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The World Makuake Aspires For

A Guided by our vision and mission, we are striving for society enriched through the connection of the "new" that consumers
seek and the "new" that companies wish to introduce to the world

Create a world where worthy things

can come to be, grow and endure

. Connect the world through the
Mission
creation of the “new”

A We have a vision

A We love challenges and ring up the curtain by ourselves
A We embrace technology and deliver value to society

A We do not give up striving to understand

A We insist on 360-degree success

A We are a group of professionals playing as one team

A Let's aim for greatness!
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Makuake's Business Model

A Companies can pre-sell their new products and services still in planning phase on Makuake, while consumers can pre-
purchase the products of interest through “support” buying. In exchange, we receive a 20% commission from the companies

g &

20% Makuake

commission
Project Owners Project Supporters

<%}

A Joy of discovering new products and
services every day

A Feeling of exclusivity - by being able to
get hold of products at their test-

ATest marketing

APR/Acquisition of initial customers

ARecord of business performance

<= — marketing stage, before mass

production, at an attractive price
A New consumer experience of "support"
buying

Alnventory risk reduction

AEarly sales attainment
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Ecosystem Created by Makuake-Related Services

A By supporting everything from new product and service planning to market launch, and to sales expansion after mass-
production, we 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 (Planning) Launch (Pre-sales)

“Support” Purchase @

Start-ups
SMEs/ Large companies Service for Buyer
l } Makuake } ® Makuake STORE

x MIS @ Makuake Glob? @ Makuake SHOP

Makuake Incubation Studio

development . .
of next new Co-producing using Makuake data

products 2. Supporting personnel who create new @ Advertising agency @ Advertising agency
prod ucts/businesses and helplng build (Maximizes “support” purchase amount at launch ) (Maximizes “support” purchase amount at launch )

organizations

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

Market database for "buy / not buy"
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Makuake: Bringing About Sustainable Development and Society

A By expanding our business, we are providing equal opportunities to launch new products domestically and overseas, and
contribute to value improvement of enterprises that use us, to the creation of revolutionary technologies, and to sustainable
development and society realization through our "inventoryless method" - build-to-order production
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Partnerships to Bring About Sustainable Development and Society

AIn order to bring about sustainable development and society, we believe that it is important to work together with all society
constituents and, for that reason, we proactively entered into partnerships with local government bodies, next-generation
entrepreneurs and other businesses
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Financial Results
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Overview of FY2021

While the gross amount of “Support" orders (GMV) came in 2% below the plan, it
grew a significant 46.9% YoY

With name recognition rising due to various promotion initiatives, our key indicators
- the number of published new projects, up 70%, and access UU, up some 50% -
have both showed substantial growth

N
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It was a year when we delt with issues such as reviewing our organizational and
personnel structures following the impact of explosive earnings growth in the
second half of FY2020



Overview of FY2021

A The gross amount of "support" buying (GMV) and sales have continued to grow - by a factor of some 1.5 following the surge in
business performance last fiscal year. While operating profit declined some JPY 200 million YoY due to upfront investment
mainly in advertising and personnel, it came above the plan

(Unit: JPY million)

GMV (raxincluded) Net Sales Operating Profit
/ /4,621 .
+46.9% \
+ 9
/ 43.3/0 A35.50/O
/ +308.59 \
14,664 3,925
329
+167.60
+139.9%
|
1,344 154
5,480 124
3,902 958
FY2018/9  FY2019/9  FY2020/9  FY2021/9 FY2018/9  FY2019/9  FY2020/9  FY2021/9 FY2018/9  FY2019/9  FY2020/9  FY2021/9
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Overview of FY2021 (vs Plan)

A While GMV came in below the plan impacted by work to strengthen quality assurance system in the first half of the year and a
revamp of the project creation framework centered mainly on the curators division in Q4, profits came ahead of the plan due

to cost improvements

Gross Amount of

“support” Orders: GMV
(Tax included)

Net Sales

Operating Profit

Ordinary Profit

Net Income

Copyright © Makuake, Inc. All Rights Reserved.

98.0%

98.9%

105.7%

105.2%

119.8%

(Unit: JPY million)
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FY2021: Review of Key Indicators

A The number of published new projects and access UU - the two indicators that drive GMV growth most - have grown
significantly. Notably, the number of published new projects has vastly exceeded our plan, which we attribute to rising brand
recognition

(Unit: project) No. of New Projects vs Planft (Unit: thousand) Unique Unser Access No.*!

7,914 44,347
—®— CVR*?

Unique Unser Access No.

5.2%

Number of projects by new project owners

. Number of projects by repeat project owners” +7 0 . 90/0
4,631
62.8%
2,471 13,803
1,827 10,507
68.9%
73.8% 37.2%
31.1%
26.2%
FY2018/9 FY2019/9 FY2020/9 FY2021/9 FY2018/9 FY2019/9 FY2020/9 FY2021/9
*Number of new projects posted during the period by project owners who had had a previous project in the last 12 months * 1 Cumulative number of registered members = persons who have made at least one “support” order

*2 Conversion Rate: Number of "support" orders from Access UU / Total number of Access UU
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Progress of Key Drivers of GMV Growth (1) Project Publishing System

A Curator consulting serves as a trigger for GMV growth but as a result of explosive growth in the second half of FY2020 coupled
with the strengthening of quality assurance system in the first half of FY2021, the second half of the year saw continued

increases in curator workloads and the number of projects per curator

Steps to Grow Project's GMV

A
GMV | Average project GMV: approx. JPY 2.7 million (Q4 Fv2021)

Promotional planning by curator
P goy Raise advertising
effectiveness

Curator consulting to maximize project FY2020/9

attractiveness
Raise CVR

FY2019/9

FY2021/9

(Cu rator consulting is a trigger for GMV growth

v
Gsuring quality of curator consulting is importaB
v

Ensuring quality of curator consulting by properly
controlling number of projects and workload

Copyright © Makuake, Inc. All Rights Reserved.

GMV (JPY million) No. of new projects (persgﬁ;;’;eca‘ilr;;‘fgage) No. OfCer‘;jteocrts per
5,480 2,471 21.3 115.8

V +167.6% Vv  +87.4% V¥ +27.3% v +47.2%
14,664 4,631 27.1 170.4

V  +46.9% V¥V +70.9% V¥V +56.1% V¥ +9.5%
21,536 7,914 42.4 186.5

Increase in Workload Per Project

In a necessary response to a surge in
GMV and the number of published new

projects in FY2020, we strengthened our
quality assurance system in the first half
of this fiscal year and, for that reason,
curator workload devoted to screening-
related tasks increased from the second
half of FY2021

Increase No. of Projects per
Curator

In contrast to the growing GMV and
number of published new projects,
hiring of curators is running late
compared to a proper staffing level,
resulting in the number of projects per
curator still being high
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Progress of Key Drivers of GMV Growth (1) Project Publishing System

A In Q4, we focused on revamping our project publishing system in order to reduce curator workloads and, at the same time,
raise the number of curators. We expect to see improvements from the first half of FY2022

Decline in Workload Per Project Decline in Number of Projects per Curator
Organizational changes Strengthemng il Strengthening of training
operation systems recruitment

Raising Value of our Services through Operational Excellence of

Revised workflow (such as
reducing man-hours required

for screening)

Project Publishing System

New System in Operation Starting Q1 FY2022

Copyright © Makuake, Inc. All Rights Reserved.
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Progress of Key Drivers of GMV Growth (2) Attracting Customers

A We moved forward with providing new functionalities to make it easier for users visiting Makuake to encounter new products
and services. Going forward, we will continue such development to further improve website/in-app "stickiness" (number of
page views) and visit frequency in line with the increasing number of published new projects

Enhanced Machine Learning Capabilities for . . . " A
"Recommend" Eeature In-app Video Playback Functionality Today" Display on Makuake App
Improved search accuracy in Makuake app Can now watch videos of the projects started on Displays projects started "Today" from "New
through machine learning Makuake in one go Arrivals" tab
It became easier to find and encounter new Raises activity level of supporters as they can Raises activity level of supporters as they start to
products and services leading to improved user check on the project via video feel aninclination to visit Makuake every day to
find out what the new arrivals for today are

experience satisfaction

, BL®THATEF HBRFTE1—FH BEELOHRIES

ASonFIU—
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Progress of Key Drivers of GMV Growth (2) Attracting Customers

A We are continuing the proactive development aimed at providing optimal customer experience and raising our website/in-
app "stickiness" and visit frequency

Improved matching to a project Higher CVR on Makuake app
Enhanced search functionality I?ei?r\;ﬁeancg?ézgrzf Imprcc))\:]e;i pcgrr_laesgt le;;tsriz;cnon Higher activity ratio Improved payment methods

Increased customer value by
turning new users into fans

Continued Proactive Development to Raise Customer Value

Increased value per existing user visit

Copyright © Makuake, Inc. All Rights Reserved.
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Gross Amount of “Support” Orders: GMV

A 4Q GMV was up 10.6% YoY but down 1.9% QoQ as it was a revamp period for the project publishing system centered mainly
on the curators division and we focused on transitioning to new operations

. . ‘ 2nd campaign involving ‘ ‘ TV ads limited to ‘
(Unit: JPY million) TV commercials localities
GMV growth accelerates GMV growth slows as we
consumptio thanks to initiatives involving ‘ strengthen quality 5,917 5,807
TV commercials - control
| 5,299
One-time positive impact of JPY ‘ 3,252 :
800 million on GMV from Covid-19 % ‘
4,632 / 4,512
YOY | l O . 6 %
2,596
2,182
1,688
1,367
L 061 1,215 1,256 1,166
773 851
Increased demand due
to pandemic
1Q 2Q 3Q 4Q 1Q 2Q 3Q 4Q 1Q 2Q 3Q 4Q 1Q 2Q 3Q 4Q
FY2018/9 FY2019/9 FY2020/9 FY2021/9
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Net Sales and Take Rate

A Sales were up 13.7% YoY and 4.5% QoQ as advertising delivery agency within Makuake-related services and MIS sales rose in

addition to sales growth at Makuake

(Unit: JPY million)

Take rate

B vetsales
17 260
183
1Q 2Q 3Q
FY2018/9

Copyright © Makuake, Inc. All Rights Reserved.

296

4Q

317

1Q

Commission rate on Makuake services has been unchanged

286

2Q

FY2019/9

-at 20% - since our founding

313

3Q

427

4Q

519

1Q

602

| |

2Q

FY2020/9

970

1,132

Increased demand due

to pandemic

3Q

4Q

1,288
1,232
1,107
992
24.4%)
1Q 2Q 3Q 4Q
FY2021/9
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Gross Profit and Gross Profit Margin

A While there were no significant changes in the composition of costs included in COGS, the decline in CVR affected advertising
effectiveness leading to a decline in GMV and, in turn, sales, which caused a 3.9 pt QoQ decline in Q4 gross profit margin

(Unit: JPY million)

Gross profit margin

Gross profit

183 206

150

1Q 2Q 3Q

FY2018/9

Copyright © Makuake, Inc. All Rights Reserved.

246

4Q

257

1Q

230

2Q

FY2019/9

258

3Q

418
339

4Q 1Q

818
482
2Q 3Q
FY2020/9

937

4Q

805

1Q

1,035 1,031
933
2Q 3Q 4Q
FY2021/9
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Selling, General and Administrative Expenses

A Costs rose in Q4 as we worked to raise brand recognition by running Web and in-app ads, in addition to TV ads in localities

and in taxis in Tokyo Prefecture, and due to active recruitment of personnel. On the other hand, head office-related expenses
declined

TV commercials
(Unit: JPY million)

aired

TV commercials
aired

TV ads limited to
1,021 localities
957
897 903
653
527
Payment fee/Others
- Advertising expenses 376
I Personnel expenses 315 345
239 271
202 221 228
130 142 156
254
1Q 2Q 3Q 4Q 1Q 2Q 3Q 4Q 1Q 2Q 3Q 4Q 1Q 2Q 3Q 4Q
FY2018/9 FY2019/9 FY2020/9 FY2021/9

Copyright © Makuake, Inc. All Rights Reserved. 19



Operating Profit and Operating Profit Margin Relative to GMV

A Operating profit came ahead of the plan on reduced head office-related costs even as we continued upfront investment in

advertising and personnel. It returned to black compared to a year ago and was down 7.1% QoQ

(Unit: JPY million)

4.8% 4.7%

2.6%

Operating profit
—@®— Operating profit- margin relative to GMV

40 49
20
1Q 2Q 3Q
FY2018/9

Copyright © Makuake, Inc. All Rights Reserved.

3.6%

43

4Q

2.9%

36

1Q

A9
2Q

FY2019/9

29

3Q

4.1%

102

68

4Q 1Q

4.7%

5.3% 6.3%

136
TV commercials
aired
2Q 3Q 4Q
A 20
FY2020/9

3.4%

2.2%

TV ads limited to

localities
152
137
128
TV commercials
aired
1Q 2Q 3Q 4Q
FY2021/9
A\ 88
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Key Performance Indicators

A The number of published new projects rose slightly from Q4 FY2020, when it surged on the back of TV commercials and
similar factors, while the repeat "support" order rate remained high at 76%, up 2.2 pt YoY, thanks to improved CRM quality

achieved via newsletters to members and online ads

No. of New Projects

(Unit: project)

2,213 2215
Number of projects by new project owners

. Number of projects by repeat project owners”

Increased demand 1,826
due to pandemic

1,660

1,559 1213 1266

1,319
1,029
936
932

890 gg3
774 843

635

ags 038 O3 5% 592 526
417 304 527 1,000

428 797

314 309 476

2098 337
103 79 148 156 161 156 207 247

1Q 2Q 3Q 4Q 1Q 2Q 3Q 4Q 1Q 2Q 3Q 4Q 1Q 2Q 3Q 4Q
FY2018/9 FY2019/9 FY2020/9 FY2021/9

“Number of new projects posted during the period by project owners who had had a previous project in the last 12 months

Copyright © Makuake, Inc. All Rights Reserved.

Repeat “Support” Order Rate

Amount of new support pre-orders

0
I Amount of repeat support pre-orders* 24.0%

76.0%

1Q 2Q 3Q 4Q 1Q 2@ 3Q 4Q 1Q 2Q 3Q 4Q 1Q 2Q 3Q 4Q
FY2018/9 FY2019/9 FY2020/9 FY2021/9

*Ratio of gross amount of “support” orders placed during the period by supporters who had had a previous “support” order
paced in the last 12 months to total gross amount of “support” orders via Makuake's services. Note that as of 2021/9, we are
using an improved calculation method which results in better data accuracy.
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Key Performance Indicators

A Access UU, up strongly in Q3, increased still further in Q4 thanks to success of TV commercials which aired in specific localities,
in-taxi ads in the Tokyo Metropolitan area, web and in-app ads, and CRM use of newsletters and app. As a result, the number
of members grew as well

. * *
(Unit: thousand) Unique Unser Access No. (Unit: thousand) No. of Members
1,874
CVR*? 1,735
Unique Unser Access No. 14,442
13,650 1,574
1,391
11,400 11,257 1,263
10,585
1,084
9,027
844
747
5,749 cor 666
4,968 557
4,149 4,519 509
3,817 ’ 457
5 06 3,328 3,341 345 386
2,438 2,709 308
1Q 2Q 3Q 4Q 1Q 2Q 3Q 4Q 1Q 2Q 3Q 4Q 1Q 2Q 3Q 4Q 1Q 2Q 3Q 4Q 1Q 2Q 3Q 4Q 1Q 2Q 3Q 4Q 1Q 2Q 3Q 4Q
FY2018/9 FY2019/9 FY2020/9 FY2021/9 FY2018/9 FY2019/9 FY2020/9 FY2021/9
* 1 Cumulative number of registered m ers = persons who have made at least one “support” order *Cumulative number of registered members = persons who have made at least one “support” order

er a
*2 Conversion Rate: Number of "support" orders from Access UU / Total number of Access UU

Copyright © Makuake, Inc. All Rights Reserved. 22



Number of New Projects and Employees

A We were late with additions to personnel commensurate with the increase in the number of published new projects seen last
fiscal year due to the pandemic. As a result, the number of projects handled by a curator and a screening/monitoring staff

member remains high and, for that reason, we are proceeding with active hiring

Increased demand
due to pandemic

No. of new projects
PR/Marketing/Administration and others

Development

MIS in charge of large enterprises

. Screening/Monitoring/Legal
. Curators personnel in training shown in ()
484 538 538
417 388 F
1Q 2Q 3Q 4Q 1Q 2Q 3Q 4Q 1Q 2Q 3Q
FY2018/9 FY2019/9 FY2020/9

Copyright © Makuake, Inc. All Rights Reserved.

2,213

2,215 (Projects)

(Persons)

3Q

4Q

1Q 2Q

4Q

FY2021/9
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Major Projects Launched in Q4 FY2021

A In addition to increasing number of high-quality projects published by repeat project owners, kitchen items and
restaurant/food categories are seeing continued popularity
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Major Projects Launched in Q4 FY2021 (Large Enterprises)

A The projects co-produced by MIS serve as successful examples of using R&D capabilities of large enterprises and lead to active

inquiries to us and increasing awareness of the services we provide for large enterprises

EETASBER—ILTEIRUI 7,517,000

- waneco talk ) e@1,000,000
=
W, ; B ;.. 3754

5 ‘ S © 726

= i

T AR el N S B0
NECDAIN'EH,. LINEZEED IZAR™IEED h— 248 | waneco talk

NEC

O iEmAsE Success!

~ 56,108,800

METHER
He2a 1,000,000/

2 vA-—5 ],292A

© v ®wr

ETUEUE
EE s o 'l 3 -

24B5RI36SHAAEBB TIHAM TSI L ALY I | MOTHER (Y —)

MEDIROM

INESS
SPORTS

4' PTZERS

BTULELE

O EE Y N e B
ENBEERBRESFR) A, 50> MFAGSREIZNSHIR UIPT ZE

DESCENTE

Copyright © Makuake, Inc. All Rights Reserved.

O cEm s Success!

53,130,000k

SR 3,000,008

2 sx-5- 1,350 A
© mo ®Br

BrLELE

(= § -geiy__§ J .} § o

=X ERVAORGEREER. ‘IR EBUESTHAER" | RSAESTS

MIZUNO (Co-development with MAZUDA)

a&Y . W 1,188,462k

HHREHORKET, g ARS 300,008
RETICELPNEETFR - - § E
I g ;. 1544

. ' © = 16H

cherish moon
RS R
[BRI] TIL—FAE)\Y E—[CAILS—138L — AWK S 3 — W EN

GUNZE

.

vy

. -

' 2 1
7orET Rk
ENCIVNITISEL
K/ TR A

U N RS N = R R Om

Fv o TJTENDL I PORRZFZELTHBERZE/ (L)W FU—NE

ELECOM

O N E WINE o;:?%,?GOH

B2 500,000/

— ARIAVENFHS, —

485%

e goms BITA
" 1 © m ®y

s L
Loy BTULELUE

| B AT B T A

FBOA 22 IHNS, > R)—HBREIIHLLNITAA>DHSF | ONE

suntory

% Columbia Eia '_ 5 N l pp—
ghn “O™. 4,611,199f
i ey B2 500,008

FRITOV—2OLSLELI | DOV EFVORMESEELIZOVERY T

Columbia Sportswear Japan

R s s BEe WY o9 25
['BECO/\vE—5—>) SHEE<SERE—HECHFERERNZ TOD

KAMEDA SEIKA

25



SDGs-Related Projects Launched in Q4 FY2021

A We are seeing more new product launches with sustainable development in mind with consideration given to sustainable

consumption, production and climate change
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Topics: PR Releases (1)

Commenced 3rd Wave of Commercials for Started Providing "Makuake Global" Service that
Support" Buying Service "Makuake Accepts "Support" Buying from Overseas

PowerShot

} Makuake ,
® Makuake Global o 2%
PRA ey
| [ & 151 s
HBRTE2—EYF—F Pkrles Clebd Hert
From June 19, 2021, we are running a 3rd wave of From August 31, 2021, we started providing Makuake
commercials - in Tokyo Prefecture on taxi signage Global, our expansion into global operations, that
and mainly TV commercials in 3 prefectures in will accept "support" buying from overseas for
Kyushu and Tokai covered genres of products for project owners

interested in such service
Canon Marketing Japan and NANGA INC., who are
project owners on Makuake, are talking about their We will be providing one-stop support, from the
impression working with us creation of project pages directed at overseas clients
to settlement, shipping and CS (customer support)
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Topics: PR Releases (2)

Makuake Concluded Business Cooperation
Agreement with Kobe City

UNESCO City of Design

I KOBE®T @ Makuake

From September 7, 2021, we will partner and
cooperate with Kobe City with regard to Kobe City-
based SMEs, and aim to continue such relationship
through March 2023 with the goal to assist Kobe City-
based SMEs with innovation and expansion of sales

channels

Copyright © Makuake, Inc. All Rights Reserved.

"Makuake Award 2021" Prize-giving Ceremony by

"Makuake" Conducted Online

@ Makuake Award 2021
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On September 11,2021, we held an on online prize-
giving event "Makuake Award 2021" where we

announced and awarded 3 companies chosen from
20 projects selected for "Makuake Of The Year 2021"
designation with Gold Prize, Silver Prize and Bronze

Prize

28



Growth Strategy for FY2022
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Full-Year Forecasts for FY2022

A Will raise overall business performance, including the gross amount of "support" orders, by a factor of 1.4

(Units: Millions of yen)

Gross Amount of “Support” Orders:

GMV

(Taxincluded)

Net Sales

Operating Profit

Ordinary Profit

Net Income

Copyright © Makuake, Inc. All Rights Reserved.

FY 2021/9

21,536

4,621

329

326

246

FY 2022/9

30,000

6,200

465

Change

+8,463

+1,578

+135

+133

+103

Percentage change

+39.3%

+34.2%

+41.3%

+41.1%

+41.9%

30



Growth Strategy for FY2022

AIn FY2022, we will diligently work on raising Makuake's media value and operational excellence

Increase the Number of High-Quality Projects

| Raise the Number of Customers

Raise CVR

Copyright © Makuake, Inc. All Rights Reserved.
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FY2022 Growth Strategy (1) Increase the Number of High-Quality Projects

A We will move forward with raising the number of published new projects by acquiring high-quality projects in mainline genres
while fully operating our project publishing system, and through further reinforcement of hiring

Acquire High-Quality Projects and Raise the Number of their Listings

Select and Concentrate in Curators to Operate as Team of Early acquisition and training of
Mainline Genres Professionals important talent
0000
O(@ Pl
AR
O 0 00O
Acquisition Consulting Creative Work @n@n@
Conduct Concentrated Marketing and Improving Specialist Skills, Building proper capabilities through
PRin Mainline Genres Increasing Efficiency and Speed adequate hiring and training commensurate

with the number of project listings
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FY2022 Growth Strategy (2) Raise the Number of Customers

A We will continue to raise the number of Makuake's customers by both generating new customer inflow through increased
exposure to consumers, and by encouraging user revisits through a variety of CRM initiatives and development of new
functionalities

Raise the Number of Customers through Initiatives to Increase New Customer Inflow and

Functionality to Bring Back the Users

Increase Exposure through Enhance CRM Development of App-Centered
Ads/PR New Functionalities
of 268
1 X 1
—= New —
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Strengthen ad proposal support to Augment CRM by Distributing Newsletters Move Forward with Development of App-
project owners by Segment and through App Notifications Centered New Functionalities to Retain Users
Strengthen PR through coordination with
TV broadcasters

Copyright © Makuake, Inc. All Rights Reserved.
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FY2022 Growth Strategy (3) Raise CVR

A In order to achieve higher user satisfaction - and that includes project owner users - with Makuake, we will pursue operational
excellence, including improvements to website functionality
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FY2022 Upfront Investment Plan (1) Upfront Investment in Accumulation of Service Assets

A We believe that raising brand awareness is an extremely important factor in building brand assets and, for that reason, we will
continue with aggressive upfront investments in various advertising initiatives this fiscal year as well

Accumulation of Service Assets

ncreased @
Makuake

Increased Inquiries from

| i : .
r}xvde\f:;ii?rf gm Project Owners L]
. Increasein Access UU
Web and in-app ads —
Branding Ads
(TV commercials / Ads in taxis / other video ads )
1
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FY2022 Upfront Investment Plan (2) Upfront investment in Accumulation of Human Assets

A By recruiting and training - in advance - curators and screening/monitoring staff members in line with our growth plans for
the number of project listings, we will further strengthen human assets involved in project consulting, which is our strong
point, and screening/monitoring systems

Plan to Increase the Number of Curators and
Screening/Monitoring Staff Members

Upfront
Investment in

Personnel Accumulation of
Human Assets
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Professional Team Headcount Professional Team Headcount

70 Members Increase to Overl OO Members
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FY2022 Upfront Investment Plan (3) Upfront Investment in Accumulation of Ecosystem Assets

A We are planning to roll out 4 new services to broaden Makuake’s ecosystem which supports new products and services from
their planning to launch, and through sales expansion after the start of mass production, and increase accumulation of our
business ecosystem assets

/

FY2021/9 FY2022/9 FY2023/9

Data utilization functionalities

Launch
(Pre-sales)

. Makuake Global

Growth
(Facilitation
of regular
distribution)

“Support” Purchase Service for Buyers

‘ Buildup of Makuake Store
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Outline of New Services (1) Makuake Global

A Makuake Global, the global version of Makuake that accepts "support" buying from overseas, commenced full operations on

August 31,2021

g@

Commission fee: 30% M d k UaJd k @  Supporters beardcustoms tariffs

an
international shipping charges

Global

Project owners

........

Makuake @&
Global
A 1&g a
Makuake Global §

HOKUSAI

's., In 'ﬂne \v/o!le!
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Project supporters from
around the world
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Outline of New Services (2) “Support” Purchase Service for Buyer

A “Support® Purchase Service for Buyer which will allows Buyers inside and outside Japan to place purchase orders on the Web
while checking on how just-launched products are selling, represents an innovation of sales channels for traditional
distribution markets

Traditional sales channels

New sales channels created thanks to the new service

Companies

Electronics mass-
market stores

Primary

market Supermarkets

Convenience Stores Department Stores  E-commerce Sites

Mass-produced products

Consumers
(Users)



Outline of New Services (3) Renewal Version of Makuake Store

A We are getting ready for a "renewal open" (post-renewal opening) of the store for which we plan expanded functionalities
under the new concept of EC Select Shop for New Products

@ Makuake STORE

Refreshed perspective under the new concept

Improved search functionality on product classification and display

Copyright © Makuake, Inc. All Rights Reserved.
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