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' Management Philosophy

K

YAMAZEN
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Founder Takeo Yamamoto

Founded Yamazen Tool Manufacturing & Sales
Co., Ltd. in May 1947. Expanded the company’s
business domain from machinery tools to machine
tools, housing equipment, and home products. The
company's rapid growth through unique management
attracted attention and became the model for the novel
Doterai Yatsu. He died in 1991 (aged 70).

Management of Fostering
Personnel

To make active use of personnel, and to foster
independent and virtuous employees

Management of Breaking
Through

To challenge, innovate and create

Management of Trust

To respond to the needs and expectations of
society and contribute to them

CR@SSING
YAMAZEN 2024
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' Outline of Business Segments

YAMAZEN
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Suppliers

About 3,000

companies

Manufacturers of
factory equipment,
devices, tools, etc.

About 900

companies
Makers -

E-
Manufacturers of
kitchen equipment, air-

conditioning
equipment, and other
housing equipment

About 600

companies

o1

Contract
manufacturers of
furniture, home
appliances, etc.

%’ YAMAZEN

Machine Tools Business

(Domestic)
(Machine tools, etc.)

Industrial Solution Business

(Domestic)
(Equipment related to production facilities,
etc.)

Tools & Engineering Business

(Domestic)
(Industrial tools, consumables, etc.)

Building Materials Business
(Building materials and equipment)

Home Products Business
(Home appliances, interior, exterior and
leisure products,
etc.)

*QOur private brand (PB) products
account for about 60% of sales.

Distributors

About 5,000

companies

Machinetool sellers,
cutting tool trading
companies, etc.
throughout Japan

e

4+ &

16 overseas
subsidiaries

Export and
65 business
locations*

About 2,900

companies

= gl

Small and large-sized
house-builders,
renovation
contractors, etc.
throughout Japan

About 400

companies

e eeeee W o

DIY home centers, large retailers of
electrical appliances, general
merchandise stores, online shops,
Tv-based mail-order firms, etc

BLnSya7

, etc

E-commerce/B2C

Users

Manufacturer customers
in Japan

Engineering and

maintenance
services

Manufacturer customers

overseas

House-builders

&
i

\/

v
v

General customers

YAMAZEN 2024
FY3/24
*D tic Machi
ng;ses ¢ Machine 79.5 billion yen
Net sales: 328.6 billion Overseas Machine
yen Tools 52.7 billion yen
(accounting for 64.8%
of total sales) . Dom(_estic Industrial -
Segment profit Solution 89.8 billion yen
8.2 bl_lllon yen = Domestic T&E
Margin: 2.5% 78.2 billion yen
Overseas sales ratio:
24.7% Overseas Industrial
Solution + T&E 28.3 billion yen
FY3/24
Net sales: 172.9 billion Building
yen materials  71.8 billionyen
(accounting for 34.1% of Home N
total sales) products ~ 101.1 billion yen
Segment profit
7.9 billion yen

Margin: 4.6%

*As of April 30, 2024; figures for the Production
Equipment Business only
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¥ Sources of Business and Competitive Advantages '& CAMATEN 2052

YAMAZEN
Suppliers (makers) Buyers (second-tier wholesalers, retailers, and end users)
' About 5,000 companies
About 3,000 companies YAMAZEN Buyers of production equipment Global
market
Solves problems of Dome NETIETE
Commercial Sales agent for SUpptli'.ers; an:.j buyerhs R Purchasing support
distribution supplier Poricelauantity negotiation. for buyers
manufacturers distribution, and settlement V\;hile
gathering information
About 1,500 companies About 3,300 companies Buyers of consumer goods
Competitive
advantage

Solid relationships with business partners and significant Flexible business operation with low risks

presence we fostered as a wholesaler in our long history e With minimum invested capital, we can change or increase product

in this industry categories flexibly and approach various markets

e Strong relationships with many continuous suppliers and buyers ® To stick to the “procurement process while expecting order receipt”

cultivated over 70 years Human resources for attaining our Management Philosophy
* Worldwide net_vv_orl_< - _ o, e Marketing staff's capabilities of gathering information, proposing plans,
(16 local subsidiaries and 66 offices in 14 countries/regions’) and negotiating tenaciously, which follow the ambition of the founder

* As of April 30, 2024



' Expand Product Lineup and Operations Based on Solid Earnings Base in Wholesale CR@SSING
vAMAZEN BUSiness YAMAZEN 2024

We started business with wholesale of production equipment, developed a revenue base
with recurring transactions with many clients, added some spot transactions, transformed
them into recurring ones, and expanded our business domain and scale

Business operation of YAMAZEN (schematic diagram) Business and Organizational Relationships

Fabless maker (Home Prg

Increase of products and
businesses based on recurring
transactions
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 Overseas Engineering - :

Inauguration of business - Present  DomesticEngineering

*'Fabless maker" refers to net sales from private brand home products, while the "wholesale" of Production Equipment Business Consumer Goods Business 7

home products refers to net sales other than of private brand products.
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' Strengths of Businesses of Production Equipment and Consumer Goods

YAMAZEN

B Production Equipment

Business

Machine Tools
Domestic/Overseas

Industrial Solution
Domestic/Overseas

Tool & Engineering
Domestic/Overseas

B Consumer Goods
Business

Building Materials

Domestic

Home Products

Domestic

Business outline

+In collaboration with top makers inside and outside Japan, we offer
production and processing systems (cutting-edge hardware and
software) with machine tools for on-site operation, to support
“manufacturing” inside and outside Japan.

+Outside Japan, we have community-based sales systems and an
advanced engineering function in major industrial cities, and
comprehensively support the design of production lines, the
installation of machine tools, and maintenance.

We meet a variety of needs (consumables, ancillary facilities, etc.) at
production sites, and provide an integrated system for improving production
efficiency through automation and labor-saving, and the environment of each
production site, and adopting cutting-edge technologies.

The on-site engineering section automates production lines and selects
machines and blades that constitute the production lines. After the
delivery of equipment, we support the procurement of supplies
and maintenance consistently.

To comprehensively propose new products and systems aimed at
realizing society and living space that are friendly to people and the
earth, including environment-conscious, decarbonized, healthy, and
barrier-free ones.

In detail, we procure and stably supply processed wooden products and
primarily and secondarily processed industrial products, propose and
sell building materials, equipment, devices, etc., and also concentrate
on renovation business.

We deal in familiar and useful products that are used in daily
life, such as home appliances, interior, exterior, leisure, and
anti-disaster goods, and possess functions as a trading
company in the field of distribution and logistics and as a
maker that plans and develops original products.

& =
mﬁu EXJ4L

¥ YAMAZEN
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Major items handled

Machine tools (machining centers, CNC
lathes, CNC grinding machines, CNC
milling machines, electric discharge
machines, conventional machine tools,
3D printers, etc.), metal forming
machines, plate processing machines,
injection molding machines, die-casting
machines, CAD/CAM, etc.

Material handling (devices for
distribution), mechatronics (mechatronic
devices, robots, labor-saving
equipment), aids for environmental
improvement, etc.

Cutting tools, auxiliary tools, hand
tools, electric tools, measuring
equipment, fluid machinery, etc.

Kitchens, cooking appliances, kitchen-related
appliances, bathroom appliances, washbasin
appliances, Water boiling equipment, Sanitary
appliances, air-conditioning/ventilation
equipment, solar power generation, storage
batteries, floor heating, solar thermal water
heating equipment, stored-heat heating
systems, plumbing equipment & materials,
interior architectural materials, electrical
equipment & materials, etc.

Planning, development, and sale of home
appliances (electric fans, heating equipment,
cooking equipment, audiovisual equipment,
lifestyle appliances), furniture, products for
outdoor and leisure activities, kitchen utensils,
daily goods, exteriors, gardening products,
agriculture products, Healthcare goods,
sanitary goods, industrial tools, goods for
automobiles and motorcycles, anti-disaster
goods, etc.

|/
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Business model and strengths

Machine Tools:

Profit margin is low but there is no
stock and extremely high return on
capital

Wholesale
(Japan) Industrial Solution/T&E:
*To grasp latent needs from users
and propose solutions
*Inventory control for swift
delivery
Enai : We directly sell products to
n_gl_nee”ng factories while adding engineering
(inside and

outside Japan)

functions, achieving a high profit
margin

Wholesale

A wholesale model for building
materials and equipment to house
builders, etc., with an immediate
delivery system through distribution
bases nationwide, with extremely high
return on capital through a model that
holds almost no stock

Wholesale

Fabless
maker

Stable cashflow generation
through a wide assortment of
national brand and private brand
products

High profit margin through the sale
of private brand products that
meet consumer needs
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YAMAZEN

Net sales and operating profit remained healthy thanks to robust business
despite the changes in the external environment

variations in net sales and operating profit [100 million yen]

6,000 Novel 53,000 million yen 200
! coronavi_rus

(pandemic) 180

5,000 I o

4 000 Bankruptcy 140

of Lehman
Brothers 120
3,000 100
1,200 on yen
80
2,000
! 0
1,000 0
0
0 — 0

FY3/08 FY3/09 FY3/10 FY3/11 FY3/12 FY3/13 FY3/14 FY3/15 FY3/16 FY3/17 FY3/18 FY3/19 FY3/20 FY3/21 FY3/22 FY3/23 FY3/24 FY3/25
(Plan)

N A D

mmm Production Equipment mmm Consumer Goods Overseas, etc. —e— Operating profit
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' FY3/25 (Q1) Consolidated Profit and Loss Results & % Vamazen2024
YAMAZEN
. FY3/24 FY3/25 PEEENERE Achievement
(Million yen) change Full Year Plan
(Q1) (Q1) YoY Rate

Net sales 119,957 118,577 -1.2% 530,000 22.4%
Gross profit 18,485 17,756 -3.9% - -
(Gross profit 15.4% 15.0% -0.4ppt i i
margin)
SG&A expenses 16,032 16,885 +5.3% - -
Operating profit 2,452 870 -64.5% 12,000 7.3%
(Operating profit 2.0% 0.7% -1.3ppt 2.3% i
margin)
Non_—operating 196 261 +33.0% i i
profit/loss '
Ordinary profit 2,649 1,132 -57.3% 12,000 9.4%
Extraordinary
gain/loss 4 180 i i i
Profit attri
bamers of oot 1,569 642 -59.1% 7,600 8.5%

Due to the delayed recovery of domestic and international capital investment trends, sluggish demand for durable
consumer goods, etc., net sales decreased by 1.2% YoY. Gross profit decreased by 3.9% due to the effect of decreased
sales and the impact of exchange rate fluctuations, etc. Operating profit decreased by 64.5% YoY due to the decrease in
gross profit, the increase in system-related expenses associated with the introduction of SAP ERP as a growth
investment, and the increase in personnel expenses, etc.

11
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FY3/25 (Q1) Net Sales by Business Segment

YAMAZEN

|/ Y CROSSING
[ (A YAMAZEN 2024

ilion yen) FY3/24 FY3/25 Percentage change
(Q1) (Q1) YoY

Machine Tools Division 29,378 25,912 -11.8%
Industrial Solution Division 21,813 22,598 +3.6%
Tool & Engineering Division 25,223 25,910 +2.7%
(Ble):ia;I];(S);)Production Equipment 76,416 74.421 2 6%
Building Materials Division 15,847 17,946 +13.2%
Home Products Division 26,395 24,999 -5.3%
(BTS;a;I]efgg)Consumer Goods 42,242 42 945 +1.7%
Other 1,299 1,210 -6.9%
Total 119,957 118,577 -1.2%

12
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' Production Equipment Segment Overview (Domestic/Overseas)

YAMAZEN

) €

"CROSSING
4 YAMAZEN 2024

*Domestic Production Equipment Business: In the automobile and semiconductor industries, there was no active movement toward new
investments, and the performance of consumables such as machine tools and cutting tools was below the same period of
the previous year. On the other hand, the need for automation and labor saving in the industrial sector increased, and sales
of related products such as work supplies and material handling tools, which contribute to reducing the labor burden at
production sites, exceeded the same period of the previous year, and in the steel processing industry, where demand for
public infrastructure renewal is strong, infrastructure-related equipment such as fully automatic machines performed well. In
addition, aids for environmental improvement to meet energy-saving needs also showed solid results.

+Overseas Production

investment, sales of high-value-added equipment for the medical and aviation industries were strong.
The Taiwan Regional Headquarters saw demand in its main industries, such as electronics and semiconductors, on a
recovery trend, exceeding the same period of the previous year. The China Regional Headquarters continued to see
sluggish sales to export-oriented industries, and sales to the renewable energy industry, such as solar power generation and
wind power generation, were sluggish, falling below the same period of the previous year. The ASEAN Regional
Headquarters captured new equipment demand by responding to production transfers and relocations from other regions,
and investments in stagnant industries such as semiconductors also began to move, exceeding the same period of the

previous year.

Equipment Business: Although the North America Regional Headquarters was affected by the sluggish appetite for capital

RS— o N

Machine Tools 17,099 13,671 -20.0%
g Somestic Industrial Solution 21,220 21,809 +2.8%
- Tool & Engineering Business 19,622 19,744 +0.6%
= Total 57,943 55,225 -4.7%
S Machine Tools 12,278 12,241 -0.3%
Q  |overseas | Industrial Solution + T&E Businesses Total 6,194 6,955 +12.3%
_g- Total 18,473 19,196 +3.9%
g Net sales 76,416 74,421 -2.6%
= Total |Segment profit 1,828 809 -55.7%

Segment profit margin 2.4% 1.1% -1.3ppt

13
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' Consumer Goods Segment Overview (Building Materials/Home Products) K . :E&fﬁﬁﬁg

YAMAZEN

+ Building Materials Business: While demand was sluggish, sales of air conditioning equipment were strong due to energy-saving
renovation demand and the effects of extreme heat, and as a result of focusing on proposing high-value-added
products that respond to consumers' desire to save money due to soaring utility costs, sales of solar power generation
and storage batteries were also strong. The company is also actively developing the non-residential sector and
proposals for facility renovations that combine environmental products and installation were successful in helping
SMEs respond to carbon neutrality, exceeding the same period of the previous year.

+ Home Products Business: For private brand products, the company has been working on speedy planning and development that
captures consumer needs and strengthening its lineup, and as a result of disseminating information using various
media to promote the YAMAZEN brand, sales of cooking equipment, home appliances and Av appliances, etc., have
been strong. Net sales and membership also grew steadily at YAMAZEN Bizcom, the company's e-commerce site for
corporate and sole proprietor customers. However, the company was unable to compensate for the decline in
consumer purchasing appetite due to rising prices of goods and services due to soaring prices of raw materials,
electricity and gas, and the continued weak yen, resulting in lower results than the same period of the previous year.

(Million yen) F2(554 F;(SSS Percenti?)ichange

- _ Net sales 15,847 +13.2%

o gwilgilgr? Materials Segment profit 230 +66.2%
S Segment profit margin 1.5% +0.7ppt
2 Net sales 26,395 -5.3%
(_32 Home Products Division |[Segment profit 1,830 -34.5%
= Segment profit margin 6.9% -2.1ppt
S Net sales 42,242 +1.7%
? Total Segment profit 2,060 -23.2%
Segment profit margin 4.9% -1.2ppt

14



9 Factors for Changes in Operating Profit K CROSSING

YAMAZEN 2024
YAMAZEN
(Million yen)
Operating profit Decrease in gross profit
Increase in SG&A
expenses
Operating profit

Production Commission expenses  +334

equipment -444

Bq' P Personnel expenses  +300

uilding +205
Materials Freight +98
Home Products ~ -469 Storage charge +75

FY3/24

v

A

Down 1,582 YoY

FY3/25
Q1 Q1
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' Consolidated Total Assets

CR@SSING
‘ YAMAZEN 2024

YAMAZEN
Assets Liabilities and Total Assets
(End of Mar. 2024) (End of Jun. 2024) (End of Jun. 2024) (End of Mar. 2024)
Current liabilities: -59 1.401
1,341 ’
+
Long-term liabilities: 226 4 222

Net assets i

5.1% 0.5%
44 .6 Shareholders’ 45 2o,

equity ratio
1,480.16 yen o arocoPer ] 481 .85 yen
119.5 bilionyen  Marketcap  125.1 billion yen

Basic operating

10.6 billion yen eash flow -1.4 pillion yen

Total assets: 2 ] 887

(Unit: 100 million yen)
*ROE, shareholders’ equity ratio and net assets per share are taken from the
financial results summary.

*Market capitalization is calculated by multiplying the closing price at the end of the
fiscal year by the number of shares outstanding (excluding treasury shares) on the
same date.

*Basic operating cash flow is calculated by deducting the increase/decrease in
working capital from operating cash flow.

*Amounts less than 100 million yen have been rounded. 16
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' FY3/25 Full-year Business Plan

V. CROSSING
‘ YAMAZEN 2024

YAMAZEN

parent

Percentage
(Million yen) FY3/?4 F\I;I:Zr%S change
Results Yoy

Net sales 506,866 530,000 +4.6%
Operating profit 9,887 12,000 +21.4%
Operating profit 0 0

margin 2.0% 2.3% +0.3ppt
Ordinary profit 10,435 12,000 +15.0%
Profit attributable to owners of 6 488 7 600 +17.1%

Although the environment surrounding the Production Equipment business remains
uncertain, domestic and overseas demand for capital investment is expected to recover
in the second half of the fiscal year, and therefore, net sales are projected to increase
by 4.6% YoY and operating profit by 21.4% YoY in FY3/25.

18
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’* FY3/25 Full-year Business Plan - Net Sales by Business

YAMAZEN

|/ Y CROSSING
[ (A YAMAZEN 2024

Percentage
(Million yen) FY3/24 FY3/25 change
Results Plan Yoy
Machine Tools Division 132,284 138,000 +4.3%
Industrial Solution Division 93,189 98,600 +5.8%
Tool & Engineering Division 103,188 110,400 +7.0%
(Total for Production Equipment .
Business) 328,662 347,000 +5.6%
Building Materials Division 71,842 75,000 +4.4%
Home Products Division 101,119 104,000 +2.8%
(Total for Consumer Goods ;
Business) 172,962 179,000 +3.5%
Other 5,241 4,000 -23.7%
Total 506,866 530,000 +4.6%

19
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' FY3/25 Full-year Business Plan for the Production Equipment Business ',' E&!&ﬁggﬁ
YAMAZEN
(Million yen) Net sales plan Percentage SIS e Percentage Segment.profit
change YoY plan change YoY margin
Production Equipment 0 0 0
Business Total Full-year 347,000 +5.6% 9,200 +11.9% 2.7%

Production Equipment Business: 3-year sales trends and full-year forecasts v
(Million yen)
400,000
330942 353,203 347,000
350,000 |- i 328,662 |-
33,650
27,369 28,326
300,000 f---  emeeeeee 62715 | __
64,942 ’ 52,724 v
250,000 f--- e ]
200,000 f--- e
150,000 |--- 160,416 | | | v
100,000 b Toomestio | [P
v
50,000 |--- [ - - -- - - E Yol oo -~~~ -
° FY3/22 FY3/23 FY3/24 FY3/25 (plan)

® Domestic Machne Tools
m Domestic T&E

m Domestic Industrial Solution

Overseas Machine Tools

Each division will brush up
expertise, and provide
solutions to meet the needs in
production sites, such as
“automation and labor
saving” and
“decarbonization” at an
accelerated pace.

Approach to new domains of
semiconductors, logistics, 3
major product industries
(food, medical and cosmetics),
etc.

A new business that provides
total support to
manufacturing sites will be
started

Outside Japan, we will
geographically expand and
restructure target markets,
and enhance borderless
marketing and initiatives in
growing industries.
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' FY3/25 Full-year Business Plan for the Consumer Goods Business {.‘, h VAMAZEN 2024
YAMAZEN
(Million yen) e ealEs HEn Percentage change Segment profit Percentage Segment.profit
Yoy plan change YoY I
Building Materials Division Full-year 75,000 +4 4% 2,700 +1.8% 3.6%
Home Products Division Full-year 104,000 +2.8% 6,300 +19.4% 6.1%

Consumer Goods Business: 3-year sales trends and full-year forecasts

(Million yen)
200,000

167,036

175,000 |--

150,000 |---

125,000 |---

100,000 |---

75,000 f---

50,000 f---

25,000 f--- !

168,742

172,962

179,000

101,119 |

104,000

FY3/22

FY3/23

Building materials

FY3/24

FY3/25 (plan)

Home products

W Building Materials Division
Continue proposal-based sales of
high-value-added products

v Expand sales of new energy
equipment for decarbonization
(solar power generation, storage
batteries, etc.)

v' Strengthen the system for
managing orders and
construction for facility
renovation projects in non-
residential sector

B Home Products Division

v' Develop new products that meet
consumer needs and popularize
own brands

v' Expansion of Yamazen Bizcom,
our own e-commerce site aimed
at corporations and sole
proprietors, etc.
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' FY3/25 (Q1) YoY Comparison / Achievement Rate Against Plan

YAMAZEN
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4 YAMAZEN 2024

(Million yen)

Segment

Business

FY3/24 Q1 results

FY3/25 (Q1) results

Percentage change
YoY

FY3/25
Full Year Plan

Achievement Rate
Against Full Year

Production
equipment

Domestic Machine Tools

Domestic production
equipment total

Net sales

Net sales

Overseas Machine Tools

Overseas production
equipment total

Net sales

Net sales

Production equipment total

Net sales

Segment profi

Segment profit margin

Consumer
goods

Building materials

Net sales

Segment profit margin

Home products

Net sales

Segment profit margin

Consumer goods total

Net sales

Segment profit margin

Other

Net sales

Segment profit margin

Consolidated

Net sales

Operating profit margin

22
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' Performance Trends in the Production Equipment Business K CROSSING

YAMAZEN 2024
YAMAZEN

Although the trends are different for domestic and overseas in the Production Equipment

Business, overall it is showing growth that is linked to the trend in capital investment
(The domestic and overseas situations are explained on the following pages)

Production Equipment Business (Domestic + Overseas) Net Sales and Segment Profit Margin Trends

(million yen) Net sales «=Q== Segment profit margin
400,000 - - 6.0%
COVID-19
pandemic
350,000 -
- 5.0%
300,000 -
- 4.0%
250,000 -
200,000 - - 3.0%
150,000 -
2.5% L 2.0%
100,000 -
- 1.0%
50,000 -
0.0%

FY3/12 FY3/13 FY3/14 FY3/15 FY3/16 FY3/17 FY3/18 FY3/19 FY3/20 FY3/21 FY3/22 FY3/23 FY3/24 FY3/25

(Plan)



’r Performance Trend and Current Situation in the Domestic ', CRO@SSING

! - - YAMAZEN 2024
VAMAZEN Production Equipment Business

v Current Situation

Net Sales Trend in the Domestic Production Equipment Business

(million yen)
450,000 - ) ] )
=== Net sales e The Domestic Production Equipment
400.000 - COVID-19 Business has established a top-class
' === Domestic capital investment growth rate(*) pandemic presence in the industry and has roles in
350,000 identifying and providing information on
numerous manufacturers' products and
300,000 services and a market-in role of
capturing user needs through a large
250,000 number of stores.
e There is a growing need for solutions to
200,000 social issues, including automation,
labor saving, and decarbonization
150,000
100,000 e The market for production equipment
manufacturers is an area with room for
50,000 expansion, such as semiconductors,
distribution, and the three product

FY3/12 FY3/13 FY3/14 FY3/15 FY3/16 FY3/17 FY3/18 FY3/19 FY3/20 FY3/21 FY3/22 FY3/23 FY3/24 =342k industries (food, medicine, and

(Plan) cosmetics)

Domestic capital investment trends are affecting performance

b4

We plan to improve profit margins by enhancing expertise in the wholesale business and expanding
the engineering business, while also strengthening our development of new business areas,
thereby mitigating the negative impact of capital investment trends and achieving sustainable

growth

*Growth rates calculated based the Bank of Japan's "National Tankan and Annual Plan (Capital Investment) (Fiscal Year) / Capital Investment (Including Land Investment) / Year-on-year Comparison / Fiscal Year / Large Enterprises / Manufacturing 25
/ Actual Results" with FY2012 as the starting point.
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Domestic Production Equipment Business Initiatives (1) K V& A VAMAZEN 2024

YAMAZEN

Strengthening wholesale business expertise

By strengthening the expertise of each division that makes up the Production
Equipment Business and expanding solution proposals to meet the needs of
production sites, including "automation and labor saving" and
"decarbonization,"” we will further increase our presence in established
markets and work to maintain and continue the wholesale business, which is

our revenue base

Machine Tools Business

Establish a specialist engineering team to

develop a system to respond to issues faced

by each player

Will work on fostering engineering capabilities in order to
provide more benefits to each player and to solidify
YAMAZEN's value of existence. As a part of this, an
"Engineering Office" will be established to provide
engineering expertise and establish a function of
connecting all players, including manufacturers, stores, and
users, in collaboration with system integrators.

System Integrator Stores
D A
Manufacturers ¥ YAMAZEN Users
~__~— ~——

@

Backed up by an "Engineering Office"
with advanced product knowledge
and engineering capabilities

Industrial Solution Business

Strengthen "solution proposals for social
issues" such as decarbonization, automation,
labor saving

In the Industrial Solution Business, we are developing and building a
system to propose solutions to users' individual needs in order to
provide comprehensive solutions to the challenges faced by small,
medium, and regional users, such as "personnel shortages,"
"decarbonization," and "digitalization," and focusing on developing
new industries and approaching users directly. We are also working
on developing original commercial products

RHLREDEDON-SEENTHH— b m
ﬂn ﬁ -

¥

‘JUJ—?E‘/E

Business meetings on the
theme of "decarbonization"
were held in various
locations to acquire orders
for aids for environmental
improvement

Enhanced technical support in
order to focus especially on
automated system proposals,
including the "eve auto"
automated carrying system
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Overseas Engineering

Domestic Engineering (TFS Div. HQ)

Production Equipment Consumer Goods
Business Business

Tool & Engineering Business

Contribute to users' productivity improvement
by strengthening proposals for process
improvement, jigs, etc. by “technical sales
representatives”

We are strengthening our services to customers, such as
process improvement and product proposals, by assigning
"technical sales representatives” with technical expertise
throughout Japan and collaborating with stores and
manufacturers as partners. We are also participating in product
development of peripheral equipment for machine tools,
planning original products from the user's point of view and
contributing to productivity improvement and cost reduction.

Six technical sales
representatives are
assigned to Osaka,
Nagoya, Tokyo,
North Kanto, and
Kyushu to handle
projects nationwide.
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Expansion of domestic engineering business

The TFS (Total Factory Solutions) Division Headquarters, which promotes the
domestic engineering business, directly proposes total solutions for production sites,
including automation, to users. In addition to the engineering business based on the
domestic production equipment wholesale business, we have positioned the
semiconductor industry, the three product industry (food, medicine, and
cosmetics), the logistics industry, and the construction machinery industry as new
focus fields, and have organized dedicated teams to rapidly develop new customers

Propose total solutions for production sites

Engineering capabilities through internal
and external networks

We play a central role in the “Yamazen Factory
Automation/Systems Integrator Association” that promotes
collaboration among the various business divisions, domestic
group companies, overseas regional headquarters, and
external networks, and directly proposing solutions to users

Yamazen Factory Automation/Systems

Integrator Association
Regular members (System Integrators): 30 compafiies,
mbers ers): 20 i

Under jurisdiction of the TFS Division HQ
Consolidated subsidiaries
3 companies

Machine
Taols Division

Industrial verseas Regional
Solution HQs
Division
Tc_)ol _ Building Materials
& Engineering Bivision
Division
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Domestic Engineering (TFS Div. HQ)

Consumer Goods

Production Equipment
Business

Business

Strengthen development of new fields

Strengthen "development of new fields"
such as the three product categories,
distribution and semiconductors.

We are focusing on proposing automated lines, etc. that
utilize cooperative robots to users not only in the
machinery and metal-related manufacturing industries, but
also the three product category (food, medicine, and
cosmetics) industries, distribution, warehousing, etc.

Case Study of Entry into Three Product Categories
Industry: Fancl Biken Corporation, Mishima Plant
"Automated manufacturing system for series of age-specific
supplements"
Introduced an
automated system to
the individual-package
feeding and packaging
line for the company's
"age-specific
supplement series,"
which are single-packs &
of carefully selected

ingredients according to ?x
age and gender. '

P Case study video:
https://youtu.be/JYfaBC9eUik

In addition, a "New Business Development
Department" was newly established to strengthen sales
development to semiconductor manufacturers and
semiconductor material manufacturers. We will
propose "equipment" and "materials" that meet both
domestic and overseas demand in the semiconductor
market, which will continue to expand due to strong
demand for generative Al, DX, Evs, autonomous driving,
etc. In May, we exhibited at Southeast Asia's largest
semiconductor exhibition, held in Malaysia, proposing
Japanese-made equipment and materials.

May 2024

Exhibit at SEMICON
SOUTHEAST ASIA 2024, !
Southeast Asia's largest
semiconductor exhibition
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New Business

Started a new business to support manufacturing companies with (1) productivity improvement through digitalization,

Finished goods manufacturers

Manufacturing companies

(2) technology and business succession, and (3) development of new sales channels.

“Genbato”, a composite SaaS platform for manufacturing companies

1l sl seeking momm
companies that
can help solve
e ~—_ | problems
3| [a S N
HEHH %, \ mmm
! ! ! Applying for
roles that
utilize special -
-u technologies
- The “Enmusubi" service mmom

Benefits for
manufacturing
companies

Benefits to the
Company

provides new opportunities to
enter industries for SME
manufacturers who are unable to

devote man-hours

business development.

to new

L /A o

https://genbato.jp/

= >

A subscription service
starting at 10,000~20,000
yen per month for each

service™
*1 Original services only

Operations problem-solving support
services
(1) Productivity improvement through
digitalization
-Drawing management
-Defect records
+Equipment management
-Photo and video utilization services™
(2) Technology and business succession
+Securing human resources”
*M&A services”
(3) Development of new sales channels
*Enmusubi
(Provides a meeting place for finished
goods manufacturers and manufacturing
companies)
*2 Services provided by partner companies

By utilizing digital services that are easy to adopt, operational issues can be solved, productivity can be
increased, new customer contacts can be made, and new sales channels can be developed.

Realize monetization as a new business and establish an "eco-cycle" starting from Genbato.

Eco-cycle: A cycle that starts with Genbato and leads to productivity improvement at manufacturing companies — more profit-earning
opportunities — increased willingness to invest — delivery of necessary products to worksites — further revitalization of manufacturing
companies and growth of the industry as a whole.

The service was launched on February 21, 2024, and awareness will be increased through exhibitions and sales activities
New original services (daily report management, QC document management) will be released, and partner services will be added

from time to time

Aiming for 7,000 contracts and 1 billion yen in service usage value in FY3/28
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‘*’ Performance Trend and Current Situation in the Overseas | /
VAMAZEN Production Equipment Business
Net Sales Trend in the Overseas Production Equipment Business
(million yen)
160,000 T automl;ﬁveand
avivation us,
and Chinese EMS China and
140,000 performed well ASEAN
performed
well US-China
_ COVID-19 de-riskin
120,000 pandemic ¢ °
100,000 -
80,000 -
40,000 -
20,000 - margins
0

FY3/12 FY3/13 FY3/14 FY3/15 FY3/16 FY3/17 FY3/18 FY3/19 FY3/20 FY3/21 FY3/22 FY3/23 FY3/24 FY3/25
(Plan)

Capital investment trends in each country largely affects performance

v Current Situation

65 offices™ in 14 overseas countries and regions,
covering a wide range of regions (about 330
engineers out of about 1,270 overseas personnel?)

The scale of our global network, built up over our long
history since 1963, is one of the largest among
trading companies specializing in production
equipment, and the barrier to entry is high

el © Our localized sales structures and advanced
engineering function™ allows us to sell directly to
Japanese-affiliated and local users, which achieves
strong relationships of trust and high gross profit

elLlliis o Changes in the structure of global trade are driving
users to relocate their production bases

b

Because capital investment trends vary by country, which can lead to volatility in performance,
we are strengthening our initiatives for borderless sales activities and geographic expansion

*1 As of April 30, 2024: Figures for the Production Equipment Business only *2 As of March 31, 2024: Figures for the Production Equipment Business only

*3 Advanced engineering function: YAMAZEN’s engineers provide total support for manufacturing by offering a one-stop service that includes design, sales, installation, testing, operation, after-sales service, and maintenance in response to user needs



YAMAZEN

o3
)

YCROSSING

Overseas Production Equipment Business Initiatives (1) K g@mmzemou

Strengthening borderless sales activities

Due to changes in the global manufacturing supply chain, the trend of companies worldwide

relocating their production bases is accelerating. Utilizing our wide network and multinational

human resources, we have hamed our cross-border sales activities, technical support, and
equipment installation support as our "cross-border marketing strategies" and are
strengthening our efforts by closely coordinating information between each base and our head

office

Strengthening the "Cross-border marketing strategies"

Response to users' global investment strategies by leveraging our bases which cover a wide range of
regions around the world and locally-based engineering capabilities

Country A
YAMAZEN EUROPE GmbH h h
YAMAZEN, INC.
F1Y BIEES GBI HRAT PLUSTECH INC.
WE R EBFRAT
~Fz3 YAMAZEN (KOREA) LIMITED 3
- 74N Japanese-affiliated  Local

YAMAZEN MACHINERY & \WERHERAT
TOOLS INDIA PRIVATE LTD. . (YAMAZEN CO,, LTD.)

1VF

WE (LB RBERAE user user
P YAMAZEN
MEXICANA
S.A. DE C.V.
YAMAZEN MACHINERY &
TOOLS PHILIPPINES INC. O\
YAMAZEN VIET NAM CO., LTD. -

PT. YAMAZEN INDONESIA
YAMAZEN

YAMAZEN (THAILAND) CO.,LTD.

YAMAZEN (MALAYSIA)
SDN.BHD.

YAMAZEN (SINGAPORE)
PTE.LTD.

. YAMAZEN CORPORATION Head Office . China Regional Headquarters North America Regional Headquarters

. Taiwan Regional Headquarters ASEAN Regional Headquarters

Foreign Trade Act

Centralization of information from
local offices and the head office

Directly under the jurisdiction of the Head Office for security trade controls defined
in the Foreign Exchange and

® 1001
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Overseas Engineering

Domestic Engineering (TFS Div. HQ)

Production Equipment Consumer Goods
Business Business

The YAMAZEN offices Country B
in each country can respond
when a user relocates
or establishes new
production bases
in a different country I
Local Japanese-affiliated
user user

YAMAZEN's head office
and local subsidiaries
constantly share information
and respond to user needs

from all angles '\.

The localized sales
structure through
local personnel
and extensive
YAMAZEN engineering builds
relationships of
trust

@
0

YAMAZEN Japan

* US aircraft parts manufacturer’s investment in vietham
* German industrial optical product manufacturing
company’s investment in Taiwan

* Taiwanese semiconductor manufacturing company’s
investment in Japan

Examples of cross-border
projects

* Chinese auto parts manufacturer’s investment in Mexico
* Singaporean electronic parts processing company’s investment in
China, etc.
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Geographic expansion initiatives

Aiming for further growth in the Overseas Production Equipment Business,
we will strengthen our geographical expansion initiatives by improving our
market coverage rate through the cost-effective expansion of bases and

actively entering regions where competitors have not yet entered, in

order to further expand our already strong, wide-ranging network

Promote a new model of base development in North America

Reduce investment costs and efficiently improve market coverage

We aim to efficiently improve market coverage by streamlining and expanding the scale and
roles of our bases, complementing each other's functions while keeping investment

costs down according to the target market

Image of base development
(current)

Comprised of only large-scale
locations, high costs and low market
coverage

a M~ DM
A [, ]
LIPS A
m]] Headquarters building

ﬁ Support & Technical Centers

Promotion of the "Remote Island Project" in Indonesia

®looL

ssauisng S|00 ] aulydep
ssauisng uonn|os [eLasnpu|
ssauisng Buusauibug

oes
[loum
ales
aloum
oles
sloum

Overseas Engineering

CR@SSING
YAMAZEN 2024
w T
: :
3 0
3 g
5 H
- s
@

Domestic Engineering (TFS Div. HQ)

Production Equipment
Business

Consumer Goods

Business

Entering new regions that competitors have not entered and gaining first-mover
advantage
In Indonesia, the world's fourth most populous country, we are currently targeting the

following six regions as our "Remote Island Project,” and plan to open new bases in
addition to our existing bases in Jakarta and Cikarang

Image of base development (future)

Effectively combine large, medium and small scale
bases to cost-effectively increase market coverage

o

0
N o
A A
“ M.~
A QQ
I )
o @
0 Do
[ ]

Micro Centers (medium cost)

Small showroom and simple demonstrations of actual equipment
Live demonstrations can also be viewed from the Headquarters building

Q Satellite Offices (low cost)

Live demonstrations can be viewed from the Headquarters
building

Medan

Palembang

Existing bases

Jakarta Head
Office

‘ Balikpapan ’

Existing bases

Cikarang
Branch

Java

‘ Sulawesi ’

31



‘*’ Performance Trend and Current Situation in the Building |/ 2 CROSSING

i ' 4 YAMAZEN 2024
Materials Business [ G
YAMAZEN
Building Materials Business Net Sales and Segment Profit Margin : :
9 9 9 v Current Situation
Trends
(million yen) Strength e Top-class distribution volume in Japan for
90,000 - Net sales - 8.0% housing equipment, air conditioning
=0= Segment profit margin COVID-19 equipment, and smart energy equipment
80,000 4 @@ Number of new housing construction starts* pandemic L 7.0%
e Nationwide-level proposal sales system and
70,000 - - 6.0% Strength construction network through the assignment
of engineers to sales offices in accordance with
60,000 -~ the Construction Business Act
- 5.0%
50,000 - o
- 4.0% e Organizational sales capabilities through
) Strength business promotion teams with specialized
40,000 - - - -
knowledge in each field and_line sales
o - 3.0%
30,000 2:2% 3.6%
2.8% 2.9% 2.8% B ®* Revision of home building characteristics is
20,000 - 2.4% 2.5% 2.49% 2:6% - 2.0% SEEE accelerating due to_mandatory energy-saving
standards for new homes
10,000 - - 1.0%
o B * Demand for renewal of energy-saving
0 FY3/12 FY3/13 FY3/14 FY3/15 FY3/16 FY3/17 FY3/18 FY3/19 FY3/20 FY3/21 FY3/22 FY3/23 FY3/24 FY3/25 0.0% Opportunit equipment is increasing due to corporate
(Plan) carbon-neutral initiatives and rising electricity
prices

Previously trended in line with new housing starts, but now on a different curve

b 4

In order to grow business performance without being affected by the trend in the number of new housing starts,
we will expand our competitive strategy in the new housing construction field and

strengthen our efforts in the existing housing construction and existing non-housing construction fields as key
areas

*Source: Ministry of Land, Infrastructure, Transport and Tourism "Statistics on Building Construction Started"
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Initiatives aimed at new and existing housing construction s 7 I 23
> 7 5 = = 2
5 = o & 3 g
Regarding new housing construction, we will strengthen our sales proposals to wide-area ; " S £ 5
builders and ZEH proposals, and for existing housing construction, we will establish a s g @ 5 g
specialized business promotion team for the mass retailer renovation business, and promote 2 i z ® 8
sales through organizational sales capabilities in cooperation with line sales, so we can steadily 2 & @ 5 8%
. . . . . . . =) ] ° 5
expand our share in the industry even in the midst of a decline in the number of housing starts ’ 2 e
85 8% 83 g3
B B ~S R
Domestic construction market size forecast* Overseas Engineering %2
Overall FY2022 FY2030 Domestic Engineering (TFS Div. HQ)
market size 48.2 trillion yen ™ 45.3 trillion yen
> " S Production Equipment Consumer Goods
c 1 1 Business Business
3 | ittt
7.4 481 1
e : trillion ye”rllllon yen : 8.2 ,’______I______\
1 trillion yen \ . . e e -
L1 edsing 76‘ ! ] New housing construction initiatives
TI housing 1 1 18.2 1 15.4 . . .
: construction | 1 wilion yen » 30 : trillion yen Strengthening proposal sales to wide-area builders and
| Sl decrense : : [%,ion'yen I o ¢ strengthening proposals of “ZePlus”, our original ZEH*
T 1% “_‘__I ‘___ y; I : BT
I New housing construction ; ; ;
1 g 1
1 1 Number of cases: Decrease ) New non—housing construction As . the neW_ housmg con_st_ructlon sector Is expected to
: \\ Unit price: Increase _’ Number of cases: Decrease shrink, we will focus on efficiency and strengthen our sales
. T Unit price: Decrease proposals to wide-area builders through specialized
1 Unit organizations to mitigate the impact of the decline in new
v price housing starts, and also aim to expand our market share
: | A : : through initiatives such as expanding sales of our original
Established a specialized business promotion team for the mass ZEH series "ZePlus" that captures social needs and
retailer renovation business supporting local builders to introduce ZEH
XZEH

In response to the recent growing demand for
renovations, we are focusing on expanding sales in the
residential and existing building construction fields, by
establishing the Retail Works Office and Mass Retailer
Customer Service Center and equipping them with sales
know-how for the planning of packaged renovations for
home improvement stores and home appliance mass
retailers, from construction basics to closing

(net Zero Energy House)

Housing that achieves an
annual primary energy
consumption balance of
plus-minus "zero" by
improving the insulation
and energy-saving
performance of the house
and generating energy
through solar power
generation, etc.

*Source: Domestic new housing: Ministry of Land, Infrastructure, Transport and Tourism and Mitsubishi UFJ Research & Consulting; Domestic housing
renovation: Nomura Research Institute; Domestic non-housing construction: Yano Research Institute, Rise Consulting Group
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Z = m - @ z
0.0 o o o o o o 2 g ‘38_ % 2
Initiatives aimed at eX|st|ng non-housmg construction = i ze 5 2
In the existing non-housing construction field, we will establish a specialized team to z o = 5
. . c @ 2. 2 &
propose equipment upgrades that combine environmental products and g & 3 2 2
- - . " mge _gm . @ @ s =
construction in response to companies’ initiatives towards carbon neutrality and the g 4 2 LH
demand for energy-saving equipment upgrades due to soaring electricity costs B m E P
o2 o2 o2 %g gg
Domestic construction market size forecast* Overseas Engineering %%
market size. 48,2 trillion yen = 45.3 trillion yen
> Production Equipment Consumer Goods
% o Business Business
g 7.4 8.1
e G ‘m%nzyen Construction organization to support Building Materials
- Business

trillion yen

A Existing

O .y,
o ————— -

housing 18.2 . Strengthening our construction
construction illlon veg N 13.6 Y . ; .
Number of cases ES9 . ¢ network through nationwide expansion of
T oo R "Yamazen Health and Safety Council"
: : With the aim of improving on-site safety and construction quality, we
\- -— -— _,
T NeV\’QLII”]WS!))zl’SanchgSOI;ffILL&llsetlOI’] New non-housing construction have organized the "Yamazen Health and Safety Council"
1 Unit price: Increase Number of cases: Decrease construction network to further strengthen our competitive
1 w > Unit price: Decrease " . N . . .
1 < LS - advantage as a "trading company with nationwide construction
Unit capabilities".
Existing non—housing construction initiatives price Furthermore, the launch of the search site "Aneikai.com" will enable
. : - members to search for the details of construction performed by
Strengthening proposals to companies through specialist members and the areas they cover, which will increase
organ izations opportunities for members to come into contact with each other and

lead to the creation of new business opportunities and the

strengthening of our construction network.
T e

Strengthen proposals for facility renovations that combine
environmental products and installation to help companies
respond to carbon neutrality and rising utility costs, so we
can respond to customer requests through PPA or self-
ownership methods

Construction
company cooperative
organization
"Yamazen Health and

Expand tie-up companies through new initiatives such as Safety Council”
collaboration with financial institutions and proposals for sets : Number of registered o8
with industrial storage batteries centered on reused batteries & e companies: 211 - !
: *As of April 1, 2024 ; —
*Source: Domestic new housing: Ministry of Land, Infrastructure, Transport and Tourism and Mitsubishi UFJ Research & Consulting; Domestic housing = -

renovation: Nomura Research Institute; Domestic non-housing construction: Yano Research Institute, Rise Consulting Group
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Home Products Business Net Sales and Segment Profit Margin

Vv Current Situation

Trends
(million yen) Strength | Has a product line (electric fans, electric blankets,
160,000 - etc.) that is top-class in its category
Net sales
) . coviD15 - 14.0% e Has the ability to offer a variety of sales floor
140,000 - =0—Segment profit margin pandemic SLGe proposals by handling both private brand and
stay-at-home .
demand . 12.0% national brand products
120,000 Strength e Has a variety of sales channels including home
. 10.0% appliance retailers, GMS, discount stores, home
100,000 - ' centers, mail-order companies, and e-commerce
companies (both YAMAZEN’s site and platform
- 8.0% sellers)
80,000 -
5.9% St e The speed of market launch and the number of
rength . .
60.000 -4.6% - 6.0% products available are high thanks to the
! o 6.1% discerning and agile product development system
of the MD, who has experience in sales and
40,000 - - 4.0% understands the needs of buyers and consumers.
3.5% 3.4% e Fabless structure enables the growth of sales and
3.3% .39 P L St th : X ST :
20,000 - 2.9% 2.5% I B 2.6% 2.0% profit while minimizing investment risk
2.1% 7
o ~|® There are sales channels and markets that the
O o312 Fv3/13 FYa/4 'Fv3/1s FY3/16 FYa/7 Fv3/18 FY3/19 FY3/20 'Fv3/a1 FYa22 'FY323 Frajaa Fvarns. 0-070 SEESRUEL  company can enter, such as B-to-B and local
(Plan) governments.
The fabless manufacturer business accounts for 60% of

the business, with relatively high profit margins

b

To further grow the fabless manufacturer business, we will strengthen our private brand product
planning and design functions, promote initiatives such as localizing inspection functions and
expand new sales channels (B-to-B)
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Initiatives to strengthen development of private brand

products

In order to further strengthen our current strength of fast market launch and a large number of
products, thanks to an agile product development system and the discerning eye of MDs with
sales experience and an understanding of the needs of buyers and consumers, we will improve

the development system and strengthen branding by utilizing media, social media, etc.

Strengthening development of private brand products

Improve development speed and accuracy

by establishing a marketing system, strengthening the planning and design functions, and

localizing the inspection function

* To achieve further growth of private brands, we will establish a
marketing system to accurately grasp the needs of buyers and
consumers, develop and deploy YAMAZEN's original private-
brand products, and offer an extensive lineup of products.

+  We will aim to increase product turnover by improving
development speed and small-lot production to constantly reap
returns, and promote initiatives such as strengthening planning

and design functions and localization of inspection functions.

Direct cooling of the neck and underarms
Water-cooled clothing “DIRECT COOL PREMIUM”

Folding bed that does not require tools
“Wooden Pattant Bed”
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Domestic Engineering (TFS Div. HQ)

P

Charging
station

Portable power source

Solar panel

EL=IN

Electric and
industrial fans

“ELEIN” series of lithium-ion battery-
powered home appliances

Effectively utilizes solar energy when combined with solar

Overseas Engineering

roduction Equipment
Business

LT

Coming
Soon

panels. It has been introduced on television, in newspapers,
magazines, and on the web as a product that meets the
needs of consumers in the midst of rising electricity prices
and increasing natural disasters such as earthquakes

ales
s10UM

Consumer Goods
Business

A new product launch event for the

media was held

4 YAMAZEN 2024
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YAMAZEN

Initiatives aimed at new sales channels (B-to-B)

For general consumers, products are delivered through various sales channels such as
home appliance retailers, GMS, discount stores, home centers, mail-order companies, and
e-commerce companies (both YAMAZEN’s site and platform sellers), with sales
representatives conducting negotiations and proposals with discretion that suits the needs
of each channel, but we are working to develop B-to-B routes in order to capture even more

new markets

Initiatives aimed at new sales channels

Focus on developing new markets such as B-to-B and local
governments

* In response to diversifying consumer needs and an increasingly competitive
environment, we will expand “YAMAZEN Bizcom”, YAMAZEN's own e-
commerce site, to cultivate new corporate customers, and strengthen
corporate sales to local governments and other entities, with a focus on
making it one of the pillars of the business.

Number of

members
(persons)

150,000

v L
YAMAZEN EX:L

82,250

23,553
[ ]

2022 2023 2024 Target

Net sales (hundred million

yan) 20.0
10.3
..... 3.0
o, TTNRERCEEEESE  fow 2022 2023 2024
commerce site, Target

“YAMAZEN Bizcom”
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Domestic Engineering (TFS Div. HQ)

Consumer Goods

Production Equipment
Business

Business

In addition to expanding sales of consumer products to
corporate channels, strengthen product development for B-to-
B, aiming to secure sales and profits that will add on to existing

sales.

We exhibited an "motorized
height adjustable desk" as
a new working style
proposal at "ORGATEC
TOKYO 2024" an exhibition
for cutting-edge office
environment proposals

Disaster Preparedness Bag
Meets demand
for office stockpiles
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AGENDA

V. Medium-Term Management Plan “CROSSING YAMAZEN 2024”
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e manufacturing and enriched lives




A g o .
' Toward the Realization of the Corporate vision for 2030

YAMAZEN

CR@SSING
YAMAZEN 2024

K
-
Corporate vision for 2030:

Leading worldwide manufacturing and enriched lives

Corporate vision for 2030

2025 - 2027 ‘
O

2022 - 2024
ﬁv CRQSSING
A YAMAZEN 2024 |

-To establish the company-wide base
for improving profitability

PURPOSE

“Company-wide strategies" for Material issues

| Talent management | | DX |

| Green initiatives || Logistics |

“Sales strategies” for realizing our corporate vision

STRATEGY Client closeness
. strategy

Transformation i
strategy convergence
strategy

Material issues

Expansion of green business

Maximization of customer
value through digitalization

Realization of sustainable
procurement and supply

Realization of a rewarding
workplace

Establishment of a
transparent governance
system
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Transactions

Strategy and Investment for Fortifying Our Robust Revenue Base Through Continuous

K

CR@SSING
YAMAZEN 2024

YAMAZEN

We will create stable cash flows by fortifying the “recurring revenue base,” which is our
forte, conducting investment for maintaining competitive advantages, and adding sales from

solutions to meet demand in each theme

[Business operation of YAMAZEN
(schematic diagram)]

Increase of products and
businesses based on
recurring transactions

........
--------
.,

0
.
‘‘‘‘‘‘
e

£y y
.
Tes®

—>

Inauguration of business

0“
o

Present

—

Propose solutions to
social issues such as PPA

+

Further fortification of the
established business
model of YAMAZEN
(automation, labor saving, etc.)

»
»

“Company-wide strategies" for important
issues

Talent management

DX

Green initiatives

Logistics

“Sales strategies” for realizing our
corporate vision

Client closeness strategy

Transformation strategy

Digital convergence strategy

*"Fabless maker" refers to net sales from private brand home products, while the "wholesale" of home products refers to net sales other than of private brand products.

Growth investment
budget in the medium-
term management plan
“CROSSING YAMAZEN
2024

Business investment
(including alliances)

M&A, new business,
etc.
20.0 billion yen

Investment in DX and
systems
Initial system
establishment, etc.
10.0 billion yen

Capital investment
Distribution facilities,
etc.

10.0 billion yen
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YAMAZEN

Medium-Term Management Plan: Disclosed Plan for
Sales/Profit/Management Indicators

(Million yen)

Net sales

FY3/22 results

501,872

FY3/23 results
(First year of Medium-Term
Management Plan)

527,263

FY3/24 results

506,866

K

CR@SSING
YAMAZEN 2024

FY3/25 plan

(Revised in May 2024)

530,000

Operating profit 17,133 16,563 9,887 12,000
Operating profit margin 3.4% 3.1% 2.0% 2.3%
Ordinary profit 17,093 17,280 10,435 12,000

Profit 12,023 12,527 6,488 7,600
Indicators AL b FY3/25 plan
(Million yen) FY3/22 results (Flrsltﬁyi;?]z;(;fml\/eli?lgg;erm FY3/24 results (Revised in May 2024)

Return on equity

ratio

(ROE) 10.9% 5.8%
SRRSO G 12,052 14,427 10,626 12,000
Shareholders’ equity 39.9% 42 6% A4 6% A0~~45%
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VI. Shareholder Returns and Capital Policy



‘*’ Policy for Improving Corporate value in the Medium/Long Term (1) ' CR@SSING
& YAMAZEN 2024

YAMAZEN
We aim to improve our corporate value by pursuing all of “earning capacity,” “yield of capital,” and

“financial soundness.”

Material issues

Customers Net sales -
® Expansion of green @)
. business m
SuPp"erS ® Digitization to maximize ClLs sl 3
_ customer value ) )
Other business ® Realization of sustainable > SG&A 97% g:—; =1
artners rocurement and suppl o expenses - Other o —+
p Q p pply o p g 8 o
Employees and o = SG&A expenses - o o @
their families g ® Realization of a rewarding %’ creoneexpenses 4 % g‘
Financial = T = o o g
L Q = Interest = w o
institutions @ A 7 <
(7)) c — 9] o)
. QD 0
Nations and local 8 Taxes o c =
communities ® Establishment of a o é g
transparent - =3 *Rise in equity spread
governance system Profit 8
Shareholders g
Shareholders’ =
equity x Optimize
shareholders’ equity
Reduced cost of
, . e Increased growth rate
shareholders' equity
e Credit rating with consideration
for trading business
e Enhancement of engagement o R&I A (stible) JICR A(stable)
e [Further stabilization of trading business e Expansion of cash flows through efforts o Shareholder return focused on
i i i to solve material issues )
e Reduction of business risks through e

efforts to solve material issues

Capital and shareholder

Boost sustainable growth potential by improving dialogue and reducing .
returns policy

business risks
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' Policy for Improving Corporate Value in the Medium/Long Term (2) K Eﬁ!ﬁﬁgg&

YAMAZEN

e Cost of shareholders' equity assumed to be around 7% (range of 3.39%-8.78% estimated via CAPM as of March
31, 2024)

e We will strive to reduce the cost of shareholders' equity by continuously enhancing dialogue with the market, and
promote investment in business fields with excellent capital efficiency and synergy effects with our existing
distribution business to realize sustainable improvement in profitability and growth and increase corporate value
over the medium to long term.

I ROE/cost of shareholders' equity I I Market cap/basic operating cash flow I
%) E== Shareholders’ equity
Cost of equity 30-year bonds Market cap
. — Profit attributable to owners of parent
=8— Cost of equity 10-year bonds —e—Basic operating cash flow
140 13.8 ROE (Million yen) (Million yen)
150,000 19,000
12.0 10.9 14,378 16,000
I 13,000
8.0 10,000
7.5 7.5
8.0 6.9 60,000 L1 7,000
7.4 . :
50 - °9 58 30,000 4,000
' 5.1 R R
NMITOHOON~N®OVO S ANMI
5.5 A A d A A A AN NNNNTS
4.8 =
4.0 o
19/3 20/3 21/3 22/3 23/3 24/3 25/3 Q

(plan)
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*

Trend in Capital Policy Initiatives

K

April 2021

September
2021

December
2023

May - August
2024

Corporate Action

Acquisition of Euro-yen CBs*
& treasury shares

Acquisition of treasury shares

Secondary sale of shares
held by financial institutions*

Acquisition of treasury
shares*

*An overview is explained in the Appendix

Number of
shares held

3,870,900

1,652,900

6,711,100

3,374,800

Total: 15,609,700

Destination

Treasury shares

Treasury shares

Mainly individual
shareholders

Treasury shares

%% CROSSING
SNe4 YAMAZEN 2024

Reduction

of policy

stockhold
ings

Market
liquidity

Ratio
of
floating
SEIES

O O
O O
O O
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‘*’ Change in Shareholder Returns Policy (Disclosed on August 10, K CR®SSING

YAMAZEN

The current Medium-Term Management Plan incorporates an increase in depreciation and amortization due to business
investments and capital expenditures, and there is a possibility that shareholder returns will be at an inadequate level
based on the progress of the investment plan and a short-term downturn in earnings, we have therefore revised our
shareholder return policy to ensure stable and continuous shareholder returns.

Before change After change

Consolidated payout ratio of 40%

Target payout ratio of 30% or dividend on equity (DOE) ratio
of 3.5%, whichever is higher
. J
Applicable period: FY3/24 and FY3/25
(During the period of the Medium-Term Management Plan “CROSSING YAMAZEN 2024”)
Profit per share s Dividend per share (ven) mmmm Dividend per share mmmm Net assets per share —@— DOE ratio (%) )
| VI Yen 0
(ven) p- _ ° (%) 1,500.0 45
—&— Consolidated payout ratio (%) 43
140.0 80.0 3.9 4.0
68.5 3.8
120.0 ™~ 70.0
100.0 1,000.0 35
' 60.0
80.0 30 3 3.0
50.0
60.0 6
200 52 1 30.633 - 40.0 500.0 25
20.0 8. 30.0 2.0
0.0 I 20.0 150 150 2001 300 300 328 368 30.
' ’ 00 =% -8 =8 =i =f =f =8 = 15

13/3 14/3 15/3 16/3 17/3 18/3 19/3 20/3 21/3 22/3 23/3 24/3 133 14/3 15/3 16/3 17/3 18/3 19/3 20/3 213 22/3 233 24/3
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' Shareholder Returns

YAMAZEN

K

CR@SSING
YAMAZEN 2024

» FY3/24: Paid an interim dividend of 20 yen per share and a year-end dividend of 30 yen per share, for an annual dividend of 50 yen per share.
» FY3/25: Plan to pay an interim dividend of 20 yen per share and a year-end dividend of 31 yen per share, for an annual dividend of 51 yen per share.

(Yen)

(%)

160.00 80.0
i i i 68.5
140.00 ‘ Profit per share (yen) e=sssConsolidated payout ratio (%) ‘ 20.0
59.6
120.00 60.0
100.00 50.0
80.00 | 30 33.0 30.2 28.0 35.0 26.2 28.4 40.0
60.00 24.9 ® 30.0
40.00 20.0
20.00 98.01 90.82 107.79 128.80 85.60 80.25 133.74 141.00 73.04 85.54 10.0
0.00 0.0
FY3/16 FY3/17 FY3/18 FY3/19 FY3/20 FY3/21 FY3/22 FY3/23 FY3/24 FY3/25
Plan
FY3/18 FY3/19 FY3/20 FY3/21 FY3/22 FY3/23 FY3/24 FY3/25 plan
Mid-year 13.0 15.0 16.0 10.0 10.0 20.0 20.0 20.0
Dividend per share (yen) End of year *19.5 *21.0 14.0 10.0 *25.0 20.0 30.0 31.0
Annual *32.5 *36.0 30.0 20.0 35.0 40.0 50.0 51.0
Payout ratio (%) 30.2 28.0 35.0 24.9 26.2 28.4 68.5 59.6
Dividend on equity ratio (DOE) (%) 3.8 3.8 3.0 1.9 2.9 3.0 3.5 3.5
Dividend paid (Million yen) 3,074 3,405 2,837 1,891 3,115 3,560 4,451 4,540
Amount of treasury stock acquired (Million 733 i i i 5.999 i i 5.000
yen)
Total return ratio (%) 37.3 28.0 35.0 24.9 75.8 28.4 68.5 125.5

*Includes special dividends and commemorative dividends
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EBDICAKRZYHL

YAMAZEN

[Note on forward-looking information]
“The forward-looking statements in this document, including the Medium-Term Management Plan and forecasts, are based on information currently available to the Company and certain assumpptions that

the Company considers reasonable, and are not intended to be a promise by the Company that they will be achieved. Actual results may differ significantly due to various factors. Factors that may affect
future forecasts include the economic environment in which the Company operates, competitive pressures, relevant laws and regulations, changes in product development status, and exchange rate

fluctuations. However, factors that may affect the future forecasts are not limited to these.”
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Supplementary Materials for Outline of Our Business Model
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' Wholesale Business Model
YAMAZEN

equipment market

Suppliers
About 3,000 companies

~

Distributors
About 5,000 companies

v

v

|-
>
»
»
|-
>
o
Y
N
%
f i It is difficult to procure
le(;ac?l trg?;?el:'(:itrlfi?\lliecjsu\;vlllth roducts whicz meet lineed]productsifor
" y prod manufacturing right
and payments are users’ needs from each .
complicated. supplier. :

YAMAZEN 2024

K CROSSING
A core business that generates stable cash flows. With our long history, strong client relationships, and

thorough knowledge of the industry, we have a leading share of the domestic production
-

Suppliers Distributors
About 3,000 companies YAMAZEN About 5,000 companies

v

v

v

v

| can focus on R&D

because they will handle
sales and payments!

| got the products that
users want!

Sales and

payment
agency

Proposals that
match manufacturer

v

| got the
product |
wanted!

*Metal processing industry

information with
user needs

together with
retailers

Procurement

Payment

Difference = Service fee

Visiting users
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' Engineering Business Model
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YAMAZEN

We are one of the few companies that provides an advanced engineering structure

worldwide through our own overseas staff. Currently, the TFS Division HQ is promoting this initiative across

business divisions within Japan as well.

Our optimal
production line
is complete!

Flow of Engineering (example from the US)

Product
procurement

Define

: Line design
requirements

User (small e > %
factory)

| want to make a
certain product, but |
don't know what kind of
production line is
needed.

Listen carefully to the Rapid procurement
user's requests and
design the optimal

production line

of products from
numerous partner
manufacturers

Operation

Immediately
respond to any
errors

Maintenance

User (small
factory)

YAMAZEN follows up
after operation
commences and

responds immediately if

there is any problem

Overseas
1 4 . YAMAZEN EUROPE GmbH
countries o/ mamammmman
7] YAMAZEN (KOREA) LIMITED

Fx3

#E © ‘g uE
]
® e
YAMAZEN MACHINERY & d ~
TOOLS INDIA PRIVATE LTD. 91 ® N

S (YAMAZEN CO,, LTD.)
1vF L § J40EY
YAMAZEN (THAILAND) CO.,LTD. [ YAMAZEN MACHINERY &
TOOLS PHILIPPINES INC.
'YAMAZEN VIET NAM CO., LTD.

YAMAZEN (MALAYSIA)
PT. YAMAZEN INDONESIA

Wi (H5) RBARATE

and regions

R ARRAE

SDN.BHD.

65 branches

*As of April 30, 2024; figures for the Production Equipment Business only

YAMAZEN (SINGAPORE)
PTE.LTD.

YAMAZEN, INC.
PLUSTECH INC.

TAYR Ng. .t

hve YAMAZEN
MEXICANA
S.A. DEC.V.

Overseas staff

About 1,270

people

About

330

engineers
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' Fabless Manufacturer Business Model
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YAMAZEN

About 60% of net sales in the Home Products Business is from private brand products. We can

commercialize these private brand products quickly because our merchandisers (MDs), who are
familiar with customer needs and have sales experience, can plan and develop them quickly and with

discretion. We do not have our own production facilities, so the risk is low.

e N
Buyel’ In-
/‘-“\ store
[ I \ MALL
YAMAZEN T
Sales Our sales 1 (1]
MD staff conduct
Data \ sales Consumer
@, Planning and Development and
2SS design quality control EC
~dh
/ Data ] v e 0 e
Consumer a o 3
analysis and — % Timy
marketing )
/ Mail
\ J order | could buy
the product |
A wanted!
Are there Order Delivery
any products
like this?
\. J
Low inventory risk
4' C - > . through production after
Prototype I I Production receiving an order

Flexibility through not

having our own
factories
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Supplementary materials for
outline of the FY3/25 (Q1) financial results

55



L X X g
' Quarterly Trend in Consolidated Net Sales ,& GAREN 2032

YAMAZEN

(Millon yen) FY3/21 mFY3/22 mFY3/23 FY3/24 BFY3/25
160,000
140,000
120,000
100,000
80,000
60,000
40,000
20,000
0

Q1 Q2 Q3 Q4

56



b 4

YAMAZEN

Production Equipment Segment Quarterly Sales Trend (Domestic/Overseas) K

CR@SSING
YAMAZEN 2024

(Million yen)
80,000

70,000
60,000
50,000
40,000
30,000
20,000
10,000

0

Q1 Q2 Q3 Q4 Q1 Q2 Q3 Q4 Q1 Q2 Q3 Q4 Q1 Q2

m Domestic Machine Tools m Domestic Industrial Solution m Domestice T&E

il

Q3 Q4 Q1

FY3/21 FY3/22 FY3/23 FY3/24 FY3/25

(Million yen)
30,000

25,000
20,000
15,000
10,000

5,000

0

Overseas Industrial Solution + T&E

_/ ﬂ\/\/\/\

» — v ~ — N

Overseas Machine Tools

N\
N\
N

Q1 Q2 Q3 Q4 Q1 Q2 Q3 Q4 Q1 Q2 Q3 Q4 Q1 Q2 Q3 Q4 Q1
FY3/21 FY3/22 FY3/23 FY3/24 FY3/25
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AMAZEN (Building Materials/Home Products)

(Million yen)
20,000

= Building materials
15,000

10,000

5,000

Q1 Q2 Q3 Q2 Q3 Q4 Q1 Q2 Q3 Q4 Q2 Q3 Q1
FY3/21 FY3/22 FY3/23 FY3/24 FY3/25

(Million yen)
30,000

25,000

20,000

15,000

10,000

5,000
0 Q2 Q3 Q4 Q1 Q2 Q3 Q4 Q1

Q1 Q2 Q3 Q4 Q1 Q2 Q3 Q4 Q1
FY3/21 FY3/22 FY3/23 FY3/24 FY3/25

= Home products
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9  Net Sales Composition by Business (YoY Comparison) K CROSSING

YAMAZEN

Domestic production equipment: 48.3% — 46.6% (+1.7ppt) Building Materials Business: 13.2% — 15.1% (+1.9ppt)
Overseas production equipment: 15.4% — 16.2% (+0.8ppt) Home Products Business: 22.0% — 21.1% (-0.9ppt)

Production equipment total: 63.7% — 62.8% (-0.9ppt) Consumer goods total: 35.2% — 36.2% (+1.0ppt)

FY3/25 Q1 11.5% 10.3% 5.9%

Domestic . Overseas o /
production . production Building ] Home
equipment . equipment materials | products

FY3/24 Q1 10.2% 5.2% 1%
®m Domestic Machine Tools ®m Domestic Industrial Solution ®m Domestic T&E
Overseas Machine Tools Overseas Industrial Solution + T&E = Building Materials
= Home Products Other
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Supplementary materials for the
Medium-Term Management Plan “CROSSING YAMAZEN 2024”
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' “Company-wide strategies" for important issues " @ICROSSING

YAMAZEN
Company-wide )
Important issues strategies Overview

Key Measures

Strengthen human capital by
focusing on developing human
resources, which are our core
competence, promoting
diversity and inclusion, and
conducting management that
fosters personnel

Expansion of green
business Talent
management

Maximization of

customer value Enhance the intellectual capital
through of the organization by
digitalization formalizing the individual sales

and product development know-

DX how that are our strengths,
leading to improved productivity
Realization of anld the creation of new added
sustainable value
procurement and .
supply Contrlbutg to_the _
decarbonization of the entire
value chain through the
Green introductio_n and dt_aployment of
.. energy-saving equipment and
Realization of a Initiatives renewable energies that we
rewarding prophose, arl]nd t.hroulgh slervicfe(s:O
such as the visualization o 2
workplace emissions
Reorganize domestic and
overseas business bases and
Establishment of a strengthen relationships with
transparent Logistics business partners, including
governance system local suppliers, to ensure
sustainable procurement and
supply lines

*LMS: Logistics Management System WMS: Warehouse Management System

W Diversity & Inclusion

« Abolition of seniority system

- Active participation of women

- Training of professional human capital

W Fostering personnel
«Introduction of YAMAZEN-style target management
system

Parsonnel
Phil

v for HA system/
ot management

system
Employees challenging
themselves. Thinking
while taking action.

iasks head on

) Autonomy
onels own, and the

B Strengthen DX strategy promotion system OX Strategy Promotion Organization
+Establish a DX Strategy Department and DX strategy methodology
+Secure and develop digital human capital

B Improve productivity of existing business processes
+Integrate core business system (SAP ERP) implementation

m Realization of productivity improvement measures to cope - &=

with increased workload
+Company-wide BPR promotion (AI/RPA/EDI, etc.) —

Digital Transfo
Strategy Depa

B Strengthen green strategy promotion system Board o Directors
-Establish a governance structure to promote efforts to
address issues such as climate change

B Promote green business Msgemant

- Cooperate with suppliers and clients to develop decarbonization e

activities as a business in the three fields of "development -

business," "sales promotion planning,” and "branding”
Example: Development business "Corporate PPA business" and sales w

promotion planning "Green Ball Project”

m Contribute to the efficiency and sustainability of distribution operations
-Formulated a three-term, nine-year distribution strategy with the aim to become a
transportation and delivery platformer for specific industries by 2030

B Initiatives for Term 1 (2022 - 2024)

-Developed and introduced LMS/WMS™ to realize cross-divisional distribution operations
+Opened Logis New Tokyo (Kitamoto City) in January 2023 as a comprehensive distribution
base, and also developed and linked small warehouses with area delivery functions in parallel
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“Sales strategies” for realizing our corporate vision

V. CROSSING
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YAMAZEN

Sales
Strategies

Overview

Key Measures

Close
customer
relationship
strategy

Transformation
strategy

Digital
integration
strategy

We will work to understand
the issues faced by
customers worldwide from
their perspective, and
implement measures to
resolve these issues and
realize a win-win
relationship.

In addition to selling
products, we will also
provide total solutions for
issues related to product
manufacturing, engineering
and green businesses.

We will strengthen
customer contact points
utilizing digital technology,
provide new solutions,
connect the knowledge
obtained to human
resources, and create new
added value.

Segment-specific strategies: Clarify targets, strengthen expertise, and implement proposal activities strategically
Organization of sales: Formalize the strong sales know-how of individuals and build a sales structure that is also
strong as an organization

Strengthen sales support system: Strengthen marketing, remote sales, and other systems

Strengthen digital channels: Strengthen information provision sites, e-commerce sites, etc. that serve as points of
contact with customers

Promote localization of overseas subsidiaries (glocal): Strengthen local structure through development of local

staff, etc.

Acquisition of engineering capabilities: Acquisition of engineering and construction capabilities that contribute to the
production line and construction sites as a whole

Focus on green business: Expand green business that will solve social issues while also leading to increased
corporate value

Establish new business models: Establish new revenue structures such as recurring billing businesses

Strengthen product development: Strengthen the system for developing new products and services that provide high
added value

Strengthen distribution system: Strengthen the distribution system so it can withstand significant future growth

Fusion of real and online through a production equipment online platform: Build a next-generation B-to-B
website, etc.
Develop in-house commerce through home products website: Gradual expansion of Yamazen Bizcom

Strengthen data-driven product development and sales force: Build a data-driven management infrastructure
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‘*’ Progress of Strategy: ~Green Initiatives Strategy~ Y 1727 CROSSING
-

Promote Green Business to Further Strengthen Wholesale Business 4 YAMAZEN 2024

YAMAZEN

Development business
® Corporate PPA

Commenced March

. . i DayZ-1 Crecia, Kaisei 500,000 kWh 2023
Installation completed at 3 companies and 3 locations
79th term: Installation planned at three Nippon Paper Dayz-2 Okudaya, Sakai 110000 kwh |~ Commenced.une
Crecia locations 7 Day2-3 Toyo Koken, 130000 kwn | Commenced Api
Day (4 c wer . Planned for Aug.
o PR T~ Dayz-4 Crecia, Tokyo 380,000 kWh 2024
[Results] —
Nippon Paper Crecia, Kaisei Plant - __':’:" Dayz'5 Crecia, Koyo 350000 kwh | F1annedforSept
Okudaya Giken, Headquarters Plant /{"/,:f:o,‘¢'
Toyo Koken, Yamanashi Office et DayZ-6 Crecia, Kyoto 4,230,000 kwh | Planned for ec.

o
Why, ¢ Total annual electricity sales / CO2 reduction 5,700,000 kWh

Sales Promotion Business

[ | G B P Ap p GBPApp Present Target
; H HPRE ; ; Production 211 250
Provided free of charge to companies participating in ® | Equipment | companies | companies
GBP and approximately 280 clients g Buiding . i
E’; materials companies companies o
T - = g -’ .
y 7 278 330 SN GFEEN EBol
o shsdidonid = w Green Ball ProleCt Subtotal companies = companies JF‘F’J"JJEL".'T
e Carbon Neutral 48 ;
[ = Platform §
; 278 330
Total . :
: -y companies = companies
Cloud service
8 BPa GBP App

Started sale of fee-based services
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Progress of Strategy: ~Logistics Strategy~
Improve Productivity of Distribution Assets to Further Strengthen Wholesale Business

|/
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YAMAZEN

the following:
1. Response to the "2024 problem”
2. Control of "transportation and delivery costs”

to area demand”

Share distribution assets across business units by implementing LMS/WMS, increase efficiency through distribution DX, and achieve

3. Service improvement through "expansion of same-day/next-day delivery areas" and "optimization of dispersed inventory according

Previously

Manufacturers' plants/warehouses

Inventory products
Ordered products

Worksite SouliE

shipping
Rout \ / Route
Worksite Shig;iﬁx / shipping Worksite
\ Yamazen /
a | Ogistics
=22] warehouse
Basimvey \
Worksite Route / \ Route Worksite
shipping shipping

Sales operation

Key Measures

Manufacturers' plants/warehouses

Inventory f Inventory
products Worksite products
Ordered Depot Ordered
products ﬁ warehouse products
E-]
Area
inventory T
Route
i Depot e Depot .
Worksite war:l-?;use shipping warehouse  Worksite
¥ Yamazen el =
A . Logistics Are;"
rea E
inventory ) =E8| warehouse inventory
Base inventory \
Depot Depot
Worksite ~ warehouse ETENELEE Worksite
Area Area
inventory inventory

State of progress

Sales operation

Introduce LMS/WMS

Share distribution assets

between businesses production equipment

Expand and reorganize
distribution bases

2025

Building Materials Business distribution bases are also being used as small distribution bases for

(Started at Okayama Depot in January 2023, Kanazawa Depot and Sendai Depot in March 2024, Sapporo Depot in May 2024)

Sequentially introduced at Logis New Tokyo, Logis Fukuoka, and Logis Ashikaga from January 2023

“Logis Tokyo" fully operational from January 2023, "New Logis Osaka" to be fully operational in January

[Aim]
Promote joint
utilization
of distribution bases
across the Production
Equipment, Building
Materials, and Home
Products businesses,
which already have
more than 100
locations nationwide
!
Improve the level of
service by sharing the
strengths of each
business

(e.g., utilizing the delivery and installation
skills of the Building Materials Business for
large home products)

Achieve "company-wide

distribution optimization"
with the current Medium-

Term Management Plan as
the first term, and link it to
the medium- to long-term

strategies of "profitization”
and "establishing a
scheme for joint
transportation and delivery
in specific industries".
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"” . —— V CROSSING
Euro-yen Convertible Bonds Expiring in 2026 /G YAMAZEN 2024

YAMAZEN

Issue price 10.0 billion yen C'°5|in9 prige on 1,050 yen

T e resolution date

April 14, 2021 . : i,
date Conversion price Initial: 1,292 yen / Current: 1,218.1 yen
Redemption date | April 30, 2026 : ) ) ) ) )
Conversion (i) Until April 30, 2024: Conversion price x 150
Interest rate 0.00% (zero coupon) restriction clauses (i) May 1, 2024 to January 30, 2026: Conversion price x 130

Conversion restriction clauses adopted in order to limit dilution

2,000
End of quarter

1,900 ' . P— S Conversion
onversion price X (1] OSSIbIe

1'800 Final 20 trading days of the quarter Can b?anctnr)]gverted

Conversion price x 150% (/130%) or more )
following quarter

1,700

1,600 Conversion
restricted Apr. 30, 2024 Conversion price x 130%

1,500

1,400

1,300

Initial conversion price: |
1,292 yen
1,200 Current conversion price:
1218.1yen

Jan. 30, 2026

1,100
1,000
900

800
2021/4/1 2021/10/1 2022/4/1 2022/10/1 2023/4/1 2023/10/1 2024/4/1 2024/10/1 2025/4/1 2025/10/1 2026/4/1



‘*’ Regarding the secondary sale of shares held by financial institutions Y 1% CROSSING

(announced on December 11, 2023) 4 YAMAZEN 2024
YAMAZEN

-Provide to financial institutions, who hold a high percentage of the Company's shares among our trading

partner shareholders, a fair opportunity to sell and to mitigate the impact on the market price

Objective

‘Realize diversification of shareholder base through fluidization of closely-held shares
-Plan to increase the TOPIX inclusion ratio through increasing the ratio of floating shares

Issuing company YAMAZEN CORPORATION
Seconda_lr_y sale by way of purchase and 5.835.800
underwriting
Offering structure Secondary sale by way of over-allotment 875,300
Total 6,711,100
Amount sold Approx. 8 billion yen
Mizuho Bank 1,890,600
Resona Bank 1,866,900
Seller and number of Mizuho Trust & Banking 274.900
har I ’
shares sold MUF.G Bank o | 694,700
Sumltom_O Mitsui Banking 608,700
Corporation
Date of resolution to sell Monday, December 11, 2023
Book building period Friday, December 15, 2023 - Terms-setting date

Main schedule

Monday, December 18 - Thursday, December 21,
2023

Delivery date 5 business days after the terms-setting date

Terms-setting period




‘*’ Establishment of Treasury Share Acquisition Limit K 178" CROSSING

4 YAMAZEN 2024
vamazen (Announced on May 14, 2024)

‘Improve capital efficiency by implementing a flexible capital policy that is responsive to changes in the
- business environment

Objective ) _ _

*Promote the reduction of policy cross-shareholdings

-Realize shareholder returns

Type of Shares to be Acquired: Common shares

QLI IR\ oIST eI BSHETEERLIEEIN NV 6,000,000 shares (upper limit)
be Acquired: (Percentage of issued shares (excluding treasury shares) 6.74%)

Total Amount of Acquisition of JIPY 5.0 billion (upper limit)

Shares:

Period of Acquisition: May 14, 2024 - March 31, 2025

Method of Acquisition: Purchase on the Tokyo Stock Exchange

Total number of treasury shares acquired (as of August 15, 2024)

Total number of treasury shares acquired: 3,374,800 shares
Total amount of acquisition cost: 4,999,889,995 yen
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