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E-Vision 2035 Business Vision

Global Business Segments

Building Service
& Industrial

| E-vision 2035

Business vision

Company Ildentity: Creating New "Comfort" for the World, Delivering
“Breakthrough Power” to the Industry

Master the technologies of water, air, and heat to serve as a leader that delivers "firsts"
to the world and the industry

Our Vision for 2035

Manufacturer of next- Manufacturer for energy efficiency, Manufacturer of stable
generation functionality labor-saving, and decarbonization operations
Deliver industry-first equipment  Propose "firsts" in value for customer Deliver industry-first services
and units facilities, including existing equipment that transcend the limitations of

devices and technology
I Revenue / Operating profit ratio

i i : Unit: 100 mill
Social & environmental value provided nit: 100 million yen

o
e Secure a top position in growth markets (data e Safe and reliable Living 9.0% or higher /
centers, electronic devices, etc.) Deliver water to 800 million people .
e Increase added value by providing hybrid around the world 6.3% ,a"
solutions combining pumps and chillers with e An evolving, prosperous way of life -~
loT. Evolve into a service business capable Achieve zero downtime to ensure the 2,419

of maximizing lifecycle revenue

uninterrupted flow of comfortable living

o Optimize overall business structure through worldwide

the continuous restructuring and

consolidation of businesses and plants, and
by shifting management resources towards

highly profitable domains and business

models
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E-Plan 2028 Business-Specific Strategy

| Basic Policies of E-Plan 2028

Provide solutions and
services

Combine pumps, thermal equipment, fans,
and other products with IoT technologies to
provide energy-saving, labor-saving, and
decarbonization solutions

Proactively expand the service business,
going beyond simply selling equipment and
delivering value across the entire product
lifecycle

Meet the needs of growth

markets
(overseas)

Provide products and services to face-to-
face markets in each region worldwide from
a market-in perspective, and reliably meet
demand in each region

Meet the needs of growth

markets
(new markets, data centers,
etc.)

Address challenges of new market
development in growth industries expected
to expand significantly along with societal
development, and rapidly establish supply
capabilities in promising markets (e.g., data
centers and electronic device markets)

| E-Plan 2028 Financial Targets

Revenue (100 million yen)

2,419
2221 2,381

Sales CAGR

(FY25—28)

8.0% or higher
Market CAGR
3.5%

FY2023 FY2024 FY2025 FY2028

(Target)

Operating profit (100 million yen) /
Operating profit ratio

7.1%
6.3%
157 N43% _~c)
103

FY2023 FY2024 FY2025 FY2028
(Target)

9.0% or higher




E-Plan 2028 Business-Specific Strategy

I Transform Business Structure

e The Building Service & Industrial Company operates in a stable market with relatively low volatility, and is generating revenue and profit by

expanding global sales volume (shipping over 1.2 million pumps annually)

e We will transform our business structure by optimizing our existing high-volume business and shifting management resources towards

growth businesses

Optimize existing

/ businesses
Shift management
resources
» Capture growth markets

Operating profit ratio plan

9.0% or higher

6.3% I
FY2025 Optimize existing Capture growth FY2028

businesses markets

Optimize existing businesses

e Utilize Al and DX to transform business processes

e Optimize structure to adjust to stagnant construction market in
China

e Optimize invested capital
- Generate cash by lowering accounts receivable

- Optimize/reduce overall inventory by integrating manufacturing
and sales and global alliances

Capture growth markets

e Data center market
Industrial chillers (semiconductor market, etc.)

Leverage loT to evolve service businesses (EBARA
Maintenance Cloud)

Growing overseas markets (including M&A)



E-Plan 2028 Business-Specific Strategy

Domestic business

DX for business process transformation: Use Al as a partner to release
workers from routine tasks and leverage data for value creation

Defensive DX
Workflow
optimization

Offensive
DX

Expand sales

Product estimate agents

=» Used Al to reduce 36,000 manhours/year from product
estimate tasks

EBARA Maintenance Cloud
(leverage loT to evolve service business)

=» Contribute to maximizing LTV* by improving the customer
experience
e Enables remote monitoring of device operating status, helping customers
reduce labor and workload related to inspections

e Can analyze accumulated operating data and establish predictive

maintenance technology to reduce equipment downtime
*LTV: Lifetime Value

Maintenance and inspection (JES) Al agent

=» Provide customers with timely estimates and proposals for
maintenance contracts

Overseas markets

Optimize structure to adjust to stagnant construction market in China
e Consolidate sales offices and reduce workforce by 100 or more employees at overseas group locations in China
e Generate synergy by consolidating sites to strengthen collaborations between pumps and chillers and offer solution-based proposals

Utilize Al agents

3l
[
I

Product estimate Al

P E

JES inspection Al

DX equipment
management
through sensor
monitoring

1 i Management

companies
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E-Plan 2028 Business-Specific Strategy

Industrial chillers for semiconductor markets

® Used in auxiliary equipment for semiconductor manufacturing systems
such as etching machines and FPD manufacturing systems to provide
cooling for manufacturing processes

® \With the increasing miniaturization and high-density integration of
semiconductor devices, etching processes are requiring higher precision,
lower temperatures, and increased power, causing power and water
consumption to trend upward significantly

. 4

technology

Features a compact, energy-efficient pump developed for liquid cooling.
Developed a proprietary energy-efficiency algorithm for achieving
optimal chiller control in real time based on load status, contributing to
approx. 30 to 50% reductions in power and water consumption

f Developed a -60°C ultra-low temperature chiller based on our chiller |

Minimizes increases in power Ebara's strength is in energy
consumption even when approaching efficiency in ultra-low temperature
lower temperatures zones

Chillers account for roughly 40% of etching machine
power consumption

war| | = -

Etching machine

Industrial chiller
manufactured by Ebara

Cooling pumps for the data center market

® The sudden popularity of generative Al has driven a rapid increase in data
center demand and the adoption of high-heat emitting GPU* is leading to
a significant increase in energy consumption -GPU: Graphics Processing Uni

® Data center cooling is rapidly shifting from conventional air conditioning to
liquid cooling, which achieves significantly better heat transfer efficiency

Total data center power consumption

*PUE (Power Usage Effectiveness) — Power used by IT devices

® \With the shift to liquid cooling, compact designs that enable pumps to be
installed in limited spaces and coolant leak risk mitigation have become

critical issues

Offering leak-free cooling pumps that feature superior energy
efficiency and space savings

Our US locations, where hyperscalers are concentrated, will swiftly
capture demand and focus on this domain as a new growth driver

%9 Aim for global expansion from US sites




Building Service & Industrial Company Business Characteristics and Vision

Our company's business has the following characteristics. As one of EBARA's three global business pillars, our
business plays a critical role in providing a stable revenue platform.

e We are a stable business with relatively little volatility. We also have a diverse customer base that does not rely on any
specific market, and we anticipate growth that is linked to factors such as regional GDP growth.

e With a diverse global workforce and an extensive network of locations, we conduct sales in various countries through

construction firms, facility installation contractors, and agents and partner dealers. This enables us to handle large volumes
of products across a wide range of regions.

e In addition to technology related to pumps for transferring liquids such as water, we also possess cryogenic technology that
allows us to offer unique products and services featuring a combination of these capabilities.

e Given the demand for pumps and thermal technologies across a wide range of industries, we can generate synergy by
leveraging the customer contact points of other companies.

We also recognize that there are challenges regarding profitability and capital efficiency. We are currently
advancing a major transformation to address these issues. To drive this transformation, we will steadily
implement the measures outlined today, including using DX to transform business processes, optimizing
invested capital, shifting our business structure from selling products to a high-margin recurring revenue model,
and steadily capturing opportunities in high-growth markets.

We are striving to provide social and environmental value through our business by achieving the targets outlined
in E-Plan 2028 and realizing the future business vision outlined in E-Vision 2035.



Disclaimer

This release contains forward-looking statements which involve certain risks and
uncertainties that could cause actual results to differ materially from those projected.
Readers are cautioned not to place undue reliance on these forward-looking statements
which are valid only as of the date thereof. EBARA undertakes no obligation to republish
revised forward-looking statements to reflect events or circumstances after the date
thereof or to reflect the occurrence of unanticipated events.

This document has been translated from the Japanese original for reference purposes
only. In the event of any discrepancy between this translated document and the Japanese
original, the original shall prevail.

The Company assumes no responsibility for this translation or for direct, indirect or any
other forms of damages arising from the translation.
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