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Medium-term Business
Strategies

This is the revisit of the contents that we have
presented so far.



Medium-Term Strategy Slogan

Our medium-term strategy slogan is "Aiming to be a global company through DB and CCS*"

Access available from any device

Needs ‘ t Appropriate
information

Analyze individual user preferences,
then select and provide the most appropriate information

LN
-ﬁ--

: Interior
Region

decoration
Create database of information about daily life in Japan and overseas

*Database + communication & concierge service

CCS

Communication & concierge service

Recommendations to support the decisions of
those pushing ahead

DB

Japan and overseas database

Accurate and all-inclusive information about
daily life



Medium- and Long-Term Outlook  wmedium-term business strategies

Gain 40% of the market and make HOME'S an essential element of life.

g g Share of all
' Sinntn relocating users

vices Achieve  SIIOLTY

Medium- Long-term
term goal goal



Investment Outlook

Prioritize the domestic real estate market and invest in long-term growth
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Existing services New services

Overseas Information
real estate services
|nformat|0n outside of real

. estate
services \ J

4th priority

3rd priority
Domestic

real estate information
services

The top priority is Services for
to become realtors
the undisputed
No. 1 in the industry

Box size is unrelated to investment amount.



Investment Outlook

seow B

Prioritize the domestic real estate market and invest in long-term growth
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Existing services

> Speed up PDCA cycles
- Increase property numbers in current
countries of business
- Explore expanding into new countries
- Promote proliferation of brand overseas

> Expand user share

- Proactive brand promotion

- Enhance digital marketing by
leveraging big data, etc.

- Expand databases (properties, users, outlets,
word-of-mouth feedback, peripheral
information)

- Improve smart device support

- Initiatives for next-generation devices
(wearable devices, etc.)

> Expand number of member outlets
- Streamline direct marketing efforts
- Curb membership cancellations
- Utilize third-party marketing

New services

> Speed up PDCA cycles
- MONEYMO
- HOME'S Style Market
- Venture support
- Creating new business

> Expand business in existing services
and improved functions

- CRM for leasing companies (renters.net)
- CMS (ANNEX)
- SNS (HOME'S Pro) for realtors

> Develop new services

- Service for distribution among contractors

- Platform for the industry

- Business support tools

- Business support for Web marketing using
big data
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Real Estate Segment Tactics Outlook  vedium-term business strategies

Support both users and customers, and maximize closing rates

| —

Number LA
of users Bring customers to Galnlng more CUStomerS
L websites ) Maximizing user numbers
Property searching _ / Depart
Improve products
Visit again Improve CVR (inquiry rate)
Inquiries
Maximize Expand database
Closing rate Improve CVR (inquiry rate) and maximize closing rate
Pfoperty informatry
provision .
and seeking customers En h ance b usiness
Business —_ .
Uyl Property registration and Su p p ort services
management, attracting Expand database and maximize closing rate

s.10)|eay

customers

Property purchasing




Overseas Business Tactics Outlook  wmedium-term business strategies

Continue investment into overseas business to achieve medium- and long-
term growth

> We are currently building highly-versatile websites for many nations and languages using SEO
techniques developed in Japan.

> Roll out websites at low cost, while generally avoiding establishing local facilities.
- Regions where Google's search engine is strong

- Regions where most people speak a common language
> The KPI is the number of properties.
> We will speed up PDCA cycles, expanded investment, and decide whether to remain.




Medium- and Long-Term Growth Outlook wmedium-term business strategies

Establish NEXT as No. 1 in market share for users of online relocation services
and aim for operating profit ratio of 25%.

mm Sales
mm Operating profit
“©-Operating profit ratio

.0%

Unit : million yen 17,240
14,690

FY 2014 sales
Key points ratio (Forecast)

> Improve advertising ratio :31.0%
> Maintain personnel expense rate : 24.7%

> Offset other expenses with
increased revenues :30.8%

Mar 2013 Mar 2014 Mar 2015
(forecast)



Medium- and Long-Term Business Objectives

>Medium- and Long-Term Objectives

(Financial Indicators)

1.
2.
3.

Aim to achieve 25% operating profit margin
Improve productivity

Return profits to shareholders through continuous
dividends and profit growth

>Business Development

1.

w

HOME'S as the absolute No.1 = Improve property
coverage

Expansion of services for realtors
Overseas expansion
Secure a new revenue base outside of real estate

10



The situation of the overseas competitor

The overseas competitors in the world have high amount of market capitalization with user
share in the background

[NEXT, JP]
Sales $136.9m

[Zillow, US]

Sales $197.5m
Operating profit $A16.9m

Operating profit ~ $21.4m

[Rightmove, UK]

Net profit $12.5m Net profit $A12.4m
Sales $226.8m rTvE— Market cap P '
Market Cap Operatlng proflt $1572m ende arcn, $5.07 ended December, 2013
$3.72 Net profit $120.5m billion
billion : : : : : $0.39
A . ended December, 2013

billion

arket cap
$1.99 .
Market cap Gl [Trulia, Us]
$4.15 : Sales $143.7m
billion Operating profit$ A24.1m
] - : \ Net profit $A17.8m
[Soufun, CN] " ended December, 2013
) Market cap
Sales $637.4m $5.27
Operating profit$350.4m billion [REA group, AU]
Net profit $298.7m

Sales $394.0m
Operating profit$186.6m
Net profit $134.8m

notel Calculated from the IR materials of each company presentation

note2 The stock of September 16, 2014 ended June, 2014

note3 Exchange rate $1=107.3 yen, GBP1=173.9yen, AUD1= 96.6yen 11
note4 Zillow announces acquisition of Trulia for $3.2 billion in stock.

ended December, 2013
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Acquisition of Trovit
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Overview of acquisition project

> Company name . Trovit Search S.L.

> Business activities . Operation of one of the world’s largest aggregation site

(Mainly including real estate/housing, used cars, employment information)

> Business performance: Sales: 17,560 thousand euros (approx. 2.42 billion yen)
Actual results for FY2013 Operating profit: 5,869 thousand euros (approx. 810 million yen)

Net profit: 4,208 thousand euros (approx. 580 million yen)

ACC] uired stocks - 100% *Calculated based on 1 euro = 137.65 yen

Vv

\

Acquired consideration : Cost for acquiring stocks: 80 million euros +
accompanying cost: 100 million yen
Total: Approx. 11.1 billion yen

Vv

Fund . Cash reserves + borrowing

> Reference
Cash of Next as of the end of June, 2014: 8.34 hillion yen
EBITDA of Next (FY2013): 2.78 billion yen

13



Service provision countries overview of Trovit

With focus on real estate, Trovit provides internet search sites in 39 countries around the world
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Business situation

Trovit deploys business at low cost and maintains 47 million users
per month and content partnerships with more than 20,000 firms

Consumer

Deploys sites in 39
countries around the world
without having physical
bases

47 million users per month

Maintains over 22 million
registered members

Philosophy: Help anyone in
any country to find a home,
car, job, ....

Foundation: October, 2006
Head office: Spain
Number of employees: 92

Ended December, 2013

Sales: 17,560 thousand euros
(Approx. 2.42 billion yen)

Operating profit: 5,869

thousand euros
(Approx. 810 million yen)

Operating profit ratio: 33.4%

20,000 content partnerships,
600 paid customers, and 120
million cases posted on the sites

Collaborates with leading
companies in the world
including listed companies

Source: The number of users and example of clients are based on the SimilarWeb data as of August of 2014. Other
information is excerpt from target company’s materials.

15



The number of users of real estate information sites in the world overview of Trovit

The number of users of Trovit per month is in the world’s top class in the real estate
information sites

Comparison regarding the number of users per month between Trovit and other

real estate information sites in the world

70,000
60,000 - R
it No.1 in Mexico
50,000 - S N0.3?n Italy.
Used car No. 3 in Brazil
40,000 - e In terms of number of users
Employment
30,000 - !
20,000 -
10,000 -
0 | —
it & 4 ¢ s Q o X2
Unit: K\ K\ NS Q % S
Thousand '\\\O &(O ,\(\) (Q\O <& O\§ \5\)?\ O@Q’
people %) (O \2\

_ 58
s
compan Q-

Source: SimilarWeb data as of August of 2014. Regarding Trovit, the number is the total number in all deployment countries. The breakdown

was calculated by us based on the past data. Other information is values taken from the representative sites of each country.
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Business situation

With multi-device, Trovit provides not only real estate information but also used car and
employment information, etc.

NJOJONSRS

Homes Cars Jobs Products Rentals
Real estate Used car Employment Mail order Holiday home
information information information information information

iPhone App Android App

TFor app, 15,000/day downloads



Monthly sales transition overview of Trovit

With focus on real estate information, the sales for all services are on a growth path

Monthly sales transition

2011/01 2011/07 2012/01 2012/07 2013/01 2013/07 2014/01

Source: Excerpt from the target company’s materials

18



Profit and loss summary overview of Trovit

For the latest half term, both sales and profit resulted in double-digit growth. The EBITDA ratio

of 35.6% also shows high revenue system.
(1t half of FY2014)

Sales (million euros) EBITDA and EBITDA rate (million euros)

EBITDA ratio

€9,415

2011.12 2012.12 2013.12 2014.12 2011.12 2012.12 2013.12 2014.12

Jan. — Jun. Jan. — Jun.
For 2014.12, the value before audit is used. 19



What is aggregation site provided by Trovit? overview of Trovit

Trovit operates aggregation sites which consolidate multiple information-specific sites

O

Portal site 8
®

,,,,,,,,,,,,,,,,,,,,,,,, Joc g
] o 0 Y

AN
0 mation \ —R\ °

g Wlth Users Portal site F ' 9 ®
all around the world

Portal site

Users all around
the world

Value of providing to users  Value of providing to customers

Collectively search Send users to

various sites

information from
multiple sites

20



Strength of Trovit

> Why Trovit has as many as 47 million users per month

* The world’s top-class SEO technology. Acquire approximately 90% of
traffic for free of charge (SimilarWeb data as of August of 2014)

« Systematize/automate SEO operation
* Operate websites in 39 countries at low cost

> Why portal sites use aggregation site
 Large! Large amount of traffic is maintained

 Low cost! Original WEB customer attraction requires cost and efforts <
Low-cost WEB customer attraction is possible

e Secure! Since the algorithm for search engine is fluctuating, in-house
operation has risks.

Copyright(c) NEXT Co., Ltd. All Rights Reserved.
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Management team

Inaki Ecenarro

CEO&Co-Founder
« Born on July 22,1973 (41 years old)

- MBA/MIT Sloan School of Management (Graduated from MIT)
+ Founded Trovit after working at PwC and McKinsey & Company
- When looking for a house, he felt inconvenient to look for a house from multiple

portals, and started aggregator business

Marc Sturlese

CTO
« Born on August 1, 1982 (32 years old)
- Has been a search engine technical officer of Trovit for 5 years and appointed as

CTO in 2014.
+ Has high ability as an engineer and also excellent in management

Mauricio Silber

Product & Mktg Manager
- Born on February 19, 1982 (32 years old)
- Joined Trovit after working at Sonico and fnbox
+ Has approximately 10-year experience in operation of SEM, SEO and PPC, and

excellent in Web Marketing

22
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Trovit X NEXT Group
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Why NEXT Group acquires Trovit

> Advantages of NEXT Group

(1) To acquire 47 million users, 22 million registered members, and 20,000 content
partnerships in addition to business deployment in 39 countries around the world (real
estate, used car, employment information, etc.)

(2) To acquire world-class WEB marketing and SEO technology

(3) To acquire personnel with know-how in overseas business mainly including more than 60
technology staff

(4)Business performance: Annual sales of 2.42 billion yen, EBITDA of 840 million yen and
net profit of 580 million yen

(5) Foothold for information service other than real estate field

> Advantages of HOME'S

(1) To acquire know-how in systematization/automation of SEO
(2) To launch Trovit Japan (tentative) site and increase the number of users

> Advantages of Trovit

(1) To acquire the Japan’s largest property information

(2) To acquire SEO know-how in the big/middle word which is one of the strengths of
HOME'S

(3) To enhance sales per customer by strengthening sales capability
(4) To develop new advertisement products
(5) Foothold for deployment in Asia

24



Trovit X NEXT

This acquisition establishes the world’s largest real estate information site

//’-\
rovit ) NEXT Co.,Ltd.
Property DB 86 million 4.7 million
Business Real estate, used catr, Real estate, insurance,
type employment, mail furniture, CRM for real estate
order, holiday home companies
No. of service _ _
provision 39 countries 4 countries
countries
No.of 20,000 firms 10,000 firms
partners

Copyright(c) NEXT Co., Ltd. All Rights Reserved. 25



Advantages of HOME'’S x Trovit

Making one group allows to cover almost all SEO technologies,
achieving the world’s top level of online traffic creation capability

Amount of Mutual complement

- -

searches - ~.

o leads to the world’s
Pomain where NEXT :
top level of online

/xHOME’S) is strond\\
{ traffic creation

capability

\

-

I
I

o ———

Accumulated No. of

Big/Middle word Tail word key words

Ex: Combination of multiple words such as [Setagaya Ward,
rental condominium, within 10-min walk, pets allowed], etc.

Ex: Words with high search volume such as
[Real estate], [Condominium], [Rental], etc.

Copyright(c) NEXT Co., Ltd. All Rights Reserved.

26



Advantages of HOME'S

Establish Trovit Japan (tentative) and increase the number of HOME'’S users, achieving

increased profits

(HOME'S

A NEXT Group Service
Japan
Send users

(Increase the
number of users)

mplec

Original customer attraction
reduces external cost kD
(Reduction in ad/

promotion cost) Link as one of the affiliated portal sites,
including Real Estate Rakuten with 600
thousand users per month(*), in order to
increase the customer attraction
capability of HOME’S

* SimilarWeb data as of August of 2014 27

Copyright(c) NEXT Co., Ltd. All Rights Reserved.



Advantages of Trovit

NEXT Group supports enhancement of sales per customer by providing know-how

Image of Trovit’s customer segment _
High sales

per customer  Enhance sales per
High sales per customer customer by
zone strengthening sales
capability/new product
development

Trovit’'s customer
segment

SJasn JO Jaquinu |rews
SJasn Jo Jagwnu abue

Low sales
per customer

Copyright(c) NEXT Co., Ltd. All Rights Reserved.
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“Culture fit” of Trovit x NEXT

Since the concepts of values of Trovit and NEXT are very similar, fusion of the
corporate cultures to be implemented after the acquisition is also easy

POINT

“Help anyone in any country to
find a home, car, job, ....”

Composition ratio of employees

Others
12%

Technology
Staff
71%

GREAT
HWNe{ Best

i[@) Workplaces
WORK" e

2014

Management based

on philosophy

Corporate
philosophy

Technology
company

Percentage of
Technology Staff

Staff has high
motivation

Received “Great
Place to work”
award

D} NEXT Co., Ltd.

“Create a society where everyone can attain

comfort and happiness through continuing
social innovations”

Composition ratio of employees

Others

33% echnology
Staff

37%

Best |
's) Workplaces 2014
N Japan

29
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Answers to Questions
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Question 1. Why do you use a large amount of acquisition cost for the 3rd priority?

> The answer is as shown in “Why NEXT Group acquires Trovit” on P.24.]
> Advantages of NEXT Group

(1) To acquire 47 million users, 22 million registered members, and 20,000 content partnerships
in addition to business deployment in approximately 40 countries around the world (real
estate, used car, employment information, etc.)

(2) To acquire world-class WEB marketing and SEO technology

(3) To acquire personnel with know-how in overseas business mainly including more than 60
technology staff

(4) Performance results: Annual sales of 2.42 hillion yen, EBITDA of 850 million yen and net
profit of 580 million yen

(5) Foothold for information service other than real estate field

> Advantages of HOME'S

(1) To acquire know-how in systematization/automation of SEO
(2) To launch Trovit Japan (tentative) site and increase the number of users

> Advantages of Trovit

(1) To acquire the Japan’s largest property information

(2) To acquire SEO know-how in the big/middle word which is one of the strengths of HOME'S
(3) To enhance sales per customer by strengthening sales capability

(4) To develop new advertisement products

(5) Foothold for deploymentin Asia

This acquisition allows to acquire personnel/objects (information), which are important for
business promotion, in a short period.

As mentioned above, It can be said that Trovit is the perfect partner for
the NEXT Group to become a Japanese representative Internet
company in the world 31



Question 2. Have the conditions for borrowing been determined?
Can you pay back?

> Conditions for borrowing
- We are currently making final adjustments for the conditions. As soon as we will be
determined, we will disclose it on a timely basis.

> Repayment
+ NEXT’s EBITDA for FY2013 was 2.78 billion yen.
-+ Trovit's EBITDA for FY2013 was 840 million yen.

It means that the business by those two companies can create cash of approximately
3.6 billion yen every year.

- The annual CAPEX (capital expenditure) is approximately 500 million yen, but we
consider that it is the level that we are sufficiently able to repay the borrowing.

NEXT's EBITDA Trovit's EBITDA Average CAPEX Annual cash creation capability
(FY2013) (FY2013) (provisional)

2 . 78 billion yen + 840 million yen = 500 million yen = Approx. 3 . 1 billion yen

32



Question 3. Will the amortization of goodwill put pressure on profits?

> The total amount of goodwill is expected to be approximately 11 billion yen.
> Itis scheduled to introduce IFRS from the next fiscal year FY2015.

> NEXT is projected to incur a goodwill amortization expense (negative figure for operating
profit and loss) of 500 — 600 million yen (for 3 months) in the current fiscal year.

> There will be no amortization of goodwill from the next fiscal year when IFRS will be
introduced.

> However, goodwill impairment risk will remain.

Goodwill for the current fiscal year and next fiscal year and image of goodwill amortization
(Monetary amounts are provisional. They may differ from actual values.)

In accordance with
IFRS, there will be no
amortization for each

B/S PIL B/S fiscal year B/S
goodwill: goodwill goodwill: goodwill:
i amortization 11 billion P/L goodwill 11 billion

yen expense. yen amortization yen

Approx. 550 expense:
h .
million yen(*) Zero
Current fiscal year (FY2014 (JGAAP))  Next fiscal year (FY2015 (IFRS)) FY2016 - (IFRS)

*Calculation of goodwill amortization expense:
11 billion yen + 5 years x 3 months/12 months

Total amount of Amortization Consolidation for the current fiscal year
goodwill period (Consolidation starts from 4Q)

33



Question 4. If an impairment will occur, will it lead to excessive debt?

> We will make efforts to increase business performance and avoid impairment by
providing full SUppOI’tS from Japan. (For the support system, please refer to Question 5.)

> Even though an impairment for full amount of goodwill occurs, both NEXT
Group and Trovit have been currently making profits every year; therefore, we
consider that the risk of excessive debt is extremely low.

Simulation of goodwill impairment risk

NEXT’'s B/S as of the end of March, 2014

Recorded Liabilities:
goodwill of 3.16 billion yen Net profit forecast:
11 billion yen Asset: 1.38 hillion yen

(positive value of net asset)

13.41 billion yen

including 8.3 billion Net asset
yen for cash and 10.25 billion Trovit’s net profit:
deposits 580 million yen

(Actual result for FY2013)

(positive value of net asset)
Net asset is expected to
exceed the total amount of
goodwill (11 billion yen) by
the end of March, 2015. 34




Question 5. How do you support local sites?

> The majority of Trovit’'s directors are personnel from NEXT including Inoue who
Is President and CEO of NEXT.

> We dispatch personnel for all directions from Japan and provide full support until
the local sites will be on a growth path.

Directors

PfeSi%?T\lt gg CEO Ifaki Employee of
Inoue (Chairman)  (Current CEO)  NEXT (1 person)

Inaki
(Current CEO)
Local staff(CFO) ch(gil) g[;"ﬁ LO((?_:_ Cs)t)aff

—

Dispatch personnel from NEXT to provide full support

Business Technology/ Sales Financial/ Human Internal
management marketing accounting resources control




Question 6. Will business in Japan become weak due to dispersed
management?

> During the period between 2011 and 2013, President Inoue, who served as the General
Manager of HOME'S Business Department, implemented the structural reform based on
the marketing mix and as a result, NEXT began to be on a growth path.

> From this April, Inoue became the International Business Division Manager, and Director
Yamada took over the position of HOME’S Business Department General Manager. In
addition, three of the four directors are in charge of HOME'S Business Department.

> Even after the directors changed their responsibilities, NEXT has continued to achieve
double-digit growth as compared to the previous year as usual. Therefore, business in
Japan will not become weak due to dispersed management.

Full-time directors

Inoue

President and CEO General Manager

Yamada Hisamatsu
Deputy Manager and
Marketing Division Manager

Hamaya
Division Manager

and International HOME'S Business HOME'S Business HOME'S Client Service
Business Division Department Department Division
Manager
' v . v
International New Business Corporate

Business
Division

Internal Audit
Development Management oL
Division

Department Department

HOME'S Business Department

36



Question 7. Will Trovit’s management team remain?

> As partially mentioned in the “Question 5”, the current major management team will
continue to promote business activities and maintain the system so that Trovit will not lose
its strengths.
= @ |nhaki Ecenarro

CEO&Co-Founder
+ Born on July 22,1973 (41 years old)

- MBA/MIT Sloan School of Management (Graduated from MIT)
+ Founded Trovit after working at PwC and McKinsey & Company
- When looking for a house, he felt inconvenient to look for a house from multiple

portals, and started aggregator business

Marc Sturlese

CTO
- Born on August 1, 1982 (32 years old)
- Has been a search engine technical officer of Trovit for 5 years and

appointed as CTO in 2014.
+ Has high ability as an engineer and also excellent in management

Mauricio Silber

Product & Mktg Manager
+ Born on February 19, 1982 (32 years old)

- Joined Trovit after working at Sonico and fnbox

- Has approximately 10-year experience in operation of SEM, SEO and
PPC, and excellent in Web Marketing

37



Question 8. Is Trovit planning to conduct business in Japan?

>

Schedule has not been determined, but we will create Japanese version of Trovit and
strengthen the customer attraction capability of HOME'S.

We are currently affiliated with approximately 20 sites including Rakuten. Among them, we
expect that Trovit's customer attraction capability will be extremely high.

As a result, we can expect that ad/promotion cost to be paid to external entities will reduce
and sales will increase.

(HOME'S

A NEXT Group Service

Japan
Send users P

(Increase the
number of users)

e Japan

uuuuuu

Original customer attraction
reduces external cost
(Reduction in ad/

promotion cost) Excerpted from P.28
38
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Question 9. Will the medium-term strategy of the NEXT Group change?

> There will be no changes in the basic policy.

> We will operate our business while continuously setting the top priority as
acquisition of the overwhelming share of users in Japan.

> Since overseas business is also a very important investment from the long-term
perspective, we will support this area as well.

Slo)jew MaN

s1ayew Bunsix3

Existing services New services

Overseas real Information
estate services
Information outside of real
services estate

3rd priority

4th priority

Domestic real estate
information services

The top priority is to Services for
become the realtors

undisputed No. 1 in
the industry

Excerpted from P.5
Box size is unrelated to investment amount. 39



Medium- and long-term outlook  Medium-term business strategies

Achieve the undisputed No.1 position in Japan and become a representative Internet company
in the worla

- b Share of all
S g relocating
of :f":':" y users

40%

Long-term goal

40
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Transition of past results (if profit and loss of Trovit are added)

Sales will increase by approximately 18% due to consolidation
(Average per quarter)

Sales (Million yen)

5,000

ETrovit ®m NEXT

4,000

3,000

2,000

1,000

FY2012 FY2012 FY2012 FY2012 FY2013 FY2013 FY2013 FY2013 FY2014
1Q 2Q 3Q 4Q 1Q 2Q 3Q 4Q 1Q

Calculated based on 1 euro = 137.65 yen 42



Transition of past results (if profit and loss of Trovit are added)

EBITDA will increase by approximately 47% due to consolidation

(Average per quarter)

EBITDA (Million yen)

1,400

EmTrovit W NEXT

1,200

1,000

800

600

400

200

FY2012 FY2012 FY2012 FY2012 FY2013 FY2013 FY2013 FY2013 FY2014
1Q 2Q 3Q 4Q 1Q 2Q 3Q 4Q 1Q

Calculated based on 1 euro = 137.65 yen 43



Corporate Data

Company Name
Representative
Established
Capital

Stock Issued

Consolidated Number of
Employees

Business Activities

Major Shareholders

Headquarters

Major Subsidiaries
() stake

NEXT Co., Ltd. (TSE 1st section: 2120)

Takashi Inoue, President and CEO

March 12, 1997 (Fiscal year ending March 31)

1,999 million yen

56,469,000 (including 36,536 shares of treasury stock)*

608 persons (including 75 temporary employees, 14 overseas)

Real estate information service business
Other businesses

NEXT directors, Rakuten, Inc. (15.9%)

Shinagawa Front Building, 2-3-13 Konan, Minato-ku, Tokyo 108-0075 Japan (reception on 3F)

Renters Co. (100%)
Lifull(THAILAND) Co., Ltd.(99.9%)fiscal year ends December 31
PT. Lifull Media Indonesia(50.0%), fiscal year ends December 31

*A 3-for-1 common stock split went into effect on January 1, 2014.

44



Mission statement and management philosophy

Company Credo

Altruism

Our priority is making people happy.

Everyone in the world:

Consumers, Clients, Coworkers, Family, and so on...
First and foremost, make someone happy.

Before you realize it, you'll be happy too.

That is altruism.

Corporate Philosophy

Our corporate philosophy is
to “create a society where everyone can attain
‘comfort” and "hapiness’ through continuing innovations”.
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