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Management Philosophy

Grow with customers by realizing the Mission Statement

OTSUKA CORPORATION serves a wide range of companies, providing
comprehensive support for their business activities by presenting, within a
concrete framework, new business opportunities and management
improvement strategies brought about by innovations in information and
telecommunication technology. By so doing, we continue to facilitate the
growth of our client companies and contribute to the development of our
country and the creation of a spiritually enriching society.

( Goals ) (' Principles )

To become a corporate group that is recognized Always thinking from the customer’s
and trusted as a valuable corporate citizen. perspective and acting through harmonious

team work.

To encourage employee growth and self-
realization through the attainment of personal Maintaining the spirit of challenge inherited
goals and professional achievement. from our predecessors, exercising our own

. . critical judgment, and acting on our own
To demonstrate harmonious coexistence and initiative.
growth with nature and society.
To create business models that consistently keep Fully complying with all prevailing laws and
pace with the changing times. regulations, and maintaining high ethical

1 standards.
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Management History
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OTSUKA CORPORATION'’s Strengths

- A globally unique business model that deals with almost all products necessary for offices
- Diverse solutions that provide comprehensive support the entire office our customers

Connects our partners and customers

2.Community-based operations
1.Provide wide variety of IT platformer Support the entire office of

solutions OTSUKA CORPORATION our customers

Human capital F_

mployee\ o Customers

e-§top umber of customer companies
solutions with transactions

& Approx.292,000

one-stop companies
LMY customer Base

‘ expansion

3.Customer’ s voices
4 Accumulate big data
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Solution field - employee
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4 .Partner development
Strengthen ecosystem
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Recognition of external environment

Megatrends Basic Policy

v

P Decrease in working population Productivity Improvements

\ 4

> Shortage of IT personnel

Securing and Nurturing Personnel

v

P Evolution of technology Promotion of AI Utilization

\ 4

P Acceleration of digital shift Strengthening the Ecosystem

P Climate change » Promotion of

P Advent of a diverse society Sustainability Management



Road to Our Medium- to Long-term Management Policy

Recent
developments

Since the late 2000s, productivity improved, and we
strengthened our corporate foundation. While we achieved
record-breaking performance in 2019, changes in the
environment due to COVID-19 caused a slowdown from 2020.

Now we are determined to move past this challenging phase
and reestablish our growth trajectory by continuing to
contribute to a sustainable society and creating new
relationships with customers in order to build a long-term,
sustainable business model that can withstand any future

environmental changes.
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Medium- to Long-t anagement Policy

® Maintain stable and sustainable growth while
responding to changes in the environment
Operating profit to net sales ratio and
ordinary profit to net sales ratio both firmly
established at 7% or more

® Workforce plan calls for slight increases while
focusing on productivity improvements

® Cultivate demand by utilizing information

® Raise per head productivity through efficient
utilization of people, goods, money, and

iInformation
7/



Basic Strategy Growth cycle - 1

Pursue a growth cycle and create a more refined, long-term sustainable business model

Business Results —
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Basic Strategy Growth Cycle -2

Cultivate human resources and promote diversity

Create a motivating environment and achieve well-being
= Foster highly skilled professionals with multiple abilities

Pursue employee satisfaction and implement management reforms

Offer a wide range of products that customers demand and fit the times
= Cultivate partnerships for mutual growth and development, and

strengthen in-house development

Increase investment in growth areas and enhance shareholder returns
= |[nvest in human capital, information systems, business, and facilities,

and utilize M&A to secure IT talent

Enhance customer support capabilities and cultivate demand through

il effective information utilization

=» Accumulate and utilize custgmer data, and promote the use of Al



Basic Strategy

Forging relationships and support the entire office

Build on efforts to create new relationships with customers to be a partner that they can entrust with their “Entire Office” needs

Create new relationships with customers
Craft a world in which we are always connected

with customers

Develop “real,” “online” and “center” customer
fronts, integrating them seamlessly to provide
comprehensive support

Sales

Engineers

i/

Customers

om

Entire Office

Address all customer needs and challenges

Leverage our strengths to shift to “Entire Office”
solutions, fostering individual growth and
development, and evolving our business
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Basic Strategy Enhance Profitability

Enhance profitability by focusing on value-added propositions and accumulated business

From system implementation To post-implementation support

S&S Business (service&Support)

SI Business (System Integration)

SI Related Consigned Maintenance etc.

Product Software,etc.

Accumulated business focus
(Supply + Maintenance)

Value-added proposition focus

Enhance profitability through solutions that solve Make a pillar of revenue that is less susceptible to
customer issues, and promoting comprehensive environmental changes, providing stable sales and
and integrated proposals secure profits

-
[



Basic Strategy  Growth of accumulated business

Net sales of Supplies and Maintenance agreement

Net sales of Supplies and Accumulated business sales share

(Billions of yen

350

300

250

200

150

100

50

[ Net sales of Supplies and Maintenance agreement

== Accumulated business sales share

Revenue recognition 27.7 billion yen

(2021 Jan.- Dec.)
Reference rate of change +6.7%

1999 2000 2001 2002 2003 2004 2005 2006 2007 2008 2009 2010 2011 2012 2013 2014 2015 2016 2017 2018 2019 2020 2021 2022
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Basic Strategy Improve of productivity

Enhance productivity through structure, systems, and DX initiatives, with minimal increase in
headcount

Net sales (Thousands of yen) Operating profit (Thousands of yen)
115,000 c e g 8,000
reate centralized organization and systems
110,000 J v 1 7,500
105,000 | _ - 7,000
Build framework for using web /digital tools 6.500
100,000 !
6,000
95,000 [ Reform action and business processes 1 5500
n romote DX !
90,000 |{ (P ) 1 5,000
85,000 1 4,500
80,000 (7,429 75241 4 000
people people
75,000 3,500
70,000 3,000
65,000 2,500
60,000 2/000
/ 1,500
55,000 EEEEBE . 1,000
Operating profit per Number o
50,000 —— Net sales per employee —@— emplovee employees 500
45,000 0

1998 1999 2000 2001 2002 2003 2004 2005 2006 2007 2008 2009 2010 2011 2012 2013 2014 2015 2016 2017 2018 2019 2020 2021 2022



Business Negotiations and Order Rate

No. of business

Proposal

X Proposal conversion rate
=No. of proposals/No. of negotiations
X Order rate

negotiations ~ ~ conversion rate Order rate =No. of orders/No. of negotiations
12.2% —
7 11.4% 11.5% 12.7%
— —
9.8% 9.5% —= 10.5%
i 9.2% R
3.2 3.42 3.36
n‘;illion million million
1.66
million
2020 2021 2022 2023.1~6

14



OTSUKA CORPORATION for the Entire Office
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Ratio of Solutions Per Customer

% .
Customers with
one solution

68.8 July 2022 to June 2023 results
60
40 Customers with
two solutions c .
ustomers wit

20 18.9 three solutions

10.4
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Basic Strategy Creating Job Satisfaction

Support employee growth and self-fulfillment to build a sustainable personnel system

[Average annual salary (parent alone)]
*Based on information from the Securities Report

8.56 Employee growth = Corporate growth
8.22 million

8.51 .43

3 07 miIIionmi”iOn

. million
million
I I Enhance labo

2018 2019 2020 2021 2022 2023

Strengthening human capital is an investment

in future growth.
share

--l
1 --I

Periodically reassess labor share to ensure a
more tangible impact on corporate growth.

Provide support systems and training
opportunities to assist employee growth.
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OTSUKA CORPORATION’s Growth Drivers

By acquiring new customers and engaging deeply with them, we
can support their growth, which in turn contributes to the growth of
OTSUKA CORPORATION

Achieve robust management based on strong
customer trust and satisfaction

Increase customer 4 Increase sales
numbers per company
I I I |
Door-opener Prevent customer Deepen Increase long-term
strategy attrition relationships repeat customers
[non-consolidated] 292,000 [non-consolidated] sales per company ¥2.62 million

240,000

197,000

¥1.97 million
¥ 1.5 million
Nu --I I. as Wit ansactions
Bolster customer Promote “Entire
relationships Office” solutions

2002 2012 2022 18 2002 2012 2022




Instead of focusing on short-term performance, aim for steady medium- to long-term growth to
meet the expectations of stakeholders

[Number of 2 O/ [Annual average 6 /
companies] + O growth rate] + 0 0
[Sales per company] + 3 0/0 [Profit margin] 7 0/0

Consistently achieve

139%.. o 509% . ore

19




Sustainable Management - 1

Aim to achieve a sustainable society and
At s continuously enhance corporate value by
implementing our Mission Statement

m Contribute to resolving ESG issues and achieving
the SDGs through efforts in materiality and DX

Resolve ESG issues
~Reduce long-term financial risks and establish stable a growth foundation

Achieve SDGs

~Expand business domains through innovation and contribute to the
creation of a spiritually rich society

\)
/N ‘i. A ""A‘ "4“ Al "‘A‘."m A X "3 O ANT S A () ‘,“")\"k “" tﬂn( A\. o 'A‘ 8




Sustainable Management - 2

Aim to become a sustainable company that grows together with society by addressing key
issues

.
[Materiality] A "

Value creation through business activities GHG

Emission reduction

: . target
Malntenance and CoeX|stenc_e an_d Coexistence with

expansion of co-prosperity with the community 2030
the customer base Partners (compared with 2021)

Scopel and 2
Support for employee growth and self-fulfillment 42% reduction

Improvement of Promotion of H OSCOpe3 ,
ool P diversity, equity, uman resource 25% reduction
plovee engagement and inclusion development
2050
Net zero

Implementation of responsible corporate activities

i ; . Female manager ratio
Response to Information security Strengthening
. to provide safe and
climate Change secure solutions governance SWIft|y achievel0%




Toward a 100-Year Company

Aim to become a “100-year company” manifesting stable,
sustainable growth by implementing our Medium- to Long-term
Management Policy under our Mission Statement

100-year
compan

Challenge
anniversary
Adaptability to
change

5
oy
“Building long-term relationships with customers” key to

l_| Present becoming a 100-year company
22

Build a long-term, sustainable

business model that remains thriving and
dynamic even after 100 years

Creation of
solid management
foundation

60th




Community

We live up to our
Stakeholders’ confidence

Employees

Shareholders
Business Partners
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