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Presentation

Naito: | am Naito of ARTNATURE INC. Now, we will commence the financial results briefing for the second
quarter of the fiscal year ending March 2021. This should be presented on a face-to-face basis, but in light of
the impact of the COVID-19, we will explain our status via video distribution this time as well.

| will explain the overview of the results for the first half, and the outline of the plan for the second half. In
the second half of the presentation, General Manager of the Management Planning Division, Mr. Honda, will

explain the details of numerical figures.

1H FY2021 : Highlights ‘

Net Sales & Operating Income

1H FY2020
(Results)
20,126
Net Sales 19 2Q
8,598 11,527
. 2,907
Operating . ,
Income g 9
365 2,541

Breakdown of Net Sales

1H FY2020
(Results)

) 11,576
Men’s . -
Business < <

4,856 6,720

., 7,938
Ladies . )
Business g 9

3,497 4,440
611
Others 1Q 2Q
244 366

% Ladies’ Business including JULLIA OLGER, NAO-ART CO. LTD

1H FY2021
(Results)
14,793
1Q 2Q
5,414 9,378
(592)
1Q 2Q
(1,971) 1,379
1H FY2021
(Results)
8,743
1Q 2Q
3,265 5,477
5,288
1Q 2Q
1,852 3,436
761
1Q 2Q
296 464

YoY Change
(26.5%)
1Q 2Q
(37.0%)  (18.6%)
1Q 2Q
- (45.7%)
YoY Change
(24.5%)
1Q 2Q
(32.8%)  (18.5%)
(33.4%)
1Q 2Q
(47.0%) (22.6%)
+24.6%
1Q 2Q

+21.2% +26.8%

Year-end
(Plan)

36,171

773

Year-end
(Plan)

21,561

12,758

1,851

AV ARTNATURE

(¥ million)

Progress rate

40.9%

Progress rate

40.6%
41.5%

41.1%
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First, | will explain the overview of the financial results for the first half of the fiscal year.

In the first half of the fiscal year, as shown at the top table above, both revenue and profit declined due to
the significant impact of COVID-19. In the first quarter, which was from April to June, net sales decreased YoY.
Regarding operating income, we posted a significant loss. But in the second quarter, which was from July to
September, net sales gradually recovered, although it did not reach the previous year’s level, and operating

income return to profitability.

Progress rates against the full-year plan are shown in the right table. The table below shows net sales by
business. Mr. Honda will explain details later.
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Net Sales & Operating Income (¥ million)
1H FY2020 1H FY2021 Year-end
(Results) (Results) YoY Change (Plan) Progress rate
20,126 14,793 (26.5%)
Net Sales 1Q 2qQ 1Q 2Q 1Q 2Q 36,171 40.9%
8,598 11,527 5,414 9,378 (37.0%)  (18.6%)
. 2,907 592 £
Operating (392)
Income 1Q 2Q 1Q 2Q 1Q 2Q 773 -
365 2,541 (1,971) 1,379 - (45.7%)
Changes in sales and operating income margin  *Quarterly
(¥ million) Net Sales  ==0Operating profit margin
s 6.1% 9.5% 8.9% 9.1% 4.3% g 5.9% 14.7%
10,000
11,528
5,000 ] 9,431 9,542 10,517 olene Bads 10,435 0,278
5,414
0
1Q 2Q 3Q 4Q 1Q 2Q 3Q 4Q 1Q 2Q
FY 2019(Results) FY 2020(Results) FY 2021(Results)

W

Copyright ARTNATURE INC. All rights reserved

In the slide on page three, | would like to explain a little more about the situation in the second quarter, which
was from July to September.

The bottom graph shows quarterly trends in net sales and operating income margin over the last three years.
| explained earlier that in the first half of the fiscal year, both revenue and profit declined, and that the results
for the second quarter did not reach the previous year's counterpart.

Meanwhile, in the second quarter of the previous year, both net sales and operating income grew significantly
due to special factors such as the last-minute surge in demand prior to the consumption tax hike. If we
compare this year's net sales with the net sales of the fiscal year ended March 2019, which did not have such
special factors, we can see that the net sales of this second quarter has recovered to almost the same level as
the net sales for the fiscal year ended March 2019.

The operating income margin was 14.7%, the second highest level since the second quarter of the previous
year when there were special factors. In the current fiscal year, the impact of the COVID-19 will remain to a
certain extent, but we feel that our performance is steadily recovering.

Support
Japan 03.4405.3160 North America 1.800.674.8375 _ SCRIPTS
Tollfree 0120.966.744 Email Support support@scriptsasia.com S Asia’s Meetings, Globally

3



AV ARTNATURE

et [“?!3?.;

a e ed the - s

o ooy et & 0 e ol e
Artnature Formulating and practicing the basic policies relating to
Group COVID-19 Corresponding to the basic policies

Artna i i i :
Shortening business Normal business hours at all Normal Business hotrs
i ture hour at some salons salons

operati
on i i
Jullia JIEporry closmg o Normal ‘busmes.s hours or Normal business hours ; Shortening
Olger follow thg deten.'r_n‘matxon of shortening business hours e I e i
commercial facilities at some salons TS
produc  Philip  IRESaelcs Partial Norrrlml' opiratlortlr;] e Operation along instruction indicated from
tion pines  [GLELE operation regulation by authorities the Philippines authorities
in some areas
- Meetings with customers : back
- Postponement and cancellation of to normal pace since June
meetings with customers - Delayed delivery of goods : Execution of main measures for
Others - Delayed delivery of goods mostly recovered Challenge2020

- Postponement of events - Gradually resumed events
+ No COVID-19 case at our stores - No COVID-19 case at our
stores

Copyright ARTNATURE INC. All rights reserved
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We continue to page four. This page shows our situation related to the COVID-19.

The situation, up to the most recent, is as described in the blue arrows. Under the Declaration of State of
Emergency for the period of April and May, the operation of our sales outlets and production plants was
hindered, but operation has been almost normal since June, and has continued to this day. Delays in product
delivery that occurred during the first half of the fiscal year are currently being resolved, and events are
gradually resuming. The text in the green arrows indicate our prospects for November and onward. We will
steadily implement the second half plan based on the plan that you are seeing.
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URE [Challengel Plan

New medliE AV ARTNATURE
Current
environment Three-year initiative

Domestic and overseas
economic downturn

Stagnation in market size
The future
Intensifying competition = ARTNATURE CHALLENGE PLAN 4:\
with other industries uncertain While expanding existing
g business, we will further
The rise of alternative - ARTNATURE expand our business area and
prodiicsiand seivices I [Challen ge_] Plan establish the foundation for
“innovating ARTNATURE
Market Structure Review at for the next generation”
i FY2021 - FY2023
Various
Shrinking labor market risks
Intensifying competition
to secure employees — Key Challenge Measures
technological innovation
~DX progress~
Strengthen the recruitment Personnel training
Copyright ARTNATURE INC. All rights reserved 5

Next, on page five, | will once again explain The New medium-term Management Plan, ARTNATURE Challenge

Plan, which started with the fiscal year ending March 2021 as the first year.

As described in the slide on the left side, the environment surrounding us is such that it is difficult to forecast
the future, and we believe that this environment involves a variety of risks. In this environment, we will take
on the challenge of further expanding our business areas while expanding existing business in order to

establish the foundation for innovating ARTNATURE for the next generation.

In this medium-term Management Plan, we have set the six key challenge measures described at the bottom
center of the slide. We aim to achieve the ARTNATURE Challenge Plan by unifying the key challenge measures

with employees.
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| ARTNATURE [cChallengel Plan Key Challenge Measures to Achieve|

AV ARTNATURE

Business growth
ARTNATURE craLLence pan A |
+ Expansion of existing businesses
ARTN ATU RE Expand various measures centered on customer satisfaction to

[Challengel Plan

Three-year initiative

| Challenge 2020

Develop the foundations of

| existing businesses and expand
midwigs, hair growth agents, and
medical institution support

| businesses

Challenge 2021

Challenge continuous expansion of
existing businesses and establish
business expansion system in new
fields

Challenge 2022

Take on the challenge of stable
expansion of existing businesses
and step into new business fields

increase true fans
+ Expansion of Mid-range wigs
Expand business scale through strategic store openings
+ Expansion of Hair-regrowth treatment
Increase awareness and increase sales of category-1 OTC drug

+ Expansion of Medical institution support business
Increase our product sales to medical institutions

Reinforcement of recruitment

+ Examination of diversification of
recruitment form

Dialogue with the market Personnel training

+ Disclosure of SDGs initiatives + Review of training standards
+ Expansion of information /Expand training tools
disclosure content

Pioneer new business areas

+ Consider growth strategy

Business innovation

+ Analysis of the current status of
various systems
+ Washing out work to be reduced

Copyright ARTNATURE INC. All rights reserved 6

For the three years of the ARTNATURE Challenge Plan, we have set milestone targets for each of the key
challenge measures. In the current fiscal year, which is the first year of this plan, the main measures of
Challenge 2020 are as described on the slide, and we will steadily implement these measures.
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Initiatives for Second Half ‘

Net Sales
(¥ million) FY2020 mFY2021
30,000
20,126 19,358| 21,378

20,000 14,793
10,000 .

0

First half Second half

Prerequisites for planning

[External environment]
- Do not assume social restrictions such as emergency
declarations

[Production system]
- Will continue normal operation after October

AV ARTNATURE

Operating Income

(¥ million) FY2020 mFY2021
4
090 2,907

3,000

2,000 1,365
0 =

-1,000 (592)

First half Second half

Efforts in the second half

[Existing Businesses/ New Businesses]

- Execution of measures toward rebuilding customer base

+ Resumed measures toward expansion of businesses which
started previous year

[Expense]
+ Cost containment

* Operation along instruction indicated from the Philippines

authorities [Capital investment]

+ Managerial resources investment by selection and
[Store system] concentration

- Will continue normal business hours after October

Copyright ARTNATURE INC. All rights reserved

N

Next, on page seven, | will explain our initiatives in the second half of the fiscal year.

The preconditions for the second half plan are described at the bottom left of the slide. Although the impact
of the COVID-19 will continue, we do not anticipate an external environment in which a Declaration of State
of Emergency will be issued. Based on this assumption, we will aim to rebuild our customer base in our existing
business, and further expand the business we entered in the previous fiscal year as described at the bottom
right of the slide. In addition, we intend to continue to manage expenses restrictively, and invest management
resources through selection and concentration of investment.

The graphs at the top of the slide show net sales and operating income. The graphs for the first half show the
results for the period while the graphs in the red frames show the difference of the results between the first
half and the full-year plan. As you can see, in the second half of the fiscal year, we plan to increase revenue
and profit YoY. JPY21.3 billion, which was set as a net sales plan for the second half, may seem to be a slightly
higher hurdle. However, considering the current environment, the development of future measures, and the
current accumulation of orders from customers, we believe that the plan is fully achievable.
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Medium-terr

2023 /Dividends
; e/ AV ARTNATURF
FY2023 (Target)
Net Sales: ¥44.2 billion Ordinary Income Margin: 8.7% ROE: 8.7%

(¥ Million) mmm Net Sales ~m-Ordinary income margin +-ROE (%)
50,000 FTa— az208 | 00
40,000 ‘ 24.0
30,000 18.0
20,000 et R . [ o = 8.7 12.0

0 5 0.0
FY2013 FY2014 FY2015 FY2016 FY2017 FY2018 FY2019 FY2020 FY2021 FY2023
(Plan) (Target)
Maintain Stable and Continuous Dividends
(¥) .
ist half  wesw 2nd half Payout Ratio (%)
€0 .o [767.1 Yo
40 dividend ¥2 A =
- \ 5911 75
i = = m W W = o -
e B B B B B B B U
0 0
FY2013 FY2014 FY2015 FY2016 FY2017 Fy2018 FY2019 FY2020 FY2021 FY2023

) . (Plan)
Artnature implemented a 2-for-1 stock split in November 2014.
Retroactive revision of related financial indicators due to this stock split is reflected.

(Target)

Copyright ARTNATURE INC. All rights reserved

Finally, on page eight, | will explain the main management indicators and dividend policy for the three years

of the Medium-term Management Plan.

Our target for net sales for the fiscal year ending March 2023, which is the final year of the Medium-term
Management Plan, is JPY44.2 billion. We aim to achieve an ordinary income margin of 8.7%, and an ROE of
8.7%. In addition, regarding dividends, we continue to maintain our basic policy of striving to maintain a stable
dividend. Based on this, we intend to maintain an interim dividend of 14 yen per share, and a year-end
dividend of 14 yen per share. So, it is 28 yen per share for a full-year dividend for the current fiscal year. We
will continue to strive to make a profit margin and ROE double digits as early as possible, even a day earlier.

| will conclude my explanation above. Thank you very much for your attention.

Honda: | am Honda, the General Manager of the Management Planning Division. | will explain the details of

the interim financial results and the outlook for the full fiscal year.
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1H FY2021 : Financial High

AV ARTNATURE
(¥ million)
1H FY2020 1H FY2021 FY2020 Major Factors behind
(Results) (Results) (Plan) YoY Change
Net Sales 20,126 14,793 SR Net Sales : Down 26.5%
Men’s Business 11,576 8,743 21,561 Men'’s Business : Down 24.5%
Ladies’ Business : Down 33.4%
Ladies” Business 7,938 5,288 12,758
Others 611 761 1,851
Cost of Sales Ratio : Up 8.7Pt
Cost of Sales 6,008 5,709 12,597 (Product Cost : Up 2.0Pt)
(HR : Up 6.7Pt)
Gross Profit 14,117 9,083 23,574
SG&A Expenses 11,210 9,675 22,800
Ad Spending 2,996 2,041 5,820 || ggga Expenses : Down13.7%
Ad Spending : Down 31.9%
HR 2,647 2,748 5,743 HR - Up 3.8 %
Operating Income 2,907 (592) 773 Others : Down 12.2%
Ordinary Income 2,941 (431) 889
Net Income 1,925 (446) 117
CAPEX
Store facilities : ¥252million
Depreciation 432 444 915 System related : ¥32million
CAPEX 533 402 820
Copyright ARTNATURE INC. All rights reserved 10

Please look at page 10. First, this is a summary of the consolidated profit and loss statement for the first half
of the fiscal year under review.

Net sales, the top line figure, was JPY14.7 billion, down 26.5% YoY. Cost of sales decreased 5.0% YoY to JPY5.7
billion. As shown in the major factors behind column on the right, the cost of sales ratio rose 8.7 percentage
points from 29.9% to 38.6%. The reason for this is the change in the sales mix due to the decrease in revenue.
Within the cost of sales ratio, the stylist personnel cost ratio rose 6.7 percentage points. This increased
because even though net sales declined, the personnel expenses have a strong element of fixed costs. As a
result, gross profit was JPY9 billion, down 35.7% YoY.

Next is on SG&A expenses, which amounted to JPY9.6 billion, down 13.7% YoY. SG&A ratio rose 9.7 percentage
points YoY from 55.7% to 65.4%. The main reason for this was a decrease in revenues, just like the reason for
cost of sales ratio. As a result, operating loss was JPY500 million, down JPY3.4 billion YoY. Ordinary loss was
JPY400 million, down JPY3.3 billion YoY. Net loss was JPY400 million, down JPY2.3 billion YoY.

Finally, the cumulative amount of capital investment was JPY400 million, down JPY100 million YoY. Major
breakdowns are described in the major factors behind column on the right.
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AV ARTNATURE

Net Sales (¥ million) Operating Income (¥ million)

mlH mFY

40,017%17%8340,515 39,484

35,091 miH kY
31,813
5,383
4,066 4,042
3,306 3457 3,22
2,803 2816 5
2,009 1,959
2% 1,705 .
: 1,418

1,250

1,129 1,045

il

(592)
FY2012 FY2013 FY2014 FY2015 FY2016 FY2017 FY2018 FY2019 FY2020 FY2021 FY2012 FY2013 FY2014 FY2015 FY2016 FY2017 FY2018 FY2019 FY2020 FY2021
Copyright ARTNATURE INC. All rights reserved 11

Next, on page 11, | will explain the performance trends for the first half and full year.

This graph shows trends in net sales and operating income for the first half and the full year for the last 10
years. For the first half of the fiscal year, as you can see, both net sales and operating income declined,
resulting in an operating loss. However, as you can see in the full-year plan, we expect operating income of
JPY700 million. As explained earlier by Mr. Naito, our business performance is on a recovery trend and we
believe it is fully achievable.
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(¥ million)

6,000

Non-operating 8 therg)epreqla;on @St HR  Gross profit
5,000 - Income or Loss Rent +415 (12) (101) (5,033)
Cost of Exhibition* 120 +26
AD Spending +253

4,000 +954

3,000 -

2,000 -

1,000

0 1 1 ] 1 1 1
YoY Change in Ordinary Income
¥(3,373)million
(1,000)
1H FY2020 1H FY2021

AV ARTNATURE

Copyright ARTNATURE INC. All rights reserved

On page 12, | will explain the factors behind changes in consolidated ordinary income.

The orange portions on the left indicate positive factors for profits. They increased JPY1.7 billion due to the
curtailment of expenses including advertising expenses. The purple portions on the right indicate negative
factors for profits. They declined JPY4.7 billion mainly due to a decrease in net sales. As a result, ordinary loss

was JPY400 million, down JPY 3.3 billion YoY.
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Monthly Trend: Sales of Major Pro (YoY base) AV ARTNATURE

(%) Total Sales of Major Products Total Sales of Major Products (Half-year)
(%)
200 —+—FY2019 -—a-FY2020 —a—FY2021
1H FY2019 100.8 102.7 97.8
100

/\ 1H FY2020 113.3 111.6 116.1
1H FY2021 64.8 68.3 59.4

Apr. May Jun. Jul. Aug. Sep. Oct. Nov. Dec. Jan. Feb. Mar.

(%) Sales of Major Products (Men) (%) Sales of Major Products (Ladies
200 200
~+-FY2019 —@=FY2020 —a—1H FY2021 —+—-FY2019 —m=FY2020 —a—1H FY2021
100 100
0 0
Apr. May Jun. Jul. Aug. Sep. Oct. Nov. Dec. Jan. Feb. Mar. Apr. May Jun. Jul. Aug. Sep. Oct. Nov. Dec. Jan. Feb. Mar.
Copyright ARTNATURE INC. All rights reserved 13

Page 13 shows monthly sales trends for major products.

This graph is a summary of YoY percentage change in sales of major products for the last three years from
monthly sales information, which is disclosed every month. The red line indicates the figure for the current
fiscal year. The blue line indicates the figure for the previous fiscal year. The green line indicates the figure for
the fiscal year ended March 2019. Annual cumulative amounts are shown in the top right table. It is difficult
to grasp the performance trend for the previous fiscal year due to the last-minute surge in demand following
the consumption tax hike. However, since April onward, sales of products for both men and ladies have been
increasing every month.
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Monthly Trend: Customer Traffic

( base, accumulated) AV ARTNATURE
(%) Ccustomer Traffic (Total) The number of customer traffic (Half-year)
150 ——FY2019 —m-FY2020 —a—1H FY2021 Total m
. 1H FY2019 99.5 99.7 99.0
100 :: - e 1H FY2020 100.7 100.4 101.5
1H FY2021 92.2 96.1 83.6
50

Apr. May Jun. Jul. Aug. Sep. Oct. Nov. Dec. Jan. Feb. Mar.

(%) customer Traffic (Men) (%)  Customer Traffic (Ladies)

150 150
~+-FY2019 —@=FY2020 —a—1H FY2021 ~+-FY2019 —m=FY2020 —a—1H FY2021

100 W 100

50 50
Apr. May Jun. Jul. Aug. Sep. Oct. Nov. Dec. Jan. Feb. Mar. Apr. May Jun. Jul. Aug. Sep. Oct. Nov. Dec. Jan. Feb. Mar.

Copyright ARTNATURE INC. All rights reserved 14

Page 14 shows trends in the total number of customers visiting our stores on a monthly basis.

This graph is also compiled by collecting the total number of customers visiting our stores, which we disclose
every month. The descriptions for years and colors are the same as those in the previous page. At the start of
April, the number of customers visiting our stores dropped significantly, but the number has now recovered
to a level of more than 90% YoY. Annual cumulative amounts are shown in the top right table.
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AV ARTNATURE

(¥ million)

1H FY2020 1H FY2021 - Year-end o
(Results) (Results) YoY Change (Plan) Progress rate
Net Sales 20,126 14,793 (26.5%) 36,171 40.9%
Men’s Business 11,576 8,743 (24.5%) 21,561 | 40.6%
Ladies’ Business 7,938 5,288 (33.4%) 12,758 | 41.5%
Others 611 761 +24.6% 1,851 41.1%

(¥ million)
1H FY2020 g 1H FY2021
15,000
11,576
10,000 -
4 8,743 7,938
1H 2021
5,288 By Segment
5,000
1]
Men's Ladies'
B Men's Business W Ladies' Business
% Ladies’ Business including JULLIA OLGER, NAO-ART CO.,LTD
Copyright ARTNATURE INC. All rights reserved 15

Page 15 shows sales trends by gender.

Men's net sales was JPY8.7 billion, down 24.5% YoY. Ladies net sales was JPY5.2 billion, down 33.4% YoY.
Other sales amounted to JPY700 million, up 24.6% YoY. For details, | will explain in the following pages. The
pie chart at the bottom right shows the ratio of men and ladies to sales. In the fiscal year under review, the
ratio of men was 62.3%, and that of ladies was 37.7%, respectively. As can be seen from the trend in the
monthly total number of customers visiting on the previous page, the ratio of man customers increased by 3
percentage points YoY because fewer lady customers visited our stores in the current fiscal year.
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1H FY2021 : Breakdown of cast by Product and Services

(Non-consolidated Basis) A/ ARTNATURE
(¥ million)
Net Sales 1H FY2020 1H FY2021 Yo Change
New Customers 1,668 857 (811) (48.6%)
Custom-made Wigs Repeat Business 9,464 5,964 (3,499) (37.0%)
Total 11,132 6,822 (4,310) (38.7%)
New Customers 980 752 (228) (23.3%)
Hair Addition Products Repeat Business 1,752 1,232 (520) (29.7%)
Total 2,733 1,984 (748) (27.4%)
New Customers 61 50 (10) (17.8%)
Hair Growth Services Repeat Business 543 517 (25) (4.8%)
Total 604 567 (36) (6.1%)
Styling Services 2,786 2,672 (113) (4.1%)
JULLIA OLGER 1,550 1,008 (541) (34.9%)
Others 1,172 1,322 +150 +12.8%
All Products & Sevices  New Customers 2,710 1,660 (1,050) (38.8%)
Repeat Business 15,254 11,046 (4,207) (27.6%)
et et 2 1,550 1,008 (541) (34.9%)
Others 464 663 +198 +42.7%
Total 19,979 14,378 (5,600) (28.0%)
#Repeat business of all products including part of styling services and others.
Copyright ARTNATURE INC. All rights reserved 16

Page 16 shows net sales by product and service on a non-consolidated basis. After this, you will see it
separately for men and ladies, but | will explain the whole picture first.

As you can see, net sales declined in all categories except other products in the second quarter. We believe
that this is due, not only to the impact of the COVID-19, but also in part to the fact that we recorded the best
performance in the previous fiscal since we were listed. Regarding main items, the total net sales of custom-
made wigs declined JPY4.3 billion YoY. The total net sales of hair addition products declined JPY700 million
YoY. The total net sales of styling service declined JPY100 million YoY. The total net sales of others increased
JPY200 million YoY, which was due to strong mail order sales in response to demand from staying home
customers.
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t & Services
lidated Basis) A/ ARTNATURE

(¥ million)

1H FY2020 m
bl - i Change

290 188 (102) (35.3%)
Custom-made Wigs 6,443 4160 (2,282) |  (35.4%)
6,733 4,348 (2,385)  (35.4%) |
668 541 (126)  (19.0%) |
Hair Addition Products 1,029 . 779 (250) . (24.3%) ‘
1,697 1,320 377 (22.2%) |
55 46 ©)  (16.4%) |
Hair Growth Services 305 . 288 - (16) A (5.6%) ‘
360 334 26)  (7.2%) |

Styling Services 2,266 2,247 (18) (0.8%)
Others 518 491 (26) (5.1%)

All Products & Sevices 1,014 775 (238)  (23.5%)
10,562 7,967 (2,594) (24.6%)
11,576 8,743 (2,833) (24.5%)

3% Repeat business of all products including part of styling services and others.

Copyright ARTNATURE INC. All rights reserved 17

Page 17 shows sales by product and service in the men’s business on a non-consolidated basis.

Net sales of all products and services shown at the bottom declined YoY for both new customers and repeat
business, and also the total figure declined 24.5% YoY. By product, the YoY decline in net sales of custom-
made wigs was the largest, and hair addition products also posted a decrease YoY. However, new orders for
custom-made wigs, and hair addition products surpassed the figures of our plan. The repeat business for
custom-made wigs also remained largely in line with the plan.
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1H FY2021 : Breakdown of

in Ladies’ Business

uct & Services

-consolidated Basis)

Custom-made Wigs

Net Sales

Hair Addition Products

Hair Growth Services

Styling Services

Others

All Products & Sevices | New customers

Repeat business
JULLIA OLGER

XEIEOYUE—- PORRRE. &BER - -EBOUE— K~

1H FY2020

2.2/ —-EX .

1,377 669
3,021 1,804
4,399 2,473
312 210
723 452
1,035 663
6 4
237 228
243 232
519 424
1,739 1,176
1,696 884
4,691 3,078
1,550 1,008
7,938 4,972

[ZOMERE] O—&TT.

AV ARTNATURE

(¥ million)

YoY Change
(708) (51.4%)
(1,217) (40.3%)
(1,925) (43.8%)
(101) (32.5%)
(270) (37.4%)
(371) (35.9%)
(1) (30.5%)
(8) (3.8%)
(10) (4.4%)
(94) (18.2%)
(562) (32.4%)
(811) (47.9%)
(1,612) (34.4%)
(541) (34.9%)
(2,965) (37.4%)

|

Copyright ARTNATURE INC. All rights reserved

Page 18 shows sales by product and service in the ladies' business on a non-consolidated basis.

Net sales of all products and services shown at the bottom declined YoY in all categories. The total figure also
declined 37.4% YoY. By product, net sales of custom-made wigs declined most significantly YoY, and net sales
of hair addition products and JULLIA OLGER declined YoY. However, even though the net sales of the repeat
business for hair addition products was lower than the figure of our plan, the net sales of custom-made wigs,
hair addition products, and JULLIA OLGER are developing above the figures of the plan.
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FY2021 : Breakdown of Sales Fe
(Non-consolidated Basis/

Products and Services
wumber of Men and Ladies) A/ARTNATURE

(¥ million)
FY2020 FY2021

(Regt—:lts) {;:gjg(; (Relszllts) Chanae Y??f;ﬁ?d Change  Progress rate

Custom-made Wigs 11,132 20,824 6,822 (38.7%) 17,806 (14.5%) 38.3%

Hair Addition Products 2,733 5;2135 1,984 (27.4%) 4,583 (12.1%) 43.3%

Hair Growth Services 604 1,193 567 (6.1%) 1,294 +8.4% | 43.9%

Styling Services 2,786 5,487 | 2,672 (4.1%) 5,364 (2.3%) 49.8%

JULLIA OLGER 1,550 3,433 | 1,008 (34.9%) 2,973 (13.4%) | 33.9%

Others 1,172 2,542 1,322 +12.8% 2,881 +13.3% 45.9%

Total 19,979 38,697 | 14,378 (28.0%) 34,903 (9.8%) 41.2%
Copyright ARTNATURE INC. All rights reserved 19

Page 19 shows net sales plan for men’s business and ladies’ business in total by product and service on a non-
consolidated basis. After this, you will see it separately for men's and ladies, but | will explain the whole picture

first.

As you can see, our mainstay custom-made wigs are in a sluggish state of progress against the full-year plan.
However, the results of this section for the second quarter were largely in line with the plan, and we believe
that the plan is fully achievable given the accumulation of orders as of now and the development of future
measures. In addition, we believe that the plan is fully achievable for hair addition products and JULLIA OLGER
as the number of customer visiting is returning.
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by Products and Services
ated Basis) AV ARTNATURE

(¥ million)

FY2020 FY2021

(Relslt_:lts) \((sggjlatns(; (Relst:!ts) ChY;:Tg & Y??’Eﬁg‘d ChYao :ge Progress rate
Custom-made Wigs 6,733 12,799 4,348 (35.4%) 12,075 (5.7%) 36.0%
Hair Addition Products 1,697 3,366 1,320 (22.2%) 3,057 (9.2%) 43.2%
Hair Growth Services 360 705 334 (7.2%) 823 +16.7% 40.7%
Styling Services 2,266 4,484 2,247 (0.8%) 4,583 +2.2% 49.0%
518 1,014 491 (5.1%) 1,021 +0.7% 48.1%
11,576 22,369 8,743 (24.5%) 21,561 (3.6%) 40.6%

Copyright ARTNATURE INC. All rights reserved 20

Page 20 shows net sales plan for men’s business by product and service on a non-consolidated basis.

As explained on page 19, we believe that we can fully achieve the plan for custom-made wigs. The progress
of hair addition products has reached 43.2% of the full-year plan. As the total number of customers visiting
our stores has recovered to the previous year's level, we intend to take a firm look at the full-year plan. In the
men's business as a whole, we aim to recover the decline in the first half of the fiscal year and achieve net
sales of JPY21.5 billion YoY, minus 3.6% YoY.
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st by Products and Services
olidated Basis)

AV ARTNATURE

(¥ million)

FY2020 Fy2021

1H

(Results)

Year-end
(Results)

8,025

iH
(Results)

YoY
Change

Year-end
(Plan)

YoY
Change

Progress rate

Custom-made Wigs 4,399 2,473 | (43.8%) 5,730 (28.6%) | 43.2%
Hair Addition Products 1,035 1,849 663 (35.9%) 1,526 (17.5%) | 43.5%
Hair Growth Services 243 488 232 (4.4%) 470 (3.5%) | 49.5%
|
Styling Services 519 1,003 424 | (18.2%) 780 | (22.3%) | 54.5%
|
JULLIA OLGER 1,550 3,433 1,008 | (34.9%) 2,973 (13.4%) | 33.9%
1
: i
Others 189 371 168 | (11.2%) 306 | (17.5%) | 54.8%
1
i
Total 7,938 15,170 4,972 | (37.4%) 11,788 | (22.3%) | 42.2%
Copyright ARTNATURE INC. All rights reserved 21

Page 21 shows net sales plan for ladies’ business by product and service on a non-consolidated basis.

As explained on page 19, we believe that we can fully achieve the plan for custom-made wigs. The progress
of hair addition products has reached 43.5% of the full-year plan, and we intend to firmly grasp the full-year
plan as the number of customers visiting our stores recovers. The progress of JULLIA OLGER has reached 33.9%
of the full-year plan. The current number of customers visiting our stores is returning to the level of the
previous fiscal year. We aim to achieve the full-year plan. As in the men's business, for the ladies’ business,
we aim to recover the decline in the first half and achieve net sales of JPY11.7 billion YoY, minus 22.3% YoY.
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FY2021 : Financial Foreca!

AV ARTNATURE
(¥ million)
FY2020 FY2021
1H FY2020 Year-end 1H FY2021 Year-end
(Results) (Results) (Results) YoY Change (Plan) YoY Change
Net Sales 20,126 39,484 14,793 (26.5%) 36,171 (8.4%)
Men’s Business 11,576 22,369 8,743 (24.5%) 21,561 (3.6%)
Ladies” Business 7,938 15,720 5,288 (33.4%) 12,758 (18.8%)
Others 611 1,394 761 +24.6% 1,851 +32.8%
Cost of Sales 6,008 12,320 5,709 (5.0%) 12,597 +2.2%
Gross Profit 14,117 27,163 9,083 (35.7%) 23,574 (13.2%)
SG&A Expenses 11,210 24,243 9,675 (13.7%) 22,800 (6.0%)
Ad Spending 2,996 6,860 2,041 (31.9%) 5,820 (15.2%)
HR 2,647 5,394 2,748 +3.8% 5,743 +6.5%
Operating Income 2,907 2,919 (592) - 773 (73.5%)
Ordinary Income 2,941 3,006 (431) - 889 (70.4%)
Net Income 1,925 1,542 (446) - 117 (92.4%)
Depreciation 432 921 444 +2.8% 915 (0.6%)
CAPEX 533 1,191 402 (24.5%) 820 (31.2%)
Copyright ARTNATURE INC. All rights reserved 22

Page 22 shows our consolidated full-year earnings plan, but there are no changes from the timely disclosure
of September 15.

The plan for net sales, the figure on the top line, is JPY36.1 billion, minus 8.4% YoY. We aim to achieve the
target by redeveloping our existing business and expanding the foundations of each business that we
incorporated in the previous fiscal year. SG&A expense is JPY 22.8 billion, minus 6.0% YoY. The breakdown of
SG&A expenses is as shown. As a result, operating income to be JPY700 million, minus 73.5% YoY. Despite the
impact of the COVID-19, we believe that it is fully possible to return from a loss in the second quarter to a
profit for the full fiscal year. Items followed by ordinary income are as shown.
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ction (as of Oct.30) A1/ o A7) RE

Basic policy on COVID-19
Give top priority of lives and safety of customers and employees
Exert our utmost effort to provide continuous services customers demand

Act in an effort to prevent and minimize the spread of COVID-19
Strive for business continuity to maintain employment

+ Resumed normal business hours at most of the stores

Service continuation (There are some stores shorten business hours.)

Customers :
Prevention of the spread + Set noncontact thermometer at all salons to check customers’ body
of infection temperature and health condition
- + Temperature management, constant handwashing and gargling
:'nhacl)’:”;)ug:":gtglene wearing face masks, set ac'rylic board in meeting rooms, refrair;ing from
Emp|0yees g business trip
Review of work system + Approved staggered working hours and commute by own cars
- - Followed the facilities decision for holding events at department
Others Business partners stores and/or commercial facilities
Service support + Offering extended period for free after-sale services
Copyright ARTNATURE INC. All rights reserved 23

Finally, on page 23, | will explain our response to the COVID-19.

Mr. Naito explained the Company's sales and production systems, and we have formulated a basic policy that
prioritizes the lives and safety of customers, employees, business partners, and others in order to prevent the
spread of the COVID-19, and we are implementing a variety of measures.
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New normal € post COVID-19)

AV ARTNATURE

New normal for stores
@ Staff---droplet infection prevention, body temperature check, hand sanitization

@ Stores---avoid the 3Cs, ask customers hand sanitization, proper sanitization,
Always have a disinfectant and thoroughly disinfect the equipment

® Private rooms:---Proper sanitization of equipment such as chair and mirror, thorough sterilization of
equipment, wear face masks as a precautionary measure, ventilate regular

We will be continuously through prevention of infection to make customers safety a top priority.

Lk 1) FEO
Bl HERE
“.k.’r:‘
.
* Temperature measurement at work * Disinfection of fingers
BERIT TRIDEE BAD
et 3" L D] RENE

* Visit the store avoiding 3Cs * Service with mask *_Thorough sterilization of equipment

Copyright ARTNATURE INC. All rights reserved 24

Especially in our stores, as described on page 24, we have been further strengthening and enhancing various
hygiene controls since the current fiscal year so that customers can visit our stores with a sense of security as
much as possible. We will continue to strive to thoroughly implement and strengthen hygiene management
in the future.

| will finish my explanation above. Thank you very much for your attention.

[END]

Document Notes

1. Portions of the document where the audio is unclear are marked with [Inaudible].

2. Portions of the document where the audio is obscured by technical difficulty are marked with [TD].
3. This document has been translated by SCRIPTS Asia.
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Disclaimer

SCRIPTS Asia reserves the right to edit or modify, at its sole discretion and at any time, the contents of this
document and any related materials, and in such case SCRIPTS Asia shall have no obligation to provide
notification of such edits or modifications to any party. This event transcript is based on sources SCRIPTS Asia
believes to be reliable, but the accuracy of this transcript is not guaranteed by us and this transcript does not
purport to be a complete or error-free statement or summary of the available data. Accordingly, SCRIPTS Asia
does not warrant, endorse or guarantee the completeness, accuracy, integrity, or timeliness of the
information contained in this event transcript. This event transcript is published solely for information
purposes, and is not to be construed as financial or other advice or as an offer to sell or the solicitation of an
offer to buy any security in any jurisdiction where such an offer or solicitation would be illegal.

In the public meetings and conference calls upon which SCRIPTS Asia’s event transcripts are based, companies
may make projections or other forward-looking statements regarding a variety of matters. Such forward-
looking statements are based upon current expectations and involve risks and uncertainties. Actual results
may differ materially from those stated in any forward-looking statement based on a number of important
factors and risks, which are more specifically identified in the applicable company’s most recent public
securities filings. Although the companies may indicate and believe that the assumptions underlying the
forward-looking statements are accurate and reasonable, any of the assumptions could prove inaccurate or
incorrect and, therefore, there can be no assurance that the anticipated outcome described in any forward-
looking statements will be realized.

THE INFORMATION CONTAINED IN EVENT TRANSCRIPTS IS A TEXTUAL REPRESENTATION OF THE APPLICABLE
PUBLIC MEETING OR CONFERENCE CALL. ALTHOUGH SCRIPTS ASIA ENDEAVORS TO PROVIDE ACCURATE
TRANSCRIPTIONS, THERE MAY BE MATERIAL ERRORS, OMISSIONS, OR INACCURACIES IN THE
TRANSCRIPTIONS. IN NO WAY DOES SCRIPTS ASIA OR THE APPLICABLE COMPANY ASSUME ANY
RESPONSIBILITY FOR ANY INVESTMENT OR OTHER DECISIONS MADE BY ANY PARTY BASED UPON ANY EVENT
TRANSCRIPT OR OTHER CONTENT PROVIDED BY SCRIPTS ASIA. USERS ARE ADVISED TO REVIEW THE
APPLICABLE COMPANY'S PUBLIC SECURITIES FILINGS BEFORE MAKING ANY INVESTMENT OR OTHER
DECISIONS. THIS EVENT TRANSCRIPT IS PROVIDED ON AN "AS IS" BASIS. SCRIPTS ASIA DISCLAIMS ANY AND
ALL EXPRESS OR IMPLIED WARRANTIES, INCLUDING, BUT NOT LIMITED TO, ANY WARRANTIES OF
MERCHANTABILITY OR FITNESS FOR A PARTICULAR PURPOSE OR USE, FREEDOM FROM BUGS, SOFTWARE
ERRORS OR DEFECTS, AND ACCURACY, COMPLETENESS, AND NON-INFRINGEMENT.

None of SCRIPTS Asia’s content (including event transcript content) or any part thereof may be modified,
reproduced or distributed in any form by any means, or stored in a database or retrieval system, without the
prior written permission of SCRIPTS Asia. SCRIPTS Asia’s content may not be used for any unlawful or
unauthorized purposes.

The content of this document may be edited or revised by SCRIPTS Asia at any time without notice.

Copyright © 2020 SCRIPTS Asia Inc. (“SCRIPTS Asia”), except where explicitly indicated otherwise. All rights
reserved.
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