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KOMEHYDO

Highlights of cumulative financial results for the fiscal year
ended March 31, 2026
Consolidated financial results for the fiscal year ended March 2026 GMV
Individual purchase Consolidated Consolidated Profit attributable to Auction GMV

amount (consolidated) Consolidated sales operating profit ordinary profit owners of parent

104,079 221,707 9,288 8,514 5,488 106,918

|II|ons of yen |II|ons of yen |II|ons of yen |II|ons of yen millions of yen millions of yen
d
YoY 132.00% YoY 139.4% YoY 1504% ( 0 ) YoY 140.8%

YoY 114.9% YoY 153.7%

Breakdown of consolidated sales Number of stores opened
Retail ratio Overseas ratio Domestic tax 334 stores in total for the Group
exemption ratio Domestic | Overseas
stores stores
44 n 8% 1 2 n 1 % 1 4 n 6% 294stores Sales stores 13 405tores Sales stores 12
YoY A3.7pt YoY A0.5pt YoY A0.8pt Purchasing centers 221 . (6countries,” Purchasing centers 2
Purchase and sales stores 60 regions) Purchase and sales stores 26

* Net sales grew significantly on a full-year basis thanks to strong purchases associated with continuous store openings and growth of existing stores, as well as
demand-driven sales activities.

* Gross profit reached a record high due to sales growth. The gross profit margin for the 3 months of 4Q exceeded that of the previous year and began to improve.

* The SG&A expenses-to-sales ratio decreased steadily due to the effect of increased sales, despite increases due to upfront investments in areas such as store
openings, hiring and training.

* The increase in gross profit exceeded the increase in SG&A expenses, resulting in higher operating profit.

* Despite recording an increase in interest expenses and impairment losses, the Company secured an increase in profit attributable to owners of parent.

©Komehyo Holdings Co .,Ltd. 2



KOMEHYDO

Evaluation of the fourth quarter (three months) of the fiscal year ending March 2026

I N G S

Strong purchases from individuals resulted in ample inventories for supply to retailers. Both retail and corporate sales outperformed the plan, resulting in a

significant increase in net sales.

Operating profit more than tripled from the same period of the previous year, reaching a record high on a quarterly basis, as the increase in gross profit

exceeded the increase in SG&A expenses.

In addition to ongoing new store openings, there were
steady purchases at existing stores due to tailwind from
soaring gold bullion prices.

Our structure, which maximizes opportunities in all sales
channels by securing inventories in excess of retail supply,
paid off.

Purchase

O

Net sales

YO

Backed by strong purchases, both retail and corporate
sales are performing well, this was a record high on a
quarterly basis.

The gross profit margin improved due to prioritization of
retail in product supply.

Gross profit was achieved, albeit lower than planned due to
downward pressure from an increase in the sales ratio of
watches and gold bullion with low profit margins.

Gross profit
margin

TR

The SG&A expenses-to-sales ratio fell due to the effect of
significantly higher sales, despite continued aggressive
investment in store openings and hiring for future growth.

SG&A expenses

to {s\\ale{s\\ ratFo

Operating profit

Gross profit increased more than SG&A expenses.
It more than tripled compared to the same period last year,
setting a new record high.

Individual purchases :

Yoy 137.6%

Yoy 136.1%

YoY +1.1pt

Yoy A\2.2pt

(improvement)

Yoy 326.6%

The amount of purchases reached a record high on a quarterly basis.

New purchasing centers and purchase and sales stores were steady.
Existing stores drove growth in the amount of individual purchases.

In addition to the continued rise in gold prices and price revisions by
brand companies, demand remained strong in Japan and overseas due to
the weak yen. Jewelry and watches maintained high prices throughout the
quarter, while bag prices also remained stable due to a surge in demand
for popular models.

Retail sales ratio : 45.1% (YoY : /\2.0pt)

Tax-free sale ratio : YoY 150.2%

Sales increased due to the effect of addition of flagship store
openings by 2Q and opening of retail stores.

Corporate sales of gold bullion with low gross profit margins also
increased.

Gross profit margin : 21.3%

Domestic retail sales and duty-free sales exceeded expectations, thanks
to prioritization of the supply of high-margin items purchased from
individuals to domestic and overseas retail markets that are seeing high
levels of activity.

This contributed to improvement in the gross profit margin.

The inventory purchased in excess of what could be sold at retail was
efficiently sold through corporate auctions, resulting in record-high
quarterly auction GMV (Gross Merchandise Volume).

SG&A expenses to sales ratio : 15.8%
Continuing investment in store openings and hiring for the future.

Benefiting from economies of scale associated with significant revenue
growth.

Operating profit margin : 5.5% (YoY : +3.2pt)

©Komehyo Holdings Co .,Ltd.
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1. Our business model



From reuse to relay use We will inherit that "value”.

To realize a circular economy, we will cultivate relay reuse as a social culture and contribute to the development of a sustainable society.

Vision Mission

We develop a concept of We respect people for making
environmentally and products, thank people for
socially conscious providing products for use
recycling into a culture by other people, and make people

who reuse such products happy,
and by doing so, create an
empathy-based recycling society.

Value

We listen and empathize with
what others say.

We value the importance of
talking.

We take action proactively.
We are not afraid of creating
change.

ur unique concept is tha ings fulfi eir mission only when they are passed down from person to person (relay) and put to
I (0] i t is that ""thi fulfill their missi I hen th dd f t | dputt
H; Y effective use (use).” Our group does not simply provide products but instead plays a role in proposing value to customers and

@ things ““for someone else,"” and make the next person who uses them smile, happy, and enriched. The entire group will work to

-

I .. co-creating value with them. We value the thoughts of the people who create things and the thoughts of those who connect

create a society where such thoughts and efforts are commonplace.

@ https://komehyohds.com/mission_vision_value/

©Komehyo Holdings Co .,Ltd.



Company Highlights (consolidated) (As of March 2026)

A leading player in the reuse industry, which operates KOMEHYO, BRAND OFF, Rodeo Drive, and other brands in Japan and other countries

___Founing W Netsales
ﬁﬂ 1 947 221 !707"‘“”0"3 OfRvel 1 04,079mi|lions of yen

( Growth achieved in five consecutive terms )

Number of employees Talent retention rate
2,095people 91 .4%

Breakdown : appraisers in the brand fashion business 1 y 72peop|e

- Number of overseas * Number of operating
1
Number of stores in Japan stores Market share companies 2

Brands and

2 94 40 jewelry
stores stores :Z 1 _
h I 1 companies
( 6 countries/regions ) O n

Breakdown: 13 sales stores, 221 purchase centers,
and 60 stores annexed with purchase facilities

: *1 Reuse Market Data Book 2025” Reform Industry Newspaper, October 2025

*2 Including Komehyo Holdings ©Komehyo Holdings Co .,Ltd. 7



Business list (Consolidated) (As of March 2026)

We operate three businesses: Brand Fashion, Tire and Wheel, and real estate leasing. We support "Relay Use," the handing down
of goods from person to person and their effective utilization, both in Japan and other countries.

Consolidated sales for the fiscal 22 1 707 o
year ending March 2026 y millions of yen

@ Brand
B A Y  Fashion 96.9%
= (BF)

(gog) Wheel 2-90/0

Tire and
(TW)

Purchasing used goods from
individuals and businesses that
handle used goods

Offering a wide range of products
from popular used products to
regular new products

Purchasing and selling tires,
aluminum wheels, and automotive
accessories

Sales ratio Business content

- individual

— Corporation

Real estate

leasing 0-2%

*1 "Overseas" does not include domestic duty-free sales, etc. *2 Including auction fee

Leasing and management of stores,

leasing of stores within the Group

— Corporation

Overseas sales ratio

Domestic

87.9,

221,707

Millions of yen

Retail ratio

Corporate
sales™

55.2¢

221,707

Millions of yen

Retail
44.8-,

©Komehyo Holdings Co .,Ltd. 8



2. Earnings Results for the Fiscal Year Ended March 31, 2026



KOMEHYDO

H 0 L D | N G S
Performance
Net sales and profits reached record highs.

(Millions of yen) FY2022 FY2023 FY2024 FY2025 FY2026 Changes YoY Plan ratio’
Net sales 71,148 86,113 119,459 158,994 221,707 62,712 139.4% 110.0%
Gross profit 18,415 22,542 29,590 35,248 47,150 11,901 133.8% -
Gross profit margin 25.9% 26.2% 24.8% 22.2% 21.3% /\0.9pt - -
SG&A expenses 14,700 17,373 22,137 29,072 37,862 8,790 130.2% -
Operating profit 3,714 5,168 7,452 6,176 9,288 3,111 150.4% 124.3%
QBerating profit 5.2% 6.0% 6.2% 3.9% 4.2% +0.3pt — -
Ordinary profit 3,772 5,406 7,479 6,046 8,514 2,468 140.8% 126.5%
attributable 114.9% ;
to owners of parent 2,259 3,706 5,025 4,777 5,438 711 970 137.9%

*Progress rate against the full-year plan for the fiscal year ending March 2026 in the “Notice of Revision of Earnings Forecasts” disclosed on November 7, 2025
©Komehyo Holdings Co .,Ltd. 10



Purchase from individual customers (Group total)

In addition to the continuous opening of new purchasing centers and steady growth of existing stores, historically
high gold prices accelerated the bringing-in of gold bullion and watches.
As a result, the total amount of purchases hit 137.6% YoY on a quarterly basis and hit a record high.

5 9858
7,574 7,728 I
1Q 2Q 3Q 4Q
FY2022

17,666
15,465
13.519 14,549
11,740
1I1 1 | I I
12 2Q 3Q 4Q 12 2Q 3Q 4Q
FY2023 FY2024

*1 The individual purchase amount is the amount purchased from an individual customer through the following route.
+ Purchasing at stores - Purchasing at visited sites * Purchasing at events (KOMEHYO) - Purchasing using home delivery services (KOMEHYO)

*2 There was an error in the individual purchase amount for the tire and wheel business for the fiscal year ending March 2026, and this document has been retroactively corrected.

(unit : million of yen)

30,112
28,986
22,29922,680
20,89821 ,883
1Q 2Q 3Q 4Q 1Q 2Q 3Q 4Q
FY2025 FY2026

©Komehyo Holdings Co .,Ltd. 11



Trends in Consolidated Net Sales and Gross Profit Margin

Strong purchasing leads to securing high-quality inventory, and by prioritizing supply to retailers and utilizing corporate sales, we are achieving
both increased revenue and improved profit margins.

Consolidated Net sales
(unit : millions of yen)

14,162
1Q
Gros§ profit 28.1%
margin
Retail ratio™ 45.7%
Tax-free sale 3.7%

ratio™

*1 The retail ratio is calculated as retail sales / consolidated sales (retail sales include tax-free sales)

19,237
16,472
2Q  3Q
FY2022
25.6%  26.3%
52.2%  39.9%
26%  1.6%

21,276

23,475

18,753 20,466

4Q 1Q 2Q 3Q

FY2023
24.2%  252% @ 24.9%  27.6%
47.4%  432%  438%  51.7%
17%  50%  3.8%  8.8%

*2 The tax-free sale ratio is calculated as domestic tax-free sales / consolidated sales.

23,417

4Q

26.7%

47.6%

9.9%

25,096

26.3%

48.2%

12.3%

31,377
27,667
2Q  3Q
FY2024
242%  24.9%
50.8%  53.1%
104%  16.0%

35,318

4Q

24.0%

43.7%

10.8%

33,499

25.6%

52.8%

18.4%

47,179
42,368

35,947
2Q 3Q  4Q
FY2025
21.6%  221% = 20.3%
42.5%  52.6% = 41.9%
14.8%  13.3%  12.6%

64,200
61,859
49,526
46’120 I | |
1Q 2Q 3Q  4Q
FY2026

21.3%  19.9%  22.2% | 21.3%

42.8%  43.4%  47.3% | 451%

13.3%  12.9%  16.4% | 15.3%

©Komehyo Holdings Co .,Ltd.
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Breakdown of consolidated Net sales
(Retail / Overseas/Domestic tax-free sales)

[Retail] Retail sales have steadily increased due to store expansion both domestically and internationally, and inventory

expansion to meet demand.

[Overseas] Aggressive store openings and increased brand awareness in Asia have contributed to the rise in sales.
[Domestic tax free sales] In line with the recovery and expansion of inbound tourism demand, inventory has been increased, and

duty-free sales remain strong.

Retail ratio

FY2026
Retail

Net sales .
Corporate 221,707 44.8%
sales* millions of yen

55.2%

*"Corporate sales" includes auction fees.

Overseas ratio

FY2026
Net sales
221,707
millions of yen

Domestic
87.9%

"Overseas" does not include domestic duty-free sales, etc. And the overseas ratio

calculates as (overseas group company sales + overseas export sales)
/consolidated sales.

Domestic tax-free sale ratio

Tax-free
sale*

14.6%

FY2026
Net sales
221,707
millions of yen

Taxation
85.4%

duty-free sales/consolidated sales.

* The domestic tax-free sale ratio calculates as domestic

©Komehyo Holdings Co .,Ltd. 13



Changes in selling, general and administrative expenses

Continued to actively invest in stores and personnel for future growth, which increased selling, general, and

administrative expenses.

14,700
2,707

6,383

FY2022

20.7%

17,373
3,655

7,443

FY2023

20.2%

22,137
4,803

9,482

FY2024

18.5%

29,072

6,688

12,077

FY2025

18.3%

(unit : millions of yen)

37,862
(YoY : 130.2%)

Selling
8,500 expenses
(YoY : 127.1%)
m G&RA
13,351 expenses

(YoY :129.6%)

mm Personnel

ecpenses

FY2026

SG&A expenses to
[0)
17.1% sales ratio(%)

Selling expenses

* Advertising and promotional expenses for
opening new stores and strengthening
purchasing operations, sales commissions,
credit card fees, and other expenses
increased.

G&A expenses

* Increase in ground rent and software

depreciation expenses associated with
store openings

Personnel expenses

* Increase in salaries and allowances,
welfare expenses, etc. due to an increase
in the number of hires

©Komehyo Holdings Co .,Ltd. 14



Analysis of consolidated operating income

The procurement of high-quality inventory through increased purchases and the capture of strong retail demand in
Japan and overseas drove profit growth. A substantial increase in gross profit exceeded the strategic increase in
SG&A expenses, Operating profit reached a record high.

A1,435
Increase in personnel costs such as
salaries and allowances
/3,933
Increase in general administrative
expenses such as ground rent
/3,045
Increase in selling expenses such as
advertising expenses

13,337

1,811
8,790
6,176
FY2025 Sales Decrease in SG&A
increase gross profit expenses
margin increase

(unit : millions of yen)

FY2026

Net sales

Purchasing is strong and inventory is substantial.

Corporate purchases and corporate sales were utilized
to

* increase inventory liquidity.
* Growth in both retail and corporate sales

Gross profit margin

By prioritizing retail sales, profit margins improved
from the third quarter onward.

Against the backdrop of soaring gold prices, the
number of low-profit margin products such as gold
bullion and watches has increased, and while profit
margins are falling short of targets, gross profit is
steadily increasing.

SG&A expenses

Increase in salary allowances due to base increase and
increase in employees

Increase advertising and promotional expenses to
strengthen purchasing efforts

Increase in ground rent, etc. due to store openings

Increase in sales commissions, etc. due to higher net
sales

©Komehyo Holdings Co .,Ltd.
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Non-operating income and expenses/extraordinary income and losses

Land expropriation compensation and a lower tax burden boosted profit, offsetting the recording of interest
expenses associated with increased borrowing to secure inventory and impairment losses.

Interest expenses 583
Share of loss of entities

accounted for using equity )
method 179 Loss on retirement of

Rent expenses on store 1 noncurrent assets 39
Amount of bad debt reserve Loss on cancellation of
to be set aside 96 renta_l contracts 7
Other 184 Impairment losses 310
Non-operating Extraordinary
expenses 973 losses 357
Non-operating Extraordinary
Income 200 income 263
Interest income 31 Expropriation compensation 263
Dividend income 20
Commission income 5

Compensation received 28
Insurance claim income 27
Other 56

©Komehyo Holdings Co .,Ltd. 16



Balance sheet overview

Record high growth in purchases from individuals led to a significant expansion in fresh inventory, enabling retail
demand to be met immediately. Building a solid asset base that will drive future growth through the development of
a structure that maximizes opportunities in all sales channels.

(unit : millions of yen)

March 2025 March 2026 Change

- The Group's inventories are highly liquid, and the
fresh and plentiful inventory acquired through upfront
investment is a source of competitive advantage.

- Cash and deposits + highly liquid inventories are
greater than interest-bearing debt, limiting risk.

Current assets 68,457 85,697 17,239
Cash and deposits 15,535 19,790 4,254
Inventories 39,994 50,046 10,052
Other current assets 12,927 15,860 2,932

Non-current assets 20,168 23,483 3,315

Assets 88,625 109,181 20,555

Liabilities 55,426 71,353 15,927
|nterest-bearing 47,395 59,930 12,534
Other liabilities 8,031 11,426 3,395

Net assets 33,199 37,827 4,628

iy ey 88,625 109,181 20,555

Inventories

Inventory assets, which are the source of
sales,increased due to strong individual purchases and
strengthened corporate purchasing.

Interest-bearing liabilities

Increase in inventories were financed with short-term
borrowings

Net assets

Steady profit recording absorbed dividend payments
and increased net assets.

©Komehyo Holdings Co .,Ltd. 17



Inventory Turnover ™

Inventory has expanded to approximately 50 billion yen due to increased stockpiling aimed at strengthening retail
operations. While continuing to proactively secure inventory, we aim to improve our cross-ratio in the medium to

long term by optimizing profit margins and inventory turnover while enhancing inventory control.

Inventory turnover (unit : million of yen)

Gross
profit
margin

39,994

24,353

Inventory
turnover

18,705
15,308

Cross
ratio™

FY2022 FY2023 FY2024 FY2025 FY2026

*1 Inventory turnover data was previously based on the Brand Fashion Business but is now prepared on a consolidated basis due to the relatively small impact of the Tire & Wheel Business on the consolidated data.

*2 An indicator that is emphasized within the group, calculated as gross profit margin x inventory turnover rate.

FY2022

25.9%

3.8

97.5%

FY2023

26.2%

3.7

97.9%

FY2024

24.8%

4.2

103.4%

FY2025

22.2%

3.8

85.3%

FY2026

21.3%

3.9

82.5%

©Komehyo Holdings Co .,Ltd. 18
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Consolidated cash flow

Cash flows from operating and investing activities were negative due to the procurement of inventories for future
growth and investment in new store openings, respectively. Cash flows from financing activities were positive due
to fundraising to increase purchases from individuals.

s Cash flows from operating activities
Cash flows from financing activities

Cash flows from investing activities
@—e— Cash and cash equivalents

22,582
18,091 18,205
(unit : millions of yen)
10,738 1223 11,907
, 9.425 9,870
1,134 1,536 1,849
. ] — S
A 529 A1951 /548 A 1,045
/A 1,895 A 3,215
N\ 6,712
FY2022 FY2023 FY2024 FY2025 FY2026

Cash flows from operating activities

Increase in inventories and
corporate tax payments, etc.

Cash flows from investing activities

Acquisition of tangible and intangible
fixed assets related to store openings,
etc., has increased.

Cash flows from financing activities

Significant increase in short-term and
long-term borrowings, etc. due to
individual purchases and acquisition of
shares

©Komehyo Holdings Co .,Ltd. 19



Trends in Consolidated Gross Merchandise Volume (GMV)

GMV*, which indicates the scale of our business, is an indicator for the promotion of relay use. Using increased
purchasing capability as a starting point for maximizing merchandising volume in both retail and auction activities.
Strengthening market presence by accelerating the development of one of Japan's largest
authentication/merchandise databases through expansion of GMV.

YoY 146.3%

First half

(unit : millions of yen) W = Second half

113,437

59,424
130,285
67,614 o802
41,097 LTS ’
FY2022 FY2023 FY2024 FY2025 FY2026

*GMV is calculated simply by adding or subtracting sales and transaction volume from auctions of group companies, transaction volume and commission sales from inspection businesses, etc., based on
consolidated sales. ©Komehyo Holdings Co .,Ltd. 20
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Initiatives for the Fiscal Year Ended March 31, 2026
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KOMEHYDO

H O L D I N G S

BF business| Purchasing and sales status by route £ KOMEHYO

« Both retail and corporate sales exceeded projections on the back of strong purchases from individuals. The
prioritization of retail in the supply of inventories to reliably tap into robust demand contributed to higher retail sales.
Maximized LTV through continuous engagement with customers.

« More than enough inventories for the retail were procured and efficient corporate sales resulted in corporate sales
growth exceeding retail sales growth.

Purchase > Evaluation / Repair > Sale >
Photo-shooting, Retail
Purchase from Experienced dimensions, and S etai Yoy
individual customers appraisers / descriptions / products
Stores Events LT AL Maintenance training data ‘ AZpt
b 0 delivery sé)te@ accumulation ‘ :‘ 380/0
'] s Y ; _ _ WEB | (%
YoY IAI l0—o J } ‘ L =R
o i .
+3pt 72%
I‘Iﬁﬁ B Image of Retail : Corporate sales
6‘7 r'e! gross profit .
{,-i;ov =0pt) & 47% margin 3 . 1
21y, [l sz W e oen
n
(vov A8pt) | composition Corporate sales
e gold bullion Sales to reuse businesses ‘
2§;/ ) .- ‘ 1 YoY
(yoy + ! - - ' o
v 1 3 ' _— : \ ! Auction, Events, 20
: | 3 & Wholesale. 62% ) +2pt
Corporate purchasing . The product center collects products purchased | Q00 Live commerce
YoY . from all over the country. Authenticity checks are _
3 rf db . d . d ' We sell products that are suitable for
AB pt 28% L ; pertormed Dy experienced appraisers an ! corporations (antiques, unsuitable for
Supplementing individual purchases ' maintenance is carried out as necessary. 3 retail, etc.), and products that have high
mainly to maintain store appeal 3 Supply products to optimal sales destinations 3 inventory or high risk. It also helps
| . . . . ! revitalize your own auctions.
L . while controlling inventory risk

* Cumulative total for fiscal year ended March 2026
©Komehyo Holdings Co .,Ltd. 22



BF business| Corporate auction GMV (volume) growth

The B-to-B auction business, the core of the Group's "business that contributes to distribution,” grew significantly, with total
auction GMV for the four businesses reaching 153.7%*1 of the level a year earlier.

Full-year GMV exceeded 100 billion yen, reaching a record high due to the expansion of the membership base and increase in the
number of events held, and commission income also remained strong.

| Trends in full-year auction GMV
(Gross Merchandise Volume)

(unit : millions of yen)
B @ Rs-Auetion
s O RK AUCTION

= JBA
- Japan Brand Auction

EhTE e,
[ | KOMEHYO
[ | *=0iav

35,246

FY2022

Total number of

40,749

FY2023

50,367

FY2024

I Quarterly trends in auction GMV

(Gross Merchandise Volume)

First time exceeding

69,576

FY2025

100 billion yen

106,918

FY2026

member companies:
4 companies

2,509

2,811

3,602

6,252

6,538

Total number of events
held for 4 companies

280

279

279

287

383

JBA+KOMEHYO
corporate auction
GMV

YoY

124.6%

Total number of
member companies:
4 companies "2

Total number of events
held for 4 companies

Linking Rs Auction and

(unit : millions of yen) RK Auction
30,341
27,555
25,268
23,752
22,957
14,967 16,892

14,755

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

FY2025 FY2026

3,788 3,919 4,071 6,252 6,040 6,229 6,395 6,538

70 70 68 79 89 95 100 99

*1 Rs Auction and RK Auction results for FY2024 are results for the four months of 4Q that were included in consolidation only.

*2 Number of regular members

©Komehyo Holdings Co .,Ltd. 23



BF business| Topics1

Opening stores in optimal areas and growing existing stores (domestic)
Through aggressive store openings and the deepening of existing stores, we will strengthen the growth foundation of our

domestic brand and fashion business.
| Key Initiatives for the Fiscal Year Ending March 2026

- Amidst intensifying competition to open stores, the group has
opened 23 purchasing centers and 8 purchasing and sales stores
(including flagship stores) and sales stores.

* Although there were times when purchasing some products was
difficult due to market fluctuations, the company demonstrated
strong risk resilience through the complementary nature of its
diversified product range.

- Backed by its overwhelming ability to attract customers, the
company expanded its support both domestically and
internationally by providing highly specialized curation and an
attractive shopping experience, driving strong growth in the retail
sector.

* A stable base of repeat customers and reliable demand in regional
areas have been successful, resulting in steady growth in existing
store performance.

| Main store openings for the fiscal year ending
March 2026

KOMEHYO

Flagship
OSAKA SHINSAIBASHI

Flagship KOMEHYO YOKOHAMA
store

2025/6/11~
Osaka -
Shinsaibashi

2025/9/12~
Kanagawa
Yokohama

“IM  Area : about 747m

Purchasing
and sales

Purchasing

and sales KOMEHYO FUKUOKA TENJIN

store

BRAND OFF SHINJUKU

Edited sales KOMEHYO
store VINTAGE TOKYO atelier

™
2025/11/28~
Tokyo - Shibuya

2025/7/11~
Tokyo * Shinjuku

- 2025/3/19~
Fukuoka - Fukuoka
Area : about 207 i

N Area : about 447m || Area : about 228ni

©Komehyo Holdings Co .,Ltd. 24



BF business| Topics2

Sales growth through e-commerce™

© KOMEHYO

* E-commerce sales reached a record high, reaching 132.7% of the level a year earlier (full-year cumulative total). The e-commerce rate*2 also
remained stable. Maximizing sales opportunities by expanding the store network, revamping the e-commerce infrastructure and increasing

personnel to expand the number of listings.

 In particular, there has been a significant increase in pre-purchase product checks via e-commerce and in-store purchases by foreign visitors to

Japan.

|l Trends in e-commerce sales and e-commerce
participation rate

® Our own e-commerce site .

Mail order 14’41 8

12,794 .

E-commerce sales
(unit : millions of yen)

E-commerce mall

9,971 9,915

e-commerce o o
participation 45.8% 40.9% 36.9% 33.8% 36.2%
rate
FY2022 FY2023 FY2024 FY2025 FY2026

*1 EC-related sales/retail sales

*2 Net sales are the total of net sales from the company‘s own e-commerce site and e-commerce malls and net sales from customers who purchased merchandise at stores via the company'‘s ©Komehyo Holdings Co .,Ltd. 25

Strengthening merchandising in response to strong procurement by increasing the
number of e-commerce personnel. The number of items listed reached a record high,
thanks to the expansion of target products (no-maintenance watches, fashion items, etc.,

which contribute to higher profit marginsi.

6,485 + Cross-border e-commerce infrastructure overhaul
The system renewal enables cross-border sales of most of the
Trends over the past two years 5633 merchandise listed on the company's e-commerce site, maximizing
J

sales opportunities. Generating growth that exceeds increases in
external costs such as tariffs.
I « Advanced domestic mall collaboration
Optimizing sales promotion measures based on strong relationships
4,413 with mall companies. High customer attraction efficiency accelerates

4,194
sales growth.

3’6033 552. I
3,06' . 3,244

Mail order

Capturing inbound demand

The “Used in Japan” trend among foreign
visitors to Japan is spreading, leading to
significant expansion in advanced procurement @
via e-commerce and duty-free sales in stores. = = =

Demand for no-maintenance products is high.

Our own e-commerce site
* Advanced digital marketing

1Q 2Q 3Q 4Q 1Q 2Q 3Q 4Q Both traffic inflow and the sales conversion rate improved
significantly, reflecting improved SEO, refinement of CRM, and
EY2025 FY2026 revamping of site Ul/UX.

own e-commerce site. Integration of online with offline is essential in a digital marketing strategy that leverages our strengths.



BF business| Topics3
Active overseas expansion

| Store expansion in the Asian region

* Opened our first purchase center and sales store in Malaysia.

+ Achieved better-than-planned progress with the opening of a total of 13
new stores for the full year, further expanding recognition in countries
where we operate.

K/

\\"v/,} ;;’5 Shanghai

Number of store
openings : 2 stores

¢ ; Taiwan
2 . Number of store
v /ﬁ%‘ openings : 1 store

Thailand '\\\ \\ . : f{“\ '
Number of store .:\z. | = &3 _
openings : 3 stores R WA Bl “\\;\@ .
L

Singapore Hong Kong
Malaysia Number of store Number of store
Number of store openings : 2 openings : 3 stores
openings : 2 stores
stores

KOMEHYDO
H O G S

| Expanding reach into the North American market

October 2025:
Full-scale launch of the buying and selling business.

* The purchase business at our NY office has ramped up since the
establishment of the local subsidiary in July 2024.
Despite seasonal fluctuations, progress in purchases from individuals
remained steady.

 Implementing corporate sales ahead of retail sales.

- Expanding awareness through digital marketing to strengthen retail.

December 2025:
iShopshops, Inc. becomes a wholly owned subsidiary.

* The current phase is positioned as an investment phase in which
"market share expansion" is the top priority.

* Ensuring the reliability of the platform and expanding the user base
by deploying the Group‘s high-quality inventory. Also raising
awareness of live commerce through the cultivation of livers and the
establishment of a seller network, looking to establish a global
infrastructure.

* For iShopShops, Inc., only the balance sheet (B/S) will be consolidated for the fiscal year ending March 31, 2026, and the profit/loss (P/L) statement will be reflected from the fiscal year ending March 31, 2027.

©Komehyo Holdings Co .,Ltd. 26



BF business| Topics4

Developing alliances centered on "discerning eye."

[JFR& KOMEHYO PARTNERS |

"discerning

MEGRUS

company's

[Rakuma's Best Appraisal]
*Komehyo is offering an inspection service in partnership
with Rakuten Group's flea market app, "Rakuten Rakuma".

Rakuten Rakuma

REEE

Progress of "MEGRUS*

» Against the previous fiscal year's plan of 7 stores, the number of new store openings was
ahead of schedule, reaching 9 stores, through full deployment of the sales and training
know-how of both companies.

* Progress against the annual purchase target set at the time of establishment was as
planned.

« About half of the users are "customers who have never purchased before," and JFR &
KOMEHYO PARTNERS gained contact points with customers it could not reach before. It
maintained a high sales rate due to the peace of mind associated with a department store
and proper assessments based on our training. It was also able to acquire merchandise
that was in high demand in the secondary distribution market.

V¥ The significance of the alliance

Improving purchase efficiency by securing a stable supply of high-quality goods. Expanding the
scope of secondary distribution and encouraging a recycling-oriented society by expanding
contact points with department store customers who have no experience of reuse.

Progress of "Rakuma's Best Appraisal“

* The functional renewal (introducing the “Pre-Delivery Appraisal” feature) in October 2024
greatly improved user convenience. The number of inspected items has been steadily
increasing, giving deeper insight into appraisal needs in C-to-C transactions.

* The number of target brands doubled from "more than 400 brands" to "more than 850
brands." Leveraging KOMEHYOQ's vast amount of authenticity and forgery data, a system
that can immediately respond to diversifying secondary distribution needs has been
created.

» More than 90% of sellers and buyers intend to continue using the service because it offers
the "Rakuma's Best Appraisal,” directly increasing loyalty to the platform. Besides giving
peace of mind, the service gets a positive response that contributes to increased sales
rates and listing opportunities.

V¥ The significance of the alliance
Building an infrastructure that enhances the reliability and convenience of the C-to-C market by

providing inspection services that leverage the Company's "good judgment." Dramatically
expanding business domains by improving distribution safety.

©Komehyo Holdings Co .,Ltd. 27
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The Tire and Wheel business |Business Overview e

Net sales reached a record high, driven by the sale of used summer tires and overseas sales of our own designed wheels. In terms
of profit, a combination of a shorter winter sales season due to the warm winter and strategic investments for the future slowed
growth, but full-year profit reached a record high (Revenue and profits increased for the fourth consecutive year).

Second-hand
purchase price

Record high Record high

Net sales

I Factors driving the increase in revenue

Strong sales of summer tires Overseas sales of in-house designed
* Net sales of summer tires were 117% YoY wheels accelerate.

due to Successful sales. promotllon measures * The expansion of the sales network to 16 countries,
such as strategic stocking and in-store events mainly in North America and ASEAN, has been

»  We focused on promoting trade-ins of high-
quality genuine tires and wheels when installed
on new vehicles. In addition, as a result of
expanded corporate transactions with major

businesses. used Goods burchases were for new customers. We achieved a significant successful, and the business continues to grow as a
t » USE gt 128"? Voy increase in sales to cover the struggling winter stable source of revenue that complements
strong, coming in a o YOY. tire business. fluctuations in domestic demand.

) Gomg.forwgrd, we \.N'" continue to focus on . » Continuing to build relationships with major
acquiring high-quality used goods at our stores while

investing in advertising to expand our secondhand manufacturers and strengthen purphases (?f
inventory. overseas brands to secure ample inventories.

*The used equipment business of AUTO PARTS JAPAN was transferred to CRAFT from April 2026 for the purpose of improving operational efficiency of the reuse business and consolidating purchase know-how.
©Komehyo Holdings Co .,Ltd. 28



4. Progress of the Medium-term Management Plan
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Outlook for the domestic reuse market

The domestic reuse market is expanding steadily and is projected to reach 5 trillion yen by 2040. Going forward, the
key to market growth will be the expansion of the reuse population. Driven by rising primary distribution prices and
changing consumer behavior, the reuse market is expected to experience stable long-term growth.

I Domestic reuse market size™ I Domestic potential reuse market (hidden asset)™2
(unit : billions of yen)

In particular, the brand-name
product category grew 15.7% y-o-

y, significantly outpacing the 50 000

growth rate of the overall market. ‘\
(2024 results) — 40,00 44,00 | Potential market (Exsisting market )

| Hidden assets

Total amount

Domestic reuse market size

about 91 trillion yen about 3.3 trillion yen

/ (3,262.8 billion yen)
Branded goods, clothing and

Accessories category

32,628
31,227
Other- 11,274
Branded goods, \\
clothingand I I I I 10,622
accessories ‘. l

catego illi
9o 2012 2020 2021 2022 2023 2024 2030 2035 2040 *Estimated value of unwanted items that have not been used in about 1.1 _t_”"'°“ yen
(forecast) (forecast) (forecast) the home for more than one year. (1 ,062.2 billion yen)
+ If there is primary distribution, sources for the reuse market will continue to expand. * The "hidden assets" lying dormant within households amount to approximately 91

- . . o . .
- The Japaniess people valus things, so'we expect themto bs reusedimultiple fimes. trillion yen. The current visible market represents only 3.6% of this potential.

» Rising prices have increased awareness of asset liquidity and the growing

awareness of resale value, accelerating the inflow of potential assets into the reuse
* Increasing number of new entrants, industry restructuring market.

* Rising prices and inbound demand are driving the industry

* Expanding touchpoints will convert non-users into experienced reusers and
broaden the customer base, which is key to market growth.

*1 "Reuse Market Data Book 2024" Reform Industry Newspaper, October 2025

*2 "A Survey on Japan's 'Owned Assets'," jointly compiled by Mercari Inc. and NLI Research Institute, was released on November 20, 2025. ©Komehyo Holdings Co .,Ltd. 30



Position of the Medium-term Management Plan

With an eye on becoming the world's No. 1 company in brand reuse sales, we aim for

sales of 310 billion yen in the fiscal year ending March 2029. the world's NO. 1 company
in sales of brand goods for reuse

Medium-term Management Plan (rolling method) 5 0 0

billion yen

FY2029

310

Achieved record profit for 3 consecutive years billion yen

* Overseas sales ratio: 30%

100

KOMEHYO Shinjuku store (at the time)

opened in 2005 and contributed to growth billion yen
First time in Tokyo. Proposed 30
"RelayUse" in the previous year billion yen
10
billion yen
1996 2007 2024 2029 future

©Komehyo Holdings Co .,Ltd. 31



Quantitative targets of the medium-term management plan (FY2025 to FY2029)

We will promote business expansion while driving profit growth, aiming for sales of 280 billion yen and operating profit of 13 billion yen in the
fiscal year ending March 2028, which marks our 80th anniversary, as a stepping stone, and then targeting sales of 310 billion yen and operating
profit of 14.5 billion yen in the fiscal year ending March 2029. (Excludes figures for inorganic growth such as new M&A) May 14,

(unit : millions of yen)

Net Sales

Operating income

Operating margin

Ordinary profit

Net income
attributable
to owners of parent

ROE

Capital adequacy
ratio

EPS (yen)

Dividend payout
ratio

FY2025
(results)

158,994
6,176

3.9%

6,046
4,777
15.6%
37.0%

435.9
23.9%

FY2026
(results)

221,707

9,288

4.2%

8,514
5,488
15.7%
34.2%

499.9
21.2%

/ 2026Announcement
Medium-term management plan >
80th anniversary
FY2027 FY2029

FY2028
(forecast) (forecast) (forecast)

252,000 280,000 310,000
10,800 13,000 14,500
4.3% 4.6% 4.7%

9,680

5,850
More than 15% More than 15%
About 35% About 35%

532.3
20.3% About 20%
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Basic Policies for the Medium-term Management Plan
"Beyond the 80th year milestone™

Strive to achieve business growth and higher social value under a policy based on the business environment and competitive
advantages

1 Achieving business growth 3 Advancing

management with an

Increasing domestic and overseas market shares through awareness of capital
Brand multi-branding
Fashion Implementing measures based on the characteristics| Strengthen ability to
business of each business respond to market
(BF) (1) Trading business (Japan and other countries)* | G‘I’wmgti&’“s ”””””
(2) Business that contributes to distribution ; .
_ , : strategies
... (3) Businessthatcontributes to marketgrowth Achieving ROE and
ROIC exceeding capital
Tire Wheel Stable increase in sales and profit cost
business G b ach S by ?4 }4}
rowth achieved by leveraging : . 5 o
(TW) the power of the Group Area strategies §® A)

TES

2 Deepening sustainable management

Contribution to a carbon-neutral society >

Aggressive investment in human resources @

Strengthening governance

*(1) Trading business (Japan and other countries) : a business that grows by expanding customer touchpoints such as buying and selling both domestically and internationally.
(2) Business that contributes to distribution : expanding GMV through businesses linked to buying and selling, such as operating auctions for corporations, and providing a platform for buying and selling. ©Komehyo Holdings Co .,Ltd. 33
(3) Business that contributes to market growth : leveraging the company’s expertise and assets cultivated in (1) and (2), we will create new services and collaborations to support the expansion of the entire reuse market. ’




Operating the Medium-term Management Plan Based on Competitive Advantages

Since its founding, the Group has been consistently engaged in reuse and has established competitive advantages based on its human
resources, channels, and market share. The Medium-term Management Plan will be based on the business environment and competitive
advantages, and we will pursue constant growth.

human resources Annual GMV Share
Securing and developing salespeople by With well-developed channel, we are increasing We also demonstrate high competitiveness
capitalizing on high retention rate .~ the number of items handled by expanding sales :  giobally, based on the trust and confidence
Capable of providing high value-added . and purchases. We also implement CRM, SCM,

of being the No. 1* company in brand

services and marketing activities based on data. goods for reuse.

4}
ﬁ@{m@@m .2 gg}@,
© © o

o 3
Qo
< 3
o O
S ®
-, -,
g:-'
<
® o

&\ ~ ) )
\\(m-’J/ * Increase in number of professional
—

personnel, including appraisers _O]IEO

g tralzizﬁwugsaig’ihe’:;oenasi;nol;r;(;ﬂzﬂgsi;z:séiz?adof Pursuing the best possible services by Increasing market shares by deepening

% R TElS G i o [y leveraging a wealth of data and loyalty with overwhelming brand power and

a L . technologies : through multi-brand strategy

5 specialized appraisers and salespeople _:[XI g

- * Improved retention rate @_: - Expanded purchasing - Expansion of overseas business
§ — = - Auction growth » Growth of each brand

As our business grows, our competitive advantage will become stronger.

Ll ue|d juswabeue wis]-wnIpa| ayj} jo

"Reuse Market Data Book 2025" Reform Industry Newspaper, October 2025
©Komehyo Holdings Co .,Ltd. 34



Concept for business growth (BF business)

We defined three businesses: (1) trading business, (2) business that contributes to distribution and (3) business that contributes to market growth. We
are expanding each business with unique human resources, data, and trustworthy assets as a source of competitive advantage. We are currently
expanding business domains and existing businesses simultaneously through inter-business collaboration and data utilization to achieve global market
share expansion, GMV growth, and corporate value enhancement.

I Image of expanding the BF business domair

Each phase does not represent a move to another step but

In progress

In progress

Phase 01 Phase 02 Phase 03 rather expansion alongside the maintenance and
Expanding each business Interoperability between businesses Expanding domains through data utilization strengthening of existing strengths- the implementation of a
Refining existing businesses Expanding GMV through collaboration with Growing existing business while expanding domains through

the buying and selling business accumulated data

self-reinforcing cycle I

MEGRUIS BRAND OFF Franchise business
TOKYO

Group assets that are closely related to imitation

Increase in the business that
contributes to distribution

Increase in the
trading business

?9@ Human Resources

appraisers talent discerning eye
1 ,072 retention rate 22?\,?::?;:;:
people .4% (3) Business that contributes to)

market growth
(2) Business that contributes * New entry

to distribution + External collaboration

(1) Trading business . -
* Auction market

expertise witha  through a foundation . Purchase market  Franchise business (Services that lead to acquiring new customers, changing purchasing

No_ 1 deep understanding  of trust since its . Retail wholesale markets behavior, and creating new value for customers)
of brand reuse founding in 1947

ﬁ\lo_ @ Trust assets

market share*! store management  building a brand

Data Assets

';r“ﬂg':‘;/ Corporate support
various data obtained through the expansion of distribution e B business utilizing Rakuma's Best
leveraging our full channel lineup © RK AUCTION @ RsAuction databases Appraisal
Price DB SHOPSHOPS .
Total number of Total number of 1 OMRIS

members for the
three core member
companies in the BF companies

about 200 0238

Authenticity DB Customer DB

accumulation

utilization utilization utilization

data and know-how

*1 "Reuse Market Data Book 2025" Reform Industry Newspaper, October 2025, market share in the branded goods category
*2 Total number of members of KOMEHYO, BRAND OFF, and Rodeo Drive members' cards in the brand fashion business ©Komehyo Holdings Co .,Ltd. 35



Market response capabilities that maximize upward trends in the market

Backed by robust demand for luxury goods, we anticipate that prices for branded products will rise in the medium
to long term. In response to short-term market fluctuations, we aim to stabilize and improve our performance by

leveraging our strength in market adaptability.

I Flexible channel and inventory control tailored to the situation

Price

The prices of branded
goods are expected to rise
in the medium to long term.

Time

- Active purchasing
- Emphasis on balancing retail and }

corporate sales

- Price optimization

When the market is strong

Prioritize supplying inventory to
retailers to maximize gross profit

Securing upside potential in
performance

———
Strengths: Ability to adapt to market trends

- Stable individual purchase (customer base and fair pricing)
* Retail scale (customer base and sales channels)

* Inventory control (by product, by channel, and by speed)

——
When the market is weak

Differentiate procurement

« Emphasis on inventory turnover }
and strengthens B2B sales

Optimize prices to reflect market
trends

Even with a low gross profit margin, we
prices can secure profits early by utilizing
corporate sales.

Mitigating Downside Risks to
Performance

©Komehyo Holdings Co .,Ltd. 36



M&A Strategy (BF business)

Consider M&A etc. in overseas markets with excellent growth potential and areas that will lead to higher customer
value, aiming to strengthen the business portfolio in addition to achieving organic growth.

| Approach to alliances

high

uoljeibajul pue YR\ jo saibiaulg

low

* Businesses and companies with high affinity with the clientele

Expand the scale and strengthen competitiveness of existing businesses

Increasing the number of stores and expanding areas in the Brand Fashion
business

Enhancing purchase/sales channels (e-commerce, visits, home delivery,
cross-border, pawn)

Operation of auctions ﬂﬂ/ﬂ'ﬂ

Businesses and companies that contribute to improving added value and
operational efficiency (DX of repair and value chain)
Overseas companies operating brand fashion business @ @

Services that help acquire new customers

Exploring unexplored areas

(paintings, etc.) %

©Komehyo Holdings Co .,Ltd. 37



Management Resource Distribution Policy

Priority is given to securing inventory and capital investment ahead of time to gain market share in growing markets,
particularly branded reuse. Also, while maintaining a certain degree of financial discipline, we will actively invest in M&A
and other noncontinuous growth opportunities

| Vision of financing and the distribution of management resources

C Cash in ) (

Equity financing
+a

A

Create
operating
cash flows

Cash out

Strategic utilization
study

Utilization of
leverage taking
advantage of
highly liquid
inventories

Investment

Appropriate
profit
management and Shareholder
inventory return
management

Cycle for further business growth

Flexible and strategic
investments (M&A, etc.)

growth investment

Fundamental
investment

Dividend

Overseas markets with large growth potential
Areas that lead to increased customer value
and stronger purchasing

Inventory investment in line with market
conditions

Opening of flagship stores and purchase
centers

Expanding and upgrading procurement
channels

Recruitment and Training

Expansion of overseas business
Building a unified product database for the
Group

Al. technology

Reinforcement of the business foundation
Enhancement of existing stores and systems

A dividend payout ratio of around 20%
Aim for stable, continuous dividend increases

Priority is given to
expanding market
share through optimal
allocation

©Komehyo Holdings Co .,Ltd. 38
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Advancing management with an awareness of capital cost
Analysis and evaluation of current situation

Amid rising costs of equity, the company achieved a return on equity (ROE) of 15.7%, exceeding market expectations, through the
growth of individual purchases and the optimization of inventory turnover. By flexibly allocating the generated cash to growth
investments, the company pursues sustainable improvement of corporate value.

| Status for the fiscal year ending March 2026

7.3%

I ROIC and ROE trends

about5 ] 2 %

15.7% oD . 9%

19.2
=@ = ROIC ==0==ROE (%) 16.7
\i-G 15.7
O
11.7 11.2
________ - Level above the capital cost
______________ —?-———-"'- -~~~~~~~ 6.8 7.3
r 96 --s.. -------------- -
7.9
FY2022 FY2023 FY2024 FY2025 FY2026
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5. Outlook and Initiatives for the Fiscal Year Ending March 31,2027
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Rearrangement of given matters that will affect this fiscal year's performance

Assuming that the brand reuse market will continue to experience relatively stable market prices and strong demand, the Company
aims to expand its market share by securing inventory, mainly through purchases from individuals. On the other hand, if product
prices are affected by the uncertainty of geopolitical risks (changes in exchange rates, stock markets, and economic conditions in
countries around the world), corporate sales will be flexibly utilized to stabilize performance.

External environment/opportunity Internal environment/approach

Corporate earnings will remain strong, and an improved
-1 income environment will provide a tailwind for personal
consumption.

Efforts to increase market share will remain a priority.

* Purchase
Planning to continue opening new stores, raise the level of existing stores, and strengthen
procurement channels to secure inventory. At the same time, the reproducibility of the previous
fiscal year's results for gold bullion will be a challenge.

Consumption by wealthy customers will continue to grow
1T against the backdrop of the asset effect of rising stock prices,

etc.
e Continuous price revisions of major brands will prop up the - Sale
prices of pre-owned goods. Planning to strengthen product lineups and prioritize inventory allocation for stores and e-

commerce to meet strong retail demand, activate in-house auctions on the assumption of ample

There will still be demand for sales due to continued high gold purchases, and expand GMV and commission income.

-T prices in Japan.
. ) ) . Improving profitability
In_bour_uil de_mand will co_ntlnue .t° be Qa_rtlally d""e".by + Continuing to strengthen retail and purchases from individuals.
~|~  diversification of countries/regions (rising demand in Europe, * Maintaining competitiveness in purchasing and enhancing market
the U.S. and Asia) and the effect of a weaker yen. ) g P p N g g . .
responsiveness through prompt reflection of the external environment in
purchase and sales prices.

Market entry will lead to the expansion of alliances and

intensification of purchase competition.
Strengthening Human Resource Development and Organizational Development

. L. . . + Continuing active recruitment
E— There IS concern ab?‘" rising costs due to !"ﬂat'on and the + Strengthening onsite responsiveness through the delegation of authority
impact of high oil prices on consumer confidence. . Strengthening indirect departments
* Accelerating the development of the next generation of management and leaders

Changes in the business environment caused by trends in the
J y + Constantly brushing up forward-looking "succession plans” and "development plans

global economy and changes in the international situation will
need to be addressed.

©Komehyo Holdings Co .,Ltd. 41



KOMEHYDO
H O G S

Market price forecast for main products for the fiscal year ending March 2027

Our current product price trend forecasts, which form the basis for our FY2026 plan, are as follows.

Jewelry

* Gold prices are expected to remain at record high

levels, while diamond prices are expected to remain soft.

* Volatility in the gold market will tend to increase
against the backdrop of geopolitical risks. At the same

time, there is concern about the risk of decline in
unrealized gains on inventories in the event of falling
gold prices and yen appreciation.

JEWELRY

Bag

* While demand will remain strong, the overall market
distribution volume, especially for popular models, will

be limited, so market prices are expected to remain
@ stable at high levels.

* While the risk of market price volatility is believed to be
relatively low, changes in consumer confidence
triggered by geopolitical risks require attention.

BAG

i

FASHION

Watch

* Market prices may fall due to geopolitical risks such as
the situation in the Middle East, but a significant decline
is unlikely once the exchange rate stabilizes.

* While price revisions in primary distribution will prop up
market prices, there is concern about the risk of falling
market prices, especially for high-value items, during
periods of sharp yen appreciation.

Fashion

* While it will take time for the price revisions of brands to
ripple down to the secondary distribution market, there is
concern over the risk that, in the high-price range of 300,000
yen and above, market prices will remain high and purchase
prices will rise.

* Market prices for trend goods such as "Vintage, Archive,
and Y2K" and domestic designer brands are expected to
remain firm.
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FY2027 Forecast of Consolidated Earnings Results by Quarter

We will drive sales and profit growth by strengthening individual purchases, enhancing retail sales, and utilizing diverse sales
channels including corporate sales. While continuing aggressive investments for future growth, we aim to achieve increased
revenue and profit for the full year, and to surpass our record high sales and operating profit.

(unit : millions of yen) Operating profit Operating profit margin

First half 122,000 4,500 3.7%
Full year 252,000 10,800 4.3%
T
(unit : millions of yen) (unit : millions of yen)

We secured increased revenue and profits compared to
the previous fiscal year, mainly in the first half.We plan
to increase profits for the full year, having fully absorbed 3,968

61.859 64,200 growth investments 3,559
46120 49526 @8 o R — R
I 883 875
1Q

4Q 1Q 2Q 3Q 4Q 1Q 2Q 3Q 2Q 3Q 4Q
FY2026 FY2027 FY2026 FY2027
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Analysis of consolidated operating income (forecast)

Sales are projected to increase by 114% compared to the previous period, setting a new record high. The gross
profit margin is aimed to improve by 1.9 percentage points for the full year. While continuing investments for future

growth, the company aims to achieve an operating profit of 10.8 billion yen.

(unit : millions of yen)

9,288

FY2026

7,039

Sales increase

4,372

Gross profit margin
increase

/A 9,900

Increase in selling and
administrative expenses

FY2027

Net sales

By opening specialized buyback stores
and strengthening the buyback functions
of existing stores, we will secure ample
inventory. We will maximize sales by
utilizing diverse sales channels.

Gross profit margin

We expect to improve our profit margin by 1.9
percentage points for the full year by
strengthening our retail operations and
utilizing flexible corporate sales.

SG&A expenses

Selling, general, and administrative expenses
are expected to continue increasing due to
aggressive investments in human resources,
store openings, IT, and other areas aimed at
medium- to long-term growth.
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Dividend forecast

The annual dividend forecast is set to be 108 yen, an increase of 2 yen from the previous fiscal year. We will
continue to focus on maintaining stable dividends and increasing dividends based on increased revenue and

profits.

161

141

121

101

81

61

41

21

Dividend
payout
ratio (%)

® interim dividend(yen)
m yen-end dividend(yen)

¢ Medium-term
anagement Plan

Strive for stable

forecast
dividend increases ( )

88

60 R R R

32
16
=
- [

32
26 24
§ B m
1J //// //// I i
FY2010 FY2014 FY2019 FY2020 FY2021 FY2022 FY2023 FY20248 FY2025 FY2026 FY2027 FY2028 FY2029
24.8 15.5 347 | 250 | - 515.5 177 | 192 | 239 | 212 | 20.3
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Key focus points for the fiscal year ending March 2027

For our group's sustainable growth, overwhelming market share expansion is essential. While continuing to expand our scale
through aggressive investment, we will focus on improving our profit structure, centered on strengthening individual purchase and
retail. We will accelerate the utilization of reuse technology and the exploration of new areas, simultaneously pursuing solid
domestic market share and global profit growth.

Global business expansion

Business expansion and exploration within Japan

Individual purchase

+ Opening of new buyback specialty stores:
KOMEHYO 20 stores/year

+ Growth of existing stores through
enhanced promotion

+ Continued strengthening of on-site and
mail-in buyback services

* Improved profitability through improved store
opening accuracy

+ Acquisition of new alliance partners

Retail

+ Opening of retail stores and curated product
stores

» Growth of existing stores through enhanced
promotions

« Expansion of in-house e-commerce/cross-
border e-commerce through inventory
integration

+ Continue corporate purchasing to maintain the

+ Expand corporate purchasing support business *
+ Continue opening of “MEGRUS,” a specialty

+ Expanding the scale of auctions through group

* Expanding new sales channels

* Accelerating store openings in countries/regions (Asia/ASEAN) to strengthen

Corporate purchasing our overseas business base

appeal of stores

purchasing store by JFR & KOMEHYO PARTNERS

BRAND OFF Mong kok MOKO store (Hong kong)
(26.5.1 OPEN)

* Expanding sales channels in North America
Opening sales stores
Growth in cross-border live commerce (ShopShops)

KOMEHYO PLQ MALL (Singapore)
(26.5.1 OPEN)

Corporate sales

collaboration
+ Expansion into new countries/regions (Philippines, Indonesia, Macau)

]

Creating discontinuous growth opportunities
through M&A, alliances, etc.

]

Promoting Reuse Technology

We will integrate the group's global product database to improve inventory control accuracy and increase supply to overseas group companies.

This will contribute to improving the productivity of the entire group.
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Key Focus Points for the Fiscal Year Ending March 2027:
Strengthening individual purchase / Strengthening retail (domestic)

We aim to maximize profits by strengthening individual purchasing, centered on opening new stores and growing existing ones, and by
increasing inventory supply to stores and e-commerce.

® Opening of retail stores and curated product stores

® Opening of new buyback specialty stores + Joint Store Opening by Two Companies (2026.5.9 OPEN)
[BRAND OFF SHIBUYA] [Rodeo Drive SHIBUYA |

Located in Shibuya, a hub for many people
from both Japan and abroad, the two
companies aim to create an

attractive store that maximizes the

synergy of their respective product
characteristics, offering a wide selection of
goods and high-quality customer service.

KOMEHYO aims to open 20 buyback stores per year, aiming to expand market
share in all areas of Japan.

Area : about 421m

® Growth of existing stores through enhanced promotion
To further strengthen organic growth, they aim to increase brand awareness
through enhanced promotion and SEO measures.

The company plans to open its first flagship store, aiming to expand
sales and broaden its target market.

® Continued strengthening of on-site and mail-in buyback services
They also aim to expand operations to capture non-face-to-face and in-person Area : about 227m
customer needs, and further strengthen their buyback channels. - Renovation of flagship store “KOMEHYO Nagoya Main Store Main Building"
The store's interior will be renovated to enhance customer attraction and browsing. By increasing the
appeal of the flagship store, we aim to improve customer service efficiency and further increase profits.

Phase 1 opening (1st floor area and exterior renovation) is scheduled for late July 2026, and the grand
opening of the entire building (renovation completed) is scheduled for late November 2026.

® Improved profitability through improved store opening accuracy ® Growth of existing stores through enhanced promotions

We are developing a unified system to centralize inventory within the group.
This will enable immediate supply to the optimal channel and contribute to
improving inventory efficiency.

® Acquisition of new alliance partners . .
® Expansion of in-house e-commerce/cross-border e-commerce

through inventory integration
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Key Focus Points for the Fiscal Year Ending March 2027:

Developing new areas and establishing a growth foundation (overseas)
Starting from ASEAN, the Greater Bay Area (Guangdong-Hong Kong-Macao Greater Bay Area), and North America, we aim to optimize our

purchasing and sales channels according to the characteristics of each market.

I Planned market entry/store openings in the fiscal year ending March 2027
7 SN
a Y
Taiwan

2026.4.30 OPEN
BRANDOFF
Taichung Zhongyou

2026.8 scheduled to be established Department Store
BRAND OFF MACAU LIMITED L\ = (Purchasing and sales

store) ¥

2

2026.4.15 OPEN

BRAND OFF Admiralty LAB
Concept store

(Purchasing and sales store)

o Countries of Expansion

O New Areas of Expansion

2026.5.1 OPEN

BRAND OFF Mong kok MOKO
store

(Purchasing and sales store)

Store =
Singapore

2026.5.1 OPEN
KOMEHYO PLQ MALL
(Sales store)

\ 2026.2.27 established
- KOMEHYO PHILIPPINES, INC.

e T
2026.10 scheduled to be established
PT KOMEHYO INDONESIA

I Main initiatives in the fiscal year ending March 2027

* Accelerating store openings to match the growth rate of each
country

* Expanding into new areas (Philippines, Indonesia, Macau)
* Expanding sales channels in North America

Opening sales stores
Growth in cross-border live commerce (ShopShops)

| Our Future Vision:

We will leverage our accumulated appraisal technology and
reuse expertise to promote the development of a "local
production for local consumption model” that handles
everything from purchase to sales in each country. By focusing
on developing local talent, we aim to build a strong foundation
of trust and achieve sustainable growth.

* Image of local production and consumption within
the region
Retail

@ Purchase r= @
ENE s AON

Individual BRAND OFF Individual
# TOK Y 9 #

HEH Rodeo Drive HHH

Corporation .
Corporation
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Disclaimer

This document is an English translation of a document prepared in Japanese.

Statements in this document that are not historical facts; statements concerning current plans, forecasts, strategies, and opinions of KOMEHYO
Co., Ltd. are forward-looking statements subject to various risks and uncertainties.

These statements are prepared based on assumptions of the management of Komehyo Holdings Co.,Ltd. using currently available information.
Actual results may differ significantly from forecasts due to a variety of factors; therefore, investors should not place undue reliance upon them.

In addition, this document is not intended to solicit investments. Investors should make investment decisions at their own discretion.

IR contact

Komehyo Holdings Co.,Ltd.
IR Group, Financial Planning Department
Phone : +81-52-249-5366
E-mail : ir@komehyo.co.jp

This material was created by Komehyo Holdings Co., Ltd., and all rights to the content belong to us. Please refrain from any use beyond the scope permitted by law (copying, unauthorized reproduction, etc.).
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