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Company Profile.

pluszero is a 'fourth generation AI' company

AEI stands for
AEI is an in the development of Al

AEI is a technology that and

Deep Learning.
Technology of use

(ChatGPT, GPT4, etc.*)

1st Generation AI> 2nd Generation AI | ;};"Ee';"e}'al'la;l';& N
3rd Generation Al | (dual process model) .

1960s 1980s 2000s 2020s
and Statistical machine of
expert system  learning 1st & 2nd Gen Al and 3 Gen Al

+ Zero Copyright © pluszero. All rights reserved. | 2



Overall

FY23 Abstract

MTP FY26 Target
Sales 2,76 6M(CAGR+40%), Operating profiit1,384 M(CAGR+81%)

FY24 ®* CAGR is the 4year average from FY22

Forecast FY24 Forecast
Sales 1,180M(YoY+32%), Operating profit 208M(YoY+28%)

FY23
Result

Sales 894M(YoY+23%), Operating profit 162M(YoY+28%)
Gross profit 535M(YoY+21%) , Net profit 120M(YoY+0%)

Steady progress in developing services for three key partners.

+ Ze rO Copyright © pluszero. All rights reserved. | 3
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Med-term

management plan

Sales/gross profit (%)/operating profit (%)




Overall

Executive summary (numerical section)

have been set for (FY25 is an image).
FY24 is
« The performance
mmmm Sales Gross profit Operating profit .- @+ GPR —o— OPR
(M Yen)
3,000 100%
Operating
profit
2,500 CAGR* 0
+81%. 80%
/ 660/0
2,000 61% 60% @
©cecrecncennncnncnccncannncnne L S [ ] 1,837 60%
..... 50%
1,500 +32%.
+23% 40%
1,000
726
4;13 20%
500 18%
0 0%
-500 -20%
FY22 FY23 FY25 FY26
Result MTP

*Average annual growth rate over the four-year period starting from FY22.
+ Zero Copyright © pluszero. All rights reserved. | 5
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FY10/23

Full-year results

Sales/costs/balance sheet
Progress on the AEI roadmap




Overall

FY23 Highlights

PL Year-on-year change PL Percentage of progress

Progress: 99% of sales and 102% of

operating profit.
Sales fell short by 1% due to a delay

in the timing of contract signing.

although the forecast
for earnings was for a decrease.

Operating -
Sal?S prOfit Net prOfIt 894 M yen Target 907 M yen
894
726 162 myen Target 159 Myen
+28% +0%. . :
Operating =
‘ ‘ ‘ ‘ profit

127 162 120 120 120 myen  Tarset 108 myen
‘m W Net |

FY22 FY23 FY22 FY23 FY22 FY23 profit

+ Zero Copyright © pluszero. All rights reserved. | 7



Overall

FY23 Highlights

Budget

situation
YoY Forecast Progress

Sales 726 | 894 ] 23.1% | 907 9% . 1% missed for contract delays.
Solution
provision 648 | 816 | 25.9% | 795 103%
(Non-AEI)

- Focus on core pj and curb new pj.
AEI 77 77 0.1% 112 69% - The impact of the period slippage
is -14% compared to the forecast.

Gross profit 441 535 0 516 o o

(GPR) 61% | ©0% | 272% | (Bgy  104% |- winning

Operating profit | 127 | 162 o | 159 v | g :
(OPR) A8 | (18%) 27.5% (18%) 102% Balancing investment and profit.
Net profit 120 | 120 | 549 108 112%

(NPR) 17%) | (14%) (12%)

+ Ze rO Copyright © pluszero. All rights reserved. | 8



Growth strategy

Progress on AEI’s technology roadmap to achieve MYP (FY23)

. target of the previous
year have , and

such as 'automatic execution of actions’.

FY23

Partial start of Service introduction trials have been

“Virtual Staffing” conducted with some clients.

at a level that
Strategy enables services to be deployed.
services to be

deployed in FY23.

Num of 3~5 4
Partners . . (ABIST Co.,Ltd. MARUBENI INFORMATION SYSTEMS Co.,Ltd.
Only the most important fields Upsell-Technologies Inc. 1 undisclosed)
Automation Primary receipt of )
Targets inquiries 7th period

Impact Service launch Services start in period FY24,
on plan SO

+ Ze rO Copyright © pluszero. All rights reserved. | 9



Growth strategy

Progress of AEl's technology roadmap toward achieving MTP

, including the
"facilitation of initial implementation’.

, in addition to the 4
existing companies.

FY23 FY24 > FY25~

Start of stable

Partial start of

Scale of
“Virtual Staffing”

operation of
“Virtual Staffing”

“Virtual Staffing”

PDCA-based
FCUUEIEN | Only the most important fields Partial relaxation of coverage Not restricted to any field
i i : - : initial
Automation Primary receipt of Execution of actions S_etup at _t a
Targets inquiries after receipt of inquiry i e Ui
to other fields
Impact Service launch Smooth horizontal expansion,
on plan

+ Zero Copyright © pluszero. All rights reserved. | 10



Growth strategy

AEI's priority targets for FY24

- In FY24, :
(i) call-centre type, (ii) AI and human collaboration platform, and (iii) design efficiency
using generative Al

- All of these have been well received by partners, industry players and the media.

- There are also BtoC solutions, and

(ii) AI and human collaboration. 1ii) Using generative Al

L Callscentred AET's Industrial application of the Improved efficiency of

platform manufacturing design

Refinement and sales expansion

Several end-clients are in Operation is expected to start in the Operation is expected to start by the
development for use in the first half first half of 2024. end of FY24
of 2024. Preparations are underway for Featured in Nikkei XTech and Nikkei
The situation is highly evaluated by expansion within the Marubeni Group. Monozukuri in October 2023 as an
call centre companies and end-clients Negotiations are underway for advanced case study.
for the prototype. external sales.
Fv hIJ—2
UPSELL ANL—23> 2 R m—
ABEOAAL—2 r>5— SROERAT L » -
B o ~ ) o | YEm—
Sl psell Clou ~L— —mn ] EE e
et T Y AmoTED w2 - Z2t
+ zero ALARL—% BE s i , — * EEe ;_N b T T —
oitmicnatcerazne | LLMchateprae) & @ o || - — =r|.= _ FANCHEETS HER
s i — QAL = ava i - ey BET-T AN MITESEDES, o
o= - = Al DBEEME IIERESE o
@ Eibaiins S El
e F 2 DT B & (S EAR
52}

OxiEEE
OREDHETFH
S{EAEDIER
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Business Overview

Alliance: Development of Al operators with Upsell-Technologies Inc.

Through the capital and business alliance with Upsell Technologies, we aims to realize
through .

The company expects to introduce the product in the market after a developmen

period of six months to one year.

a_)
UPSELL
TECHNOLOGIES
Human Operators

ﬂﬂ. ey .Conventional

customer service @
Request for customer service Upsell Cloud Use

OProvision of product information -AI Operators Q)

ODetermination of investment policy Support o\
+ Zero Al Operators client
.Courtesy Of AEI LLM (ChatG PT1 etC.) :_,;;_%_
-Support for application of @®Flexible response — telephone
LLM (ChatGPT,etc.) @ Expression of empathy = SLEEUE
-Establishment of the for feelings = m

entire system

Iy

Speech
O Principles of Business
O Know-how of each site unit
Products and Services
Dialogue history
Predicting the impact of speech _..
Assurance of reliability

I
&

]

l

I
m

+ Zero Copyright © pluszero. All rights reserved. | 12



Business Overview

Alliance: Support for the operation of IT systems by “Virtual Staffing”.

MARUBENI INFORMATION SYSTEMS Co.,Ltd. provides system operation and maintenance
services mainly through its operation and maintenance subsidiary. We are

, and
Cust Network
omer Operation Human and “Virtual
' Center Staffing”
collaborates Sor_ne
m Depends on Maintenance and
5 situations Operator operational tasks
Q human are
- replace
wn
o | () | coincer
| amee ]
e-mail —
Web -
—— | Telephone ‘ -
3
wn
—+
Q
—h
_h

+ Zero Copyright © pluszero. All rights reserved. | 13



Business Overview

Alliance: By Gen AI+AEI, productivity and quality improvement in the manufacturing

«  With ABIST Co.,Ltd, we aim to

in demonstration experiments
and
- Ultimately, by combining with Gen AI, we aim to

Design Test
D _ | What AEI will achieve
Current and Drawing Quality testing of o
Flow : CAD data and drawings
Human design -To be provided as stand-alone tool
= Reduce test time ™= | @ Accurate linking of test item words
Automate CAD data Test only e ‘
uton and Drawing where
Testing design needed
aE’?g;cm:\aaltlgd )  4mmmm Reduce test time —) What Gen AI + AEI will achieve [
ﬂvﬂ/ - o the draft
Automate et @il CAD data of the Gen Al and sends
Gen Al design and that meets the test where non-conforming parts to the Gen Al
: Human refinement P |
testing needed @ The cycle is repeated and
Request for correction of
non-conforming parts of the test

+ Zero Copyright © pluszero. All rights reserved. | 14



Overall

Quarterly Financial Results by Accounting Period

« Excluding large subsidy projects,

« GPR exceeded the full-year target due to orders for high value-added projects.
« OPR remained at a high level due to the high GPR.

Gross Profit ... fll Operating profit,...

(Company-wide sales) GPR target
+30.5% 219 68°/ Achievement Line 58%

232 604, 8%58%59/‘5”’ 58% ..

OPR target
148 34% Achievement Line 18%
141 °

135

22/10 22/10 22/10 22/10 23/10 23/10 23/10 23/10 22/10 22/10 22/10 22/10 23/10 23/10 23/10 23/10 22/10 22/10 22/10 22/10 23/10 23/10 23/10 23/10
19 2@ 3@ 4Q 1Q 2@ 3Q 4Q 1Q

2Q 3Q 4Q 1Q 2@ 3@ 4Q 1Q 2@ 3@ 4Q 1Q 2Q 3Q 4Q
+ Zero Copyright © pluszero. All rights reserved. | 15



Sales Trends

Quarterly Trends in Solution Providing Sales

« FY23 full-year growth rate of 25.9% is equivalent to the full-year growth rate
of 22.7%

(BAM)
250

210

: : 193
:179: 90
159 158 - :

200

150
150 146

102
100

50

21/10 21710 21/10  21/10 22/10 22/10 22/10 . 22/10 - 23/10 23/10  23/10 . 23/10
1Q 2Q 3Q 4Q 1Q 2Q 3Q * 4Q . 1Q 2Q 3Q 4Q

+ Zero Copyright © pluszero. All rights reserved. | 16



Sales Trends

Monthly seasonality of Solution Providing sales

« Tendency for sales in March to be large due to rush demand at the end of the fiscal
year from customers whose fiscal year ends in March.
« The start-up tends to be slower in April and May, the beginning of the fiscal year, as a

reaction to the slowdown.
(M yen)
80

70 O O ‘ ‘
] 0
60 - B5 -
TN Rm
50 Z = 7S
SO0 T Ol ol Ol o O Mo
40 D,
g off B9

‘ -~
30 ¢ 3
20
10
0

1
11121 2 3 4 5 6 7 8 9101121 2 3 4 5 6 7 8 91011121 2 3 4 5 6 7 8 9 10
FY21* FY22 FY23

*7: Sales amount recalculated in accordance with the new revenue recognition standard
+ Zero Copyright © pluszero. All rights reserved. | 17




YoY Comparison

Comparison of net profit in FY23 for that in FY22

« Profit of 79M in FY22 were due to special factors
such as large subsidy projects, gains on sales of shares, tax effects.

(M yen) |
200 Special factors in FY22 A'79
1 38 Excluding the
180 special factors in
FY22
160 Profits on the rise
140 i
12 120
- 0 L]
80 -20
60 /
40 Large subsidy 44
project in FY22 -
20
0
FY22 FY22 1Q FY22 1Q FY221Q FY22 Increase Increase FY23
Net profit tax effects gain on sales GP of large Adjusted in GP in cost Net profit
of shares subsidy net profit
project

+ & Copyright © pluszero. All rights reserved. | 18



Full-year results

Cost structure for FY10/2023

« Most of the cost of sales is accounted for by engineer labour costs due to the in-house
development system.

« Strict cost control through high value-added projects and in-house development has
resulted in a gross margin of 60%.

« Part of AEI's research and development progress has been recorded as software assets.

894

(M Yen)
In-house
development
system
319 >3° \/7
135 - 162
-133
100% 36% 4% 60% 21% 15% 9% 15% 18%
Sales Labor Expenses Gross Salaries R&D Cost Software Other Cost Operating
Cost Profit transfers Profit

+ Zero Copyright © pluszero. All rights reserved. | 19



Business Overview

A single-segment company in the solution-providing business

pluszero operates in a provides AI/IT solutions.
There are two main categories based on the type of solution provided:
, while

+ Zero

R&D related to AEI, etc.

Utilize AEI for development N
that occurs in conjunction Utilize AEI

with service type solution

Project type Service type
solution solution

) | I
Perform natural language processing, I I
video and image processing, _ _ AEI-based products, - :
numerical analysis, and system I a consideration License of AEI etc. I a consideration

| |

| |

development for each project.

Client Company

+ Zero Copyright © pluszero. All rights reserved. | 20



Business Overview

Invest project earnings in service dev and R&D for AEI strategicall

In FY23,

Based on its high gross profit margin compared to other companies,
pluszero continues to

Invested project earnings
in service development and R&D for AEI

R&D for AEI, etc.

Service type

solution
Net sales 712 M yen Net sales 13M yen
+21% +119%
Net sales 864 M yen Net sales 29M yen

+ Zero Copyright © pluszero. All rights reserved. | 21



Decomposition of Revenues

Continuous revenue growth through diverse solution offerings

« Ongoing customers are defined as sales to

are defined as sales from the fourth quarter onward for
ongoing customers.
- Sales to ongoing customers remained at around 58% as
- The ratio of sales to ongoing customers
Sales to ongoing customers

(Myen) . .- who generated sales equal to
300 Ratio of sales to ongoing customers or greater than the previous quarter
249
250 232
163 170 FY10/23 4Q
150 130 146 Sales Composij[ion
105 124 (Sales to ongoing

100 customers)

50

12 13 12 13 17 19 14 22 26 35 27 31 —Number of other customers

1Q 2Q 3Q 4Q 1Q 2Q 3Q 4Q 1Q 2Q 3Q 4Q

-— FY21 —_ FY22 -> FY23
+ Zero Copyright © pluszero. All rights reserved. | 22



Decomposition of sales

Continued revenue growth through diversified solution offerings

. are newly defined as customers up to the
most recent quarterly accounting period.
 Sales to existing customers remained at around 90%, as

became
(M Yen) Percentage of sales to existing customers
300 as a proportion of company-wide sales
Existing customers
New customers 249
250 L
Existing customers who were new customers 232
in the previous financial quarter 211
200 200 191 199
163 170
150 130 146
124
105
100
50
0

Number of hew customers

5 4 6 4 6 8 4 10 15 13 6 11

FY21 FY21 FY21 FY21 FY22 FY22 FY22 FY22 " FY23 FY23 FY23 FY23
1Q 2Q 3Q 4Q 1Q 2Q 3Q 4Q 1Q 2Q 3Q 40

+ Zero Copyright © pluszero. All rights reserved. | 23



Decomposition of sales

Providing solutions to a diverse range of customers

Both the number of client companies and the number of pj
« Sales growth per company stagnated due to a large number of PoC and requwements
definition projects from new suppliers.

Number of trading companies and sales per company

116
94 89
ONumber of customers
ONumber of projects
65 62
953
49
43
FY20 FY21 FY22 FY23

+ Zero Copyright © pluszero. All rights reserved. | 24



Sales Breakdown

Providing solutions to diverse customers

« Sales by top customers: 44% of sales are from the top 10 customers.
Mainly clients in the
There are small customers via the media, and

FY10/23
Net sales 8 9 4M yen
Sales Sales composition Sales composition
by Top Customers by customer industry by customer type

+ Zero Copyright © pluszero. All rights reserved. | 25



Decomposition of Sales

Operating man-months and unit price per man-month

« The unit price per man-month

(Man-months) Man-months in operation and unit cost per man-month (M yen)
100 1.71 95 1.8
90 1.6
80 1.4
70 60 . 1.2
60 ./6.7
1.0
50
39 , 0.8
40 “ .......
20 0.6
20 0.4
10 0.2
0 0.0

FY221Q FY222Q FY223Q FY224Q FY231Q FY232Q FY233Q FY234Q

Unit sales per man-month*3 —e— Man-months in operation*1
--®-- Direct man-months in operation*2

*] Calculated based on total employee quarterly working hours/3 months/average monthly scheduled working hours(about 160 hours)
*2 Calculated as quarterly total hours worked by employees/3 months*150h
*3 Calculated as quarterly sales/total hours worked by employees*150h

+ Zero Copyright © pluszero. All rights reserved. | 26



Strengths of the project-based approach

Stable recruitment and employment of technically skilled personnel

« Ensure a system for

Talent pool of about 120 people, including interns. (asat10/31/2023)

UT students Graduate students Percentage of Number 01;
UT graduates Post-graduate engineers permanen
graduates employees

(of all (of all (of all (YOY)

employees) employees) employees)

. Working environment
Recruitment methods (permanent employees)
. . Average
ST F e

Referrals from
our employees and others
via recruitment media

+ Zero Copyright © pluszero. All rights reserved. | 27



KPI

KPIls based on actual results for FY10/2023

Positioning of each indicator

(i) Secure a certain level of achieve a certain level of
and maintain a certain level of “continuity” and “high growth”.
(2) By investing in AEI while maintaining the level of Achieve high growth potential

over the medium to long term by

FY23

FY22 FY23
Target

Outlook

Sales growth rate 43.0% | 23.1% | 25.1% | Overall sales remained steady.

Non-AEI 28.0% | 25.9% | 22.6%

. 0.1% | 45.8% Decreased compared to target due to the impact
of the postponement of contracts.

AEI
60.5% 12997 BEEEE due to orders for high value-added projects.
i A .
Eﬁggi:; zil:ti;c:ers 70.7% | 57.4% ;%r;:( Decrease due to increase in new customers.
. o . o, | In FY22, more than 60% of sales stood in1Q.
AEI sales ratio 10.6% | 8.6% |12.4% In FY23, sales plan mainly for 3Q & 4Q.

Service-type

101e21pul A9

Xapul
9JUa.9)9Y

19% | 3.3% | 3.7% Ratio increased from FY22

sales ratio

+ Zero Copyright © pluszero. All rights reserved. | 28



Balance Sheet

Balance Sheet for the FY23

At the end of FY10/23, pluszero

In addition, the company is debt free, giving it a

Major future investments are expected to be (1) investment in human resources
and (2) investment in research and development.

(M yen)

Current assets 947 951/ Current liabilities 199 216

Cash equivalent 805 762 | Fixed liabilities - -

Fixed assets 71 2141 Total liabilities 199 216
Tangible fixed assets 2 8

Intangible fixed assets 27 97/ Shareholders’ equity 820 949

Investments and other assets 41 109 Capital stock 100 13

Total assets 1,019 1,165 Capital surplus 677 772

Retained earnings 42 163

Treasury stock AQ AO

Total net assets 820 949

Total liabilities and net assets 1,019 1,165

+ Zero Copyright © pluszero. All rights reserved. | 29
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Earnings forecast

Forecast of results for the year ending 2024/10

« Sales growth rate of 25%.

« Gross margin is 55%. as a minimum level and to
« Operating margin is at current levels.

(M Yen) mmmm Sales Gross profit Operating profit --®-- GPR —o— OPR
3,000 %
) 2,766 100%
2,500 80%
o,
2,000 61% 60% o ..§3766 Yo
@ecccccccccccccccsccccccsocsce LA R T .':""'"""""""1f649"."58'0/5"'. 5,0% 60%
1,500 +32%.
+23%. 1,180 40%
1,000 694
726 535 673 18%
4 - 20%
500 B 18%

0 0%
-500 -20%
FY22 FY23 FY25 FY26

Result MTP

+ Zero Copyright © pluszero. All rights reserved. | 31



Earnings forecast

Forecast of results for the year ending 2024/10

rate of achieve medium-term management targets.
of , due to factors such as the uncertainty at the time
of AEI's launch and higher software amortisation costs.
of maintaining the same level as the past two
years while balancing business investment. (M Yen)
FY 23/10 FY 24/10 YoY
i Progress
Amount of Pe;ce“ltjg First half inthe Full-year Amount of Percentage
money o (%/3) S target first half target money change (%)
(%)
Sales 894 100.0 539 45.7 1,180 100.0 286 32.0
Gross profit 535 59.9 307 45.6 673 57.1 137 25.7
Operating profit 162 18.2 85 41.0 208 17.7 45 28.0
Ordinary profit 162 18.2 85 41.0 208 17.7 45 28.0
Net profit before
Pl 162  18.2 85  41.00 208  17.7 45 28.0
Net profit 120 13.5 55 39.8 140 11.9 17 16.4

+ Zero Copyright © pluszero. All rights reserved. | 32



KPI

Definition of KPIs

Positioning of each indicator

(i) Secure a certain level of “sales ratio to existing customers” achieve a certain level of
and maintain a certain level of “continuity” and “high growth”.

(2) By investing in AEI while maintaining the level of Achieve high growth potential

over the medium to long term by

(3) About “operating profit,” we aim to maximize both the amount and rate over the medium

to long term, while flexibly responding to AEI's investment plans in the short term.

Indicators for monitoring “high growth” over the

Sales growth rate entire period

Indicators for monitoring investment capacity to achieve
“high growth” and “continuity” in the mid-to-long term

J03}edipul
A

AEI sales ratio

Indicators for monitoring “high growth” and
“continuity” in the mid-to-long term

Xapul
T NV ENY

Service-type

sales ratio

+ Zero Copyright © pluszero. All rights reserved. | 33



Growth Strategy

Medium- to Long-term Growth Image

due to the such
as virtual staffing, etc.
in the future.

+ pluszero also plans to

/N
W
-
2 .
(:sD Service type
n
n
wn
la)
Q
M
Project type
N
v
present

(Note) The medium- to long-term growth image is only an indication of management targets.
We do not guarantee its realization, nor do we suggest a time frame for its realization.
+ Zero Copyright © pluszero. All rights reserved. | 34



KPI

KPIs based on FY10/2024 performance forecasts

Positioning of each indicator

(i) Secure a certain level of “sales ratio to existing customers ” achieve a certain level of

and maintain a certain level of “continuity” and “high growth”.

(2) By investing in AEI while maintaining the level of
over the medium to long term by

J03}edipul
A

Xapul
9Jua.J3)ay

Sales growth rate

GPR

AEI sales ratio

Service-type
sales ratio

FY10/20

FY10/21

Achieve high growth potential

FY10/22

FY10/23

FY10/24
Forecast

334.6% 33.0% 43.0% 23.1% 32.0%
48.6% 50.7% 60.9% 59.9% 57.1%
— 0% 10.6% 8.6% 14.9%
— — 1.9% 3.3% 2.8%

+ Zero

Copyright © pluszero. All rights reserved. | 35




Forecasts

Recruitment forecast

82 man-months in operation in FY23, in line with the plan.
The number of man-months in operation FY24.

Operating man-months and cost per man-month

—e—\an-months of operation*1
(person-months)

120
105
9
100 L .
82 .........
80 i
66
60 57
41
40
20
O T T T T
FY20 FY21 FY22 FY23 FY24
(Forecast)

*] Calculated as total employee annual working hours/12 months/average monthly scheduled working hours;
average monthly scheduled working hours is approx. 160 h.

+ Zero Copyright © pluszero. All rights reserved. | 36



Full-year results

Cost structure for FY10/2024

« Cost of sales is mostly labour costs due to in-house development.

« Around 15% of sales is invested in research and development on a stable basis.

Forecasts for FY24

(M Yen)
673
448 TSe -
212 HEE 4
168 s 208
-126
100% 38% 5% 57% 19% 14% 4% 1% 18%
Sales Labor Expenses Gross Salaries R&D Cost Software Other Cost Operating
Cost profit transfers Profit
Results for FY23
T _
84
-89 [N ] 162
-135 133
100% 36% 4% 60% 21% 15% 9% 15% 18%
Sales Labor Expenses Gross Salaries R&D Cost Software Other Cost Operating
Cost profit transfers Profit
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YoY Comparison

Comparison of operating profit in FY24 for that in FY23

« Investment of increased gross profit in personnel, R&D and other costs,
mainly in sales.

(M yen)
350 Reinforcement of
sales personnel,
etc.
300 137

22 1N
200

-43
162
150
100
50
0
FY10/23 Increase in Increase in Increase in Decrese in Decrese in FY10/24
Operating profit  Gross profit labor cost R&D cost software SGA Operating profit
recorded
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Handling of Materials

This material contains forward-looking statements. These forward-looking
statements are based on information available to us as of the date of this
document. These statements are not guarantees of future results or performance.
Such forward-looking statements necessarily involve known and unknown risks
and uncertainties that could cause actual future results and financial condition to
differ materially from any future results and financial condition expressed or
implied by such forward-looking statements.

Factors that could cause results to differ materially from those described in
these statements include, but are not limited to, changes in national and
international economic conditions and trends in the industries in which we
operate.

Information regarding matters and organizations other than the Company is
based on publicly available information, and the Company has not verified and
does not guarantee the accuracy or appropriateness of such publicly available
information.
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