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KPI summa ry s Demae-can

Number of active users Number of affiliated stores Number of orders
(as of the end of Feb.) (as of the end of Feb.) (from Sep. 1 to Feb. 29)
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Overview of consolidated financial results € Love Tome

Demae-can

FY2020/8 (P/L

Net sales increased by 22.7% YoY. An operating loss of 989 million yen
was recorded due to strategic investment.

B Main factors for increased sales and decreased profit:

v An increase in the number of affiliated stores due to the expansion of Sharing Delivery and a
rise in the volume of orders thanks to aggressive marketing

v' Arise in delivery sales due to the expansion of directly managed offices of Sharing Delivery
and increases in office start-up costs and operation costs

v Aclimb in advertising expenses for increasing recognition and promoting everyday use

FY2018/8 FY2019/8 | Year on year | Year on year | FY2019/8
Millions of yen Actual Actual Difference | Comparison | Sales ratio

Net Sales 122.7% 100.0%

Gross Profit 131.8% 66.3%

S{CRUY 179.4% 92.1%

Operating profit - A25.8%

Ordinary profit - A25.2%

Profit attributable o
to owners of parent A23.6%

© Demae-can Co., Ltd



Overview of consolidated financial results

for 2Q FY2020/8 (B/S

Millions of yen

Current assets

Cash and deposits

Total assets
Current liabilities

Other current liabilities

Non-current liabilities
Total liabilities

© Demae-can Co., Ltd

5,555
2,185
2,994
375
1,528
821
706
7,084
4,203
803
3,069
330
40

4,244

2,839

5,391
1,299
3,765

328
1,444
904
539

6,836

5,125
601
4,228
295

21
5,146
1,690

«

Al164
A888
+771
A47
A 84
+83
A167

A 248

+922
A202
+1,159
A35

A19
+902
A1,149
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Demae-can

End of Aug., End of Feb., Year on year | Year on year
2019 2020 Difference Comparison

97.1%
116.1%
125.7%

87.6%

94.5%

110.1%
76.4%
96.5%

121.9%
74.9%
137.7%
89.5%

52.0%
121.3%
59.5%




Financial summary by segments
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Demae-can

Demae-can business

(Millions of yen)

2,462
15.5%
1,878
291
A137 A1,079
Bt
2Q 2Q 2Q
FY2018/8 FY2019/8 FY2020/8

© Demae-can Co., Ltd

Mail order business

(Millions of yen)

14.9%  14.8%

/.2%

690 657 612

49 97 90
2Q 2Q 2Q
FY2018/8 FY2019/8 FY2020/8
Net sales Operating profit Operating margin 5
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Changes in net sales by segment Demae-can

(Millions of yen)

Other sales
o 3,828 in Demae-can business
,,,,, e _~" YoY +58 mil. yen (106.8%)

Delivery commissions
~" YoY +487 mil. yen (1013.9%)

Increase in sales due to a growing
number of delivery orders by direct
managed office

1 557 1,765 — Order commissions
: in Demae-can business
YoY +208 mil. yen (113.4%)

Increase in sales due to a growing
number of orders

— Mail order business
YoY A45 mil. yen (93.3%)

2Q
FY2019/8 FY2020/8

© Demae-can Co., Ltd 6



Changes in SG&A 5% Demae-can

(Millions of yen)

3,527

—, Others SG&A expenses
#6353 YoY +195 mil. yen (142.6%)
Increase in expenses associated with
business expansion and operational
cost of the directly managed bases

Personnel cost

YoY +632 mil. yen (200.9%)
A growing personnel cost arising
from business expansion and an
increase in the cost of delivery
staff at directly-managed bases

Promotional expenses
YoY +735 mil. yen (183.3%)

Increase in expenses for sales
promotion and branding

2Q 2Q
FY2019/8 FY2020/8



Major initiatives (Strengthening marketing) 5% Demae-can

Executed the promotion for accelerating

daily use by users
=@ Appointed Masatoshi Hamada (Downtown) as Chief Demae Officer
(CDO) and emphasized “food delivery of food for daily meals”.
Also, TV commercials started in late December.
@ Expanded operations of Arena Delivery and created opportunities for
food delivery at sites by events, including B League, RIZIN and RAGE
(e-sports) etc.

3 Renewaled Demae-nyan Club to increase frequency of use by existing

users.
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Major initiatives (Evolution of sharing delivery) S%Demae-can

Strongly promoting expansion of Sharing Delivery

=@ Increased stores in categories where stores were insufficient,
particularly for daily meals

(2 Started to lower the minimum order value.

3 Shortened waiting time from order placement to delivery.

@ Negotiated change in delivery agency commission structure.

© Demae-can Co., Ltd 9
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Coronavirus countermeasures 1 $* Demae-can

Strengthening the hygiene management system for
delivery persons to reduce infection risk and provide
safe and secure service

=@ Management of physical condition at the start of the workday using

a check sheet
- Thorough hand washing, gargling and disinfecting with alcohol
- Measurement of body temperature of delivery persons;

If the temperature is 37.5°C or more, their work is restricted.

@ Disinfecting with alcohol before receiving products at stores and
delivering to customers

3 Having delivery persons wear masks

“ean “R e

© Demae-can Co., Ltd 1 O
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Coronavirus countermeasures 1 Demae-can

Providing meals for free to children’s homes,
children’s restaurants and after-school daycare
facilities

= The Company plans to provide 3,000 meals for free. In 10 days after the

start of offering of meals on March 2, requests for more than 5,000 meals
were received from 124 locations nationwide.

© Demae-can Co., Ltd 1 1



Purpose of Strengthening
Capital and Business Alliance
with LINE Group
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Meaings of the capital and business alliance 5% bemae-can

Things to do to accelerate Demae-can’s growth

Integration of brands into Demae-can
and use of LINE ID

Financing for growth investment

Strengthen system development &
marketing organization

Starting take-out service

© Demae-can Co., Ltd 1 3



‘ LanhElR 3<E<

[1] Integration of brands into Demae-can Demae-can

Integration of “LINE delima™ into “Demae-can” brand

5% Demae-can LINEFYV

Demae- can LINE ID[

ID

LdbhEIlx 7<¢EL
sE Demae-can

Integration of Demae-can ID and LINE ID into ONE ID will
enable 83 million LINE users to easily use Demae-can.

© Demae-can Co., Ltd 14



[ 2 ]Financing for Growth Investment preenin

emae-can

Investing 30 billion yen in the Company’s
priority areas

—~——

® Radical modification of ® Acceleration of expansion  @Investment in advertising
existing system of service areas for brand building

- ® Building a structure to
® Implementation of ONE ID : :
* respond to a rapid increase ® Sales promotion using

® Acceleration of development  in the number of deliveries LINE’s platform
of delivery system @ Starting “cloud kitchen”
® Personalization of site business
etc. etc. etc.

© Demae-can Co., Ltd 1 5



[ 3 ]1Strengthen system development & € Laors TR

marketing organization Demae-can

Changing the organization for system development

As our measures for insufficient resources for system
development, which is our agenda, we will restructure
Its development and operation systems with a
development team consisting of around 50 members
that will be dispatched from LINE.

Strengthening the marketing system

The Company will strengthen its marketing system and
will build a system that will take full advantage of LINE’s
platform with Mr. Fujiwara, CMO at LINE’s O20 company,
and core marketing staff members dispatched from the
LINE Group.

© Demae-can Co., Ltd 1 6
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[ 4 ]Starting Take-out services Demae-can

Promptly tapping into fields where demand is
expected to expand using Demae-can’s

Infrastructure
~
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Adding LINE Pokeo’s take-out reservation function to Demae-can’s
existing order handling operation enables the Company to

Introduce take-out services promptly.
17
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Future Management Team (Plan) Demae-can

Chairman, President & CEQ,

Representative Director Representative Director
Rie Nakamura Hideo Fujii

<Future Board members>

Director (candidates) :

* Rie Nakamura (CEO of Demae-can Co., Ltd)

* Hideo Fujii (CEO of LINE Corporation 020 Company)

* Jun Masuda (Director CSMO of LINE Corporation / Outside Director of Demae-can Co., Ltd)
* Shoji Fujiwara (CMO of LINE Corporation 020 Company & LINE Pay Corporation)

Independent Outside Directors : Hiroshi Kamiyama and Munehiro Honda (continue)
© Demae-can Co., Ltd 18




Medium-to Long-Term
Strategies after Strengthening
Capital and Business Alliance
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Candidate for new CEO, Hideo Fujii Demae-can

Hideo Fujii
CEO of LINE Corporation 020 Company

20064 Joins Rakuten, Inc. Aids in the launch of the Sapporo branch.
Returns to the Tokyo head office. Engages in business strategies
and overseas strategies.

20154 Becomes Director and Executive Vice President at Rakuten Mart,
Inc., a subsidiary of Rakuten, Inc. Engages in redesigning business
plans, website renewal and logistics and merchandising reform and
puts sales onto a growth trajectory.

2016%F Joins Line Corporation as head of the commerce business.

20175 Becomes Executive Officer at Line Corporation. Engages in
launches of services and organizations as head of commerce
business and 020 business. Becomes Outside Director at
Yumenomachi Souzou-linkai Co., Ltd. (currently Demae-can Co.,
Ltd.)

20185 Becomes Outside Director at Venture Republic Inc. (present
position)

20194 Resigns as Outside Director at Demae-kan at the expiration of his
term. Becomes CEO at the O20 Company when LINE introduces a
company system. (present position)

© Demae-can Co., Ltd 20
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Japan’s Delivery Market Compared with Overseas Markets ﬂf Demae-can

Turnover of Major Delivery Service Providers Overseas and Ratios of
Active Users to the Population

100 million
7,000

6,000 19.1%

5,000 *‘

4,000
3,000

2,000

2.3%

1,000 ‘

Major food delivery  Major food delivery Major food delivery Demae-can
provider in US provider in UK provider in Korea in Japan

B Turnover Ratios of Active Users to the Population

© Demae-can Co., Ltd * Demae-can Co., Ltd “Financial Announcement for FY2019/8"
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Key Point for Expansion of Delivery Market in Japan .SEDemae-con

The market of restaurants that cannot deliver food by themselves is 7.3 times as large
as the market of restaurants that can deliver food by themselves. The key point in
expanding the delivery market is to tap into restaurants that cannot deliver food by

themselves.

“Restaurants that can deliver” vs. “restaurants that cannot deliver”

Number of
restaurants

i Can delivery by
Restaurants that can 36’748 1.84 tri. themselves

deliver by themselves

Market size

. Cannot delivery
Regtaurants that cannot 374’313 13.46 tri. by themselves
deliver by themselves

Restaurants beyond the 65 635 0.75tri.

scope (bars, clubs, etc.)

© Demae-can Co., Ltd * 2016 Economic Census for Business Activity of the Statistics Bureau of Japan
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Assets of LINE Demae-can

LINE is frequently used as a messaging application and has more than 83 million
monthly active users (MAU). Its major assets are LINE IDs, location information and
promptness (from the delivery of a message to the viewing of it).

LINE ID

LINE

MAU 8,3005
DAU/MAU 86%
Location Instantane
information ousness

© Demae-can Co., Ltd * LINE Corporation “4Q 2019 Earnings Release Presentation” 23
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Synergy between Demae-can and LINE Demae-can

Demae-can will combine Sharing Delivery® (delivery service) and take-out service
(LINE Pokeo) to create a service that will provide any food that users want to anyone

anywhere, at anytime.
Anyone
L Anything
L LINE&Z#

Lo 217957

AU 3205

Stores 21,450
Anywhere Anytime
MAU 8,300/5

Location LINE Instantane
information ousness

© Demae-can Co., Ltd * Demae-can Co., Ltd “Notice of Management Indicator (February 2020)” 24
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Medium-term strategies and future visions Demae-can

Demae-can aims to build a Food Marketing Platform in the future that provides
comprehensive food service, including take-out, reservations at eat-in facilities and
mobile orders (self-orders) as well as delivery.

Food Marketing Platform

Recapitalization

- System restructuring
D€| IVE ry Resources Technical assistance

from LINE

ID marketing
Use of location information

Take-out Expansion of affiliated store

Strengthening delivery service
: Expansion of service territories
Mobile

H (Eat-in facilities reservations, mobile
order Routine 30
Use of Al

(Responding to calls using Al, Al Call)
Cloud Kitchen

© Demae-can Co., Ltd



demae-can will build a Food Marketing Platform that wi
educe the distance between palatable meals and user:




Synergy with the LINE Group
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Demae-can
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Demae-can

Life on LINE = LINE super apps.
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Demae-can

Life on LINE 24/7

Attend Search Waorkout Cet
meetings for a hair cut
information

Check
news/weather

Wake up Shep Read Go

books to bed
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Demae-can
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Demae-can

Ratio of food delivery in foreign countries (%)

Korea
China

UK
Australia

Brazil
Russia
Germany
Spain

Italy
USA I
Canada I

Source: The NPD Group YE Dec'17



Digital Transformation of “Food”
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Demae-can
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