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1.

Top Message

Top Message T’

We aim to bring “smiles” to everyday life. rorascrove

Since our founding in 1950, the TOKAI group have steadily developed our business operations.
In the new medium-term management plan, we aim to further accelerate this progress.

Allocating investments to growth businesses, We are promoting the "Triple Accel Strategy,”
which aims to strengthen the three axes: Area, Account, and ARPU.
We will expand our Shizuoka business model—with its overwhelming market share—
nationwide to achieve further growth.

Transitioned to a holding company structure in 2011, We have been working to enhance our financial soundness.
Now that we have established a stable financial foundation, our financial and capital strategies will enter a new phase.
In addition to business profit growth,
we are making a major shift toward “a new stage of shareholder return enhancement”.

Taking corporate value beyond its all-time high through the dual engines: “growth” and “returns.”

\ By realizing a safe, secure, comfortable, and convenient life,
=y we aim to meet stakeholders’ expectations and continuously enhance corporate value.
- Building on this foundation,
we will move forward with this plan as one unified group,
with the goal of creating a future filled with even more smiles for everyone.

More smiles for a better life.

TOKAI Holdings Corporation President & CEO
Katsuo Oguri




2. Future Vision

Future Vision T’
For more smiles. TOKAI GROUP
A leap toward becoming a : :

“Social Value Creation Company”

The TOKAI Group is taking a significant leap
from a “service provider”

to a “Social Value Creation Company”

addressing Japan’s regional, social, 00

and global issues ' @

Information and
Communications CATV

Energy

. SN "Customer-oriented"
life infrastructure services

Expanding our market ( A
from Shizuoka Sy (O>

to all of Japan = T B5

[

L f Two-thirds of Construction, L Other life services
Shizuoka households Equipment — (wedding ceremonies,
and Real Estate Aqua nursing care,

are our customers )
insurance, etc.)
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= ﬁ Contributing to the global environment and
Lff U understanding local communities
" J Driving continuous innovation with outstanding proposals
’ and expertise
T "More smiles for a better life”
TOKAIl GROUP

Becoming Japan’s leading life infrastructure company4



2. Future Vision

Sustainability Strategy: Four Pillars

Formulation of the sustainability strategy—Four Pillars—to leap toward roxa Groue
becoming a “Social Value Creation Company”

Sustainability Strategy

Contribution to a Four Pillars Governance
life filled with smiles enhancement

|>0ur goal for 2030

Ib Bringing “smiles” to l> Earning the trust of our
our customers and . . stakeholders and enhancing
local communities Challenge-oriented Promotion of corporate value

/\ human capital eco-friendly KT}
0 and organizations business activities
Cultivating talent with »Addressing climate change

creativity and a challenging measures throughout
spirit the entire supply chain

S =

Achievement of a leap toward becoming a “Social
Value Creation Company”

=Qur press release regarding the new TOKAI Group materiality “Notice Regarding the Review of TOKAI Group Materiality (Key Issues)” is available here: 5
https://www.tokaiholdings.co.jp/news/2026/20260508release2.html
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3. Review of the previous medium-term management plan

uantitative results
Q o

FY2025: Record-high sales and profits, significant growth in key management KPIS rox crove
Next Stage: Further accelerated business growth and capital efficiency enhancement

(Billions of yen)

FY2022 FY2025 | (oo oo MTP2025
Results Results Targets

Further
¥ Operat fit 149 18.7 3.8 17.5 1.2 business growth
S perating profi , . +3. _ +1.
FY2028 —
)% Ordinary profit 13.3 19.2 +5.9 17.5 +1.7
T
E iy 6.5 /7 10.7 +42 100  +0.7 ))
g él)gvevrating el 21.2 27.2 +6.0 24.4 +2.8
Customer count Capital efficiency
(million) 330 /7 3.47 +0.17 357 A0.10 enhancement centered
on improving ROE
ROE (%) 8.2 / 11.0 +2.8 10.8 +0.2
ROIC (%) 8.3 / 8.9 +0.6 8.7 +0.2




3. Review of the previous medium-term management plan

Key Initiatives and Achievements (by segment) T’
Building on steady profit growth in each segment to drive further group growth 7o crove

Key Initiatives of MTP 2025 Operating profit by segment Achievements
FY2022 FY2025
results results
« Area & customer count expansion M&As have been successful, resulting in an
Energy * customer acquisition cost ¥7 4 B ’ ¥10_6 B increase in both service areas and customer
® optimization +¥3.2B count.
N . : ; ;
S Information and Etcj)s?iqneesgscaargg IenxtEE:lr']]zith)?wnal ’ Due to the expansion of our network
m -
— Communications -« Strengthening organizational ¥5 . 3 B ¥5 -9 B :‘]nfrastrlélletu.re and gew orders, our performance
e structure & capital expenditures +¥0.6B as steadily improved.
>
T « Customer base enhancement & . .
o CATV touchpoint strengthening ¥6.2 B Y o ¥6.88 Customer base expansion through cross-selling
3 +¥0.6B
o ; * Business expansion in Chukyo
S Construction, region ’ Profit growth resulted from successful M&As in
Equipment . - ¥2.08 ¥2.68 he Chuk i
and Real Estate « Construction service lineup the Chukyo region.
expansion +¥0.68B
« Customer acquisition with new Profit growth thanks to higher customer
Aqua water servers ¥0 ' 5 B +¥0’3B ¥0-8 B acquisition with new water servers.

Profits were realized in business segments,
improved financial soundness, and stable dividends delivered.



4. Key points of the Medium-Term Management Plan 2028
Long-term vision

Setting “achievement of 15% ROE in FY2030"” as a long-term target o
driving both business growth and greater shareholder value

@)
S 10.1%
& 10.0% e
_|
(@)
2~
>
T
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= 8.2%
(@]
(7))
(@)
o
3 Net Income
g_ ¥10.7B
(@)
= ¥9.2B
> ¥8.5B
X
¥6.5B

FY2022 FY2023 FY2024 FY2025 FY2026 FY2027 FY2028 FY2030



4. Key points of the Medium-Term Management Plan 2028
Quantitative targets of the medium-term management plan T’

TOKA! GROUP

Aiming for record-high ROE of 13% in FY2028 through the attainment of
linked targets

FY2028 Quantitative targets

Dividend payout ratio

Net I - 0
et Income Business ﬁh?é-e Over 45%
older Share buybacks

¥13.5B growth
A2LIiE Over ¥10B

GHG reduction ratio

Non- ] .
A 50%rv2030) el Financial Equity ratio
Operating profit indicators soundness Over 40%

per employee
Over+15%vs. FY2025)
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4. Key points of the Medium-Term Management Plan 2028

Overview of the medium-term management plan 1’

Maximization of corporate value through the dual engines: business profit growth and TOKAI GROUP
shareholder returns enhancement, underpinned by a strengthened management foundation

Maximization of
corporate value through

improvement of capital
efficiency

Improving operating profit Managing financial leverage
and asset efficiency through primarily through stable dividends
portfolio management and proactive share buybacks

Business profit Shareholder returns
growth enhancement

Profit growth through Reinforcement of . .
accelerated portfolio asset-efficient sta%cl)g?j?\lljiggﬁ ds Shal:gosstlgg ks
management business operations Y
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Further strengthening of foundation for sustainable growth

(e.g., GX, human capital, etc.)
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5. Business strategy

Business growth strategy T’
"Triple Accel” Strategy-driven accelerated business growth roKA GROUP
o——— The three axes of the “Triple Accel” Strategy —— e Business growth image ——
(Accelerating growth with the three A's)
ARPU

Enrichment of the service menu/
Increase in ARPU

Area
Area Expansion
(prefecture/region/ ACCOU Nt Area Expansion — Number of Customers/Contracts - ARPU
country deployment) (Our Key Strength: Solid Client Base)

Customers / Contracts (to C)
Accounts / Supported Industry
Expansion (to B)

= "Group business scale” expansion

11
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5. Business strategy

Business Portfolio Policy

0

Group-wide growth acceleration through portfolio-based investment TOKA! GROUP

centered on our three key businesses

S
Growth
potential
® Promoting efficiency and 8,
allocating investment to AN
. \
sustain current S
competitiveness \\
\
Aqua N
AY
\
\
Information \\
[T COUStrUCtionr Commi?]?cations \
SS " Eq;ég?;:tgtaend For individuals \‘

e

-

Information
and
Communications

For
corporations

Bubble size : Sales scale
() :FY2028 vision

® Allocating the largest investment
for continuous expansion and
accelerating growth investments
including M&As

Capital profitability .,
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5. Business strategy

Core drivers of group growth: Three growth segments

>

Group growth driven by Energy, Information and Communications roKAl GROUP
(For corporate customers) , and CATV.

000
‘.$.‘ Energy
o o
FY2025 result FY2028 target
Operating

profit ¥106 B ‘ ¥12.1 B
+14%

Expansion into new areas and
acceleration of M&A

M&A (Establishing an investment
and implementation framework)

Information and
Communications
. (For corporate customers) .

FY2025 result FY2028 target
Operating

profit ¥49 B ‘ ¥6-8 B

Cloud market share growth and
new deal expansion

Recruitment of engineers, Network
infrastructure investment

= CATV
o o
FY2025 result FY2028 target
Operatin
e ¥6.88 ¢ ¥8.3B

+22%

ARPU growth through expanded
related options and promotion of
high value-added plans

Promotion of cross-selling and
M&A 13



5. Business strategy

Business Strategy Highlights (1)Energy business T’
0 . . . ags . TOKAI GROUP
000 Geographic expansion through customer acquisition in new areas
and M&As, leveraging a leading market share and the successful
model in Shizuoka
Energy
Market Environment Our strategies and initiatives
[  J [ L ]
Number of LP gas
distributors(nationwide)
> Decline in demand due to population 19,514 ARPU
decrease and widespread adoption of 15,181 _ ]
S > Acceleration of LP gas industry sales and add-on services
3 restructuring
% » The 2050 carbon-neutral policy
2 15 16 17 18 19 20 21 22 23 24
EE_) gou1jce: MET.L, "Number odeaI(es A?fentT and Slecurigy Energy business
9: ervice Providers Nationwide"(unofficial translation M H H f th
3 Our Strengths ain axs o7 9
[ ® ® \
o LP gas customer count - - Account
usa \/
# Dominant market share leader in (thousand 819 @ iﬂgg%gﬂ?:sted
Shizuoka Prefecture 681
& Extensive business operations from
Tohoku to Kyusyu v Expansion into new areas and accelerated M&A

-Promotion of business partnerships at each branch
-Development of M&A Specialists
-Building a management system along with area expansion

@ Ranked No.3 in the industry for number 2020 2021 2022 2023 2024 2025
of customers (Company estimate) \

@ Customer-focused proposals and sales
activities

14



5. Business strategy

Business Strategy Highlights (2) Information and Communications (For corporations) T’
- - - TOKAI GROUP
Continuous increase in customer and contract count through
accurate capture of robust demand in information infrastructure
Information and @Nd cloud markets
Communications
(For corporations) Market Environment Our strategies and initiatives
[ L [ L]
Market size of domestic public cloud
> Progress of the digital economy, DX, (¥ Bn)
and Al 6,252 ARPU
® > The trend of expanding demand for v Application of new technologies
S cloud 3444 such as generative Al to services
> > A shortage of engineers and
a intensifying competition for talent :
X acquisition Information and
= 24 25 26 27 28 29 30 Communications
él: *SFYZOZS. (esfira?te), FY2026 or}:wardl (forecast) 102 (F_0r quporatlonS)
a The Crrent Status and Future OURook of Clotd Main axis of growth
5 Our Strengths Computing: Market Edition" (unofficial translation)
@ ® ° Area
(@) AWS project achievements
o Over 200 .
-8 leading AWS connections Y Expansion in
€ Owning approximately 12,000km of optical fiber Oi/er 2 000 international regions
# Recognized as an AWS.EremierLlef Services AWS certification v Increase in our share of the cloud market and
Partners (top-tier partner) Over 300 . . irs
expansion of new business opportunities

@ A structure with up to two thousands members,
including seven hundreds in-house engineers and
business partners -

(1 Connected Data Center)

-Rapid response to increased ai and cloud utilization & support for
customer in-house development

-Acquisition of new customers by swiftly adapting to new technologies

e -Overseas business expansion and acquisition and development of

— advanced IT talent 15

Hakata area
(1 Connected Data Center)



5. Business strategy

Business Strategy Highlights (3)CATV business T’
- ugmm . - TOKAI GROUP
ARPU enhancement through diversified services and cross-selling,
leveraging community-based sales and responsiveness to
CATV customer needs
Market Environment Our strategies and initiatives
¢ Trends in the fixed broadband ¢ °
. market size
(o) o v'ARPU growth through cross-selling promotion
> Moderale.gronditiendiothefixed p -Strengthening cross-selling of FTTH internet services
@ broadband market - H H B = 9 9 9
S » Slowing growth in the number of 20
2 households within the area 20 @
(xD 10
2 O S e WS WS WSk w5 CATV business
I Source: MM Research Institute, “Survey Ressz:jlit‘:*os;'?r;:mm Main axis of grOWth
% {\lr:r:;?:tr};:)Broadband Line Service Subscribers” (unofficial
3 Our Strengths
) [ L
0 Cross-selling rate
3 (broadcasting and telecommunications
O simultaneous subscription rate)
@ A customer base of 920 thousand for .
broadcasting and 430 thousand for 46.5%
communication
@ Area-focused sales structure
@ High-quality cross-selling of broadcasting,
telecommunications, and telephone Area Account
services . .
v' Expansion of service v Development of B2P and
areas through M&A B2G businesses

2021 2022 2023 2024 2025 16



@)
N
o
N
(e)}
—
@)
a
=
—
I
o
=
=}
(]
(]
0
o
=
o
o

6. Financial and capital strategy
Balance sheet management policy to improve capital efficiency

v

Promotion of balance sheet management for improved capital efficiency roKA GROUP
Net income

profit growth
through
business
growth

Optimization
of Financial
Leverage

Shareholder
Returns
Enhancement

» Expansion of the customer base as a foundation for

medium- to long-term business growth by entering new ﬁ

areas and increasing customer count

> Strengthening of business profitability through the
“Triple Accel strategy”

> Growth investments with a greater focus on asset
efficiency

> Optimization of the balance between debt and equity
with an equity ratio of 40% as a benchmark

» Appropriate utilization of interest-bearing debt

> Revision of dividend policy toward a more proactive
approach

> Share buybacks flexibly

Equity capital : Our ROE trends and
i FY2030 target

15.0%

10.0% 10.1%
11.0%

8.2%
FY2022 2023 2024 2025 2030

Net income

Balance sheet

. Equity capital
management policy Ay eap

» Up to now, under a policy of strengthening
financial stability, we have systematically
accumulated profits generated

> From now on, we will seek the optimal capital
structure for sustainable growth

17



6. Financial and capital strategy

Capital allocation T’

Stable profit growth and strategic allocation for ROE improvement roKA GROUP
Three-year
cumulative amount
Effectively utilized for growth ] Utilization of
while maintaining financial <4  interest-bearing debt maintenance and
soundness Approximately ¥10 B enhancement of
- the earnings base
Approximately¥55 B
©
S
o M&A and Partnership ® Accelerating growth through active
3 . inorganic investments centered on the
= Approximately ¥20 B ;
= Maximized by . s Energy business
z sustainable business Operating | Flexibly allocate -Energy business Approximately
= growth and cost cash flow | shareholder returns | ¥15 B
@ control 7 i Wml\?ersl?cg:étnotgng : -Information and Communications Approximately
g ApprOXImately ¥9O B S————— e /CATV business ¥5B
Dividends
Over ¥16 B
» ® Dividend payout ratio targeted at over 45%
Share buybacks ® Flexible share buybacks while seeking M&A
Over ¥10 B opportunities for growth
incomes expenses

Approximately ¥100 B 18
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7.

sustainability strategy
The connection between sustainability strategy and enhancement of corporate value T’
Promotion of the sustainability strategy in conjunction with further roKa1 GRous
enhancement of corporate value
PBR
I | I
Future growth Current profitability
PER expectations X and efficiency ROE
(Drivers of PER improvement) d
1
Risk reduction Sources of medium Direct contribution to
@ (Resilience @ - to long-term performance improvement
enhancement) growth potential (Short- to medium-term)

sustainability strategy

—Four Pillars—
Governance Chﬁ:?;ﬁ;&gﬁgtled Z';%Tf?itézzlzf Contribution to a
RO and organizations business activities iz G | i) il 2
LY
o_0 /AN
i B @
To 3t > &
v v v v
Establish sound and highly Enhance employee skills, Balancing with business Actively promote business
transparent management engagement, and productivity growth, centered on the expansion at the same time

energy business

19



7 . sustainability strategy
Overall picture of GX initiatives T’

Achievement of both “environmental value creation” across the entire TOKAI GROUP
supply chain and our company’s “business growth”
contribution to supply chain-wide “environmental value creation”

v

A

Our own business activities

- Decarbonizing business sites and facilities

-Suppliers - Implementing renewable energy
-Customers
® -Startups and i ) (residential and industrial)
v others Promoting FY2 Reduce Scope 1 and 2 Promoting .| ocal communities
o development 030 - A50% adoption
N Goal Emissions by (0]
2 compared to FY2021
o
; —
; [Carbon neutrality roadmap for the Energy business]
o
a Initiatives to date 2030 2040 2050
§ R
o Gas raw m Supply of gas with carbon credits
g materials (R&D cooperation~) ——» mAdoption of green LPG — (~Complete adoption)
-/ and e-methane
R
Equipment m Expansion of high-efficiency gas appliance sales
sales m Expansion of solar power system sales and promotion of bundled sales with storage batteries Achievement of
-/
( ) carbon neutrality
Local m Decarbonized community development (Local production and consumption
partnerships | of J-Credits/Low-carbon and decarbonized local mobility, etc.)
N/
( \ ®mEnhancement of collaboration m Early adoption of innovative technologies and
Open with startups and others support for social implementation
innovation m Support for low-carbon and

\ ) decarbonization overseas 20
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7.

sustainability strategy

Human capital and development policy T’

Enhancement of corporate value through productivity improvement roKkar GROUP
driven by human resource strategies and human capital investment

Fostering a highly skilled, engaged,
and motivated organization

Each employee at the customer
interface contributes to expanding the
customer count and our services—
driving the “Triple Accel Strategy.”

Achieve the group’s overall
management strategy and taking
corporate value beyond its all-time high

Policy for implementing talent strategy and human capital investment

ideal < ideal
individual organization

“Self-motivated, energetic, and passionate talent” “Empowering and strength-based organization”

[

Integrate human capital with business strategy

¥Mn Operating profit per employee *
5.00 Goal
Setting 450 - Over +15% 4.37
“Operating profit per employee”
as the human capital KGI 4.00 -
for productivity.
3.50
Integration of human and financial capital
organizations aimed at achieving both talent
development and financial KPI targets } 3.00 FY2023 2024 2025 FY2028

*Contract and part-time employees are not included in the employee count

Realization of management strategy and
enhancement of corporate value

21
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7.

sustainability strategy
DX strategy and initiatives

Continuous improvement of user experience through a cycle of data collection, analysis,

and utilization
— Initiative®
Customer usage data
collection

£ 77

@ Collecting 24/7 usage data via smart
meters

@ Reducing costs through meter reading and
operational efficiency

continuous improvement
through the PDCA cycle

centralized data management
and analysis with "TOKAI Map"

Initiative®
Digital customer touchpoint and
customer experience
enhancement

@ Strengthening customer communication
through the TLC member website and app
(TLC members:1.3M. App members:500K)

® Promoting cross-selling and retention
through personalized customer experiences

0

TOKA! GROUP

Initiative®@
Enhancement of proposal
capabilities through
customer data utilization

® Building the integrated platform “TOKAI
Map” for unified information management
and analysis

® Identifying latent customer needs and
utilizing the findings for proposals through
data analysis

delivering analysis results
to customers

New organization established to strategically utilize AI for advanced

and accelerated DX promotion

22



8. Shareholder Return Policy

Shareholder Return Policy T’

Further strengthening shareholder returns on our track record of increasing dividends TOKAI GROUP
Setting a dividend payout ratio of 45% or more in the new mid-term plan, with the goal
of “achievement of 15% ROE in FY2030.”

Previous records New MTP period
- Dividend payout ratio targeted at 40-50% ' v Dividend payout ratio of over 45%

* We have reviewed the possibility of share v’ Flexible share buybacks while seeking M&A opportunities
buybacks depending on the situation. for growth

v' Share buybacks of over 10 billion yen

Dividend per share Total payout ratio

@)
N . ..
Int dividend ivi :

§ nterim dividen Dividend payout Total payout ratio
o [ Year-end dividend ratio Ofo of About 70%
o over 45%
> stable and continuous dividend increases
T implemented todate > = TTT TS TT oo T T o T T T
5 ¥38 70%
a ¥34 ¥36
@ ¥33
0 ¥30 ¥32  ¥32 plan for accelerated
3 V17 Y19 profit returns
g vis - Y17 enhancement in the
¥14 ¥16 new MTP

FY2020 2021 2022 2023 2024 2025  New MTP period FY2020 2021 2022 2023 2024 2025 New MTP period

(FY2026-FY2028) (FY2026-FY2028) 23
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TOKA! 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.

Corporate Management Department, Corporate Strategy Headquarters
TOKAI Holdings Corporation
2-6-8 Tokiwacho, Aoi Ward, Shizuoka City, Shizuoka Prefecture T

Phone: +81- (0)54-275-0007
https://www.tokaiholdings.co.jp/english/
e-mail : overseas_IR@tokaigroup.co.jp

TOKA! GROUP

24



TOKAl GROUP

Appendix

©2026 TOKAI Holdings Corporation. All"RIC
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Appendix
Details of business-specific strategies (1) Information and Communications (For individuals) T’

Increasing profit through AMPU improvement and cost optimization and e
strengthening customer acquisition for sustainable growth

Information and
Communications

(For individuals) Market Environment Quantitative targets
[ L ® L]
(Pr:rrie:aryjervice-typeSIM m?rketforecast Operatlng proflt by Segment
» Continued moderate growth in the 00 ot which |
broadband market 2500 e e 2l ¥1.0B ¥1.2B
® > Carrier reorganization and agency 2071 a0 B wa o i y
= consolidation with mobile market =0 ‘ (FY2025 result) (FY2028 target)
x maturation 100 :
5' > MVNO market expansion driven by 5’0: I I I I I I . o
A smartphones and IoT applications W S W WS S Our strategies and initiatives
; Source: MM Research Institute, “Domestic MVNO Market g *
o) Survey’i (as of the end of September 2025) (unofficial
E translation)
3 Our Strengths [Broadband business]
2 ¢ e ot ¢ v Improvement of sales and AMPU through new service development
S _ L (For individuals) v Efficiency improvement and cost reduction through review of the
@ Comprehensive telecommunications (thousand) customer count operational structure
service provision covering broadband and 736 748 752 747
mobile Mobile [ 50 | _ _
. [Mobile business]
€ Customer base exceeding 7 hundred ) o -
thousand v' Strengthening of customer acquisition capabilities at own and
& Customer channels and abundant par_tner stores . .. :
sales opportunities through N 665 668 674 664 v Maintenance of market competitiveness by revising product design
partnerships with major companies and pricing plans

v' Improvement of customer service quality at web agencies

FY2022 FY2023 FY2024 FY2025 26
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Appendix

Details of business-specific strategies (2) Construction, Equipment and Real Estate T’
A .. . o . . TOKAI GROUP
kG Seizing business opportunities in new and growing markets,
leveraging strong design and construction capabilities

Construction, and a leading track record in Shizuoka
Equipment and
Real Estat . o
e ESE  Market Environment Quantitative targets
° Remodeling and renovation‘ ¢ . . ¢
> Decline in demand for new detached market size Operating profit by segment
houses, steady market for energy- (Non-residential building)
saving renovations and equipment (trillions of yen)
installations A o0 97:0 FY;éo%é6B " ¥3.0B
» Expansion of solar power and storage /95 763 ( result) (FY2028 target)
battery demand driven by rising electricity
costs
» Continued high construction costs due to Our strategies and initiatives
rising building expenses FY2021 FY2022 FY2023 FY2024 ¢ °
Source: Ministry of Land, Infrastructure,
Transport and Tourism, “Survey on Building . .
Renovation and Renewal” (unofficial translation) {COﬂStrUCtlon and E ul ment]
Our Strengths auip | |
® ° v Order strengthening for large-scale new construction projects and
(broad project portfolio) revenue expansion through integration with maintenance services
@ Leading scale and track record in the v’ Strengthening renewable energy business with offsite PPA and
prefecture, with strengths in large-scale acquisition of secondary solar power plants
and complex projects v Order promotion focused on renovation, renewal projects, and non-
# Competitive advantage through advanced residential contracts
design proposal capabilities and strong store—
responsiveness to comprehensive order [Real Estate)
needs _ N v Expansion of property types handled (e.g., income properties,
@ Expansion of order opportunities through b« museums secondhand commercial properties, etc.) and property selection
multi-business development and extensive (Shizuoka Prefectural hased on profitability
group and partner channels Museum of Art) 27



Appendix
Details of business-specific strategies (3) Aqua T’

TOKA! GROUP

Securing sustainable profits through group-wide sales
collaboration and business operational efficiency

Aqua
Market Environment Quantitative targets
[ - L ® L ]
Home-delivered water & water . .
o dispenser market size Operating profit by segment
> Market maturlty N the Overa” home Water - Purifier type Returnable One-way
delivery sector (billion yen) 1077 2112

» Growth in demand for water purification 7%, ¥0.8B ¥0.9B
@ dispensers cos & 3 (FY2025 result) (FY2028 target)
§ > Rise in logistics, material, and
4 manufacturing costs and higher 1001 o
(@) . . B 105.7 - 8 . e ey .
S requirements for addressing environmental Our strategies and initiatives
= issues . . . . o d
T 2023 2024 2025
% Source: Japan Delivery Water & Server Association ‘/ P t fb th h t d | d t d
o romotion of both home water delivery and water dispenser
é o Our Strengths ° services (offering convenient menus tailored to various lifestyles)
9 Aqua business v’ Strengthening of web-based acquisition framework (reduction of

# Taste and quality recognized by multiple Customer count 514 acquisition cost)

certification bodies (thousand) v' Reduction of logistics, material, and manufacturing costs

(Monde Selection Grand Gold Award, ITI 191
Superior Taste Award: Three Stars)

# Support for both home water delivery 165 165 1¢/
and water purification services

€ Group network-based sales and shared
group loyalty point program

FY2021 FY2022 FY2023 FY2024 FY2025 TOKAI corporation, Aqua Fujisan Plant




Appendix

List of Financial Targets T’

List of Financial Targets roKar GRoUP

(Billions of yen)

FY2025 FY2026 FY2028 Compared
‘ results ‘ target ‘ B EE target ‘ to FY2025
Net sales 244.8 260.0 +15.2 274.0 +29.2
Operating profit 18.7 19.0 +0.3 23.5 +4.8
D Ordinary profit 19.2 19.2 +0.0 23.5 +4.3
g Net Income 10.7 11.0 +0.3 13.5 +2.8
3 ROE 11.0% 11.0% +0.0pt 13.0% +2.0Pt
ROIC 8.9% 8.7% A0.2pt 9.7% +0.8pt
Equity ratio 46.4% 46.0% A0.4pt 41.0% A5.4pt
Customer count
(million) 3.47 3.50 +0.03 3.60 +0.13
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