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Introduction

Message from the President & CEO

Our company has been dedicated to providing a range of services that are integral to our
customers' daily lives, including energy, telecommunications, CATV, real estate, and water
services.

Until now, TOKAI Holdings has played a central role in driving the growth of our group, instilling a
commitment to "supporting our customers' lives" throughout our organization.

Looking ahead, we aim to further grow by focusing on our businesses and promoting initiatives
that directly respond to the needs of our customers.

Additionally, we are transitioning to a network-based structure that encourages organic
cooperation. While maintaining a strong emphasis on discipline, we are committed to fostering an
energetic and engaged workforce.

Representative Director, President and CEO of TOKAI Holdings Corporation
Katsuo Oguri

Joined TOKAI Corporation in 1982. Served as Executive Officer and then
Managing Director of TOKAI Corporation from 2008 and 2011 respectively.
Appointed to current position in September 2022, after serving as a Director
of TOKAI Holdings Corporation.
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Introduction
Corporate Philosophy of the TOKAI Group (TOKAI-WAY) T’

B TOKAI Group provides comprehensive lifestyle services for customers' daily lives.

9

TOKAI GROUP

Corporate For Customers’ Livelihoods

Philosophy °*  ° Along with the region, together with the earth,

we will continue to grow and develop.
(The TOKAI Group’s credo)

Mission

(The mission that the TOKAI Group
should fulfill for the good of society,
customers, and shareholders)

¢~ C(Change, Challenge and Realize.

Through sustained progress from nationwide to
Vision e———=o (global, we provide customers with the products

(Long-term business goal or services in one stop.
the TOKAI Group should target)

Values »—————* Always smile and impression with you.

(Shared values of TOKAI Group employees
that they should value in taking actions)

. 3



Introduction

Summary of FY2022 (1) T?,

B Net sales have increased for six consecutive years. The customer count increased by more than
100,000 from the end of FY2021, to 3.3 million.

B Excluding share of loss of an entity accounted for using the equity method in Vietnam, capital
efficiency continued to live up to stock market expectations.

FY2021 FY2022 YoY
Results Results Change
Sales (billion yen) 210.7 230.2 +19.5
Operating profit (billion yen) 15.8 14.9 -0.9 )
Ordinary oroft Giion yem 5o 133 6 Strengthening the
rdinary profit (billion yen ; . -Z. .
e ’ profit structure to
Profit attributable to owners of 9.0 6.5 25

parent (billion yen) enable Group '[O
Cash flowfrom operating 20.8 212 +0.4 m;hgmg rfprg@tl?; in

Customer numbers (millions) 3.19 3.30 +0.11 important for medium-
Payout ratio 46.7% 64.8% +18.1% to-long-term growth
ROE 11.8% 8.2% 3.6%|  going forward.
ROIC 9.2% 8.3% -0.9%
EPS (yen) -68.5 49.4 -19.1

L — 4
Introduction j‘
Summary of FY2022 (2) . ool

B In the Energy, CATV and Aqua segments, customer gains pushed up profits, and Information and
Communications for corporate clients was also strong.

B Decrease profit in the Energy business is due mainly to the rise in gas purchase costs
(prioritization of competitiveness, with cost pass-through in some cases)

B In Information and Communications for individual clients, the customer count far exceeded the
level a year earlier; however, acquisition costs were higher.

Operating profi Year-on-year comparison in full-year

(billion yen) operating profit by segment
15
- , _____ _ '043 —' """ - +002 T
Energy Information and CATV Construction, Aqua Others and
Tnorease Communications s Equipment, and Trmh - adjustments
customers  10-65 || For corporate 4+0.48 | |_customers +0.33 Real Estate customers +0-04 Wedding

ceremonies  +0.27

Purchase clients ; Acquisition
costs -1.90 || For individual +0.56 Renovation +0.08 ?:o o5 +0.17 and others
Acquisition 1 15 clients : Building o 4 Adjustments  -0.25
costs —oH Acquisition -0.49 facilities -
Temperature 1 a9 costs .

and others
Other +0.11

FY2021 © Fy2022
Results Results

* Changes in operating profit disregard allocation of indirect costs

B 5
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1. Analysis of Future Trends in the Market Environment . ol

Economy

. M

Global Environm \

« Trend toward decarbonization ‘ ' * Actualization of currency fluctuation risks

e Ricina § f — [
- Growing awareness of sustainability §§ Rising inflation . -
« Sense crisis in face of natural isasiereabd * Increasing geopolitical risks such UKraine crisis

increasing disaster management needs * Surging resource and elegtricity prices due to tight energy
supplies

Acceleration of
e environmental
. Populatlon decllne/ Falllng blrthrate and changes
‘ aging population I S "1' ; e
SNeCoaiign e ol and weIIbemg e ‘ 22:. * Accelerating DX including utlllzatlon of Al and robotics
=+ Expansion of new work styles

i+ Decline in working age population and |nten3|f|cat|on of e " Spread.aibet sqrwces x* S -
=, *»Shortage of engineers as-a.result-of rapid changes in IT
competition to attract human resources

-, technology.
= Changes oS hEeE Ang consumerﬂbehawor Rost COVID » Expansion in customer contact points comblnlng onllne

and offline _—

~ Technology

4

Growing uncertainty of market environment, and acceleration of
changes in customer values
Emergence of need for action to address medium-to-long term
issues for the sustainable growth of society

L 6

2. 2030 Vision L
2030 Vision
Long-term direction towards 2030 Double earnin gs
Net sales: 400.0 billion yen

Expand service areas and propose
services tailored to customer needs
which facilitate the realization of
diverse lifestyles

Operating profit: 30.0 billion yen

Customer numbers: 5 million

.. Propose value which
______________________ revitalizes local
""""""" communities and
makes consumers
lifestyles richer and
more enjoyable

/' Employees \

S

Implement initiatives for 4 Improve wellbeing

decarbonization

9

TOKAI GROUP

Local
communities

10} suoljepunoy

Achieve high capital
Sharonordere efficiency and
and investors stable shareholder

A
T@E returns
Business partners and

partner companies

Develop human resources and
working environments which will
help put management strategies

into practice and enhance
corporate value

=
Q
3
S 3
32
o C
2 3
v -
o 2
S 3
N
o
N
(8)}

Enhance service
lineup through
collaboration with
partners

suoieziuebio
pue $321n0Sal UeWINY
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3. Initiatives for 3-Year Period (Key Themes) .

Lers 5 2 2 3
@ N e ciaas,

R W Growth in
O Growth of business earning power } termsoi

0-1 0-2

Expansion of earnings base &  Rollout of new services
(Operating area/Customer #4 (Services that solve social
count) ' issues)

ry

(2 Stréhgihenihg of foundations fbr Growing
sustainable growth “trunk”

¥ g
P e R O . T
[ %

© Full energization of human capital | -
and organizations [ Growing

~ organizations with a culture of openness where “roots” 2
employees can work with enthusiasm ~ o

i

e - ::.“,,‘.l, s o iy le',;!‘::‘gi‘?_'e::t:-tful =" " ".
8

4. Basic strategy @Growth of business earning power

@ Growth of business earning power @ - 1 Expansion of earnings base TK,,‘

Leverage sales strength to steadily expand the customer base
based on an assessment of profitability

O - 1 Expansion of earnings base

¢ (Operating area/Customer count) g
~ Expansion into new operating areas and intensification of
operations in existing areas ~

Reexamine management resources

and concentrate on core businesses.

~ Optimization of business portfolio from
the viewpoint of capital efficiency ~




4. Basic strategy @ Growth of business earning power

© Growth of business earning power @ - 2 Rollout of new services

0 o

TOKAI GROUP

Leverage the frontline capabilities of operating companies
who know their customers to roll out new services in
response to increasingly diverse lifestyles and values

O - 2 Rollout of new services

(Services that solve social issues)
~ Monetization of new services and business expansion ~

Essential Convenient
lifestyle services,for a
infrastructure more

enjoyable life

4

ustainabl

ifestyle
ser*e

Exa
hild

S

v

TOKAl GROUP

Tap into customer needs

= j‘,@'}a))-.-‘& gf%ﬂj s
LU S ?

r

fs 6
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4. Basic strategy @ Growth of business earning power

O Growth of business earning power Initiatives by segment

S
re
althcare
rbon
trality

IGas, etc. eIc.

Examplls:

Fitness

Examples:
Energy

Shopping Information and
services Communications,
ndromat, etc.

LA N

& m P wdT @%@-%% %%‘a))ei%éf?@ﬁjg »)
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TOKAI GROUP

Segment

[Breakdown of FY2022 net sales]

Sales
102.5 billion yen
Construction,
Equipment,
and Real Es
12%

Information and
Communications
Sales
53.9 billion yen

CATV

Information any

Sales
34.5 billion yen

Building facilities

Real estate

Sales
26.8 billion yen

Aqua

Sales
7.5 billion yen

© Expansion of earnings base

(Operating areas/Customer count)

® Rollout of new services

« Further development of existing
operating areas (Improvement of
ARPU through cross-selling)

» Expansion of sales capabilities in
Western Japan and the Chikyo
region

* Implementation of M&A and alliances
in LP gas and city gas

* Rollout of new services for regional
revitalization

* New services that solve social issues
(Increased sales of PPA TOKAI ZERO
SOLAR and other disaster management
services)

» Expansion of business areas in
Japan

» Overseas expansion of cloud services

* Acceleration of growth of two most
recent acquisitions (Sendai and
Okinawa)

* Enhancement of internet access services
and optional services

+ Development and provision of new
businesses and new services through
further development of regional business

* Business expansion in Chukyo
region

» Winning of combined orders
(construction, equipment installation
and industrial) through interdivisional
cooperation

» Expansion of lineup of types of work
(construction, equipment installation,
electrical work, repaid and maintenance
work)

« Sale of water and energy self-sufficiency-
type housing system (GQ System)

* Energy-saving initiatives (solar and EV
charging points)

« Strengthening of sales in Shizuoka,
Kanto and Chukyo (returnable/one-
way)

« Sales of mains-fed pure water dispenser
nationwide




4. Basic strategy @ Growth of business earning power

[Strategies by segment] Energy business ®

9 o

TOKAI GROUP

Environment surrounding
the energy business

Our Strengths

® Destabilization of gas purchase price and higher costs
as a result of Russia-Ukraine conflict

® Decreased demand for household use against a
backdrop of growing energy-saving awareness driven
by surging energy prices, and population decline

® Carbon neutrality by 2050

[ Trend of propane CP (USD/ton)]

1000
800
600
400
200
-—mml\c\:rmmbc\:rmmba\:v—mmbc\:\—m
2019 2020 2021 2022 2023

® Market leader in Shizuoka Prefecture, third largest
LP gas supplier based on number of customers

® Proposals in line with regional characteristics

® Participation in regional cooperation and regional
contribution-based urban development

Policies for initiatives

» Expansion into highly efficient operating areas through intensification of sales

(points = lines = planes)

> Improvement of business efficiency and customer satisfaction through DX =

Differentiation from competitors

> Rollout of new services tor regional revitalization

4. Basic strategy @ Growth of business earning power

[Strategies by segment] Energy business @

9 o

TOKAI GROUP

Expansion of operating areas

> Expand into Western Japan and Chukyo region
+Establish 8 new bases over the three years from
FY2023 to FY2025

» Pursue M&A and alliances in LP gas and city gas

Expansion into Western Japan
and Chukyo region

g

4 m Existing operating areas
for LP gas and city gas

Numerical targets

Improvement of business efficiency
and customer satisfaction throug_;h DX

» Shift to electronic approval based on data instead of paper

documents and use LPWA* networks .

» Go paperless and increase business
efficiency through use of tablets and
electronic approval

* Submission of electronic meter
readings through mypage

« Improvement of delivery forecast L e
. . . . . efficlency and

accuracy through real time communication with [oT equipme: customer
LPWA: Low Power Wide Area eafistacion

Rollout of new services for
regional revitalization

» Make everyday life more > Cooperate with local governments
convenient and contribute to regions

» Laundromat business

On premises of showroom
in Shimada city

Jeaenetlna el
'5 WO wae

» Camping grounds, roadside stations

Net sales 2025 Operating profit 2025 Customer numbers 2025
2022 108.7 2022 7.8 2022 0.94

102.5 - 7.4 - 0.82 -

billion yen / bllllon yen billion yen / bllllon yen million / ml”lOn

13



4. Basic strategy @ Growth of business earning power

[Strategies by segment] Information and communications business (for corporate clients) ® Ll

TOKAI GROUP

Environment surrounding information and

communications business (for corporate clients) Our Strengths
® Rapid advances in digital technologies globally ® Track record of continuously undertaking

development projects mainly for major system

® Growing demand for DX, accelerated spread of vendors

computerization and digitization of governments _ o
. , , Ownership of optical fiber network that extends from
® |ncrease in demand for network expansion reflecting the northern Kanto area to the western Japan area
the spread of 5G

and multiple data centers
® Opportunities for businesses for new lifestyles,

) . ® Proven track record as AWS advanced service
including workstyles

partner achieved through expansion in volume of
external sales and connection services

S

@ e
S
5th Generatjon Mobile Sommunica

A top AWS
partner in Japan

AWS projects with over

Results

Over 200

AWS validated
certifications

1,500
AWS
connections

Over 300

Policies for initiatives

» Expansion of business areas in Japan and overseas
» Strengthening of digital foundations supporting area expansion

4. Basic strategy @ Growth of business earning power

[Strategies by segment] Information and Communications business (for corporate clients) @ Ll

TOKAI GROUP

Expansion of business areas Strengthening of digital foundations
in Japan and overseas supporting area expansion
» Expand into Southeast Asia where the population is » Aim to become an AWS Premium Partner as
increasing and a shift to cloud computing is expected a selling point for business expansion both in
as a result of rapid digitalization Japan and overseas
> EXpanSiOn of business areas in Japan Aiming to be 13th company to upgraded to
«  Extension of network into Kyushu region premier tier in Japan
*  Enhancement of network in Tokyo, Osaka and Okayam‘a P ‘ar
: y #" TOKAI Communications
)/ ‘@f e D - -
Relation Ethernet ‘ regejcapaciyjopticel \ Cloud éohl{écii;:n— —————— \Aﬁ (
ion rn fiber communication i
be c.c;}muecatcf J\ mg - o Y, , Se'ect

@ network renewal

Kyushuestension | _____ L =T\ e e R T > .
| Registered
e~ AT b T - > Cultivate digital human resources and

strengthen the framework for meeting the DX
needs of corporate clients

Numerical targets

Net sales 0025 Operating profit 0025
2022 Oy 2022 e
29.5 bilion yen - 39.0 billion YEN 4.7 biion yen ~ 5.1 billion yen

I 5



4. Basic strategy @ Growth of business earning power

[Strategies by segment] CATV business ©

Environment surrounding the CATV business

9 o

TOKAI GROUP

Our Strengths

® The market for fixed-line broadband communication services
has grown to some extent due to increased ICT use during the

COVID pandemic
® The market for paid broadcasting services is shrinking but
demand for CATV paid broadcasting services, which account for
the majority of such services, is expected to remain unchanged.
2) Fo f h hold bscribi id
O e o v (36 Soaccany Boeerin® ) broadcasing plaiorm (10 thousand housshoids)
FITH = CATNET  mADSL ATV " roadeasing " PTV
4,500 4233 4279 4321 1,400 1,387
3929 4002 4068 4127 4183 1400 | e 1,374 1,359 1341 1,320 1,299 1276
4000 {Tg6” midm m 504 538 571 554 S B e O -

63
3s00 | fes8 % 1200

3,000 100 { 28| 1538 1532 1526 [5ig| |sgg| |ogo

2,500 800

2,000

3303 3408 3507 3579 3646 3708 3.766 600
1,500 | 391 =

400 { 764
000 6 (Gl E0 A WEs 12 [0

500 200

0 0
(Fiscalyear) 2020 2021 2022 2023 2024 2025 2026 2027 caryeany 2021 2022 2023 2024 2025 2026 2027 2028
Source: <paid broadcasting>: /T Navigator 2023 published by Nomura Research Institute (NRI) in December

2022 <fixed-line broadband>: /T Navigator 2022

® Extensive lineup of community channels

Close relationships with regions based on cooperation with
government

Reliable Internet services using our own optical fiber network

Policies for initiatives

» Expansion of customer base in existing and new areas and strengthening of

contact points with customers

» Generation of new revenue streams though new businesses and new services

4. Basic strategy @ Growth of business earning power

[Strategies by segment] CATV business @

Expansion of customer base in new areas

9 o

TOKAI GROUP

Generation of new revenue streams
though new businesses and new services

» Get two most recent acquisitions (Sendai and Okinawa) on
track for growth

* Focus on improving customer density in Sendai and
Okinawa, which are new operating areas, and develop two
acquisitions into telecommunications carriers/broadcasters
that support their local regions.

v’ Business operations have been stable
over the past three years and pace of

SENDA| customer gains is in line with
( AT V expectations.
= v Achieve profitability in FY2023 and

continue growing

v' Brought in sales personnel from TCN in

HABHWSTVNBTIEE, 2023

m v' Prepare to accelerate customer gains
vt el focusing on areas where FTTH is
BRT-TINRU-T-T8) already available

Numerical targets

» Enhancement of internet access services and optional
services

» Home visit support, remote support, Internet security and mesh
Wifi
» Development and provision of new businesses and new
services through further development of regional business

» Home appliance subscription and empty house management
services

* Health businesses starting with fitness gym

« Businesses that utilize locally produced electricity starting with
bicycle sharing service

« Businesses for communal living starting with house cleaning

246 BMI714v X2 YA

RETIO BODY DESIGN *

TRANSFORM YOUR BODY, TRANSFORM YOUR LIFE.

-

!;2

Net sales 2025 Operating profit
2022
A~ 379 e
34.5 billion yen bI||I0n yen 6.2 billion yen

Customer numbers

2025 2025
6.4 o A 1.35
billion yen 1.29 mition million
17



4, Basic strategy @ Growth of business earning power

[Strategies by segment] Information and communications business (for individual consumers), construction, Tf

equipment, and real estate business, and aqua business rowas Groue
Policies for initiatives Numerical targets

2022 2025

» Increase in number of customers acquired through
stronger cooperation among channels

/ 259 billion yen

(For individual > Enhance the lineup of services Net sales 24.4 billion yen
clients) -
Information and . N
Communications ‘ | Opera:n(;?t 0.6 billion yen / 1.4 billion yen
business | 4 p
b Customer N 0.93 mitlion
- numbers 0.84 million /

» Business expansion in Chukyo region
» Expansion of lineup of types of work

P4 37 .3 villion yen

« (construction, equipment installation, electrical work, Net sales 26.8 billion yen

repaid and maintenance work)

Building facilities

Eea.l Estate > Rollout of new services related to disaster
usiness management and energy conservation Operating . 4 3.0 billion yen
= 2.0 billion yen
profit
» Strengthening of sales in Shizuoka, Kanto and Chukyo 8 7 billion yen
(returnable/one-way) Net sales 7.5 billion yen /
» Start of sales of mains-fed pure water dispensers
Aqua business + Expand sales mainly in Western Japan with a view to nationwide ~ Operating n / 0.8 biliion yen
= 0.5 billion yen
rollout profit
BLULLXOMYGD Customer / O. 1 9 ml||I0n

suLLKkoeRE @330k USIOmEr 6 17 milion

B 18
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5. Core strategy ® Strengthen the foundations for sustainable growth

Low carbon/Decarbonization initiatives

Work together with communities, customers and suppliers to help reduce CO2 emissions and achieve carbon neutrality by 2050

7z

Promote GX in our own
business activities

Promote GX in clients’

energy use e

@KPIs for decarbonization

@ Encourage use of energy-saving devices
» (Home use) Encourage widespread use of high efficiency

boilers and hybrid boilers
* (Industrial use) Encourage widespread adoption of
cogeneration

@ Encourage adoption of renewable energy

» Promote solar power generation (including PPA) and
widespread use of storage batteries

@® Work with local communities to promote
low carbon and decarbonization

» Promote public sector energy conservation and
decarbonization
» Promote local production of energy for local consumption

@ Action for the decarbonization of raw

materials
 (~2030) Supply of carbon neutral gas*
* (~2050) Supply of carbon-free fuel

* Carbon-neutral LPG/LNG with the carbon emissions from the supply chain offset through the purchase of
carbon credits

» Reduce emissions by more than 13,000 tons in 2030 and
achieve carbon neutrality in 2050

Actt_:al .GHG Emissions target
emissions

At least -50% -100%

25,000 tons At least

13,000 tong | 22:000tons

@Key initiatives

« Improvement of delivery efficiency and shift to automated
meter readings in the LP gas business through DX

« Installation of our own solar power generation facilities

 Switch to renewable energy-derived electricity at all business
sites




6. Core strategy @ Full energization of human capital and organizations

9 o

Full energization of human capital and organizations . ol

B Focus on fully energizing human capital and organizations including cultivating human resources and developing
the working environment on the basis that investment in people is not a cost but investment to enhance corporate
value

Long-term, KPIs for human capital
Is1usta|nablci3 f FY2022 FY2025 FY2030
enhancement o results targets targets
corporate value (o sy
*Managemont.
Plan)
Reinvestment in Full energization strengthe 56.5%  65.0%  70.0% 3
human resources . indicator*1
of human capltal Human capital
. = development Self-directed career
and organlzatlons management 65.2% 70.0% 80.0% *3
indicator*2

Psychological

safety indicator 62.7% 70.0% 80.0% *3

WLB (internal
environment
Development development)
Enhancement of of internal indicator

environment
management corporate value Ratio of health
strategies literate employees

62.2% 70.0% 80.0% *3

68.1%  80.0%  85.0%

Ratio of female
managers

1.4% 3.7% 10.0%

Zero employees resigning
for nursing care purposes

. *1 Measures the extent to which employees can utilize their strengths in their work
I%‘ﬁga":g[‘)tltlgl *2 Measures the extent to which employees self-directed career management is translated into action
h *3 The ratio of positive questionnaire responses is used as an indicator.

20

6. Core strategy © Full energization of human capital and organizations

9 o

Specific measures for fully energizing human capital and organizations o ol

Human resources who are self-directed and full of energy and
enthusiasm and organizations which utilize their individuality (strengths)

E—— : Strengthening of P
ideallindividuals human capital

W

Improvement of
wellbeing

® Support for diverse work styles

® Career development support v" Promote the development of an environment
t and systems that allow employees to
system demonstrate their specific skills
v Support self-directed career development to v P N
develop human resources who can think and act ® Wage system that increases
for themselves Achievement of employees’ job satisfaction
ATH v Increased wages by 5% in real terms in FY2023
o w/RgL?p';:)lr!I;gployees in acquiring DX corporate growth Will continue responding flexibly to labor market
qualifications and developing their skills to help in the medium conditions going forward

v Introduced performance-linked bonus system
® Excellent health and

productivity management

v' Developed excellent working environments in
which employees can continue working in good
health

B 21

them continue learning in a self-directed manner
and develop skills in response to the changing and Iong term
environment



0 o

7. Optimization of Group’s organizational structure o, o
Transition to structure that allows each operating company to fully demonstrate their frontline (gemba)

strengths,with TOKAI HD bringing the operating companies together as a group and
implementing groupwide strategies

@ New organizations for development of foundations for sustainable growth

Establishment of Sustainability Management Promotion Office and GX Promotion Office

TOKAI Holdings

»‘ ) Rewew and reinforcement of HD functlons

Building facilities
Real estate

rsyj : 1\
Uit of optimal pusiness operating ®
for strategy execution

0 o

8. KPIs under Medium-Term Management Plan . el

B Aim for sustainable growth in sales and profit throughout the three years, whilst balancing expansion
and strengthening of earnings base and shareholder returns
B Maintain a level of capital efficiency (ROE and ROIC) that meets market expectations

Resulte | plan “pan | “pian |

Net sales (billion yen) 230.2 240.0 +9.8 250.0 +10.0 260.0 +10.0
Operating profit (billion yen) 14.9 15.0 +0.1 16.0 +1.0 17.5 +1.5
Ordinary profit (billion yen) 13.3 15.0 +1.7 16.0 +1.0 17.5 +1.5
paeeoanes 65 g5 w90 ws 100 e
utios (o 21.2 21.7 05 23.0 23 24.4 +4
iomor pumbers 3.30 3.38 w008 3.48 01 3.57 +0.09
Payout ratio 64.8% 49.2% -15.6% 40-50%

ROE 8.2% 10.3% +2.1% 10.4% +0.1% 10.8% +0.4%
ROIC 8.3% 8.0% -0.3% 8.2% +0.2% 8.7% +0.5%
EPS (ven) 49.4/ 65.1 yen +15.7 68.9 +3.8 76.6 77

23




9. Management resources allocation policy and shareholder returns
0 o

Allocation of Cash Flow roce croue

Prioritize the allocation of cash flows from operating activities in existing businesses to aggressive investment for
further growth while also paying stable dividends

Cash flow from operating
activities over 3 years

Cash inflow
Approx. 69.0 billion yen

Routine Shareholder
Cash investment Investment for growth return
outflow Approx. 15.0 Approx. 40.0 billion yen Approx. 13.0
billion yen billion yen
LEELS Gl Policy on investment for growth Shareholder return policy
investment
Maintenance and upgrading Expansion and strengthening of earnings Payout ratio 40-50%

of equipment, etc.
Energy business 6.0 billion yen
CATV business 8.0 billion yen
Other 1.0 billion yen

base32.0 billion yen
Energy business 7.0 billion yen
Information and Communications business 17.0 billion yen
CATV business 8.0 billion yen
Investment in new services and renewable
energy, etc. 8.0 billion yen

(In addition to the foregoing, M&A will also be
implemented strategically and flexibly)

B 2

9. Management resources allocation policy and shareholder returns
0 o

Dividend policy . i

Dividend - Pay stable and continuous dividends to shareholders whilst also giving consideration to
policy reinforcement of the management structure and future business expansion

= Plan to pay dividends at a payout ratio of 40% to 50%

64.8%

Plan to pay
dividends at a
payout ratio of

so0v, i 40%to 50%

46.7%

47.2%
44.2% _ 44.5%

44.6%

32 32 32

35.1% 30
2 8 2 8 2 8 2 8 Jomishare yen/share yen/share yen/share

6
17 16 16
14 14 14 16

12 12 12 12 ye:lxire "

yen/share yen/share yen/share yen/share
8
6 6 6 6 16

FY03/12 FY03/13 FY03/14 FY03/15 FY03/16 FY03/17 FY03/18 FY03/19 FY03/20 FY03/21 FY2021 FY2022 FY2023 FY2024 FY2025

s |nterim dividend Year-end dividend Commemorative dividend  —=O—Payout ratio

BN 2
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10. Ensure compliance and corporate governance .

B Formulate effective recurrence prevention measures and implement the following measures to
further ensure compliance and corporate governance with a view to strengthening internal control

Measures to further ensure compliance
and corporate governance

Compliance
awareness v'Strengthen training for officers to
.—. . . .
instill compliance awareness
Business
operations v'Review of processing of expenses

and systems  ~——— Strengthen checks and balances in
relation to officers

Decision-
making . . vIncrease transparency and
process effectiveness of process

L

Aim to restore trust by firmly establishing corporate
governance and ensuring compliance

L 2%

9 o

TOKAI GROUP

The performance forecasts and forward-looking statements in these materials are based on information
currently available to the Company, and include potential risks and uncertainties. Please be aware that
due to changes in a variety of factors, actual results may differ materially from the projections and other
forward-looking statements in these materials.

Please contact us with any questions regarding these materials.
Management Strategy Department, Management Strategy Division
TOKAI Holdings Corporation

2-6-8 Tokiwa-cho, Aoi-ku, Shizuoka 420-0034, Japan

Phone: +81-(0)54-275-0007

https://tokaiholdings.co.jp T
e-mail: hd-info@tokaigroup.co.jp

TOKA! GROUP
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