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Vinsion and Mission
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Vision

A world where all great things can be
born, grown & preserved.

Mission

Connect the world through the creation
of new things.



Makuake, a Marketplace for New Products and Services Launch

A Makuake is a market where new products and services are launched, and consumers can buy faster than others.
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Makuake Workflow

A Companies are able to conduct pre-sales on Makuake for new products and services in planning phases, and consumers can

pre-purchase products of interest with a feeling of support.
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Project Owners
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Project page creation
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( Launching the projects on Makuake )
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Makuake Optional Services: (1) Makuake Incubation Studio (MIS)

A We offer support in product co-production and building business creation mechanisms, leveraging R&D technology from

major companies.

Discovering new
technology applications
from market data

Eﬂ

Technology application search support

Successfully develop new
technology applications based
on company-owned technology
and combining it with advance

market data

Copyright © Makuake, Inc. All Rights Reserved.

Technology-based

product/business
planning

MIS

Makuake Incubation Studio

Product co-production (R&D Produce)

Co-produce new
products/businesses to the
extent that Makuake helps bring
them into the world alongside
the creator

Business creation workshop

Offer a series of programs
creating mechanism for
business creation through
implementation and human
resource development



Makuake Optional Services: (2) Other Services

A We are working to maximize the Makuake ecosystem by developing various services related to Makuake's operation.

Support Purchase Service

for Buyer
(Sales Channel Introduction)

@ Makuake STORE @ Makuake SHOP

Service introducing Makuake-

affiliated distributors to serve as

Service exhibiting/selling

products from project owners at

Service selling products created

in Makuake on Makuake-owned

e-commerce website Makuake-run physical sales channels

storefronts
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Advertising Operation
Agency

Online advertising agency
services for projects pre-sold in
Makuake at the request of the

project owner
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Makuake ecosystem created by Makuake Optional services

A By supporting everything from new product and service planning to market launch to sales expansion after mass-production,
you can accumulate a variety of market data, give hints to companies about the next new product, and continue to provide
new products to consumers.

Produce Launch

®

l | Makuake ~ ® Makuake STORE

x MIS @ Makuake Global ® Makuake SHOP

Makuake Incubation Studio

Start-ups

@ Support Purchase Service
SMEs/ Large companies

for Buyer

=

Co-production using Makuake data

2. Support personnel for creating new

products/businesses and help building @
organizations

Advertising agency @ Advertising agency
( Maximize support purchase amount at debut ) (Maximize support purchase amount at growth)

"Produce" R&D data "Launch" market data "Growth" market data
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Target Market

A Makuake is creating and fostering a new market, the "Pre-Primary Distribution Market", in which no one has focused on

onlineization.

Pre-Primary Distribution
Market

(New Product Launch Market)

A trading market for the purpose of conducting
test sales of new products and services (e.g.
exhibitions/sample markets), researching
consumer response, and acquiring initial

customers

®

Makuake
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Distribution Phases

Primary Distribution

Market
(Retail Sales Market)

Atrading market for goods sold by
supermarkets, electronics stores,
convenience stores, department
stores, and various e-commerce

websites

Secondary Distribution

Market
(Secondhand Market)

A market where products already
provided to a consumer can be
bought and sold again on the
market for the purpose of reuse



Total Addressable Market

A We recognized that the online pre-primary distribution market, a subset of the pre-primary distribution market (the new
product launch market), is the total addressable market by Makuake.

(Units: yen)

145 e e e L E L L L P LRt ®  Domesticretail market

15 o o New products market
tril. Scale of sales for 12 months after market launch of new products

Pre-primary distribution market (new product launch market)

________________________ Y
Scale of sales for 3 months after market launch of new products
Online pre-primary distribution market
_______ SEIGUIEE e EiEIRN o (online new product launch market)
market for acquisition Pre-primary distribution market size x Japan's e-commerce
conversion rate (approx. 20%)
-------------------------- < Makuake’s total amount of support pre-order

1. See Annual Report of Commercial Dynamics Statistics 2019, Ministry of Economy, Trade and Industry

2. See Looking Back on Retail Industry Sales in 2019, Ministry of Economy, Trade and Industry, and Size of Retail Market Multiplied by New Product Sales as a Share of Retail Sales in the 4th Subcommittee: Big
ch on New Products and Success Rates, Nihon Shijo Sozo Kenkyukai (Japan Market Creation Study Group)

3. Market size for 3 months after launch, when sales accumulation is highest for new products: per Makuake calculations

4, E-commerce market size in the new product l[aunch market: per Makuake calculations / Based on growth rate of the B2C EC market in IT Navigator 2019 Edition, Nomura Research Institute

5. Forecast of total amount of support pre-order for the fiscal year ending September 2021
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Makuake's Competitive Environment

A By establishing a pre-sales model that specializes in new products and services before distribution, we have established a
unique position differentiated from conventional e-commerce marketplaces and crowdfunding sites.

®

Makuake

New products
(Pre-primary distribution market)

Crowdfunding
services

E-commerce

Funding marketing

E-commerce
Marketplaces

Mass-produced products
(Primary distribution market)
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Competitors

A We recognize that our company is the only company that operates business targeting the online pre-primary distribution
market, where there are no competitors inside or outside Japan, although some services of other companies are competing
with ours according to the purpose of use.

New products to be launched via

New products to be launched via original EC site

large EC sites

Large EC Original EC

®

Cooperative relationships for

M d k uaq k e exerting synergetic effects with
; : Makuake

Online pre-primary
distribution

. marketplace

Crowd-funding
services

New products to be launched via
crowdfunding services

New products to be launched
online via major distributors
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Our Share in the Online Pre-Primary Distribution Market, Which is Worth 1 Trillion Yen

A Since there are no competitors, the growth of our company will lead to the expansion of our share in the online pre-primary
distribution market and the emergence of this market.

Expansion of our market share in parallel
i with the growth of the total amount of

support pre-order of Makuake

2% -~ 10%

021 2025
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Makuake’s Strength as a Barrier to Entry

A Combining various strengths, it is enabling the development of services in which new products constantly emerge before the
primary distribution , which has not been realized so far.

Strong reach for
businesses all over Japan

Reaching power to local
companies, which is a weak
point of IT companies

Curators’ advice for
publication of project

Copyright © Makuake, Inc. All Rights Reserved.

!

Advice on maximizes the
appeal of each project &
Advice on maximizes the
amount of support pre-orders

X%<< gl
111

Checking feasibility/legality
Monitoring system covers
from publishing to delivery

Strong system to
attract users

Network effect in which an
increase in the number of
projects leads to an increase in
the ability to attract users and
news media articles
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Strength as a Barrier to Entry (1) Strong Reach for Businesses all over Japan

A Our mechanism enables collaboration with more than 100 financial institutions nationwide and acquisition of high-quality

projects through Makuake Incubation Studio.

Introduction of companies to Makuake

©

Financial
institutions @ M d k uad kE
Companies
Financial institutions Execution/support
introduce Makuake to of projects on
companies wishing to execute Makuake
projects

Approximately 100 affiliated financial
institutions in Japan

Simultaneously raising local awareness of Makuake
and publishing projects from local companies
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Makuake Incubation Studio

Sharp / Panasonic / Canon / JT /NEC/LION /
KING JIM, and more

More than 30 Large companies in various industries

MIS actively collaborates with large companies to
create groundbreaking products that attract lots of
attention
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Strength as a Barrier to Entry (2) Curator Consulting Maximizes Project Appeal

A For all projects, the curator in charge supports maximizing appeal of the product's project page and maximizing support pre-

order amount.

Maximization of Project Page Appeal

A Advice on product/service

concept organization
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A Advice on project target
segment organization

A Creative advice on publishing
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content/story/page
A Introduction of design partner,

etc. for page production
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Maximization of Support Pre-order Amount

A Advice on promotional strategy
A PR support with news media

A Messaging support with e-mail

newsletters, push notifications,

Amount

social media, etc.
A Support for attracting consumers

(users) with advertising

Sroject Time A Support for exhibitions at
O ze o7 physical stores

4 0 fe e BT 2 kB8]
VRMLICY 7Y —E&DERIERAI00mE
7o BoERS

MMMMMMM

WLWRLSBHENS | | @ Makuake
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Strength as a Barrier to Entry (3) Screening and Monitoring System by Category for all Projects

A All projects are inspected at three stages based on per-category screening items, with Makuake monitoring everything from
project publishing to product delivery and continuously increasing its operational efficiency.

Screening System per Category

Screening flow

Credit screening: Checking project owner's risk

Project screening: Checking feasibility

Pre-publishing screening: Checking page content

Monitoring

Copyright © Makuake, Inc. All Rights Reserved.

Operations and Systems in Pursuit of Efficiency

More than seven years of accumulated screening
operation expertise;

Systemization brings

increased efficiency Regularly scrutinize
examination items by

category

Operation system review
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Strength as a Barrier to Entry (4) Strong System to Attract users

A In addition to a mechanism of over 10,000 monthly articles on average in Makuake project-related newsmedia publishings,
various measures to attract users have created a network effect in which an increase in the number of projects leads to an

increase in the ability to attract users.

Average Monthly Media Coverage: l O k+ articles No. of Unique Users: l O mil.+

Makuake is recognized by the media as a marketplace Makuake is used as a medium for new products, a
where dozens of new products are created every day, marketplace to encounter new products suiting users'
and an average of more than 10,000 Makuake-related own hobbies and tastes

articles are posted monthly.

=] © . F

programs

—1 1 M d k UaJd k e Newspapers/

magazines

New projects

®

Makuake

Exposure in media, on
social media, etc.

Web media

| - ——d y |

Copyright © Makuake, Inc. All Rights Reserved.



Copyright © Makuake, Inc. All Rights Reserved.

Financial Results
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Overview of FY2021 3Q

Excluding transient factors due to the COVID-19 pandemic, the total
amount of support pre-order grew about 1.5 times year on year.

The number of access unique users increased, because our company was
covered by the media more frequently thanks to the raise recognition
and we posted more ads in websites and apps.

Operating income fell below the forecast, because we gave top priority to
the growth of GMV and conducted upfront investment in promotion and
increase of employees.

Copyright © Makuake, Inc. All Rights Reserved.
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Changes in the External Environment amid the COVID-19 Pandemic and Effects on the GMV

A The average growth rate is 17.9%, excluding the transient upsurges which there was the effect of the panic buying after the
first declaration of a state of emergency at 3Q and which consumer spending was strong thanks to the special cash payment of
100,000 yen at 4Q.

Face masks and
antiseptic/antibacterial
products were handledin a
new category.

Panic buying was seen, as face
masks and antiseptic/antibacterial
products were unavailable in the
general distribution market.

17.9%

Favorable trend due to the consumption with
the special benefit

Period of a state of emergency
e GMV that received the positive
/f% effects of COVID-19

Start of distribution of the
special cash payment

Completion of distribution
of the special cash payment

Start of the Go To Travel Start of the Go To Eat Nationwide suspension of
campaign campaign the Go To Travel campaign

4Q

2Q 3Q

FYE2020/9

Copyright © Makuake, Inc. All Rights Reserved. 20
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Total Amount of Support Pre-Order: GMV

A It is estimated that there was a transient upsurge in consumption of about 800 million yen for GMV in 3Q of the previous term,
in which panic buying was seen as face masks and antiseptic products were unavailable in the general distribution market.

Excluding it, GMV has grown about 1.5 times year on year. The 2nd TV commercial was
aired
(Units: Millions of yen) Accelerated GMV growth GMV growth slowed as a
from TV commercial-aligned result of efforts to
measures strengthen the quality
system
5,252 5,299

Transient Covid-19-driven
GMV: approx. ¥800 million

YonY grown 1.5x s

excluding transient GMV

P GMV that received the positive
% effects of COVID-19

2,596
2,182
1,688
1,367
1,256 ¢
1,061 1,215 1,166
3 851
Favorable trend
| caused by COVID-19 |
1Q 2Q 3Q 4Q 1Q 2Q 3Q 4Q 1Q 2Q 3Q 4Q 1Q 2Q 3Q
FYE2018/9 FYE2019/9 FYE2020/9 FYE2021/9
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Net Sales and Take Rate

A In parallel with the growth of GMV, net sales increased by 27% year on year. In addition, as the net sales growth of Makuake
services was larger than that of other optional services, overall take rate dropped by 0.1 points.

(Units: Millions of yen)

The commission rate of Makuake services has been 20% 1,232
since the start-up of the business.
Ll 1,107

970 992

23.0% 22.9%

602
Take rate 519
I netsales 427
317 313
296
260 286
217
183
Favorable trend
| caused by COVID-19 |
1Q 2Q 3Q 4Q 1Q 2Q 3Q 4Q 1Q 2Q 3Q 4Q 1Q 2Q 3Q
FYE2018/9 FYE2019/9 FYE2020/9 FYE2021/9
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Gross Profit and Gross Profit Margin

A Gross profit has grown about 27% year on year, and gross profit margin has been as high as over 80%.

(Units: Millions of yen)

84.5% 84,3 84.3% 4.00
o 0 830% g1 50, 8 3% ©BT% g 10 o 84.0%

79.2% 80.4% 79.5% 80.5% 80.1%
® 1,035

937 933

@ Gross profit margin 482
| Gross profit 418
339
o6 246 257 230 258
183
150
Favorable trend
caused by COVID-19
1Q 2Q 3Q 4Q 1Q 2Q 3Q 4Q 1Q 2Q 3Q 4Q 1Q 2Q 3Q
FYE2018/9 FYE2019/9 FYE2020/9 FYE2021/9

Copyright © Makuake, Inc. All Rights Reserved.
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Selling, General and Administrative Expenses

A We did not air large-scale TV commercials, but increased advertising expenses for mainly websites and apps, and followed
the in-house ROI standards. As we increased employees in response to the growth of the number of new projects, personnel
expenses augmented.

TVCM
ired
(Units: Millions of yen) TV CM are
aired
Payment fee/Others
- Advertising expenses
[0 Personnel expenses
187
122
1Q 2Q 3Q 4Q 1Q 2Q 3Q 4Q 1Q 2Q 3Q 4Q 1Q 2Q 3Q
FYE2018/9 FYE2019/9 FYE2020/9 FYE2021/9
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Operating Income and Operating Income Margin Relative to GMV

A We did not air large-scale TV commercials, but spent advertising expenses for websites and apps and increased employees
for maximizing GMV. As a result, GMV rose, and operating income was positive.

(Units: Millions of yen)

4.8% 4. 7% 3.6% 4.1% 4.7% 5.3%

2.9% >

2.6%

152
136 137
[ Operating income 102
O i 16 GMY
68
40 49 43 36
29
20 TVCM TVCM
aired aired
-9 - -~
1Q 2Q 3Q 4Q 1Q 2Q 3Q 4Q 1Q 2Q 3Q 4Q 1Q 2Q 3Q
-20
FYE2018/9 FYE2019/9 FYE2020/9 FYE2021/9

-88
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Key Indicator Performance

A The number of inquiries about the publication of projects was larger than expected, and the number of new projects per
quarter exceeded 2,000. In addition, the repeat support pre-order rate by existing supporters remains as high as over 73%.

L No. of New Projects Repeat Support Pre-Order Rate
(Units: Projects)
2,213
Number of new owner's projects Amount of new support pre-orders
S 1,826 . 26.8%
. Number of repeat owner's projects - Amount of repeat support pre-orders
1,660
1,559
1,213
1,319
1,029
936
932
890 gg3
843
774 73.2%
635
484 538 538 524 592 526
“Ad 797
336 382 37T 368 627 4
298 337
103 79 148 156 161 156 207 “i
1Q 2Q 3Q 4Q 1Q 2Q 3Q 4Q 1Q 2Q 3Q 4Q 1Q 2Q 3Q 1Q 2Q 3Q 4Q 1Q 2Q 3Q 4Q  1Q 2Q 3Q 4Q | 1Q 2Q 3Q
FYE 2018/9 FYE 2019/9 FYE 2020/9 FYE 2021/9 FYE 2018/9 FYE 2019/9 FYE 2020/9 FYE 2021/9
“The number of new projects posted during the fiscal year by project owners who had previously posted a project within the last year *Of the total amount of support pre-orders on the Makuake service, the share of the amount of support pre-orders from project supporters who

have made a support pre-order in the past year (as of FYE 2020/9, we have improved our data aggregation methods, increasing accuracy.)
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Key Indicator Performance

A As we aired a TV commercial twice to improve recognition, Makuake was covered in the media more frequently, and as we
posted more ads in websites and apps, the number of access unique users (UU) increased about 20% year on year.

. * *
(Units: Thousands of users) NO Of ACCQSS U nique Users (Units: Thousands of users) NO' Of Mem berS
13,650 1,735
1,574
11,400 11,257
10,585 1,391
1,263
9,027
1,084
844
5,749 T47
4,968 666
607
4,519 557
4,149 509
3,817 457
) ou 3,328 3,341 e
5,438 2,709 308 345
1Q 2Q 3Q 4Q 1Q 2Q 3Q 4Q 1Q 2Q 3Q 4Q 1Q 2Q 3Q 1Q 2Q 3Q 4Q 1Q 2Q 3Q 4Q 1Q 2Q 3Q 4Q 1Q 2Q 3Q
FYE 2018/9 FYE 2019/9 FYE 2020/9 FYE 2021/9 FYE 2018/9 FYE 2019/9 FYE 2020/9 FYE 2021/9
“Number of visitors to Makuake during the period “Cumulative number of registered members = persons who have made at least one support pre-order
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Number of New Projects and Employees

A In response to the increase of the number of new projects, we increased curators and screening/monitoring staff, but the
number of new projects rose more rapidly than expected, so we need to accelerate recruitment and training.

2,213
(Projects)

(Persons)

—@— No. of new projects
PR/Marketing/Back-office departments
Development department
MIS/Large company staff

. Screening/Monitoring departments

I curators

484 538 538

— s

5
47
25
1Q 2Q 3Q 4Q 1Q 2Q 3Q 4Q 1Q 2Q 3Q 4Q 1Q 2Q 3Q
FYE2018/9 FYE2019/9 FYE2020/9 FYE2021/9

Copyright © Makuake, Inc. All Rights Reserved.
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Major Projects Launched in Apr. to Jun.

A We have introduced new products each company aims to launch by utilizing Makuake, such as the motor-assisted bicycle,
which raised over 620 million yen, recording the largest support pre-order amount, and the kitchen utensil of KOINU, which
used Makuake for the third time.

£ GOOD DESIGN 2 R O wiEmiwn H °
N/ AWARD 2020 623 650 600h 7 N 26, 005 865h & 2 869 OOOH
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&= Lol ¢ o« o 4,973 A Bl | @&q)m&%m : \ = s 1,434N
‘ _ ®T 8 23 : 46H
m-n&' o> B8 &= U N e =R S ""“Nﬂm |- Pl
BEREOCE. ETE | A9V YSaRFI—2LABH 7S M8 HEEARZUEVRIBER, BAKIHNGORETESSE [BBES") FA HITE [FRAED] LEREAN ? MLFDTLEF (RFF) ®1J0>T
Motor-assisted bicycle Kitchen utensil made in Japan Education
@ sem 2 REMGS XEANR 5
20, 407 375h 111,625,000/ G o 4,842,760
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2k =~ g ol 2 vms- 2,144 ERI (TG e
*g WY © ®T o 158 s
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Interiors Technology Food
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Restaurant Game/gadget Convenient goods
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Major Projects Launched in Apr. to Jun. (Large Companies)

A Makuake is increasingly used by large companies in the fields of not only electronic devices, but also fashion and food.
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Kawasaki Heavy Industries
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Category Composition

A The ratios of fashion and restaurant/food categories increased year on year, and the ratio of the cosmetics/beauty category is

increasing.

Other

* 5.8%

Cosmetics/beauty

2 .8%
Entertainment \

6.1

Restaurant/

food FYE 2020/9 30
Products

1,319 |50

projects

Fashion

13.3%

Copyright © Makuake, Inc. All Rights Reserved.

Cosmetics/beauty Other

Entertainm@j(3°4% 7 2080/0
3.20 -

Restaurant/
food

16.8%

FYE 2021/9 30
Products

2,213 50

projects
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Topics: Service Improvement Release

A In response to the increase of the number of new projects, we are proceeding with development for enabling supporters to
find new projects more easily, and each measure contributes to the support pre-order by supporters.

A pop-up preventing visitors

Expansion of the “Ranking” display in the app from leaving the webpage

Distribution of e-mail newsletters in each segment

The number of projects displayed in the To propose another project that would stir the To distribute e-mail newsletters in each segment
“Ranking” page increased from 10 to 30. interest of users with a pop-up when a user is defined according to the attributes of supporters
leaving the webpage after accessing it via an ad

v

Improvement in access to projects in the Decline in rate of leaving the webpage Increase of support pre-order via e-mail newsletters
“Ranking” page Growth potential confirmed

A T

BE - 5 CREm e T
WOBOHERE LKL <IBE45%Dw I | EOL SLBEREMERSR (LOCAB
0]

HORREEOBENTHTLLEEWN ! g

Lol

EENES
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Topics: Press Releases (1)

Online seminar on intellectual property rights
jointly held by TMI Associates and Makuake

e |
\'ﬁl\e“x 9 | 4 | I

ASSOCIATES Makuake

l MGHFEAY 54>t I F—

202175720 ckme) 16:00-1

TMIEE & it 08 e
AL
S ¥

In cooperation with TMI Associates, we held an
online “seminar on intellectual property rights” for
owners.

We help project owners grow their businesses by
deepening their understanding of intellectual
property rights, such as patents, and develop an
environment where they can use our services safely
without worry.

Copyright © Makuake, Inc. All Rights Reserved.

Establishment of a South Korean base of Makuake

Makuake

BEHR SR

We established our first overseas base in Mapo
District, Seoul, South Korea, for the purposes of
promoting the use of Makuake and supporting the
business operation of owners in South Korea.

We will further support South Korean projectsin
entering the Japanese market.
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Topics: Press Releases (2)

Global operation fgnction “Makuake Global” to Release of a guide for registration as an invited buyer
be released during summer to fall of 2021 for offering a “support procurement service”

 ®

Makuake A y—aRko
SR AR

Global
-
We will launch “Makuake Global,” a global operation Before offering a “support procurement service,”
function for accepting support pre-orders from through which registered buyers can procure
outside Japan for project owners who want our products via Makuake, we released a guide for
services, during summer to fall of 2021. registration as a buyer who can use this service on

Wednesday, July 7.
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Progress Toward Full-Year Forecasts

A GMV has been growing by double digits, but our performance fell below the estimate due to the change in the consumer
market amid the Covid-19 pandemic. As we gave top priority to the growth of GMV and conducted upfront investment in
promotion and increase of employees, operating income fell below the estimate.

(Units: Millions of yen)

\ 4
Total Amount of Support
Pre-Order: GMV 63 : ]_% 24,924
(Taxincluded)

Net Sales 5,172
Operating Income 620
Ordinary Income 617

Net Income 450
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GMV Transition and Difference from the Plan until 3Q

A GMV has been growing since the upsurge of our performance in the second half of the previous term, but we need to
strengthen our personnel system, to cope with the changes in the domestic consumer market and the increase of the number
of new projects beyond our expectation, so the result fell below the estimated level.

(Units: Millions of yen) .
-600 +— Changeintheconsumer

market amid the Covid-
5,300 5,918 19 pandemic

fEC ratio in Japan
skyrocketed temporarily due
to the pandemic, but it is
now on a stable growth track

Slight decrease due to
the strengthening of
the quality assurance
system

—Average GMV per project
declined.

Increasing of number of

{Drop in the number of new projects

posted projects regarding
gadgets

fDecline in the number of
large-scale projects

fincrease of the number of

projects handled by curators

AAs the quality assurance
system was strengthened,
the workload of curators
augmented

—It is necessary to enhance
recruitment and training.

1Q 2Q 3Q

FYE2021/9
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Revised Earnings Forecast

A We have revised the full-year earnings forecast as tabulated below, because our business did not progress as planned and
there remain uncertainties over the trend of domestic consumer spending due to the novel Covid-19.

N Initial forecast for Revised forecast for
(Units: Millions of yen) FYE 2021/9 FYE 2021/9 Change Percentage change

Total Amount of Support
Pre-Order: GMV 24,924 21,969 -2,954 -11.9%

(Taxincluded)

Net Sales 5,172 4,670 -501 -9.7%

Operating Income 620 311 -308 -49.7%

Ordinary Income 617 -307 -49.8%

Net Income 450 -244 -54.2%
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Year-on-Year Change Rate in the Revised Earnings Forecast

A According to the revised earnings forecast, GMV is projected to rise about 51% from the previous term and net sales are

estimated to grow about 46% from the previous term. This indicates a steady growth of the marketplace scale.

GMV

Net Sales

Operating Income

21,969

/

+49.8%

14,664 /

FYE2020/9 FYE2021/9
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FYE2020/9 FYE2021/9

510

N

-39.0%

\ 311

FYE2020/9 FYE2021/9
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Measures for Each Flow to Reach the Full-Year Forecast

A As our company is now on a growth stage, we aim to maximize GMV by continuing investment for increasing good-quality
projects and supporters and recruiting and developing personnel, in order to avoid losing growth opportunities by curtailing

costs.
: - Increase of the number of
Increase of inquiries .
new projects

Ads via taxis Distribution of e-mail

newsletters in each segment

Strengthening of the

Local TV CM (trial) CRM system

Aim to
maximize GMV

Ads via websites and apps

Recruitment and training of
curators and staff for Promotion of use of apps
screening and monitoring

Development of Development for
operation systems enriching services
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Measures for Solving the Problems that Emerged due to the Increase of the No. of New Projects

A As the number of new projects increased more rapidly than expected, the workload of each curator augmented. To deal with
this problem, we will enhance recruitment, examine workflow, and accelerate the development of operation systems, to
improve our forte.

Further
Settlement  + enhancement of
ofproblems - competitiveness

To upgrade operation systems

Rearrangement To examine the workflow of curators

Abolishment/ . .. .
To find and eliminate redundant tasks among curators and screening staff

Problems

To strengthen the recruitment system and enhance upfront investment for recruitment
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Major Factors in Increase of SGA until 3Q and the SGA Plan for Reaching the Full-Year Forecast

A We have conducted upfront investment for increasing GMV, which is a key goal indicator (KGI), with the aim of increasing new
users and retaining users as the foundation for future growth, and will continue such upfront investment in 4Q.

(Units: Millions of yen)

653

1Q
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j TVCM aired 897
<Effects>

fSearch by Makuake:

+3.5times

TRecognition level:

+1.4times

f¥onY growth rate of

access UU: +95.8%

TRepeat support pre-

order rate: 75.9%

k Enhancement of
recruitment

| Increase of
payment fee in
parallel with the
growth of GMV

3Q
FYE2021/9

j Moreadsvia
websites and apps
<Effects>

f¥onY growth rate of
access UU: +19.7%
fYonY growth rate of app

downloads (cumulative):

+208.3%
fRepeat support pre-
order rate: 73.2%

k Enhancement of
recruitment

| Increase of
payment fee in
parallel with the
growth of GMV

4Q

j Promotion

TAds via taxis

fLocal TVCM

TAds via websites and
apps

k Enhancement of
recruitment

| Increase of
payment feein
parallel with the
growth of GMV

41



Medium- to Long-Term
Growth Strategy

Copyright © Makuake, Inc. All Rights Reserved.
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Environment Surrounding Makuake

By taking advantage of the digital transformation (DX) of places where new products are launched, the globalization of sales
channels, the needs for products and services valuing diversity, the global expansion of demand for contributive consumption,

etc., we hope to offer services for meeting these needs and connect the world.

Consumers

Companies

Growth of global
demand for
contributive

consumption
(consumption for value)

DX of h
of places where Globalization of sales

new products are

launched channels
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Mid-Term Management Policy

A In order to maximize the attractiveness as a marketplace, we will further increase project owners and supporters and retain
users at the same time.

Ideal state

Makuake is an interesting marketplace where new products are launched every day.

DX of places where new products are launched

Expansion of global demand for contributive consumption (consumption for value)

To further increase project owners and supporters To further retain users

Many inquiries Plenty of projects
about that are well
attractive projects prepared for posting

Visited by : Reliable, safe
User-friendly k
many users website
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Medium-Term Goal for Total Amount of Support Pre-Order (GMV)

AWe aim to increase GMV at an annual growth rate of about 50-70% to the level of 100 billion yen by 2025.

Medium-term goal for GMV

100

N
(=)
No
=
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