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Key Highlights of Financial Results for Q3 of FY2025

FY2025
Q3 YTD

Net sales increased while profits declined. Both figures remained in line with our downward-revised

Results targst.

* The domestic salon market continued to experience sluggish growth. Despite this challenging environment,
our hair care product sales remained resilient, and overall domestic sales were in line with our target.

Net Sales

HyReglor |, Overseas sales in local currencies were strong, mainly led by South Korea and the United States.
Despite the impact of yen appreciation, results exceeded the target even in yen basis.
Operating « Operating income declined due to inventory valuation losses in the first half, which led to a lower gross profit

margin, as well as higher SG&A expenses. However, it slightly exceeded the target, supported by overseas

Income
sales and cost control.

FY2025 The full-year target remains unchanged. Q3 year-to-date results were in line with the target, and we are
Outlook on track to achieve the full-year guidance.
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Hyogo: Thank you for all your support. My name is Hyogo, and | am in charge of corporate communications
and finance at Milbon. Thank you very much for taking time out of your busy schedules to attend our
financial results briefing. Starting with this presentation, | will be in charge of explaining the financial part in
the financial briefings. As | am not very familiar with this situation, | apologize in advance if anything | say
sounds unclear. Thank you for your patience. | would now like to start explaining the financial results.

See page three. | would like to present the key highlights of Q3 results.

For Q3 YTD, sales increased by 2.3% and operating income decreased by 28.1% compared to last year. Both
sales and operating income were generally in line with the revised plan announced on August 8. Domestic
sales increased 0.5% in the first nine months of the fiscal year due to steady sales of haircare products, while
the overall hair salon market remained sluggish. Overseas sales, on a local currency basis, were strong in
South Korea and the US, our priority regions. Despite the impact of the yen's appreciation, the Company's
progress in yen terms also exceeded the plan, with a 7.6% increase in sales on a yen basis.

Operating income decreased in Q3 YTD due to a decline in gross profit margin mainly caused by inventory
losses up to H1 of the fiscal year and an increase in SG&A expenses. The progress is slightly ahead of the
revised plan. In light of these results, the full-year target remains unchanged.



Consolidated Statement of Earnings

Net sales increased while profits declined year-on-year. Both figures remained in line with our
revised target (announced on August 8)*. Net profit for Q3 included 290 million yen in
extraordinary income from the sale of our former training center in Osaka.

Q3 YTD FY2025
(Unit: million yer) [l Y2024 Q1 Q2 (OF] Q3 YTD ge

Net Sales | 36993 11180 13626 13020| 37,827 833  23% 37,647 1005%
Gross Profit 23659 7057 8444  8121| 23623| (35 (01%) 23652 99.9%
Gross Profit Margin |~ 64.0%  63.1% 62.0% 624%| 62.5% = - 628% =
SG&A Expenses | 18805 6345 7218 6569| 20133 1328 7.1% 20263 99.4%
OperatingIncome | 4,854 712 1225  1551| 3.490| (1,363) (281%) 3388 103.0%
Operating Margin~ 13.1%  64%  9.0% 11.9%| 9.2% —~ - 90% -~

T e — 4,881 625 12207 1349 3,203] (1677) (344%) 3283 97.6%
i s 3393 462 A43 1262| 1.681| (1,712 (504%)| 1638 102.7%

* For details, refer to Consolidated VFinanciaI Results for the Six Months Ended June 30, 2025 Presentation Materials -
https://www.milbon.com/en/ir/uploads/docs/20250630en 6652g presentation material.pdf
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Both net sales and operating income were slightly higher than the revised plan for Q3 YTD. In Q3, an
extraordinary gain of JPY290 million from the sale of the former training center in Osaka was included in
extraordinary income.

Looking at the 73.3% progress rate of sales against the full year target and the 65.9% progress rate of
operating income, the progress rate of operating income may appear somewhat lower than it is. However,
we believe that the progress is in line with our revised plan.



Consolidated Operating Income - Factors Behind YoY Changes

Operating income declined due to inventory valuation losses in the first half, which led to a lower
gross profit margin, as well as higher SG&A expenses.

Increase in

selling price
Increase in resulting Decrease in
gross profit from price gross profit illi
due to adjustments margin (million yen)
higher sales |
4.854 +88 +341 464 Personnel
.  I— expenses
‘ Marketing
expenses
wm R&D
eXpenses | ogistics IT
(187 | expenses
[l expenses s Other
. (,64) expenses
Inventory losses: (380) \&79) 3,490
Forex, etc.: (84) | EXPO-related expenses: (202) I
Q3 YTD > Q3 YTD

YoY (1,363)

FY24
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The following chart shows the factors behind the increase or decrease in consolidated operating income for
Q3 year-to-date compared to the previous year.

Operating income increased by JPY88 million due to higher sales and by JPY341 million due to higher unit
prices following price revisions. However, operating income declined by JPY464 million due to a lower gross
profit margin caused by inventory losses and foreign exchange effects, by JPY333 million due to higher
personnel expenses, and by JPY300 million due to increased sales promotion-related expenses, including
Expo-related costs. As a result, operating income totaled JPY3.49 billion.

We have previously communicated that the effect of the price revision for the full year would be JPY200
million. That figure included the impact of lower volume. Going forward, as shown on this slide, we would
like to separate the communication into two components: the effect of the price increase and the increase
in gross profit from higher sales.

Based on the standard we have used so far, the effect of the price increase is JPY123 million, and we believe
we are generally progressing in line with the JPY200 million target in the plan. Inventory losses are expected
to reduce profit by JPY380 million for Q3 year-to-date, which may appear low compared to the full-year
estimate of JPY580 million. However, please understand that we incorporated the maximum level of risk
when formulating the revised plan. We have not changed our view at this time.



Consolidated Operating Income - Factors Behind Difference vs. Target

Although the gross profit margin fell short of the target due to foreign exchange effects,
operating income slightly exceeded the target, supported by overseas sales and cost control.

(million yen)
Increase in R&D y
gross profit expenses Other
due to Decrease in gross Personnel +31 expenses
higher sales ' profit margin ] Marketing expenses [ m 3'490
expenses +64
+80
Q3 YTD Q3 YTD
FY25 Revised
] vs. Target +101 P Lv25 Result
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This page shows the factors behind the increase or decrease in consolidated operating income for Q3 year-
to-date compared with the revised plan.

The consolidated gross profit margin was lower than planned due to the impact of the Thai baht
appreciation against the yen, as we have a manufacturing facility in Thailand. However, operating income

slightly exceeded the revised plan, supported by increased gross profit from higher overseas sales and the
effect of cost control measures.



Net Sales and Operating Income by Region

Domestic sales increased, but operating income declined due to inventory losses in the first half and
higher SG&A expenses. Overseas sales in local currencies remained strong despite the impact of yen

appreciation.
Q3VID Q3 YTD bi . Actual Diff, ~ Q3YTD  Exchange  Exchange
Y2024 Y2025 iff. Diff. (%) Rate™ %) FY2025 Rate Rate
Unit: million yen Revised Target Q3 FY24 Q3 FY25
Net Sales 27,690 27,819 129 0.5% 0.5% 27,888 |
Japan Operating Income 3,931 2,645 (1,285) (32.7%) = = = = |
Margin (%) | 14.2% 9.5% = il = | =]
Net Sales 9,303 10,007 704 7.6% 11.5% 9,758
Overseas Operating Income 922 844 (78) (8.5%) — = = =
Margin (%) | 9.9% 8.4% = = | | |
Net Sales 3,992 4,126 134 3.4% 10.3% 4,120 | KRW KRW |
South Korea Operating Income 1,051 987 (64) (6.1%) = = 0.1118yen | 0.1047 yen ‘
Margin (%) 26.3% 23.9% = - - -
Net Sales 1,783 1,819 35 2.0% 5.3% 1,769 RMB RMB |
China Operating Income 2 78 6 84% = — 21.22 yen 20.57 yen ‘
Margin (%) 4.1% 4.3% - - - -
Net Sales 1,430 1,863 433 30.3% 33.7% 1,587 | USD usb ‘
United States Operating Income (87) (57) 30 = = = 151.59yen | 147.76 yen
Margin (%) (6.1%) 3.1%) - - - -
Net Sales 2,096 2,197 101 4.8% 3.7% 2,281 |
Other™ Operating Income (113) (164) (50) — = = —= =
Margin (%) (5.4%) (7.5%) - - — - |
*1 Figures are the rates of change in real terms on a local currency basis. ~ *2 Thailand, Vietnam, Malaysia, Taiwan, Hong Kong, Turkey, Indonesia, Philippines, Singapore, EU, and UAE
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We will now explain the situation by country.

In Japan, net sales increased 0.5% year-on-year to JPY27,819 million, while operating income declined 32.7%
to JPY2,645 million. Although this was slightly below the revised plan of JPY27,888 million for the first nine
months of the fiscal year, we assess that the business is generally in line with the plan.

Overseas sales increased 7.6% year-on-year to JPY10,007 million, while operating income declined 8.5% to
JPY840 million. Sales growth in local currency terms was 11.5%. On a local currency basis, sales in South
Korea and the United States were particularly strong, and overall overseas sales also exceeded the plan. The
EU, which is included in the “Other regions” category but is a key focus area for us among overseas markets,
is showing significant growth. Growth in local currency terms for Q3 year-to-date was 76.7%, and 46.6% in
Q3 alone, indicating continued strong performance.



Financial Results by Region: Japan

Despite a modest recovery in the domestic market during Q3, both sales and operating income
remained in line with our revised target.

YoY Growth Rate of Sales by Quarterly Net Sales (mil. yen)  Quarterly Operating Income (mil. yen)
Product Category” Q3 sales posted a slight YoY increase and Q3 operating income remained in line with the
Hair care sales remained firm. Hair coloring continued  remained in line with the revised target. revised target, consistent with sales performance.

to decline YoY; however, grey-coverage products
maintained steady sales, supported by strong
evaluations. Cosmetics returned to positive YoY
growth in Q3, driven by new product launches.

12,000 10,994
. 10,317
% " 1,865 20.0%
i 10000 9,323 | . 9336 2000 X
Change in Sales Q3 5165 |

= 600
Hair Care +2.1% +5.2% 8,000 L 15.0%

Hair Coloring (2.1%) (3.8%) | 1,200
: 0] 6,000 -— . ‘ ‘ 10.0%
Cosmetics +209% | (29.6%) 56 '
4000 | . ‘ |
% to Sales Q3 Q3 YTD 66 ‘ < ox
. 400 | ] ‘ Rl

Hair Care 65.3% 66.2% 2,000 - i ‘
Hair Coloring 30.7% 29.6% 0 l | 0 0.0%
Cosmetics 18% 17% GBIV GIETh GRS GORDS s Q3FY24 Q4FY24 Q1FY25 Q2FY25 Q3FY25

*“Based on shipment value =——Operating margin
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This page describes the situation in Japan.

Although the market environment in Q3 continued to be challenging as in the first half, sales of haircare
products and, among hair coloring products, gray-coverage products—particularly Villa Lodola Color—
remained strong. As mentioned on the previous page, domestic sales are slightly short of the revised plan.
However, according to reports from the domestic sales division, there has been a gradual recovery trend
since mid-September. Considering that domestic sales in October exceeded the revised plan mainly due to
new products, we believe that both sales and operating income are generally progressing in line with the
revised full-year plan.

By category, the growth rate of haircare products appears weak, but we believe this is due to the delayed
introduction of the new Aujua product, Altiell, and a reaction to the accelerated pace of new touchpoint
growth last year. We expect to catch up with the plan as new product launches gradually progress and the
styling product OW BYE TORI, which was released in October as mentioned, continues to perform well.
Although cosmetics appear to have grown significantly in Q3, we believe this is due to the timing of new
product launches and that there has been no significant change in fundamentals for both Imprea and IM.



Financial Results by Region: South Korea

Q3 sales and operating income grew strongly YoY, supported by government measures to
stimulate consumption.

YoY Growth Rate of Sales by Quarterly Net Sales (mil. yen)  Quarterly Operating Income (mil. yen)
Product Category” Q1 sales were impacted by political Operating income increased, supported by higher
Government-issued consumption coupons instability but recovered in Q2 as market sales and a timing shift in personnel expenses due to
introduced in July boosted salon visits. conditions improved. Q3 recorded a delayed hiring.

Hair coloring sales increased strongly as salons  significant increase, supported by

shifted to our products following a government measures.

competitor’s market exit. o 1549

FY2025 1,329 1,352 1,387 - o
Change in Sales (o] Q3YTD 1,189 i
1,200 250%
Hair Care +18.0% | +12.6% | " s 3
Hair Coloring +16.9% +7.0% | s 300 0 200%
Perm +293%| +16.8% e 15.0%
% to Sales Q3 Q3 YTD - 10.0%
Hair Care 23.5% 23.9% 00 5.0%
68.7% 68.7% 0 0.0%

Hair Coloring &
Perm 5.4% 52% Q3 FY24 Q4 FY24 Q1 FY25 Q2 FY25 Q3 FY25 Q3F24 QabYes QLPYZ ‘Qalf¥e> “GRENZS

o

*Based on local currency ===Qperating margin
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See next page for the situation in South Korea.

In South Korea, the government began providing People’s Livelihood Recovery Consumption Coupons to the
public in July as part of its economic stimulus package. Each coupon is worth several hundred thousand won
per person, and since they can only be used at small stores, the number of visits to targeted hair salons and
the frequency of use of high unit-price menus have increased, which we believe has contributed to the
expansion of our product sales. Looking at Q3 alone, sales grew 19.5% in local currency terms, a strong
performance compared to a 0.8% increase in Q1 and a 10% increase in Q2. Operating income increased
significantly year-on-year, despite the negative impact of foreign exchange rates, due to higher sales and the
timing shift of personnel expenses from the previous year.

South Korea experienced a slowdown in Q1, partly due to political unrest, but is now on a recovery trend, as
shown on this slide. Although it is necessary to assess the impact of the November 30 expiration date for the
consumption coupon program, both sales and operating income are on track to achieve the full-year plan in
yen terms.



Financial Results by Region: China

Despite a sluggish market recovery, our salon support activities were well received, driving
sales and operating income in line with the revised target.

YoY Growth Rate of Sales by Quarterly Net Sales (mil. yen)  Quarterly Operating Income (mil. yen)
Product Category” Although market condition remained Operating income exceeded the target, supported
Both hair care and hair coloring sales challenging, sales increased YoY. by higher sales and cost control initiatives, although
increased steadily. The number of salons the operating margin declined in Q3 due to
adopting Global Milbon grew significantly, inventory losses.
supported by the strong reputation of our
products and salon activities. 700 637 625
600 ST 544 555 100 10.0%
FY2025 200
Change in Sales Q3 400 50 > 5.0%
Hair Care +4.6% +4.7% 300
Hair Coloring 200 0 0.0%
% to Sales o6
Hair Care 56.2% 58.2% 50 5.0%
. . 0 0%
Hair Coloring 38.4% | 36.4% Q3FY24 QAFY24 QI FY25 Q2 FY25 Q3 FY25 Q3FY24 Q4FY24 QIFY25 Q2FY25 Q3FY25

===Qperating margin
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*Based on local currency

See next page for the situation in China.

Market conditions remained challenging in Q3, as in the first half. However, our initiatives for hair salons
under these circumstances continued to receive high recognition, and both sales and operating income
remained strong. By category, sales of both haircare products and hair coloring products were steady.
Operating income in Q3 is progressing at a faster pace than planned, supported in part by the effects of cost
controls. Operating income declined because JPY40 million in inventory losses originally scheduled for year-
end were brought forward. Overall, however, both sales and operating income are on track to achieve the
full-year plan.



Financial Results by Region: United States

Sales increased significantly, driven by the cross-selling of hair care and hair coloring.
Underlying profitability continued to improve, supported by strong sales.

YoY Growth Rate of Sales by Quarterly Net Sales (mil. yen)  Quarterly Operating Income (mil. yen)
Product Category” Sales increased significantly, supported by~ ¥99 million recorded in Q2 SG&A expenses was

Sales of both hair care and hair coloring the cross-selling of hair care and hair overstated. The amount was deducted from Q3
products increased significantly, supported by  coloring products. SG&A expenses and reclassified as non-operating
the strong reputation of new products tailored expenses, temporarily boosting Q3 operating income.

to U.S. salon and consumer needs. In July, we

expanded our hair coloring lineup to better p—

address diverse shade requirements. 712
655 200 159 30.0%
80 508 i 495 ;ZZ 20.0%
Change in Sales Q3 i%;!!!!! B 55 10.0%
Hair Care +390% | +351%| | 0 0.0%
Hair Coloring +63.3% \ +29.2% 20 10.0%
Hair Care 87.5%|  869% o (157) s00%
Hair Coloring 8.4% | 8.5% Q3FY24 QAFY24 Q1 FY25 Q2 FY25 Q3 FY25 Q3FY24 Q4FY24 QIFY25 Q2FY25 Q3FY25
*Based on local currency ===Qperating margin
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See next page for the situation in the United States.

In the US, sales in all product categories have grown strongly, driven by favorable product evaluations and
close collaboration with distributors. Both in local currency and yen terms, sales have remained strong. In
the hair coloring category, the lack of a comprehensive product lineup for a wide range of customers had

been an issue earlier, but additional items launched in July have been well received.

The impact of tariff duties has been partially offset by the implementation of product price revisions since
September. The price increase is expected to reduce the negative impact originally estimated at
approximately JPY100 million for the full year to about JPY30 million. The impact of tariffs has already been
factored into the revised plan.

Regarding Q3 operating income, it was discovered that JPY99 million of SG&A expenses recorded in Q2 had
been overstated. As a result, the same amount was deducted from SG&A expenses in Q3. Therefore, while it
appears that operating income increased significantly compared to Q2, even excluding this effect, the
business was profitable for the quarter, and we believe underlying profitability is on an improving trend.

As for the timing of achieving profitability in the US business, although sales have been strong, the need to
invest in growth to achieve greater results and to increase personnel to build a stable internal structure
remains unchanged. Therefore, at this time, we have not changed the expected timing, which remains
between FY2028 and FY2029, consistent with our previous communication.

10



Notice Concerning the Completion of Share Repurchase

At the Board of Directors meeting held on August 8, we resolved to repurchase our own shares
to enhance shareholder returns and improve capital efficiency, and the repurchase was
completed on October 27.

Class of shares repurchased Common shares

Total number of shares repurchased 811,700 shares

Total amount of share repurchases costs | ¥1,999,828,700

Repurchase period From August 12, 2025 to October 27, 2025

Method of repurchase Purchase in the market through the Tokyo Stock Exchange

(Reference) Details of the resolution approved at the Board of Directors' meeting held on August 8, 2025

Class of shares to be repurchased Common shares
Total number of shares to be 870,000 shares (maximum)
repurchased (2.7% of total number of issued shares (excluding treasury shares))

Total amount of share repurchases costs | ¥2 billion (maximum)

Repurchase period From August 12, 2025 to December 23, 2025
Method of repurchase Purchase in the market through the Tokyo Stock Exchange
© Milbon Co,, Ltd. All rights reserved. 13 Find Your Beauty M I L B O N

See next page.

The share buyback announced in August alongside the Q2 financial results was completed on October 27.
We set a maximum limit of JPY2 billion, and ultimately acquired 811,700 shares. Going forward, we will
continue to prioritize investment in growth while aiming to improve capital efficiency and enhance
shareholder returns, and we will consider flexible share repurchases using surplus funds.

We are currently reviewing internally how to utilize the treasury stock acquired through this buyback. We
will share further details with you once decisions have been finalized.



Assumptions for the Full-Year Outlook

Full-Year Outlook

= + Although the recovery of the domestic salon market has remained sluggish, as anticipated in August,
Q we expect sales to achieve the full-year target.
Nk = «  We will prioritize initiatives for salons around our core hair care and hair coloring products
€
Sales i
g » Although yen appreciation has had an impact, sales remain strong in local currencies, particularly in
9 South Korea and the United States, and we expect to achieve the full-year target in yen basis.
O
CoEatln *  While the outlook for the gross profit margin remains uncertain due to factors such as foreign exchange and
Ip 9 inventory losses, we expect operating income to achieve the full-year target through disciplined control of
ncome SG&A expenses.
© Milbon Co,, Ltd. All rights reserved. 14 Find Your Beauty mi 1 L B O N

See next page. This is the assumption for the full year forecast. This page contains the assumptions for the
full year forecast, which | will not explain here, as it is redundant with what | have already said.

Full-Year Outlook

The full-year target remains unchanged. Q3 year-to-date results were in line with the target,
and we remain on track to achieve the full-year guidance.

FY2025 Progress

Revised Rate

(Unit: million yen) Target | (%)
Net Sales | 51,316 52,300 983 19% 37827 723%
Gross Profit 32,597 32,926 328 10% 23623  717%
Gross Profit Margin ~ 63.5%|  63.0% - | = 62.5% =
SG&A Expenses 25758| 27,626 1,868 73% 20133 72.9%
Operating Income 6839] 5300 (1539 (225%) 3490  659%
Operating Margin 133%| 10.1% = = 9.2% =
Ordinary Income 6968| 5180| (1,788)  (25.7%) 3203 61.8%
gﬂ;f;gf'k},‘ffeﬂf to 5017|  3,000] (2017)  (40.2%) 1,681 56.1%

© Milbon Co,, Ltd. All rights reserved. 15 Find Your Beauty M 1 L B O N

See next page. This is the full year forecast.

Net sales, both domestic and overseas, are progressing steadily in line with the revised plan. In particular,
despite uncertainties in foreign exchange trends, overseas sales on a local currency basis have remained
strong, especially in the US and South Korea. Although there are risk factors for operating income, such as
inventory losses linked to domestic sales trends and foreign exchange fluctuations that could lower the
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gross profit margin, we aim to achieve the full-year plan through cost control measures, including SG&A
expenses. As a result, the revised plan announced on August 8 remains unchanged, and the year-end
dividend of JPY48 is also unchanged.

In the current fiscal year, we announced the original plan in February and were forced to make a significant
downward revision in August, partly due to changes in the external environment. We recognize that this has
caused considerable concern and inconvenience to our shareholders, investors, and all those involved in the
capital markets. Management, together with all employees, is working as one to achieve the revised plan for
this fiscal year and to restore your trust as much as possible. We sincerely ask for your continued support.

Outlook for Medium-Term Management Plan (Through 2026)

We remain focused on achieving the ROE target by improving profitability and capital efficiency.
However, we will carefully review the domestic market environment, which remains uncertain,
as well as our cost structure. An updated outlook will be announced in next February.

! FY2026
(Unit;: million yen) ¢ Target‘

Net Sales 52,300| 58,000 5700 10.9%
Japan 38900 43,700 4800 12.3%|

| Overseas 13,400 | 14,300 900  6.7%|

Gross Profit 32926, 37,600 4674 14.2%

Gross Profit Margin 63.0% 64.8% = —

Operating Income |~ 5300| 8,400 3,100  585%|
Operating Margin 10.1% 14.5% — -

Ordinary Income 5,180 8,340 3,160 61.0% \

Profit Attributable to
Owners of Parent

3,000 5,940 2,940 98.0%

ROE 63%| 11.3% - —|
ROIC 7.7%  11.1% —| -
* Announced in February 2025
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See next page. | would like to make a few comments on the outlook for the medium-term management
plan.

As stated here, we remain focused on achieving our ROE target of 11.3% by improving profitability and
capital efficiency. However, as mentioned by President Sakashita at the first-half financial results briefing in
August, we recognize that the gap between the FY2026 sales and operating income targets in our medium-
term management plan and the revised FY2025 plan has widened due to factors such as inventory losses
and the domestic sales plan.

Although we cannot disclose specific figures, we expect profitability to improve through measures such as
the introduction of new products, a thorough review of SG&A expenses, reducing inventory losses through
closer examination of production plans, and lower expenses related to the Expo. At the same time, we
anticipate cost increases associated with new product launches, upfront investments such as digital
initiatives and R&D expenses, and higher distribution and personnel costs to address inflation. We also
recognize the need to carefully assess the future business environment, particularly in the domestic market,
where uncertainty remains.

With respect to improving capital efficiency, in addition to dividends, we will continue to consider flexible

share repurchases with an eye on stock price levels. Based on these factors, we are currently formulating
the plan for the next fiscal year, and we ask that you wait until the announcement of the full-year financial
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results in February for specific figures.

Business Update 1: OW BYE TORI

OW BYE TORI, a new hair-styling brand launched in October, has already exceeded its annual
sales target. We will continue to drive additional growth through year-end.

Highly Evaluated Product Features
> Bottle design

>Fragrance

> Styling compatibility

Gross Sales as of October 31:
¥190 million (Annual Target of ¥120 million)

© Milbon Co,, Ltd. All rights reserved. 17 Find Your Beauty M@ I L B O N

See next page. | would like to introduce some of our most recent initiatives.

One of our most recent initiatives is OW BYE TORI. OW BYE TORI, a new styling brand launched in October,
got off to a strong start, achieving its annual sales target in the first month after launch. While competing
with other brands in terms of packaging and fragrance, the product is highly regarded for its ease of creating
hairstyles, which is essential for styling products. As a manufacturer, we are very pleased that our new
products have been well accepted by hairstylists and hair salons.

Although the sales amount of each individual item is not large, we will continue to provide products and

services that help hair salons increase their sales and profits, thereby contributing to overall company
performance.
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Business Update 2: WWDBEAUTY Best Cosmetics Awards for Hair Salons 2025

Eleven items across eight categories were recognized in the Best Hair Salon Cosmetics Awards,
as voted by hair stylists. We also secured first place in the Sales Staff category, reflecting strong
acknowledgment for both our products and salon support activities.

— Shampoo Division _
1#t Place

Aujua Altiell

Hair Coloring Grey-Coverage
Division Coloring Division
2" Place 2" Place

| ]

Ordeve Addicthy Villa Lodola Color

Color Care
Division
3 Place

Villa Lodola Color
Interval Re:care

Sustainability
~ Division =
15t Place

Wik sRa b B

5
N

Villa Lodola Color

Hair Treatment
~ (In-Bath) Division -
15t Place

i

Aujua Altiell

Scalp / Hair Growth Care Division
15t/ 2nd / 34 Place

1¢* Place: Aujua Moistcalm Moisture Lotion
2 Place: Aujua Presedia Intensive Perfector

3 Place: Global Milbon Enhancing Vivacity Essence

Skincare / Makeup Division
15t/ 2nd Place

”‘ Tl

15t Place: Imprea Lotion
2nd Place: Imprea Exfoliator

_Sales Staff Division _
1% Place

miLBODN

* For details, visit WWD Japan (Japanese only): https://www.wwdjapan.com/
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During Q3, Milbon’s products were featured in WWD Beauty, an industry magazine, as part of the “Best
Cosmetics Awards for Hair Salons” selected by hairstylists. Professional products used in salons were
classified into 14 categories, and 159 stylists from 50 salons in Tokyo were asked to choose the products
they considered the best in each category. As a result, we received strong support from hair salons for both
our products and activities, including high praise for our haircare, hair color, and cosmetics products, as well

as first place in the sales staff category.

Although we do not believe these results necessarily represent the entire market, we view them as evidence
that Milbon’s field person system and TAC development system—the sources of our competitive

advantage—are functioning effectively.
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Business Update 3: milbon:iD Surpasses One Million Registered Users

The milestone of one million registered users of milbon:iD was achieved in October,
underscoring its role as a key platform for take-home product purchases.

October 2025:
(people) Surpassed one million users
1,000,000

(salons)
7,000

800,000

o~
i 6,000
e 5,000
600,000 —= - 4,000
~ = The number of members
400,000 - 3,000
June 2020: e 5566 «—The number of salons
200000 H2UNChed " % Starting in FY2025, we
~ 1,000 revised our counting method
0 - m 1 I 0 to exclude closed salons.

FY20 FY20 Fy21 Fy21 Fy22 Fy22 Fy23 FY23 Fy24 FY24 FY25FY25
Q2 Q4 Q2 Q4 Q2 Q4 Q2 Q4 Q2 Q4 Q2 Oct.

Purchases on milbon:iD Purchases in Salons
¥14,435 (FY2024) «i! ¥5,011 (FY2024)

. [ 0, .
Repeat Purchase Ratio ‘ 65%(FY2024) 40% (when preparing the

\

Unit Price per Order
(Retail)

(Within one year) launch of milbon:iD)
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See next page.

The number of registered members of milbon:iD reached 1 million in October. At the time of the
announcement of the current medium-term management plan, we expected to achieve this goal by the end
of FY2026, so we achieved the goal one year earlier than that. We believed that we were making steady
progress as a foundation to support the growth of sales of take-home products, which is the core of our
growth strategy. We are committed to further development in the future.
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Business Update 4: Joint Delivery by Three Manufacturers

Three manufacturers, Milbon, ROHTO, and Haleon Japan, sharing common delivery routes have
established a joint delivery system, which began operating in August. Going forward, we aim to
expand its coverage by leveraging the expertise gained.

[Normal Delivery Routes]

Milbon

ROHTO
—_—

Haleon

Transport Hub
(Driver change)

[Joint Delivery Routes]

S :
- Sagamihara City
L7
ROHTOI sHAL=ON
Ly mpaE

[Toyo Logistics]

Kazo City

N

Unload shipments of Milbon and
7~ Haleon
_—r 7
¥ = Sagamihara City
{1 U

' =
- > ROHTOS_HAL=ON
eyenmam

- Load ROHTO and [Toyo Logistics]

Load Haleon's shipments after
loading ROHTO’s shi

"~ Milbon shipments

{

Designed to improve loading efficiency and reduce CO, emissions.

* For details, refer to news release (Japanese only): https://prtimes.jp/main/html/rd/p/000000111.000028306.html
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See next page. This is the last page. Finally, we will explain our joint distribution efforts with other

companies to improve logistics efficiency.

In August, we established and began operating a joint delivery system with three companies that share
common transport routes: Milbon, ROHTO Pharmaceutical, and Haleon Japan. Although currently limited to
some shipments, we plan to expand these efforts with a view to developing upstream processes in the

supply chain, such as raw material procurement. We hope you will look forward to these initiatives going

forward.

That concludes my brief explanation. | would be happy to answer any questions you may have. Thank you

for your attention.
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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 © 2025 SCRIPTS Asia K.K. (“SCRIPTS Asia”), except where explicitly indicated otherwise. All rights
reserved.
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