Value Creation Process

We aim to enhance our corporate value by leveraging our accumulated strengths and capital, while contributing
to society through the provision of medical devices.

MISSION

Contributing to a healthier society through
cutting-edge medical technologies
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Upward revision as of May 7, 2025
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Bile-duct Tube Stent
Colonic Stent
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Net Sales: ¥1,448 million
Percentage of Overall Sales: 2.6%
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The Six Capitals

Our business activities are supported by different types of capitals. We will use each capital as input and build/
strengthen those capitals further through the output and outcomes generated.

» Financial Capital
JLL has established a stable financial base through a Cash and Cash
highly profitable business model that possesses man-
ufacturing and distribution functions.

Capital-to-Asset Ratio

(consolidated) Equivalents

How we create value

We execute balanced distribution of steady operating
cashflow to future growth and shareholder returns to
maximize capital efficiency.

» Manufactured Capital

Number of Lab and Number of Sales
Factories Bases Agents

i

In the realm of product development and manufactur-
ing, we strategically address a range of challenges by
collaborating with partner companies and suppliers.
Our core strength is our capacity to engage flexibly
with a diverse array of business partners.

How we create value

For product development, we collaborate with com-
panies that possess various technological capabilities
to develop new products. In manufacturing, we main-
tain the quality of our products and realize a stable
supply through cooperation with partner companies.

344 48

in Japan overseas inJapan overseas

» Intellectual Capital

The Research & Development Department accumu- R&D Investment

lates proprietary technologies and applies our inno-

Patent Applications

°
vations for patents. The Regulatory Affairs Depart- .
ment has extensive experience in regulatory affairs —
and quality assurance related to Specially Controlled —
Medical Devices. A R
How we create value o
- ¥2,974 million 33
The R&D Department focuses on the application and
(Includes patent application (FY3/2025)

expanding proprietary technologies into new fields.
The Regulatory Affairs team ensures the smooth intro-
duction of Specially Controlled Medical Devices into
the medical field.

and clinical trial costs)
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» Human Capital

We are actively engaging in mid-career recruitment,
particularly from different industries, alongside hiring
new graduates, which contributes to the diversity of
our workforce. After joining the company, one takes
intensive training courses to ensure the firm acquisi-
tion of specialized knowledge in order to qualify as
JLL agent.

How we create value

Our highly expert team works passionately through-
out our entire business process—from sourcing and
developing excellent products to delivering them to
frontline physicians—to provide the latest and most
optimal medical devices.

» Social & Relationship Capital

Mid-Career Hires CDR* Certificate Holders

. Y 4
Y 3

79.8% 322

(as of June 30, 2025)

* Cardiac Device Representative (CDR):
An expert who possesses specialized knowledge and skills that provides
information on medical devices and medical technology including Cardiac
Pacemakers and ICD (implantable cardioverter defibrillators). The certifying
body for CDR certification is the Japanese Heart Rhythm Society.

By establishing nationwide sales offices and provid-
ing meticulous service, we have successfully earned
recognition for “Japan Lifeline” brand and established
strong trust with the medical community.

How we create value

Having nationwide sales network opens business op-
portunities with overseas innovators. Moreover, we
incorporate the various needs identified in medical
settings into our new product development.

JLL’s Sales Offices Client Hospitals

in ?a%an ove]seas 2,71 7

» Natural Capital

As we possess manufacturing functions, we are fo-
cusing on reducing environmental impact, particularly
around our factories. We are promoting the reduction
of greenhouse gas emissions and improving the recy-
cling rate of industrial waste.

How we create value

Recognizing that tackling environmental issues is a
corporate responsibility, we are working to grow busi-
ness while reducing environmental impact based on
the JLL Group Environmental Conservation Policy.

Industrial Waste

Greenhouse Gas
Emissions Reduction Recycling
(Base year comparison)

®

-16.4% 99

Note: All figures are as of March 31, 2025
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Value Creation

Threats and Opportunities

We analyzed the medium- to long-term business environment surrounding our Company and identified future
risks and opportunities.
We aim to achieve our targets and sustainable value creation by minimizing risks and maximizing opportunities.

Main Related Factors Main Related Materialities Main Related Capital Opportunities

Economic
® Building an organizational framework to

® The growth rate of case volumes may slow down due
to shortages of medical professionals and increased

® Responding to market needs by offering products and

society)

resource depletion, delayed response to waste
regulations, and reduced competitiveness

-
5 develop products aligned with customer workload services that support reducing the burden and
E needs ® Social Issue ® Providing false, concealed, or incorrect information increasing the efficiency of medical professionals
o ® Alleviating operational burden on medical Resolution through can result in suspension of product sales, revocation ® Providing highly reliable information to earn customer
S professionals Innovative Medical of licenses and approvals, and loss of corporate trust and enhance our competitive advantage
5 ; i i . dibilit
L ® Appropriate marketing and labeling Devices SIS y
? @ Digitalization Manufactured _ " , ) »
CICJ Technologies Advancement Capital ® Potential lost sales opportunities resulting from delays ® Expansion of product sales opportunities through the
D in technological innovation. introduction of products that use innovative
3 ® Research and development and . . . technologies
o technological advancement for innovation ® Loss of b_u_smess o o_pergt_lonal improvement . ) . .
- . Intellectual opportunities due to inability to adapt to new ® By actively adopting new technologies, we aim to
© Responding to new technologies Cantlel technologies create new markets and improve operational efficiency
Qualit ) i o N e [ i iti
¥ . . . Product Quality @ Quality issues, diminished market competitiveness, Expansion of prod.u.ct sales.opportunltles and
® Providing high-quality and safe products Assurance i ; and loss of customer trust enhanced competitiveness in global markets through
and services Enhancement Financial increased reliability in securing product quality
Capital
..2 ® Business suspension, lawsuits, social criticism, and
~ O Risk Management diminished brand value can result from issues like ® Establishing an appropriate risk management system
g’ aE> . . climate change, human rights concerns, or inadequate will enable us to build a competitive advantage and
T = ® gsta;bllshment of Risk Management BCP create new market opportunities
= stem
83 g y ® Lack of dialogue with stakeholders can result in ® Building trust with stakeholders enhances business
&I:J o ® Stakeholder engagement reduced investment, employee turnover, and other sustainability
] issues
3G ® Governance
8 ‘% Enhancement . . . ® Adhering to compliance and conducting ethical
1 ® Suspension of business operations and loss of . . . .
° Compliance t dibility. including liticati lting f business activities will allow us to gain the trust of
c corporate credibility, including litigation, resulting from d stakehold d st th
& ) . misconduct customers and stakeholders and strengthen our
® Strengthening of the compliance system conduct ' . competitive advantage
® Prohibition of discrimination and ® Eailsrgslmmﬁtllg\r;vg griralisn;:r:]z;it ;r;e:g:sr(eezsed, it ® Preventing discrimination and harassment improves
harassment Human turnover. leaal risks ag d >r,nore ’ employee engagement and productivity, securing top
Capital €9 ’ talent and enhancing corporate brand value
. ® Unethical conduct by suppliers or business partners EStab."Sh'ng Con procurgment e
Social & can result in suspension of broduct sales or lawsuits ensuring transparency will allow us to earn the trust of
Supply Chain e gro?uct Supply Relationship P P stakeholders and enhance our competitive advantage
. . ystems Capi ® When opacity in the procurement process becomes - . o
PY apital ‘ °
Strengthening supply chain management Enhancement apparent, it can erode trust from stakeholders and Fulf!lllng social responsibility thro.u.ghout the su.pply. _
o chain secures the long-term stability and sustainability
weaken competitiveness ;
- of our business
5 Financial
£ | Capi
° apital ) . . . . i )
s Human Resource Development and Diverse Talent . & ® Earnings pressure from rising recruitment costs amid ® Expansion of sales opportunities/Creation of new
(] Di . Workplace Creation : o e o
S iversity heightened competition for top talent acquisition. markets by recruiting excellent human resources
uCJ ® Developing talent to drive sustainable gg;gogetlitc?veness ® Loss of product sales and business opportunities due ® Fostering workforce diversity drives the creation of
= growth EnhaFr)mement through to challenges in securing highly talented human new value and strengthens our competitiveness in the
.g @ Promoting diversity Talent Development resources. global market
n
_ ® Failure to address GHG emissions reduction can result ® Responding to GHG emissions reduction will allow us
Environment in penalties due to stricter regulations, suspension of to earn trust from stakeholders and gain opportunities
® GHG emissions reduction ® Environmental Impact Natural Financial business, and deterioration of our corporate image to enter new markets
@ Circular economy (recycling-oriented Reduction Capital Capital ® Failure to adapt to the circular economy can result in ® Proactively responding to environmental regulations

will allow us to increase our reliability in the market
and differentiate ourselves from competitors
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Business Model

At JLL, we are committed to pursuing a business model that integrates the two functions of a manufacturer
and a distributor, while further strengthening our business foundation. This approach enables us to consistently
deliver the most advanced and optimal medical devices to healthcare settings both domestically and interna-

tionally.

» Changes in Business Model

As a company that initially specialized in the import
and sale of Cardiac Pacemakers, we have estab-
lished ourselves as a leading importer of innovative
medical devices in the cardiovascular field, serving
the domestic medical community. While building
strong networks with medical sites, we recognized
the need for medical devices suited to Japan’s unique
requirements and the Japanese physique, leading
to our journey as a manufacturer in 1999. Following
the launch of our first proprietary product, the PTCA
Guide Wire in 2001, we have broadened our product
portfolio to include EP (electrophysiology) Catheters,
Ablation Catheters, Vascular Grafts, and gastrointesti-
nal-related products. Currently, our proprietary prod-
ucts account for more than half of our net sales.

Manufacturing
Function

Developing and
manufacturing
high-quality,
user-friendly
products

Distribution
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Introduce highly
novel products
from overseas

Ensure the
effectiveness,

Function reliability, and safety
- of our devices

JLL specializes in handling Specially Controlled
Medical Devices* that are directly linked to patients’
lives and quality of life. In response to the need for
strict management, we have established a business
foundation designed specifically for handling Special-
ly Controlled Medical Devices, by developing robust
systems for sales and Regulatory Affairs and Quality
Assurance. By leveraging our unique business model
that integrates our roles of manufacturer and distrib-
utor, we are committed to sustainably increasing cor-
porate value by forming a product portfolio centered
on high-value-added products, a market segment dif-
ficult for competitors to enter.

* Designated by the Minister of Health, Labour and Welfare as devices requir-
ing appropriate management because of the risk of serious effects on human
life and health in the event of side effects or impairment of function.

Regulatory
Affairs and
Quality Supoort
Assurance Function
Function

Sales and

Support the
medical field with
nationwide sales
and support network

w Flexible & robust m Business foundation designed specifically for
product portfolio handling highly controlled medical devices
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» Distinctive Features as a Manufacturer

Featu [ "r e

— 1. Product Development Aligned with Medical
Field Needs

JLL was founded as a distributor and has grown as a
manufacturer by responding to the needs of medical
sites. We believe that a key factor in our growth is our
ability as a domestic manufacturer to provide medical
devices needed at Japanese medical sites, in a mar-
ket where overseas products are mainstream.

To accurately grasp the needs of medical sites, not

— 2. Proprietary Technologies Like No Other

To deliver products that meet the needs of medical
settings, we have continuously developed and refined
our offerings, accumulating proprietary technologies
that competitors cannot easily replicate. In particu-
lar, the shaft manufacturing technology established
through extrusion molding in the EP/Ablation field
enables advanced forming techniques, such as for
complex internal structures, hardness gradients*, and

only sales and marketing staff but also development
staff engage in direct communication with medical
professionals. This approach uncovers latent needs
in addition to apparent ones, leading to product de-
velopment. This stance is a driving force supporting
JLL’s competitive advantage.

integrated molding of dissimilar materials, while also
allowing for cost-effective mass production.

This technology is also applied to bile-duct tube
stents used in the gastrointestinal field, which are highly
regarded by doctors. These unique technologies are key

strengths that underpin JLL’s competitive advantage.

* Realization of gradual changes in hardness by varying the blending ratio of
multiple resins during molding.

The Future — Toward a NeW Stage of Global Expans|on T

JLL has exported some proprietary products in the
past, but since their share of net sales is limited to
about 2%, strengthening exports has been identi-
fied as an important medium- to long-term priority.
To address these challenges, we are strengthening
compliance with global regulatory requirements by
establishing the Global Business Development Group
and advancing the sophistication of our quality man-
agement system.

COLUMN

Going forward, we will leverage the technologies
and expertise cultivated in the Japanese market to
drive our global strategy, starting with the Middle East
and Asia and expanding into Europe and the Unit-
ed States. In addition, we will promote “procedure
export,” which involves not only exporting finished
products but also spreading therapeutic procedures
and medical techniques together. Along with that we
would also like to expand the globally supply of med-
ical device materials and OEM services.

Innovation in Very-Thin 2 mm Catheter:

Unique Technology Creates Competitive Advantage

JLL’s Intracardiac Defibrillation Catheter BeeAT, despite an
extremely thin diameter of just 2 millimeters, is equipped
with several lumens (internal cavities) that accommodate
conductors, operating wires, guidewires, and more. It is
JLL’s proprietary extrusion molding technology that makes
these fine and complex structures possible.

With conventional manual manufacturing, there were lim-
itations in ensuring the arrangement and stability of the lu-
mens. The establishment of extrusion molding technology
has enabled flexible design of the number, shape, and hard-

ness balance of lumens according to the
functions and size required of the catheter. %
This technological innovation creates
smooth insertion of the BeeAT into the
cardiac chamber and leads to an ex-
panded product lineup. Furthermore,
since manufacturing costs can also be
reduced, we have realized both product
performance and cost competitiveness,
establishing a clear product advantage.
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» Distinctive Features as a Distributor

Features - ---cccooiiiiiiiiiiiii

— 1. FULL-SERVICE DISTRIBUTOR

JLL’s strength lies in its ability to provide a seamless
distribution function that covers everything from prod-
uct discovery and acquisition of regulatory approval
to sales and after-sales support. This FULL-SERVICE
DISTRIBUTOR (national sales agent) capability is a
major attraction for overseas manufacturers seeking
to enter the Japanese market, making JLL a strong
candidate for partnership.

FULL-SERVICE DISTRIBUTOR

In addition, JLL has acquired the exclusive distri-
bution rights for overseas products, and in Japan, the
Company fulfills a range of roles and responsibilities
on behalf of overseas manufacturers, including for-
mulating strategies for market introduction, providing
technical support, and offering after-sales follow-up
at medical sites. This enables us to secure a high level
of profitability that sets us apart from being merely a
wholesale business.

rs and Quality Assurance Department

ing Department

h..\

Product Search Regulatory Affairs and

Clinical Trials

Contract Negotiation

Inventory/Logistics

Sales Services
Management

— 2. Introduction of highly novel products
Among global medical R&D labs, overseas tech firms
have lead the development and therefore we commit
ourselves to bridge the latest technology devices to
Japanese patients and have made it our mission.

To discover new products, the Marketing Depart-
ment continuously pursues highly innovative products

by gathering the academic latest information through
participation in overseas conferences and collabora-
tion with medical consultants. In addition, there are
cases where overseas manufacturers considering en-
try into the Japanese market approach our company
as a potential sales partner.

Future Initiative — Introduce Products That Contribute to Solving Social Issues — =+ -rrrerrerreeeeeeeeee

JLL is committed to supplying latest and most suit-
able medical devices and, in recent years, has espe-
cially focused on introducing products that contribute
to solving social issues. Behind this is Japan’s rap-
idly progressing population aging, unmatched in the
world, and the resulting increase in the number of po-
tential patients. Additionally, with reforms in the work-
ing styles of medical professionals, including those of
physicians, there is a growing demand for time-saving
devices that enable efficient treatment in a short time.
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The hemostatic device for femoral vein “VASCADE
MVP,” which began sales from FY3/2024, enables
rapid hemostasis after atrial fibrillation ablation proce-
dures and helps reduce the burden on both patients
and medical professionals. JLL is actively introducing
such time-saving devices and is committed to pro-
viding products that enhance efficiency and reduce
workloads at medical sites across different therapeu-
tic areas.
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» Business Foundation

Sales and Supoor-t FUI’]CtIOI’] ...................................

JLL has established a network of sales offices both
in Japan and overseas. Domestically, our structure
comprises 48 locations nationwide, supported by 430
specialized sales professionals who engage in deeply
localized sales activities. This sales structure stands
in contrast to the strategy of many foreign compet-
itors, who often consolidate locations, reduce their
sales force, and rely on third-party agents. Our ap-

Number of sales
staff in Japan 430 persons

proach enables us to respond rapidly to the needs of
medical sites.

JLL’s sales staff respond promptly to high-urgen-
cy cases and have built trust-based relationships
with medical professionals. As a result, we now cover
about 96% of domestic facilities that perform arrhyth-
mia and cardiac surgery.

Sales Office Locations JLL vs Competitors

(No. of offices)
Number of sales 48 . Foreign Company A 8
offices in Japan locations :
Foreign Company B 9
9 60 Foreign Company C 16
Domestic customer coverage rate* A) Foreign Company D 2
* JLL estimate (2023) based on sales results from approximately JLL 48

770 facilities performing arrhythmia surgery (ablation centers)
and 560 facilities performing cardiac surgery in Japan.

Regulatory Affairs and Quality Assurance Function

JLL’s regulatory affairs department possesses exten-
sive expertise and a proven track record in obtaining
regulatory approvalforsellingmedical devicesinJapan.
In particular, we have established a system for provid-
ing arapid and smooth response even when clinical tri-
als are required for the domestic introduction of highly
novel medical devices. JLL also takes on the role of
marketing authorization holder for many procured
products in the same way as for proprietary products.
This is due to the well-established quality control and
defect response systems of JLL’s Quality Assurance
Department, as well as its extensive experience. The
Regulatory Affairs and Quality Assurance department
at JLL, with its rich track record and experience,

* As of June 2025, based on JLL’s research (referencing each company’s website)

forms the foundation of our business activities and
represents one of our key strengths.

Strong Re|at|0nShIpS Wlth Customers and Sales Agents ......................................................................

Since our founding in 1981, we have been selling
medical devices primarily in the cardiovascular field
for over 40 years. In a market traditionally reliant on
imports, we have distinguished ourselves by offering
domestically produced products that cater to Japan’s
unique needs. Through direct communication and
partnership with healthcare professionals, we have

built trusting relationships with medical facilities na-
tionwide.

Furthermore, in our global expansion, we aim to
further strengthen our global business foundation by
building partnerships with local sales agents in each
country.
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Stakeholder Engagement

JLL not only creates economic value by providing excellent medical devices, but also actively promotes collab-
oration with a wide variety of stakeholders to realize our Mission.

Understanding and trust from diverse stakeholders
are crucial to realizing our sustainable business ac-
tivities. We emphasize two-way communication with
patients, medical professionals, business partners, lo-
cal communities, shareholders, investors, employees,
and other diverse stakeholders in order to accurately

understand their expectations and interests so that we
can appropriately reflect them in our business activi-
ties. Through this, we aim not only to create economic
value, but also to provide social value and achieve sus-
tainable growth.

» Relationships with Stakeholders

How We Engage wi

th Stakeholders

® Improving patients’ quality of life
® Disseminating easy-to-understand
information about diseases and surgery

Examples

— Introduction of the latest & optimal medical devices

® Developing human resources — Launch of a website for pati

and providing opportunities for
employees to play an active role
® Creating a workplace where
employees can work with comfort
Examples
— Implementation of a
career preference survey

— Job training
— Dissemination of information

through the intranet G
— Employee satisfaction surveys &
(conducted once a year)

— Establishment of a whistleblower Employees
system

customer inquiries

&
[ ¥+

® Increasing shareholder ‘

value Shareholders
® Returning profits appropriately and Investors
® Disclosing corporate information
in a timely and appropriate manner
Examples
— Financial results briefings
(conducted four times a year)
— Investor meetings (held 118 times/year)
— Participation in securities company
conferences (1 time/year)
— Publication of integrated report

® Popularizing Basic
Support (BLS)

(once a year) ® Participating in social

— Dissemination of information contribution activiti
through our website section Examples
designed for shareholders
and investors

— Establishment of a contact point for

Patients

JIL Japan Lifeline

.
i

Local Community

— AED training sessions
— Participation in community and volunteer activities

® Providing medical equipment
with high therapeutic efficacy
® Providing safe and easy-
to-use products and services
® Providing appropriate
information on products
and services
Examples
— Introduction of the latest & optimal
medical devices
— Development of products based
on interviews with medical professionals
— Daily sales operations

— Provision of information through

Medical our website section designed for
Professionals medical professionals

4
o

Business
Partners

ents

® Building sustainable
relationships
® Conducting fair business
transactions
® Providing appropriate
information on products
and services
Examples
— Announcement of Partnership
Building Declaration
— Formulation of procurement policy
— Daily sales activities aimed at
business partners
— Provision of information through
our website

Life

ies

— Provision of support for local communities

through donations an:

d sponsorships (support for

local cultural events and arts promotion activities)

Note: Figures for the number of meetings/briefings held are based on FY3/2025 results.
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* Medium- to Long-Term Strategy/COO Message......
* BUsiNess Strategy ......coovvvviiviiiiiiie e
* Financial Strategy/CFO Message ..........ccocvvvvvveeeenn.

* Human Resource Strategy .......cevveveveriiiiiiiiiiiiiineeenn,
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