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Good afternoon, everyone. | am Shin Shibata, CEO of Net Protections Holdings.
| would like to begin the financial results presentation for the second quarter of the fiscal
year ending March 31, 2024.
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These are the agendas for today.
We will discuss these agendas in the order of highlights of group financial results, summary of
financial results by services, and management topics.




Mission

Create New Standards

With our mission “Create New Standards,”
we aim to create and spread an innovative structure for both our business and organization.

© Net Protections Holdings, Inc.

This is our Mission.
Please skip to page 5.




| Business Overview: Service Lineup and Target Markets

A comprehensive BNPL provider expanding services to BtoC, BtoB, and overseas.

» Atobarai
&7 /NPEILL E-commerce

merchandise

Overseas BtoC
(Taiwan, Vietnam)
Market size

JPY9.8tn

GDAFTEE

Localized BNPL service for
overseas

BNPL service for e-commerce
merchandise with Market size

No. 1 market share™ JPY119tn
stores

oS ] o
atone

A mobile-optimized BNPL service.
Available not only for e-commerce
merchandise and e-commerce non-
merchandise, but also for physical stores
by downloading the app

Net Protections HD

&/ /NPHHTHLL
BtoB BNPL service with the No. 1

track record’? in BtoB PSP service
market

Domestic BtoB

E-commerce
non-merchandise
Market size

JPY 10.5 tn

Market size

JPY 180 tn

Physical stores On-site services

&/ NP#&ILL air

BNPL service optimized for on-site
services such as house renovation,
housekeeping, moving, and cram
schools

Market size
JPY39.1tn

Market size
JPY 18.6 tn

*1 Our estimate based on the "75th E-commerce and E-learning Sales Ranking® published In the January 7, 2021 edition of the Tsuhanshimbun.
*2 Based on our annual GMV for FY2021 from Deloltte Tohmatsu MIC Research Institute “MICIT Report October 2022 - Survey on Bto8 Payment Service Provider Market (httpsc//mic-r.co.|p/micit/2022/).
See Appendix on pages 64-66 for the definitions of TAM, SAM, and SOM.

Source: Thase figures are calculated using cur analysis based on cert: with reference to the g data:
“Cashless Vision® (P. 70), “Cashless Payment Ratio in Japan, Payment Providers, and the State’s Disclosure Policy” (P. 21), and *Current Survey of Comenerce {2020)" by the Ministry of Econamy, Trade and Industry,

“Talwan Cards and Payments - Opportunities and Risks to 2024" (P. 26 and 30) by GlobalData, and “e-Conomy SEA 2022” etc.
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| Medium-term Growth Story

We will promote BNPL services that are easy to use for everyone so they will penetrate all markets.
We will also keep enhancing our services by leveraging the customer network and the payment data built

up over the past 20 years.

1. BNPL domain

NP Atobarai /atone

BNPL as a marketing service that “drives
sales”

2. DX domain

Pursue BNPL services anyone can use wherever they are
Develop new markets, such as non-merchandise e-commerce,
physical stores, and OEM

Develop a website that helps transfer more than 15 million
customers to merchants

NP Kakebarai / NP Atobarai air

BNPL \ BNPL as a digital transformation and
services | financial solution that addresses “labor
shortage and funding needs”

Pursue easy-to-install payment services that allow
merchants to dodge all their risks

Expand regional / partnership networks

Start offering financial services in phases to buyers of
570,000 business clients

AFTEE

Research & develop, and seek business
cases of BNPL services so that they will
penetrate “markets across Asia”

Cultivate the Taiwanese market with over one million members
Use the Taiwanese market to research & develop, and seek
business cases of payment services that will penetrate Asian
markets

Venture into emerging markets, such as Vietnam
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This is our growth story for the future.

We will officially start utilizing the networks and data we have obtained through the

provision of our payment services.

atone not only is a payment service, but also is evolving into a marketing service that can

transfer our customers to other e-commerce shops.

NP Kakebarai takes the delinquency risk of buyers of our 570,000 business clients annually.
We will start offering financial services for such buyers by leveraging the data acquired

through the provision of NP Kakebarai.

AFTEE has been growing steadily. We will bring this service to Asia with a view to tapping into

the market in the long run.




| Business Portfolio and Its Direction

Now that we have completed strengthening our structure to expand in scale, we are ready to
increase revenues from all service categories and build up profits.

The scale expansion will lead to generate
dt 0 ﬂe revenue above the breakeven point, turning
the business into profitability.

9 -,

The scale expansion will lead to generate
’ revenue above the breakeven point,
turning the business into profitability.

80%

40% NP#&1LL)
Optimizing operational
costs will lead to
maximize profit.

GMV growth rate

Ll e Amount of operating profit
Offering financial services for buyers » Amount of operating loss

will increase revenue. * Direction we are heading

0%
Gross profit margin (to GMV)

0%
Note) The GMV growth rates, gross profit margin, and operating profit/loss are estimated based on the earnings forecasts for the fiscal year ending March 31, 2024,
Note) Operating profit (loss) is calculated by excluding common fixed costs.
Note) AFTEE does not indude service pravided in Vietnam.
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Let me explain our current business portfolio and its future direction.

On this chart, the vertical and horizontal axes represent the GMV growth rate and gross
profit margin, respectively. The size of bubble indicates the amount of operating profit (loss)
for each service.

While NP Atobarai and NP Kakebarai are profitable, the amounts of investment outstripped
revenues in growth businesses such as atone and AFTEE.

Going forward, we will turn all services profitable, as we have completed strengthening the
structure.

NP Atobarai will seek to further increase profitability by optimizing operational costs.
NP Kakebarai will expand the revenue scale through increased GMV and create a new
revenue stream by offering full-fledged financing services for buyers.

For atone, its gross profit margin in the e-commerce market is higher than that of NP
Atobarai. Therefore, expansion of its scale will directly lead to an increase in profit.
For AFTEE as well, expansion of scale is important.




w;; — . % 74
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Watanabe, CFO, will explain the highlights of the group financial results.



| Summary of H1 Financial Results (for Six Months Ended September 30, 2023)

Group Total GMV | Outpacing guidance

H1 guidance achieved, underpinned by continued positive GMV growth in all

service categories

«w JPY273.8bn

+14.0% YoY

(BtoC +4.8%, BtoB +40.2%)

:]GTol NP Atobarai and other

GMV is on a steady growth trajectory.

In November 2023, a major cosmetics
merchant put the service into operation for its
e-commerce transactions. Adoption of the
service by other new merchants are also well
underway.
*See page 27

awv JPY173.7bn +3.7%vov

oo

GMV of new merchants has been
building up strongly.

Shopping cart integration has progressed with
multiple e-commerce operators, which is
expected to accelerate the timing of the

service adoption and operation by new

* See page 23-24

eavv JPY12.3bN .235%vov

merchants.

G138 NP Kakebarai

GMV recorded a significant
growth backed by a virtuous
cycle, in which both new and
existing transactions are
increasing.

amv JPY87.7bnN +a0.2%vov
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This is a summary of financial results for the first half of the fiscal year ending March 31,

2024.

GMV continued to record a positive growth in all service categories. The Group total GMV
marked a double-digit growth of 14% like it did in the first quarter, beating the H1 guidance.
NP Atobarai continued to record a positive growth throughout the first half.

As we have announced today to the press, a major cosmetics merchant put NP Atobarai in
operation, we have got the second half off to a good start.

As for atone, GMV increased more than 20% year on year backed by the solid growth of GMV
with new e-commerce merchants.
As key measures for further growth have proven successful, we would like to discuss these

measures in detail later.

GMV for NP Kakebarai came in better than expected, recording a 40% year-on-year increase.
We are in a virtuous cycle, in which both new and existing transactions are increasing.




| Financial Results: Summary of H1 Financial Results (for Six Months Ended September 30, 2023)
We achieved the H1 guidance.
Operating profit/loss came in better than expected, with allowance for doubtful accounts recognized
for a single merchant during Q1 being offset with reduced SG&A expenses.
I Summary of financial results recast™ The following is the proforma results
(JPY in millions) Yov:;::me AmountH”o :’rogress rate excludin:!he one-time increase i:

allowance for doubtful accounts of

GMV (non-GAAP) 273,822 +14.0% 267,342 10249 | JPY110million recognized for a single
merchant in the NP Atobarai service
during Q1.

Total operating revenue 10,330 +11.9% 10,097 102.3%

Revenue 10,080 +12.6% 9,857 102.3% AHrems Dl

results progress rate

Gross profit (non-GAAP)"™! 3,682 +0.3% 3,763 97.9% 3,793 100.8%

SG&A expenses 4,522 +16.2%

4,680
Other operating expenses 17 -18.2%
Of SGEA .e;(penses, marketing 337 1.4% 450
expenses
Operating profit (loss) (605) - (676) (495) -
EBITDA (non-GAAP)"2 142 -81.0% 61 233.0% 253 413.5%

*1 Gross profit: Revenue - Collection expense + Invoicing expense + Allowance for doubtful accounts (addition) + Bad debt expense + Loss on sale of trade receivables + Credit screening expense + NP point expense + Other payment related expenses)
*2 EBITDA: Operating profit + (Depreciation and amortization + Share based payment expenses + Loss on disposal of property, plant and equipment + Impairment loss — Gain from reversal of impairment losses)
*3 Marketing expenses: Sales p ion expenses ing agency ) + Advertising expenses

*4 Consistent with Consolidated Financial Results for the Fiscal Year Ended March 31, 2023 dated May 14, 2023 )
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This is a summary of financial results for the six months ended September 30, 2023.
GMV increased 14.0% year on year to 273,822 million yen and total operating revenue
increased 11.9% year on year to 10,330 million yen, both beating the guidance.
Operating loss was also less than the guidance.

We managed to offset the one-time increase in allowance for doubtful accounts of 110
million yen recognized during the first quarter with a reduction in SG&A expenses.

We believe the GMV growth as planned while irregular cost increases were offset is a proof
that the productivity of the Group on the whole has been improving.




| Financial Results: GMV for H1 (for Six Months Ended September 30, 2023)

The Group total GMV increased 14.0% year on year, underpinned by continued growth of GMV in
all service categories.

{PY in 100 million)

3,000 BtoC +JPY8.4bn BtoB
+IPY25.1bn
+JPY2.3bn #PY8.1bn - JPY273.8bn
\\ P - ZV' ]
NP#&3IL
JPY240.1bn atone
NPZ1LL
2,000
AFTE
0
FY3/23 H1 FY3/24 H1

*1Total amount of payments {including consumptian tax) made through atane provided by the Group
*2 Total amount of payments {including consumption tax) made through NP Atobaral, AFTEE, and NP Card provided by the Group
*3 Total amount of payments {Induding consumption tax} made through NP Kakebaral provided by the Graup
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This slide shows how our GMV increased year on year.

In the BtoC Services, atone, NP Atobarai air, as well as AFTEE in Taiwan, have been growing
steadily in GMV.

The BtoB Service successfully recorded a year-on-year increase of more than 25.0 billion yen,
becoming a core service that drives the growth of the Group.




| GMV: Sales Pipeline Status

New orders have been brisk, supported by strengthened sales structure.

The number of contracts under consideration is also on the rise, which is a positive sign of a further

increase in orders received.

[P¥in100milion) - ynder consideration
160 » Order backlog
m Order backlog (new orders received during the quarter)

120 130
80
81.9
9.5
66.5 69 6.8
3.0
“ n H
0
Under Order Under Order Under Order Under Order
consideration  backlog consideration  backlog consideration  backlog consideration  backlog

157.3

Under Order
consideration  backlog
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This slide shows the status of sales pipeline, a leading indicator for GMV growth in the future.

The number of projects whose status was updated from “Under consideration” to “Orders
received” have been increasing thanks to the strengthening of the sales structure.

The number of projects whose status is “Under consideration” has also increased
significantly, which is a positive sign of a further increase in orders received down the road.
Along with the strengthening of the sales structure, the sales process based on a division of

tasks (field sales, inside sales, etc.) has been fully on track,
which is also a positive sign of further accelerating revenue in the future.




| Trend of Financial Results: Total Operating Revenue and Gross Profit

Total operating revenue has marked a double-digit YoY growth of 11.0%, driven by GMV growth.
Gross profit also has also trended up, backed by reduced delinquency rates achieved through improved
credit screening processes.

| Total operating revenue (PY in millions) | Gross profit UPYin millions)

6,000 - 2,000
1,909
a 609 1,500
4,000 !
1,000
2,000
500
0 0
FY3/22 Q2 FY3/23 Q2 FY3/24 Q2 FY3/22 Q2 FY3/23 Q2 FY3/24 Q2
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This slide shows the trends of total operating revenue and gross profit.

To add more comments on the actual total operating revenues and gross profits as shown
above,

an increase in total operating revenue has reflected the effect of the price increase of
invoicing fees that we implemented in September last year.

Despite the allowance for doubtful accounts for a single merchant irregularly recognized
during the first quarter,

no comparable incidents took place during the second quarter as we made thoroughgoing
efforts to improve our credit screening process immediately after the incident occurred.
As a result, gross profit is back on an upward trend.

We believe we can continue to drive up gross profit going forward.




| Quarterly Trend and Outlook of SG&A Expenses

Total SG&A expenses for Q2 fell short of those for Q1.
We will continue to make efforts to curb expenses for Q3 and onward with the aim of building a
structure under which an increase in revenue directly leads to an increase in profits.

m SG&A expenses m YoY change in total SG&A expenses Curb SG&A expenses
[
n— ® Ts:s\/ -
+23.9% +26.6% el e
+18.8% .

{(JPY in millions)

+13.1% +13.7%

2,500

2,000

1,500

1,000

@
2
3

0
Qi Q2 Q3 Q4 Qi1 Q2 Q3(€) Q4(E)
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Total SG&A expenses for Q2 decreased quarter on quarter.
As we successfully curbed expenses while steadily increasing revenue, we are confident that
an increase in revenue will directly lead to an increase in profits.

Last month, we announced a plan to downsize our head office space.

This is part of our efforts to respond to the expansion of remote work, which we expect will
help reduce SG&A expenses by around 100 million yen in the next fiscal year and beyond.

In the fiscal year ending March 31, 2024, we will incur restoration costs; nevertheless, we can
offset the amount by reducing overall costs during the fiscal year.




| Quarterly Changes in SG&A Expenses

We completed strengthening our structure and promoted insourcing the previously outsourced
tasks, thereby reducing total SG&A expenses.

{JPY in millions)
2500 = Sales & Marketing ( Of which, marketing expenses)
' = Tech & Development 2,278 2,243
u Others 2,163 2177
2,000
868 842
m m
.
826
1,000
500
573
0 Qi Q2 Q3 Q4 031 Q2 Q3 Q4 Qi Q2
FY3/22 FY3/23 FY3/24
*1sales & Personnel, related, marketing and other expenses related to sales and marketing
*2 Tech & Development: Personnel, outsourcing, operations related, and cther expenses refated to system development, credit related operations, and other operations.
*3 Others: SGEA expenses other than *1and *2 [personnel and outsourcing expenses related to back-affice operations, outsourcing expenses of help desk for services, etc.)
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The graph shows the breakdown of SG&A expenses. Until the end of the first quarter, we
focused on recruiting personnel engaged in the sales & Marketing.

As we now have a structure in place, we will, in principle, stop recruiting mid-career
professionals in the second half.

In addition, from the second half onward, our team members started taking on and
insourcing the previously outsourced tasks, and this reduced total SG&A expenses.

As we will continue to insource Sales & Marketing, we believe we can further increase our
productivity down the road.




| (Reference) Changes in Ratio of SG&A Expenses to GMV

| Sales & Marketing (%) | Tech & Development (%) | Others (%)

059 059 060 060 0.60

045
043 042

02 0 08 04 0
. 03

Q1 Q2 Q3 Q4 Q1 2 Q3 4 a1 @ Q Q2 Q3 4 a1 Q2 Q3 Q4 a1 Q2 Q1 Q2 Q3 Q4 a1 @2 Q3 Q@ a1 @

1 Sales & Marketing: Personnel, outsourcing, operations related, marketing, and other expenses related to sales and marketing
2 Tech & Development: Personnel, outsourcing, operations related, and other expenses refated to system development, credit related cperations, and other operations.
*3 Others: SGRA expenses other than *1 and *2 (personnel and outscurcing expenses related to back-office operations, outscurcing expenses of help desk for services, etc.)
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This is the reference information showing the changes in the ratio of SG&A expenses to GMV.
You can see the effect of the operating leverage. The ratio has declined over the past
guarters because we increased GMV while curtailing SG&A expenses.




Summary of Financial Results
by Services

© Net Protections Holdings, Inc. 16

Next, let me explain the summary of the financial results by services.



| Quarterly Changes in Group Total GMV

GMV recorded a positive growth in all services: NP Atobarai and other,
atone and NP Kakebarai.

® BtoC atone’? « BtoC NP Atobarai and other"? I////
© BtoB NP Kakebarai*? 1,280 1,326 L262 1,:059 1(:;‘8
{IPY in 100 million) 1,181 1128 1162 pily 1154 1187 1,214 & '55 [ Y
1,200 v ' 47 52 =
v MO w108 G s, oy a1
40 220 0227

900

o 838 852 926 834 854 882 972 848 841 835 901 831 872 864
0

300

Q1 Q2 Q3 Q4 Qi Q2 Q3 Q4 Q1 Q2 Q3 Q4 Qi1 Q2
FY3/21 FY3/22 FY3/23 FY3/24
*1 Total amount of payments {Induding consumption tax) made through atone provided by the Group
*2 Total amount of payment: ding tax) wgh NP Atobaral, AFTEE, and NP Card provided by the Group
*3 Total amount of payments {Including consumption tax) made through NP Kokebaral provided by the Group
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This is the trend of each service’s share in GMV.

GMV for the second quarter increased 13.5% year on year.

Although our GMV in the third quarter of each fiscal year is the largest of the year,

the GMV in the second quarter has already exceeded that of the third quarter of the previous
year,

indicating that the growth is getting bigger.




| Key Performance Indicators of BtoC Services: NP Atobarai and other NP#&3LL NP1l

GMV increased by 3.5% year on year, making steady growth.

| GMV | Total Operating Revenue | Gross Profit
(JPY in 100 million) {JPY in millions) {JPY in millions)
882 3,779 1,462
FY3/22 FY3/23 FY3/24 FY3/22 FY3/23 FY3/24 FY3/22 FY3/23 FY3/24
Q2 Q2 Q2 Q2 Q2 Q2 Q2 Q2 Q2
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This slide shows the results of BtoC services such as NP Atobarai and other, which exclude
atone.
The services continued a stable growth as the first quarter.

The decline in gross profit is due to the impact of the allowance for doubtful accounts.

The allowance for doubtful accounts increased in the second quarter, but on the other hand,
we recoghized reversal of allowance for doubtful accounts of several tens of millions yen in
October, indicating that the delinquency rate is under control at a low level.

As a countermeasure against late payments and non-payments, we started considering how
to deal with habitual delinquents by,

for example, taking measures of tightening credit screening and collecting late fees.




| Key Performance Indicators of BtoC Services: atone dt one

GMV increased by 20.9% year on year, driven by an increased number of new e-commerce merchants.

| GMV | Total Operating Revenue | Gross Profit In FY3/23, the Group
(JPY in 100 million) ({IPY in millions) {JPY in millions) recognized gain from
P reversal of allowance
+2°'9% /| for doubtful accounts
YoY /| due toimproved
/ delinquency rate.
{ 107
269
45
FY3/22 FY3/23 FY3/24 FY3/22 FY3/23 FY3/24 FY3/22 FY3/23 FY3/24
Q2 Q2 Q2 Q2 Q2 Q2 Q2 Q2 Q2
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Moving on to the performance of BtoC services: atone. GMV increased by 20.9% year on
year, keeping a pace of a 20% year-on-year growth from the first quarter.

Gross profit has remained unchanged year on year because of the timing of provision and
reversal of allowance for doubtful accounts like NP Atobarai.

In new services, especially atone, provisions are often made conservatively, and reversed in
line with the decline in the delinquency rate.

In the previous fiscal year, we recognized a large amount of gain from reversal of allowance
for doubtful accounts due to an improvement in the delinquency rate.

We have been able to consistently improve the delinquency rate, which will enable us to
reduce costs and increase profitability.




| Key Performance Indicators of BtoB Service

We had a virtuous cycle in which both new and existing transactions are increasing.
GMV increased by 37.7% year on year, keeping a significant growth.

| GMV | Total Operating Revenue | Gross Profit
{JPY in 100 millions) ({IPY in millions) {IPY in millions)
"’ 894
339
561

233
FY3/22 FY3/23 FY3/24 FY3/22 FY3/23 FY3/24 FY3/22 FY3/23 FY3/24

Q2 Q2 Q2 Q2 Q2 Q2 Q2 Q2 Q2
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In this slide, we look at the performance of BtoB service: NP Kakebarai.

We had a very favorable cycle of acquiring new merchants that introduced our service and
increasing our share of the payment service at existing merchants.

By industry sector, recruiting related transactions mainly by restaurants or transactions by
wholesalers are on a rise.

The optional service for BtoB customers, “credit card payment,” which we introduced in the
first quarter, was well received, so we decided to expand this service line.

Furthermore, we intend to further increase profitability by offering more financial services
that enable BtoB customers to delay their payments and to improve their cash flow.




Management Topics
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The last part will be management topics.



| Growth Strategy for BtoC Services: atone dt one

We aim for a significant growth in GMV by acquiring new merchants.
We also focus on developing features to be chosen by e-commerce shops and reinforcing our sales
force.

Member-transfer
website
(atone shops)

Sales force BNPL per

Shopping cart

reinforcement purchase

integration

X

Value of integrated Number of unique users
Sales force Payment share ) !
shopping carts in FY3/24 per year
o * 1 - - * 2 - . * 3
10 - 40 8% = 21% JPY 550 billion 15 million

*1 Payment share at the time of introducing BNPL per purchase to Next month payment

*2 GMV of e-commerce shops using shopping carts to be newly integrated with our payment system or to be added to extend functionality In FY3/24.

*3 Patential number of atone shops (the annual number of unique users that use our BtoC service)
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This slide shows a growth strategy for our mainstay business, atone.

We already explained the reinforcement of our sales force and the release of BNPL per
purchase in the first quarter.

During the second quarter, we made progress on two key measures, which are the shopping
cart integration and the member-transfer website.

| will explain these measures in detail from the next slide.




| Shopping Cart Integration in BtoC Services: atone dt one

We expect GMV of shopping carts integrated with our payment system (GMV of e-commerce shops
that use the shopping carts) to reach JPY 550 billion in FY3/24.
E-commerce shops can use atone instantly without system development.

The size of the total accessible market is expanding
Shopping carts that have been already Shopping carts that will be integrated
integrated or extended functionalit or extend functionality
Shopping carts under development
3 pl’oviders (to be implemented within six months)

. - emvof ;py 300 billion+
ipy 250 billion+ shopping

GMV of shopping carts: carts: per year
per year
Shopping carts whose development was effectively confirmed
ke CS Cart (with the development timing under negotiation)*2
GMV of
ey 700 billion+

B Adobe Experience Cloud 9 providers JELTITILH

+ 1 provider AR pev-yonr

*10ur estimate
*2 Inchudes PSPs

© Net Protections Holdings, Inc.
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This slide shows the big picture of e-commerce shopping carts to be newly integrated with
our payment system or to add extended functionality.

Integrating our atone payment system with an e-commerce shopping cart provider’s system
enables e-commerce shops using the shopping cart to use atone instantly.
Thus, it lowers the hurdle to introduce atone significantly.

GMV of e-commerce shops using shopping carts to be integrated is expected to be 550 billion
yen for the current fiscal year alone.

If we include that for the next fiscal year and beyond, it is expected to be over 1.2 trillion yen.
So, this market would be very easily accessible for atone.

We are currently negotiating with many more shopping cart providers to further expand
atone’s accessibility.




| Shopping Cart Integration in BtoC Services: atone dt one

We strengthen sales of atone with the help of shopping cart providers acting as our sales agent.
By expanding the sales network, we speed up the introduction of our service.

ZaN
‘ &/ / Net Protections ’

l

Speed up l Agencies (shopping cart providers) ’
our sales
activities

Merchants

| |

Merchants can use atone instantly without system development.
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We will enter into an agency agreement with each of e-commerce shopping cart providers to
have them carry out sales activities of atone.

The agreement will bring economic benefits to the providers, so they can actively carry out
sales activities on behalf of us.

Our strategy is to speed up the introduction of atone by expanding our network of such
agencies.




| BtoC Services: atone — About atone shops

atone

We have launched our campaign website, atone shops, to provide points reward and sale information.
The website can transfer 15 million BNPL users to merchants’ e-commerce websites.

EWGHE/ICHS

WEAGDTERTENES vomms  WUIZ/=N (Qoalds THRGS v x=

Lh) seneTHRURTSEME (300872 h) DOTONMTsenet MAT S
ne CORSCHI P TLE L

atoneshops
$x 10 0 S.iu
BERS I MDA TENUS v o my FrrAXEIPTHERUS v oA~ AN TORTU=ZR0T LK AL, THRG
B0 @ o T el R
=
10%ss:
= A

UU: 250,000 / PV: 11 million
in the first 30 days after the launch

Users can enjoy good deals
on shopping at merchants’
e-commerce websites
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The next topic is another key measure for atone. We launched our campaign website, atone

shops, this October.

Our atone merchants can post information on their campaigns, such as points reward and
cashback, on this website without any fee and attract our 15 million BNPL users to their own

e-commerce websites.

The number of monthly PVs has already exceeded 10 million in the first month, and we

expect the number to further increase going forward.




| BtoC Services: atone — atone shops’ Value Proposition dt one

With the industry’s first BNPL services with a feature to transfer customers to merchants, we aim for GMV
growth by being chosen by both e-commerce shops and users and by increasing their use of our services.

Provide sale information with high Transfer customers to merchants’
points reward rate e-commerce websites

Attract more
merchants

Attract
more users

Shop listing and
posting with no
additional charge

atone shops

Offer campaigns such as points reward

Visit the website for good deals and cashback

*1 The figures show the potential atane shops has —Le., the numbers of annual unique users and e-commerce merchants using the Company's BtoC services.

The BoC services require sign-up for membership or service Implementation.
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This is a value proposition model of atone shops.

Merchants can approach new customers without paying any shop listing or advertising fee.
This website allows merchants to use the saved costs to offer a higher points reward rate to
users and focus on sales promotion.

The better campaigns offered by merchants, the more users attracted to this website, and
the more users attracted to this website, the more merchants will use our services —
creating a virtuous cycle.

While the atone shops website is already becoming a powerful tool for our sales activities, it
could also be a big reason for e-commerce shops to introduce atone.

Our atone shops is the industry’s first service of this kind, and we believe it will also bring
competitive advantage over other BNPL service providers.




| BtoC Services: NP Atobarai — Service Introduction Track Record

NP#&ILL

ORBIS Inc., a company offering skincare and other beauty brands, has introduced NP Atobarai to
replace its own in-house BNPL system.

Before: Use its own in-house
BNPL system

ORBIS Inc.

Invoicing-related
operations

Credit
screening

Invoice
issuance

Payment
collection

After: Introduce NP Atobarai

ORBIS Inc. NP#&3LW
Invoicing-related
operations
Outsource Credit
all of its : screening
-invoicing-related:
- operations - Invoice
: issuance
Payment
collection
Risk-free
assurance

Background of the introduction of
NP Atobarai

ORBIS wanted to:

Reduce the burden on in-house
resources by outsourcing invoicing and
payment collection operations, and

Realize more flexible workstyles
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The last topic is about NP Atobarai.

From today, November 14, ORBIS Inc., a leading cosmetics brand, has started to put NP

Atobarai in operation.

ORBIS originally used its own in-house BNPL system; however, with the primary aim of
reducing the burden on in-house resources, it has switched to NP Atobarai.

While there are many other major e-commerce companies that currently use their own in-

house BNPL systems,

we expect that they will gradually outsource it for the reasons such as labor shortages.

This is the end of our results briefing for the six months ended September 30, 2023.
Thank you for your attention.
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Disclaimer

e This document was prepared by Net Protections Holdings, Inc. (referred to as the “Company” or “we” herein) solely for informational
purposes. This document does not constitute an offer to sell or a solicitation of an offer to buy any security of the Company in the United
States, Japan or any other jurisdiction.

e This document contains forward-looking statements, which reflect the Company's assumptions and outlook for the future and estimates
based on information available to the Company and the Company's plans and expectations as of the date of this document or other date

indicated.

e Please note that significant differences between the forecasts and other forward-looking statements and actual results may arise due to
various factors.

e Accordingly, readers are cautioned against placing undue reliance on any such forward-looking statements.

e The Company has no obligation to update or revise any information contained in this document based on any subsequent developments
except as required by applicable law or stock exchange rules and regulations.
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