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1. 3Q FY202S5 Financial Highlights

Hello, everyone. I am Atsushi Akita, President and CEO of Tobila Systems Inc. I will now present the 3Q
financial results for the fiscal year ending October 2025.
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3Q FY2025 Highlights

Net sales ¥ 702 million Operating ¥ 233 million

fit
113.7% Yoy proft 100.8% Yoy

+ Achieved stable YoY growth through stable sales base of the Security Business, and * Positioning FY2025 as a preparatory period for achieving Medium-Term

expansion of the number of units sold and the number of contracts of the Solution Managem ent Plan 2028, aggressive investments in human resources were

implemented. Hired 23 new employees from the end of the previous quarter.

Busi 3
usiness = Systematically controlled operating profit.
Security Business Solution Business
Mobile phone services Landline phone services Business phone services
Netsales y /1] 3 million ¥ 54 million Netsales ¥ 2 34 million

100.4% Yoy 101.9% Yoy 154.5% Yoy

I will begin first with the highlights from 3Q of the fiscal year ending October 2025. Net sales for 3Q of the
fiscal year ending October 2025 were JPY702 million, which was 113.7% of the same period last year. The
operating profit was JPY233 million, which was 100.8% of the same period last year.

By segment, net sales of mobile phone services in the security business were JPY413 million, which was 100.4%
of the same period last year, and those of landline phone services were JPY 54 million, which was 101.9% of
the same period last year. The solution business recorded net sales of JPY234 million, which was 154.5% of the
same period last year. Net sales reached a record high on a quarter basis and have grown steadily YoY.
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B Security Business

Topics — Launch of the 6-month Free Trial of au HIKARI Phone “Incoming and Outgoing Fraudulent Call Blocking
Services” in August 2025

* KDDI announced the launch of the 6-month free trial of the Incoming and Outgoing Fraudulent Call Blocking Services for au Hikari
Phone*!

* This service utilizes Tobila Systems’ “fraudulent call/message database”

Crossreferenced with the Ist,
automaticaly rejecting sbout 88% of
fraudu lent calis through the Incoming and Provision from the
Outzaing Fraudulent Call Blocking palice and local
Services! FralE e Feeling sdfe

. List of
fraudulent
person phone numbers

Spamming

au HIKARI Phone:

Incoming and Outgoing Fraudulent Call
Blocking Services

*1: Press release [Launch of the &month Fres Trisl of the au Hikari Phons "Incoming snd Outzoine Fraudulent Call Blocking Services” Utilizing Tobils Systems’ Fraudulent Call/Mes sszs Databass in Sugust 2005 ] (lapanese only)

Next is some topics from 3Q. I would like to start from our security business.

I’ll move on to the first topic. It’s been decided that KDDI’s anti-spam call services for au Hikari Phone called
Incoming and Outgoing Fraudulent Call Blocking Services will be provided free of charge for six months from
August 2025 to people who meet the requirements. This service utilizes Tobila Systems’ fraudulent call database.

In response to the serious situation surrounding the damage caused by special fraud, the Ministry of Internal
Affairs and Communications has requested telecommunications carriers to strengthen measures against special
frauds that abuse landline and mobile phones, SMS, and emails. It is therefore required for the whole society to
take actions to prevent frauds through information and communications infrastructure.

Although the number of landline phones themselves is decreasing each year, the scale of damages through
fraudulent cases triggered by incoming calls to landline phones continues to grow. We hope that by providing
this service free of charge, the anti-fraud efforts using our database will spread to more households.
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n Solution Business

Topics - Strengthened Collaboration with Sales Agents

* We strengthened collaboration with each agent toward the further expansion of the provision of “TobilaPhone Biz” and
“TobilaPhone Cloud.”

Adopted for Ricoh Japan Corporation’s “Telephone
Customer Harassment Countermeasure Solution
Package”™!

Conclusion of Sales Agency Agreements™? 3

D357 CIQPS
R I Co H Ope rating a mobile phone sales business Operating a mobile phone sales business

primarily in Aichi, Shizuoka, and Kanagawa primarily in the Tokai and Kanto areas
prefectures
ST
Z/%*J/ Biz FEST4Y
+ Cloud
= Adopted for Ricoh Japan Corporation’s “Telephone Customer Harassment + Concluded sales agent agreements with SKI Corporation and CROPS
Countermeasure Solution Package,” acquiring new sales channels CORPORATION
= Accelerate new sales by leveraging the growing demand for customer + Accelerate the provision of services to corporate customers through the two
harassment prevention measures companies” sales channels, aiming to further expand the number of contracts
*1: Pressrelease [Tobil ration’s “Telephone Customer Harsssment Countermessurs Solution Packsze*] (Japanese only}

*3: Press release [Tobil
*3: Frassrelessa [Tobil

Japaneseonly]
ith CAOPS] (Japanese only)

Next is a topic from the solution business.
Currently, we are strengthening cooperation with sales agents to further expand the provision of TobilaPhone
Biz and TobilaPhone Cloud.

First, let's talk about TobilaPhone Biz. Against the backdrop of the recent growth in demand for customer
harassment countermeasures, our service has been adopted for Ricoh Japan Corporation’s Telephone Customer
Harassment Countermeasure Solution Package. We believe that this will make it easier for Ricoh Japan's sales
staff to propose our products.

Next is about TobilaPhone Cloud. We signed new sales agency agreements with SKI Corporation and CROPS
CORPORATION. They operate mobile-phone sales business, with the former mainly in Aichi, Shizuoka, and
Kanagawa prefectures and the latter mainly in the Tokai and Kanto areas.

Through collaboration with both companies and taking advantage of their sales channels, we aim to further
increase the number of contracts.



JIITOBILA 30 FY2025 Highlights Cor

n Corporate

Topics - New Shareholder Benefit Program™!

* We implemented the shareholder benefit program offering one year of free use of the “TobilaPhone Mobile,” a fraudulent calls and
SMS prevention app provided by Tobila Systems {Regular annual fee: ¥2,400 including tax).

= Details regarding the use of shareholder benefits will be provided in the “NOTICE OF ANNUAL GENERAL SHAREHOLDERS” MEETING” to
be sent in January next year.

Details of the benefits
® Effective date of the shareholder benefits

Shareholder benefits will be provided to shareholders listed or recorded in the

shareholder registry as of October 31, 2025.

Fraudulent calls and SMS prevention app “TobilaPhone Mobile” ® Eligible shareholders
a n Benefits + Dividend yield "
= Automatically warns and blocks fraudulent calls such as special fraud and Shareholders holding 100 shares (1 unit) or more
malicious sales and solicitation calls based on the Tobila System's Fraudulent as of October 31. T

Call/Message Database

= Alerts danger not only when receiving calls but also when dialing to make calls
- Displays the business name of the other party for incoming and outgoing calls

even if anumber is not stored in the contacts but matches the database One year of free use of
= Includes protection against fraudulent SMS

@ Details of the benefits

Fraudulent calls and SMS prevention app “TobilaPhone Mobile”

*1: Timely disclosure [Notice rezarding the Estsblishment of New Sha reholder Benefit Prozram] (lapanase only)
*3: Calculated by Tobila Systems based on the closing price of ¥1,227 on the announcement date [August 21, 2025)

Next, 'm going to talk about two topics related to the entire company.

The first is the establishment of a new shareholder benefit program. In our new medium-term management plan,
we have formulated a capital policy to maintain financial health while aggressively investing in growth and, on
top of that, strengthening shareholder returns through the fiscal year ending October 2028.

Our dividend policy is to aim for a dividend payout ratio of 35%, with a minimum dividend of JPY20 per share.
The Company is also acquiring treasury shares as appropriate.

In addition to these initiatives, we have established a new shareholder benefit program so that you, as
shareholders that have provided us with warm support, can feel closer to our business. The program allows
shareholders holding at least one unit to use TobilaPhone Mobile free of charge for one year. It is our anti-spam
call and SMS application and normally costs JPY2,400 per year.

Details of the shareholder benefit program including how to use it will be enclosed together with the invitation
of annual general shareholder’s meeting that we will send out in January next year. Recently, there has been an
increase in the number of fraudulent cases triggered by mobile phones. We hope you will take advantage of this
opportunity so that you won’t be affected.
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D Corporate

Topics - Relocation of Tokyo and Nagoya Offices Decided Due to Increase in Personnel

* Active recruitment activities were implemented toward “Expansion and growth of personnel,” a key initiative of the medium-term
management plan, and the achievement of management goals.

= Due to an anticipation of a further increase in personnel accompanying future business expansion, we have decided to relocate offices

to new locations. Tokyo Office Nagoya Office

* Relocation date: January 2026 (Plan) * Relocation date: September 2026 (Plan)
Number of Full-Time

Employees g40
Unit: Number of employees

11e

83

71 Relocating offices to create
a more comfortable
working environment

FY2022 F¥2023 FY2024 FY2025 FY2028
(Forecast)--(Forecast)

Toranomon Kotohira Tower, 1-2-8, Meiji ¥asuda Seimei Nagoya Building, 1-1,

Toranomon, Minato-ku, Tokyo Shinsakae-machi, Naka-ku, Nagoya-shi, Aichi

The second thing [ would like to cover is the relocation of the Tokyo and Nagoya offices. Expansion and growth
of our personnel is one of the prioritized measures from our medium-term management plan. Therefore, this
fiscal year, we are actively recruiting to increase the number of staff by 30 from the previous fiscal year. In order
to create a more comfortable working environment, we have decided to relocate both our Tokyo and Nagoya
offices.

The Tokyo office is scheduled to relocate in January next year, and the Nagoya office in September next year.
Although expenses are expected to be incurred in connection with this relocation, the impact on the financial
results of the fiscal year ending October 2025 is to be minimal. The impact on the earnings forecast for the fiscal
year ending October 2026 is currently under review and will be disclosed after being incorporated into the
earnings forecast for the next fiscal year.
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D Corporate
(Reference) Number of Full-Time Employees

* The number of full-time employees is increasing steadily as of 3Q-end, with 23 new employees joining, against the recruitment plan of
30 more employees than in the previous fiscal year.

* Recruitment of 10+ employees is expected in 4Q and the active recruitment activities continue to strengthen the growth base.

Uniit: Number of employees

120 M Corporate Planning & Administration Department 116
M Szles Planning Department 106
W Engineering Department 15
100
20
83 84
80 43
37
N 58 31
& 27 28
4 14
56 58
20 a1 a5 48
34
FY2022 FY2023 FY2024 1Q-end 2Q-end 3Q-end Full-year forecast

FY2025

For your reference, here is the development of the number of employees. As of the end of 3Q, the number of
staff increased by 23 from the end of the previous year. We expect to hire at least 10 new employees in 4Q and
will continue to be active in recruitment activities.
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Medium-Term
Management Plan 2028

Recruitment Plan for the Next Fiscal Year

Expansion and growth of personnel

* In this fiscal year, recruit personnel to expand existing businesses, and promote sales in the Solution Business.

* In the next fiscal year, focus on recruitment of personnel who can plan and promote the new product, and continue to recruit about
the same number of personnel as in the current fiscal year for the company as a whole.

Research and Studies Product planning Prod:]lct d:th lopment Marketing and sales After-sales service
Functions we offer and maintenance
Recruitment in 2025
Security Business
TobilaPhone Biz ‘
Areas of focus
TobilaPhone Cloud ‘ for future
New businesses recruitment Release of a
new product
scheduled for
Engineering Department Sales Planning Department th;é;:;f
FY2024 FY2025 30, FY2024 FY2025 30
44 56 27 37
o o o oy
* *
- Expand existing services « Develop and
- Develop new products strengthen agents

10

Next, I would like to discuss recruitment for the next fiscal year and beyond. In the current fiscal year, we have
been hiring personnel to expand our security and solution businesses. As a result of these efforts, the solution
business is growing steadily. For the next fiscal year, in addition to the activities of the current fiscal year, we
would like to hire talents that will work on product planning.

6



In our medium-term management plan 2028, we have set an aim of creating new businesses. We plan to release
a new product in October 2025, but in order to increase the speed of new business creation, it is essential to hire
people that will take charge of product planning. Although the specific number of employees to be hired is under
review based on the progress of hiring in the current fiscal year, we will hire at a comparable level as in the
current fiscal year and drive our business forward to achieve the medium-term management plan.

2. Corporate Profile / Strategy through FY2028
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Corporate Data

Though special fraud and phishing scams

We are a company that aims to solve social issues

using technologies.

Tobila Systems Inc.

Tokyo Stock Fxchange Standard 4441

December 1, 2006 (Founded April 1, 2004)

Atsushi Akita, President and Representative Director
126 (induding 69 engineers)*as of July 21,2025

Tokyo Office, Nagoya Office

12

From this point, I would like to once again touch upon our company profile and explain our strategies through
the fiscal year ending October 2028.

Our company, Tobila Systems, aims to solve social issues such as special fraud and phishing scams through
technology. We are currently in our 19th year since the establishment of the business and have offices in Tokyo
and Nagoya. As of the end of July, the Company had 126 employees including part-timers, around the half of
whom are engineers.
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Our Vision for a Better Future: - Corporate Philosophy / Code of Conduct
27

We open the door to a better'fufu"ﬁé. o

-

lives and the world

We are constantly changing without fear of failure and challenging conventional thinking to realize a better future for =
which we dream.

We will be a source of products that help solve social issues and benefit people. We will also pursue
appropriate earnings for sustainable steady growth as we expand and upgrade our operations.

We believe that maintaining an environment where we can live in peace with our loved ones will directly lead

to our growth and a better life for people worldwide.

13

Our corporate philosophy is “we open the door to a better future for our lives and the world,” and the axis of
our business policy is to use innovative technology to solve social issues that someone has to solve, but no one
has been able to so far.

Currently, we are promoting our business from the viewpoint of protecting people. We are taking on a challenge
to bring about a society where everyone can live in peace without anyone suffering from harassment such as
crimes in gray zone or fraud.
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fratems

Social Issues of Special Fraud and Phishing Scams
* The total damages of special fraud reached ¥59.7 billion from January to June, increasing at a pace surpassing the record high
reached in 2024.

+ The primary factor is the expansion of damages caused by fake police officer scams™!, with most contact from perpetrators
occurring via telephone. Among these, approximately 70% of initial contact was made via telephone calls to mobile phones. The
damage is spreading not only among the elderly but also among younger generations in their 20s and 30s.

Damages from Special Fraud*™ Victims of fake police officer scams on

the rise?
Unit: Millions of yen

71,877
Breakdown of Victims by Age Group for
Means of Contact Recognized Cases
59,728
Unit: Number of fraud
Others
| E——— | 205 8
45,256 0.9%
80s 368
37,081
70s 572
28199 60s 673
50s 591
Mcobile phone a0e 630
30s 973
20s B84
2021 2022 2023 2024 - 2025
10s 17
Firs half
*1 Iving i of polica fficers obeain cash under the precense of an investig=tion (or priority inguiry]

*2:Prepared by Tobila Systems based on statistical data from "Recosnized and Arrested Cases of Specizl Fraud, SNS-Based Investment and Romance Scams | 2004 Final Fizures)” by National Police Agency
*3: Prepared by Tobila Systems based on "Public Relations M aterials on Recoznized and Amested Case=of Special Fraud, SNS Bazed Investment and Romance Scamsin the First Half of 2005 [Frovisional Fizures)” by National Police Agency




The problem we are striving to solve is special fraud, phishing scams, and crimes in gray zone. The amount of
damage from special fraud reached JPY59.7 billion from January to June 2025, increasing at a faster pace than
in 2024, which was the worst year on record.

Particularly prominent is fraud involving fake police officers. The scheme is to pretend to be the public offices
such as the police or the Ministry of Internal Affairs and Communications to swindle cash under the guise of an
investigation. Many times, the contact from the criminals is made through phone calls, and 70% of them are
made to mobile phones. In terms of age, the number of victims among young people in their 20s and 30s is
increasing, making special fraud not only a problem for the elderly but also a social issue anyone could be
dragged in. Therefore, the most important countermeasure is to reduce the chances of having a contact with the
culprits.
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* Losing money due to a scams starts by answering a dangerous phone calls,

responding to malicious SMSs or visiting a dangerous websites.

Everyday, Tobila Systems updates its fraudulent call/message database that

E logs of ph Il Exclusive survey data on Data fi th li . . .
flormous 1ogs p .D"e e v ata from the police contains dangerous phone numbers, SMSs, and URL information to protect
from approx. 15 millionusers  phone calls, SMS and URL

users of Tobila Systems services by blocking incoming calls and messages

from these sources.

Database is  Fraudulent Call/Message
constantly Database Strengths of Our Fraudulent Call/Message Database

updated
= Tobila Systems receives information from the police on
@ telephone numbers and URLs that were used for crimes and
other malicious activities.

Integration of phone calls, 3 i
SMS and URL data * The database has a system for incorporating feedback from

users concerning phone numbers and SMS.

= The database is updated everyday by using information from
the Tobila Systems survey team.

(] . The volume of data increases along with the number of users,
598 Malicious call, SMS resulting in a cyclical system for the constant improvement of
oo blocking phone call and SMS blocking accuracy.

15

To help solve these social issues, we offer a service that blocks risky phone calls and SMSs by utilizing our
fraudulent call/message database, which is our strength.

Our database has three main characteristics.

The first is the size of the user base. We are enhancing the accuracy of data by statistically reflecting information
gathered from approximately 15 million monthly users. It is not easy to acquire a new user base of this size,
which gives us an advantage as a first mover. In addition, the fact that major telecommunications carriers have
adopted our service has contributed to the expansion of the number of users as well as the strengthening of entry
barriers.

The second is our exclusive research data. We review more than five billion calls, SMSs, and URLs annually,
and we always maintain high accuracy by having our research team actually making calls and access URLs
written in the SMSs for validation.

The third is the provision of data from the police. The National Police Agency provides us with data on phone
numbers and URLs actually used in crimes and attacks, enabling us to quickly reflect highly reliable information.
The fraudulent call/message database with these three characteristics is our business foundation and strength.
We will continue to utilize this database to promote our business, aiming for a future in which our services are
an integral part of the social infrastructure.
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Business Activities

* Beginning with the fiscal year ending October 31, 2025, we have been promoting business in two segments: [Security Business] and
[Solutions Business].

n Security Business

+  Provision of special fraud and phishing prevention services to

23.4%
telecommunication carriers, financial institutions, and other organizations
FY2024 Net sales: ¥ 2,405 mitiion g : =
; i illi o HALA i
M Security Business: ¥1,843 million Q) ohih fzag 280 0ty
M Solution Business: ¥562 million = Sefturk  WiTdocoma  ICOM ==
Qmetite
76.6% ol
a=a27-(1 eoA uunD rondsza  JcB
n Solution Business
Ordinary profit ROE Equity ratio Market

margin G capitalization
34.5x% 26.3% 56.0% ¥11.7 bittion +  Services for business phone to promote DX for corporations

FES T+ 60 Q FESTAY
+ Cloud

*+: Ordinary profit margin. equity ratio. and ROE are as of October 31. 2024, Market capitalizetion is as of the close of trading on July 31. 2025.

16

As for business segments, we are operating our business with two different segments from the fiscal year ending
October 2025: security and solution businesses. First, let me talk about the security business. This business
provides services preventing special fraud and phishing to telecommunications carriers and financial institutions.

This is our stable revenue base, accounting for approximately three-quarters of our sales in the fiscal year ended
October 2024. Based on revenues from this stable business, we are currently investing actively in the growth of
our solution business, which promotes DX for corporations.

30 FY2025 Highlights orporate Profile / Strategy throug 30 Y2025 Financial Results Appendix
Q 2hiig c Profile / 5 hrough FY2028 30 FY2025 N i

Growth Strategy for Medium-Term Management Plan 2028 (FY2025 — FY2028)

The strategy is to enhance the Solution Business and we will invest management resources in the five key initiatives.

FY2028 Targets

Net sales composition ratio Five Key Initiatives

FY2028 Target Net Sales

[Solution Business]

Accelerate sales of TobilaPhone Cloud

New
hus;r;:se_s_ __________ 4 PO [Security Business] [Solurtion Business]
* Mobile phone services . R
. Lamdlimepphome cervices Accelerate sales of TobilaPhone Biz
Net sales 315
¥6 billion S B . ]
Expansion of sales to telecommunication carriers
[Seolution Business]
Ny Business Phone
7% Creation of new businesses ¥1 billion
Aiming for a market capitalization of at
Disclosed on December 10, 2024 least ¥25 billion Expansion and growth of personnel

.
jary

10



In more concrete terms, the Company announced its medium-term management plan through the fiscal year
ending October 2028 in December last year. We are aiming for net sales of JPY6 billion and a market
capitalization of at least JPY25 billion in the fiscal year ending October 2028. To achieve this, we have set forth
five key initiatives, and over the next four years, we plan to invest management resources in them. They consist
of accelerating sales of TobilaPhone Cloud, accelerating sales of TobilaPhone Biz, expanding sales to
telecommunication carriers, creating new businesses, and expanding and developing personnel.
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D Solution Business

Market Size of Business Phone Services

= The total size of the PBX, business phone, and cloud PBX market is estimated to be about ¥80.5 billion, indicating significant room for
growth.

* Aiming for about 6x sales by accelerating sales of TobilaPhone Biz and TobilaPhone Cloud.

. 0
Entire market PBX/Business phone market

I

Cloud PBX market™

About ¥80.5
billion

Growth targets for our About ¥3 hillion
businesses

About ¥500

. million
e E

In 2024 In 2028

*1:PBX and key telaphone system salas in fiscal 2022 based on the CIAIFY2022 — FY2027 Mid-Term Demand Forecastfor Telecommunication Equipment.
*2: Fiscal 2022 forecast in 2022 Communications Marketing Survey by Fuji Chimera Research Institute.
*3: Actual salesfiguresfor filtering services for business phones in FY2024. 18

We have positioned the current fiscal year 2025 as a period of preparation for the next leap forward in our
business. We consider that the solution business, which we aim to make grow, corresponds to the PBX, business
phone, and cloud PBX markets. This market is estimated to be worth approximately JPY80.5 billion and is
expected to continue to grow, partly due to the trend of migration from on-premise to cloud PBX.

Our actual sales for business phones in the fiscal year ended October 2024 were approximately JPY 500 million,
and when we consider this to be 1% of the market size, we believe there is ample potential for growth in the

future.

With a target of approximately JPY3 billion by 2028, we aim to expand our market share for both products in
the solution business: TobilaPhone Biz and TobilaPhone Cloud.

11
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n Solution Business

Growth Drivers of the Solution Business

High Level of Technical Expertise Sales Channels External Environment

P
il \('S,\

Network technology \.,—-

Tobila Systems possesses diverse technology in-house, and For TobilaPhone Biz, we adopt 2 business mode| centered on Customer harassment has become a social issue. The government
provides all-round services fram development to operation . 3 revised the Act on Comprehensively Advancing Labor Measures, and
sales through agents and this enables expansion to a broad
We have achieved intuitive and easy-to-use products by Stabilizing the Employment of Workers, and Enriching Workers’
optimally inte grating functions without relying on external customerbase natienwide through key sales partners. For Vocational Lives and plans to require companies to implement
parties. Additionally, equipped with systemsthat allow the TobilaPhone Cloud, we will also promote the expansion of the measures against customer harassment. Local governments across
introduction without affecting existing te lephone lines or sales network through agents and aim to strengthen the sales Japan, including Tokyo and Aichi Prefecture, are moving forward with
equipment or proprietary technologies, including patents, we enacting customer harassment ordinances.
structure.
have established a competitive advantage that is difficult for Tobila Systems’ products come standard with features effective
othersto replicate. Currently, we hold 14 patents and have 2 against customer harassment via telephone, incuding automatic call
pending*!. We will continue to actively develop intellectual recording, interactive voice response (VR), and call transcription. Sales
property strategy and leverage technological expertise asa demand for customer harassment prevention measures is expected.

driver of competitive advantage and growth expansion

*1: List of obtained patents hiips/ fobilaco

13

There are three main reasons why we are expecting a growth of our solution business.

The first is our technical capabilities. We own a wide variety of technologies in-house, and we provide all-
round services from development to operation. By optimally combining functions without relying on external
parties, we have created products that are intuitive and easy to use. In addition, the system can be introduced
without affecting existing telephone lines or equipment, and it is equipped with proprietary technologies
including patents, establishing a superiority that is difficult for other companies to imitate.

The second is the sales channels. Currently, TobilaPhone Biz is sold mainly through sales agents, while
TobilaPhone Cloud is mainly sold to direct customers, but we will expand our agent network for TobilaPhone
Cloud as well moving forward. TobilaPhone Biz can be deployed to a wide range of customer segments through
leading sales partners nationwide, and by adding sales through agents, we aim to further strengthen our sales
structure for TobilaPhone Cloud as well.

Third is the external environment. Customer harassment, commonly referred to as “kasuhara” in Japanese, has
become a social problem, and the government plans to amend the Act on Comprehensively Advancing Labor
Measures, and Stabilizing the Employment of Workers, and Enriching Workers’ Vocational Lives to require
companies to take measures against harassment from customers. Municipalities across Japan, including Tokyo
and Aichi Prefecture, are enacting ordinances to address this issue. Our products are equipped by default with
such features as fully automatic call recording, automatic voice guidance, IVR, and text conversion of call
content, all of which are effective in preventing customer harassment over the phone. Therefore, we are
expecting there will be a sales demand for them as a product to combat customer harassment.

Sales are increasing steadily even at the moment, and we will focus on achieving greater growth more quickly
while continuing to strengthen our sales structure.
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3. 3Q FY2025 Financial Results

I am Kanemachi, CFO of Tobila Systems. From this point on, I will be discussing our financial performance for

3Q of'the fiscal year ending October 2025. Thank you for joining us.

I I TO BILA 30 FY2025 Highlights Corporae Profile / Stracegy through FY2028 30 FY 2025 Financial Results Appendix

Financial Summary

* Net sales reached a record high on a quarterly basis.

= Profit at each stage remained flat YoY and in line with the projection despite a decrease on a quarterly basis due to increased labor
costs and personnel expenses resulting from personnel expansion.

FY2024 3Q FY2025 2Q FY2025 3Q

(Previous year) (Previous quarter) Results Yoy QoQ
Unit: Millions of yen
Net sales 617 699 702 113.7% 100.5%
EBITDA* 281 309 279 99.2% 90.3%
Operating profit 231 267 233 100.8% 87.3%
Ordinary profit 229 269 236 103.0% 87.9%
Profit 153 181 162 105.9% 89.6%

*EBITDA= Dperating profit + Depraciation + Goodwill amortization

21

First, I will brief on the financial summary. Net sales of 3Q reached JPY702 million, which was 113.7% of the
same period of the previous year. We achieved a record high on a quarterly basis. Operating profit was JPY233

million, which was 100.8% YoY, and net profit was JPY 162 million, which was 105.9% YoY.

As we reported in 2Q, we are expecting an increase in labor and personnel costs from 3Q onward due to the
expansion of our workforce, and together with it, we also expected a corresponding increase in recruiting costs.
For that reason, each type of profit declined compared to the previous quarter but remained flat YoY, which was

in line with what we anticipated.
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Net Sales by Segment

= [Security Business] Sales secured stable earnings. Sales of services for mobile phones have been weak and discussions with carriers
strengthened.

* [Solution Business] TobilaPhone Biz saw steady sales growth against the backdrop of demand for customer harassment prevention
measures. TobilaPhone Cloud also saw continued contract expansion through referral leads such as agent sales, with the number of
billing IDs maintaining an upward trend.

FY2024 3Q FY2025 2Q, FY2025 3Q YoV QoQ
(Previous year) (Previous quarter) Results
Unit: Milliensof yen
Security Business 466 476 468 100.5% 98.2%
Mobile phone services 411 422 413 100.4% 98.0%
Landline phone services 53 54 54 101.9% 100.3%
Other 0 0 0 20.8% 100.0%
Solution Business 151 222 234 154.5% 105.3%

22

I will now explain net sales by segment. First is the security business.

Net sales totaled JPY468 million, which was 100.5% of the same period last year. The breakdown was JPY413
million for mobile phone services, which was 100.4% YoY. Landline phone services recorded JPY 54 million,
which was 101.9% YoY, and the other was less than JPY1 million, which was 20.8% of the same period last
year.

The security business continues to secure stable earnings, but they are down from the previous quarter. This was
due to the impact of the QoQ decline of mobile phone services. The decrease was mainly due to lower earnings
from major telecommunications carriers. As a countermeasure, we would like to have more occasion than ever
to have, for example, discussions with telecommunications carriers.

As for the macro environment, in response to the serious situation revolving around special fraud cases, the
Ministry of Internal Affairs and Communications has requested telecommunication companies to strengthen
measures against special fraud that abuses landline, mobile phones, SMSs, emails, etc. We believe that we can
make a significant contribution to these countermeasure, and we will proceed with them properly.

Next is the solution business. Net sales totaled JPY234 million, which was 154.5% of the same period last year.
Although we don’t disclose the sales breakdown of TobilaPhone Biz and TobilaPhone Cloud, both the number
of sold units of TobilaPhone Biz and the number of billing IDs of TobilaPhone Cloud continue to trend upward,
with the solution business driving our growth.
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3Qvs. FY2025 Forecast

* Net sales and profit at each stage showed steady progress as of 3Q-end.

* Personnel expansion and release of a new product are scheduled in 4Q; however, results are expected to exceed the full-year earnings

forecast.
C 20% 0% 0% 803% 1005
Unit: Millions of yen
Cumultive Forecast
Net sales 672 699 702 2,074 2,650
Progres 78.3%
Cumutative
Operating profit 259 267 233 759 832
Progres 91.3%
Results projected to
be line with or
) ahove the earnings
Ordinary profit 257 269 236 763 831 forecast
Progres 91.9%
Profit 172 181 162 516 554

Progres 93.2%
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I will next explain our current results in comparison with the full-year forecast of FY2025.

Net sales and all kinds of profits are accumulating steadily, and as of the end of 3Q, the percentage of the
cumulative results against the full-year earnings forecast exceeded 78.3% for net sales and 90% for each type
of profit. The main reason for the higher pace of accumulating profits was the fact that hiring was pushed back
in 1Q and 2Q, in addition to certain expenses such as advertising and outsourcing fees having been lower than
the expected level.

In 4Q, we plan to expand our workforce and release new products. Therefore, we are anticipating an increase

in related costs. We will not revise our full-year forecasts, but we expect higher numbers compared to the
projection.
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Quarterly Sales (Recurring Revenue and Non-recurring Revenue)
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3Q FY2025

ghlights
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30 FY2025 Financial Results.

Appendix

* Steady growth in recurring revenue, which is our earnings base, due to stable growth of the Security Business and expanded salesin
the Solution Business.

= Adecrease in non-recurring revenue is attributable to a QoQ decrease in the number of units sold of TobilaPhone Biz.

Unit: Millions of yen

200

Mon-recurring revenue®

00 W Recurring revenue 672 699 702
634
617 141 125
500 567 586 131
- <20 531 “ e 108
487
500 447 n 90
430 = 83 65
400 1 84 o 51
i 38
300 =
525 541
200 423 438 “EE = 478 3
351 363 373 379 ror
100 112.0%
0
1a 20 3a aQ 1Q za 3Q aQ 10 20 3Q 1Q 10 20 3q

FY2022 FY2023 FY2024 FY2025

*: Non-recurring revenue includes sslesof [280blocker], hardware for [TobilsPhone] and [TobilaPhone Biz]

24
Now, I am going to explain the quarterly trends in net sales.

The graph on the slide shows a breakdown of underlying recurring revenue and transient non-recurring revenue.
First, let us discuss recurring revenue. This experienced a steady growth, reaching 112% YoY. The background
to it is the expansion of sales of each product in the solution business, in addition to stable revenue from services
for mobile phones in the security business.

On the other hand, non-recurring revenue includes sales from the ad-blocking application 280blocker's outright
purchase, as well as hardware fees for TobilaPhone and TobilaPhone Biz.

The decrease in non-recurring revenue was due to a QoQ decline in the number of sold units of TobilaPhone

Biz. According to our analysis, the sales went up in 2Q due to some factors including account settlement at
agents, and we consider this was in line with our projection.
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Cost of Sales™

* Labor cost increased mainly due to an increase in personnel to expand existing services.

* Other expenses are due to increased depreciation and training costs associated with the release of new features for existing
services.

Unit: Millions of yen

280 Other Outsourced processing expenses Depreciation B Labor cost =@=Pct. of cost of sales “2

120

FY2022 FY2023 FY2024 FY2025

*1: The sum of Iaber cost, depreciation, outsourced processing cost and others does not match the total cost of sales on theil thesefigures are before adj for reclassified expenses and work in processtransfers
*2: Pet. reclassified 25 other expens catagories isthe p of the cost of sales included in R&D expenses and sssersdus mainly to the characteristcs of work performed by employess
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Now, I’'m going to explain changes in cost of sales.

In 3Q, labor costs increased due to a growth of personnel that was intended for expanding existing services.
Expenses categorized as other have increased mainly due to an increase in depreciation associated with the
release of new features of TobilaPhone Biz and TobilaPhone Cloud, as well as an increase in training expenses
intended for boosting engineers’ skills. The number of employees is expected to go up in 4Q as well, and the
cost of sales is projected to grow accordingly.

JlTOBILA 30, FY2025 Highlights Corporate Profile / Strategy through FY2028 30 FY2025 Financial Results Appendix
Tratims

SG Expenses

= Personnel expenses increased due to personnel expansion to expand sales in the Solution Business.

* Other expenses are due to increased recruitment costs resulting from personnel expansion.

Unit: Millions of yen

300
Other*
Depreciation and amortization of goodwill
250
R&D expenses
72
m  Advertising expenses
200 - 80
B Personnel expenses 21 65
71 63 55 53
150 71 50 19 18
61 20
B2 21
56 52 51 20 20 0 P 32 e
20 B -8 30
100 20 19 ~7 28
19 20 9 7 sEIN 17 22 =
10 . —3 16 50 [ 12
15 15 12 E] o
50 a 102 q 104
i 81 84 86 91 =
57 62 &3 65 67
0
1a 2a 3a 40 ia 20 3a 40 a 20 3a 40 1a o} 3a
FY2022 FY2023 FY2024 FY2025

*: Others indlude collection fess, outsourding expenses, rant axpenseson land and buildings.
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Now, I am going to cover the changes in SG&A expenses.

Personnel expenses were up due to the expansion of the headcount for sales expansion in the solution business.
In addition, the recruitment expenses also rose due to personnel expansion. We are planning to add more staff
in H2 and considering advertising measures to accelerate sales of TobilaPhone Biz and TobilaPhone Cloud.
Therefore, SG&A expenses are expected to rise.

I I TOBI L 3Q FY2025 Highlights Corporate Profile / Strategy through FY2028 30 FY2025 Financial Results Appendix

Operating Profit

* Operating profit declined in 3Q due to increased expenses associated with personnel expansion; however, it remained in line with the
projection.

* Personnel expansion and release of a new product are scheduled in 4Q, and a QoQ decline in profit is expected; however, full-year
results are expected to exceed the earnings forecast.

Unit: Millions of yen

mo il fit
200 perating pro 45.0%
40.2%
=@ Operating margin 37.3% 45 0% 37.4% 38.5% 38.2% 00%
250 i
34.3% 33.6%
32.6% 33.0% -
31.6% B0
30.4%.
200 33.20%  300%
28.9% 25.6% 25.0%
150
259 267 200%
235
100 202 15.0%
182
175 164 161 162
134 145 135 124 10.0%
50
Yoy 100.8 % 5.0%
0 0.0%
1Q 20 Lo 40 e 20 3a a0 1Q 20 a0 1 20 3Q
FY2022 FY2023 Fy2024 FY2025
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Next is the development of operating profit.

Operating profit in 3Q was JPY233 million, which was 100.8% of the same period last year, and operating
margin was 33.2%. In 1Q and 2Q, operating profit was higher than the forecast, mainly due to the postponement
of the onboarding of personnel that were to be hired.

In 3Q, personnel expenses increased due to progress in hiring, resulting in a QoQ decrease of profit. In 4Q, we

plan to release a new product in addition to expanding the headcount, due to which we expect a decrease in
profit QoQ. However, for the full fiscal year, we expect to settle at a slightly higher level than forecast.
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B Security Business
Mobile Phone Services: Quarterly Net Sales by Contract Format

* Net sales focused on major telecommunication carriers declined slightly QoQ.

* The number of damages of special fraud is still on the rise, and each telecommunication carrier is considering countermeasures.
We will continue to discuss with telecommunication carriers on approaches to increase users.

‘Quarterly Sales Compaosition of Contract Formats™

Comparison of 20, FY2025 Sales and 30 FY2025 Net sales

*——— + Monthly active users x Unit price

Net sales: 100.1%

* No. of contracts x Unit price

I I I I I I I\ Net sales: 98.4%
I I I I I I I I * Fixed payment (subscription contract)
10 24 =@ 40 10 20 3Q 40 14 2 3Q 4 10 21 3Q

Net sales: 100.0%
Fy2022 FY2023 FY2024 FY2025

*: Net sales and the number of monthly users are for only contracts with Japan's three major mabile phone carmiers. Low-cost smartphone service and other MVNG contracts are notincluded
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Now, I am going to explain the quarterly trends of mobile phone services in the security business by each
contract model. The graph on the left side of the slide shows the quarterly development of sales composition for
the three contract models, while the right side shows the QoQ comparison of net sales for each model. Please
note that this slide only covers contracts at three major telecommunications carriers and does not include sub-
brands or MVNOs.

Net sales of each contract model remained flat or declined QoQ. In response to the current situation where the
cases of special fraud are on the rise, the Ministry of Internal Affairs and Communications and
telecommunications carriers are placing even greater significance on countermeasures. We will continue to work
closely with telecommunications carriers and hold necessary discussions to promote efforts to reduce the
damage.
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B Solution Business

TobilaPhone Biz Sales

* The number of units sold decreased QoQ; however, this was due to the impact of the fiscal year-end of agents, which was in line
with the projection.

* Inquiry is increasing against the backdrop of growing demand for customer harassment prevention measures, and further sales
expansion is aimed at by strengthening the sales structure and enhancing cooperation with agents in 4Q and beyond.

Cumulative Unit Sales Recurring Revenue / Non-recurring Revenue™®
45 of March 31,2025
5,000
Non-recurring revenue
mStock revenus
4,151
' — - .
rES T2V 5
2643
| I I I I I
10 20 3Q 4Q 10 20 3Q 4Q 1Q 2Q0 3Q 4Q 1Q 20 3Q 2 2 3@ 40 1a 220 3@ 42 1@ 2a 3a 4 | 1 2 3a
FY2022 FY2023 FY2024 FY2025
FY2022 FY2023 FY2024 FYao2s

*: Mostszles are made through sales sgants using 3 package of the cost of the device and = five-to seven-yesr usage fae.
Salesof hardware are recorded when the product is sold to agents. License fees are recorded asa liability under contract agreements. Monthly sales are calculated by dividing the cost of salesaccording to the length of the contract
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I am going to now brief on the development surrounding TobilaPhone Biz. Our analysis shows that in 2Q, the
number of units sold went up due to account settlement at sales agents. In 3Q, partly due to a rebound from that,
the number of sold units decreased QoQ.

However, demand for it as a product to combat customer harassment continues to rise, and we are having more
new inquiries. We are also working to strengthen our cooperation with sales agents by increasing the number of
sales staff. Most recently, our product has been adopted by Ricoh Japan's Telephone Customer Harassment
Countermeasure Solution Package, and we believe that our growth potential is increasing further through new
sales channels. We will continue to steadily increase the number of sold units of TobilaPhone Biz while
strengthening cooperation with agents.
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5 Highlights Co
B Solution Business.

TobilaPhone Cloud Sales

5

* Leads through agent sales as well as direct sales increased. Early response and enhanced customer follow-up, made possible by an
increase in personnel, have contributed to a current steady increase in the number of billing IDs.

* The churn rate remained at a low level, despite a slight increase QoQ due to the termination and dissolution of some customers’

businesses.
No. of Billing IDs™* Average Monthly Churn Rate*?
16%
Unic: Number of 105
14%
(\ ! 1.2%
FEST2Y
 Cious -
7,233 Lo
0.8%
4751
a8 0.6%
0.4%
0.2%
0.0%
1aq 20 3 4 1q 20 34 40 1g 20 3@ 40 10 2q 3a 1 20 3Q 40 10 20 30 40 10 20 3Q 40 10 20 3Q 40 1 20 3Q
Eya022 Fy2023 Eya02a Eya02s FY2021 FY2022 FY2023 FY2024 FYa02s

*1: Thetotal number of IDs included in the cantract in the billing peried. Synonymfar the number of users. There wasa definition eror in the alculation that induded past years, and revised figures, including those for prior periods, have been disclosed
*2: Monthly churn rete is the quartery aversge of the manthly churn rate calculsted by using the ratio of menthly chum to the number of contracts at the beginning of the month
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Next is about TobilaPhone Cloud. Although sales are mainly through direct sales, we concluded sales agency
agreements with CROPS CORPORATION and SKI Corporation, and the number of leads through commission
sale has been increasing currently. The number of IDs grew steadily throughout the quarter as a result of more
prompt response to leads and stronger customer follow-up realized through increased staffing.

Although the average monthly churn rate has increased slightly, it was primarily due to business terminations
and closures, and it remains to be at a low level. There are many strong players in the cloud PBX market, but
we intend to steadily increase our market share by adding new features and improving quality on an ongoing
basis.

4. Message from CEO

In 3Q of the fiscal year ending October 2025, we continued to fare well toward achieving our full-year forecasts.
Recruitment activities are progressing smoothly in order to achieve net sales of JPY6 billion in the fiscal year
ending October 2028, which was set forth in the medium-term management plan. We have added 23 employees
from the end of the previous fiscal year, We are actively hiring since the enhancement of sales structure is
essential for the expansion of the solution business, which drives a growth.

We plan to continue recruiting in 4Q and next fiscal year, and we believe this is a necessary investment in order
to achieve a significant future growth. At this moment, we are not revising our earnings forecast, and we expect
the full-year results to be in line with or above the forecast.

Development and preparation are also underway for the release of new products at the end of this fiscal year.
We will continue to steadily implement investments for growth and work to ensure that we achieve the goals
set forth in our medium-term management plan.

This concludes our 3Q financial results briefing for the fiscal year ending October 2025. Thank you for your
kind attention to the end.
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