fee (non-recurring revenue) from the affiliated energy company

as well as recurring revenue linked to energy bills.

> Payments G % % m m s E EoE s s oEEEEoEEEEEE s EEEEEEEEEEE s EEEEEEEEaEEEmn

»Contract applications

Users

VA N

Households

Corporates

Application

<Sales Channels>
Organic inflow from website

Listing advertisements
Development of prospective

relocating customers

ENEDHANGE

- >

Partner

Payments

A

Switching procedure

Non-recurring
One-time fee at
switch

e

Recurring

Percentage of energy
bills

Affiliated
compahnies

Major energy
companies

A

City gas/LPG
companies

New entrants

Non-affiliated
companies

o Accurately providing a wide range
of switching options

 Various switching options are available with a large
number of affiliated electricity companies

+ Accurately and neutrally comparing complex electricity
plans

Quantity and quality of customer
referrals

+ Top media platform” in electricity and gas leading to high
conversion rates of referred customers

+ High rate of customer satisfaction due to clear plan
comparisons

Energy conservation support

utilizing
rt met

 Suggesting optimal usage and plans based on data
(ENECHANGE My Energy service, etc.)

*ENECHANGE research on Google searches as of April 2024, aggregating and comparing the number of instances where we rank first among the set 64 keywords.
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The Platform business has a potential market of 360 billion JPY and aims for 7 billion JPY in sales by 2027

In the Platform business, the growth of new entrants is expected, and we anticipate ample growth potential for our market share.
Reflecting the recent ARPU level, we aim for the early achievement of 1.1 million users by 2027, expecting approximately 7 billion
JPY in sales (an increase of 1 billion JPY from the target announced on March 29, 2023).

TAM™
Number of -
electricity users Approx. Approx. 3690 billion
144,000,000 A

ENECHANGE Approx. Sales

2027 target 1,100,00V Approx. 7.0 bviion v

Sales

3.2 viiion Py

EILIECI—:CANGE Approx.
number of users 570,000

*1. Abbreviation for Total Addressable Market. The term refers to the largest market size assumed currently by the Group, and is not calculated for the purpose of indicating an objective market scale related to the business, but also includes
estimated values.

*2. See Appendix slide “Huge market size in GX Japan.”

*3. Non-recurring revenue assumes approximately 425,000 annual switches as of 2027, and is calculated as approximately 4.25 billion JPY by multiplying 10,000 JPY of ARPU (non-recurring revenue).

Recurring revenue assumes ARPU (recurring revenue) of approximately 2,500 JPY, and is calculated as approximately 2.75 billion JPY by multiplying the number of users by about 1,100,000.

*4. FY23 financial results of the Platform business.

*5. Calculated from *2 by dividing by the ARPU (recurring revenue) of 2,500 JPY
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Business outline

We have developed the ENECHANGE Cloud lineup, a series of SaaS-based DX services mainly for energy companies and EV
charging service providers. We develop and provide these services by utilizing databases, software, and engineering teams cultivated
alongside our other businesses, and we are expanding our product lineup based on the 4Ds of energy.

Deregulation Digitalization Decentralization
h 4 4 4 4
ENECHANGE Cloud
EV

ENECHANGE Cloud
Marketing

T=PCO

RRBHIFTI=) =

DX service for energy
companies

ENECHANGE Cloud
DR™

© RBINI—HIS5+

DR service for households

*1. DX: Digital transformation *2. DR: Demand response *3. RE: Renewable energy

{ o #x = )
- o E— # /
(e
o RO}
OL H// Qr

EV charging information
service

ENECHANGE Cloud
RE™

ERGY SOLUTION

T |

PPA business automation
DX service to manage renewable
energy inventory
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Business model and competitive advantage

We provide our proprietary products on a SaaS basis primarily to energy companies (B2B2C), leveraging the database we developed
through our other businesses. Our revenue is based on recurring software licenses, while hon-recurring revenue comes from
customization, etc.

rvi rovision ayments 000 g s = = = = m o m o momomomomomomoEoEEEEEEEEEEEEEEEEEEEEoEE annnn StainShing a trUSted relationShip as
B P> romes 3 : ’E a neutral platform

Cloud-based Customers ENECHANGE Users
services Cloud Marketing . + Ability to build close relationships with energy companies
_> , and other customers
] .
Recur Major energy e : High-quality cloud services backed
ecurring companies .
ENECHANGE . by
Development fees & Cloud RE ﬁ./.! ietarv datab
Software license § > = proprietary databases
ENEDHANGE Automotive sector
fees companies Corporates - Software backed by smart meter and industry data
* ENECHANGE - Providing charging location database to automotive sector

companies

w Cloud DR I
City gas/LPG

Non-recurring Smart meters

Customizati SOMRANIES ‘ Expert group well-versed in the
ustomization, ENECHANGE 27, oo P
consulting Cloud EV *_} . energy industry

New entrants EV users . - Unique hiring strength of a growth-listed company with
® . GX as its theme
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IT budgets are growing as major electric power companies record highest-ever profits, consequently
driving a positive outlook for investment in IT

According to Corporate IT Trends Survey show that overall, 48% of companies expect to increase their IT budgets. Eight major energy
companies saw record profits due to rises in electricity costs for households, etc. in the previous fiscal year (FY23), and willingness to
invest in IT is expected to improve

Recent financial results of ten major

01
Change in IT budgets energy companies ‘2

Increase of & Increase of No m Decrease . Decrease O zif;eaé Y’\::r'ch i} Zf;:"j )h’::r"ch o ::fi;leay;a;:r"edaizg z‘f:; C:n31)v 2025
10% or less than of less than of 10% or pany
change 31,2023 31,2024
10% more 5000
FY24 42.0 6.0 4.0
forecast 4000
FY23 41.8 59 38
plan 3000
45.5 45 39
FY23 2000
forecast
56 2.6
FY22 oz - 1000
plan
FY22 45.6 68 42 0
forecast
FY21 48.0 B 3.3 -1000
plan
0% 25% 50% 75% 100% Hokkaido Tohoku Tokyo™ Hokuriku ~ Chubu Kansai Chugoku Shikoku Kyushu Okinawa

*1. IT budget ratio in the energy industry (social infrastructure) according to “Announcement of preliminary figures for ‘2024 Corporate IT Trends Surveypress release dated January 30, 2024 by Japan Users Association of Information Systems.
*2. According to “Eight electric power companies expected decrease revenue this FY, 10 companies exceeded profits of 1,000 billion JPY the previous FY” dated May 1, 2024 by the Nikkei. (Financial results and forecasts for each company’s “net
profit attributable to owners of parent”)

*3. FY25 Financial results undetermined.
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EV Charging business

Business outline

This business provides services for the installation and operation of EV charging at destinations such as hotels, commercial facilities, and apartments. In addition to
6kW charging ports that are also subsidy-compliant, we also expanded 3kW charging port options for basic charging. For EV drivers we offer an EV charging
information app with payment functions to facilitate usage and have started offering a flat-rate charging service.

EVREIXFIVY

ENEOHANGE

EV charging information app Charging ports In-app payment

KAIGAN
LD

RBRTHRIZTHPHNC

SHIBAURA ARYZERONTES L,
zm

FONVHC3IN3
mi9A\g

@

2,000m

205
#20kWh
1234-1234-1234
A1234567

BEOTRENEIS
EASHETEET.

Works with Navitime, 6kW, subsidy-compliant - .
) e-Mobility Power charging
Google, Apple Maps, and charging ports and card linkage
car navigation systems 3kW charging ports g

*Business operations will commence as Miraiz ENECHANGE from March 10, 2025
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EV Charging business

Business model and competitive advantage

Non-recurring revenue is derived from hardware sales, while recurring revenue is generated from charging or software subscription

fees.
Service provision [ Payments Offering competitive plans and
Sales and operation o services
of charging ports Special purpose
companies Users o -. Plans are tailored to the needs of site hosts based on
(Example site locations) . best practices from global charging networks
. Additional energy optimization services from the
m . Platform business
Parking facility .
owner "
ECHANGE 5 () Holistic user experience
| .
. EV Charge g
ENEDHANGE Recurring <> Providing an information app that covers charging ports
Software license nationwide

fees Golf courses Providing a payment system in collaboration with e-Mobility
ﬁ Power Co., Inc.
EV users

Providing a flat-rate charging plan and charging ports

Recurring
Charging fees Hotels

l == @ Operational excellence

® . Optimization of operations from equipment procurement
................................................................ to installation

*Business operations will commence as Miraiz ENECHANGE from March 10, 2025
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5.3 Numerical Data




5.3 Numerical data

FY24 (15 months) Performance Summary

In FY24 Q5, due to the receipt of subsidies, ordinary profit turned positive. However, due to the accumulation from the first half of
the year, the 15-month cumulative results ended in a deficit

Q5 (Jan.-Mar.) YTD progress (15 months)

Sales 1,356 1,535 +13.2% 6,715
Gross Profit 1,076 1,151 +7.0% - 5,242 -

e 79.4% 75.0% -4.4pt - 78.1% -

SG&Aexpenses .................... 1'825 ................... 1 ’867 .................. +23% ........................... _8’872 ........................... _

Operating Profit -748 -716 - - -3,630 -
Ordinary Profit -134 456 - - -2,081 -
ot Profit Auributable to -371 2,083 . - -1,273 -
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5.3 Numerical data

Balance sheet

End of March 2025
. /[l

(Unit: JPY MM) = OF BECEIRE A QoQ
Current assets 4,050 5,475 +1,425
Cashand deposits 2,435 4,263 +1,828
Accounts receivable 503 944 +374
Fixed assets 4,957 1,936 -3,021
Total assets 9,008 7,411 -1,597
Current liabilities 7,555 2,393 -5,162
Interest-bearing debts 4,637 647 -3,990
Fixed liabilities 2,382 466 -1,916
Interest-bearing debts 1,525 466 -1,059
Net assets -929 4,551 +5,480
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5.3 Numerical data

Cost structure by segment

(Unit: JPY MM)

Sales

Cost of sales

Gross profit

Gross profit margin

Sales costs & general
administration costs !

Sales commissions, sales
promotion expenses

Operating Profit Margin

*1. The figures for the breakdown of SG&A are management accounting figures, and have not been audited or reviewed by Avantia GP.

1,356
279
1,076
79.35%

1,825
267

FY24 Q1 (Individual)

1,054
33
1,020
96.77%

983
179

532
103
17
51

36

3.42%

128
146
53.09%

84
0

0

41

27

16

62
22.55%

17
-90

527
87

43
149
176

71

-618

*2. The profits for each segment show the segment profits before distribution of company-wide costs.

228

82
85
60
-228

1,535
383
1,151

75.00%

1,867
200

445
676
320
225
-716

FY24 Q5 (Individual)

1,178
40
1,137
96.52%

886
179

396
133
123

52

250
21.22%

154
172
52.76%

136
0

83
40
13
35
10.74%

188
-158

476
19

48
244
124

39

-634

Platf EV Ch (@ Platfi EV Ch
Company-wide| ctiofn Data business arging |Company-wide Company-wide| SRS Data business Charging. |Company-wide
business business costs business business costs

214
32
119
-367
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5.4 Other




5.4 Other

Company outline

ENEOHANGE N | prmy s

B RoMAT AR "

CHANGING ENERGY FOR A BETTER WORLD R ——

Company name ENECHANGE Ltd. Data business

(]

Representative Tomoya Maruoka, Clent Eneray
Representative Director and CEO ENEDHANGE Companies
P @) CLOUD / \ 63
Tatsuya Sogano,
Representative Director and CBDO Software development for a -
. energy companies
Head office 14F WeWork Tokyo Square Garden, 3-1-1

Kyobashi, Chuo-ku, Tokyo, Japan

EV Charging business

(Business operations will commence as Miralz ENECHANGE from March

Number of Number of
Listed on the Tokyo Sales - Nlnstal:egv Users of the
Founded Stock Exchange (FY23) Employees ; EVEBIRFIY By Cha‘r’gﬁﬂz Ports EV (:Ah:;glng

E\/ ENEOHANGE

43 No. 1= No. 1
201 5 2020 biIIiorll JPY 1 83 EV Charging business

*1. Survey results by ENECHANGE based on Google searches as of April 2024 (calculated by adding the number of first-place results for 64 keywords in Japanese).
*2. Number of connected employees as of the end of December 2024.

*3. Number of installed 6kW+ EV charging ports where authentication apps provide service (as of May 1, 2025, and according to research by GoGoEV).

*4. Number of iOS and Android downloads of five companies providing EV charging services (as of October 31, 2024, and according to research by data.ai.).
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5.4 Other

SDG initiatives

To create a sustainable world, ENECHANGE is actively working on ways to achieve the following six SDG goals. Our sustainability
information is disclosed on our website, where we post information on our materiality and ESG initiatives.

= Our focus areas regarding SDG goals

=  Disclosure of materiality on the website

Overall solutions

to energy Responding to
DECENT WORK AND 0 kst probwrs Climate Change
] through expandin
ECONOMIC GROWTH 3 Govemance S
2 systems that Protecting
e sSupport privacy and
Il e ensuring
7] leadership security
1
2]
[ Fair and
2 transparent Business Model
E information Resilience
° disclosure
3
1 REDUCED 1 CLIMATE 1 PARTNERSHIPS = Spreading Hiring di
INEQUALITIES ACTION FOR THE GOALS codes of conduct personnel and
that fit corporate remuneration
ethics and appropriate for
ensuring value creation
compliance with
the law
. Environment . Social Governance Importance for ENECHANGE
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5.4 Other

IR information desk

—
IR Website ' ey
https://enechange.co.jp/en/ir/ i s L]

Includes financial summaries and presentation materials,
as well as stock information and materials related to the e
General Meeting of Shareholders. We also have a page for =
individual investors. = e
Sustainability

https://enechange.co.jp/en/sustainability /

SUSTAINABILITY

This page introduces our ESG materiality map and our
environmental, social, and governance initiatives.

IR e-mail distribution

Register here

ENEDHANGE

Timely disclosure information and other information will be
delivered to your registered e-mail address.

IR-MAIL SERVICE

Contact A
ENECHANGE Ltd. ir@enechange.co.ip =
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Disclaimer

These materials contain statements regarding future prospects. These statements have been prepared based on information available
at the time they were prepared. These statements are not guarantees of future results, and contain risks and uncertainties. Please
note that actual results may differ greatly from the outlook due to changes in the business environment, etc.

Factors affecting actual results include, but are not limited to, domestic and international economic conditions and trends in industries
connected to the Company.

In addition, information contained in these materials from outside our company has been quoted from publicly-available information,
etc. We have not verified the accuracy, appropriateness, etc. of such information in any way, and make no guarantees regarding it.

In the event of any discrepancy or inconsistency between the English translation and the original Japanese text, the Japanese version
shall prevail and be considered the authoritative source.
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