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Financial highlights for the three months ended February 29, 2024



Financial highlights for the three months ended February 29, 2024

Net sales increased 13.3% year-on-year due to record-high
life insurance commission income.

8,332 million yen 1,362 million yen 938 million yen
+13.3% —5.9% +2.6

® Record-high life insurance commission income received due to an increase in new policies on the back of strong
hiring in the last quarter

® |nitial expenses for new hires increased due to increase in number of hires :
| | _ Factored into the plan
® Increased compensation for sales employees to increase the number of hires >

in the future for this fiscal year
® Achieved the progress rate in 1Q as planned at the beginning of the period
Progress from the 2Q onward is planned as expected, and full-year performance forecasts are expected to be fully

met due to an increase in new policies from attracting customers on our own and policy transfers.



Upfront investment to increase net sales in 2Q and beyond

Implement measures to achieve income exceeding the high cost of living
e o YN
Sales employees .

compensation

Base salary increases and

g
gll
k1|

Ul provision of living allowances
(| i )
\Upfront Investment ) 5

Number of employees and
annual salary trends
Average annual salary
(Unit: Thousands of yen)
10,000

Number of employees
(Unit: Persons)
3,000
2,578
2,500 9,000
2,076
=g _O 8,000
1,500
7,000
1,000
6,000
500
Fiscal year ending 5’000

Fiscal year ended
November 30, 2024

Fiscal year ended Fiscal year ended
November 30, 2021 | November 30, 2022 | November 30, 2023

0
Il Number of sales employees W Number of in-house employees

=0O= Average annual salary

Implemented in 1Q to maximize the effect of Prime

Market listing
=& Enhancing the hiring of sales employees E¥
Number of hires
for 1Q of fiscal 196

Number of hires
for 4Q of fiscal
year ended 227 year ending
November 30, November 30,
2024

2023

Improvement in motivation

Effect on net sales increase from 2Q onward

J

\
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Financial highlights for the three months ended February 29, 2024

[achievement versus the full-year forecast]

Net sales significantly exceeded the plan due to an improvement in motivation,
although an increase in compensation for sales employees restrained profit growth.

Achievement versus the

Other items also exceeded the plan.

Full-year results for the

fiscal year ending
November 30, 2024

full-year forecast 0% 509%

Operating profit ‘ (RS YA (Progress rate] 2(0.3%

Operating profit margin

Ordinary profit

Basic earnings per share

2 Calculated by dividing profit by 23,089,252 shares, the average number of shares outstanding until March 2024 during the fiscal year ending November 30, 2024.

Full-year earnings forecast
for the fiscal year ending
November 30, 2024

1009%

8,332 (million yen)) [Progress rate] 234 %

K 35,627(mi|lionyen) )

-( 6 y 725 (million yen) )

18.9%

[Progress rate] 20_8%

1 y 394 (million yen)

_( 6 y 688 (million yen) )

938 (million yen) [Progress rate] 20 60/0|

-( 4 548 (miion yen) )

40.55 yen

The previously announced figure was 196.16 yen (= 4,548 million yen / 23,187,470 shares).

196.99 yen*



Financial highlights for the three months ended February 29, 2024
[Key KPIs]

Number of sales employees Number of policy transfers agreed to
2,402 32,343

+334 people +9,398 cases
change change
=Y (+16.2%) W (+41.0%)

40,127 57,573

Number of prospective policy customers

+3, 705 cases
(+10.2%)

+6,813 cases
(+13.4%)




Financial highlights for the three months ended February 29, 2024

® 196 hires were made in 1Q compared to the annual hiring target of 700 hires.

A record-high 82 visiting sales employees were hired for the single month of January 2024.

« The number of prospective customers for insurance policies also reached a record high of 40,127 (up 3,705 or
1Q KPI results

December 2023 10.2%) on a quarterly basis, along with the increase in sales employees.
§
February 2024 « The number of policies in force increased steadily to 1,517,857 (up 277,073 or 22.3%), new policies to 57,573

(up 6,813 or 13.4%), and new customers to 35,103 (up 4,859 or 16.1%).

Figures in parentheses and % indicate the year-on-year change.

® We acquired approximately 23,000 policies from a wholly-owned consolidated subsidiary agency of Orix Life.

® We strengthened non-life insurance sales structure and life insurance cross-selling through our first M&A.
topics
® \We began the nationwide launch of the mortgage loan comparison and consideration service Mogecheck

provided by MFS, Inc.




Income statement for the three months ended February 29, 2024

® Net sales increased steadily as the increase in sales employees in the previous quarter contributed to the
acquisition of new policies.
® Although operating profit and ordinary profit were negative year-on-year, they ended higher than planned.

(Unit: Millions of yen)

Three months ended February 28, 2023 Three months ended February 29, 2024
Net sales 7,355 100.0% 8,332 100.0% 977 +13.3%
Cost of sales 4,572 62.2% 5,354 64.3% 781 +17.1%
SG&A expenses 1,334 18.1% 1,615 19.4% 281 +21.1%
Operating profit 1,448 19.7% 1,362 16.4% (85) (5.9%)
Ordinary profit 1,486 20.2% 1,394 16.7% (91) (6.2%)

Profit 914 12.4% 938 11.3% 23 +2.6%



Earnings model [life and non-life insurance]

Breakdown of commission income and trends from life insurance sales

First-year
commissions

Ongoing
commissions

Business quality
support fee

Approximately + Approximately + Approximately
70% of 5% of 20% of ANP
0 O ANP 0 OT ANP (Conditions apply)
(Unit: Millions of yen)
30,000
25,000
20,000
15,000
10,000
5,000
3,182 3821 O 4389 4,764 5,020
0
Fiscal year ended Fiscal year ended Fiscal year ended Fiscal year ended Fiscal year ended
November 30, 2019 * November 30, 2020 * November 30, 2021 * November 30, 2022 * November 30, 2023

2% Commission rate and business quality support fee rate varies depending on the insurance company and product.

In the case of life insurance

® The period of commission receipt varies from 5 to

10 years for each insurance company and product.
® There are no ongoing commissions for one-time
payment products.

Business quality support fee

----- First-year commissions

Ongoing commissions

Annualized
premium [ANP]

Istyear 2ndyear  3rdyear I 10th year

In the case of non-life insurance

® The policy term is generally one year and the
commission is received at the time of signing or each
renewal.

® Commissions are received only once for one-time

payment products.
First-year commissions

Renewal commissions

Annualized
premium [ANP]

1styear 2ndyear  3rdyear

10
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Quarterly performance trends [Life insurance commissions]

Life insurance commissions income Wi lTare )

e Achieved record-high life insurance commission income for 1Q 7.999

: 7,907

2,197 [IREEI 2.041

29

5,058| 5,065 4977 4924

4145 4,446 4,281 24 23 25 26 Lk
— 15 3820 ., | P RO ERRT RIS
970 20
909
926 ooe 2 855 3,029 2,970 2,819
2,677 2,492

2,446 2183

1,096 1,063 1,206 1,197 1,235 1,208 1,255 1,256 1,302 1,302

1Q 2Q 3Q 4Q 1Q 2Q 3Q 4Q 1Q 2Q 3Q 4Q 1Q 2Q 3Q 4Q 1Q
Fiscal
Fiscal year ended November 30, 2020 | Fiscal year ended November 30, 2021 | Fiscal year ended November 30, 2022 | Fiscal year ended November 30, 2023 Isef]?ji,zgar
November
30, 2024

Hl Ongoing commissions [ First-year commissions [l Business quality support fee [l Other Il Reversal amount (*)

X Reversal refers to the refund of part or all of the commission received to the insurance company when a policy lapses due to early termination or lapse of
a policy after the receipt of commission from the insurance company.

11



Key KPI trends [Number of policies and customers]

Number of new policies and policies in force

(Unit: Number of policies)

1,400,000

1,200,000

1,000,000

800,000

600,000

400,000

200,000

22.4%UP
1,457,018

21.6%UP
1,189,907

978,795

810,844

144,657 802,700

124,963 666,187

540,448
105,036

435,412 544,088

106,929 mw 435 412

328,483

Fiscal year

ended
November 30,
2017

Fiscal year

ended
November 30
2018

Fiscal year

ended
November 30
2019

Fiscal year

ended
November 30
2020

Fiscal year

ended
November 30
2021

Fiscal year

ended
November 30
2022

Fiscal year

ended
November 30
2023

M Policies in force [l New policies

2 Figures are cumulative totals as of the end of each period.

Number of customers [new and existing]

591,648
| 136,464

18.7%UP
I—) 504,959

425,558
92,467

(Unit: Persons)

600,000

500,000

455,184

400,000
356,621

298,930
300,000

250,257

206,913 RIS

200,000 - VRS

198,209

152,686
100,000

Fiscal year

Fiscal year

Fiscal year

Fiscal year

Fiscal year

Fiscal year Fiscal year

ended ended ended ended ended ended ended
November 30, | November 30, | November 30, | November 30, | November 30, | November 30, | November 30
2017 2018 2019 2020 2021 2022 2023

B Existing customers [ New customers

12



>
psl
|
r4
m
)

New policy acquisition flow

Results for the three months ended February 29, 2024

An increase in the number of sales employees was the driver of growth in new policies and net sales.

Self-development

[Number of prospective policy
customers]

40,127 [Net new customers] [Net new policies]

20,851 37,538 [New policies]

[Customers attracted from
partner companies|

35,257

57,573

[Customers attracted on
our own]

4,870

[Additional policy [Additional new
customers] policies]

14,252 20,035

Policy transfers

Existing policyholders

soako|dwa safes

Self-development refers to prospective customers acquired by sales employees themselves, such as through referrals from existing customers.

The number of net new policies refers to the number of new policies from customers who have no existing policies with the Company. The number of additional new policies refers to the number of additional policies from customers

who have existing policies with the Company.

The number of net new customers refers to the number of customers with net new policies. The number of additional policy customers refers to the number of customers with additional new policies, and is included in the number of
existing customers (existing policyholders).

Results are for the three months ended February 29, 2024. Details, past results, etc. are shown in 5. Data. Copyright © FP Partner Inc. All Rights Reserved. 13
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Key KPI trends [Number of prospective policy customers (quarterly)] A

Number of customers attracted from partner

companies and customers attracted on our own
(Unit: Number of policies)
e Record highs were recorded for both partner company customers and in-house customers
39518 40,127

36,422 36,466 35,145 35,257

32,915 (88.9%) (87.9%)
2l (6% 32,835 (87.2%)

38,234
35,934
34,188

774
32,022 32,053 33, 32,206 (89.4%)
30,463 (89.6%) (88.3%) (90.0%)

30,818
28,001 29,426 28,846 (90.2%)
27,242 28,825 (91.9%) (90.0%)

25.061 [ 935" I 26,090 Year-on-year change
(92.0%) (93.2%) Customers +3,093

attracted from
partner companies (+96%)
*Customers NGRS
attracted on
our own (+144%)

37,732

1Q

2Q 3Q 4Q 1Q 2Q 3Q 4Q 1Q 2Q 3Q 4Q _1Q
Fiscal year ended November 30, 2021 Fiscal year ended November 30, 2022 Fiscal year ended November 30, 2023 Flzcnzlizgar
) November
[l Customers attracted from partner companies [l Customers attracted on our own 30, 2024

% Number of prospective policy customers: customers attracted from partner companies + customers attracted on our own
*Customers attracted from partner companies: customers attracted through partner companies
*Customers attracted on our own: customers attracted through TV commercials, web ads, Money Doctor Premier, policy transfers, etc.

¢ Bar graph figures in parentheses are the ratio of customers attracted from partner companies and customers attracted on our own to the total number of prospective policy copyright © FP Partner Inc. All Rights Reserved. 14
customers.



Key KPI trends [Number of new policies (quarterly)]

Number of new policies

® Increase in sales employees also led to strong new contract numbers.

226,878
212,006

(Unit: Number of policies)

Year-on-year change

+6,813
(+13.4%)

|
57,573

57,573

Fiscal year ended Fiscal year ended Fiscal year ended l
November 30, 2021 November 30, 2022 November 30, 2023

Copyright © FP Partner Inc. All Rights Reserved. 15

Fiscal year ending
November 30, 2024

—




Key KPI trends [Number of existing policies (quarterly)]

Number of policies in force

(Unit: Number of policies)

e The number of policies in force significantly Year- +277 073
_ . . . on-year ’
increased due to new policy acquisitions and policy change (+22.3%)
transfers.
1,517,857
1,457,018
1393282 1,387,844
1,240,784 o
1,131,058 =
1,076,346 "
975 795 1,023,413
930,602 ’
887,650 ’

841,951 '

10 20 3Q 4Q 1Q 2Q 3Q 4Q 1Q 2Q 3Q 4Q | Fiscalyear

Fiscal year ended November 30, 2021 Fiscal year ended November 30, 2022 Fiscal year ended November 30, 2023 Ng\rl‘:ri]:‘ger

30, 2024

Copyright © FP Partner Inc. All Rights Reserved. 16



Key KPI trends [Number of new customers (quarterly)]

Number of new customers

e Steady number of customers attracted and increase in the number of sales
employees also led to a steady increase in the number of new customers.

136,464

(Unit: Persons)

125,080

Year-on-year change

+4,859

(+16.1%)

35,103
I Fiscal year ended Fiscal year ended Fiscal year ended Fiscal year ending
November 30, 2021 November 30, 2022 November 30, 2023 November 30, 2024

17



Key KPI trends [Number of existing customers (quarterly)]

Number of existing customers

® Increase in existing customers provides future
opportunities for resale and proposals of other
financial products.

(Unit: Persons)

A+80,403 people
(+16.9%)

591,648 613,000

568,988

546,868
504,059 224,997

462,203 *82,884

407,193
371,087 389,852

1Q 2Q 3Q 4Q 1Q 2Q 3Q 4Q 1Q 2Q 3Q 4Q . 1|Q
ISCal year
Fiscal year ended November 30, 2021 Fiscal year ended November 30, 2022 Fiscal year ended November 30, 2023 ending

November
30, 2024

Copyright © FP Partner Inc. All Rights Reserved. 18
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Targets of priority measures for the fiscal year ending November 30, 2024
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Priority measures for the fiscal year ending November 30, 2024

Increase in sales employees

Continue to increase the number of sales employees and promote high equalization.

Respond to the high needs of customers with the industry’s highest ratio of MDRT-
certified personnel.

(Unit: Persons)
2,326 = eecc==-

2,014

1,775

o o o o» - o - -
P ecaacoecoacoeed

Fiscal year ended I Fiscal year ending I
November 30, 2023 November 30, 2024
(Planned)

Fiscal year ended
November 30, 2022

Fiscal year ended
November 30, 2021

Fiscal year ended
November 30, 2020

Money Doctor Premier

Improve recognition through TV commercials.
Nationwide, we develop more advanced comprehensive
money services with Money Doctor Premier.

BRODELDIL. HETE—WICEZD

MONEY DOCTOR
branches PREMIER

(by November 2024) ( Free FP consultation service)

Plans to open 30

Policy transfers

The number of agents has been decreasing due to the return to the core business, change in
business type, and closure of some businesses, and the Company has been chosen as a
destination for transfer of agents and job changes for employees.

(Unit: Number of policies)

"

Fiscal year ended Fiscal year ended Fiscal year ended Fiscal year ending I
November 30, 2021 November 30, 2022 November 30, 2023 November 30, 2024
(Planned)

Non-life insurance

Implement new initiatives to improve business performance.
We will strive to increase non-life insurance net sales at the same time as expanding
life insurance.

(Unit: Millions of yen)
880

1,128

I ——

Fiscal year ended Fiscal year ended Fiscal year ended I Fiscal year ending I
November 30, 2021 November 30, 2022 November 30, 2023 November 30, 2024
(Planned)

20



Number of sales employees and hires

Number of sales employees and hires
Number of sales employees

increase

Numb f hi
(Unit: Persons) (llJJmt:Ege(Jrsolr:z)s
2500 --- e e - - - - == === 300
® 196 people hired in 1Q 2,402
Steady start towards the annual target of 700 hires 2,326
""""""" 2,215“ 227 gm - 250
2,166 °
2,068
oo 12007 2,014 ‘gmm’ B -
1,858 1.890
1, 796 1 806
Number
B - - y of hires
1,500
0 l . .
1Q 2Q 3Q 4Q 1Q | 29 | 30 | 4Q lQ 2Q 3Q 4Q 1Q
Fiscal year ended November 30, 2021 Fiscal year ended November 30, 2022 Fiscal year ended November 30, 2023 Fifﬁizgar
November
Il Number of sales employees == Number of hires 30, 2024

Copyright © FP Partner Inc. All Rights Reserved. 21



High equalization of sales employees

(Unit: Thousands of yen)

Salary trends for sales employees

8th year of 10th year of

S Annual revenue increased

16000 ---- Stable acquisition of | =5~ due to the accumulation of

lici + ongoing commissions from

14,000 - - - new policies -—— in-force policies

12,000 - = —--~--

10000 —= === — e e e mmmm e mmmmmmm e m e — - - - I el - - - - — — =
8000 —=—=—===== e e e e e m = - — — A R i - - - - - — — — — = — -
6,000 —pu—— = = = = = — — — — — — — - - - — — — — — —

4000 — [ — - — — — — — — — — —

2,000 - _——— — - -
o 0 o
0
2nd year of | 4th year of
employment e e employment RO

% Annual income of sales employees is based on our actual results calculated from payment records. (As of January 1, 2024)

% High equalization means raising the level of knowledge and skills of all sales employees and setting a high standard.

employment o OO employment

Copyright © FP Partner Inc. All Rights Reserved. 22



Number of offices

Targeting a more detailed customer follow-up system and sales network expansion
with the increase in sales employees.

""“ i '_ = f—-——Hokkaido area
Eg 132 branches o e g 1
§\ ‘i‘\ N\‘ ' branches/ L store
2 O ‘ %M\‘\x\ N
stores F=

‘ 16 branches/l store

Hokuriku/
Shinetsu area

offices

§

¥ As of February 29, 2024

Number of offices 175
152 o 14 branches/2 stores -‘

46 branches/13 stores
dquart
Chugoku area cacauare’

8 branches 14 branches/l store
i ; ; i Fiscal year N N
Frcayenr | ey recnyenr T escayer Tovee o] P i ‘

November 30, ' November 30, ¥ November 30, ! November 30, ¥ Fepryary 29, November 30,

2020 2021 2022 2023 2024 2024 14 2
(Planned) branches/ £ stores

9 branches

4 branches 1 branch




Growth strategy for the fiscal year ending November 30, 2024

Policy transfers _ o
We will significantly

further develop three

Cs

Non-life pillars that will support

gl Dieeter insurance
Premier future growth.

Copyright © FP Partner Inc. All Rights Reserved. 24



Priority initiatives for the fiscal year ending November 30, 2024
(1) Expansion of policy transfer business

(Unit: Stores) (Unit: Thousand persons)
100,000 1,600

*-_---—--

(Decrease of 11,434 agencies (12.5%))

91,111 —
88,650  gp ggo TTTEEm———o)

80,000 1,400

60,000 1,200

FY2016 FY2017 FY2018 FY2019 FY2020 FY2021 FY2022

B Number of agents  =O= Number of sales employees

¥ Data source: The Life Insurance Association of Japan, “Trends in Life Insurance” 2016, 2019, 2022 (fiscal years of The Life Insurance Association of Japan run from April to the following March.)
¥ Number of sales employees: This is the total of the number of life insurance company sales employees, the number of agencies, and the number of agency employees.



Priority initiatives for the fiscal year ending November 30, 2024
(1) Expansion of policy transfer business

Number of policy transfers agreed to

. N ® Agreement reached on 32,343 transfers
So,fon(')t' umber ot poleies) combined with M&As at the end of 10Q.
® The number of companies negotiated
during the quarter was 27, a record high.

60,000
50,466
10000 32,343
Policy
transfers
20,000
25,943
0

Fiscal year ended November 30, | Fiscal year ended November 30, | Fiscal year ended November 30, |Three months ended February 29,|Fiscal year ending November 30,
2021 2022 2023 2024 2024 (planned)

Copyright © FP Partner Inc. All Rights Reserved. 26



Priority initiatives for the fiscal year ending November 30, 2024
(1) Expansion of policy transfer business

Impact from policy transfers

e Acquiring new customers

— ~———N
Number of |=—= Obtaining ongoing commissions
policy — from transferred policies
transters = 1= Obtaining additional policies from
agreed to
p transferred customers

Same profit margin as customers
Fiscal year attracted on our own

ended
November 30, 50 y 46 6 After transfer completion, new policy

2023 acquisitions began within an average of
three months.

27
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Priority initiatives for the fiscal year ending November 30, 2024

Provide free consultations on all money-related issues,
including life planning, advice on asset formation, and

BROEED L. Hhl-t—RICEZS
money for end of life such as retirement funds and

MONEY DOCTOR

PREMIER
Newly opened stores in the fiscal year ending November 30, 2024

(2) Expansion of Money Doctor Premier business

Opened on March 1
]
|

pamm——__

4

— e = = —— -
# N o I
id Eii I’mli “ %

Ario Kurashiki Store
[Okayama]

~ Opened on February 22

Scheduled to open
~on April 26

p—

Dai Nagoya Building Store |
[Aichi]

Scheduled to open
on April 26

LalLa terrace HARUMI FLAG
Store [Tokyo]

Scheduled to open
on April 26

IIN
..... - R | ——
: ‘ ’ b = {'Hllllllluﬂ
e =

[Tokyo]

]

Opened on April 5

.| Aeon Mall Nagoya Dome Mae
Store [Aichi]

|
B o

ol

Aeon Mall Odaka Store
[Aichi]

1 @"“‘_.‘I‘m'
i b

Copyright © FP Partner Inc. All Rights Reserved

Aeon Mall Sakai Kitahanada
Store [Osaka]

Tokyu Department Store
Tama-Plaza Store
[Kanagawa]

Lwe

atre Kawasaki Store
[Kanagawa]

- 28



Priority initiatives for the fiscal year ending November 30, 2024

(2) Expansion of Money Doctor Premier business

BROSLDE. HRETLE—RICERD

MONEY DOCTOR

PREMIER

® Improve recognition of the Money Doctor
brand in areas where stores are located.

Effect of

store

due to needs for asset formation, retirement
and education funds

(Store opening plan)

27 stores to be
opened by April 26

@ Tennoji Mio @ Kobe Sannomiya

_(Scheduled to open

@ Aeon Mall Sakai Kitahanada
[April 26]

Fiscal year
ended
November 30,
2022
(Results)

Fiscal year
ended
November 30,
2023
(Results)

Fiscal year
ending
November 30,
2024
(Plan)

Three months
ended February
29, 2024
(Results)

Plan for number of
employees in Store
Business Department

150

Okayama

@ Ario Kurashiki [March 29]

1131

108

@ Nagoya Lachic

@ Coredo Nihonbashi @ Tobu Ikebukuro
@ Urawa Parco @ Kinshicho Parco

@ Kichijoji Parco @ lias Tsukuba

@ Hibiya Chanter @ Machida Tokyu Twins
® Jiyugaoka @ Yokohama Landmark Plaza

Tokyo

@ Dai Nagoya Building [March 8]

(Scheduled to open)
@ Aeon Mall Odaka [April 26]

@ Aeon Mall Nagoya Dome Mae
[April 26]

Fiscal year
ending
November 30,
2024
Plan

Fiscal year Three months
ended November | ended February
30, 2023 29, 2024
(Results) (Results)

Fiscal year ended
November 30,
2022
(Results)

[ Fuuoia

® Fukuoka Mitsukoshi
@® MARK IS Fukuoka-Momochi

t Opened )
@ Kitasenju Marui [February 22]

@ Lalaterrace HARUMI FLAG [March 1]

@ Shibuya Sakura Stage [March 21]

@ atre Kawasaki [April 5]

@ Tokyu Department Store Tama-Plaza [April 12]

¥ Figures for store opening plans and plans for number of employees in Store Business Department are cumulative totals as of the end of each fiscal year.

Copyright © FP Partner Inc. All Rights Reserved. 29



Priority initiatives for the fiscal year ending November 30, 2024
(2) Expansion of Money Doctor Premier business

Number of bookings for store visits Annualized new business premium [ANP based]

(Unit: Number of bookings) 5’000 (Unit: Millions of yen)
>000 I i 3,000 - o Expansion of st bers also i d lized
i : pansion of store numbers also increased annualized new
! 1 business premium.
3000 : I ® Number of bookings and online consultation applications :
' 1 : 2,500 remained strong due to increased consultations related to 1
2,000 i : the new NISA system. !
! I
1
1,000 I 1
- L 2000 1,800 |
0
Fiscalyear | Fiscalyear | Fiscalyear | Three months FiSC@lyear ————————— |
ended ended ended ended February ending 1 |
November November | November 29. 2024 November | 1

30, 2021 30,2022 | 30 2023 ‘ 30, 2024 [
(Results) (Results)  (Results) (Results) (Plan) 1,500 1,399

Number of online consultation applications I
|
(Unit: Number of applications) : :
1,000
o 2,261 2300 Lo
1

2,000 i 1 I
| | |
I | |
1,500 1,277 I 500 | |
: Lo

1 |
1,000 I I I
I | |
500 0 | |

Fiscal year ended | Fiscal year ended Three months ended Fiscal year ending Fiscal year ending
0 - =iscal - — November 30, November 30, February 29, 2024 November 30, 2024 November 30, 2025
Fiscal year | Fisca year | Fiscalyear | Three months =~ FiScayear 2022 2023 (Results) (Plan) (Plan)
ended ended ended ended February  ending Resul Resul
November November November 29, 2024 November 30, ( esu tS) ( esu tS)

30, 2021 30, 2022 30, 2023 (Resullts) 2024 2 ANP: An indicator that refers to the annualized amount of premiums for new policies Copyright © FP Partner Inc. All Rights Reserved. 30

(Results) (Results) (Results) (Plan)



Priority initiatives for the fiscal year ending November 30, 2024
(3) Improvement of non-life insurance business performance

Strenathen Full-scale launch of financial planners
J specifically for non-life insurance commissions

Increase in
the number of

>
psl
|
r4
m
)

(Unit: Millions of yen)

) } [As of November 30, 2023] [As of February 29, 2024] S, S
financial planners N T
specifically for 5 > 14
non-life
insurance

Started handling Nisshin Fire Insurance to increase

policy transfers. 1,128 ________

Implement various policies such as
nENERP corporate deals and direct
Insurance

® In November 2023, acquired in-force policies and group
market from a non-life insurance agency in Kitakyushu

251

® |n January 2024, acquired Surprise Japan through an M&A
with corporate market

r------

) o o Fiscal year Fiscal year Three Fiscal year Fiscal year
® Started handling three additional non-life insurance ended ended months ending ending
companies to increase direct-type automobile insurance November | November ended November November
sales 30, 2022 30,2023 | February 29, 30, 2024 30, 2025

(Results) (Results) 2024 (Plan) (Plan)

(Results)



Base growth strategy

We will continue with existing growth strategies and aim to further improve business performance.

Strengthening and

Constriction of CDP

high equalization '[-:C_::q;tomer Data.Platform]

of/sales’'employees

Posting of roll playing data from top ® Improve customer satisfaction by
performers and MDRT members on a estimating customer buying patterns
portal site and preferences and providing services
Creation of a cash flow chart using the needed at each age.

Company’s financial planning tool, ® Reach out to existing customers by
Money Karte creating resale opportunities through

customer follow-up.

2 High equalization means raising the level of knowledge and skills of all sales employees and setting a high standard.

Released in August 2023

Strengthened functions
of Money Doctor LINE

Request financial planning consultation and policy
detail consultation from a representative with one
tap

Provides information tailored to the customer’s
situation, such as renewal of insurance policy

Representatives can view documents taken by
customers with their smartphones on their
customer management screens

(*Automatically deleted after 90 days)
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Expansion of business domain - Maximization of LTV

Started handling financial products besides insurance through IFASs

Optimal overall solutions by FP Partner

LTV

Risk management

Life insurance
Non-life insurance

inneritance planning

Understanding
the current situation

Planning and
Asset management countermeasures

Second life
Accumulation and

Preparation for retireme|  Wwithdrawal planning

Asset formation

Investment trusts

Individual pension
insurance

Preparation of
education funds

Home acquisition and
investment trusts

~

20s 30s

40s

7

50s 60s 70s Age

2 LTV (lifetime value) is a calculation of how much profit can be generated from transactions between a company and a customer during the period from the beginning to the end of the transaction (customer lifecycle).

2 IFA: independent financial advisor, a type of financial advisor.

33



New business [Expansion of IFA business]

|FA business overview We aim to further expand our IFA sales network and
[As of February 29, 2024] provide services nationwide.

[Balance of assets [IFA offices] [Number of registered

[Securities accounts} under custody] sales representatives]

3,155 12,697 Sl 716

accounts million yen offices people

*Including annexes to branches and
stores
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New business [Advertising business and financial literacy education business]

Growth of highly profitable businesses (besides insurance sales) that contribute to a higher
operating profit margin

Advertising business Financial literacy education business

Ordered advertisements are displayed on the Money Doctor Through programs and training, we follow each individual’s

website 24 hours a day, and at Money Doctor Premier stores on

learning so that they can consider their future plans and ideal

sign boards installed in the storefronts. This appeals to awide _ _ o _
o ) - lifestyles, and choose financial instruments accordingly.
range of visitors to the stores and users of commercial facilities.

BOLTENS ) Rulp 4
Examples
of sign
board
usage

New and renewal contracts from one company each,
totaling approximately 150 million yen in orders Service provision in educational and medical

Contracts with six companies total, an increase of one Institutions began in April 2024.
company from the end of the previous fiscal year
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[Topics] Money Doctor Premier Mobile Consultation Sessions stadfgd

Pop-up events held in various locations. Provided financial planning
consultations to more customers.

\'4

S RDES Db Bhl bt EAD ® Supporting resolution of concerns related
to the new NISA system

MONEYDOCTOR ® Responding to concerns of customers

PREMIER such as “I’m interested, but | don’t know

where to start.”
Events held

[November 2023] 3rd to 5th: Lucua 1100 (Osaka)

Moblle Consultatlons Q i ’ : .,:‘ o S AN 107;‘;"';'” : [Janual’y 2024] 17th to 23rd: Lachic Fukuoka Tenjin (FUkUOka)
. . AEIARE~p ﬂlm 3 ; 3 - _ Al -
from existing stores
[February 2024] 2nd to 3rd: Hankyu Nishinomiya Gardens (Hyogo)
R : ' 12th to 14th: Tennoji Mio (Osaka)

13th to 14th: Lucua 1100 (Osaka)

Event held at Lucua 1100 (Osaka)

Copyright © FP Partner Inc. All Rights Reserved. 36



[Topics] Added four insurance companies handled
to improve performance of non-life insurance

Supporting policy transfers

Added non-life insurance
companies capable of handling
policy transfer

) BFETASS

Direct non-life insurance
business

Expanded handling of direct-type
automobile insurance companies

M PIYIALLI~

= SBIE{R

eroe T 7BEERNR
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Shareholder returns and dividend
policy for the fiscal year ending
November 30, 2024
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Proactive shareholder returns [Shareholder benefits]

SHEICHEIREIR Conducted twice a year: interim and year-end.
Each time, shareholders will receive a QUO Card worth 3,000 yen.

Shareholder benefits program We are pleased to present this

benefits

gift to our shareholders as a
( Interim ) (Year'end) token of our appreciation for
their ongoing support (QUO card
May 31 Novem ber 30 worth 3,000 yen) during the year
and at the year-end. wo
"""""""""""""""""""""""""""""""""
Shareholders holding one unit : Shareholders holding one unit
Details of
(100 shares) or more of the shareholder (100 shares) or more of the 4
g 3000
Company’s stock will receive benefits Company’s stock will receive A LI
a QUO Card (worth 3,000 yen). a QUO Card (worth 3,000 yen). ) < wo
_______________________________________________________________ o
To be sent out during Gelen i) Sy S SMILE
August every year presentation g y y
year \‘ 0 5 10 20 30 /
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Proactive shareholder returns [Start of interim dividends and
revised dividend forecast for the fiscal year ending November 30, 2024]

fiscal year

Shareholder

returns
policy

yen per share.

Basic dividend policy

Dividend payout ratio
4 5 % as a target

® Commencement of interim dividends with a record date of May 31 every year, starting this

® As the Company’s performance is on track to achieve its full-year forecast at the First Quatrter,
the dividend for the fiscal year ending November 30, 2024 was revised to A total of 92

[Interim] [Year-end]
[Commemorative] [Year-end] 45 yen 47 yen
15 yen 75 yen per share per share

per share per share

Total 92 yen per share

Interim dividend

—_——__

Commemorative dividend -
-
-
-
-

15 yen per share
ol 7 g

(+22.7%)

\ 2/

45 yen per share

Year-end dividend

Year-end dividend

75 yen per share

47 yen per share

Fiscal year ending November 30,

Fiscal year ended November
2024 (forecast and revised)

30, 2023 (results)
40
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Business plan
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Business plan values [Fiscal year ending November 30, 2024 (15th period)
to fiscal year ending November 30, 2026 (17th period)] [no change]

Created a new three-year business plan using the rolling method.
We will strive to expand net sales by increasing personnel, increasing the number of customer
acquisitions, and expanding policy transfers.

(Unit: Millions of yen)

Business plan values

RESUE [Rolling, fiscal year ending November 30, 2024]
Fiscal year ended Fiscal year ending Fiscal year ending Fiscal year ending
November 30, 2023 November 30, 2024 November 30, 2025 November 30, 2026
[14th period] [15th period] [16th period] [17th period]

Net sales 30,559 35,627 40,987 48,088
Gross profit 11,654 13,636 15,959 19,219
Operating profit 9,554 6,725 8,273 10,496
Profit 3,953 4,548 5,655 7,166




Business plan values [Fiscal year ending November 30, 2024 (15th period)
to fiscal year ending November 30, 2026 (17th period)] [no change]

Operating profit / .

5
:z:ll
k1|

(Unit: Millions of yen) (Unit: Millions of yen) (Unit: Millions of yen)
10,539
50,000 48,088 11,000 8,000
10,000 7,166
7,000
40,000 9,000
8,000 6,000
30,000 "o 2000
) [ )
117.3%
6,000
® 4,000
-:' 115.0% 5,000
20,000
4,000 3,000
3,000
2,000
10,000 2.000
1,000
1,000
0 0 . . . , 0 : , , ,
Fiscal Fiscal Fiscal Fiscal Fiscal year Fiscal year Fiscal year Fiscal year Fiscal year Fiscal year Fiscal year Fiscal year
year year year year ended ending ending ending ended ending ending ending
ended ending ending ending November 30, November 30, | November 30, | November 30, November 30, | November 30, | November 30, November 30,
November November November November 2023 2024 2025 2026 2023 2024 2025 2026
30, 2023 30, 2024 30, 2025 30, 2026 [Results] [Results]
[Results] B Operating profit Bl Ordinary profit

-O- Rate of increase -O- Rate of increase

-@- Rate of increase in operating profit

% Percentages in the graphs are year-on-year changes. ~@- Rate of increase in ordinary profit Copyright © FP Partner Inc. All Rights Reserved. 43



Business plan values [Fiscal year ending November 30, 2024 (15th period)
to fiscal year ending November 30, 2026 (17th period)]

Sales Fa vear Business expansion
employee 7 OO ( Noverr?be% 30, ) measures
hiring target 2024
\4
@ Organic growth @
Hiring and education of + Policy transfers/M&A

sales employees

e Enhancing recruitment capability
e Encouraging high equalization to add to growth

3 ©

Expanding prospective insurance Cust foll t Response to the Corporate
consultation customers SIS TR (2 Sy Governance Code

E di busi d : e Increasing number of existing customers and
Xpanding business aomains new prospective customers

e Expanding business domains through M&A

e Improving profit margin through expansion of e Establishing CDP customer follow-up system e Strengthening corporate governance
customers attracted on our own e Strengthening functions of Money Doctor e Shareholder returns and constructive dialogue
e Streamlining customer attraction from partner LINE with shareholders and investors

companies



For future growth

Performance in line with plan at the
beginning of the fiscal year

® [Steady hiring of sales employees] 196 people

® Steady acquisition of new policies I ® [Number of policy transfers and M&A agreements]

32,343 cases

® Record-high life insurance

commission income ® [Record-high number of prospective policy customers]
40,127 people

We are confident that full-year results are expected to be in line with forecasts.

Revised dividend forecast upward and added to year-end dividend.

X J

Copyright © FP Partner Inc. All Rights Reserved. 45
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Current assets

Cash and deposits

Non-current
assets

Total assets

Current liabilities
Non-current
liabilities

Net assets

Liabilities and net
assets

(Equity ratio)

As of November 30,
2023

14,311
11,960
4,839
19,150
5,666
836
12,647

19,150

[66.0% ]

10,402
7,913
5,643

16,045
4,700

836

10,509

16,045

[65.5% ]

Balance sheet for the fiscal year ending November 30, 2024

As of February 29, 2024

-3,908
-4,046
+803
-3,104
-966

0
-2,138
-3,104

[-0.5pt]

(Unit: Millions of yen)

Change from the

end of the
previous year

-27.3%

-33.8%

+16.6%

-16.2%

-17.1%

-0.1%

-16.9%

-16.2%
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Key KPIs [quarterly cumulative period]

FY22/11 FY23/11 FY24/11
Number of
ltem 1Q 2Q 30Q 4Q 1Q 20 30 40 1Q increase/
decrease

Number of policies in force 1,023,413 1,076,346 1,131,058 1,189,907 1,240,784 1,323,282 1,387,844 1,457,018 1,517,857 +60,839

Of which, new policies 47.618 100,551 154,435 212,006 50,760 108,388 165,659 226,878 57,573 —*

Number of existing

442,621 462,203 482,884 504,959 524,597 546,868 568,988 591,648 613,000 +21,352
customers (people)

Of which, new customers

ool 27987 59381 91,054 125080 30,244 64,706 99514 136,464 35,103 _
Number of prospective 32053 65827 101,761 139,995 36,422 72.880 110,612 150,130 40,127 _
policy customers

Number of partner 93 100 105 100 100 100 96 92

companies

86 (6)
FY22/11 FY23/11 FY24/11
Number of
ltem 1Q 2Q 30 4Q 1Q 20 3Q 4Q 1Q increase/
decrease

Number of new life
insurance policies

41,727 87,277 134,823 185,911 45,185 94,806 144,226 197,263 49,787 —*

Number of new non-life

. . 5,891 13,274 19,612 26,095 SAEHS 13,582 21,433 29,615 7,786 =
insurance policies

2 Not shown because it is not possible to compare with 4Q of FY23/11.



Key KPIs [quarterly cumulative period]

FY22/11 FY23/11 FY24/11
Number of
Item 1Q 2Q 30 4Q 1Q 2Q 30 40Q 1Q increase/
decrease

Number of sales

m(emplolyies 1,890 1,962 2,007 2,014 2,068 2,166 2,215 2,326 2,402

people

Number of offices

[—— 111 119 124 128 132 137 145 152 152 +0
A 1 3 5 9 10 13 14 17 18 +1

Of which, IFA offices

attached to branches and 1 4 4 4 5 17 23 47 54 +7/

stores (locations)



Key KPIs (new policies and new customers) [quarterly cumulative peri

Item

Number of new
policies

Number of net
new policies

Number of
additional new
policies

New customers
(people)

Number of net
new customers

Number of
additional policy
customers

1Q

47,618

33,694

13,924

27,987

17,546

10,441

FY22/11
2Q 3Q

52,933 53,884
37,557 39,845
15,376 14,039
31,394 31,673
19,826 20,882
11,568 10,791

57,571

41,665

15,906

34,026

21,856

12,170

50,760

34,579

16,181

30,244

18,891

11,353

FY23/11

57,628

38,411

19,217

34,462

21,084

13,378

57,271

37,964

19,307

34,808

21,043

13,765

61,219

39,966

21,253

36,950

22,013

14,937

57,573

37,538

20,035

35,103

20,851

14,252

Number of
increase/
decrease

-3,646

-2,428

-1,218

-1,847

-1,162

-685

Percentage
change

-6.0%
-6.1%
-5.7%
-5.0%
-5.3%

-4.6%

% The number of net new.policies refers to the number of new policies from customers who have no existing policies with the Company. The number of additional new policies refers to the number of additional policies from customers
who have existing policies with the Company.

2 The number of net new customers refers to the number of customers with net new policies. The number of additional policy customers refers to the number of customers with additional new policies, and is included in the number of
existing customers (existing policyholders).
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Business concept

We always stand by the customer’s side
and work with them to create a lifetime

money plan together. MRS FP/{—kF —

Consult with along-term perspective on the future.

Our future ideal vision is to 1M prove the financial | iteracy In addition to life insurance and non-life insurance,
Of everyo ne | N J ap an we offer consultations on all aspects of financial

planning related to money.

BROLEEOIE. ST E—HITELD

MONEY DOCTOR

We will play a role in helping people achieving financial wealth and peace of
mind, and helping people choose financial products that make them affluent. @

™ - B . -
rho. All Rights Réserved; 52
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Company profile =

Company name FP Partner Inc.
Established December 2009
Representative Representative Director and President Tsutomu Kuroki

Nature of business Insurance agency

Address 1-5-3, Koraku, Bunkyo-ku, Tokyo 112-0004

Number of employees 2,657 (as of February 29, 2024, excluding part-time employees)

Number of offices 152 offices (as of February 29, 2024)

Officers

Representative I\D/IZ?:;;? gfd NGes\?eral . - Audit & .

Dirzctor and President 1sutomu Kuroki Business Development Takashi Kuwabara outside Director ~ Yoshihiro Isaka ggg«re(;vﬁggber Yoshitaka Ota
Department

S?"iotr Man;%ing | Director and General Manager ) ) Outside Director - Nobuyasu Ogata Outside Audit

Manager of Comporate K@tSUYUKi Tanaka ofRisk Managemen Takumi Saito & supervisory AtsUO Kurosu

Planning Department Outside Director Masaki Suzuki
Director and General Outside Audit

Director Kenji Adachi mangger Ct’f Sales Yoshihiro Fujii outside Director  Makiko Nakagawa gLSugeMNisobry Asami Kuwabara

eadquarters oard Member

Copyright © FP Partner Inc. All Rights Reserved. 53



Business model

We sell life and non-life insurance to customers mainly in their 30s and 40s by attracting customers
mainly from partner companies, and we sell investment trusts according to their life planning, and we
provide free financial planning consultation services throughout Japan.

Development of prospective customers Nationwide service system
for insurance consultation
‘ <k, ® The product we handle is a relationship of trust

between the customer and the insurance
representative.

Door-to-door sales-type FP
consultation [insurance solicitation]

"

Current status of insurance sales

® A relationship of trust means standing on the
customer’s side and being someone who is
always there for the customer.

Customer development route What is really required for customer

service

Corporate e Insurance agencies ® Number of policies - ® Framework Nationwide local hiring, no
0 ' i i in force 1.46 million transfers
tie-ups ® Operating companies o
® Number of existing 590,000
customers eople Responding to customers’ life
In-house e TVCM @ Web advertisement _ PEop _ ® System no
Life Non-life changes in a timely manner
customer e Money Doctor Premier _ Bhare of )
attraction e Policy transfers Insurance life and Insurance _ o
. ® Service variations
9 60 , non-life 0 Life and non-life insurance sales, mortgage
Self-development by sales employees Y0 [nsurance %0 counseling, inheritance planning, household

Introductions from existing customers and
customers of 1 and 2, etc.

(As of November 30, 2023)

budget counseling, asset formation (investment
trusts)
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Partner companies
By increasing the ratio of in-house customer attraction and
|

streamlining customer attraction from partner companies, we
will generate a steady stream of prospective customers.

! Attracting customers through joint ventures

telecommunications

Solicitation
au Financial Partner |_|
companies

Corporation

5
;zr:ll
k1|

Results for the fiscal year ended
November 30, 2023

Number of customers
attracted on our own

17,079 (11.4% L
TAttracting customers

Major power companies

Etc.

Major credit card companies
g3 100 g

Number of NUmber of 86
customers attracted UMBET 0
partner
November | November | February
2023 2024

mber of prospe
policy customers

50,13

from partner oan
companies companies
133 051 |November November | November | November | November
) 2017 2018 2019 2020 2021 2022
0
(886 /0) Copyright © FP Partner Inc. All Rights Reserved. 55

¥ The number of partner companies is the figure as of the end of each month



>
kel
|
r4
m
)

Our strengths and features

We not only sell insurance, but also provide comprehensive services to meet the needs of
our customers.

Comprehensive consulting We offer a wide range of services that

Improved productivity through the division of labor g o) b eyO n d | nsurance.

between customer attraction and solicitation - - -
Asset formation and inheritance
planning

|IFA S —— e Utilization of investment trusts, foreign currency insurance, etc.
% ® Money trusts and testamentary trust
& y y trusts
o g Independent FP : ® § ® Preparation of funds for retirement
'8 A [Developing sales employees] o =
=c 2 ® Environment with many MDRT - T hold bud li
o 0 3 members 3 Q Household budget counseling,
@ =< 5( o Education system N 8 3 education funds, mortgage loans
= 5 & S k5 ® Leisure e Buying, rebuilding, or selling a home
o . . - . ® Preparation for children’s education
835  Exclusive agents Multi-company =G ® Hobbies g
@D . . wn 3
Life insurance agents @

companies [Insurance shops] Life insurance and non-life insurance

® Understanding of life cycle and lifestyle
® Regular maintenance
® Close communication through visits, communication, etc.

A\ 4
Insurance sales

Copyright © FP Partner Inc. All Rights Reserved. 56



Net sales, operating profit, and profit [past five fiscal years]

Trends in net sales

(Unit: Millions of yen) 30 y 559

30,000

20,000 16,463 17,301 120.9% /—\
rate over the
10,000 ¢ past four years
5,000 1 6 7
0 I i < . 0/,0
November 2019 November 2020 l November 2021 November 2022 \_/ November 2023
[10th period] [11th period] [12th period] [13th period] [14th period]
Fiscal year ended Fiscal year ended Fiscal year ended Fiscal year ended Fiscal year ended November
November 30, 2019 November 30, 2020 November 30, 2021 November 30, 2022 30, 2023
[10th period] [11th period] [12th period] [13th period] [14th period]
Net sales 16,463 17,301 20,919 25,605 30,559
Operating profit 0
(Operating profit margin) 1,202(7.3%) 688(4.0%) 1,735(8.3%) 3,824(14.9%) 5,554(18 2 /0)
Profit 658(4.0%) 424(2.5%) 1,224(5.9%) 2 366(9.2%) 3.953(12.9%)

(Profit margin)



Business plan values [Fiscal year ending November 30, 2024 (15th period)
to fiscal year ending November 30, 2026 (17th period)] [no change]

Background for

o Revised plan due to favorable progress in areas such as sales employee
staff hiring, policy transfers, and in-house customer acquisition.

new business plan _ _ _ _ _ _
9 Operating profit and profit revised upward due to improved profit structure.

creation

(Unit: Millions of yen)

Business plan values sl Business plan values
(el ear eg%eZ%]November el esSUlts [Rolling, fiscal year ending November 30, 2024]
Fiscal year Fiscal year Fiscal year Fiscal year ended Fiscal year Fiscal year Fiscal year
Novzrr:ndlfgr 30, Novinrgg;? 30, Novinrr?llar;? 30, November 30, ending November ending November ending November
2023 2024 2025 2023 30, 2024 30, 2025 30, 2026

Net sales 29,397 34,625 41,015 30,559 35,627 40,987 48,088

Gross profit 10,299 12,129 14,469 11,654 13,636 15,959 19,219
S > Achieved
head of

profit 4,413 | 5302 > 6,384 sheadof - JSMSISTL 6,725 8,273 10,496
Achieved

Profit 2,749 3,301 3,971 ) 2> FEKEP 3,953 4,548 5,655 7,166
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IR website information

IR website

Quick

Answer

IR emaill
distribution

The FP Partner TIMES (online shareholder newsletter) includes
the Top Interview message from Representative Director Kuroki.
We provide extensive IR information.

https://fpp.jp/ir/

We also provide answers to questions frequently asked by our
shareholders and investors as appropriate.
Quick answers to questions will be provided.

https://fpp.jp/ir/quickanswer/

We automatically deliver timely disclosure materials, PR information, etc.

In real time to people who have registered their email addresses.

This makes it possible to obtain information from the Company promptly.

https://www.magicalir.net/7388/mail/

59



Handling of this document

® The information contained in this document includes forward-looking statements such as earnings forecasts and business
plans.

® Such information is based on information available to the Company at the present time and on certain assumptions that
are judged to be reasonable and include risks and uncertainties. Please note that the Company does not guarantee their
realization or future performance, and that actual results may differ from these forward-looking statements.

® Information contained in this document that relates to other companies is based on publicly available information, and the
Company has not verified and does not guarantee the accuracy or appropriateness of such information.

® Management indicators that are considered important information, such as number of new sales employees hired, number
of new policies, number of new customers, and status of prospective customers, will be disclosed periodically in the form
of supplementary explanatory materials for the Company’s financial statements and quarterly financial results.

® This document has been translated from the Japanese original for reference purposes only. In the event of any
discrepancy between this translated document and the Japanese original, the original shall prevail.

Copyright © FP Partner Inc. All Rights Reserved. 60
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