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Presentation

Ochiai: Thank you for your patience. Thank you very much for taking the time out of your busy schedule to
participate in the EBARA IR Day 2026. Now, it is time to begin the event.

The presentation materials are available on our website. Please refer to them during the session.

EBARA IR Day 2026

July 14, 2026 | 13:30-16:00
Global Business Segments: Medium- to Long-Term Strategies

3 :
aibn i

Tetsuya Fuchida Isao Nambu Takanobu Miyaki Shu Nagata
Executive Officer Executive Officer Executive Officer Executive Officer
CFO (in charge of Corporate Strategic President, Precision Machinery President, Energy Company President, Building Service &
Planning, Finance, Accounting and Tax Company CEOQ, Elliott Company Industrial Company
Affairs) Division Executive, Equipment Division ~Chairman, EBARA GREAT PUMPS CO., LTD., Chairman, Ebara Pumps Europe
Chairman & CEO, Ebara Ellictt Energy SpA
Holdings, Inc.

) Schedule
Opening Message
Session 1: The Energy Company’s Medium-to-Long-Term Strategy and Sustainability Market Initiatives
Q&A
Session 2: The Building Service & Industrial Company’s Vision and Medium- to Long-term Strategy
Q&A
Break (5 min)

Session 3: The Precision Machinery Company’s Medium- to Long-term Strategy and Technological Capabilities Supporting the
Evolution of Semiconductors

Q&A

Closing Message

Now | would like to introduce today’s speakers.

This is Isao Nambu, President of the Precision Machinery Company.

Nambu: | am Nambu. Thank you for joining us today.

Ochiai: This is Takanobu Miyaki, President of the Energy Company.

Miyaki: | am Miyaki. Thank you.

Ochiai: This is Shu Nagata, President of the Building Service & Industrial Company.

Nagata: | am Nagata. Thank you for your time.

Ochiai: This is Tetsuya Fuchida, CFO and Executive Officer in charge of Investor Relations.

Fuchida: | am Fuchida. Thank you for your time.

Ochiai: I, Ochiai from the IR and Public Relations Division, will be serving as the moderator. Thank you.

Today, the event consists of three sessions, and questions will be answered after each session. After a few
opening remarks from Fuchida, we will begin session one. The event is scheduled to end around 4:00 PM.

To begin, Fuchida, Executive Officer in charge of Investor Relations, will now deliver an opening address.

2/37



EBARA IR Day 2026

Opening Message

July 14, 2026

Tetsuya Fuchida

Looking ahead,
going beyond expectations
Executive Officer Ahead» Beyond
CFO (in charge of Corporate Strategic Planning,
Finance, Accounting and Tax Affairs)
EBARA CORPORATION

Fuchida: | am Fuchida, CFO. Thank you very much for participating in EBARA IR Day 2026.

Later today, each Company President will present their medium- to long-term strategies for our three global
business segments: Precision Machinery, Energy, and Building Service & Industrial.

Before we begin, I'd like to discuss the perspective from which I’d like you to view today’s session, taking into
account the roles of E-Vision 2035 and E-Plan 2028.

E-Vision 2035: Where We Want to Be in 10 Years

EBARA

We have set a new 10-year vision, reflecting the environmental changes that have
emerged since E-Vision 2030 (announced in 2020)

E-Vision 2035
To be an excellent global

company essential to building a
sustainable society

Decarbonized society
Safe and reliable living

An evolving,
prosperous way of life

EBARA’s current position (at the end of FY2025)

« Surpassed the economic value benchmark set out in E-Vision 2030
« Achieved sustained improvements in profitability, efficiency, and growth
+ Steady social and environmental value progress

E-Vision 2030
(Formulated in February2020)
balancs among economic,
mental value

through our business.

@ Realization ofa
dscarbonzad socity

v E-Plan'2028

Creating
sustainable value
through overall

3

optimization @ Safe and reliable living
Smarter living
E-Plan 2022 () 5o UPDATED: Future Vision Redefined
E-Plan 2019
FY2025 Results Target Levels for FY2035
ROIC 6.50% 12% 11.926 13.0% or higher 10% or higher 20% or higher
ROE 8.3% 15.0% 15.6%0 18.0% or higher 15% or higher 25% or higher
Revenug ¥522 4 billion ¥6580.8 billion ¥958.2 billion Around ¥1.2 trillion Around ¥1 trillion ¥2 trillion or higher
Operating Profit Ratia 68% 10 4% 119% 14 5% or higher - 20% or higher
Market Capitalization Around ¥0 3 trillion Around ¥0 4 trillion Around ¥2 trillion - Araund ¥1 trillion Around ¥6 trillion

3

3/37



We achieved the economic value targets set forth in E-Vision 2030, our previous long-term vision, during the
period of our previous medium-term management plan E-Plan 2025. ROIC, ROE, revenue, and operating profit
ratio have all shown steady improvement, and our market capitalization has also expanded significantly.

At the same time, since the formulation of E-Vision 2030, the business environment surrounding our company
has become increasingly complex, due to factors such as growth and volatility in the semiconductor market,
the energy transition, geopolitical risks, and the need for energy conservation and labor-saving measures.

In light of these changes, we have established E-Vision 2035 as our new vision for the future, looking ahead
10 years. The new medium-term management plan E-Plan 2028 defines the first three years as the period for
laying the foundation for growth toward achieving that goal.

E-Vision 2035 Business Portfolio

EBARA

We have structured our business portfolio around global business segments and Japan-based business segments,
building a portfolio aimed at enhancing the Group’s medium- to long-term corporate value

Three Business Pillars

An excellent global company essential » Solving challenges in customer-facing markets that are

P . . expected to grow
E2ARA to bu“dlng a sustainable SOCIety ® Supporting sustainable growth through highly
competitive growth pillars that offer business scale,

Global Business Segments Constituting Three Pillars profitability, and efficiency

Precision Machinery séwi;ug‘:::ismal m Revenue Mix Image
. lopment of energy -savi - E: i

Enhancement of production and support - g ion capacity
capabilities with a viewto growth solutions and evolution of e T Ea

* Development of high value-added service value delivery and newtechnologies in response to
solutions that enable the evolution of * Business expansion in growth the energy transition
semiconductors markets

= Rapid market growth 5 = Growth of energy and petrochemical
Cppmewnies = Evolution of semiconductor Energyand labor savings markets driven by population growih,
manufaduring technologies = Decarbonization

Mok Volatility specific to "

shramermies gemicondudorrelated markets Stability linked to economic growth Instability due to geopolitical risks

Japan-Based Business Segments

Infrastructure Environmental Solutions

- Focusing on the Japanese public infrastructure market
= Leveraging Japan's role as a leader il il i and i if provide
essential infrastructure solufions globally

Building Service
& Industrial

FY2025 FY2035
(Results) (Target Levels)

This is a visualization of the business portfolio our company aims to build in order to realize the vision set
forth in E-Vision 2035.

We classify our five business segments into three global business segments and two Japan-based business
segments.

The three business segments—Precision Machinery, Energy, and Building Service & Industrial—which | will
explain shortly, are the segments that will drive growth in the global market. While the Precision Machinery
segment is expected to experience strong growth, it is subject to the volatility characteristic of the
semiconductor-related market. The Energy segment is one in which demand is expected to grow over the
medium to long term, yet it is strongly influenced by geopolitical factors. The Building Service & Industrial
segment is a business that is closely tied to GDP and serves a broad market. While these three segments are
positioned as growth businesses, each has its own distinct market characteristics.

The key is not to view these through a one-size-fits-all framework, but rather to make growth investments
tailored to specific markets and roles, and to work toward improving profitability and capital efficiency. At the
same time, our two Japan-based business segments—Infrastructure and Environmental Solutions—serve as
the foundation that underpins our stability and social significance.
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By optimally combining these five business segments, we aim to enhance our corporate value over the
medium- to long-term.

Strengths of a Single Entity with Multiple Businesses

EBARA

Leverage distinctive market traits and shared platforms to aim for sustainable improvements in corporate value

Advancements in core technology and
business expansion

Example of value creation that transcends business - Focus on three global segments

- A
Stability of leveraging distinctive market traits

Stable platform
f""f enabling Combine the traits and grovih speed of different businesses Com pleme.ntary
sustainable growth to balance creating a stable platform that is not easily infuenced by our - nature of finance and
investments external environment with conducting sustainable growth investments business plaﬂ'orms
Share Current business / Future outlock
technological
latforms - a1s -
P Industrial Enhance facility life
chillers cycle value
Applying chiller and fluid Optimize operating status Leverage shared
transfer technology to Share operational data, diagnostic - platforms to pursue
advanced cooling needs technology, and S&S to contribute to
diEne predictive maintenance and synergy between
customer operations optimization businesses
platforms

Leverage
shared data

s platforms . .

Building on our core technologies, including flow control and rotating machinery, we have expanded our
business scope while addressing social challenges and customer needs.

As shown in the figure on the left, the Precision Machinery segment was established by combining the fluid
analysis and control technologies developed in the pump business with the engineering technologies
developed in the Environmental Solutions business, and by leveraging the customer relationships built
through the pump business to expand into the semiconductor market.

What I'd like to highlight on this slide is the value of having a diversified business portfolio. The examples on
the right focus on the three global segments represented by today’s presenters. Each of these businesses
serves different markets and has its own growth profile. By combining them, we are able to balance a stable
earnings base that is resilient to changes in the business environment with ongoing investments to drive
sustainable growth.

We also intend to pursue synergies across our businesses by leveraging shared platforms, including
technological ones, and those related to customers and data. One example of this is enhancing the value of
equipment throughout its lifecycle by deploying industrial chillers, analyzing operational data, and utilizing
diagnostic technologies and S&S.

In the presentations of each company that follows, | hope you will take a look at their respective market
opportunities and competitive advantages.

That is all from me. | look forward to productive sessions with you all today. Thank you very much.
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E-Plan 2028: Business Strategy and Objectives

EBARA

Global Business Segments

Precision Machinery

FY2023
Revenue

breakdown
by segment

Building Service
& Industrial

Japan-based
Business
Segments

Infrastructure

-

FY2028

Revenue
breakdown
by segment

Environmental
Solutions

Revenue CAGR
15.0% or higher
Operating profit ratio
20.0% or higher
ROIC
25.0% or higher

E-Plan 2028 Targets

Revenue CAGR
8.0% or higher
Operating profit ratio
14.5% or higher
ROIC
15.0% or higher

Revenue CAGR
8.0% or higher
Operating profit ratio
9.0% or higher
ROIC
8.5% or higher

Operating profit ratio
9.0% or higher

ROIC
12.5% or higher

Operating profit ratio
8.5% or higher

ROIC
13.0% or higher

E-Plan 2028 E):ﬁand Lnar‘kletﬁshare
: rough solutions
S;gr:;feﬁi SeRg = and enhance

capabilities for growth

Develop products and
solutions to lead the
energy transition

Provide solutions and
services and capture
growth markets

Maintain top share in
Japan and expand
overseas

Improve profitability
of existing
businesses

and expand into the

resource-circulation

business

Disclaimer

E2ARA

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.

Ochiai: Then, we will now move on to the first session. Takanobu Miyaki, President of the Energy Company,
will explain the Energy Company’s medium- to long-term strategy and its initiatives in the sustainability
market.
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EBARA IR Day 2026
<Session 1>

The Energy Company’s
Medium- to Long-term Strategy and Sustainability
Market Initiatives

July 14, 2026

Takanobu Miyaki )

Executive Officer Looking ahead, _

President, Energy Company going beyond expectations
Ahead > Beyond

st 1 [ BUERAR

Miyaki: | am Miyaki, President of the Energy Company.

| would now like to explain the Energy Company’s medium- to long-term strategy and our initiatives in the
sustainability market, while highlighting the latest developments.

E-Vision 2035 Business Vision and Basic Policies of E-Plan 2028

E2ARA

I E-Vision2035 Business Vision

« To become a technology-oriented solution provider built on our core strengths in fluid compression and transfer
technologies, after-sales services, and global operations

» In existing markets, we will enhance our presence and profitability to support the stable supply of energy and basic
materials essential to human progress

« In new energy and sustainability fields, we will actively develop technologies and solutions that lead decarbonization
trends and cultivate these businesses into a core pillar of our eamnings base

I Basic Policies of E-Plan 2028 I E-Plan 2028 Financial Targets S:EI\?ESSZGEF
Operating profit (100 millonyen) | 44 5o Revenue 8.0% or higher
Operating profit ratio or bt h:r (100 million yen)
Lead the « Promote initiatives targeting the sustainability 9 ) Lr’jg“l(iettl';AGR
realization of a sector in the energy market, including ammonia, 134% 0 q33% - Ethylene: 3.0%
- CCUS, hydrogen, sustainable aviation fuel . S~
decarbonized (SAF), gecthermal energy, and remote
society monitoring and predictive maintenance 280 259 2104 2178
223 1,672
Support a stable  © Establish a leading position in existing oil and
pp gas markets centered on LNG, and in the
energy supply pefrochemical market centered on ethylene
Fyz023 Fyz024 Fy2025 FY2028 Fy2023 Fyzo24 Fyz2025 Fy2028
(Target) (Target)
E-Vision 2035 . "
Invest to « Technalogy and product development Social & Environmental Value Provided I (= AR e AR S S
strengthen sustainability domains, DX, and talent Decarbonized society
iti development Lead the energy transition toward Share of orders for sustainability- 0
competltl veness decarbonization related* projects (products business) 20 /0
1 ‘ Copyright(c) Ebara Corporation, All rights reserved *CO; ammonia, hydrogen, SAF, etc.

First, as shown here, I'd like to briefly review E-Vision 2035 and E-Plan 2028, which we announced this past
February.
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As one of the global business segments, we will continue to make investments and conduct business
operations to realize the E-Vision 2035 business vision outlined above.

E-Plan 2028 is a three-year period aimed at enhancing our competitiveness and profitability as we work
toward our vision for 2035. We will advance our sustainability initiatives, establish a leading position in our
existing business areas, primarily LNG and ethylene, and actively invest in technological research and
development, Al, digital transformation, and human resource development.

As a result, as shown on the right, we are targeting revenue growth of at least 8% —exceeding market
growth—by 2028, and an operating profit ratio of at least 14.5%, representing an increase of approximately
2.5 percentage points from the end of 2025. Today, I'd like to explain our strategy for achieving revenue
growth and improved profitability.

Business Growth Initiatives:
Product Development and Launch to Market in the Sustainability Sector =4

® Expand the product line for hydrogen, ammonia, and CCUS applications by leveraging the fluid transport and cryogenic technologies
we have cultivated through our pumps, compressors, and turbines businesses

B Aim to expand business in the sustainability sector while maintaining our leading position in the LNG and petrochemical domains

Energy Company products supporting a decarbonized supply chain

Sales Launched during E-Plan 2025 CO; Separation, Recovery and Slora&e 389 N 5 8] .
P Chenmical Hydrogen ¢ 5
Hydrogen gas Liquid hydrogen pump il Piants rogen Cracking  Production . e .,
compressor « Liqud hydrogen tansport Ptyd CO; Carri 9’15 wyd Ofishore ( :

Plants ‘

‘ Hydrogen |
1 Retum gas blower s ‘ Uquelacnon Plants ‘
« Hydrogen/ammonia plants .
Methanation and

« Hydrogen ransport (pipeine) Sl H \ o “
2 ~ Synthetic Fuel
CCUS packages Ammonia pumps S 3 /w Production Plants
1

umps /
| pumosic e '\ O rueranks N7~
« GO, Fansport (pipeing) « Ammonia producton plant §_‘ S ' ' o B
o /45 :5 & v Liqum Hydrogen . Fz -~ ':
Launching to Market during E-Plan 2028 B 1 ~ al g Hydrogen Storage Td"“s
i < 2 AV
Hydrogen station pumps Two-phase expanders \ q j j S ¥
SthRSs piepilsontiad 6 B ! Hydrogen H crogen Gas Transportation
( 5 ~
< I LNG Liquefacion AN - ower /< vapehov?es e
/ 8 / Generation
7 5 = W 127 Hydrogen
Hydrogen compressors sCO,* compressors > 4 S \& ' Y Stations
« Liwefed hydrogen pant + Qs , ) o “,J &
« Fydrogen moed CO; vansport (pipei g
Wl 8 ; J 9 N ] AmmonaFred Pover .. e 5

« CO; storage LNG-Fired Thermal
9+ CO: ranchon seine) Ammonia Tanks ES et = Ammonia C0;

w = .
* SyntheticFusl Plnt (SAF) ot ’7‘ Coal-Fired Thermal X > S o a 2! FC Trucks
s, Ammonia Carriers N Power Generation ~
sCO, pumps O SaitieeEe LNG Carriers Chemical Plants

LNG == Hydrogen

| Copyright(c) Ebara Corporation, All rights reserved

This slide was announced in February as part of E-Plan 2028 and outlines product development and launches
to market in the sustainability sector.

This aligns with the E-Plan 2028 strategy of establishing a leading position in the LNG sector while

spearheading the transition to a decarbonized society through initiatives for CCUS, ammonia, and hydrogen.
| will go into further detail later.
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LNG Business Initiatives =

B Market expansion

I Market Environment: Global LNG Demand Outlook

« Global LNG demand continues to grow on increasing interest in energy security

and decarbonization (serving as a bridge from conventional oil and gas to new f::‘::" 5 G"“h"' LNG supply versus demand forecast
(mtpa)

energy sources)

B Expand market share
* The number of projects shifting from conventional gas turbines to electric motors
for compressor drives (e-LMNG) is increasing. To accurately capture the demand
for electrification, we have positioned the US as a key manufacturing site for LNG-

related operations and are expanding our power infrastructure. Aiming to ]
increase orders received for main refrigeration compressors 2006 2030 2035 2040 2045 050
« Advancing the modernization and automation of facilities at the Jeannette Plant in

Market Share of Electric Motor-driven Systems (e-LNG)

Pennsylvania, USA, which primarily manufactures equipment for the LNG sector
I by Unit Volume

(compressors and cryogenic pumps). We will aim to strengthen
competitiveness and increase market share by shortening lead times and Composition ratio of drive system configurations for large, medium,
improving on-time delivery rates for the target equipment and small-scale LNG plants (Ebara estimstes from 2019 onwards)

+ We will also aim to increase market share and improve profitability by Electric motors

infroducing new expanders (power recovery turbines), which are essential for Gas turbines

energy conservation and process efficiency in LNG operations

3 | Copyright(c) Ebara Carporation, All rights reserved Source: Shell Global LNG Portfolio — Strategic Spotlight 2026

First, let’s look at our initiatives in the LNG business.

This area will contribute to both revenue growth and improved profitability. We believe that the market size
in this sector will continue to grow in the future. We expect that global demand for LNG will continue to grow,
driven by factors such as the geopolitical situation in Ukraine and the recent developments in the Middle East,
which have heightened concerns about energy security, as well as LNG’s role as a bridge from conventional
oil and gas to decarbonized energy sources.

Next, we aim to expand our market share in this area.

First, in response to decarbonization requirements, the power sources for LNG compressors, which were
traditionally almost exclusively gas turbines, are gradually shifting toward electric motors. In response to this
trend, we are expanding our power generation facilities in Jeannette, Pennsylvania, USA, to establish the
capability to conduct proof load tests required for LNG main refrigeration compressors, with the aim of
increasing orders for main refrigeration compressors—a market we have not been able to enter until now.

Second, while equipment for LNG is primarily manufactured at the Jeannette plant, that plant is currently
undergoing modernization and automation. Through these efforts, we will strengthen our competitiveness
by shortening delivery times and reducing costs for the relevant equipment, and we will strive to expand our
market share and improve profitability.

Third, we are promoting the introduction of a new expander featuring higher energy recovery efficiency. This
power recovery device enhances LNG process efficiency by utilizing cryogenic pressure letdown instead of
conventional pumps. Through these initiatives, we intend to establish a leading position in the LNG sector
while also striving to improve profitability.
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Capital Investments in the Jeannette, USA Manufacturing Plant —

EBARA

B The manufacturing plant in Jeannette, Pennsylvania (USA) serves as a core hub for the manufacturing and testing of large-
scale compressors, turbines, and cryogenic products

B Currently expanding compressor load testing capabilities to a world-class scale and promoting factory DX

Upgrades to large-scale power facilities Automation and labor-savings in production processes
+ Completed large-scale power facility upgrades in October 2025 « Projecting further improvements in productivity and profitability through
« Featuring world-class testing capabilities for large rotating machinery the adoption of factory automation equipment and labor-saving
Capable of full-load testing for compressors up to 100 MW designed for processes
LNG projects
+ We will aim for market expansion in this sector by swiftly responding to « Partial operations scheduled to begin in 2026

growing demand for electrification in the LNG market

4 | Copyright(c) Ebara Corporation, All rights reserved

Here is an overview of our initiatives at the Jeannette plant in Pennsylvania, USA.

The photo on the left shows the completion of a power capacity expansion of up to 100 megawatts, which
will enable us to step up our efforts to secure orders for electrification projects.

In addition, as shown on the right, we are updating the production equipment at that plant and working to
automate and streamline processes.
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Initiatives for the S&S Business (Service Shops) —

B Optimizing plant locations to align with shifts in customers
business locations and enable rapid, comprehensive services
closer to customers

Emerging markets = New facility

Thriving markets = Expansion

Unprofitable sites = Closure ucian Facies e e B

T SRR SmlESR.
Expansion of S&S sites and opening of new sites . ‘ 2
of . - .

» New facility in Saudi Arabia (Operations started: FY23) ~ i
* Relocation and expansion in Indonesia  (Operations started: FY24) : g:r:.]cz;g:sg;ﬂ;:"n: “
+ Expansion in Houston, USA (Operations start planned for FY26)
+ Construction in Abu Dhabi, UAE (Operations start: planned for FY26)

= Capability enhancement in Saudi Arabia (Operations start planned for FY27)

Closure of unprofitable S&S sites == e —

« Partial closure in Canada (Closed: FY23) = = A

» Closure in Guatemala (Closed: FY24) Lol Insiltion ofhighrspeed baiancing

+ Partial closure in the UK (Closure: FY26) SRR EUTEETTY | oresmmmo et o e

Infrastructure Gompany

eciibes
To begin operations in 2027

5 \ Copyright(c) Ebara Corporation, All rights reserved

Next, I'll discuss our initiatives regarding service & support. These initiatives will also contribute to both
revenue growth and improved profitability.

We have been working toward this goal since the previous medium-term management plan E-Plan 2025, but
what we truly want to achieve is to provide prompt and comprehensive services in the areas closer to our
customers.

In recent years, customers in the energy sector have been shifting their business operations from their
traditional hubs in Japan, the United States, and Europe to Asia and the Middle East. At the same time, the
United States has become a very active exporter of oil and natural gas.

In response to these trends, we plan to open new service shops in emerging markets, expand and enhance
our capabilities in active markets, and close locations that have become unprofitable due to changes in

customer patterns.

Here is a breakdown of the specific optimization measures implemented at our locations.
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Initiatives for the S&S Business (Service Shops)

B Upgraded S&S flagship site in Houston, USA

+ We are expanding our Houston facility, our lagship S&S hub in the US, to better serve the high concentration
of customers located in the region

« In addition to providing robust support to customers in the US LNG, petrochemical, and oil refining domains,
we are advancing intiatves in sustainability-related sectors such as CCUS, ammonia, hydrogen, and
sustainable aviation fuel (SAF)

+ Scheduled to start operations in Summer 2026

EBARA

B New S&S facility currently under construction in Abu Dhabi, UAE
= To capture growing Service & Support (S&S) demand in the Middle East, where the company has an
extensive track record of supplying custom pumps, compressors, and turbines, a new S&S facility is currently
under construction in Abu Dhabi, UAE
+ Inthe future, the site will be equipped with manufacturing, training, and parts distribution functions and is
planned to serve as the flagship S&S hub for Europe, the Middle East, and Africa (EMEA)
= Operations are scheduled to commence in 2026

| Expand S&S facility capabilities in Saudi Arabia

We are currently installing high-speed balancing test equipment and packaging facilities for compressors and
steam turbines at the S&S facility in Saudi Arabia

We will enhance packaging and S&S capabilities to strengthen customer relations and contribute to industrial
development in Saudi Arabia

Scheduled to begin operations in 2027

6 \ Copyright(c) Ebara Corporation, All rights reserved

I’d like to introduce a few of these in more detail.

We operate a service shop in Houston, the industry’s hub, where the oil and gas export industry is booming,
and we are currently working to expand the capacity and capabilities of this service shop. Construction is
scheduled to be completed within the next two to three months.

In addition, while we already have two service shops in Saudi Arabia, we are currently constructing a service
shop in Abu Dhabi primarily to serve customers in Gulf countries other than Saudi Arabia. Until now, we have
been relying on our service centers in Europe, but with the opening of this service shop in Abu Dhabi, we will
be able to provide faster service to our customers in the Gulf countries of the Middle East.

In Saudi Arabia, we are working to enhance our capabilities in response to customer requests for greater
localization. Specifically, we are working to enable the final packaging of products such as compressors, and
to strengthen our service & support capabilities. This construction is scheduled to be completed within the
next year, 2027.

We expect these initiatives in various regions to enable us to actively capture demand for service & support
not only in the existing oil and gas sector but also in the sustainability sector, which is expected to grow in the
future.
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Business Development in S&S Domains —
EBARA

® New needs are emerging in the S&S business due to labor shortages, an aging workforce, and outdated equipment at
customer plants

B We will continue with DX investments initiated under E-Plan 2025 to adopt remote monitoring and predictive failure diagnosis
systems

m We are developing services that combine data from customer sites with our diagnostic technology for rotating machinery. We
will help customers maximize profitability by supporting long-term, stable plant operations. To further accelerate
commercialization, we are currently conducting proof of concept (PoC) trials with five companies

Market and customer challenges Leveraging DX Roadmap
Target markets Promoting remote monitoring and predictive Currently conducting PoCs
maintenance at customer sites with five companies
Petrol fini

Petrochemicals . LG Product roadmap, market launch timing

Fertiizer/Urea Power generation Utlizaion | EBARA’s diagnostic _Contribution

technologies 2026 Services for pumps
Issues we must resolve Customers
On-site data Long-term, stable operation at Services for
Maximize plant revenues Long-term stable operations Maximize customer sites 2027 compressors and
turbines

SSRCANY
Reduce maintenance costs Fizdnee E?E'éuzn}mema”“d — — \/ ii = a

7 \ Copyright(c) Ebara Corporation, All rights reserved

In addition, as part of our efforts to expand our service & support business, we are developing remote
monitoring and predictive maintenance services. We believe this initiative not only enhances our after-sales
services through the use of Al and other technologies, but also helps solve challenges faced by our customers,
such as maximizing plant profitability and addressing an aging workforce, a shortage of experienced personnel,
and aging equipment.

We are currently conducting pilot tests with five of our customers, and we aim to launch the service for pumps
in 2026 and for compressors and turbines in 2027.
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Progress in Sustainabily Sector [ttty | oo L

Hydrogen Ammonia CCus

« Began partial operations of testing facilities at the world's » Developing products and services that * We are currently developing products that
first full-scale commercial product testing and development prioritize safety during operation and leverage our strengths in offering both gas
center, which is fully equipped for the actual fluid testing of maintenance at customer sites compressionfransfer (compressors) and
liquid hydrogen pumps (scheduled for completion in 2026) liquid compression/transfer (pumps)

« Obtained the world's first* model approval of a cargo pump - Secured multiple orders for pumps for use solutions
for liguefied hydrogen carriers in ammonia conversion at coal-fired power

« Following up on our first orders received for liquid plants « In addition to pumps, for which we already
hydrogen booster pumps and hydrogen gas transfer have a proven track record, we also plan
blowers for liquid hydrogen receiving terminals, we to launch compressors to market in 2027

obtained orders for liquid hydrogen pumps for airport
infrastructure Inquiries regarding liquid hydrogen pumps
are also increasing

after completing validation testing

Super-Critical CO,
Inter-cooler

Compressor-Gearbox

Inter-coolers

Seal Rack

Lubrication Skid

Canned n-no'(or pum for quui ammonia Exterior view of a compressor package for CCUS

8 Copyright(c) Ebara Corporation, All rights reserved
| Copyright(c) P 2 *Ebara research

Next, I'd like to share our progress in the sustainability sector.

First, concerning hydrogen, we are proceeding with the construction of a full-scale commercial test facility for
liquid hydrogen pumps and have begun operating some of the test facilities.

As for recent developments, our liquid hydrogen pumps have received the world’s first type certification for
cargo pumps used on liquid hydrogen ships. We believe that this acquisition will enable us to capture demand
for liquid hydrogen pumps in the construction of liquid hydrogen carriers scheduled for the future.

In addition, following the order received late last year for liquid hydrogen booster pumps for a domestic liquid
hydrogen facility, we have continued to secure orders for other commercial projects. Most recently, we
received an order for liquid hydrogen pumps for airport infrastructure, and inquiries regarding pumps in this
field are also on the rise.

Turning to ammonia, we have won multiple orders for ammonia pumps used in ammonia conversion projects
at coal-fired power plants. We are also receiving inquiries for a number of additional projects.

With respect to CCUS (Carbon Capture, Utilization, and Storage), we are advancing both compressor and
pump solutions, as well as product development, tailored to our customers’ specific requirements. We already
have a track record with pumps, and demonstration testing for compressors is scheduled to begin this year,
with commercial market launch planned for 2027.
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E-Plan 2028: Other Measures

EBSARA
+ Expand orders in the Middle East and gas Expand sales
Expand orders in upstream and midstream processing markets by addressing the increasing

domains trend of local production by customers and the

electrification of motor equipment imerovClprotabaty

+ Expand remodeling businesses aimed at Expapdiales

Expanding engineered solutions enhancing the performance and efficiency of : —
. . . A . mprove profitability
(remodeling business) products already delivered to customers, including
competitor products Sustainability

+ Expand market share by shortening lead times Expandizales

through production site optimization and customer
satisfaction improvements Improve profitability

Increase market share in key regions
(North America, the Middle East, and China)

+ Achieve overall optimization and business
Expand global integration efficiency while respecting regicnal cultural Improve profitability
differences

[¢] \ Copyright(c) Ebara Corporation, All rights reserved

Next, | will explain our other initiatives.

As mentioned in the service & support section, in our LNG business, in response to the trend toward the
electrification of powertrains driven by decarbonization efforts and the increasing shift toward local
production particularly in the Middle East, we are expanding our order intake not only in the downstream
sector, where we have traditionally excelled, but also in the upstream and midstream gas processing sectors
in the Middle East, in particular.

With regard to our engineered solutions, or retrofit business, here, too, driven by the trend toward
decarbonization and energy conservation, we are seeing growing demand for performance and efficiency
improvements in equipment we have already delivered. In this regard, we will leverage our strengths in
providing customized solutions to actively work on modifying and improving not only our own products but
also those of other companies.

Next, I'd like to say a few words about our regional focus. One is the United States, where our Jeannette plant
is advancing modernization and automation; the Middle East, where demand is rising not only for
conventional oil and gas but also for sustainability initiatives; and China—one of the world’s largest energy
consumers, which is also actively pursuing sustainability initiatives. By optimizing our local operations in these
key regions, we aim to expand our market share through shorter delivery times and improved customer
satisfaction.

Furthermore, by further deepening our ongoing global integration efforts, we will strive to improve efficiency
through globalization while, at the same time, maximizing value and increasing profits by providing customer
service tailored to each region.
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My Commitment as Head of the Energy Business

EBARA

As head of the Energy Business, | will aim to achieve the E-Plan 2028 and realize our E-Vision 2035

B Qur highest priority is the safety and health of our employees worldwide. At the same time, we place great importance on improving
product and service quality and on achieving shorter lead times. We are committed to making continuous improvements

B Viewing the following as the strengths of our business, we will strive to maximize the value we offer customers and the market while
working to optimize our operational efficiency
Strengths in our Technology and Products

1. We offer a wide range of equipment and services, including compressors, steam turbines, and pumps, for the compression
and transfer of gases and liquids

2. We possess technical expertise in core areas, particularly materials and rotor dynamics. This enables us to operate in
challenging environments subject to high temperatures, cryogenic temperatures, and high pressures

Strengths in our Organization and Culture

1. With key hubs in numerous regions, including the US, Japan, China, the Middle East, and India, we balance uniform global
operations with regional flexibility and agility

2. We leverage our internal engineering capabilities to collaborate with customers, solve complex challenges, and meet customer
requirements

3. We swiftly and attentively respond to customer needs by utilizing our global and comprehensive service and support network

10 \ Copyright(c) Ebara Corporation, All rights reserved

Lastly, as the head of the Energy segment, | would like to explain my vision for managing the segment and
how | intend to bring E-Plan 2028 and E-Vision 2035 to fruition.

First and foremost, we prioritize the safety and health of our employees worldwide, and we are committed
to continuously striving for improvement in the quality of our products and services, as well as in meeting and
shortening delivery times.

With that in mind, | will focus on the following points as our company’s strengths to maximize the value we
provide to our customers and the market and to improve business efficiency.

First, in terms of our technical and product strengths, we offer a wide range of equipment and services in the
field of compressing and transporting both gases and liquids. We recognize this as a technical strength that
goes beyond standalone pumps or compressors, and we believe we can leverage our strengths particularly in
the CO2 sector, where liquids and gases—and, in some cases, both coexist—are involved.

Furthermore, when it comes to compression and transfer equipment, specifically in areas such as materials
and rotor dynamics, we recognize that we have particular strengths in the more challenging high-temperature,
cryogenic, and high-pressure ranges. These include our highly competitive cryogenic pumps for LNG, as well
as liquid hydrogen pumps, which we are currently commercializing and bringing to market, and, as we
announced recently, our collaboration with NuScale on SMRs, small modular reactors. We believe that
leveraging our strengths in these areas will contribute to our business expansion into these new fields.

Next, regarding our organizational and cultural strengths, although we are a global company, we have
locations in the United States, Japan, China, the Middle East, Europe, India, and other regions, which allows
us to operate with flexibility and agility in each of these areas. We believe that workforce diversity contributes
to enhancing corporate value, and it enables us to provide prompt and attentive service to customers in each
region while maintaining global consistency.

Furthermore, we possess advanced engineering capabilities. We recognize that one of our greatest strengths

is our ability to understand our customers’ complex needs, provide customized solutions to their specific
challenges, and bring those solutions to fruition. In particular, as we navigate the era of energy transition, new
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solutions, rather than existing ones, are becoming necessary, and we believe this aspect of our business will
be a major strength.

Moreover, our service business is also one of our major strengths. We believe that our global and
comprehensive service capabilities enable us to address our customers’ challenges and the issues they wish
to resolve more directly, and that these capabilities also contribute significantly to the profitability of our
business.

Although it was a brief overview, that concludes my presentation for now.

Let us begin the Q&A section. Thank you for your attention.

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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Ochiai: We will now move on to session two.

Shu Nagata, President of the Building Service & Industrial Company, will explain the business vision and
medium- to long-term strategy.

EBARA IR Day 2026
< Session 2>

The Building Service & Industrial Company’s
Vision and Medium- to Long-term Strategy

July 14, 2026

Shu Nagata .
Executive Officer Looking ahead, _
President, Building Service & Industrial Company going beyond expectations

Ahead » Beyond

st 1 [ SRR

Nagata: Hello, everyone. | am Nagata, President of the Building Service & Industrial Company. In this section,
titled “The Building Service & Industrial Company’s Vision and Medium- to Long-term Strategy,” | will explain
our vision for the next 10 years, as well as the specific strategies outlined in our medium-term management
plan E-Plan 2028.

E-Vision 2035 Business Vision

Company Identity: 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 indust
Our Vision for 2035

( Global Business Segments )

Building Service
& Industrial

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 E-Vision 2035 I Revenue / Operating profit ratio
Business vision Social & environmental value provided Uit 100 milion yen .
=y
« Secure atop position in growth markets (data e Safe and reliable Living 9.0% or higher
centers, electronic devices, etc.) Deliver water to 800 million people .
-
o Increase added value by providing hybrid around the world 3% e
solutions combining pumps and chillers with ¢ An evolving, prosperous way of life "
loT. Evolve into a service business capable Achieve zero downtime fo ensure the 2419
of maximizing lifecycle revenue uninterrupted flow of comfortable living
» 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 FY2025 FY2028 FY2035

(Revenus image)
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First, | would like to explain our long-term vision, E-Vision 2035, which outlines our desired future state 10
years from now.

Our company identity is to create a new kind of comfort in the world and empower the industry to expand its
horizons.

Regarding the two markets our company serves, the building service market and the industrial market, in the
building service market, we aim to make people’s lives around the world more comfortable through the
products and services we provide for condominiums, commercial facilities, and other such venues.

Furthermore, with regard to the industrial market, we aim to support the advancement of our customers’
industries by having them incorporate our products and services into their production processes.

To that end, while we possess core technologies related to fluids, air, and heat, we aim to master these
technologies and become leaders who pioneer “firsts” in the world and within our industry.

More specifically, our goal for the next 10 years is to become a manufacturer capable of achieving three key
objectives: new features; energy efficiency, labor-saving, and decarbonization; and stable operations.

First, we aim to become a new-feature manufacturer that develops industry-first equipment and units in
response to customer demand, delivering products that offer new features and value.

Regarding the second point, we aim to be a manufacturer of energy-saving, labor-saving, and decarbonization
solutions that delivers innovative products by replacing products our customers are already using and adding
new features to help them achieve energy efficiency and address labor shortages.

Third, by prioritizing service demand, we aim to become a manufacturer that ensures stable equipment
operation by providing services such as remote monitoring of our customers’ equipment processes and
predictive maintenance based on that monitoring.

Our specific business vision is to leverage our cooling and thermal technologies, as well as our fluid
technologies, to secure a leading position in markets with strong growth potential, such as the data center
and electronic device markets.

We also intend to increase added value by offering new solutions that combine pumps with heating, cooling,
and refrigeration products, as well as control technologies, and by integrating digital technology into these
solutions.

Furthermore, rather than simply selling products outright, we aim to evolve our business model to maximize
our lifetime revenue by providing various services to customers throughout the entire lifecycle of the products
we sell to them.

In addition, by shifting toward high-margin businesses—including the restructuring and consolidation of our
business locations—we aim to build a more profitable and efficient business.

By achieving these goals, we aim to provide water to 800 million people worldwide and deliver social value
that ensures a comfortable lifestyle continues without interruption or downtime.

As shown in this graph, with regard to revenue and operating profit ratio, we aim to generate more than
double the revenue and achieve an operating profit ratio of 10% or higher over the medium- to long-term.
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E-Plan 2028 Business-Specific Strategy

I Basic Policies of E-Plan 2028

+ Combine pumps, thermal equipment, fans,
and other products with loT 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

Provide solutions and
services

L]

I E-Plan 2028 Financial Targets

Revenue (100 million yen)

2921 2381 2419

Sales CAGR
(FY25—28)
8.0% or higher

Market CAGR

3.5%

» Provide products and services to face-to- FY20z  FY2024 P20z Fyaozs

T EE R L T face markets in each region worldwide from (rerst)

markets N " :
(overseas) @ merketin petspecive, and reiably mest Operating profit (100 milon yer)
Operating profit ratio 9.0% or higher
» Address challenges of new market 7.4% 63%
Meet the needs of growth  development in growth industries expected .
markets to expand significantly along with socistal 157 7152
(new markets, data centers, develqpr_‘ner!t, and r_apldly establish supply 103
etc.) capabilities in promising markets (e.g., data
centers and electronic device markets)
FY2023 FY2024 FYZ2025 FY2023

(Target)

Next, | will explain the basic business policies of our medium-term management plan E-Plan 2028, which runs
through 2028.

First, regarding the provision of solutions and services, while we have already begun working on this, we will
integrate loT technology into our various products, such as pumps, refrigeration and heating equipment, and
fans, to better meet our customers’ needs for energy efficiency, labor-saving, and decarbonization solutions.
Furthermore, by establishing direct points of contact with our customers through IoT devices such as sensors,
we will actively expand our service business and aim to provide value throughout the entire product
lifecycle—going beyond simply selling devices.

Next, in overseas markets where continued growth is expected, we intend to take a market-in approach
tailored to in-person instruction across various regions worldwide, coordinating efforts globally to provide
products and services that meet demand and ensure we capture that demand effectively.

Finally, in so-called growth industries, such as the data center and electronic device markets, where significant
growth is expected alongside societal development, we will take on the challenge of developing these new

markets by working closely with our customers to provide timely and differentiated products and services.

Based on these basic policies, we aim to achieve a CAGR of 8% or higher in revenue and an operating profit
ratio of 9% or higher in the final year of the E-Plan 2028 period.
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E-Plan 2028 Business-Specific Strategy

I Transform Business Structure
» 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)

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

businesses « Utilize Al and DX to transform business processes

Shift management ¢ Optimize structure to adjust to stagnant construction market in
resources China
\ Capture growth markets

/ Optimize existing Optimize existing businesses

» Optimize invested capital
- Generate cash by lowering accounts receivable

- Optimize/reduce overall inventory by integrating manufacturing

and sales and global alliances
Operating profit ratio plan

Capture growth markets
» Data center market

9.09% or higher

# Industrial chillers (semiconductor market, etc.)

6.3% » Leverage loT to evolve service businesses (EBARA
Maintenance Cloud)

+ Growing overseas markets (including M&A)

FY2025 Optimize existing Capture growth FY2028
businesses markets

Next, | would like to discuss in detail the third point of our business vision outlined in E-Plan 2035: improving
the efficiency of our overall business structure.

Our company provides products and services across a wide range of industries and regions, generating
revenue and profits by increasing sales volume; as such, | believe it can be described as a stable business with
relatively low volatility.

Specifically, we ship more than 1.2 million pumps annually to over 140 countries around the world. | believe
there is significant room to improve the efficiency of the extensive logistics operations involved in this existing
business by leveraging digital transformation technologies such as Al.

Furthermore, we will shift the human resources freed up through efficiency improvements achieved by
leveraging Al and other technologies to growing sectors such as data centers. With that in mind, we intend to
transform our entire business structure.

In addition, as you know, the construction market in China is currently in a severe slump, and we are
streamlining our operations to adapt to this downturn.

Moreover, to optimize our capital investment, we are reducing accounts receivable by reviewing various
transaction terms and strengthening debt collection. In addition, through global collaboration between our
manufacturing and sales divisions, we are working to reduce and optimize inventory across the entire business.
Through these efforts, we are working to make our existing businesses more efficient.

Also, we plan to expand our business in the data center and semiconductor markets, strengthen our services
through technologies that provide direct points of contact with customers—such as the EBARA Maintenance
Cloud—and, in addition, pursue growth in overseas markets, including through mergers and acquisitions.
Through these initiatives, we aim to achieve an operating profit ratio of at least 9%.
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E-Plan 2028 Business-Specific Strategy

DX for business process transformation: Use Al as a partner to release

workers from routine tasks and leverage data for value creation Utilize Al agents
Defensive DX Product estimate agents Product estimate Al
Worldlow = Used Al to reduce 36,000 manhours/year from product
optimization estimate tasks i D Q E
EBARA Maintenance Cloud
(leverage 10T to evolve service business) JES inspection Al
= Contribute to maximizing LTV* by improving the customer pe _
experience flpe
Offensive » Enables remote monitoring of device operating status, helping customers Q
DX reduce labor and workload related to inspections —
= o « Can analyze accumulated operating data and establish predictive
Xpan maintenance technology to reduce equipment downtime AT Lt Value EBARA Maintenance Cloud
Maintenance and inspection (JES) Al agent ( Ebara
= Provide customers with timely estimates and proposals for I;l ® P D ‘ Qwmers
maintenance contracts ; R e

DX equipment ~

el At s e ,

Management

Overseas markets = NN ¥ Rt s

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

Next, | would like to explain our DX initiatives.

We are currently stepping up our DX efforts, particularly in our domestic operations. By leveraging this DX,
we aim to drive business transformation from both an offensive and defensive perspective. With Al as our
partner, we want to free ourselves from routine tasks and use data as our weapon to create value—all with
the goal of achieving both operational efficiency and revenue growth.

First, regarding our defensive DX efforts, as | mentioned briefly earlier, due to the nature of our business,
which sells high-volume products, we handle a very large number of customer inquiries, requests for quotes,
and order arrangements. We developed an in-house product quotation agent based on generative Al to
handle tasks such as preparing quotations for these products, and by implementing it, we have succeeded in
reducing annual work hours by more than 36,000. As a result, we have been able to significantly improve
operational efficiency.

Next, as part of our offensive DX initiatives, there is the EBARA Maintenance Cloud, which | mentioned briefly
earlier. This platform connects us directly with our customers. Through remote monitoring, we help them
reduce staffing and labor requirements, and by analyzing operational data, we enable predictive maintenance.
Moreover, by providing a customer experience that minimizes equipment downtime, we aim to contribute to
maximizing customer lifetime value.

We also offer a maintenance and inspection Al agent, which we use to provide timely and efficient quote
proposals to customers with maintenance contracts, with the goal of expanding our revenue through this
service.

In overseas markets, in response to the ongoing slump in the Chinese construction market, which | mentioned
earlier, we have already consolidated our sales offices and reduced our workforce by more than 100
employees. In addition, by integrating our operations for pumps and heating and cooling equipment in China,
we are generating synergies such as strengthened sales collaboration and the ability to propose solutions that
leverage both product lines.
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E-Plan 2028 Business-Specific Strategy

Industrial chillers for semiconductor markets Cooling pumps for the data center market

® Used in auxiliary equipment for semiconductor manufacturing systems ® The sudden popularity of generative Al has driven a rapid increase in data
such as etching machines and FPD manufacturing systems to provide center demand and the adoption of high-heat emitting GPU* is leading fo
cooling for manufacturing processes a significant increase in energy consumption ) )
B B s . . . L . *GPU: Graphics Processing Unit
@ With the increasing miniatunzation and high-density integration of o . o . . o
semiconductor devices, efching processes are requiring higher precision, ® Data center cooling is rapidly shifting from conventional air conditioning to
lower temperatures, and increased power, causing power and water liquid cooling, which achieves significantly better heat transfer efficiency
consumption to trend upward significantly Total data center power consum ption

*PUE (Power Usage E ffectiveness) — Power wsed by T devices
@ With the shift to liquid cooling, compact designs that enable pumps fo be
installed in limited spaces and coolant leak risk mitigation have become

critical Issues

[ Developed a -60°C ultra-low temperature chiller based on our chiller "
technology

Features a compact, energy-efficient pump developed for liguid 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

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

Minimizes increases in power Ebara's strength is in energy Qur US locations, where hyperscalers are concentrated, will swiftly

consumption even when approaching efficiency in ultra-low temperature capture demand and focus on this domain as a new growth driver
lower temperatures zones

Chillers acoount for roughly 40% of etching machine
pover consumption

| Rt = v
. ‘ * - \9 Aim for global expansion from US sites
T ' ~ T
e
manufactured by Ebara

From here on, I'd like to talk a little about our industrial chillers for the semiconductor market—a product
we’re focusing on as a growth driver—as well as our products for the data center market.

First, I'll talk about industrial chillers. This is used in semiconductor manufacturing equipment and the like,
and as etching processes become more precise and operate at lower temperatures, the power requirements
are increasing accordingly. As a result, we are currently seeing an increase in electricity and water
consumption.

Our industrial chillers are designed to operate in an extremely low-temperature range of minus 60 degrees.
While covering this low-temperature range, by integrating our core cryogenic expertise with pump-centered
fluid technology and controlling the system via a proprietary energy-saving algorithm, we can cut total chiller
power consumption by 30% to 50% compared to conventional models.

By minimizing the increase in power consumption even at these lower temperatures, we can meet our
customers’ energy-saving needs, which they view as a major challenge, and we consider this to be our strength.

The market for industrial chillers used in the semiconductor industry is currently estimated to be worth more
than JPY100 billion, and demand is expected to continue growing in the future. Among these, we are
particularly strong in the ultra-low-temperature products | mentioned earlier, and since demand for these
products is expected to grow, we are currently stepping up our efforts in new product development to capture
this demand.

Next, another growing market is the data center market. As you know, the number of data centers has been
increasing rapidly in recent years. At the same time, the rapid proliferation of generative Al has led to a
significant increase in energy consumption at data centers.

An important metric for measuring a data center’s energy efficiency is Power Usage Effectiveness, commonly
known as PUE. This metric, known as power usage efficiency, should be kept as close to 1.0 as possible. In
other words, efforts are underway to minimize as much as possible the electricity used for purposes other
than powering the IT equipment itself, such as cooling. As a result, the market is shifting from air-cooling
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systems, which cool the air throughout an entire building, to liquid-cooling systems, which cool the servers
more directly.

In this liquid cooling system, the most important requirements for the pump are, of course, energy efficiency,
but also compactness—so it can fit within the limited space of a server rack. Also, since this is a data center,
leaks of the coolant are highly undesirable; therefore, a leak-free pump design is required to minimize this
risk.

Going forward, we will supply products to the data center cooling market, which is projected to grow by more
than 16% annually and is concentrated in the US, where hyperscalers are active, using our US base as a hub.
In addition, we plan to offer our new, energy-efficient, space-saving, and unique leak-free cooling pumps and
expand into global markets, with a focus on the United States.

Building Service & Industrial Company Business Characteristics and Vision

Qur 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.

o 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.

o 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.

* 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.

¢ 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.

This will be my final point, but I'd like to talk briefly about the nature of the Building Service & Industrial
Company's business and our vision for the future.

We recognize that our company’s business plays a vital role in providing a stable revenue base among the
three priority segments that drive our global business. This business operates in a stable sector with relatively
low volatility and is not dependent on any specific market; it is expected to achieve steady growth in line with
GDP growth in each region.

Thanks to our diverse global workforce and network of locations, and by conducting sales in each country
through local installation contractors and distributors, we are able to handle a wide range of logistics
operations across many regions.

Furthermore, by combining pump technology with heating and cooling technology, we can offer unique
products and services. We believe this will enable us to meet demand across a wide range of industries and
generate synergies within the Group by leveraging the customer relationships we have cultivated through
other business units such as our precision machinery business.

24 /37



At the same time, we recognize that we face challenges in terms of profitability and capital efficiency, and we
are currently in the midst of a major transformation aimed at addressing those challenges. To drive this
transformation forward, we intend to steadily implement measures such as business process transformation
through digital transformation, as explained earlier; optimizing capital investment; shifting our business
structure from product sales to high-margin, recurring-revenue models; and securely capturing rapidly
growing markets such as the data center and electronic device markets.

Through these efforts, we intend to achieve the goals set forth in E-Plan 2028 and, furthermore, aim to realize
the business mission outlined in E-Vision 2035 and deliver social and environmental value through our
business operations.

That is all from me.

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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Ochiai: We will now move on to session three. Isao Nambu, President of the Precision Machinery Company,

will explain the Company’s medium- to long-term strategy and the technological capabilities that support the
evolution of semiconductors.

EBARA IR Day 2026
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Nambu: Hello. | am Nambu from the Precision Machinery Company. Thank you very much for taking the time
to join us today despite your busy schedules. | will be speaking on the topic of “The Precision Machinery

Company’s Medium- to Long-Term Strategy and the Technological Capabilities Supporting the Evolution of
Semiconductors.”

E-Plan 2028 Business-Specific Strategy

EBARA

I E-Vision 2035 Business Vision

(_ Global Business Segments )

« By empowering rapid innovation and efficient production in the semiconductor industry, we will help
advance cutting-edge technologies, support customers’ energy savings and decarbonization, and
become a truly unique player that underpins a sustainably evolving, Al-empowered society

Precision
Machinery

n s = = Revenue CAGR
| Basic Policies of E-Plan 2028 | E-Plan 2028 Financial Targets (FY25—28)
Operating profit (100 milion yen)! 50 0o, Revenue 15.0% or higher
s Expand market share in dry vacuum pumps, gas Operating profit ratio or higher (100 million yen) Market CAGR (WFE)
abatement systems, CMP, packaging plating, and bevel 18.0% 8.0%
Market share polishing systems, while exploring the establishment of 15 w %%
expansion further new businesses
» Enhance capabilities to support rapid growth and drive 3.422
business expansion 577 278 :
501 2469 5
» Advance technologies and deliver value that supports 382
energy efficiency and decarbonization
Highervalue .« Provide diverse process solufions to enable and
creation accelerate wafer-level integration
» Create new value by leveraging core technologies e Eﬁ;’%ﬁ Fvams Fvzes Frems RGE
beyond the Precision Machinery business E-Vision 2035 . .
- Social & Environmental Value Provided I a0 Non b ancialiarets
« Evolve integrated global management through core An evolving, prosperous way of life Semiconductor miniaturization
system renewal and the strengthening of a global e " N
Improve consolidated management structure Support higher integration and sustainability in Development progress rate of elemental 759, -
rofitability semiconductor manufacturing, and contributeto e "‘;{W'““’."'N(}'hc'?“"' TA- o
P! » Enhance and stabilize earnings power through the adv of an Al-emp d society i oL TSt
expansion of gross margins and the S&3 business
~Based on a 2035 Grget scenario in which the development of TA-
generation semiconductor manufacturing technologies has been
2

compieted and commertialized and is supporting enriched ives in society
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First, | would like to explain our company’s business vision for 2035.

Our business vision is to become a one-of-a-kind player in the industry by providing a diverse range of
solutions that support our semiconductor customers’ rapid development and efficient production, thereby
contributing to the advancement of cutting-edge semiconductors, supporting our customers’ energy-saving
and decarbonization efforts, and underpinning the sustainable evolution of an Al-empowered society.

This statement reflects our commitment to becoming an indispensable partner in the evolution of
semiconductors—not only through process equipment that supports this evolution, but also through
component solutions essential for energy conservation and decarbonization, and by pooling the Company’s
resources to develop solutions for semiconductor fabs. Driven by the future growth of the semiconductor
industry and the expansion of our company’s market share, we aim to achieve significant growth in revenue
and profits by 2035.

| would now like to explain our mid-term business strategy for 2028, which we have developed through back-
casting from 2035.

Against the backdrop of the accelerating social implementation of Al and the resulting technological
innovations in the semiconductor industry, the importance of CMP systems and components—areas where
we excel—is greater than ever due to technological advancements such as miniaturization, higher integration,
and 3D integration.

In response, we will seek to expand our market share by offering a wide range of products—not limited to
CMP equipment—including package plating and bevel polishing systems, dry vacuum pumps, gas abatement
systems, vacuum exhaust for EUV lithography systems, ozone water generators, and the industrial chillers
mentioned earlier.

To that end, for all of our products and solutions, we will develop solutions that solve our customers’
challenges and deliver added value; we will proactively demonstrate the value of these solutions to our
customers and, by earning their recognition, expand our market share. Through rigorous cost management,
the expansion of our S&S business, and the strengthening of our global consolidated structure, we will build
a solid business foundation to increase revenue and operating profit margins, and we will actively invest in
future growth. The above outlines our company's policy.

Under E-Plan 2025, we achieved a CAGR of 15%, significantly outperforming the market growth rate. As the
market continues to grow, we believe these medium-term management plans are achievable by further
strengthening our organizational structure and continuing to invest in growth.
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EBARA Products: Widely Used in Semiconductor Plants

EBARA
Our company is the world's only manufacturer that provides a wide range of products that contribute to every level of
semiconductor manufacturing
Roof floor Devices that use temperature management to support semiconductor quality
. Roof floor ™
G y ' Cooling towers
— Semiconductor manufacturing equipment
2nd fioor CMP ‘ 4 Plating ~. Bevel polishing
: Clean room -ﬂ S mtilkv'J | systems o SYSIEMS
- X madel: ZP Irie model: EAC

Machinery
r Auxiliary devices for semiconductor manufacturing equipment
st floor . . Dry vacuum 2 Gas abatement
Sub-fabrication pumps 7 systems
model: EV-X model: LPCMMN and others
i
Machinery & Industrial

Ozone water Vacuum exhaust
., 8 production equipment || rer=rrima  systems for EUV
model OZW i lithography systems
r madel: EV-E-PV

Basement floor

Machine room |

X . X Building Service ‘ b
3 Copyright(c) Ebara Corporation, Al rights reserved & Industrial

Devices that use temperature manage ment to support semicanductor quality

@, Feed pumps - Chillers

You may have seen this slide a few times before. This slide shows examples of how products from the EBARA
Group, including those from our company, are used in semiconductor plants.

Within the cleanrooms of semiconductor plants, we provide equipment such as CMP systems, plating systems,
and bevel polishing systems, which are directly involved in semiconductor manufacturing.

In addition, an area called the “sub-fab,” located below the cleanroom, houses auxiliary equipment that
supports the semiconductor manufacturing equipment in the cleanroom. We offer a wide range of
components for that area, including vacuum pumps, gas abatement systems, vacuum exhaust systems for
EUV lithography equipment, ozone water production equipment, and industrial chillers.

In addition, in the machine room located beneath the sub-fab—which is upstream of the utility system—we
also provide products from the Building Service & Industrial Company, such as feed pumps and chillers, as
well as cooling towers on the roof. As such, we provide solutions for every level of semiconductor
manufacturing.

We believe that we are the only company in the world capable of supporting both our customers’ stable
operations and the reduction of their environmental impact through our extensive product lineup, which
covers everything from process equipment to sub-fabs and utilities. By leveraging this comprehensive
strength, we intend to make a significant contribution to the advancement of semiconductor manufacturing.
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About the Business to Be Explained Today

EBARA

Today’s presentation will focus primarily on semiconductor manufacturing equipment (CMP systems) and the devices
(Components), which support semiconductor manufacturing equipment

Semiconductor Manufacturing Equipment Devices That Support Semiconductor Manufacturing Equipment

Ly © Noxtpage Components @ preentation”
(Biggest Growth Driver) —_— - - -

Leveraging advancements in cutting-edge devices Providing solutions in the sub-fab area

and memory to expand market share ) ) . ) .
* Reducing the space required in the increasingly
* How we have addressed challenges in the crowded sub-fab area (space-saving)

pas and the current position of the

o * Energy-savin
planarization process oy g

+ Factors driving future demand for
planarization

+  Examples of technological contributions to
advanced semiconductors

This slide shows the overview of today’s presentation.

Today, from the product groups | mentioned earlier, | would like to discuss two areas: CMP systems, which
are used in semiconductor manufacturing, and components, which support semiconductor manufacturing
equipment.

In the first part, I'd like to discuss in detail our CMP systems, which are our biggest growth driver. Specifically,
| will explain the history of our efforts to address challenges, the current role of the planarization process, the
factors driving future growth in planarization needs, and examples of how our technology contributes to
advanced semiconductors.

In the second half, I'll talk about component products. As part of our solutions for the sub-fab sector, | would

like to introduce specific initiatives aimed at saving space and reducing energy consumption by addressing
overcrowding in sub-fab areas.
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CMP: History of Problem Solving

EBARA

We have successfully commercialized the world's first dry-in/dry-out process that integrates polishing and drying into a single
process

The CMP process was difficult to use ina The invention of the dry-in/dry-out process

allows the CMP process to be brought into a
cleanroom

cleanroom

Breaking
conventional
wisdom

Dirty - y
Polishing is a process that generates a large amount of By containing contaminants within the equipment,
dust (contaminants) installation in a cleanroom is possible

Tight - y

To prevent the contaminants from adhering to the surface
of the wafers after polishing, the wafers are manually
transported to the cleaning machine while being immersed
in water

By performing polishing, cleaning, and drying in a single
integrated process within the equipment, manual labor is
completely eliminated

w

First, about CMP.

Although CMP systems are now indispensable to semiconductor manufacturing, it is no exaggeration to say
that it is the newest addition to the semiconductor manufacturing process. Although CMP became widely
adopted in the 250-nanometer generation, semiconductors prior to that were manufactured without using
CMP.

When CMP was first introduced, it was regarded as a particularly messy and demanding process. Because
CMP removes material by polishing with abrasive particles, it was considered a major source of contamination
and was typically installed in a separate room, almost like a basement workshop, rather than in the cleanroom
itself. The process after polishing was equally challenging. Before wafers could proceed to the next
manufacturing step, abrasive particles and polishing debris had to be completely removed. To prevent these
contaminants from adhering to the wafer surface, wafers were manually transported while submerged in
water tanks, making the operation extremely labor-intensive and difficult.

Amidst this, EBARA broke through the industry’s conventional wisdom that CMP was difficult to use in
cleanrooms and successfully commercialized the world’s first “Dry-in/Dry-out” system, which performs an
integrated process—from polishing to cleaning and drying—all within a single unit.

By containing dust within the system and integrating cleaning and drying functions into the CMP system, we
completely eliminated post-polishing manual operations and enabled the CMP system to be installed in a
cleanroom. In this way, we have transformed the CMP—which was once considered a nuisance—into a clean,
simple piece of equipment. We believe that the current advancements in the CMP process are made possible
by the development of this Dry-in/Dry-out technology, and that our company deserves significant credit for
making this a reality.
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CMP: Current Position of the Planarization Process %

The planarization process using the CMP is an essential step in semiconductor manufacturing processes, and the number of
processes using it is expected to increase in the future

Ha!lan::a':gn prm =223 + Main objectives: (1) formation of multilayer structures, (2) improvement of exposure and development, and (3) formation of high-density circuits
(using systems) - Dr. Gordon Moore commented that "l was most surprised by the application of CMP to fine metal wiring” at the 2018 SSDM international conference

Future need r the - In addition to conventional processes, there is an increasing trend towards flattening for bonding and polishing to remove scratches.
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Next, | would like to explain the role of the current planarization process.

Through the developments described earlier, the CMP planarization process has now become an essential
step in modern semiconductor fabrication.

The diagram in the center of the slide is a highly simplified representation of the front-end processes in
semiconductor manufacturing. As shown, the CMP planarization process is performed repeatedly as part of
the series of steps involved in circuit formation.

Traditionally, CMP planarization has served three primary purposes. The first is to create the flat surfaces
required for multilayer device structures. The second is to ensure accurate focusing of lithography equipment,
enabling precise exposure and development. The third is to provide the high degree of surface planarity
necessary for increasingly dense circuit patterns.

As shown in the diagram in the lower right, if layers are stacked without planarization, the unevenness of the
lower layer will directly affect the layers above it, making it impossible to achieve these three objectives. Only
through advanced planarization can today's complex multilayer structures be realized.

At a conference in 2018, a participant asked the famous Dr. Gordon Moore—known as the “father of
semiconductors” and the proponent of Moore’s Law—what he considered to be the most unexpected
technology in the history of Moore’s Law. At that time, he reportedly replied that if he had to name one
particular technological advancement that had surprised him, it would be the use of CMP in metal
interconnects, as it had been extremely difficult to increase the number of metal layers from one to two. |
believe this exchange demonstrates just how highly CMP technology is regarded as a key technology for high-
density integration.

Furthermore, in recent years, in addition to these traditional purposes, new applications—such as
planarization for lamination and polishing to remove scratches—have been on the rise. Planarization is
particularly required in cutting-edge areas such as BPDN and multi-layer stacking of memory, and our scope
of activity continues to expand beyond the front-end process into the mid-end and back-end processes.
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CMP: A Driver for the Future Expansion of Flattening Needs

EBARA

We offer a wide range of solutions to meet the needs in the areas of logic, memory, and advanced packaging

Market Trends (Evolution of Semiconductors) Ebara's Value Proposition (Solutions)

Logic: Ultrafine Process / Wafer Bonding (Lamination) Process Mid-end process
- Transition to next-generation transistors (GAA, etc.) and miniaturization of circuit - Control technology fo suppress dishing erosion in new materials and ultra-fine wiring

line widths - Planarization control technology to bring in-plane uniformity from edge to center as close to zero as
- Flatness requirements associated with wafer bonding (amination) in BS-PDN possible

(backside power supply), efc. - Cleaning technology to remove fine particles after polishing

- Introduction of new metal materials (Co, Ru, Mo, etc.) to reduce wiring resistance

Memory: 3D Modeling and Wafer Bonding (Lamination) Process Mid-end process

- Miniaturization and stacking of peripheral circuits, and high integration of memory |- A high-throughput platform that combines high-precision sensing with high-speed planarization of
cells thick films to accommodate increasing process steps

- High stacking of 3D NAND and evolution of HBM*' memory for Al - A solution that addresses the increasing number of metal layers such as Cu in bonding (lamination)

. Increase in metal layers through bonding (lamination) technology (N ext-generation processes with superior sensing and advanced polishing control

bonding processes will also expand metal layer polishing)

Advanced Packaging: Applying Front-End Technology to Back-End Processes Back-end process
- Multilayering of wiring layers in advanced packages and interposers » Addressing the increased CMP and plating processes due to multidayer wiring in advanced
- Emergence of panel-level packages (PLPs) packaging
» A solution for panel CMP and plating processes through high-density wiring formation on large-area
panels

1. High Bandwidth Memery (HEM): A high-bandwidth memory essental Br Al servers, etc:, consisting of verteally stecked DRAM

Next, | would like to explain the market trends that will drive the growing demand for planarization in the
future, as well as the value we provide.

We will continue to provide a wide range of solutions across all areas of logic, memory, and advanced
packaging.

First, in terms of logic, in addition to the transition to next-generation transistors and the miniaturization of
circuit line widths, a high degree of flatness is required for wafer bonding processes, as exemplified by the BS-
PDN. In addition, we are continuing to introduce new metal materials to reduce wiring resistance. In response
to these challenges, our company’s strengths lie in control technologies that minimize irregularities in new
materials and fine wiring, as well as planarization control technologies that bring the difference in flatness
from the edge to the center of a wafer as close to zero as possible.

Furthermore, by providing advanced cleaning technologies that reliably remove particles from wafers after
polishing and reducing defects, we will continue to strongly support the manufacturing of next-generation
logic semiconductors.

In the memory sector, the miniaturization and stacking of peripheral circuits are advancing in preparation for
the next generation, and high integration through wafer bonding is also progressing. For structures that are
becoming increasingly complex and multi-layered, we provide a high-throughput platform that combines
high-precision control with high-speed thick-film planarization, thereby helping our customers improve
productivity as the number of process steps increases. Furthermore, in the bonding process, we will provide
solutions that leverage superior sensing capabilities and advanced polishing control for metal layers such as
copper, thereby contributing to improved yield and quality.

Finally, in the field of advanced packaging, we provide CMP and plating systems designed to handle the
increasing number of interconnect layers resulting from advancements such as chiplets. We also provide CMP
and plating systems for panel-level packaging, which has been gaining prominence in recent years, and will
continue to contribute to the establishment of PLP solutions.
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CMP: Examples of Technological Contributions to Advanced Semiconductors%

Leveraging the precision control technology cultivated in front-end processes, we also provide solutions for the middle-end
processes that are essential for advanced semiconductors
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Here, we will present two specific examples of how our precision control technology—developed in the front-
end process—provides solutions for the mid-end process, which is essential for cutting-edge semiconductors.

The first one on the left is hybrid copper bonding. This is a bonding technology that directly bonds the copper
electrodes on the wafer surface to the oxide film at the molecular level, without using solder bumps. The
challenge here is to planarize the copper and the oxide film, which have different hardnesses. In this regard,
our strength lies in our advanced height control technology for copper wiring, which is critical to the success
of the bonding process. This allows us to perform a variety of control operations tailored to customer
requirements while minimizing step differences between dissimilar materials.

The second one on the right is the BS-PDN, Backside Power Delivery Network. This is a technology used in
logic devices, in which signal lines are formed on the front side of the wafer and power lines are formed on
the back side. The challenge here is that we must simultaneously planarize the oxide film—which has a
completely different hardness—and the metal film used for power distribution on an extremely thin wafer
bonded to a carrier wafer, which also requires advanced polishing control technology.

In this regard, our strength lies in the integration of sensing technology for metal layers and in-plane
uniformity control technology. This enables precise control of the remaining film thickness at the nanometer
level, allowing for uniform planarization of dissimilar materials while preventing damage to extremely thin
wafers.

In this way, in the cutting-edge field of semiconductors—where structures are becoming increasingly complex

and multilayered—our precision control technology is making a significant contribution to the evolution of
semiconductors.
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Components: Providing Solutions for the Sub-fab Area

EBARA

We provide space-saving and energy-saving solutions to address customer challenges such as insufficient sub-fab space and

increased power consumption

Miniaturization and high integration - Overall strength as a rotating - We propose solutions ranging from

have led to an increase in process machinery manufacturer energy saving for individual devices
steps and the creation of multi- to the integration of gas abatement

chamber systems. system components

Sub-fabs are overcrowded, and packed
with numerous pipes and auxiliary
equipment

Integrated gas abatement solutions
Development of energy-saving and
space-saving products through
Increased power x optimization of shape and control

consumption The EVIS package, combining a vacuum pump and

Constriction of CR space gas abatement system, achieves both space savings
and energy savings simultaneously

- We have launched the LA+ gas abatement systems,
reducing the height of its casing by 50% compared to
} conventional models

Gas

. Dry vacuum
S - - pump abatement
* X systems
- Bom g7
. L \\' |
P, | Integration .
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o LA+ Combustion-type exhaust
Overcrowding of sub-fabs Reduced power Reduced footprint of dry gas trealment device EVIS integrated system
(Image) consumption of dry vacuum pumps EVIS received the Vacuum Component Grand Prize at

vacuum pumps the 2025 JVIA Awards presented by the Japan
Vacuum Industry Association

Next, in the second part regarding component products, | would like to explain the solutions we provide to
sub-fab.

Currently, as semiconductors become increasingly miniaturized and highly integrated, the number of steps in
the manufacturing process is increasing, and the use of multi-chamber systems is becoming more widespread.
We understand that, as a result, the sub-fab area below the cleanroom has become overcrowded with
numerous pipes and auxiliary equipment crammed into a limited space, and that severe space shortages and
increased power consumption have become major challenges for our customers.

In response to this, we leverage our comprehensive capabilities as a manufacturer of rotating machinery to
provide solutions through the development of energy-efficient and space-saving products achieved by
optimizing their design and control systems.

A specific initiative is presented on the right side of the slide as the integrated exhaust system solution. We
have evolved beyond simply improving the energy efficiency of individual units to offering integrated solutions
for the entire exhaust system.

First, in terms of individual units, we are offering the “LA+,” a combustion-type gas abatement system that
reduces the height of the housing to 50% of that of conventional models. Furthermore, “EVIS” is a system that
integrates a dry vacuum pump and other equipment into the space created by the compact design of this
“LA+.

Not only does this system achieve significant space and energy savings simultaneously, but its packaged design
also eliminates the need for customers to conduct complex design studies. In recognition of this achievement,
the system received the “Vacuum Component Grand Prize” at the “JVIA Awards 2025” presented by the Japan
Vacuum Industry Association, JVIA.

As the challenges in the sub-fab area continue to grow, we will evolve our strengths from standalone

equipment to integrated exhaust system solutions, thereby contributing to both our customers’ productivity
and their environmental needs.
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Thoughts as Head of Precision and Electronics Business

EBARA

Leveraging the strengths we have cultivated to date, we aim to realize E-Vision 2035/E-Plan 2028 with passion and a focus
on results, we strive for the growth of our business, people, and organization, and to contribute to society

We provide diverse solutions that support the rapid development and efficient production of semiconductor
Business customer

Vision We contribute to the advancement of cutting-edge semiconductors, support our customers' energy conservation
and decarbonization efforts, and contribute to a sustainably evolving Al society

e Leading the industry as a pioneer — Power to create innovation
We possess both equipment and components to enable us to broadly address new customer challenges
We have the experience, support capabilities, and organizational culture to sincerely respond to customer

demands

® We will achieve growth that surpasses the market and improve profit margins to establish solid and sustainable
management foundations
Management e Instead of being satisfied with the status quo, we will relentlessly pursue better solutions
Stance e Through a process in which we all work together to address our customers' concerns and strive wholeheartedly
to solve them, we will create an environment where our company and employees grow together, and where
everyone can thrive, shine, and be proud of themselves

Our
Strengths
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This is the last slide for today. To wrap up today’s session, I’d like to share my thoughts as the head of the
Precision Machinery business and discuss the vision we are striving to achieve.

As shown at the top of the slide, our vision for this business is to provide a diverse range of solutions that
support our semiconductor customers’ rapid development and efficient production; to contribute to the
advancement of cutting-edge semiconductors; to support our customers’ energy-saving and decarbonization
efforts; and to underpin the sustainable evolution of an Al-driven society.

We recognize our strengths as our ability to drive technology and foster innovation as an industry pioneer, as
well as our ability to address a wide range of our customers’ new challenges by offering both equipment and
components. | believe this is a truly unique feature that only EBARA possesses in the industry. Above all, we
believe that our greatest strength lies in our experience, support capabilities, and organizational culture,
which have enabled us to sincerely respond to our customers’ needs.

In addition, by achieving growth that exceeds the market average and improving our profit margins, we will
build a solid business foundation that ensures the sustainability of our growth. Furthermore, we will never be
satisfied with the status quo and will continue to pursue better solutions to the very end. Furthermore,
through a process in which we all work together to support our customers in their challenges and do our
utmost to resolve them, we will foster an environment where EBARA and its employees grow together, and
where everyone can thrive and take pride in their work. We will move forward by upholding these principles
as our company’s management philosophy.

Through these combined efforts, we aim to achieve the goals of our next medium-term management plan E-
Plan 2028, and ultimately E-Vision 2035. With passion and a commitment to results, we will continue to drive
the growth of our business, our people, and our organization, and strive to make even greater contributions
to society.
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Appendix: E-Plan 2028 - Market Share Expansion =

Thanks to advancements in cutting-edge semiconductors, the scope of applications for our products is

expanding dramatically
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Appendix: E-Plan 2028 Business-Specific Strategy =

Improve Profitability

Increased revenue through the development and expansion of sales of

Start of operations at the new

equipment development new value-based functions
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E2ARA

Disclaimer

This release contains forward-looking statements that 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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This concludes my presentation on the Precision Machinery Company. Thank you very much for listening.

37/37



