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Cashless (1) OIlO

MARUI GROUP

 Cashless payment amount is almost flat due to impact of COVID-19, settlement ratio is expected
to be 29%

M Trends in domestic cashless payments

Cashlessratio 27% 29%

Settlementamount ¥82:n ¥81+tn

FYO8 FY11 FY16 FY19 FY20

Total consumption expenditure ¥291 tn ¥298 tn ¥281tn 30



Cashless (2)

OlO

MARUI GROUP

- Domestic credit card transaction volume fall below the previous year‘s level in 2020,
transaction amount of each card company is divided into light and dark

B Transition in domestic credit card transaction

120%

110%

100%

90%

Lehman shock

Great East Japan
Earthquake

/

114%

~108%

95%

FY0O0 FY10 FY20

* Source: Ministry of Economy, Trade and Industry

“Specific service industry dynamic statistics survey”

BMEach card company transaction

(%)
120 120 EC
100 e <100 | EPOS
g9 Retailer
89 Banking
80
FY20 FY21

* Source: Ministry of Economy, Trade and Industry
“Specific service industry dynamic statistics survey”
and estimated from each company's financial
statements
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MARUI GROUP’s Platform OlO

MARUI GROUP

Ratio of
cardholders
registered for
Internet services

Ratio of
Cardholders active cardholders
under 30

7.09million 55% 88%

Number of
Nationwide Transaction

affiliated facilities

33 2.6 trillion

32
(Fiscal year ended March 31, 2021)



Transition in shopping transaction volume OlO

MARUI GROUP

- Shopping transaction volume grows ahead of the domestic shopping market

B Transition in shopping transaction volume

(Trillion of yen) EPOS Card (%)
4.0 130
121
\Lm o 117 120 5-year average growth rate
3.0 110 .
109 109 11(\102 EPOS Card Domestic market
107 100
\ Domestic market 96
* N + 1 5 % > + 6%
1.0 2.1
1.3
0.0
FY17 FY18 FY19 FY20 FY21

* Source: Ministry of Economy, Trade and Industry “Specific service industry dynamic statistics survey”
* Epos Card is External member store
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Strength of FinTech: Change of transaction value by enrollmentyear OIO

MARUI GROUP

- Achieved stable profit growth due to large increase in transaction amount of past enrollment members

Enrollmentyear CAGR FY18 Change

Enrollment — —
in FY19

Enrollment +90% +90%
in FY18

Enrollment +44%, +13%
in FY17

Enrollment +30% +10%
in FY16

uoljoesuel] —

Enrollment +22%  +8%
in FY15

| 1
, ~ Enrollment +18% ! +6%
I InFYl4 :

FY2013 FY2014 FY2015 FY2016 FY2017 FY2018 FY2019

Time —
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Strength of FinTech: Our Customer Profile OlO

MARUI GROUP

* Realizing high earnings through high exposure to the younger generation

M Distribution of cardholders by age

MARUI GROUP Whole industry CompanyA

40s~
45%

5% 78%

*Active cardholders
HRatio of revolving and installment payments attribute to installment sales account receivable
(including factoring accounts receivable)

MARUI GROUP CompanyA CompanyB

63% 38% 24%

35
(Fiscal year ended March 31, 2021)



Strength of FinTech: Industry's lowest bad debt rate QIO

MARUI GROUP

* Revolving and split balances account for 60% of installment accounts receivable, but bad debt rate
is 2.1%

* The credit loss rate remains at the lowest level in the industry due to the soundness of receivables
even under major environmental changes.

B Ratio of revolving and installment payments B Transition in bad debt rate
and bad debt write-offs attribute to installment

sales account receivable 5-3 4.6 Lehman shock
(including factoring accounts receivable) (%) 5 @ Total amount regulation enforcement

Ratio of bad debt
write-offs

MARUI GROUP 2.1%
Company A 3.2%

Company B pZL/ 0.8%

. ® Great East Japan Earthquake
3.2
: ® Bank loanregulation
. started

2.1

FYO6 FYOS8 FY10 FY1ll1 FY16 FY21 36

(Fiscal year ended March 31, 2021)



Strength of FinTech: Unique credit know-how

OlO

MARUI GROUP

- Established unique credit system, combining know-how accumulated since foundation and

our IT expertise

Maximum spending limit

A

Other

EPOS

2

compani€s granted based on income, years of employment,

assets, etc. >
—
L,
Fixed
(Setata
small
amount)

B Comparison of maximum spending
limit with other companies

Upon
joining

Gold

EPOS

¥500,000

¥1,500,000

Company
A

¥2,000,000

¥5,000,000

Company
B

¥1,000,000

¥2,000,000

Upon joining

v
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Unique Features of EPOS Card OI1O

MARUI GROUP

Gold Card Cards tailored to each individual’s interests
(Content cards)

-1 + : !l! i "&_f-"/ ¥

09 § ¥
'S '()/

A

e A

100 card designs

©BanG Dream! Project ©Craft Egg Inc. ©bushiroad All Rights Reserved.,

©2021 San-X Co., Ltd. All Rights Reserved., ©khara, Inc., TM & © TOHO CO.,LTD,

©Eiichiro Oda/Shueisha Inc., Fuji Television Network, Inc., Toei Animation Co., Ltd., SEGA

©Takeshi Konomi, NAS, The New Prince of Tennis Project, ©CAPCOM CO., LTD. All Rights Reserved.
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Gold Card Initiatives OlO

MARUI GROUP

 Gold Cards drive growth of EPOS Card business, accounting for 37% of cardholders and 69%
of transactions

MOriginal initiatives B Share of cardholders and transactions

Family Cards

Collaboration Gold

i ‘ Transactions
services All cardholder

2.6 million ¥1.5 trillion

Instore issuance

Exclusive events, no annual fee

FY2009

39
(Fiscal year ended March 31, 2021)



Nationwide Expansion of EPOS Card OIlO

MARUI GROUP

- Card holders outsides trade areas increased as a result of promoting nationwide expansion

(Ten thousands of people)

g <Card holders>
%D

FY2016 FY2021 (16.3Lk) % of share
total

Main Age 39 :
Rr:;ness ndBelow | 198 187 94% | 26% | 23%
ABedl o 187 213 114% | 30% | 8%
” Total 384 400 104% | 56% | 13%
2016 (Fr2021) ofers Agess |33 160 121% | 23% | 7%
Branches and sales offices 3 locations gﬁceig(l))ove 95 149 156% | 21% 2%
OPartnerfaCIlltles ----------------------------------- 7 33 facilities Total 228 309 135% | 44% | 3%
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Cardholder Outlook OlO

MARUI GROUP

* Over 8.5 million cardholders in five years’ time, with Gold and Content Cardholders accounting for
around 60% of total

MCardholders B Transactions breakdown
(Million)
? 8.5 million
8 7.09 million
6.13 million Content Card
6

Transactions

4 Gold Card
2
0 Content cards
FY2016 FY2021 FY2026
Share of Gold and 0
Content Cards 22% 41% 560/0

41



Cardholder Strategy: New Cardholder Target OlO

MARUI GROUP

- Reorganize issuing locations in view of acquisition cost and profitability per card

B New cardholder target B Acquisition cost and LTV

(Million) 1 million
1 .

0.30 Services
0.8

06 | g 30,000.."..,.-......

Stores

0.4

Acquisition
cost

.o
oot
....
0ee®
oo
0o
oot
.ot
....
0ot
....

0.2

0.36 Online

FY2021 FY2026
Stores Online Services 42



Cardholder Strategy: Initiatives for Cards Tailored to Each Individual’s Interests O

O

MARUI GROUP

* Foster loyal cardholder base through original initiatives like instore events and co-creation

with business partners

BAnime card initiatives

Sy
i
i
7
(-
Bl o™
4, stontaIiig p
TSI - Vi,
Kie | 2
N P SN »
Pop-up store EVA STORE LIMITED ©2021 San-X Co., Ltd. All Rights Reserved., ©khara, Inc.  "EVA-
EXTRAJ
Instore event Fan club site  Media tie-up

B Future initiatives

Strengthen collaboration with new businesses
(bread, vegan products, Korean cosmetics, etc.)

D KOREAJU

B Cardholder numbers

50,000
40,000 S — 1 Iy . 340,000
30,000 l
10,000 2 0 : 000 I I
No<iead

FY2017 FY2018 FY2019 FY2020 FY2021

Ratio of youn
cardhoylders% 600/0 (+18pp)
ITv: (X

* Comparisons are versus standard card 43



Strategy to maximize EPOS Card payments in household finances QIO

MARUI GROUP

- Continue strengthening rent, regular payments, and e-commerce transactions to stabilize earnings
and differentiate services

¥5.3 trillion+
Rent ¥1.2 trillion+
(2.8 x)
A\ —
- =
(oF-14 Bank Regular T
payments transfers payment ¥(()589tr|)ll|on +
60% 40% I X
E-cog'neror/rerce E-commerce ¥1.4 trillion+
: (2.9 x)
21.3 26.3 * Figures in graphs are share of transactions

44



Maximize EPOS Card payments in household finances: O

O

Rent guarantee
- Service in which the Epos Card acts as a guarantor for the resident when moving into a rental property
B Rent Guarantee business model B Transition of rent guarantee market
EPOS Card has a 5% share of the 10.44 million households
e thehassleofflndmg - g s Outsource TS
. and checking the guarantor sincome : i e+ Strengthen profits with commission 1.84
: « Can earn points by paying rent with an EPOSCard : ! income : million Rent
.................................................................................................................. . units | Guarantee
--------- : Not Used
Lease LTIl
. agreement Real estate :“;?31 \
Resident < > management units CPOS Card
ar
Guarantee company share
Recommend ‘ contract 10.44 5%
EPOS Card . (Approximately 2.5% mi“.it°"
I - of monthly rent) Rent 7.10 R
4 : Guarantee replacement million
5 - g payment units Rent
. Guarantee
- Used
rnnnn e EPOS Card
Pay rent by
card
FY15 FY16 FY17 FY18 FY19 FY20
* Due to the revision of the Civil Code in April 2020, it is necessary to present the upper limit (limit) for the guarantee of the joint guarantor, and the demand for 45

guarantee companies as a substitute for the joint guarantor has increased significantly in the last few years.



Maximize EPOS Card payments in household finances : 010
Rent Guarantee Strategy

- Target ¥1.2 trillion in transactions and ¥25 billion in revenue in five years’ time for 10% market share

M Strategies going forward B Transaction value target
(Billions of yen)
1,500
1. Cultivate major business ¥1.2 trillion+
partners
1,000

2. Expand scope of business

Rent guarantee services for retail tenants and 500
shared offices

¥442
billion

3. Promote digital transformation 0

FY2021 FY2022 FY2023 FY2024 FY2025 FY2026

Revenue ¥10.5 billion ¥25 billion+
46



Maximize EPOS Card payments in household finances: 010
Outlook for Recurring Payments

- Seek further expansion of recurring payments thorough co-creation and digitalization

B Recurring payment targets B Specific initiatives
(Billions of yen)
1,000 1. Expand use for utility bill payments
¥800 billion+ centered on partnership with
800 Five-year average T Minna-Denryoku
l th rat
annue +g2r:0\;: ° e a-f'd-u‘f:cf%j-_l Users: 500,000
600 Minna-Denryoku
400 2. System linkage and business

coordination with major companies

200

pillon 3. Promote services using

Lifestyle App

FY2021 FY2022 FY2023 FY2024 FY2025 FY2026
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Transaction Forecast OlO

MARUI GROUP

By developing our own strategy, transaction volume will double in 5 years
BMEPOS Card transaction value

R More than................. ¥5.3

> enye
(Trillions of yen) double trillion Au;?g‘?vac:us

¥3.0 trillion

5

Average annual ¥2.6

growth rate: trillion Transition to
15% cashless

transactions:
¥2.3 trillion

FY2017 FY2018 FY2019 FY2020 FY2021 FY2022 FY2023 FY2024 FY2025 FY2026

* EPOS Card transaction value = Shopping + Rent 48



Revolving Credit and Installment Payments QIO

MARUI GROUP

- Balance of revolving credit and installment payments to increase with shopping, forecast to exceed
¥500 billion in FY2026

HRevolving credit and installment payments balance transition

(Billions of yen)

600
¥500 billion+
R 4
500 e
400 | ¥366.3 y35671 ..
billion billion

300 |

¥218.4

billion
200

FY16 FY17 FY18 FY19 FY20 FY21 FY22 FY23 FY24 FY25 FY26
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Revenue Restructuring

« Achieve more stable earnings structure with high capital efficiency that is not dependent on

interest income

B Revenue structure trends

(Billions of yen)

200

150

100

50

¥82.6 billion

FY2016

60%

¥135.3 billion

FY2021

51%

¥204.0 billion

Services
16%

Shopping

34%

Revolving credit
and installment
payments

34%

Cash advances

11% -

FY2026

OlO

MARUI GROUP

Interest income’s
share of revenue

45%

* Revenue includes IT, other 50



Interest Repayments OlO

MARUI GROUP

- The number of customers subject to interest repayments is expected to decrease significantly in the
future, we expected the amount of repayments to remain flat for some time, and recorded a shortfall
of ¥19.4 billion based on trial calculations in the fourth quarter.

B Outlook for number of customers eligible for interest repayments and repayment amount

Customers eligible for interest repayments

(Billions of yen)
140 .. / 70% decrease
forecastin FY2026

Repayments '

......... (versus FY2021)
100 Forecast
60 | I ITI\I\I\ ¥19.4 billion increase

FY1l FY12 FY13 FY14 FY15 FY1l6 FY17 FY18 FY19 FY20 FY21 FY22 FY23 FY24 FY25 FY26 FY27
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