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KEY MESSAGE P

"  Through the merger of the former Matsukiyo and Cocokara, your company has achieved the
No. | position in the drugstore industry, both in name and reality, where economies of scale
are at work.

= Despite this, the stock market valuation is lackluster. What are your company’s strengths?
What is the push? How do we show it? It is essential to differentiate materials and attitude
from those of other companies in the industry.

" The next phase of integration will unfold between listed companies. The higher your stock
price is, the more advantageous position you will get in.

= Now is the best time to lead the industry, integrating best-in-class IR and capital market
measures of blue-chip companies including other industries.

Stronger push to become

“Asia’s No. | health and beauty company”



UNDERVALUED IN THE INDUSTRY P

= Though market capitalization is within the Top 3, still in undervalued.

= Capital efficiency sits in the lowest, and "market participants” do not believe in the 7% OPM target.

Revenue OPM Equity Market Cap ROA ROE PER pgr PDividend

(Yen bn) Ratio (Yen bn) Yield
3088 MatsukiyoCocokara 556.9 5.7% 71.0% 615.8 ' 6.0% 9.5% 14.2x 1.3x ' 1.6%
3141 Welcia 949.7 4.5% 44.6% 634.7 6.8% 16.4% 23.5x 3.3x 1.0%
3349 COSMOS 726.4 4.6% 52.0% 643.9 8.2% 17.2% 25.8x 3.6x 0.5%
3391 Tsuruha 919.3 5.3% 53.6% 455.4 5.5% 12.0% 16.1x 1.8x 1.8%
7649 Sugi 602.5 5.6% 62.9% 404.3 6.4% [1.1%  22.1x 1.9x 1.2%
9989 Sundrug 634.3 5.9% 67.0% 360.1 8.5% 12.7%  14.0x 1.7x 2.3%
Peer Average 766.4 5.2% 56.0% 499.7 < 70% 139%  203x 2.4x - 1.4%
Peer Median 726.4 53% 53.6% 4554 6.8% 127%  22.1x 1.9x ‘_ 1.2%

....................................

Less than PER 25x does not assure ACCRETIVE acquisition!

In addition, according to the formula... ] ;
Theoretical Implied . _
1 cost of capital® growth rate #1 in the industry

PER P seen as negative

= ——— 14 5.4% -1.7%
Cost of Equity — PGR s | | growth...
25x 5.4% L +1.4%

1. market information is as of 3/2/2022 2. PL information is actual results for the previous fiscal year 3. BS information is recent quarterly results 4. sales and dividend is company forecast 5. MK = former Matsukiyo, MC = Matsukiyo Cocokara

6. zero debt cost due to net cash, risk free rate 1.0%, Beta 0.74, equity market risk premium 6.0%.



SUGGESTIONS FOR IMPROVING IR MATERIALS "

Listed high priorities that needed improvement. True intrinsic value can be conveyed more effectively
with some ingenuity.

Need of improvement |deal picture

* Better to show what will change as a result of the integration and
what synergies will be realized, even if it cannot be quantified, a
qualitative explanation/story is acceptable.A timeline is even better

* Even if you can't reveal everything now, show a single picture of
when and what you are going to do

* Roadmap towards integration and synergy
realization

* No problem with separate financials and KPIs, and if so, clearly
* Matsukiyo and Cocokara are separated guide sections
* Appeal a sense of unity as an integrated company

* Integrate the IR teams to combine the best practice of each

¢ Cocokara-style is more organized and effective oA ERTTEE

* Emphasize the benefits of having Cocokara's customer base on the
* Weak push of unique strength PB and One to One marketing platform, which are Matsukiyo's
strengths, as well as economies of scale in terms of procurement

* Introduction of DOE, based on less volatile business characteristics,
use of cash, BS management... etc., refer to advanced examples in
other industries

* Presentation of BS Management and Shareholder
Returns



ROADMAP TOWARDS INTEGRATION (1)

PATH

= [ntegration roadmap (timing and items to be accomplished) should be clearly stated to give investors an
idea of the timing. Undetermined items can be updated in each earnings call.

Image of achieving management targets

We aim to achieve our management targets based on the two axes of
group growth and the realization of the federation concept.

Group Management Targets for the Fiscal Year Ending March 31, 2026

The Group aims to achieve the following sales and profits in order to
become Asia's No.1 drugstore and establish a leading position in the

health and beauty fields.
1 5 - Federations
. trillion yen

Group net sales
(M&As and new alliances)

Operating profit margin 7 .0%

L " 220377 1>
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Management integration with “Matsumotokiyoshi Holdings, Inc”

Make synergies from business integration realized

» Synergy effects through unification MD after capital alliance

3 Annualized profit improvement of approx. 8 billion yen by integration
Copyright 2021 Mats

» Improve operating income by ¥ 30 billion in three years after
the integration

Synergistic profits at ¥ 20 billion in total

Cocokara
Synergy from
MD
[ Oct. 2021 Integration ]

integrate
integration ¥ 20 billion synergy in total
Three years ¥ 30 billion synergy in total

Group Food Strategy (Building a Common Group Infrastructure)

Phase 2: Construction of a common infrastructure
(from May 2021)

F Seven &iHD

Phase 3: Expansion of joint procurement functions

Common infrastructure management subsidiary
B Ito-Yokado E York

Central kitchen [ Process center [ Joint procurement
(direct imports)

Common infrastructure management subsidiary

E Central kitchen J§ Process center

Ko
sharng @

Deli, bakery Fresh food, meal kits Groceries, etc.

(York Benimaru)
I Distribution center I Distribution center
Product supply’ Product supply
Metropolitan area stores / online supermarkets CVs Metropolitan area stores / online supermarkets | Affiliated

@ :;0-’::: E E n companies

Realizing a high-quality and efficient product supply
system by building a common infrastructure for the Group

Copyright (C) 2021 Seven & i Holdings Co., Ltd. Al Rights Reserved

A tr-3nF- "

Rk ] | "
Two central kitchens and two process centers
scheduled to start operations from FY2026

a
- 42
[ Y

37

Copyright 2021 cocokarafine Inc. All Rights Reserved. 10




ROADMAP TOWARDS INTEGRATION (2) Wons

= Expansion of the store network is one of the obvious advantages after the integration of two brands.
Strategy can be vividly visualized by two-color plotting on remarkable areas alone.

= Stronger in urban areas — revolving (not sticky) customer base — unique strength in digital marketing
makes the difference... more appealing equity story.

Balance of power diagram in
convenience store

Stores by area, customer contact points, and PB product sales

Stores by area Customer contact points

G I
§up5§9 . Total 10759 million (As of Sep. 30,2021)
stores in Japan

(As of Sep. 30, 2021 ) lokkaidd : Total  Matsumotokiyoshi
7""*“ (Million) Holdings In
Total 107.58 8275 2484
I [Membership card 4482 315 1332
[LINE account
"._ Inumber of friends 2561 2198 363
S'l‘ukoku Hohllikll '. IApplication DL 239 197 42
238 IDigital membership 1192 837 355 - g - -
" [overseasSNS 134 12 014 o) = = e
yushu ~ Exbansion of Ratwork Bank of Yokohama Higashi-Nippon Bank
Oldnawa L EXpansion ot network /| Strengthen consulting senvices to high net Strengthen sales efforts to small- and
302 . Open to further expansion of network in the future /| worth individuals mainly in central Tokyo [~ | medium-sized enterprises mainly in
3 8
*(‘!ﬁg PB prod uct sales o | f and Tokyo's Jonan and Tama areas central Tokyo
.,’ < ——— “ branch) (
‘ -, . | Gunma
r (Six months ended Sep. 30, 2021) Goanches) L 7
Kansai Kanto 1 Former Matsumotokiyoshi Holdings < J bz o (13 'Ef;ﬁchgs‘l
688 1,399 Sales composition ratio of PB products: 12.0 % W (5%?;:«;?125) b\

Number of SUKs for PB products 1,782

Total of three major 2 416 1 Former cocokarafine Inc.
metropolitan areas stores 10.1 %
Sales composition ratio of PB products A%

Kanagawa
‘(189 branches) {

Copyright 2021 MatsukiyoCocokara & Co. All rights Reserved. 41 '\\ .’

* The number of branches is the sum of the'two banks’ branches | {Existing brancnes)n Bank of Yokohama ® Higashi-Nippon Bank

as of August 31, 2015.




DIVIDED MATSUKIYO AND COCOKARA P

= Lay out |) company-wide results and strategy 2) aggregated KPIs of Matsukiyo and Cocokara 3)
separated strategy of two different brands in more easy-to-understand manner.

Entire Advertising Revenue _
Management summery for First Half / Management policies for Second Half PR3 PR 6 . 153.4 billion yen (+64.2% oY) due to the integration of LINE
Summary for First Half Results of former cocokarafinelnc._ P 7 ~P9 andjrscovery in‘advertiser demand
" o Growth rate (YoY)
. . Entire advertising related sales revenue .
Operating results for First Half / Forecasts for FY2021 P10 ~ P21 in‘the entire advertising related salesirevenue
¥ 100 million
1355 1389 1333 e
Management summery for First Half ome: matsunotoiyosni oiings) 46
420
TP Although sales hit a high hurdle due to the reactionary decline in demand for COVID-19 in the
sales previous year, sales recovered mainly in urban stores, thanks in part to a recovery trend in traffic +34.1%
flow in downtown areas. +29.8%
LU L profit increased due to cost control, strengthening of PB products, and efforts to create synergies. +24.7% +26.0% "
profits +21.3%
. [ Monthly sales Yov ] T Hotal i H10% +9.6%
59 o—0 Allstores  : +1.4% 6.7%
4.4
3.4 Same stores : (1.2%)
4 Q320 Q420 Qr21 Q221 Q321 Q320 Q420 Qr21 Q221 Q321
- «  Yahoo advertise (ex " LINEadvertise & cntre &= Yahoo azi;lsgtise x| NEadvertise
0 16 Summary of First Half Results (Former cocokarafine Inc.) =" MatsukiyoCocokara&Co. -
® @ Same stores struggled due to the prolonged impact of COVID-19. User data base | emie
Apr. - - .
® Net salfas decreasefi !ny approximately '10 b'”mr" yen due to the 'mpe_“:t of Numbers of logged-in Yahoo user IDs per month Numbers of logged-in LINE user IDs per month
High temperature = Reco approximately 14 billion yen decrease in sales in the wholesale business.
Declaration of f . .
Iﬁ . Net sales in the core drugstore and pharmacy business were 102.1% of mien mien
year on year due to M&As and new store openings in the pharmacy
Copyright 2021 MatsukiyoCocokara business. Global M; 90as of Dec. 2021

511 527 519 %5 547 167 169 171 173 1Z4

@ Gross profit margin improved by 3.8 points.

* Gross profit margin in the drugstore business improved by 1.2 points.

* Improvement in the profit mix due to a lower sales mix in the wholesale n
business and an higher sales mix in the dispensing business H H H H I

@ Reduction of SG&A expenses by approximately 2.1 billion yen compared
to the plan by improving store operation efficiency and controlling Q320 Q420 Qr21 Q221 Q321 Q320 Q420 Qr21 Q221 Q321
expenses within COVID-19 s e m e [

Copyright 2021 MatsukiyoCocokara & Co. All rights Reserved. 8 1. THHEEE SO RIS E1-F-HOAT 46




MORE ORGANIZED EYE-CATCH
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= Matsutsukiyo-style? has dynamic features, but somewhat difficult to see as a way of presenting data points.

Sales of digital sales promotion and cost of analog sales promotion = MatsukiyoCocokara&Co. = = L= L3 20214381
S s | BERLECEARSEOES | | mme
L . . . BITYBR-H7" 4" ]
ISaIehs °ff d'g;‘tiisilii;(;gq‘?t'ﬁn arle |n_creasmgdyzar by year. Sales of digital sales promotion aF ! Hor-3-18)
t:;cneli:')sﬂ; yiy o , it has also increased by more — EEE e P ——— ) —
o YOY. - [ 5 ~I2+43h @ih-h2
140 (B%M) ERELS e AR oy Eairomm | 419
. % over YoY #7379
Cost of analog sales promotion L
9 P ) 70,000 2020%3A1 4 400
] CO](-(ZeVslneln(. (&ﬂﬂ!ﬂ]
Paper promotion cost: [ ] % | ERER
o, — 65,000 20194388 WIS b 70,165
15% decrease FY2020 201663AM R AREEE A% 350
q q L | aES) ®WIAIR
in 5 periods + 35 biionyen\ ¥135 bitlion 60,000 HEEER WNEIR
WS =PIARER
Cocokrafine Inc. 55,000 | |[(EMREBERORE] i
Y2019 : ] ’ AZXSVROBARR 271 300
28 i = ¥53.6 vition RS YA N DEHIER
+28 vitionyen ( ¥100 bittion 50,000 P s
Growth Model Originating from IP Cultivation @ KADOKAWA
+22 billionyen /- FY2018 45,000
+10 bil ¥72 billion = Increase customers with media mix and global rollout while pr ting DX in all ts of IP
SRR ko017 development, production, advertising, distribution and sales promotion to improve the added-
V2016 ¥50 billion value of IPs.
¥40 billion Private brands and new business models S MatsukiyoCocokara Co. |
»
The company has been promoting the development of private brands and specialized business formats.
Copyright 2021 MatsukiyoCocokara & Co. All rights | |y the first half of FY2021, the ratio of private brand sales to total sales reached 12%, an improvement

from the same period last year.

MbhedyET MBS,
55 sLs e,

PB product sales composition ratio
in 1H FY2021

HesthCare Lounge

he prescptons

+ 2 stores YoY

IP cultivation

[ 1

Cocokrafine Inc.
1 2 n 0 % = o ) .
b 1 ! ! :l A B e || oreae i [ [ pomrcve, | | pubtcaton || animation [ [ Game MD Asia o
+0. 7pt YoY  +2.4ptYoy
J*WB u kIyO LAB Improvement of information i e and DX of pi and sales
\\ - " (BEC, DOT, etc.)
— stores D of works in (social media and other platforms including the

internet and video), diversification of revenue sources (conversion to E-books, vertically
scrolling comics, etc.), and use of digital marketing

Strengthening of human resources for in-house IP development,

and

and ion of pi

y and

development of UGC creators

Copyright 2021 MatsukiyoCocokara & Co. All rights Reserved. 30




HIBIKI

UNIQUE POINTS OF DIFFERENTIATION

=  Further promotion of data-driven merchandising, digital transformation, and |-to-| marketing as
strengths that are ahead of other drugstores, and can show even higher potential for growth.

= Unique strengths such as reduced flyer costs through LINE digital membership, targeted advertising, and
use of customer data are points that could be more appealing.

Membership size and composition = MatsukiyoCocokaraCo.

The growth rate of digital members is higher than card members.
The increase in the composition of digital members has led to an increase in the unit purchase price.

Total number of contact points for Cocokrafine Inc.
L -
members 82.75 Million asof the end of sep. 2021 : » m
Point card members l Yahoo and Line created New EC (020) | commerce |
3 5 1 0 6 % YoY Expand service-related transaction volume by strengthening customer attraction and reservations
b YO
® wF million through the use of LINE
Cocokrafine Inc. ® Digital members composition is
: : 13.25miion increasing Send customers from LINE
’V ® The purchase amount increases to a\flil_!e range of . Communication Y! Media !!_E Map a = Pay
L about 110% when the point card caBis
D|J|t3| members / member becomes a digital member ‘ ‘ ‘ ‘
. . .. . Travel Food and Drink Delivery
National brand marketing (advertising business) S MatsukiyoCocokaraa.Co.
YAHQO! 03 LINE PLACE
The company is engaged in the ad serving business for maker brands. YAHOOI s~y EmL ~ Demaecan
Both the number of transactions and sales have been growing steadily, resulting in a Make full use of Al ) ’ = . -
high rate of return. + Matcingaccracy
improvement —@ ECICY] POI I Review I Menu I Payment I
+ Dynamic pricing
Copyright 2021 1 gthen the product i 8then p! ineups through Reinforce last mile delivery b
1H FY2021 e e scomamic e 0 e s ol e delerysaf from Dermasan
Number of 1 f f
ST I transactions % YoY Increasein take rate
st due toincreasein Hotel/ Ryokan Izakaya/ Restaurant/ Fast food/ Delivery
own inventory

/ /™ 1069%w

Operating profit
margin 6 0 % YoY

29

Copyright 2021 MatsukiyoCocokara & Co. All rights Reserved.




HIBIKI

BS MANAGEMENT, SHAREHOLDER RETURN (1)

" Instead of the current fixed dividend, more flexible and diversified return policy, including share buybacks
and DOE, as well as a clear statement of cash allocation are welcome.

a- HOSOKAWA MICRON CORPORATION
Cash Allocation
+-Covering repayment of interest-bearing liability and return of profit to shareholders with
operating C/F in the period of intermediate-term business plan.
+Aiming 30% of payout ratio to achieve stable dividend.
Dividends plan 00
Acquiring for -
.. the next 3 years —
Dividends per share trend (yen) Annual total () oo For Dividend
and Treasury
7 O Stock
Fiscal 200 =
year-end
35 Cash balance as = Cash balance as of
of FY2021 FY2024
100 = Operating
Reinforce management foundation 21
(Promote BS management)
Second N j EBITDA generated by a growth in semiconductor materials will be used
i d for capital investment to prepare for demand growth in the semiconductor market
CfEmErEm and also flexibly allocate to shareholder returns after making sufficient growth
35 35 3 5 investments.
25 30 3-year cash flow plan (image)
Increase in working capital
/ Income taxes paid. etc.
Raised DOE
FY2017 FY201 FY2i
017(a) 018(a) 019(a) FY2020(a) FY2021(f) from 3.5% to around 4.0%
1071:9 year-end dividend for fiscal year ending March 31, 2022 will be the dividend per share if approved by the 15th Ordinary General Meeting of Shareholders. Cumulative Long-run R&D-driven company
sof January 1, , one common share was splitinto two shares. o N
ZS.ADividJends p‘:\cl)rftl))t:e end of the second quart:r;fl;elﬁscalyearended March 31,2018 don the ion that the above stock split nducted. EBITDA Gro\z:od:\éegg%ents i(rl;\?:sr;f\:le(:lft?:v;:nﬂsalxisa;ei:él —
Approx. 100.0 billion'yen or' more IP, climate change response, and
Copyright 2021 MatsukiyoCocokara & Co. All rights Reserved. 21 billion yen M&As.)
inv(é‘:?rflzlnts Expand production bases to
prepare for expansion of
(Base) semiconductor market and stable
45.0 billion yen supply of high-quality products

BS adjustments

tok © 2022 TOKYO OHKA KOGYO CO., LTD.
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BS MANAGEMENT, SHAREHOLDER RETURN (2) H

=  The chart below shows Apple's total number of shares outstanding. Both EPS and PER have increased
(see Appendix 2 - slide 27~ for details).

From: 12/31/2009 To: 01/01/2022 Zoom: 1Y 2y 3y | sy [All |

2010 2012 2014 2016 2018 2020

Quarterly Shares Outstanding



REFERENCE SLIDE EXAMPLES

APPENDIX |




HIBIKI

GROUP STRATEGY ILLUSTRATED BY PHASE

&4
SEVEN K1 HOLDINGS

Group Food Strategy (Building a Common Group Infrastructure) &

Phase 2: Construction of a common infrastructure ) : - .
Phase 3: Expansion of joint procurement functions
(from May 2021)

’fv’é Seven & i HD
l

Common infrastructure management subsidiary

Joint procurement

’E Ito-Yokado ’ E York

Central kitchen Process center
(direct imports)

Common infrastructure management subsidiary

Deli, bakery Fresh food, meal kits ‘ Groceries, efc.

Central kitchen § Process center

Know-how

sharing .
(York Benimaru)
I Distribution center I Distribution center
Product supply Product supply
Metropolitan area stores / online supermarkets Cvs Metropolitan area stores / online supermarkets || Affiliated
(4 A+-3-NnF- e 4 Lof-30F " .
Reb2=] i 4 4 n L.J oz o4 4 companies

Two central kitchens and two process centers Realizing a high-quality and efficient product supply

scheduled to start operations from FY2026

system by building a common infrastructure for the Group

Copyright (C) 2021 Seven & i Holdings Co., Ltd. All Rights Reserved. 37

https://www.7andi.com/enlir/file/librarylks/pdfi2021 _07kse_01.pdf



https://www.7andi.com/en/ir/file/library/ks/pdf/2021_07kse_01.pdf

MAPPING BALANCE OF POWER WITH COMPETITORS ‘HIB““

Balance of power diagram in
convenience store

https://twitter.com/Shinagawa|P/status/ 140331 16377763962927s=208&t=023GRuC8mIIEZWOY6Rrn2w

Family mart
Seven eleven
Lawson
Seiko mart
I Daily Yamazaki
Poplar
7% Mini stop
Il (others)

@ShinagawaJP



https://twitter.com/ShinagawaJP/status/1403311637776396292?s=20&t=O23GRuC8mlIEZW0Y6Rrn2w
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ILLUSTRATION OF COMBINED BRANCH NETWORK I SVisons

Expansion of network

Open to further expansion of network in the future
< :

Tochigi
S (1 branch)
/(3 branches) v
Py e lbaraki |
= = (13 branches)
| Saitama = Y

~ (5 branches)

-3 e

Bank of Yokohama

Strengthen consulting services to high net

worth individuals mainly in central Tokyo
and Tokyo's Jonan and Tama areas

Tokyo ; Chiba
R ¢ (3 branches) R
ity

Kanagawa
(189 branches)

* The number of branches is the sum of the-{wo banks' branches

as of August 31, 2015.

| {Existing branches)n Bank of Yokohama ¢ Higashi-Nippon Bank

Higashi-Nippon Bank
Strengthen sales efforts to small- and
medium-sized enterprises mainly in
central Tokyo

https:/Iwww.sec.gov/Archives/edgar/datal/ 1 622 143/000094787 115000631 /ss450105 425.htm



https://www.sec.gov/Archives/edgar/data/1622143/000094787115000631/ss450105_425.htm

EASY-TO-READ INDICATORS BY SERVICE LINE W

B Whole Group — Total Advertising Revenue

+ |In addition to the impact of LINE integration, recovery in advertisers’ demand, etc., drove revenue to JPY153.4 B

(YoY +64.2%).

Group Total Advertising Revenue

(JPY B)
153.4
135.5 138.9 133.3 139.9
42'0 41 .6
102.4
Q3'20 Q4'20 Q1'21 Q2'21 Q3'21

® Yahoo Japan Ad Business = | INE Ad Business

(Pre-Integration ZHD Ad Business)

Group Total Advertising Revenue — YoY Growth Rate

Comparison with revenue +68.4%

0,
excl. LINE ad business +67.0%

+ 0,
. 64.2%

—o

+24.7% +26.0%
o +21.3%

+14.5%

0,
+6.7% —— +9'.6A
Q3'20 Q4'20 Q121 Q2'21 Q3'21

=@ Total
=&- Yahoo Japan Ad Business (Pre-Integration ZHD Ad Business)
-@- LINE Ad Business

https://www.z-holdings.co.jb/jalir/presentations/earnings/main/02/teaserltems | /0/linkList/0 | /link/jp202 | g3_presentation.pdf



https://www.z-holdings.co.jp/ja/ir/presentations/earnings/main/02/teaserItems1/0/linkList/01/link/jp2021q3_presentation.pdf

EASY-TO-READ INDICATORS BY SERVICE LINE Wb

B UserBase
Yahoo Japan - Number of Monthly Logged-in User IDs LINE - Monthly Active Users
(Million) (Million)
December 2021 Global MAU' : 190
51.1 . 10 9
12 11 L
Q3'20 Q4'20 Q121 Q221 Q321 Q3'20 Q4'20 Q121 Q221 Q321

m Japan = Taiwan Thailand Indonesia

https://www.z-holdings.co.jb/jalir/presentations/earnings/main/02/teaserltems | /0/linkList/0 | /link/jp202 | g3_presentation.pdf



https://www.z-holdings.co.jp/ja/ir/presentations/earnings/main/02/teaserItems1/0/linkList/01/link/jp2021q3_presentation.pdf
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WELL ORGANIZED COCOKALA MATERIALS ‘

AREEDSEME L 3an3701> |
4
— 20214371
ARISE LS & SARIBL S DR (R ERE)
&RV 400" A
85 Hor-3-88
itE (ammuyoagi_bx -
(BBM) 1 m@ERstE - B i Baorm | 419 o
&I7-37Y9)
70,000 + 28;%?,35”1 ' " 1 400
65,000 |- 20194381 ::";ngﬁ 70.165
za;;i::gm €7 329:105)) EEERE 31 ’ J 350
w4
60,000 - BEERR ::.'J\El:ltlgﬁ \//
W —PIAAEAR
55,000 | |(#RERERORE] \ \\292/ 1 300
1 A=V RODBHER P
wWW A DDERIER ?71 |
50,000 | N ! 64,267
234 99, 1 250
45,000 | e SIS
LSW. POSps  f8894 |
P ad A P P P b
10“6’&3 '),0\6'&3 10‘\1&3 10\%'&3 7_0‘\963 7,010'&3 101\6:5
\_ _J

https://www.matsukiyococokara.comlir/library/briefing/archive/cocokaral/pdfimaterials 2021 4q.pdf



https://www.matsukiyococokara.com/ir/library/briefing/archive/cocokara/pdf/materials_2021_4q.pdf

WELL ORGANIZED COCOKALA MATERIALS HH

IT2EMA U R REEQ £:33n97res )

FLHENRA > PY—EADEA  SHERRBEHBENDHE

cBERLIMHD—FR (20194108) (i %) YPARICHDDIF v S 1L ARBELRERS
50.0
- dR1> b (2020478) 1
] -
s [ OLSy b - BFIR—5 ]
20.0
24.5 21.6 21.7
17.9 18.1 14.9
00 BE O [0055557n—Ricss
' TURA KH— RRELE
0.0 3.8
® B B B D B B
r&“’Q 655@ &“’@ vs?’@ r&“? e?@ vs?’@

ECIBABmDIETHZZ(THD Y —EXDMRIETHIEKX

2020478 2021438 MY E%Méiuiaw
2E1,00058 . BENEPISEHRERD ] e
BUE(CHtEX sisEshl 1,334580c /(L] T

https://www.matsukiyococokara.comlir/library/briefing/archive/cocokaral/pdfimaterials 2021 4q.pdf



https://www.matsukiyococokara.com/ir/library/briefing/archive/cocokara/pdf/materials_2021_4q.pdf

AT A GLANCE DIGITAL PLATFORM AND STRATEGY ‘HIB““

Commerce Business

Popularize new purchase experience using LINE, develop into future growth
driver of transaction value

Traffic referral from a wide . o . j LINE
range of sources of actions L Communication Y.' Media = Payment

¥ ¥ ¥ ¥

I Brand new EC (020) from Yahoo! JAPAN and LINE

CiS )

b
=
<

Travel Dining Delivery
YaHQOILoco  LINE PLACE
YAHQO!Travel G (o - Demaecan
V.com/restaurant (lkyu)

Thorough use of Al

| improvematching ——o ILCEVIENN POl | | Menu |
accuracy

* Dynamic pricing Strengthen line-up Strengthen line-up through linkage

of sales force & data Strengthen last mile delivery

Strengthen customer attraction « ot
(“Demae-can” delivery persons)

using group ecosystem Promote reservations leveraging LINE

L L L

!mprove' taks rat.e by . Hotels, inns, etc. Japanese pub/restaurant/fast food/delivery specialty stores, etc.
increasing own inventories

https://www.z-holdings.co.jp/enlir/202 1 030 | bisb/main/02/teaserltems | /0 | /linkList/0/link/en202 | business_integration.pdf

20
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MID-TERM CASH ALLOCATION PLAN ‘HK

% HOSOKAWA /ICRON CORPORATION

Cash Allocation

+Covering repayment of interest-bearing liability and return of profit to shareholders with
operating C/F in the period of intermediate-term business plan.

+Aiming 30% of payout ratio to achieve stable dividend.

o0 -For Interest-Bearing
s | Liability
Acquiring for -
the next 3 years e
oo Investment For Dividend
in PPE and Treasury
127 Stock

-For M&A

200

4

= Cash balance as of
FY2024

Cash balance as =
of FY2021

100

Operating
funds
150

Operating

funds
130

0

https:/Iwww.hosokawamicron.co.jp/enl/irlmanagement/mtp.html

21


https://www.hosokawamicron.co.jp/en/ir/management/mtp.html

HIBIKI

COMMITTED TO CASHALLOCATION + DOE

Reinforce management foundation 74
(Promote BS management)

EBITDA generated by a growth in semiconductor materials will be used
for capital investment to prepare for demand growth in the semiconductor market
and also flexibly allocate to shareholder returns after making sufficient growth
investments.

3-year cash flow plan (image)

Increase in working capital
/ Income taxes paid. etc.
Raised DOE

from 3.5% to around 4.0%

Long-run R&D-driven company

Cumulative .
EBITDA Growth investments (Launch of new businesses,
_Around 20.0 investment in human capital and
Approx. 100.0 Billiohyen'orTriore IP, climate change response, and
billion yen M&As.)
ital ;
Capita Expand production bases to

investments
(GEES)
45.0 billion yen

BS adjustments

tok

https:/Iwww.tok.co.jp/eng/content/download/7300/10807 | [file/laccount 2112 3 en.pdf

prepare for expansion of
semiconductor market and stable
supply of high-quality products

© 2022 TOKYO OHKA KOGYO CO., LTD.


https://www.tok.co.jp/eng/content/download/7300/108071/file/account_2112_3_en.pdf

CLEAR POST-MERGER MANAGEMENT TEAM COMPOSITION

| New management structure (including outside directors)

HIBIKI
PATH
ADVISORS

Management team that will strongly drive this business integration

President and
Representative
Director
Co-CEO

Kentaro Kawabe

Lead product
strategies

Director

Group Chief Product
Officer

Jungho Shin

Drive various business
growth & enhance
brand value

Director
Senior Managing
Corporate Officer

New appointment

Jun Masuda

Accelerate synergy

Co-CEO
Takeshi ldezawa

creation YAHOO!
Representative JAPAN
Director 33 °/o

Independent

outside

33%

Composition
of directors

Independent
YAaHoOO!
- JAPAN outside
0,
30% 40%

Composition
of directors

(9 in total) ' (10 in total)

Director -

Senior Managing SoftBank 33% LINE 30%

Corporate Officer

Takao Ozawa
Independent Outside Director, Independent Outside Director,
Full-time Audit and - Audit and Supervisory
Supervisory : Committee Member
Committee Member § N

" New Maiko Hasumi

Director Yoshio Usumi appointment

Senior Managing

Corporate Officer Independent Outside Director, Independent Outside Director,

Group Chief Synergy Audit and Supervisory Audit and Supervisory

Officer Committee Member Committee Member

Taku Oketani New Tadashi Kunihiro New Rehito Hatoyama

appointment

https://www.z-holdings.co.jp/enlir/202 1 030 | bisb/main/02/teaserltems | /0 | /linkList/O/link/en202 | business _integration.pdf

appointment
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(BAD EXAMPLE) MIXTURE OF CHARTS, LETTERS,AND NUMBERS

HIBIKI
PATH
ADVISORS

E-book Business — Current Status and Measures for the Year Ending March 201%"'7‘]7

KAWA d W AN GO

The Group’s IP Strategy: Strengthening Creation and Cultivation/18/17

KADOKAWA dwango

I Mechanisms for Creating and Cultivating IP

Page views: 32 million
Unique users:
1.05 million

KADOKAWA
Official Site
Page views:

1.08 million
Unique users: 470,000

Kadokawa e-book
business revenue fo
fiscal year ended March
2018

¥22.8 billion

(108% year-on-year)

500,000 titles

d

Year-on-year Revenue

102.3% &+

*Walker

[ Started December 201§

Joint venture with NTT
DOCOMO for unlimited
magazine reading. 3
milion members
(including free)

Unlimited reading service
focused on manga
magazines. 28 companies
and 87 magazines take
part.

Taiwan
BOOK#*WALKER

Year-on-year Revenue

308.5% &

BOOK*WALKER
Global

Year-on-year Revenue

444.5% 0

Traditional Chinese e-
book store started in
February 2016. Run
locally.

English e-book store
started in September
2015. Sales rising rapidly,
primarily through graphic
novels

92.6%

* Temporarily impacted
by BW integration

Book Meter

Page views: 30 million
Unique users:
3 million

Fiscal Year ending March 2019

The Dwango e-book business

will be folded into Book Walker,
for

streamlining &
revenue
maximization

KADOKAWA Book Walker (BW) Made into Trista L - -
Customer subsidiary as of Publication ‘ Video and Game ‘ ‘ Web Services
Referrals, April 1, 2018
ComicWalker BOOK * WALKER External Sales niconico Manga
(MC Salos Acerey) i 9 Baka, Inc. (February 2018)
= age views:
PEQEU‘:";"‘EUS;JS""“'J" Year-on-year Revenue || Year-on-year Revenue T 350 milhonl = Studio Chizu LLP (Joined Feb. 2018)
isers: 0, nique users: 1.
1.48 million 117.4% 1+ 115.1% 1 million Animation Production Company
s (April 2018)
E-book store with 1,000 commissioning to 26 ot
Kaku Yomu companies including stores including Amazon, niconico Book Kadokawa Architecture Co., Ltd.
:ntasr;‘sseai,s:aru;gr‘zkukan :5 s:f (Bocks ud Rakites Year-on-year revenue (April 2018) !

Shanghai Kadokawa (april 2018)

m jJ/} ] 2\ (February 2016)

Engage Princess (Planned for Summer 2018)

I Baka, Inc.

+ In a joint venture company with khara, Inc., which boasts a dominant
strength in animation, we secure secondary usage rights to the works of
individual creators to accelerate IP creation.

I Kadokawa Architecture Co., Ltd.

+ A joint venture to operate new content from C2 Praparat Inc. and run a
platform business and the Kantai Collection business on a joint basis with C2
Praparat Inc., which runs the Kantai Collection online game

+ By engaging in partnered operation of the platform business by way of a
joint venture company, earnings can be secured from the online game itself.

| @mArr=a

+ Completely free web-novel posting website allowing users to read, write and
recommend novels

+ KADOKAWA Corp. began operating the site in February 2016.

+ The site has approximately 203,000 members and some 86,505 works and
1,155,163 episodes have been released on the site (as of March 31, 2018).

| studio Chizu LLP

+ A dynamic organization made up of a small number of partners
including KADOKAWA Corp., which operates differently from a
conventional film production committee

I Animation Production Company
« Under the Group umbrella from April 2018

I Shanghai Kadokawa

+ Seeking to expand its business in the giant market of China, the company is
developing IP original drafts and original works, which are not subject to
restrictions on foreign i and is ing an expanded media mix
in China.

« The company is a wholly owned subsidiary of Kadokawa holdings Asia Ltd.,
the regional company of KADOKAWA Corp. in China.

I Engage Princess
+ A completely original PC browser game presented by Dengeki Bunko
(KADOKAWA Corp.) and niconico.

« The project is a collaboration between the two companies to celebrate the
25th anniversary of Dengeki Bunko.

Source: Kadokawa FY2018/3 Full Year Financial Results
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(GOOD EXAMPLE) SHOW BIG PICTUREWITH GRAPHIC IMAGE ADVISORS

Growth Model Originating from IP Cultivation @ KADOKAWA

= Increase customers with media mix and global rollout while promoting DX in all aspects of IP
development, production, advertising, distribution and sales promotion to improve the added-
value of IPs.

: atio X Media mix )@ Global rollout

I |

Europe
Expa.nd new Improya hit Improye. Publication Animation Game MD Asia North South
IP items ratio productivity America America

etc

Improvement of information infrastructure and DX of production and sales

(BEC, DOT, etc.)

Development of works in communities (social media and other platforms including the
,,,,,,,,,, internet and video), diversification of revenue sources (conversion to E-books, vertically
scrolling comics, etc.), and use of digital marketing

Strengthening of human resources for in-house IP development,
------------ attraction and retention of production companies, and discovery and
development of UGC creators

Source: Kadokawa FY2021/3 Full Year Financial Results




BS MANAGEMENT OF APPLE, INC.

APPENDIX 2




EYE-OPENING TABLE FOR APPLE'S SHAREHOLDERS A~

Apple Return of Capital and Net Cash Position

$ in Billions Buyback Net Cash
Accelerated Dividends ST
Open Share and Net Share Capital : ) o

Fiscal Periods Market Repurchase Total  Equivalents  Settlement : Returned : Cash Debt~ :Net Cash
FY"12 - FY"17 $98.0 $680  $166.0 $60.7 $72 $2339 : $269 $116 | $153
FY'18 $68.1 $50  $731 $13.7 $25 $89.3 :  $237 sia i $123
FY'19 $56.1 $120  $671 $14.1 $238 $840 1  $206  $108 $98
Q120 $10.0 $100  $200 $35 $14 $249 1 $207  $108 i  $99
Q2'20 $18.5 $18.5 $3.4 $0.2 $221 $193 $110 i $83
Q3'20 $10.0 $6.0 $16.0 $3.7 $17 ° $213 $194 $13 i 881
Q4'20 $18.0 $18.0 $35 $0.4 $219 : $192 $12 1 $79
Q121 $24.0 $24.0 $3.6 $29 : $305 ° $196 $112 :  $84
Q221 $19.0 $19.0 $3.4 $0.3 $227 1 $204  $122:  $83
Total Return through Q2'21  $3207  $101.0  $4217 $100.6 $19.4 °  $5507

. .
................................

basic guideline since 2018: Net Cash Neutral

Source: Q221 Return of Capital Timeline (g4cdn.com)



https://s2.q4cdn.com/470004039/files/doc_downloads/2021/05/Q2%2721-Return-of-Capital-Timeline.pdf

APPLE’'S BUYBACK IMPROVES VALUATION N

(million shares) (times)
27,000 mmm Total number of shares issued (left axis) —PER (right axis) 40
25,000

32
23,000
21,000 24
19,000

16
17,000
15,000 8

(USD)
20.0% Equity ratio (left axis) EPS (right axis) o0
—Equity rat t —_— t

20.0% quity ratio (left axis right axis
60.0% >0
50.0% 4.0
40.0%

30.0% >¢ 3.0
20.0% /\ \
10.0%
0.0% 1.0
Sep-12 Sep-13 Sep-14 Sep-15 Sep-16 Sep-17 Sep-18 Sep-19 Sep-20 Sep-21

*Compiled by Hibiki from Bloomberg



VALUATION IMPROVEMENT OF CVS, INC.

APPENDIX 3




TRENDS IN PCFR CVSVS WBA

ADVISORS

CVS Health PCFR Band WBA PCFR Band

3 6M 1y 2 S5y 10¥ 34 eM 1¥ 2y 5¢  10Y
Valuation Metric Bands 12M Fwd Implied Price @ Valuation Metric Bands 12M Fwd Implied Price @

Metric Current S5Y Avg Band (x) Avg+x Avg-x Est (USD) 5Y Avg Avg+x Avg- Metric Current 5Y Avg Band (x) Avg+x Est (USD) Avg+x Avg-x
103.6( 103.60 | Current Price 46.99 46.99
103.71 120.53 86.¢ LTM P/E 8.6x A 17.3x 9.9x 68. 87.20 49.85
y. LTM P/BV 1.5x 2.7x 100.64 63.51

O |LTM P/CF 7.4x o ! 9.4x 64.55 42.54

M P/S Sx S ? 1123 65.08 LTM P/S 0.3x 0.6x 100.67 38.65
Price Bands Based On LTM P/CF Price Bands Based On LTM P/CF Chart Table

2 Track Annotate Zoom
Annotate

HPx = 103.6 (Actual) @ P/CF of 7.5x M Px = 46.99 (Actual) @ P/CF of 7.4x
Px = 147.41 @ P/CF of 10.6x Px = 69.32 @ P/CF of 11x

M Px = 125.26 @ P/CF of 9x M Px = 59.22 @ P/CF of 9.4x

B Px = 103.1 @ P/CF of 7.4x B Px =49.12 @ P/CF of 7.8x

M Px = 80.95 @ P/CF of 5.8x B Px = 39.02 @ P/CF of 6.2x

B Px = 58.8 @ P/CF of 4.2x W Px = 28.92 @ P/CF of 4.6x

Source: Bloomberg




P/B RATIO CVSVSWBA

ADVISORS

CVS Health PBR Band WBA PBR Band

3 6M 1y 2¥ 5Y 10Y 3 6M 1y 2y 5Y
Valuation Metric Bands 12M Fwd Implied Price @ Valuation Metric Bands 12M Fwd Implied Price @
Metric Current SYAvg Band (x) Avg+x Avg-x Est (USD) 5Y Avg Avg+x Avg-x Metric Current 5Y Avg Band (x) Avg+x Avg-x 5Y Avg Avg+x
Current Price 104.56 104.56 Current Price 46.99 46.99
LTM P/E 14.5x 14.3x 10.3x . 103.62 120.43 { LTM P/E 8.6x b 17.3x 9.9x 68.52 87.20
) LTM P/BV 1.8x - 2.1x 1.3x H 105.45 130.71 80. LTM P/BV 1.5x 2.7x 1.7x o 82.08 100.64
LTM P/CF 7.6x g 4 9.0x 5.8x L 72.31 87.84 6.7 LTM P/CF 7.4x E 9.4x 6.2x . 53.55 64.55
LTM P/S 0.5x 0.5x 0.3x 88.65 112.27 65. LTM P/S 0.3x 0.6x 0.2x 69.66 100.67
Price Bands Based On LTM P/BV Chart Price Bands Based On LTM P/BV Chart

Track Annotate Zoom Track Annotate Zoom

M Px = 104.56 (Actual) @ P/BV of 1.8x M Px = 46.99 (Actual) @ P/BV of 1.5x
Px = 140.24 @ P/BV of 2.5x Px = 97.62 @ P/BV of 3.2x

M Px = 117.52 @ P/BV of 2.1x M Px = 82,41 @ P/BV of 2.7x

B Px = 94.8 @ P/BV of 1.7x HPx = 67.21 @ P/BV of 2.2x

W Px =49.37 @ P/BV of 0.9x

M Px = 72.09 @ P/BV of 1.3x \, “EX =52.01 @ P/BV of 1.7x
L, ll

X = 36.81 @ P/BV of 1.2xﬂ
[ ] all
1l

Source: Bloomberg




TAKEAWAY ‘HK

= CVS has achieved results by expanding from the drugstore category into peripheral businesses;
acquisition of Target's pharmacy and retail in-store clinic business in 2015, recent integration of
Aetna, global insurance business, and is evolving into a healthcare interface company

=  WBA's asset efficiency deteriorated due to its focus on drug horizontal integration. Furthermore,
acquisition of RiteAid in 2015 was forced through despite the inefficient acquisition of some assets
due to regulatory intervention, which subsequently resulted in significant store closures due to lack
of synergies

= CVS is growing faster in sales and expanding its service areas.A variety of goods and services are
provided in stores deployed

=  WBA has a heavier debt due to past acquisitions, but EBITDA margins are in close; CVS has
maintained profitability while growing sales, and the market appreciates its clear growth strategy
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Hibiki Path Advisors Pte. Ltd.
Tel: +65 6931 3914

Email: info@hibiki-path-advisors.com

Website: www.hibiki-path-advisors.com

Address: 39 Temple Street, #02-01 Singapore (058584)
Capital Market Services License (Singapore) - CMS100710-1

= Important Information: This document is prepared and issued by Hibiki Path Advisors Pte. Ltd. (HPA) and has not been reviewed by any
regulatory authority. This document does not constitute an offer, recommendation or solicitation to buy or sell any security or enter into any
other transaction. Its content must not be reproduced, distributed or transmitted without the prior written consent of HPA. Past performance is
not indicative of future performance or returns. HPA does not guarantee or make any representations or warranties that any performance or
returns referred to in this document will be achieved by the investment. This document contains general information only. HPA does not purport
to provide any investment, financial, legal or other expert advice or recommendation in this document. You must not rely on this document as
any such advice or any offer, recommendation or solicitation to buy or sell any security or to implement any investment strategy.
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