


Our Business

W Current State of the Medical Device Industry

The size of the global medical device market in 2023 was
approximately 517.6 billion USD. The market is projected

to grow to approximately 654.3 billion USD by 2027 due Global Medical Device Industry
to aging populations in developed countries, population -
growth and economic development in emerging/develop- ~ ®ion USD) o0os
ing countries, technological innovation, and other factors. 700 Approx. $517.6 billion
Neurovascular Area The market CAGR is expected to reach 5.9% for the pe- 600 |
riod from 2018 to 2027. A
500 - 2027
Stent Retriever Market Size 400 - Approx.
654.3 billi
Approx. $917 .6 billion w00 | 36543 billon
Approx. 77 trillion yen (based on an exchange rate of 1 USD = 150 yen) L
9 0 QT | | | | | | | | | |
CAGR ApprOX. 5. Yo 2018 2019 2020 2021 2022 2023 2024 2025 2026 2027 (years)
(forecast) (forecast) (forecast) (forecast)

Source: Medical Device Industry Vision 2024, Medical Device Industry Vision Study Group, METI Source: Medical Device Industry Vision 2024, Medical Device Industry Vision Study Group, METI
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The demand for medical service in Japan is expected to
continue to increase as the population ages. In particular,
cardiac disease is expected to increase in terms of num-
ber of patients, with aging being the biggest factor. While
the cardiovascular area is one of our core business fields,
we are also developing business in the neurovascular and 109 110
gastrointestinal areas.

Trend Forecast of
Population Age Over 65
(base year of 2020 given value of 100)

Embolic Coils

105

Cardiac Pacemaker 101 103

100
S-ICD
Market Size s
(subcutaneous
implantable Approx ¥4 tr“"on || Elderly population is growing
cardioverter
defibrillator)
CAGR Approx. 4°/o 2020 2025 2030 2035 2040 2045 year)
Source: Medical Device Industry Vision 2024, Medical Device Industry Vision Study Group, METI Source: Aging Society White Paper (2023), Cabinet Office of Japan
EP (Electrophysiology)
Catheter
Vascular Frozen Elephant Trunk Cardiovascular Neurovascular Gastrointestinal
Graft Area Area Area
Gastrointestinal JLL Market Size Approx. ¥400 billion Approx. ¥40 billion Approx. ¥60 billion
as rz'n S RF Needle for Liver Surrounding
rea Cancer Treatment M
arket
CAGR’ 4'5(Vo 8°/o 3'50/0

Source (for market size figures): Medical Devices and Supplies Yearbook (2023 Edition), R&D Co., Ltd.
* Our CAGR forecasts for the next few years

At a glance Net Sales Operating Profit Margin | ROIC

FY3/2024 | «+51.3viion | 21.2% 12.1%

By strategically combining our own products with third-party products, we are able to secure a top-class level of
profitability in the industry. We are steadily achieving business growth by expanding our business areas and the
continuous introduction of competitive products. We have successfully shared high returns with our shareholders
by pursuing effective capital management.

Colonic Stent Bile-duct Tube Stent
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JLL’s History

1999
Research Center

JLL’s History

In-House

Net Sales 51 3 - Product 58 8(y
for FY3/2024 ¥ = W billion Sales Ratio . 0
2017
2012 Entry into
Toda Factory 2020 :
Internal Atrial Cardioversion Catheter MRS JLL Malaysia (billion ¥)
BeeAT (in-house product) : : -60

Y § 2014

Oyama Factory

Ichihara Factory

Frozen ElephantTrunk | 50
2010 i FROZENIX (in-house product)
1999 K
Expanded to 2010 L 40
[ Net Sales - In-House Products Manufacturing EXpand_ed
Production
Net Sales - Third-Party Products
; -30
2000 : : :
Ukima Factory ‘
1981 - 20
Founding [ |
: o
; om M
-10
o
L0
1981 1985 1990 1995 2000 2005 2010 2015 2020 (FY)
e—— 1981 | Cardiac Rhythm Management >
e—— 1989 | Coronary Intervention i
e—— 1990 | Cardiovascular Surgery >
o— 1995 | EP (Electrophysiology)/Ablation 2
e——— 2005 | Structural Heart Disease |

Production Coverage

‘ 1981 ’Founding

Japan Lifeline was founded as a trading company
involved in the import and sale of Cardiac Pacemakers
manufactured overseas. The Company grew as
pacemaker use became more popular and established
its position as a medical device trading company by
expanding the number of third-party products that it
carried for cardiovascular applications.

Expanded Third-party Products

1981 Cardiac Pacemaker

1989 PTCA Balloon Catheter

1990 Prosthetic Heart Valve

1991 Vascular Grafts

1995 EP (Electrophysiology) Catheter
1998 Coronary Stent
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‘ 1999 ’ Expanded to Manufacturing

After introducing world’s best medical devices to Japanese
market for a few decades, we heard needs of the local
physicians. Henceforth JLL took on the challenge to expand its
business to manufacturing in order to provide the devices that
are best suitable for the local market.

1999 Established Research Center

2000 Esteblished Ukima Factory

2001 Released PTCA Guide Wire

2003 Released Ablation Catheter

2004 Released EP (Electrophysiology)
Catheter

Expanded
‘ 2010 ’ Production System

As to respond to the growing market needs on JLL
in-house products, we added four factories: three in
Japan and one in Malaysia. Our factory in Malaysia is
expected to play an important role in our global business
expansion.

2010 Established Ichihara
Factory

2012 Established Toda Factory

2014 Established Oyama
Factory

2020 Established JLL Malaysia

—— 2017 | Gastrointestinal —p
2022 | Neurovascular e——p

‘ 2017 ’ Entry into New Areas

JLL entered the gastrointestinal field in 2017 by developing
products utilizing the unique technologies that we have
cultivated as a manufacturer, then expanded to the
neurovascular field in 2022 by introducing overseas products.

Gastrointestinal Area

2017 Released Colonic Stent

2019 Released RF Needle for Liver
Cancer Treatment

2022 Released Bile-duct Tube Stent

Neurovascular Area

2022 Released Embolic Coil

2023 Released Aspiration Catheter
2024 Released Stent Retriever
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We will continue to offer JLL’s value to both
new business areas and global markets

—Making Human Resource Development a Business Foundation-

President and CEO

Rt * FEAY

Value That Only Japan Lifeline Can Offer

Utilizing a Unique Business Model for Further
Growth

In the current Japanese medical device industry, 70%
of the market is occupied by imported products.
Amidst this, 60% of the products we handle are our
own, while 40% comprises strategic partnerships with
global manufacturers. Our distinctive business model
combines our manufacturing capabilities with exclu-
sive distribution rights for selected global innovations,
allowing us to supply high-value solutions precisely
tailored to the physicians’ needs. This is our greatest
strength and characteristic. Furthermore, as an inde-
pendent company, we have the flexibility to consider
handling inquiries from various overseas manufacturers
without restrictions.

We began developing our own products in 1999.
Since then, in addition to our value-added distribution
functions, we have acquired product development ca-
pabilities and have honed our technical and manufac-
turing skills over the past 25 years. Today, leveraging
the advanced technical expertise we have accumulated
as a maker and the insights we have gained as a dis-
tributor, we are expanding our business scope beyond
the cardiovascular field to include the neurovascular
and gastrointestinal.

Japan Lifeline Integrated Report 2024

Creating Healthcare Value Through Advanced
Medical Device Solutions

At Japan Lifeline, we are committed to the mission of
“Contributing to a healthier society through the cut-
ting-edge medical technologies” with the responsibil-
ity of providing safe and excellent medical devices for
patients and physicians. In Japan, as the aging demo-
graphics exasperate and thus market demand increase,
the financial strain on healthcare is becoming more se-
vere. We see providing products that can alleviate this
financial burden as one of the social challenges we can
address.

Moreover, with recent advancements in reforming
doctors’ working styles, developing and providing
time-efficient treatment devices has become an im-
portant theme for us. Efficiently completing surgeries in
a shorter time not only reduces the burden on doctors
but also offers significant benefits to patients with min-
imally invasive surgeries and shorter hospital stays. We
believe that sincerely addressing these social issues
and continuously providing products that offer solu-
tions is our greatest contribution to society.

Addressing logistics issues is also a challenge for
us. We deliver our products from two logistics centers
located in Haneda and Osaka to 48 sales offices na-

tionwide and approximately 410 sales agents. As the
2024 Problem, which is the shortage of logistics work-
ers, becomes more severe, we are highly attentive to
ensuring that products needed in medical settings are
delivered reliably. This is especially critical for urgent
patients with conditions related to aortic aneurysms or
aortic dissections. It can be a matter of life or death for
the patient whether our products are available at the
hospitals or delivered promptly.

Our sales and logistics personnel do not simply de-
liver products during business hours and consider their
job done. They are required to take mission driven
actions, while being empathetic to patients and phy-
sicians in such challenging situations. Our ability to re-
spond to such urgent needs is one of our strengths,
and we intend to refine this practice into the future.

Top Message

Performance for FY3/2024
and Progress of the Medium-
Term Management Plan

Exceeding Results and Forecasts for
FY3/2025

JLL is engaged in a five-year management plan which
concludes with FY3/2028. For FY3/2024, the first year
of this plan, we anticipated a drop in revenue due to the
termination of some business units and changes in the
distribution channels of major products. However, the
actual results exceeded expectations, with sales reach-
ing ¥51.3 billion whilst a forecast of ¥48.8 billion, oper-
ating profit hitting a record high of ¥10.8 billion, and an
operating margin of 21.2%.

The primary factors contributing to these results were
the increased revenue from our proprietary products
driven by a rise in cases within the cardiovascular field,
robust sales of new products, and a successful entry
into the new therapeutic domains such as neurovascu-
lar and gastrointestinal.

Behind such profound results, we implemented a
performance-linked bonus system that returns 20% of
above-budget operating profit to employees. This sig-
nificantly enhanced JLL teams’ performance. These
positive outcomes reflect both our unified team spirit
and our employees’ proactive efforts, as they saw a di-
rect link between their hard work, company profitability,
and personal rewards.
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For FY3/2025, we anticipate a decline in product
prices due to the reduction in insurance reimbursement
rates started in June 2024. However, we are confident
that by expanding the market presence of competitive
new products in our existing domains and enhancing
our product lineup in new fields, we can successfully
meet our targets for FY3/2025.

Status of Key Initiatives in the Five-Years
Management Plan

In our mid-term management plan, we have outlined
three key initiatives. The first, “Expansion into New
Therapeutic Areas,” focuses on the growth of the neu-
rovascular and gastrointestinal businesses while main-
taining stable revenue from our existing cardiovascular
domain. We are developing these new areas into future
core business pillars. In the neurovascular segment,
which requires specialized knowledge and sales ex-
perience, we have successfully launched multiple new
products in our first year of entry by hiring personnel
with extensive expertise. In the gastrointestinal, our
proprietary technology-driven flagship products have
gained strong market acceptance, leading to significant
market share growth.

The second initiative, “Continuous Introduction of
Competitive Products,” is also being actively pursued.
Our two core products, the Intracardiac Defibrillation
Catheter and the Frozen Elephant Trunk, have seen
new competitors entering the market. As pioneers of
these products, we enhance and expand our prod-
uct lineup to further promote competitiveness and

maintain our dominant market share.

Regarding the expansion of our product lineup, we
strive to advance the research and development of im-
proved and evolved versions of our products as well
as the launch of new ones. Every new product has
aspects that customers would like to see improved.
It is crucial to swiftly and accurately capture such in-
sights and promptly innovate products accordingly.
Maintaining a mindset of not being complacent with
the success of a single product is essential, and we
believe this attitude is the source of our competitive
strength.

For our third initiative, “Strengthening Management
with a Focus on Capital Efficiency,” we have advanced
digital marketing efforts, revamped our enterprise
management systems, and invested in human capi-
tal. | have consistently emphasized to my teams the
importance of the growth of earnings per share. At
JLL, we have strengthened the linkage between direc-
tors’ compensation and EPS and have also undertak-
en share buybacks to a certain extent. Our financial
strategy focuses on two pillars: driving organic growth
through core business expansion, while maximizing
shareholder value through strategic capital alloca-
tion, including share repurchases. Capital efficiency
has always been a cornerstone of our management
approach, with ROIC (Return on Invested Capital) as
our key performance indicator. We consistently target
a ROIC premium of 400 basis points above our WACC
(Weighted Average Cost of Capital), demonstrating
our strong commitment to value creation.

Long-Term Vision and Initiatives for Sustainable Growth

Seizing Opportunities on the Global Stage

Moving forward, we will strengthen our market lead-
ership in core segments while accelerating growth in
strategic domains such as neurovascular and gastroin-
testinal therapies. This expansion envisions creating a
balanced portfolio by leveraging our existing cardiovas-
cular expertise and proprietary technologies to unlock
new business opportunities. We are also pursuing OEM
product supply and utilizing our catheter shaft manu-
facturing technology to secure OEM orders for com-
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ponents. We recognize the potential demand for our
catheter shafts and tubes in areas beyond our current
business scope, including those we may not have yet
identified. To tap into these latent needs, we maintain
close dialogue with physicians and actively participate
in premier international medical device exhibitions. By
showcasing our capabilities on a global stage, we aim
to attract attention and expand our global partnerships.

From another perspective, about 15 to 20 years ago,

the insurance reimbursement prices for medical de-
vices in Japan were higher than those in Europe and
the United States. However, this situation has since
reversed, with Japan’s reimbursement prices now low-
er than those in Western countries. Given Japan’s uni-
versal healthcare system and its aging population, this
trend is unlikely to change soon. In response, we are
committed to expanding our product market overseas.
I want our employees to approach this with confidence,
understanding that if our products are successful in Ja-
pan, they will succeed internationally. We aim to lever-
age the benefits of the ongoing yen depreciation to ad-
vance the global expansion of our products.

To successfully market medical devices globally, we
must navigate and comply with each country’s regula-
tory requirements and ensure robust quality assurance.
FDA clearance represents a strategic milestone in our
global expansion plan, given its gold-standard sta-
tus in medical device regulation. While advancing our
FDA submission program, we are currently executing
our market entry strategy in key international markets
where we have identified strong growth potential.

“Create the Future Together and
Grow Together”

Throughout my tenure, | have adhered to a steadfast
management philosophy of “co-creation and co-de-
velopment.” This principle transcends traditional hier-
archies, encouraging collaboration between superiors
and subordinates, as well as between senior and ju-
nior employees. As we navigate the evolving social and
environmental landscape, | will continue to expect our
staff members to embrace this mindset of “creating the
future together and growing together.”

When it comes to hiring, | personally appreciate
“street-smart” individuals who can adapt and respond
appropriately to various situations in society, rather
than focusing solely on academic credentials or knowl-
edge. It's essential for our company to bring together
diverse talents and leverage their unique capabilities.

One of our current challenges in HR is the develop-
ment of managers. As we strengthen our management
skills for our leadership, we recognize the strategic
importance of accelerating our talent development
initiatives. Moving forward, we plan to systematically
implement educational and training programs and pro-
vide growth opportunities through job rotation across
different departments, allocating both time and budget
to these initiatives.

Increasing the ratio of female managers is another
challenge we are addressing. We believe it is essen-
tial to create an environment and provide opportuni-
ties where women can excel and advance. This fiscal
year, we have initiated a program focused on cultivating
leadership talent, with significant participation from our
female employees. Furthermore, in an era of increased
employment mobility, retaining talented people requires
more than just competitive compensation. It’s import-
ant for each employee to envision their growth story
within our company. The key is to offer opportunities
for individual growth, ensure they can tangibly feel their
progress, and create an attractive workplace that main-
tains a work-life balance.
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To Our Esteemed Stakeholders

Adapting Gracefully to Change and
Remaining a Compelling Presence

Japan Lifeline has consistently generated value by
fulfilling our social role and mission for patients and
healthcare professionals in Japan. While this commit-
ment remains steadfast, our long-term vision is to be-
come a vital support for patients’ resilience in the global
market.

In response to the diverse expectations of our stake-
holders, we are actively advancing our sustainability ini-
tiatives. Our sustainability framework addresses seven
material issues through executive-led subcommittees,
integrating sustainability into our core business oper-
ations. Each focus area is driven by cross-functional
teams of domain experts, ensuring comprehensive

11 Japan Lifeline Integrated Report 2024

strategy development and effective implementation. As
a result, our initiatives related to each issue are pro-
gressing smoothly.

In an ever-evolving business environment, | believe
JLL must remain agile and continue to be an attractive
presence for stakeholders. Embracing these changes
provides growth opportunities for the next generation
of talent, creating a virtuous cycle of development be-
tween the company and its employees. This, in turn,
enhances sustainable shareholder value.

We sincerely appreciate your unwavering support
and look forward to our continued partnership.

Value

Creation

e VValue Creation Process............cocovvvinnnn. 13
e The Six Capitals .......ocooiviiiiiii 15
e Threats and Opportunities ..................... 17
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e Stakeholder Engagement ...............onel. 23



Value Creation Process

Mission

Contributing to a healthier society
through cutting-edge medical
technologies

Uphold the
medical
practices with
nationwide
sales offices

Financial
Capital

Manufactured
Capital

Intellectual
Capital

Human Capital

Social &
Relationship Capital

Natural Capital

Ensure the
effectiveness,
reliability, and

devices

Business

safety of medical

Risks and Opportunities

Environment

Introduce
highly novel
products from
overseas

Develop and
manufacture
high-quality,
easy-to-use
products
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Value Creation Process

Provide Medical Devices

Cardiac Rhythm

EP/Ablation i Neurov. lar i i

Management Cardiovascular eurovascula Gastrointestinal

Main Products Main Products Main Products Main Products ‘ ‘ Main Products
Cardiac Pacemaker EP (Electrophysiology) Vascular Grafts Embollc Coils Bile-duct Tube Stent
T-ICD ) Catheter Frozen Elephant Trunk Aspiration Catheter Colonic Stent
(transvenous implantable Ablation Catheter Stent Grafts Stent Retriever RF Needle for Liver
cardioverter defibrillator) .
S-ICD Internal Atrial Cancer Treatment
(subcutaneous implantable Cardioversion Catheter
cardioverter defibrillator)

Fva2024 | |  Fyapoza | | Frvaeo24 | | Fvaeoza | | Fys2oe4

Net Sales: Net Sales: Net Sales: Net Sales: Net Sales:
¥13,501 million ¥24,249 million ¥11,406 million ¥912 million ¥1,314 million
Percentage of Overall Percentage of Overall ~ Percentage of Overall ~ Percentage of Overall ~ Percentage of Overall
Sales 26.3% Sales 47.2% Sales 22.2% Sales 1.8% Sales 2.5%

Net Sales in New Business ' Operating Profit

Net sales Areas* Net sales Margin
63 Buiin § 20%
¥ billion ¥ billion level
(FY3/2028) (FY3/2028) (each fiscal year) (FY3/2028) (FY3/2028)

* Neurovascular and
Gastrointestinal

& (et e |

e

Patients Medical Employees = Business | Shareholders Local Natural
Improve | Professionals  Opportunitiesfor = Partners | and Investors | Community | Environment
patients’ Contribute to ~ fluman resource Mutual Stable Contribution Reduce
quality of high-quality = developmentand == yoe100ment . growthand | asamember  environmental
life medical care  2NENVIONMENt 5 400 ah fair || shareholder || ofthelocal | impact caused
where employees trade returns community by our business
can work with activities

peace of mind
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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.

W Financial Capital

JLL has established a stable financial base through a
highly profitable business model that possesses both
distribution and manufacturing functions.

Connection to Value Creation

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

W Manufactured Capital

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

Connection to Value Creation

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.

W Intellectual Capital

The Research & Development Department accumulates
proprietary technologies and applies our innovations for
patents. The Regulatory Affairs Department has exten-
sive experience in regulatory affairs and quality assur-
ance related to Specially Controlled Medical Devices.

Connection to Value Creation

The R&D Department focuses on the application
and expanding proprietary technologies into new
fields. The Regulatory Affairs team ensures the
smooth introduction of Specially Controlled Med-
ical Devices into the medical field.

15 Japan Lifeline Integrated Report 2024

Cash and Cash
Equivalents

¥1 2,669 million
<
<
o

Capital-to-Asset Ratio
(consolidated)

79.0+

Number of Lab and Number of Sales
Factories Bases Agents

4 in Japan O 347 in Japan O

1=t 95

41 overseas

1 overseas

R&D Investment Patent Applications

¥2,436 million 41

(Includes patent application and (FY3/2024)
clinical trial costs)

W 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 inten-
sive training courses to ensure the firm acquisition of
specialized knowledge in order to qualify as JLL agent.

Connection to Value Creation

Throughout our business process; from sourcing
and developing excellent products until delivering
to frontline physicians, our team with high expertise
pour passion to provide the latest and most optimal
medical devices.

W Social & Relationship Capital

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.

Connection to Value Creation

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

W 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 recycling
rate of industrial waste.

Connection to Value Creation

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

The Six Capitals

Mid-Career CDR Certificate
Hires Holders

78.3-. 326

(as of June 30, 2024)
‘|| ?
T.
* Cardiac Device Representative (CDR):
An expert who possesses specialized knowledge and skills that provides
information on medical devices and medical technology including Cardi-

ac Pacemakers and ICD (implantable cardioverter defibrillators). The cer-
tifying body for CDR certification is the Japanese Heart Rhythm Society.

=mlle —ilje
=mje —ije

!
i

=mjo —ije

JLL’s Sales Offices Client Hospitals

2,583

48 in Japan <>
=t

1 overseas

Greenhouse Gas Industrial Waste
Emissions Reduction Recycling

-15.6- 97

(Base year comparison)

A
JZAN

Note: All figures are current as of March 31, 2024

-
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Threats and Opportunities

Threats and Opportunities

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

by minimizing risks and maximizing opportunities.

Categories

Main Related Factors

Main Related Factors

Threats

Opportunities

Main Related
Material Issues

=3
=
o
a
c
Q
=
o
=)

e Increase in national healthcare costs due to the aging
T population * Possible decline in sales due to drops caused by e Increase in sales due to rising demand for medical
o Revision of insurance reimbursement prices set by the insurance reimbursement revisions. equipment due to the aging of the population
overnment ical i
Business : : " ; i | fnorlgs T'fﬁmﬁiges
Environment e Advancement of technological innovation for medical ORI Ipst sgles ogportunltles S e  Expansion of product sales opportunities through the _g ;
devices Uzl o, introduction of products that use innovative technologies medical devices
Technologies o BUsi del ch tting from diaital o Potential loss of business opportunities due to failure « Creation of Kets by driving busi del s
usiness model changes reslting from digita 10 adapt o business model changes driven by digital reation of new markets by driving business mode £
transformation . changes through digital transformation o
Manufactured transformation. S
Capital _ N _ %
« Product defects e Potential loss of sales opportunities due to defective =
Quality « Stricter laws and requlations refated to the quality of Intellectual product recalls. * Expansion in products sales opportunities due to * Secure product
edical devices Capital o Potential for reduced earnings due to compensation increased confidence in the quality of products quality
claims arising from product defects.
Legal’ o Potential business disruptions and/or liability claims
Regulatory, arising from information security issues, such as system N ) ©
and Social Risk I o Cyberattacks and information leaks outages and personal data breaches. ¢ Compeztlve;?)vantalges ofﬁourlln-housef products * Strengthen corporate g
Requirements isk Management | Intellectual property disputes o Risk of lost business opportunities and/or liability claims ;Sr:tr:ngfztfz;eprogerr:; ing effective use of our own ?r?:lf rnqzrr:ZZement) cz
due to infringement on other companies’ intellectual %
property rights. =3
il s el ¢ Possible suspension of business and/or compensation
Compliance (pertaining to bribery, human rights, occupational safety, : . —  Promote compliance
antitrust, security export control, etc.) Financial SIS ESITEN s
Capital
e Possible loss of sales opportunities for products due to -
acquisition of suppliers hence force loss of sales rights. §
e Potential extraordinary losses arising from the ‘?3»
Supply chain, O ACQU{SITIOD of SUDP'_IGFS and customers, and ynderperformance of.companies in which we have 3
hange rate deterioration of business performance , investments or o which we have extended loans. « Strengthened resilience of our overall business by  Secure stable Subpl o
a:;cinterest rate o Significant fluctuations in exchange rates and interest Human Capital o Compressed profit margins due to increased sales costs in?pr'oving cooperatiop and creating multiple pathways of products pply ?l,
- Omics’ rates Social & driven by significant fluctuations in exchange rates and within the supply chain g
and geop  Major changes in world affairs (war, conflict, etc.) Relz?t(i:éiship interest rates.
Capital e Disruption in product manufacturing caused by the
inability to secure necessary components due to global
Social geopolitical event, such as wars or conflicts.
Environment o Create a workplace .
o Q
Demographic | e Decrease in working population due to changes in ° Ea'rnings pressure f.r gm 7y LCE i FQSTtS il E;przgflfl)tr:n(g esz)e(“cZTIgr?tp g;t;r:;w:/s%ﬁa;ggn crnen market azfliew?t[:: Tgxffi?tcan g
rends and demographic trends heightened competition for top talent acquisition. ) ) ) g
- R e | oss of product sales and business opportunities due to /il i "*’W. markef(s. 4 generat_lng i3 L2125 * Develop human . =
diversity * Demand for diversity challenges in securing exceptional human resources through the active participation of diverse human resources and provide
’ resources opportunities for them
to play an active role
e Earnings pressure from increased energy costs linked to
Environment e Increasing severity of climate change N | Canital the implementation of a carbon tax. o Expansion of product sales opportunities by developing | ® Reduce
* Large-scale natural disasters atural Capita * Risk of manufacturing suspension due to disasters environmentally-friendly products environmental impact
directly affecting our company or our supply chain.
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Business Model

At JLL, we are committed to pursuing a business model that integrates the two functions of a dis-
tributor and a manufacturer, 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 internationally.

W Changes in Business Model

As a company that initially specialized in the import and
sale of Cardiac Pacemakers, we have established our-
selves as a leading importer of innovative medical de-
vices in the cardiovascular field, serving the domestic
medical community. Recognizing the unique needs of
the Japanese market and the necessity for medical de-
vices tailored to the Japanese physique—requirements
unmet by overseas products —we strategically expanded
into manufacturing 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, Vas-
cular Grafts, and gastrointestinal-related products. To-
day, our in-house products constitute more than half of
our sales, underscoring our commitment to delivering

Business Model

Distribution
Function
Introduce highly
novel products
Identify from overseas
the needs
of the
physicians Manufacturing

Function

Develop and produce
high-quality produce,
easy-to-use products

Flexible & robust
product portfolio
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cutting-edge solutions that address the specific de-
mands of the Japanese healthcare sector. Since our
founding, we have primarily focused on handling Spe-
cially Controlled Medical Devices, which are directly
linked to patients’ lives and quality of life. These devices
require stringent management systems, and our robust
business foundation, specializing in sales, regulatory af-
fairs, and quality assurance for these high-level medical
devices, enables us to meet these demands. By leverag-
ing our dual capabilities as both a trading company and
a manufacturer, we have developed a business model
that is difficult for competitors to penetrate. We focus on
building a product portfolio centered around high-value,
Specially Controlled Medical Devices, thereby striving for
sustainable enhancement of shareholder value.

Regulatory
Affairs and
Quality
Assurance
Function

Sales and
Support Function

Ensure the
effectiveness,

Support the
medical field with
reliability, and nationwide sales
safety of our and support
devices network

Business foundation designed specifically for
handling highly controlled medical devices

W Distinctive Feature as a Distributor

— 1. FULL-SERVICE DISTRIBUTOR

As a distributor, our strength lies in our ability to provide
comprehensive services from product discovery to reg-
ulatory approval, sales, and post sales support. Func-
tioning as a FULL-SERVICE DISTRIBUTOR attracts
overseas manufacturers looking to enter the Japanese
market, making us a good partner candidate.

Having exclusive sales agent contract with interna-
tional tech firms, we can obtain a position equivalent
to that of the manufacturer. This will allow us to secure
a high profit margin as a dealer unlike in the wholesale
business where wholesales simply purchase and sell
products.

Distributor Value Chain

FULL-SERVICE DISTRIBUTOR

Sales Department

‘ Purchasing and Logistics Department

’ Regulatory Affairs and Quality Assurance Department

’ Marketing Department
Product Search\ Regulatory Inventory/ Sal
Contract Affairs and Logistics s e
Negotiation /' Clinical Trials / Management SIVCE

— 2. Track Record in Introducing Highly Novel Med-
ical Devices

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.

Our Marketing Department collects the latest infor-
mation on devices and treatments on a daily basis by
acquiring information from consultants and physicians,
and participating in overseas conferences. We also re-
ceive inquiries from overseas manufacturers seeking to
expand their business into Japan and for us to become
their sales partner.

Since it is necessary to obtain regulatory approval in
order to sell products in Japan, our regulatory affairs
team, utilizing a wealth of experience, smoothly han-
dles these application procedures in cooperation with
international manufacturers.

Business Model

Future Initiative
— Introduce Products That Contribute to
Solving Social Issues —

While our mission has been to provide highly novel
medical devices from overseas, we are been to tackle
to social issues through our business.

In Japan, rapid progression of the aging demograph-
ic is leading at an unprecedented rate compared to oth-
er countries, the number of potential patients to spike.
Also, with the commencement of work-style reforms
for physicians in April 2024, there is now a demand for
medical devices that promote time efficiency of surger-
ies and treatment.

In the fiscal year ended March 31, 2024, we launched
sales of the VASCADE MVP Hemostasis Device for Fem-
oral Vein, a product manufactured by Haemonetics. It
is used to stop bleeding after the catheter goes our the
body of patients who have undergone an atrial fibrilla-
tion ablation procedure. Compared to the conventional
method of hemostasis, which require prolonged hand
pressure on the wound, this device can stop bleeding in
a short time, reducing the burden on both patients and
medical professionals. Going forward, we will contin-
ue to launch products that contribute to solving these
types of social issues.

VASCADE MVP Hemostasis Device for Femoral Vein

—

h
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W Distinctive feature as a Manufacturer

— 1. Product Development Aligned with Medical
Field Needs

Originally established as a medical device distributor,
JLL has grown significantly as a manufacturer. In Ja-
pan’s medical device industry, where foreign products
dominate, our success as a domestic manufacturer
stems from our commitment to meeting Japan’s unique
medical needs. To truly understand these needs, our
sales, marketing, and development teams engage di-
rectly with medical professionals at healthcare facilities.
This hands-on approach allows us to identify both cur-
rent and emerging needs in the medical field.

Identify
needs in the
medical field

Develop

high-quality,
easy-to-use
Closely collaborate  Products Apply and
between expgnd
development and proprietary

manufacturing technologies

— 2. Proprietary Technologies Like No Other

Over the years, JLL has developed unique technolo-
gies, particularly in the cardiovascular sector, that offer
significant value to patients and medical profession-
als. A prime example is our extruded shaft processing
technology in the EP/Ablation business. This innovation
enables the cost-effective mass production of catheter
shafts with complex internal structures, hardness gra-
dients, and mixed materials. These high-performance
shafts are utilized in various products, such as our Bile-
duct Tube Stent in the gastrointestinal field. The ability
to mold dissimilar materials like PTFE and polyurethane
into a single piece has been highly praised in the medi-
cal community for its exceptional performance.
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Future Initiative
—Strengthening Exports of Proprietary
Products—

While we have been exporting some of our products,
their contribution to our overall business performance
has been minimal, accounting for less than 2% of our
sales. As a result, enhancing our export capabilities has
been identified as a key medium- to long-term strategic
priority. To initiate comprehensive efforts in this area,
we have formed the Overseas Business Promotion
Department by bringing together members from var-
ious business units. Additionally, we have upgraded
our quality management system and obtained MDSAP
certification at our headquarters and three factories in
Japan to meet global regulatory standards.

Moving forward, we plan to leverage the technolo-
gies and expertise developed in the Japanese market
to create products tailored for international markets.
For sales channels, we will focus on securing local dis-
tributors and business partners.

* MDSAP (Medical Device Single Audit Program) is a program that allows a single
audit by an accredited organization to verify a manufacturer’s quality management
system’s compliance with regulatory requirements in five countries: the United
States, Australia, Brazil, Canada, and Japan.

W Business Foundation

Sales and Supoort Function

We maintain a robust sales network both in Japan and
internationally. In Japan, we have established 48 sales
bases that span the entire country. Our team includes
approximately 430 sales personnel with specialized
knowledge, many of whom hold CDR (Cardiac Device
Representative) certification. This approach contrasts
with foreign competitors who often centralize oper-
ations, reduce sales staff, and rely on distributors for
efficiency.

Our locally rooted sales system allows us to promptly
address the needs of the medical field, earning the trust
of medical professionals by responding swiftly to ur-
gent situations. Currently, we serve about 96% of facili-
ties in Japan that perform arrhythmia and heart surgery.

* 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.

Sales offices

4 8 sales offices

Sales Arrhythmia
representatives surgery facility

Approx. coverage

430 96.

Person Heart surgery
facility coverage

96.

Comparison of the number of Sales Offices between
the Company and Its Main Foreign Competitors

Foreign Company A 8

Foreign Company B 16

Foreign Company C 17

Foreign Company D 27

JuL | —— 48

Note: Based on our research conducted in April 2024 (company websites used for reference)

Business Model

Regulatory Affairs and Quality Assurance

Our regulatory affairs team possesses the expertise
and experience necessary to secure regulatory ap-
proval for marketing medical devices in Japan. This
capability ensures smooth support for clinical trials
required for introducing innovative medical devices.
Additionally, for many third-party products, we assume
the roles of both manufacturer and distributor, similar
to our proprietary products. This is made possible by
our Quality Assurance Department’s robust system for
quality control and defect management, backed by its
extensive experience. Our Regulatory Affairs and Qual-
ity Assurance Department, with its proven track record,
forms a cornerstone of our business operations and is
a key strength.

Medical Facility Network

Since our founding in 1981, we have been selling medi-
cal devices primarily in the cardiovascular field for near-
ly 40 years. In a market traditionally reliant on imports,
we have distinguished ourselves by offering domesti-
cally produced products that cater to Japan’s unique
needs. Through direct communication and partnership
with healthcare professionals, we have built strong re-
lationships with medical facilities nationwide. This ex-
tensive network, developed over many years, serves as
a significant barrier to entry for other companies and
provides us with a competitive advantage.
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Stakeholder Engagement

We are committed to delivering medical devices that offer significant economic value to both pa-
tients and healthcare professionals. Furthermore, we aim to foster fruitful collaboration with a di-
verse range of stakeholders, guided by the principles of our mission.

¥ Basic Views

Understanding and trust from diverse stakeholders are
crucial for our sustainable business activities. We prior-
itize two-way communication with patients, healthcare
professionals, employees, business partners, share-

holders, investors, and local communities. Our goal is
to grasp their expectations and interests and integrate
them effectively into our business practices.

W Relationships with Stakeholders

Stakeholders How We Engage with Stakeholders Examples of Initiatives

© By improving patients’ quality of life

© Introduction of the latest & optimal medical devices
© Launch of a website for patients

S © By disseminating easy-to-understand © Establishment of a contact point for customer
information about diseases and surgery .
inquiries
© By providing medical equipment with high © Introduction of the latest & optimal medical devices
therapeutic efficacy © Development of products based on interviews
Medical © By providing safe and easy-to-use products with medical professionals

Professionals

and services
© By providing appropriate information on
products and services

© Daily sales activities aimed at medical professionals
® Provision of information through our website
section designed for medical professionals

Employees

© By developing human resources and providing
opportunities for them to play an active role

© By creating a workplace where employees
can work with comfort

© Implementation of a self-application system

® Job training

© Dissemination of information through the
Company intranet

©® Employee satisfaction surveys (conducted once
a year)

© Establishment of a whistleblower system

Business Partners

© By building sustainable relationships

© Through fair business transactions

© By providing appropriate information on
products and services

©® Announcement of Partnership Building Declaration
© Formulation of Procurement Policy

© Daily sales activities aimed at business partners
® Provision of information through our website

Shareholders and
Investors

© By increasing shareholder value

® By returning profits appropriately

® Through the timely and appropriate
disclosure of corporate information

© Financial results briefings (conducted four
times a year)

® Investor meetings (held 72 times a year)

© Business briefings (conducted once a year)

© Publication of Integrated Report (once a year)

© Dissemination of information through our website
section designed for shareholders and investors

Local Community

© By popularizing Basic Life Support (BLS)
© By participating in social contribution
activities

© AED training sessions

© Participation in community and volunteer activities

© Provision of support for local communities
through donations and sponsorships (support for
local cultural events and arts promotion activities)

Note: Figures for the number of meetings/briefings held are based on FY3/2024 results.
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Medium- to Long-Term

Strategy

Tatsuya Murase  cnief commercia officer

Our Medium-Term Targets Are in Sight— Accelerating Our

Global Strategy

W' Returning to Growth Path

JLL group has developed a medium-term management
plan covering the five-year period from March 2024 to
March 2028. The core theme of this plan is the “Opti-
mization of the Domestic Business Portfolio.” Over the
past few years, we have been streamlining unprofitable
and non-core businesses while adding new therapeu-
tic areas, such as neurovascular and gastrointestinal,
to our portfolio to drive growth. Since 2020, our per-
formance has been relatively flat due to the impact of
the COVID-19 pandemic. However, we believe we are
now ready to move beyond this transformative period
and enter the next growth phase. By ensuring that each
business within our revitalized portfolio is on a solid
growth trajectory, we are committed to making steady
progress.

In the cardiovascular sector, where we have focused
since our inception, we strive to sustain our competitive
advantage in key areas while proactively seeking new
market opportunities to achieve growth that exceeds
overall market expansion. In the newly entered thera-
peutic areas of gastrointestinal (since 2017) and neu-
rovascular (since 2022), We are targeting substantial
growth over the five years period and are committed to
establishing a strong market presence.
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Our medium-term objective is to achieve sustainable
growth with a compound annual growth rate (CAGR) of
approximately 5% in net sales and operating profit by
outperforming the competition through strategic opti-
mization of our business portfolio. We are committed to
a sustainable operating margin of 20%, underpinned by
operational efficiency enhancement. The surplus free
cash flow generated will be returned to shareholders
appropriately, with a keen focus on capital efficiency.

In line with this strategy, our numerical targets for the
fiscal year ending March 2028, are as follows:

* Net sales: ¥63.0 billion

* Net sales in new business areas: ¥8.0 billion

e Operating profit margin: 20% level (each fiscal year)

e EPS: ¥120

* ROIC: 12%

Additionally, from a long-term scope of 5 to 10 years,
we aim to substantially boost the international sales of
our proprietary franchise.

W' Medium-Term Portfolio Strategy

Let me delve into the core theme of our medium-term
management plan: “Optimizing the Domestic Business
Portfolio.” Our strategy involves categorizing our busi-
nesses into three segments—Core, High-Growth, and
Stable—based on market growth and competitiveness,
and steering each towards optimal outcomes.

Our core strength lies in the cardiovascular sector,
particularly in EP/Ablation and related products, which
constitute about 70% of our sales. With Japan’s elder-
ly population projected to rise until around 2045, and
aging being a significant factor in heart disease, we an-
ticipate a long-term increase in demand for cardiovas-
cular treatments. The EP/Ablation market is expected
to grow by 4-5% annually, while the broader cardiovas-
cular market will see modest growth.

In this core cardiovascular segment, our proprietary
technologies - including the Intracardiac Defibrillation
Catheter and Frozen Elephant Trunk — drive sustainable
growth. Our goal is to “Outperform All Competitors”
through these unique offerings. Furthermore, we aim
to expand into new markets by introducing strategic
third-party products, like a Hemostasis Device for Fem-
oral Vein, which are poised to create synergies with our
existing portfolio.

At JLL, we are committed to delivering unique val-
ue that only we can offer. Our products stand out due
to their “user-friendliness,” which is rooted in clinical
needs, and a “comprehensive lineup” that caters to the
diverse requirements of physicians. Coupled with our
top tier “regionally focused sales force and emergen-
cy operation support capabilities,” we believe we can
maintain a strong competitive edge. Our deep under-
standing of local healthcare ecosystems and continu-
ous engagement with medical professionals position us
as a trusted partner in advancing patient care.

Secondly, we are focusing on our “growth business-
es” in the neurovascular and gastrointestinal spaces.
These are defined as “new therapeutic areas” beyond
cardiovascular treatments. For FY3/2024, our net sales
from these segments were ¥1.8 billion, accounting for
approximately 4% of the total sales. With the con-
tinuous launch of new products and deeper market
penetration, we aim to expand sales to ¥8 billion by
FY3/2028, representing 10-15% of our sales. In these
growth areas, we will actively invest in career recruit-
ment, research and development, and clinical trials.

Medium-to Long-Term Strategy

In addition, we are strategically expanding into the
structural heart disease market through TAVI/TAVR
(Transcatheter Aortic Valve Implantation/Replacement),
identifying it as our third high-growth pillar. This ¥55
billion market, growing at 4-5% annually, represents
a significant opportunity in advanced cardiac care. In
FY3/2024, we signed an exclusive sales agreement
with Meril Life Sciences of India and are currently ad-
vancing market entry preparations in Japan. Since full-
scale entry into this area was not anticipated during the
formulation of our medium-term plan, we expect this
to be an upside opportunity in the latter half of the plan
period.

Lastly, our stable business in cardiac rhythm man-
agement contributes 25% of net sales. In a challenging
market environment, net sales are expected to remain
flat, and the sales ratio is projected to decline. There-
fore, our strategy is to concentrate our sales resources
on products with clear strengths, such as the S-ICD, to
enhance the efficiency of our sales efforts.

To summarize these strategies, we focus on three
priorities: solidifying our market leadership in core
segments, accelerating growth through portfolio ex-
pansion, and optimizing operational efficiency in es-
tablished businesses. This balanced approach drives
sustainable value creation and position us to achieve
our medium-term financial targets.

Business Portfolio Strategy Core business (10%)
0,

Policy: Greatly surpass
all competitors

High & \rovascutr Growth business (5%)

= 21)2 Policy: Expand aggressively

L:‘- _ I EP/

Q Gastrointestinal Structural 5=« Ablation

) 925 heart disease -’ 24,249 I
o

§ Cardio

Vascular
Cardiac 11,406
Rhythm
Management
13,501
0% Cl Business
Stable businesses (25%)

Discontinued Policy: Maximized efficiency
Low |business

f

Inferior Market Competitiveness Superior

Note: The size of the circle shows the scale of FY3/2024 sales (Unit: million yen).
Arrow indicates future direction of the business.
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W Expansion into New Areas

Neurovascular

Catheter-based device treatments for acute stroke
and brain aneurysms are rapidly gaining traction. The
market, currently valued at approximately ¥30 billion,
is expected to continue growing at 8% annually. Since
entering this field in 2022, we have been the exclusive
distributor in Japan for Wallaby Medical/phenox’s dif-
ferentiated franchise. With over 10 contracted items,
our comprehensive lineup forms a top-tier neurovascu-
lar portfolio in Japan, which is a significant strength.

As key milestones, we launched an Aspiration Cath-
eter in FY3/2024 and a Stent Retriever in FY3/2025.
These complementary technologies, fundamental to
acute stroke intervention, strengthen our comprehen-
sive offering and accelerate our market penetration.

Additionally, preparations for introducing a Flow
Diverter, a highly anticipated device for treating brain
aneurysms, are progressing smoothly, with launch
planned for the latter half of our medium-term manage-
ment plan. To achieve our goal of ¥4.5 billion in sales,
we are committed to the timely launch of competitive
products as a key performance indicator.

Medium-Term Sales Forecast | Neurovascular 4,500

Unit: million yen

230 912 1,620

Gastrointestinal

Since our entry into the gastrointestinal field in 2017,
we've leveraged our proprietary catheter shaft and
stent technologies to make significant strides in this
new domain. Our focus since 2022 has been on devel-
oping treatment devices for biliary-pancreatic diseas-
es, an approximately ¥30 billion market and promising
stable growth. In FY3/2024, marking the first year of
our medium-term management plan, we successfully
increased our market share of in-house Bile-duct Tube
Stents to around 10%. Looking ahead to FY3/2025, we
are poised to introduce a suite of products, including
Guide Wires, Double-lumen Dilators, and Cannulas.
Beyond this, we are excited to launch our Innovative
Cholangioscope, which stands out for its cost-effec-
tiveness and reusability.

While Bile-duct Tube Stent will continue to be a rev-
enue driver over the next two to three years, we an-
ticipate that other products will significantly enhance
our business performance in the latter half of the medi-
um-term plan. In our gastrointestinal business, we are
executing a systematic portfolio expansion strategy to
reach ¥3.5 billion in revenue by FY3/2028. Our robust
product pipeline and strategic launch sequence sup-
port this growth trajectory.

In the long term, our vision extends beyond interven-
tional devices to pioneering therapeutic solutions with
significant clinical value. A prime example is our appli-
cation of radiofrequency ablation technology, our prov-
en expertise from cardiac arrhythmia field, to create an
ablation device for bile duct cancer. This cross-platform
innovation exemplifies our capability to create break-
through therapeutic solutions that address critical un-
met medical needs.

Medium-Term Sales Forecast | Gastrointestinal

Unit: million yen

3,500

654 925 1,220

FY3/2023 FY3/24 FY3/25 FY3/26 FY3/27 FY3/28
Actual Actual Forecast Forecast Forecast Forecast

Medium-Term Management Plan
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FY3/2023 FY3/24 FY3/25 FY3/26 FY3/27 FY3/28
Actual Actual Forecast Forecast Forecast Forecast
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' Strengthening Our Core Business

In our core business segment where we have tradi-
tionally held strengths (EP/Ablation and cardiovascular
businesses), we will continue to leverage our competi-
tive advantage by expanding and enhancing our prod-
uct lineup to adapt to the recent competitive landscape
and medical trends.

Digging Deeper for Unique Value

The Internal Atrial Cardioversion Catheter BeeAT and
FROZENIX Frozen Elephant Trunk have maintained a
strong market presence as core products for over a
decade. However, with new competitors entering the
market, we are strategically expanding our product
lineup to differentiate ourselves. Our Atrial Cardiover-
sion Catheters are gaining traction with new models
that address the evolving needs of the medical field.
The Frozen Elephant Trunks are offered in two mod-
els—separate and combined types—enabling us to
deliver optimal solutions tailored to physicians’ pref-
erences and specific cases. Moving forward from this
fiscal year, we will continue to invest in R&D, enhance
our offerings, and introduce new models to solidify our
leadership in diagnosis and cardioversion catheters for
EP/Ablation, as well as in aortic disease treatment for
cardiovascular-related conditions.

Medium-to Long-Term Strategy

New Markets

While further enhancing the added value of our core
products, we are also introducing products that will
serve as revenue pillars for the next generation. In Oc-
tober 2023, we started the exclusive distribution of the
VASCADE MVP Hemostasis Device for Femoral Vein,
which is manufactured by Haemonetics. This product
is rapidly gaining popularity in the medical field. We will
focus particularly on this device so that it becomes a
“new standard in the medical field” in order to realize
early hemostasis after surgery and provide significant
benefits for both patients and healthcare professionals.

We also introduced a new version of our long-
selling separate-type Frozen Elephant Trunk. Com-
pared to the previous model, the new model has a
longer graft, reducing the expansive force of the stent.
With this product expected to reduce the risk of com-
plications, we aim to create a new market in which this
product will account for 20% to 30% market share by
increasing its appeal even to customers who did not
adopt conventional Frozen Elephant Trunk.

W Transcend the Business Boundaries

As we aim to surpass the goals outlined in our medi-
um-term management plan, we are intensifying efforts
to expand the global reach of our proprietary products.
Our strategic shift from a “distributor + manufacturer”
to a “distributor + global manufacturer” is central to this
initiative. In the short term, we are prioritizing the rap-
id establishment of sales channels in the Middle East
and Asia, with plans to extend our presence to over
a dozen countries. This involves active participation in
academic conferences and strategic negotiations with
distributors to enhance our market presence. Our flag-
ship products, such as EP (electrophysiology) Cathe-
ters. Vascular Grafts, and gastrointestinal products,

have attracted considerable interest, highlighting their
potential for growth in international markets.

Looking ahead to the medium and long term, our
goal is to enter the European and U.S. markets by
building a robust framework for securing international
product approvals and adapting our offerings for these
regions. Enhancing our OEM production capabilities re-
mains a priority, especially given the strong reputation
of our small-diameter catheter technology, which offers
additional avenues for business expansion. By stead-
fastly advancing these strategies, we aim to position
our international operations on a growth path, thereby
driving sustained earnings growth in the years to come.
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Business Strategy
Cardiac Rhythm Management / EP/Ablation

Executive Manager of Arrhythmia Business Unit ‘

Takashi Ito

Vice President

' Strengthening Organizational Sales Capabilities

As Executive Manager of the Arrhythmia Business Unit,
which oversees the cardiac rhythm management and
EP/Ablation businesses, | am committed to “Strengthen
organizational sales capabilities.” Compared with com-
petitors, our sales force boasts a strong sales network
nationwide in Japan. Therefore, team cohesion is para-
mount. As a new initiative, we conducted a workshop
for all sales executives across the company focusing

W' Cardiac Rhythm Management

FY3/2024 Overview

In FY3/2024, cardiac rhythm management net sales in-
creased 8.9% YoY to 13,501 million yen, achieving a re-
cord high. The S-ICD, which is a one-of-a-kind product
in the market, was used for many new medical cases
which led to its double-digit growth.

Sales Strategy: Focus on S-ICD,
a One-of-a-Kind Product

Although FY3/2024 net sales reached a record high,
the business conditions are expected to remain chal-
lenging. In FY3/2025, cardiac rhythm management
net sales are expected to decrease by 6% YoY. This
is mainly due to the revision of insurance reimburse-
ment prices in June 2024 that have reduced the price of
pacemakers by 13% and T-ICD prices by 5%.

On the other hand, sales volume is expected to
sustain. While other companies’ leadless pacemakers
are certainly a threat to business, we will continue to
promote Boston Scientific’s product features, such as
long-life batteries, access catheters to aid lead place-
ment, and multiple biometric sensors that can detect
signs of heart failure.

29 Japan Lifeline Integrated Report 2024

on values and vision in sales. The key phrase that was
derived from this was “Serving as a concierge for ar-
rhythmia treatment.” Our strength lies in always staying
close to our customer physicians and making optimal
proposals by leveraging both our distributor and manu-
facturer functions. Moving forward, we will continue to
strengthen the unity of the team and work as one to
achieve our net sales target.

The key to success in this area is the S-ICD, which
is a dominant product in the market. The S-ICD is the
only implantable device where the lead is not placed in
a blood vessel, so which enables the reduced risk of
infection a desirable trait associated with the product.
Therefore, this highly valuable product will remain as
our focused item. Various promotional efforts turned
out successful in FY3/2024 proof of that is a consid-
erable rise in the number of facilities using the S-ICD.
Going forward, we plan to target new customer seg-
ments, including ischemic doctors, and aim to further
promote the popularization of S-ICD through seminars,
interactive sessions, and so on.

S-ICD EMBLEM MRI

' EP/Ablation

FY3/2024 Overview

In FY3/2024, EP/Ablation net sales decreased by 7.8%
YoY to 24,249 million yen. The primary reason for this is
that the distribution channel for our RF Needle, one of
our main products, was changed.

Sales Strategy: Adapt to Changes in the
Business Environment and Excel with Annual
Growth of 5% or More

Although our sales seems to have declined in the
most recent fiscal year, a breakdown shows that sales
of our mainstay EP (Electrophysiology) Catheter prod-
uct line remained solid with a 7.9% increase. With the
elimination of the effects of COVID-19 in healthcare
settings, the number of atrial fibrillation ablation pro-
cedures increased 8 to 9%. The medium-term forecast
was 6%, meaning that the market outlook is positive.
In FY3/2025, EP/Ablation net sales are expected to in-
creased by 11.3% YoY.

Various changes are taking place in the EP/Ablation
field where high market growth is expected. Pulsed
field ablation (PFA) has been attracting attention as a
next generation ablation technology. The new technol-
ogy is expected to reduce the risk of esophagus-relat-
ed complications and reduce procedure time. Although
we forecast our international competitors’ entry into
Japanese market in 2025 to 2026, we are committed to
maintaining our strength.

The competitive landscape is changing along with
the proliferation of PFA. Competitors are withdraw-
ing from some catheter products or increasing prices
due to the yen depreciation and soaring labor costs in

Medium-Term Sales Forecast | EP/Ablation
Unit: million yen

CAGR of 5%

I

Changed RF

Needle sales
channel

26,292 24,249 26,980

FY3/2023 FY3/24 FY3/25 FY3/26 FY3/27 FY3/28
Actual Actual Forecast Forecast Forecast Forecast

L Medium-Term Management Plan —

Business Strategy

manufacturing countries. However, these types of
changes in the business environment are relatively fa-
vorable for us. In addition, there is room for significant
market share growth when looking at our steerable
sheath, a new product that we manufacture in-house.

On the other hand, we face new competition in the
area of atrial cardioversion catheters, one-of-a-kind
products that we have been selling over the past 10
years. As a pioneer, we have added two distinctive
models, shifting our sales promotion efforts from focus-
ing on competing models to new models with higher
added value. By doing so, we will further strengthen
our competitiveness and maintain our dominant market
share.

Our Hemostasis Device for Femoral Vein, which
was launched in the previous fiscal year, is a growth
driver that will open up new markets. This technolo-
gy has the potential to spread to hospitals nationwide
as it captures the universal need for early hemostasis
after surgery. As a sales-related target, we aim to see
this product be used at approximately 400 out of about
800 ablation facilities in Japan by the end of the fiscal
year ending March 2025. In the second half of the me-
dium-term management plan period, this business will
most likely achieve the same amount of sales compara-
ble to the RF Needle business lost in the previous fiscal
year (approximately 4 billion yen).

We will take advantage of the high growth of the
market by thoroughly protecting what needs to be pro-
tected, and actively develop new markets through the
popularization of our Hemostasis Device for Femoral
Vein. As a result, over the medium to long term, we will
achieve growth that exceeds annual market growth,
which is around 4 to 5%.

Internal Atrial Cardioversion Catheter

Nm) .~ Ny ("‘-
' .
e t. -

BeeAT with Inner Lumen BeeAT via IVC Approach
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Business Strategy

Cardiovascular / Neurovascular / Gastrointestinal

. Operating Officer
NObUO TakahaShl Deputy executive Manager of CVG Business Unit

' Cardiovascular

FY3/2024 Overview

In FY3/2024, cardiovascular net sales increased by
5.9% YoY to 11,406 million yen. Although we have faced
competition in the business of our core in-house prod-
uct, Frozen Elephant Trunk (FET), the overall business
has remained stable and experienced revenue growth.

Sales Strategy: Secure Annual Growth of
Several Percent by Focusing on the FET
Business

Our cardiovascular products mainly consist of Vascu-
lar Grafts for aortic disease treatment. In this field, JLL
holds top share, accounting for approximately 70% of
the market with the market size continuing to expand
moderately. Also in the fiscal year ending March 2025,
sales are expected to increase by 0.7%, remaining
nearly flat due to the impact resulting from the revision
of reimbursement prices. In this mature markets, we
have continued to experience 4% to 5% annual growth
thanks to our unique FET FROZENIX series. FET, with
its unique stent structure, offers the advantage of re-
ducing the number of surgeries compared to traditional
products, thereby lessening the physical burden on pa-
tients. As a result, the applicable ranges are gradually
expanding.

Although there have been competitors entering the
FET business since the previous fiscal year, we prompt-
ly took measures to deal with this. We will promote the
development of new markets by introducing FRO-
ZENIX 4 Branched, a FET combined with a Vascular
Grafts, to the market and adding the FROZENIX Partial
ET to our lineup for conventional separate-type FETs.
In addition, we are making steady progress in the de-
velopment of new products for the future.
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Healthy market competition leads to market revi-
talization. We see this as a new opportunity for sales
expansion. In fact, as the interest in FET increased,
especially among young surgeons, and | feel that the
hurdle to using FET products is clearly lower than be-
fore. This serves as an opportunity to leverage our sales
capabilities. Our sales team covers 96% of hospitals
throughout Japan that perform cardiovascular surgery
and is highly regarded for its ability to provide support
when emergency surgeries need to be performed. As a
Japanese pioneer of FET products, we aim to establish
product superiority and expand sales to surpass the
growth of the market.

Frozen Elephant Trunk

FROZENIX Partial ET FROZENIX 4 Branched

' Neurovascular

FY3/2024 Overview

In FY3/2024, neurovascular net sales increased by
296.7% YoY to 912 million yen. The continued launch
of new products, such as Aspiration Catheters, contrib-
uted to this growth.

Sales Strategy: Timely Launch of Individual
Products

In FY3/2025, neurovascular net sales are expected to
drastically increase by 77.6% YoY. Continuing from the
previous fiscal year, we expect further market pene-
tration. We anticipate a contribution to business per-
formance through sales of our Stent Retriever, a key
product for cerebral infarction treatment, which will be
launched during the fiscal year. Moreover the revision
of reimbursement prices is expected to have almost no
impact on this business.

Main Product Launch Time Line

yd

Neurovascular csperance e

FY3/2024 O FY3/2025 O

Gastrointestinal :
CAPELLA Er;doscopic
Guidewire

Business Strategy

In the medium term, we aim to achieve net sales by
4.5 billion yen by the fiscal year ending March 2028.
We aim to do so by strengthening our product portfolio
to maximize synergistic effects between products. To
do this, it is critical to adhere to the planned product
launch schedule. We will strengthen partnership with
Wallaby Medical/phenox and prepare for the soonest
product introductions.

Furthermore, improving the skills of our sales force is
also an important issue. Our newly joined expert staff
have joining our team contributed to expanding sales in
a short period of time. This will enable to medium-term
growth. From the experienced to the inexperienced, we
will deeply focus on improving our organizational capa-
bilities through role-playing of sales and other methods.

T ] M
Adg) ;

e Balloon Guiding Catheter
Stent Assist Device
pRESET Stent Flow Diverter
Retriever
o) FY3/2026 and onward
m— Plan to continue launching
H / biliary-pancreatic related
o - products, etc.
DRES Series
Cholangioscope -

Note: The time line above shows our main products. It does not show all products for these areas.

' Gastrointestinal

FY3/2024 Overview

In FY3/2024, gastrointestinal net sales decreased by
35.8% YoY to 1,314 million yen. Excluding the discon-
tinued coronary intervention business, the base net
sales figure was 925 million yen, a 41.5% increase YoY.
The increased market share of our in-house Bile-duct
Tube Stent contributed to this performance.

Sales Strategy: Leverage Our In-House
Cholangioscope Business to Improve Our
Market Presence

In FY3/2025, gastrointestinal net sales are expected
to drastically increase by 31.8% YoY. In the gastroin-
testinal business, we will continue to focus on the bil-
iary-pancreatic area, which continues to grow by sev-
eral percent. As in the previous fiscal year, although
we expect our REGULUS Bile-duct Tube Stent to drive
growth, we have factored in a reimbursement price

decline of 5% in our forecast. In areas other than the
biliary-pancreatic area, we anticipate growth in sales
of our revamped colonic stent model and from the re-
release of our improved gastroduodenal stent.

Many products will be launched in the fiscal year end-
ing March 2025, but the key to sales in the mid term is
sales from our own cholangioscope, which we aim to re-
launch during the fiscal year ending March 2025. The two
points that give this product a competitive edge are its
large-diameter channel that allows various instruments to
be passed through it and the reusability of the small en-
doscope for internal insertion, reducing the cost burden
on medical facilities. We offer a new option for customers
who want to use cholangioscopes on a daily basis but
find existing products expensive and difficult to use. The
significance of having a lineup of cholangioscope prod-
ucts in the biliary-pancreatic area is substantial. We ex-
pect this will enhance our market presence and create a
virtuous cycle of sales of other treatment devices.
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Financial Strategy

TakeyOSh | Egawa Chief Financial Officer

After a Period of Preparation and Groundwork, Our Efforts Begin

to Show Results

' Review of the First Year of the Medium-Term Management Plan

JLL Achieved a Record High Operating Profit

The fiscal year ended March 31, 2024 was a year that
served as a turning point for us. At the beginning of
the period, we anticipated a decline in net sales due
to termination of unprofitable businesses and changes
in the distribution channels of key products. However,
the number of atrial fibrillation cases was higher than
expected, which grew by 8 to 9% during the period. As
aresult, sales remained almost on par with the previous
period, and the good sales of our high-gross-margin
in-house products led to a record high operating profit.
The smooth expansion of new business areas also con-
tributed to strong performance.

The impact of the yen depreciation was minimal be-
cause our imports are primarily paid for in yen-based
transactions whilst dollar-based transactions are cal-
culated using the moving average method for cost of
goods sold. Furthermore, the impact of soaring mate-
rial cost was absorbed through cost reduction efforts.

Medium-Term First-Year

Management Results
Plan KPI (FY3/2024)
Net sales ¥51 3
(FY3/2028) b|||i°n
Net Sales
in New Business ¥1 _8 billion
Areas (FY3/2028)
Operating
PrOfIt Margin (each fiscal year) 21 '20/0

EPS ¥98.73

(FY3/2028)

ROIC 121

(FY3/2028)

' The Expected Role of the Chief Financial Officer (CFO)

Disciplined Investment with Profitability and
Efficiency in Mind

The role of the Chief Financial Officer is to formulate and
manage capital policies to enhance shareholder value.
For long-term growth, such as expanding sales chan-
nels overseas and entering new areas, investments in
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capital expenditures and initial inventory are necessary.
The CFO supports the business financially by appro-
priately directing investments to maximize their impact
and accelerate the business.

In order to adapt to a rapidly changing business envi-
ronment, the CFO should always keep an eye on future
investments and prepare for such outlays. To ensure

that investments are utilized appropriately for their in-
tended purposes, it is necessary to invest in a disci-
plined manner with profitability and efficiency in mind. |
believe it is my responsibility to create a mechanism to
generate maximum shareholder value while transform-
ing the balance sheet into an ideal form.

The largest capital investment for FY3/2024 was the
replacement of long-used business systems. We have
revamped our long-used system, and switched to the
new system. Going forward, | intend to utilize the new
enterprise system to optimize business processes and
progress operational efficiency.

Continuous investments in research and develop-
ment are also steady, including the purchase of tech-
nologies and joint research with universities. Addi-
tionally, in our business, further investment is required
before products can be brought to market throughout
the products lifetime. Therefore, starting in FY3/2024,

Financial Strategy

we have decided to manage not only the research and
development costs of our in-house products but also
the costs associated with regulatory approvals and
clinical trials along with research and development in-
vestments.

Regarding equity investments, we primarily invest in
business partners and alliance partners related to our
operations. Investment decisions are made based on
whether we can expect business benefits commensu-
rate with the investment. We carefully examine the strat-
egies of potential investment targets and only invest in
companies that meet our internally defined hurdle rate.

In the medium-term management plan, five KPIs
(sales, sales in new areas, operating profit margin, EPS,
and ROIC) have been set as numerical targets. | mon-
itor the progress of sales and operating profit margins
closely as well as EPS and ROIC. As a CFO, | am fully
committed to the efficiency driven initiatives.

' Financial Strategy for Achieving Medium-Term Management Plan Targets

Measures to Achieve Plan Targets and
Measures to Return Profits to Shareholders

In line with the current medium-term management plan,
we have prioritized investments in personnel for the new
entry into the neurovascular field and IT investments,
including the replacement of the old business sys-
tems. These initiatives are based on our cash allocation
strategy, making investment decisions from a financial
strategy perspective. Going forward, we will continue
to allocate cash appropriately for growth investments in
R&D and clinical trials, capital investments, M&A, and
shareholder returns, all while keeping capital efficiency
in mind.

Specifically, with this medium-term management
plan, we plan to provide substantial shareholder re-
turns totaling approximately 25 billion yen over the plan
period. We established a dividend policy based on a
payout ratio of 40% and DOE of 5% while also consid-
ering our cash position and balance sheet. The base
dividends total approximately 15 billion yen over five
years at 3 billion yen annually, and any additional profits
will be returned through dividends or share buybacks.
We have already repurchased ¥8.5 billion worth of own
shares on two occasions. We will continue to pursue
shareholder returns while considering our cash position
and balance sheet.

We are also enhancing returns to employees, intro-
ducing a performance-linked bonus where 20% of the
excess over the consolidated operating profit budget is
returned to employees, based on the concept of share-
holder return of a payout ratio of 40% and a tax rate
of 30%. In the fiscal year ended March 2024, the year
in which the bonus was first introduced, we achieved

results that exceeded our plan, creating a virtuous cy-
cle of increased employee incentives and dividends. In
FY3/2025, we also initiated a restricted stock compen-
sation plan utilizing the Japan Lifeline Employee Share-
holders Association Exclusive Trust. This alignment
enables our employees to share the same perspective
as management and investors, which | expect will sig-
nificantly strengthen our internal monitoring capabilities.
Moreover, improving returns to our employees serves as
a crucial element in attracting and retaining top talent.

Despite challenging business landscape in recent
years, we have successfully maintained stable perfor-
mance while strategically investing in promising new
growth areas with a medium- to long-term outlook. |
firmly believe we are entering a phase where our careful
preparation and foundational work will begin to yield
tangible results.

Moving forward, we aim to further enhance shareholder
value through proactive business investments and disci-
plined capital policies that support business growth.
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Human Resources Strategy

The Japan Lifeline Group views human resources as capital indispensable for the further growth
of the Company and is committed to maximizing the abilities of each employee, which will lead to

medium- to long-term growth of the Company.

Defining HR Excellence at Japan Lifeline

To us, the ideal human resources are individuals who
can think and act independently, are sincere, and up-
hold honesty. We seek employees who are proactive
in learning new things, enhancing their professional in-
sight, and valuing teamwork over individualism. Given
that the products we handle are medical devices crucial
to patients’ lives, we bear the responsibility of provid-
ing accurate information to medical professionals. This
necessitates continuously acquiring the latest knowl-
edge and gaining diverse field experiences. To adapt
promptly to the evolving conditions of the medical field,
it is essential for not only individuals but also the entire
company to support one another as a cohesive team.
| believe that our growth and the trust we have earned
from medical professionals are due to each employee
embodying these principles. We will continue to uphold
our vision for human resources, focusing on develop-
ment and maintaining our strengths in both personnel
and organizational aspects.

Opllatnr—

Toward Achieving Diversity

To Secure Sustainable Growth

In the face of significant changes in the business en-
vironment, achieving continuous growth and success-
fully executing our medium-term management plan
necessitates a strong focus on HR management. We
are constantly reviewing our strategies for recruiting,
developing, and retaining talent by reviewing personnel
plans from a medium- to long-term perspective. This
includes implementing development programs, perfor-
mance-based compensation systems, and enhancing
engagement initiatives.

It’s crucial to address these issues not only at an in-
stitutional level but also to ensure that employees ex-
perience personal growth through their work. We aim to
provide diverse growth opportunities, such as encour-
aging employees to take on new challenges, assume
new roles in projects, and experience different environ-
ments through transfers.

Looking ahead, we have numerous new business ini-
tiatives, including ventures into new fields and the ex-
pansion of our global operations. Through these efforts,
we strive to foster individual growth and create a virtu-
ous cycle by sharing the benefits of corporate growth
with our team members.

Diversity is a critical priority for our company, but achieving it is no easy
task. To ensure our efforts toward diversity are not just a passing trend
but a lasting commitment, we must foster a win-win relationship between
individuals and the organization. This means actively listening to our em-
ployees' thoughts and feelings while clearly conveying the company’s vi- .
sion to base mutual understanding. Our current key challenges are pro- \ '

moting diverse work styles and increasing the ratio of women in
leadership roles. We are committed to tackling these challenges head-on
to create a more inclusive and sustainable future for our company.
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Kenji Yamada
Senior Vice President

Executive Manager of Corporate
Administration Headquarters

Human Resources Strategy

W Provision of Opportunities to Excel

Ensuring Diversity in Recruitment

JLL has consistently taken a proactive approach to hir-
ing a diverse mix of talent, including new graduates,
mid-career professionals from both within and outside
the industry, and women across various job types. To
adapt to the evolving business environment, we remain
committed to securing a wide range of human resourc-
es. As competition for talent intensifies, achieving sus-
tainable corporate growth necessitates a long-term
recruitment strategy. We are clearly defining the ideal
candidate profiles and the number of personnel re-
quired to meet our medium-term management plan ob-
jectives, with a focus on systematic recruitment efforts.

Composition Ratio of New Graduates and Mid-Career Hires
as of 2024

Sales/Marketing R&D

Mid-career
hires from
other
industries

494 281 , 70
GO
medical 21
industry (30%)

New
graduates

Human Resource Development Initiatives

Our comprehensive training program is designed to en-
hance employees’ abilities and skills, tailored to their
career stage, position, age, and other relevant factors.
This approach fosters individual growth and supports
career development. Employees can participate in
job-specific training courses, and the program also
encourages self-directed learning through e-learning
platforms, enabling them to develop their skills at their
own pace.

JLL has consistently taken a proactive approach to
hiring a diverse mix of talent, including new graduates,

mid-career professionals from both within and outside
the industry, and women across various job types.

In addition to our existing training programs, we have
launched new initiatives aimed at accelerating talent
development from various perspectives. We offer train-
ing in essential business skills for young and mid-level
employees as they transition into team leader or man-
agerial roles. This program brings together employees
from diverse job functions and levels across JLL, allow-
ing them to spend time together over a set period. This
approach fosters mutual understanding and revitaliza-
tion by building cross-departmental networks.

Optimizing Talent Placement

For new graduates, we determine assignments after
they undergo on-site training across multiple depart-
ments, considering their aptitudes and preferences.
Once assigned, they receive guidance from senior
employees in other departments who are close in age
or tenure, acting as mentors and providing support
through regular trust-building sessions. To broaden
their experience, we encourage active job rotations
within the company for a certain period after their initial
assignment.

To further support employees in pursuing autono-
mous career development, we have established an
internal recruitment system and a self-application pro-
cess, allowing employees to express their transfer pref-
erences. These systems offer opportunities for volun-
tary growth through career changes, such as working in
unfamiliar departments or new business areas and help
us optimize the allocation of human resources.

36

uononposu|

uoieal) anfep

@
5]
=
=
>
(2]
=
ol
D
Q
<

UOIBPUNO JUsLaBRUB|

\

uo1o8g eleq



W' Creating a Quality Workplace

Offering a New Remuneration Plan

To better align employee rewards with performance,
we’ve replaced our previous bonus system with a new
performance-linked bonus, enhancing incentives for
meeting business goals. Additionally, to align employ-
ee interests with those of shareholders and investors,
we’ve introduced a restricted stock compensation plan
for the Japan Lifeline Employee Shareholders Associa-
tion Exclusive Trust. We are also enhancing the benefits
for part-time employees at our development and man-
ufacturing sites to retain skilled workers and attract top
talent.

femuneration FY3/2024 FY3/2025
Initiatives

Regular salary increases
and base pay increases +4% +5.5%
for full-time employees

Hourly wage increase
of +9.3%
Bonus revision
Employee
performance-linked
bonus
Restricted stock

Improved treatment of Hourly wage increase
part-time employees of 13.4%

Employee perfor-

Introduction of an mance-linked bonus .
. - . . . . compensation plan
incentive remuneration  (linked with consoli- -
) for the Japan Lifeline
plan dated operating
rofit) Employee
P Shareholders
Association Exclusive
Trust

We Hear the Employees’ Feedback

At JLL, we conduct an employee satisfaction survey for
all staff to understand their perceptions of their work,
workplace, and the company as a whole. The second
survey, conducted in FY3/2024, achieved a 94.5%
response rate, marking a 1.4-point increase from the
previous year. While the overall scores were above av-
erage, the survey also highlighted several areas for im-
provement through data analysis.

The survey results were presented to the Board of
Directors and other relevant meetings. Detailed feed-
back was shared at the divisional level, where each
division discussed the identified issues and developed
action plans for improvement. Additionally, the Human
Resources Department spearheaded a review of com-
pany-wide system-related issues to address broader
concerns.
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Human Rights Initiatives

In FY3/2023, JLL established the JLL Group Human
Rights Policy, mandating that all officers and employ-
ees respect the human rights of our stakeholders. Fol-
lowing this policy, we conducted human rights due dili-
gence and identified three key human rights themes for
the company. We acknowledge the importance of ad-
dressing “harassment and discrimination” and “access
to redress” to achieve our goal of creating a comfort-
able workplace for employees, which is crucial for the
company’s sustainability. We are committed to taking
further measures to tackle these issues.

Important Human

Rights Themes Countermeasures

© In-house training is conducted once a year for
Harassment and all employees on an ongoing basis

Discrimination © Countermeasures based on the results of sur-
veys are considered

© Continue to conduct strict internal audits when
providing money, etc. to medical institutions
and medical professionals and enhance relat-
ed systems

© All employees receive training on “The Fair
Competition Code of the Medical Devices In-
dustry in Japan” and related laws and regula-
tions when they join the company. Even after
they join the Company, training is provided an-
nually for sales and other related departments
on an ongoing basis.

Bribery and
Corruption

© Continued activities for making people aware
of our whistleblower hotline and activities to
improve trust

© Increased number of languages supported by
the whistleblower hotline at overseas subsid-
iaries

Access to Redress
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Sustainability Management

The JLL Group aims for sustainable growth by addressing social issues through provision the lat-

est and optimal medical device technologies while meeting the expectations of our stakeholders.

W' Basic Sustainability Policy

In order to respond to changes in the environment sur-
rounding the JLL Group and the diversification of val-
ues, we established the Code of Conduct in December
2022 as action guidelines for directors and employees.
This is based on the belief that in order to put our Mis-
sion into practice, each and every one of us must ad-
dress stakeholder interests through our daily actions.
In addition to meeting the expectations of patients and
healthcare professionals by providing the latest and op-
timal medical devices, we hope our all stakeholders to
embrace being a part of us. We view this approach is
crucial to for our sustainability initiatives, and the Code
of Conduct will guide us in these efforts as well.

W' Sustainability Promotion Structure

Sustainability Committee

The Sustainability Committee, which is chaired by the
president and CEO and composed of operating direc-
tors, plays a central role in determining and promoting
company-wide action policies related to our sustainabil-
ity efforts. Seven subcommittees have been established
under the committee for each materiality, and specif-
ic activities are carried out under the instructions of
the committee. The Sustainability Committee receives
quarterly reports from subcommittees and monitors the
progress. The Board of Directors routinely receives re-
ports from the Sustainability Committee, provides over-
sight, and makes key decisions on sustainability related
matters.
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Grateful for Japan Lifeline (JLL)
Code of Conduct

1. “I’'m grateful for JLL’s products.”
by every patient

2. “We’re grateful that JLL people have come.’
by medical professionals

3. “We’re grateful that we could do
business with JLL.”
by business partners

4. “We’re grateful that JLL people are here.”
by local communities

5. “We’re grateful to be a shareholder of JLL.”
by shareholders

6. “We’re grateful to work for JLL.”
by employees

‘ Board of Directors ‘

ReportingT lSupervision

Sustainability Committee

Chairperson: President & CEO
Members: Operating Directors
Secretariat:  Corporate Planning Dept.
VN
Reporting Supervision
h 4

Subcommittee

General Manager: Senior Executive Vice President and COO

Healthcare
Issues Solving
Subcommittee

Human Resources
and Diversity
Subcommittee

Environment
Subcommittee

Quality Control
Subcommittee

Stable Supply Corporate Compliance and Risk
Subcommittee Governance Management
Subcommittee Subcommittee
Divisions

W' Materiality Identification Process

We evaluated and prioritized various social issues us-
ing two key criteria; “importance to JLL Company” and
“importance to stakeholders.”

— Materiality Identification Process

Sustainability Management

Thus JLL has identified seven materialities to serve
as the core of our sustainability initiatives, validated
through discussions among directors.

Identified social issues by referring to evaluation items in international sustainability guidelines (GRI, SASB, SDGs).

Identifying Social Issues Created a comprehensive long list of social issues and organized the items to create a short list of social issues

(27 items).

Evaluated and prioritized individual social issues by using the two axes of “importance to the company” and

Prioritizing Social Issues “importance to stakeholders.” Created a social issue evaluation matrix and selected candidates for the

Validation

Identifying Materiality

W Material Issues

We categorized the seven identified material issues
into two categories: “issues to be resolved through the
business” and “issues to be addressed to strengthen
the business foundation.”

— lIssues to be Resolved through Business

e Major e

Solve medical issues through innovative - Improve technology for in-house products

Management Philosophy

Realizing a Healthy Society medical devices

materialities that should be prioritized and initiated by the company.

The selected materiality candidates were discussed by the directors to confirm their validity.

We identified the seven materialities as issues that the Company needs to address, organizing them into 2 categories:
issues to be resolved through business and issues to be addressed to strengthen the business foundation.

We aim to achieve the medium-term management
plan targets for FY3/2025 by continuously engaging in
activities related to the main themes set for each ma-
teriality.

- Introduce medical devices with high clinical value

— lIssues to be Addressed to Strengthen the Business Foundation

e Major T

Environment

Consideration for the Global Reduce environmental impact

- Use resources effectively
- Reduce greenhouse gases

Environment - Reduce waste / Process waste properly
- Create a comfortable work environment
Create a workplace where employees ) )
) + Respect human diversity
can work with comfort .
Social + Respect human rights

Creating a Rewarding Workplace
and Supply of Safe and Reliable
Products role

Develop human resources and provide
opportunities for them to play an active

- Support employees to achieve specialized skills and
personal goals
- Strengthen education and training

Secure product quality and stable supply

- Strengthen the quality control system
- Secure stable supply of products

Governance Strengthening Corporate Governance

Acts as a Responsible Company

- Strengthen auditing and supervisory functions

- Execute management decisions and operations with
objectivity and transparency

- Strengthen risk management initiatives

Compliance Promotion

« Ensure fairness and transparency in corporate activities
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Material Issues and KPIs

Material Issues and KPlIs

Material Issues and SGDs Major Medium-Term Targets (to be achieved by FY3/2025) Major FY3/2024 Results

R&D expense - Bring about increases in R&D expenses R&D expenses (consolidated) of 2,366 million yen (year-on-year increase of 2.2%)
lssues to be Solve medical issues through ymper of patent applications - Number of patent applications: 100 (total for FY3/2023-FY3/2025) 41 (total for FY3/2023-FY3/2024: 75)
Resolved M ; innovative medical devices : : : : : R . E)
esolve anagemen Exploring new areas of business from Intellectual Property - Planning and implementation of measures Continued implementation 3
through Philosophy 3 iviie [l 9 Novmiiet &
Business A /\ & Introduction of user-friendly products - Grasp the needs of the medical field and develop products that meet %
those needs Continued implementation >
Application and Expansion of proprietary technologies to other fields - Search for highly novel products

Reduce environmental impact

Establishment of an environmental policy and promotion system

- Establish an environmental promotion system

Establishment of Green Procurement Standards

€02 emissions

- Reduce CO, emissions by 50% by FY3/2031 (compared to

FY3/2021 levels)

Scope 1 & 2 Emissions (consolidated): 5,866 t
(15.6% reduction compared to base year)

12 Gocie, W 13 i
. .

Industrial waste recycling rate

« Achieve 90% industrial waste recycling rate

97% (non-consolidated)

<
)
Assessment on the current status and implementation . . . . Grasped the actual working hours per person per year (1,828.6 hrs.) @
Create a workplace of measures to improve work-life balance i el ety eIVl il s (non-consolidated) §
Wherekemﬂoyee? can - Achieve female management rate of 15% by FY3/2031 S
work with comfort Ratio of female managers - Increase ratio of female employees / Study and implement Consolidated: 4.5% Non-consolidated: 3.6%
measures to support women
<= . ini i i
g' ~ Reinforcement on efforts to reduce human rights risks - Conduct risk assessments on human rights Concﬁucted training on human r!ghts fsks
- Carried out human rights due diligence
Develop human resources  Formulation of human resources pollcy. and establishment of - Formulate a human resources policy and promote human Establishment of human resources development promotion system 5
and provi de opportuniti es for human resources development promotion system resources development ‘2
— them to play an active role Improvement of employee satisfaction - Improve employee satisfaction Analyzed survey results and formulated/implemented action plan (z
S
8 Eovowcaronm @
M Education and training expenses per emplovee - Increase education and training expenses per employee by 5% Education and training expenses per employee (non-consolidated): 79,108 yen §
iI' 9 exp p ploy year-on-year (vear-on-year decrease of 18.6%)
Issues to be Compliance with global regulatory requirements - Obtain MDSAP* certificate ) .
Addressed to . (Acquire MDSAP certificate) - Improve our surveillance evaluation Ll I o it
Strengthen the Secure product quality and
Business stable supply Maintain and improve the quality of our in-house products - Analyze complaint reports and conduct surveys for doctors Conducted surveys for doctors on one product s
fekidanen ok - Promote the use of multiple production lines §
12 G, Promotion of production line duplication . . plep Continued working to create multiple production lines for our core products g
o) - Promote multifunctional workforce o)
Diversification and internalization of outsourcing of - Increase coverage of multiple production lines and in-house - Selected key components §'
critical components and subcontracted processing production by 5% (compared to FY3/2024 results) - Considered level of priority for components manufactured using multiple lines §
Implementation of measures to comply with the - Revised the composition and calculation method for remuneration for directors S
. Co[r) orate Governance Code Py + Comply with the Corporate Governance Code - Disclosed “Measures to Realize Cost of Capital and Stock Price Focused Management”
Strengthening Corporate p - Issued Integrated Report
Governance Promotion of risk management - Reassess company-wide risks, determine countermeasures, verify - Held BCP briefing sessions for all employees
8 oo [l 16 e 9 and implement reviews continuously - Reviewed assessments of company-wide risks
z — . .
. ) . . - Create and implement a five-year roadmap based on the results * Conducted training f.o.r all employees (2 times) &
Reinforcement on information security measures L ; - Conducted vulnerability assessment and developed a roadmap based on %)
of company-wide risk analysis ) . @
Governance diagnosis results =
=)

- Conducted various training programs designed for employees as well as job-

- Implement various training programs and raise awareness of P
specific training programs

Strengthening of the compliance system

Compliance Promotion EETEIETES - Enhanced the scholarship screening system
L %’%&m - Establish of a whistleblower system that complies with the - Conducted surveys to determine the level of employees’ awareness and
i: Promotion of efforts to improve understanding of the Whistleblower Protection Act understanding regarding the whistleblower system
whistleblower system - Ensure that the whistleblower system is known throughout the - Held briefings on the whistleblower system for subsidiaries
Company to promote its appropriate use (in Malaysia and South Korea)

* Medical Device Single Audit Program
A program for the realization of a single survey by an accredited survey organization to verify the conformity and adequacy of the manufacturer’s QMS to the regulatory requirements
of regulatory authorities in five countries (the United States, Australia, Brazil, Canada, and Japan).

41 Japan Lifeline Integrated Report 2024 42



E___ /S G |

Environmental Issues

In light of pressing environmental challenges like global warming and pollution, the JLL Group is committed
to minimizing the environmental impact of our operations. Our goal is to contribute to a sustainable society
that harmonizes global environmental preservation with economic growth.

' JLL Group Environmental Conservation Policy

Since we regard efforts to preserve the global environ-
ment as an important management issue, we estab-
lished the JLL Group Environmental Conservation Pol-
icy in order to promote reducing environmental impact

1. Reduce the risk of environmental pollution

in business throughout the Group. We will actively fulfill
our role as a member of a sustainable society by imple-
menting specific initiatives for each issue.

* We are committed to providing environmentally friendly products throughout the entire process of design, development, pro-

duction, sales, use, and disposal of medical devices.

* In all of our business activities, we will not use prohibited hazardous chemicals and will manage the chemical substances

contained in our products.

2. Promote environmental preservation

+ To cope with climate change, we will work to reduce greenhouse gas emissions through the use of renewable energy and the

promotion of energy conservation.

« To create a recycling-oriented society, we will work toward zero emissions by efficiently using and reusing limited resources.
« To coexist in harmony with nature, we will engage in responsible procurement that takes into account the conservation and

sustainability of water resources and biodiversity.

3. Comply with laws, regulations, ordinances, and other social norms

« We will comply with domestic and international environmental laws, regulations, ordinances, and agreements we have agreed

to in all of our business activities.

4. Promote environmental management

+ We will fulfill our accountability by proactively disclosing information on our environmental initiatives.

' Environmental Issues Governance Structure

Under the supervision of the Sustainability Committee,
the Environment Subcommittee, which is in charge of
addressing the materiality “Reduce environmental im-
pact,” plays a central role in considering specific mea-
sures and promoting activities for environmental con-
servation. The Environmental Subcommittee reports
quarterly to the Sustainability Committee on the prog-
ress of activities, risk assessment and countermea-
sures, and receives instructions as appropriate.

In addition, with regard to global environmental con-
servation related risks, the Sustainability Committee
collaborates with the Risk Management Committee
that plays a key role in company-wide risk management
by sharing information and taking other actions.
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‘ Board of Directors ‘

Reporting T Supervision Reporting | Supervision
o
Sustainability Committee g Risk Management Committee
o
) ) 8
Chairperson: President & CEO o CRO: Director
Members: Operating Directors
Secretariat: Corporate Planning Dept.
5~ .
Reporting Supervision Environmental
h 4 Subcommittee Initiatives
Environment Subcommittee 1. Reduce the risk of
environmental pollution
Person in Charge: 2. Promote environmental
Vice President and Executive e preservation
Manager of R&D and 3. Comply with laws,
Manufacturing Headquarters regulations, ordinances,
and other social norms
| 4. Promote environmental

Divisions management

' Concrete Initiatives

Initiatives for Reducing Greenhouse Gas Emissions

We have installed solar power generation systems at
all three of our plants in Japan to promote the use of
renewable energy. The total estimated annual power
generation is 396.2 MWh, with a CO2 emissions reduc-
tion of 171.2 tons. In FY3/2025, we plan to start the
operation of a solar power generation system at our
Malaysia Factory.

The air conditioning systems in the clean rooms of
factories where manufacturing operations are con-
ducted are operated 24 hours a day, 365 days a year
to maintain proper conditions within the rooms. How-
ever, we change temperature settings and ventilation
frequency at night and on holidays to actively promote
energy conservation.

Solar panels at Oyama Factory

Recycling of Industrial Waste

We are committed to fostering a recycling-oriented so-
ciety by not only reducing and reusing waste but also
enhancing recycling efforts. Our focus is on increasing
the recycling rate by expanding the scope of industri-
al waste recycling. This includes recycling waste parts
and materials from the manufacturing process, expired
products, and pallets used in distribution centers. In
FY3/2024, we achieved a 97% recycling rate for indus-
trial waste.

(Non-Consolidated) FY3/2022 FY3/2023 FY3/2024

Industrial Waste

0, 0, o,
Recycling Rate 92% 96% 97%

Environmental Issues

Use Resources Effectively

Since there are many processes in which clean water
is used in our factories, we are working to reduce the
amount of water used at each factory. We are actively
reducing water usage in our production processes by
installing chillers to recycle water, particularly in areas
that require significant amounts of tap water for prod-
uct washing.

In FY3/2024, we began using FSC-certified paper for
packaging boxes and are exploring the use of biomass
materials from renewable sources for product trays.

*1 FSC (Forest Stewardship Council) certification system is for products that use
forest products produced from well-managed forests that provide environmen-
tal, social, and economic benefits.

*2 These materials are made of organic substances of plant and animal origin, and
do not increase or decrease the amount of CO: in the atmosphere even when
burned.

(Non-Consolidated)

R&D and Manufac- FY3/2022 FY3/2023 FY3/2024
turing Departments

Water Use 16,821 m3 13,184 m3 13,917 m3

Controls for Chemical Substances

Both the Oyama and Ichihara Factories utilize ethylene
oxide gas (EOG) for sterilizing medical equipment.
While EOG is effective at low temperatures, it is also
highly toxic. To mitigate its environmental impact, we
detoxify EOG through combustion processes in dedi-
cated facilities before releasing it into the atmosphere.
Additionally, to comply with environmental regula-
tions both domestically and internationally, we actively
identify and manage chemical substances in our prod-
ucts, adhering to our internal green procurement stan-
dards and collaborating closely with our suppliers.
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' Disclosure based on TCFD Recommendations

The JLL Group recognizes that climate change brings
about significant risks and opportunities that will affect
our business continuity and sustainable growth. Based
on the recommendations of the Task Force on Cli-
mate-related Financial Disclosures (TCFD) established
by the Financial Stability Board (FSB), we will actively
promote the disclosure of our climate change initiatives
according to four disclosure items.

Governance

Under the supervision of the Sustainability Committee,
the Environment Subcommittee plays a central role in
assessing specific measures and promoting activities
related to climate change initiatives. The Environmen-
tal Subcommittee reports quarterly to the Sustainability
Committee on the progress of activities, risk assess-
ment and countermeasures, and receives instructions
as appropriate. In addition, with regard to climate
change risks, the Sustainability Committee works to-
gether with the Risk Management Committee to share
information and take other actions.

— Transition Risk

Strategy

To identify risks and opportunities from climate change,
we have set 1.5°C/2°C and 4°C scenarios based on
information published by the Intergovernmental Panel
on Climate Change (IPCC), and the International En-
ergy Agency (IEA) while taking into account the global
impact on energy conditions and social aspects. The
Environmental Subcommittee analyzed the financial
impact on our business based on temporal perspec-
tive, likelihood of occurrence, and scope of impact in
accordance with each scenario. We evaluate quantita-
tively and qualitatively the magnitude of the impact on
our Group’s business and consider countermeasures.

Scenario Analysis Evaluation Criteria

Evaluation Axis Overview

The extent to which climate change impacts are

Temporal. expected to affect Group business (long term,
Perspective .

medium term, short term)
Likelihood of The extents to which climate change impacts
Occurrence may affect Group business (high, medium, or low)
Scope of The extent to which climate change impacts will
Impact affect Group business (large, medium, or small scale)

. Impact on Company
Category Risk Factors G Countermeasures

- Promote energy-saving activities in a systematic manner
« Utilize renewable energy

Pricing progression of

Policy/Regulations GHG emissions Medium Low
Replacement of existing

Technologies products and services Low Low
with low-carbon options
Changes in Consumer High Low
Behavior

Markets
Soaring raw material Low Low
costs

— Physical Risk

- Develop environmentally friendly products (low carbon
emissions during manufacturing and use)

- Develop products that contribute to the efficiency of medical
institutions (e.g., reduced operation time)

+ Develop environmentally friendly products (low carbon
emissions during manufacturing and use)

« Develop products that contribute to the efficiency of medical
institutions (e.g., reduced operation time)

+ Proactively address and disclose information in response to
climate change-related requests

- Develop a collaborative climate change plan with supply chain
constituents

. Impact on our Company
Category Risk Factors Countermeasures
1.5°C/2°C 4°C

Increased severity and
frequency of extreme

- Establish BCP plans for typhoons, floods, and other disasters

Acute Medium High + Decentralize development and manufacturing functions
weather events such as - Promote multiple procurement of raw materials and consider
cyclones and floods alternatives
Changes in rainfall - Study alternatives for logistics and early recovery plans

Chronic patterns, extremes in Low Medium + Promote efficiency in the development and manufacturing

weather patterns
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verification process

— Opportunities

Environmental Issues

. Impact on our Company
Category Opportunity Factors Countermeasures
1.5°C/2°C 4°C

- Utilization of efficient
transportation methods

- Efficient production and
distribution processes

Medium
Resource Efficiency

Utilize recycled resources Low

- Development and expansion

of low-carbon products/

services Medium
- Changes in consumer

preferences

Products and
Services

Markets Access to new markets Low

- Participation in renewable
energy programs.

- Adopting energy-efficient
practices

- Substitution and
diversification of resources

Resilience Low

Risk Management

At JLL, the Environmental Subcommittee plays a cen-
tral role in cross-organizational discussions regarding
climate change risks. It regularly reviews the impact of
the discussed risks and their countermeasures, and
also checks the progress of those measures.

The Sustainability Committee receives activity re-
ports from the Environmental Subcommittee on a
quarterly basis, monitors the impact and progress of
countermeasures, and coordinates responses by shar-
ing information with the Risk Management Committee.
The Board of Directors regularly receives reports from
the Sustainability Committee, oversees the Committee,
and decides on important matters related to climate
change.

|

Low - Promote efficiency in transportation
- Promote efficiency in manufacturing processes
- Promote recycling of industrial waste

Low
- Develop environmentally friendly products (low carbon
Low emissions during manufacturing and use)
- Develop products that contribute to the efficiency of
medical institutions (e.g., reduced operation time)
Low - Develop medical devices to treat new diseases

- Promote multiple procurement of raw materials and
Medium consider alternatives
- Study alternatives for logistics and early recovery plans

Indicators and Targets

We have set CO. emissions as a KPI for “Reduce envi-
ronmental impact,” as one of our materialities, and use
this indicator to manage progress in this area.

CO:2 emission reduction targets for FY2030 (consoli-
dated) and the Group’s actual CO: emissions for Scope
1 and 2 (consolidated) are shown below. We will contin-
ue to make steady efforts to achieve our CO: emission
reduction targets.

CO: Emissions Reduction Target

50% reduction in CO2 emissions by 2030
(compared to FY3/2021)
Note: Scope 1 & 2 Emissions* only (consolidated)

* Direct and indirect greenhouse gas emissions through the company’s operations

Actual CO2 Emissions (Scope 1 and 2, consolidated) Unit: t-CO2

(base year)

Actual CO2 Emissions

(consolidated) 6950 6612 5866

Base Year Comparison -4.9% -15.6%
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Social

As a company that handles medical devices that are critical to the lives of patients, we consider
product liability to be an important management issue and are taking various measures to main-
tain product quality and continue the stable supply of products.

W' Secure Stable Supply

Creation of Multiple Production Lines

Many of the medical devices we handle are “highly
controlled medical devices” that are critical to the lives
of patients. These products hold a high market share.
Therefore, ensuring the stable supply of products to
medical facilities is our social mission.

We are strategically duplicating manufacturing lines
for our key products to ensure a sustainable supply
even in the event of business interruptions caused by
natural disasters or other emergencies. Additionally,
since a level of technical proficiency is required to man-
ufacture our products, we continuously educate and
train workers to prepare for rapid alternative manufac-
turing during emergencies.

W' Supply Chain Management

Procurement Policy

The JLL Group works with suppliers in line with the Pro-
curement Policy to maintain product quality and ensure
a stable supply of products.

— Procurement Policy

Fairness Global opportunities for fair transactions

We will provide fair opportunities for competition to all
suppliers globally.

Secure the latest technological capabilities

Advanced and product safety

We will constantly explore the latest and most appropriate tech-
nology that makes our products different. We aim to ensure prod-
uct safety through cooperative relationships with our suppliers.

Compliance | Abide by laws, regulations, and social norms

We will comply with relevant laws and regulations. We do
sound and fair procurement activities with social norms.

Coexistence and co-prosperity with our
suppliers based on trusting relationships
We will build long-term relationships of trust with our suppliers and
strive for mutual development through hard work and cooperation.

Win-Win
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Formulation of Business Continuity Plan (BCP)

At JLL, we have formulated a business continuity plan
(BCP) to prepare for business interruptions caused by
earthquakes and natural disasters.

In FY3/2024, we reviewed the initial response manu-
al and held BCP briefing sessions for all employees to
enhance the effectiveness of the BCP. We are building a
system that enables early resumption of business after
a disaster through company-wide collaboration.

Supply Chain Risk Management

We regularly conduct surveys on risk management with
our suppliers. Based on the survey results, we conduct
risk assessments for each company and take measures
such as considering the diversification of purchasing
sources for important components or those with high
supply suspension risks.

Furthermore, for third-party products, we always
maintain a certain level of inventory and increase inven-
tory as necessary to prepare for supply difficulties due
to manufacturing or logistics disruptions.

In the fiscal year ended March 2024, we conducted a
“Human Rights Survey” designed for our major suppli-
ers and third-party product providers. We are assessing
the status of our business partners’ efforts regarding
human rights and evaluating the likelihood and severi-
ty of human rights risks. Moving forward, we will work
with each company to reduce the risk of human rights
violations in the supply chain.

W' Product Quality Management

Product Quality Policy

We have established a common quality policy for our
head office and our plants with the aim of supplying
safe and secure products to the medical field and re-
sponding to the trust of patients and medical profes-
sionals.

Product Quality Policy

In order to implement our management philosophy, we
will strive to develop and manufacture our own products
that accurately reflect the needs of the medical profes-
sionals, and introduce cutting-edge medical devices
overseas under the quality management system as a
manufacturer most closely tied to the medical field. We
will promote business activities with the aim of contribut-
ing to the healthcare sector not only in Japan but around
the world.

Quality Assurance System

Many of the medical devices we handle are classified
as “highly controlled medical devices” that directly im-
pact patients’ lives. Therefore, we are required to have
a system in place to ensure strict quality control as
per the Act on Securing Quality, Efficacy and Safety of
Products Including Pharmaceuticals and Medical De-
vices (hereinafter Pharmaceutical and Medical Device
Act), related laws, and ISO 13485:2016 (the internation-
al standard for quality management systems for medi-
cal devices).

Our Quality Assurance Department leads in the es-
tablishment, maintenance, and improvement of the
quality management system (QMS) in accordance with
ISO 13485 to ensure the effectiveness and safety of
our products to the required standards. Each factory’s
quality control department manages the manufacturing
process and performs inspection tasks based on QMS,
constructing a quality assurance system that supplies
only quality-assured products to the market.

MDSAP Certification

In May 2023, our Headquarters and three of our facto-
ries in Japan obtained MDSAP (Medical Device Single
Audit Program) certification as we prepare to export our
in-house products to other nations. MDSAP certification
demonstrates compliance with regulatory requirements
of member countries (U.S.A., Australia, Brazil, Canada,
and Japan) through a single audit. We will continue to
maintain and improve QMS and strengthen our system
for global exports.

Product Quality Management Activities

In our manufacturing processes, trained workers per-
form tasks following established procedures to main-
tain product quality. To avoid contamination of products
by foreign substances or adhesion of these substanc-
es to products, we set rules such as designating work
clothes, handwashing, changing clothes, cleaning, and
prohibiting the entry of unnecessary items into the work
area, thereby maintaining the factory quality. Particular-
ly in clean rooms, which require high levels of cleanli-
ness, we regularly test cleanliness and airborne bacte-
ria to monitor the work environment.

In terms of product inspection tasks, skilled workers
verify compliance with inspection standards using es-
tablished procedures and properly managed measure-
ment equipment. Inspections are conducted at each
stage of component reception, assembly, packaging,
and pre-shipment. Only products that pass all inspec-
tions will be shipped. Also, regular audits by external
inspection agencies are conducted to ensure that our
internal quality control system complies with regulatory
requirements.

Product Quality Management at Our Sites

Handling Defects

We systematically gather information on device defects
and health-related issues that arise from the use of our
products nationwide. It is crucial for our on-going efforts
to enhance product quality and safety. In the event of
a quality issue after shipment, we promptly report it to
the authorities in accordance with the Pharmaceutical
and Medical Device Act and related laws, and conduct
an investigation to identify the cause, taking corrective
measures immediately to prevent further damage. In
every defect cases, we abide with law and authorities,
and provide necessary data to physicians and hospi-
tals, as we work sincerely to prevent future cases.

Social
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Governance

In order to achieve sustainable growth, we believe that strengthening corporate governance and
promoting compliance are particularly important. Therefore, we have built a management system

that is highly objective and transparent.

' Fundamental Approach to Corporate Governance and Its Framework

Basic Views on Corporate Governance

Our Mission is to contribute to a healthier society through
cutting-edge medical technologies. We recognize the
importance of establishing effective corporate gover-
nance in order to put our Mission into practice, meet the
expectations and demands of stakeholders, and aim for
the sustainable enhancement of shareholder value.

At JLL, we will ensure the objectivity and transpar-
ency of management by strengthening corporate gov-
ernance, one of our materialities, and realize effective
corporate governance by working to build a manage-
ment system that allows us to respond quickly and ac-
curately to changing business environment.

Corporate Governance Structure

Framework

For our organizational form, we have chosen to be a
company with an Audit and Supervisory Committee.
The Audit and Supervisory Committee, the majority of
whose members are independent outside directors,
has been established to strengthen the auditing and
supervisory functions of our business execution. In
addition to establishing the Nomination and Remuner-
ation Advisory Committee, the majority of whose mem-
bers are independent outside directors and chaired by
an independent outside director, as an advisory body
to the Board of Directors, the Compliance Committee,
Risk Management Committee, Sustainability Commit-
tee, and Information Security Committee have been
established to strengthen corporate governance of the
entire JLL under the direction of the Board of Directors.

General Shareholders Meeting ==

Election/Dismissal
Election/Dismissal

h 4 A 4

Election/Dismissal

v Consultation

A 4

Audit and Supervisory Committee
Cooperation Auditing/
Supervision

Cooperation

Board of Directors |

| Nomination and Remuneration
Advisory Committee

| T
>~ Submission

Instruction
I
14

Compliance Committee

3 Reporting
= Appointment/ Risk Management
© A
5 Bliemicssl Committee
<¢§-> b 4
F= Internal Audit Division 4 President & CEO Sustainability Committee
g Cooperation Instruction Y N
[]
8 _> Information Security
<C | Auditing Committee
Internal Auditing
Investment Committee
Proposal/Reportin Execution-related
L B e 9 < [nstruction/Supervision

Business Execution Departments-Subsidiaries
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' Board of Directors

Composition and Operation of the Board of
Directors

The Board of Directors consists of a total of 16 mem-
bers: 12 directors (excluding those who are members
of the Audit and Supervisory Committee) (including 3
outside directors) and 4 directors who are members
of the Audit and Supervisory Committee (including 3
outside directors). In principle, the Board of Directors
holds regular meetings once a month and extraordinary
meetings as needed.

Composition of Board of Directors
Outside Directors Female Directors

: N

Independence Gender

Inside Directors Male Directors
10 14

Matters Deliberated by the Board of Directors

In the Board of Directors meetings for the fiscal year
ended March 2024, we deliberated and decided on im-
portant matters such as budget, financial statements,
medium-term management plan, significant organiza-
tional and personnel issues, investment and financing
projects, important contracts, acquisition of treasury
stock, and important matters related to sustainability,
all following laws, articles of incorporation, and Board
of Directors regulations. We have reviewed financial
statements, the status of directors’ duties, and import-
ant matters related to compliance on the monthly basis.
Additionally, we received reports from the Investment
Committee and the Sustainability Committee, and held
abundant discussions.

Evaluation on the Effectiveness Regarding
the Board of Directors

To further enhance the effectiveness of the Board of
Directors, we have been analyzing and evaluating the
effectiveness of the Board of Directors every year since
the fiscal year ended March 31, 2018 and disclose an
overview of its procedures and results. A summary of
the evaluation of the effectiveness of the Board of Di-
rectors for the fiscal year ended March 31, 2024 is pro-
vided below.

— Process for Evaluating the Effectiveness of the
Board of Directors

We conducted anonymous self-assessment question-

naire surveys to all directors. To ensure objectivity in

Governance

the evaluation, we commissioned an outside consultant
to compile and analyze the results of the questionnaire
survey. The Board of Directors then analyzed and eval-
uated its effectiveness based on the analysis performed
by the consultant.

— Major ltems of the Self-evaluation Questionnaire
1. Composition and operation of the Board of Directors
2. Management strategy and business strategy
3. Corporate ethics and risk management
4. Evaluation on business performance and evaluation on

each member’s performance and their remuneration
5. Dialogue with shareholders, etc.

— Outline of the Analysis/Evaluation Results and
Future Issues

The Board of Directors is appropriately fulfilling its roles
and functions, and thus we have analyzed and evaluat-
ed it as being effective. Since the results of each criteria
show significant improvement in KPIs, we analyzed that
this represents the effect of the setting and monitoring
of five numerical targets in the medium-term manage-
ment plan announced in May 2023. Furthermore, as
is the case in the previous fiscal year, the Nomination
and Remuneration Advisory Committee was highly
evaluated for its responsibilities and sharing status on
deliberations, and it was confirmed that the Board of
Directors plays a part in the sound supervisory function
that should be performed. In addition, we agreed that
there is still a need for further enhancement of director
training (providing training opportunities when directors
take office and onwards) to improve the effectiveness
of the Board of Directors.

Support System for Directors

To ensure that directors appropriately fulfill their roles
and responsibilities, we strive to provide them with in-
formation. Prior to the Board of Directors meetings, we
distribute materials in advance and offer opportunities
for outside directors to be briefed on agenda items,
thereby stimulating discussions during the meetings.

For director training, upon appointment, we provide
opportunities for external training to understand the
roles and responsibilities required of directors. We con-
duct annual training sessions for directors and support
them by covering the costs necessary to acquire the
knowledge needed to perform their duties. Additional-
ly, we organize factory tours and business briefings as
training for outside directors, offering opportunities to
deepen their understanding of Japan Lifeline.
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' Remuneration for Directors

In order to ensure objectivity and transparency in the
remuneration determination process, the Nomination
and Remuneration Advisory Committee deliberates on
the basic policy for remuneration, composition, and
amount of remuneration of directors, and the Board of
Directors decides based on the report from the Nomi-
nation and Remuneration Advisory Committee.

Basic Policy of Remuneration for Directors

We have established the following basic policy to en-

sure that the remuneration system for directors func-

tions properly to achieve sustainable growth and en-

hance shareholder value of the Company.

1. Provide appropriate incentives for achieving perfor-
mance targets

2. Provide a competitive remuneration level that will
lead to the recruitment of excellent human resources

3. The amount of remuneration should contribute to the
enhancement of shareholder value over the medium-
to long-term.

4. The process of determining remuneration should be
highly objective and transparent.

Remuneration Structure and Method of
Determining the Amount of Remuneration

The remuneration for directors is composed of fixed
remuneration, performance-linked bonuses, and per-
formance-linked stock remuneration (Directors’ re-
muneration BIP trust). In addition to fixed monetary
remuneration, we have adopted performance-linked
bonuses as monetary remuneration linked to shortterm
performance and performance-linked stock remunera-
tion as an incentive for medium- to long-term improve-
ment of shareholder value. In addition, for directors
who are Audit and Supervisory Committee members
and outside directors, we will only provide fixed remu-
neration, considering their roles and level of indepen-
dence from JLL.

Policy for Determining the Ratio of
Remuneration by Type of Director

The ratio of performance-linked remuneration to the to-
tal amount of remuneration is approximately 80% for
fixed remuneration and 20% for performance-linked
remuneration in the case of a standard level of perfor-
mance achievement, as an average of the eligible direc-
tors. The ratio of non-monetary remuneration to total
remuneration is, on average, 90% for monetary remu-

Remuneration for Directors

Fixed Remuneration Performance-Linked Bonus Perfqrmance,-l‘mked Stocfk AEmUTEEE
(Directors’ Remuneration BIP Trust)

Eligible

. Directors
Recipients

Fixed remuneration is determined
by the NRA Committee, which is
appointed by the Board of Directors.
The NRA Committee takes into
account each director’s position,
responsibilities, and contributions
to performance, as well as
Method for benchmarking against remuneration
levels in outside database services.
For directors who are members of the
Audit and Supervisory Committee,
their fixed remuneration is decided
through discussions within the Audit
and Supervisory Committee.

Calculating
Remuneration

Indicators Used

to Measure
Achievement of —
Performance

Goals

Payment Method Monthly
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neration and 10% for non-monetary remuneration.

Directors (excluding those who are
outside directors and those who are
members of the Audit and Supervisory
Committee)

The basic bonus is calculated based
on performance-linked variables and
the distribution bonus is calculated
based on individual contribution rates
determined by the NRA Committee.
The ratio between the basic bonus and
the distribution bonus is set at 8:2.
The basic bonus amount is calculated
by multiplying the basic bonus
standard amount determined for

each director eligible for payment

by a performance-linked variable
calculated based on the individual
performance achievement ratios of the
three indicators of the consolidated
performance forecast for a fiscal year
disclosed at the beginning of each
fiscal year.

* Consolidated net sales

e Consolidated operating profit (before
deduction of performance-linked
remuneration)

* EPS

Paid out once a year, within three
months after the end of the fiscal year

Directors (excluding those who are
outside directors and those who are
members of the Audit and Supervisory
Committee)

The points granted are calculated

by multiplying the base points
determined for each director eligible
for payment by the performance-
linked variable set by the degree of
achievement of the three indicators
of the consolidated performance
forecast for a fiscal year, which is
disclosed at the beginning of each
fiscal year.

Directors are then provided with our
Company’s shares and the monetary
equivalent of the conversion disposal
amount of our Company’s shares
according to the resulting points
(with one point corresponding to one
share).

¢ Consolidated net sales

* Consolidated operating profit (before
deduction of performance-linked
remuneration)

¢ EPS

Paid out once a year after the end of
the fiscal year

' Audit and Supervisory Committee

Composition and Operation of the Audit and
Supervisory Committee

The Audit and Supervisory Committee consists of one
director who is a Full-time Audit and Supervisory Com-
mittee Member well versed in our business, and three
outside directors who are highly independent. In princi-
ple, the Audit and Supervisory Committee holds regular
meetings once a month and extraordinary meetings as
needed. Plus, the Audit and Supervisory Committee
members hold regular meetings with the President to
exchange opinions and maintain close communication
on issues to be addressed by the company, the status
of the environment for the audit by the Audit and Super-
visory Committee, and important audit-related issues.
In addition, the Audit and Supervisory Committee re-
ceives reports from the Internal Audit Division from time
to time, discusses the audit plan of the Internal Audit
Division in advance, cooperating together to carry out
audit procedures as necessary.

Matters Deliberated by the Audit and
Supervisory Committee

The main resolutions and discussions of the Audit and
Supervisory Committee for FY3/2024 include the formu-
lation of audit policies and audit plans, budget prepa-
ration for audit expenses, creation of audit reports,
decision on the reappointment of accounting auditors,
decision on opinions regarding the appointment of

Governance

directors (excluding those who are Audit and Super-
visory Committee members), decision on opinions re-
garding the remuneration of directors (excluding those
who are Audit and Supervisory Committee members),
consent to submit proposals to the General Meeting of
Shareholders regarding the appointment of directors
who are Audit and Supervisory Committee members,
consent to the remuneration of accounting auditors, in-
dividual remuneration for directors who are Audit and
Supervisory Committee members, selection of assis-
tant staff, evaluation of accounting auditors, prior ap-
proval of non-assurance services for accounting audi-
tors, and decision on opinions regarding the disposal of
treasury stock by third-party allocation to the BIP trust.
Additionally, audits were conducted on routine audit
items such as the misconduct of directors, violations
of laws and regulations or the articles of incorporation,
and the operation status of the internal control system.
Priority audit items included understanding the status of
investment and loan destinations and the internal con-
trol status after the core system changes were made.

Full-time directors who are Audit and Supervisory
Committee members attended important meetings,
reviewed significant approval documents, understood
the internal audit situation through exchanges of opin-
ions with the audit office, conducted on-site audits at
offices and factories, and witnessed physical inventory
to effectively carry out audits.

' Nomination and Remuneration Advisory Committee

Composition and Operation of the Nomina-
tion and Remuneration Advisory Committee

The Nomination and Remuneration Advisory Commit-
tee consists of five members (two directors and three
outside directors (one of whom is an Audit and Supervi-
sory Committee Member)) and is chaired by an outside
director. As an advisory body to the Board of Directors,
the Nomination and Remuneration Advisory Commit-
tee deliberates on the remuneration system for direc-
tors and director candidates, reports to the Board of
Directors, and determines individual remuneration for
directors (excluding those who are Audit and Supervi-
sory Committee members).

Matters Deliberated by the Nomination and
Remuneration Advisory Committee

In FY3/2024, the Nomination and Remuneration Advi-
sory Committee deliberated on the election of direc-
tors, the selection of a CEO, the selection of directors

with titles, the remuneration system and remuneration
policy for directors, and submitted reports to the Board
of Directors. In addition, the Committee determined the
individual remuneration for directors (excluding those
who are Audit and Supervisory Committee members).

CEO Succession Plan

The Nomination and Remuneration Advisory Commit-
tee discusses the succession plan for the CEO. With
regard to the development of candidates for succes-
sion, the President and CEO takes the initiative in
providing opportunities for candidates to accumulate
knowledge and experience through personnel trans-
fers, assignments of high managerial importance, and
other measures, and the Nomination and Remuneration
Advisory Committee confirms the process. In addition,
the Nomination and Remuneration Advisory Committee
confirms the status of candidate development by con-
ducting a multifaceted evaluation of successor candi-
dates annually.
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Feb. 1981
Apr. 1987
Nov. 1992
Jan. 1994
Jun. 1997
Jun. 2005

Keisuke Suzuki
President & CEO

Vice President of the Company
Senior Executive Vice President
Retired from Vice President
Consultant

Senior Executive Vice President

President and CEO (to the present)

Attended 12 out of 12 meetings of the Board of Directors (100% attendance rate) /
Attended 3 out of 3 meetings of the Nomination and Remuneration Advisory
Committee (100% attendance rate)

=

UV 4

Oct. 2009
Apr. 2015

Apr. 2016
Apr. 2018
Jul. 2020
Apr. 2022

Jun. 2022
Jan. 2024

Tatsuya Murase

Senior Vice President
Chief Commercial Officer

Joined the Company

General Manager of EG Business Promotion Department,
CVE Department

General Manager of AST Department
General Manager of CVE Department
Operating Officer and General Manager of CVE Department

Senior Operating Officer and Executive Manager of CVG
Business Unit

Vice President and Executive Manager of CVG Business Unit

Senior Vice President and Executive Manager of General
Business Headquarters (to the present)

Attended 12 out of 12 meetings of the Board of Directors (100% attendance rate)
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Sept. 1984
Jan. 1992
Apr. 2000
Jun. 2005
Apr. 2007
Jun. 2007

Jun. 2011
Jun. 2013

Apr. 2015
Jun. 2015

Atsuhiro Suzuki
Senior Executive Vice President & COO

Joined the Company

Senior Sales Branch Manager of Tokai Branch

Deputy Executive Manager of Sales Headquarters

Vice President and Executive Manager of Sales Headquarters
Vice President and Executive Manager of Business Headquarters
Senior Vice President and Executive Manager of Business
Headquarters

Executive Vice President and Executive Manager of Business
Headquarters

Senior Executive Vice President and Executive Manager of
Business Headquarters

Senior Executive Vice President

Senior Executive Vice President & COO (to the present)

Attended 12 out of 12 meetings of the Board of Directors (100% attendance rate) /
Attended 3 out of 3 meetings of the Nomination and Remuneration Advisory
Committee (100% attendance rate)

&

May 1998
Apr. 2011
Jul. 2013

Apr. 2014
Apr. 2015
Jun. 2015
Jul. 2017

Aug. 2017
Jul. 2020

Kenji Yamada

Senior Vice President
Executive Manager of Corporate
Administration Headquarters

Joined the Company
General Manager of Corporate Administration Division

Operating Officer and General Manager of Corporate
Administration Division

Operating Officer and Deputy Executive Manager of
Corporate Administration Headquarters

Operating Officer and Executive Manager of Corporate
Administration Headquarters

Vice President and Executive Manager of Corporate
Administration Headquarters

Vice President and Executive Manager of R&D and
Manufacturing Headquarters

Managing Director of JLL Malaysia Sdn. Bhd.

Senior Vice President and Executive Manager of Corporate
Administration Headquarters (to the present)

Attended 12 out of 12 meetings of the Board of Directors (100% attendance rate)

L.
S
4.0
Aug. 2006
Apr. 2009
Apr. 2011
Apr. 2012

Jul. 2013
Apr. 2014

Apr. 2015
Jun. 2017
Apr. 2021
Apr. 2022

Toru Takamiya

Vice President
Executive Manager of R&D and
Manufacturing Headquarters

Joined the Company

General Manager of SHT Division, TVI Department

General Manager of EST Department

General Manager of CVE Department

Operating Officer and General Manager of CVE Department
Operating Officer and General Manager of Cardiovascular
Business Department

Operating Officer and Executive Manager of CV Business Unit
Vice President and Executive Manager of CV Business Unit
Vice President and Executive Manager of CVG Business Unit
Vice President and Executive Manager of R&D and
Manufacturing Headquarters (to the present)

Managing Director of JLL Malaysia Sdn. Bhd. (to the present)

Attended 12 out of 12 meetings of the Board of Directors (100% attendance rate)

A
Apr. 1992
Apr. 2008
Apr. 2011
Jul. 2014
Apr. 2015

Apr. 2018

Jun. 2018

Apr. 2024

Yumiko Hoshiba

Vice President
Senior Manager of General
Affairs Department

| -
d4s '
Joined the Company
General Manager of Administration Division

General Manager of General Affairs Division

Operating Officer and General Manager of
General Affairs Division

Operating Officer and General Manager of
General Affairs Department

Operating Officer

Oct. 2009
Apr. 2011
Apr. 2013

Jul. 2013

Apr. 2015

Jun. 2017

as of October 1, 2024

Tadashi Idei

Vice President
Executive Manager of Regulatory Affairs
Administration Headquarters

Joined the Company
General Manager of Regulatory Affairs Division

General Manager of Regulatory Affairs General Management
Department

Operating Officer and General Manager of Regulatory Affairs
General Management Department

Operating Officer and Executive Manager of Regulatory
Affairs Headquarters

Vice President and Executive Manager of Regulatory Affairs
Headquarters (to the present)

Attended 12 out of 12 meetings of the Board of Directors (100% attendance rate)

Takeyoshi Egawa

Vice President

Chief Financial Officer

May 2018  Joined the Company

Apr. 2019 General Manager of Finance and
Accounting Division

Apr. 2022 Operating Officer
Senior Manager of Business
Administration Department

Apr. 2023 Senior Operating Officer

Takashi Ito

Vice President
Executive Manager
of Arrhythmia
Business Unit

i)
5

%

"\

Apr. 1993  Joined the Company

Apr. 2015 General Manager of CRM
Business Promotion Department

Apr. 2018  General Manager of CRM
Department

Jul. 2020 Operating Officer and General
Manager of CRM Department

Apr. 2022 Operating Officer

Senior Manager of Human Resources &
General Affairs Department

Vice President and General Manager of
Human Resources & General Affairs
Department

Vice President of the Company

Senior Manager of General Affairs
Department (to the present)

Attended 12 out of 12 meetings of the Board of
Directors (100% attendance rate)

Jun. 2023

Senior Manager of Business
Administration Department

Vice President of the Company
Senior Manager of Business Adminis-
tration Department (to the present)

Attended 10 out of 10 meetings of the Board of
Directors (100% attendance rate)
Appointed as a member of the Board of Directors

in June 2023

General Manager of Device
Business Department

Jan. 2024 Senior Operating Officer
Executive Manager of Arrhythmia
Business Unit

Jun. 2024 Vice President of the Company

Executive Manager of Arrhythmia
Business Unit (to the present)

Appointed as a member of the Board of Directors
in June 2024 (currently no attendance record)
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Apr. 1981
Apr. 2001
Apr. 2011
Apr. 2012

Jun. 2012
Jul. 2012

Oct. 2015

Apr. 2017

Nov. 2021

Fumihiro Sasaki

Outside Director

Independent
Chairperson of Nomination and Remuneration Advisory Committee

Joined Japan Recruit Center (currently, Recruit Co., Ltd.)
Corporate Executive Officer of Recruit Co., Ltd.

Advisor

President and Representative Director of XYMAX
ACCOUNTING PARTNER Corporation (currently, XYMAX
WITH Corporation)

Qutside Director of the Company (to the present)
Representative Director and Chief Executive Officer of
Abilitas Hospitality Co., Ltd.

President and Representative Director of XYMAX HOTELS
Corporation (currently, KARAKSA HOTELS Corporation)

Executive Managing Officer of XYMAX Corporation
President and Representative Director of XYMAX FELLOW
Corporation (current XYMAX TRUST Corporation)
President and Representative Director of XYMAX SQUARE
Corporation

Representative Director of XYMAX VILLAGE Corporation

Senior Executive Managing Officer of XYMAX Corporation

Attended 12 out of 12 meetings of the Board of Directors (100% attendance rate) /
Attended 3 out of 3 meetings of the Nomination and Remuneration Advisory
Committee (100% attendance rate)

Dec. 1994
Apr. 2009
Mar. 2010

Apr. 2011
Jun. 2011

Jun. 2013
Jul. 2017

Jul. 2020

Apr. 2022

Jun. 2022

Shogo Takahashi

Vice President (Full-time Audit and
Supervisory Committee Member)

Chairperson of the Audit and Supervisory Committee

Joined the Company

General Manager of Legal Affairs Office

General Manager of Legal Affairs Office and General
Manager of R&D and Manufacturing Division

Executive Manager of R&D and Manufacturing Headquarters
Vice President and Executive Manager of R&D and
Manufacturing Headquarters

Senior Vice President and Executive Manager of R&D and
Manufacturing Headquarters

Senior Vice President and Executive Manager of Corporate
Administration Headquarters

Senior Vice President and Executive Manager of R&D and
Manufacturing Headquarters

Managing Director of JLL Malaysia Sdn. Bhd.

Senior Vice President in charge of R&D and Manufacturing
Headquarters of the Company

Vice President (Full-time Audit and Supervisory Committee
Member) (to the present)

Attended 12 out of 12 meetings of the Board of Directors (100% attendance rate) / Attended
12 out of 12 meetings of the Audit and Supervisory Committee (100% attendance rate)

) &

Aug. 1987
Sept. 1990
Dec. 1992
Nov. 1993
Jul. 2002

Jun. 2014
Jun. 2021

Daizo Asari

Outside Director (Audit and Supervisory
Committee Member)
Certified Tax Accountant

Joined O-HARA Gakuen O-HARA Bookkeeping School
Incorporated Educational Institution

Joined Ishiwatari, Nishimura, Nakane Joint Office (currently,
Moore Shisei Tax Corporation)

Registered as a certified tax accountant

Joined Hiroshi Asari Certified Public Tax Accountant Office
Representative Partner of Tax Accountant Corporation Seiwa
(to the present)

Outside Corporate Auditor of the Company

Qutside Director (Audit and Supervisory Committee Member)
(to the present)

Attended 12 out of 12 meetings of the Board of Directors (100% attendance rate) /
Attended 12 out of 12 meetings of the Audit and Supervisory Committee (100%
attendance rate) / Attended 3 out of 3 meetings of the Nomination and
Remuneration Advisory Committee (100% attendance rate)
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g_b Yoshiaki lkei

: 2‘:;3} Outside Director
&

p N

Apr. 1981 Joined Mitsubishi Corporation

Apr. 1999 Executive Officer and General Manager of Corporate
Strategy Department of AUCNET INC.

Oct. 2001 Managing Executive Officer and General Manager of Osaka
Branch of RECOF Corporation

Nov. 2007 Representative Director of MA Partners Inc. (to the present)

Jul. 2012 Senior Managing Director of STREX Inc.

Jun. 2017 Outside Director of the Company (to the present)

Attended 12 out of 12 meetings of the Board of Directors (100% attendance rate) /
Attended 3 out of 3 meetings of the Nomination and Remuneration Advisory
Committee (100% attendance rate)

Naoko Kawahara

Outside Director

Lawyer
Dec. 2010 Registered as an attorney-at-law
Joined Tokyo Green Law Office
Oct. 2021 Auditor of Kodaira-Chemical Co., Ltd (part-time) (to the present)
Jun. 2024 Outside Director of the Company (to the present)

Appointed member of the Board of Directors in June 2024 (currently no
attendance record)

Masahiko Nakamura

Outside Director (Audit and Supervisory
Committee Member)

Lawyer

Apr. 1992 Registered as an attorney-at-law
Joined TMI Associates

Oct. 1999 Joined Simmons & Simmons LLP

Apr. 2001 Partner of TMI Associates (to the present)

Jun. 2002 Outside Auditor, Sunplanet Co., Ltd. (to the present)

Jun. 2012 Outside Corporate Auditor of the Company

May 2015 Auditor of Japan Merchandising Rights Association (to the
present)

Jun. 2021 Outside Director (Audit and Supervisory Committee Member)

(to the present)
Attended 12 out of 12 meetings of the Board of Directors (100% attendance rate) /
Attended 12 out of 12 meetings of the Audit and Supervisory Committee (100%
attendance rate)

Yutaka Karigome

Outside Director (Audit and Supervisory
Committee Member)
Certified Tax Accountant

Aug. 1987 Joined O-HARA Gakuen O-HARA Bookkeeping School
Incorporated Educational Institution

Sept. 1990 Deputy Director of Shoichiro Migiyama Certified Public Tax
Accountant Office (currently, Migiyama Certified Public Tax
Accountant Office)

Oct. 1992 Registered as a certified tax accountant

Jun. 2003 Director of Yutaka Karigome Certified Public Tax Accountant Office
Jun. 2006 Outside Corporate Auditor of the Company

Jul. 2015 National Tax Tribunal Judge of Kanto-Shinetsu National Tax Tribunal
Jul. 2018 Director of Yutaka Karigome Certified Public Tax Accountant Office (to the present)
Jun. 2019 External Corporate Auditor of BANDAI NAMCO Entertainment Inc. (to the present)
Jun. 2021 Outside Director (Audit and Supervisory Committee Member) (to the present)
Apr. 2022 Professor of Graduate School of Accounting & Finance,

Chiba University of Commerce (to the present)
Attended 12 out of 12 meetings of the Board of Directors (100% attendance rate) /
Attended 12 out of 12 meetings of the Audit and Supervisory Committee (100% atten-
dance rate)

Skill Matrix

In order that the Board of Directors may fulfill its roles
and duties effectively, the Company aims for the Board
to be composed of members who have experience
and knowledge in the areas of corporate management,
business promotion, and strengthening of business

Governance

foundation. When nominating candidates for outside
director, the Company aims to achieve a composition
of people with experience such as a corporate manager
and with specialist knowledge in areas such as finance
and accounting, or law and compliance.

Skill Matrix
Corporate . ) . . ) Committee Member
s — Busingss Promotion Strengthening Business Foundation Stats
Knowledge of R&D/ ) . | Personnel Affairs/ Nomination and
Position Ng"i?ﬁgggt the Medical Mgﬁlgtsi/n Manufacturing/ AET;J“[%% I'gg:]l mlcrz/ Human resource | DX/IT Remuneration
p Device Industry 9| Medical Afais 0 p Development Advisory Committee
Keisuke Suzuki President & CEO O O O
Atsuhiro Suzuki  Senior Executive Vice President & COO O O O
Tatsuya Murase  Senior Vice President & CCO O O
Kenji Yamada Senior Vice President O O O
Toru Takamiya Vice President O O O
Tadashi Idei Vice President O O
Yumiko Hoshiba  Vice President O O O
Takeyoshi Egawa  Vice President & CFO O O
Takashi Ito Vice President O O
Fumihiro Sasaki  Outside Director (Independent) O O O @)
Yoshiaki Ikei Outside Director (Independent) O O O
Naoko Kawahara  Outside Director (Independent) O
. Vice President (Full-time Audit and
S Supervisory Committee Member) O
Masahiko Outside Director (Audit and Supervisory O
Nakamura Committee Member (independent))
) . Outside Director (Audit and Supervisory
LR A Committee Member (independent)) O O
Yutaka Karigome Outside Director (Audit and Supervisory 0

Committee Member (independent))

(Notes) 1. The above table lists up to three of the skills possessed by the directors, and does not show all of the skills they possess.
2. “Management Experience” means experience and knowledge that provides the basis for strategic thinking aimed at achieving sustainable improve-

ments in shareholder value over the medium to long term.

3.
idly changing medical device industry.
4,
5.
6.
7.
tion to corporate and business activities.
8.

sources in relation to corporate and business activities.

“Knowledge of the Medical Device Industry” means experience and knowledge that provides the basis for comprehensive decision-making in the rap-

“Sales/Marketing” means experience and knowledge that provides the basis for formulating competitive sales strategies in the medical device industry.
“R&D/Manufacturing/Medical Affairs” means experience and knowledge that provides the basis for formulating competitive product strategies in the medical device industry.
“Finance/Accounting” means experience and knowledge that provides the basis for making decisions in relation to corporate and business activities.
“Legal Affairs/fCompliance” means experience and knowledge that provides the basis for taking advantage of opportunities and managing risk in rela-

“Personnel Affairs/Human Resource Development” means experience and knowledge that provides the basis for securing and utilizing management re-

. “DX/IT” means experience and knowledge that provides the basis for reforming business processes in relation to corporate and business activities.
10. Chairperson of Nomination and Remuneration Advisory Committee is indicated with © ; Nomination and Remuneration Advisory Committee member is

indicated with O.

Director Appointment/Dismissal Process

After the Nomination and Remuneration Advisory Com-
mittee deliberates on director candidates based on ap-
pointment criteria, the Board of Directors decides on the
candidates based on the report from the Nomination
and Remuneration Advisory Committee and propos-
als for appointments are presented during the General
Shareholders Meeting. For director candidates who are
members of the Audit and Supervisory Committee, prior
consent by the Audit and Supervisory Committee shall
be obtained to be considered as a director candidate.

If it is recognized that any of the predetermined criteria
for dismissal are met, the Nomination and Remuneration
Advisory Committee will deliberate on the matter, and upon
receipt of the Committee’s report, the Board of Directors
will make a decision and initiate procedures for dismissal
by resolution at the General Shareholders Meeting.

Appointment Criteria

- Excellent personality and insight, and high ethical
standards

- Able to make appropriate decisions regarding overall
management

- Able to objectively analyze and make judgments from
a company-wide perspective

- Excellent foresight, insight, and leadership

« Audit and Supervisory Committee Member candidates
must have the knowledge, experience, and expertise
necessary for conducting audits
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W' Risk Management

Basic Views on Risk Management

As a Company that handles medical devices, we have
a responsibility to ensure a stable supply of medical de-
vices to patients and medical professionals. In order to
reliably fulfill these responsibilities and to achieve sus-
tainable enhancement of shareholder value, we are pro-
moting the development of a risk management system
so that appropriate measures can be taken against risks
that may have a significant impact on business activities.

Risk Management System

Based on the Risk Management Regulations, the Board
of Directors has appointed a Chief Risk Management
Officer (CRO) and the Risk Management Committee,
chaired by the CRO, promotes company-wide risk
management. The Risk Management Committee meets
semi-annually to identify and evaluate risks, determine
policies for responding to risks, and confirm response
status. The committee also works with related com-

W' Information Security

Basic Views on Information Security Measures

Recognizing that information security risks have a sig-
nificant impact on our management, we are working to
strengthen our countermeasures. In addition to techni-
cal measures such as the introduction of systems and
countermeasure tools and physical measures such as
office access control and restricting access to classified
areas based on our information security roadmap, we
also focus on human measures by providing e-learning
education and targeted e-mail attack training since we
believe that it is important to improve the security-relat-
ed awareness and literacy of each employee.

Information Security Management System

Based on the Information Security Management Reg-
ulations, the Board of Directors has appointed a Chief
Information Security Officer (CISO), and the Information
Security Committee, chaired by the CISO, plays a cen-
tral role in promoting company-wide information se-
curity measures. The Information Security Committee
meets semi-annually to identify issues to be addressed,
confirm the progress of measures, and confirm the re-
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mittees such as the Sustainability Committee and the
Information Security Committee to ensure effective risk
management. In the event that a risk that may have a
significant impact on business activities arises and re-
quires a company-wide response, a task force headed
by the President and CEO as Executive Manager will
be established to take appropriate action to minimize
losses.

Business Continuity Initiatives

In order to fulfill our responsibility to supply medi-
cal devices, we are promoting the establishment of a
business continuity system based on the basic rules
for business continuity. We have formulated a business
continuity plan (BCP) for early resumption from busi-
ness interruption due to a large-scale natural disaster
and are continuously developing it as well as conduct-
ing drills to enhance its effectiveness.

sults of training. Furthermore, in the event of an infor-
mation security incident, such as unauthorized access,
malware infection, or loss of storage media, the CSIRT*
plays a role in responding under the instructions of the
Information Security Committee in cooperation with ex-
ternal organizations as necessary.

* Computer Security Incident Response Team an organization that collects infor-
mation on information security and takes measures in preparation for incidents
that could lead to serious information security incidents, and executes and man-
ages measures in the event of an incident.

Protection of Personal Information

Personal information handled by the Company is man-
aged and protected in accordance with the Basic Reg-
ulations for the Protection of Personal Information. In
addition, by acquiring the Privacy Mark*, we confirm
that the system and operations for protecting personal
information are maintained in an appropriate manner.

* A system that evaluates that business operators have put in place structures or
other measures to appropriately handle personal information.

W Compliance

Basic Views on Compliance

As a company that handles medical devices that are
critical to the lives of patients, we believe that in order
to be a trusted presence at all times, we must not only
comply with laws and regulations but also follow com-
pliance policies with high ethical standards. To that end,
the actions of each and every employee are important.
Therefore, we strive to ensure thorough compliance
awareness by disseminating the Code of Conduct so
that we can meet the expectations of all stakeholders
and build relationships of trust.

Compliance System

Based on the Compliance Promotion Regulations, the
Board of Directors has appointed a Chief Compliance
Officer (CCO) and the Compliance Committee, chaired
by the CCO, plays a central role in promoting compa-
ny-wide compliance activities. The Compliance Com-
mittee meets quarterly to discuss various compliance
issues, including sharing information on compliance
violation cases, the operation of the whistleblower sys-
tem, and the status of compliance training. In addition,
the CCO reports quarterly to the Board of Directors on
the status of company-wide compliance and receives
instructions as appropriate.

Compliance System Chart

‘ Board of Directors ‘

Appointmentl T Reporting

Consultation
Chief Compliance Officer

Instruction

Submission Reporting

Instruction Reporting

spuswpedaq uessjey

JLL Compliance Consultation Desk

oapiwwo) soueldwo)

<Internal Contact> <External

Compliance Contact>
Consultation Desk JLL Gr'oup
Helpline

Responsel TReporting/Consultation

‘ Group Employees ‘

Governance

Efforts to Raise Awareness of Compliance

In order to comply with compliance as a company, it is
necessary for each employee to understand its impor-
tance and follow compliance regulations during daily
business operations. We are taking various measures
to raise awareness of compliance among employees.
We provide online training as well as e-learning to ad-
dress various themes and also focus on making people
aware of the whistleblower system.

Transparency of Our Relations with Medical
Facilities

In developing and introducing new medical devices, it is
essential to collaborate with research institutions such
as universities and medical facilities, and such activities
may involve monetary payments, etc. As we comply with
the “The Fair Competition Code of the Medical Devic-
es Industry in Japan,” which is an industry-independent
regulation, and related laws and regulations, our Legal
Department examines and strictly monitors our relation-
ships to ensure that they remain fair and equitable.

Internal Reporting System

The Company has established a whistleblower system
to detect and respond to compliance violations at an
early stage and to prevent them from occurring. We
have two whistleblower system contact points: An ex-
ternal third-party organization that allows anonymous
reporting, and an internal contact point where employ-
ees can report and also feel free to discuss compliance
issues. Either contact point gives maximum consider-
ation to the anonymity and privacy of whistleblowers,
protects whistleblowers so that they are not disadvan-
taged by reporting, conducts investigations, and takes
corrective measures as necessary.
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Consolidated Financial/
Non-Financial Data

(1) Consolidated Profit and Loss Statement

Net sales

(Net Sales YoY)

COGS

Gross Profit

Gross Profit Margin
SGA

Operating profit
(Operating Profit YoY)
Operating Profit Margin
Non-Operating Income
Non-Operating Expense
Ordinary profit
Ordinary profit margin
Extraordinary Profit
Extraordinary Loss

Net Profit Before Tax
Tax Expenses

Net profit

Net Profit Margin
In-house sales ratio
R&D expense

Capital expenditure
Depreciation Expenses

Million yen
%
Million yen
Million yen
%
Million yen
Million yen
%
%
Million yen
Million yen
Million yen
%
Million yen
Million yen
Million yen
Million yen
Million yen
%
%
Million yen
Million yen
Million yen

(3) Financial Indicators, etc.

Number of Shares Outstanding at

Year-End (incl. treasury shares)
Number of Treasury Shares at
Year-End

Average Number of Shares During

the FY (excl. treasury shares)
EPS

BPS

DPS

DOE (dividend on equity ratio)
Payout Ratio

ROE

ROA

ROIC™

Capital-to-Asset Ratio
Receivabes Turnover Period
Inventory Turnover Period
Payables Turnover Period
Cash Conversion Cycle

Number of Employees (Consolidated)
*1 Company shares held by the BIP Trust for directors and Company shares held by the Trust for the Trust-type Employee Shareholding Incentive Plan (E-Ship) are

Scope FY2018
Consolidated 45,525
Consolidated 7.6
Consolidated 17,703
Consolidated 27,822
Consolidated 61.1
Consolidated 17,295
Consolidated 10,526
Consolidated -1.4
Consolidated 23.1
Consolidated 571
Consolidated 289
Consolidated 10,808
Consolidated 23.7
Consolidated 5
Consolidated 12
Consolidated 10,801
Consolidated 3,077
Consolidated 7,723
Consolidated 17.0
Consolidated 54.9
Consolidated 1,431
Consolidated 1,248
Consolidated 1,176

IS Consolidated
shares

Thousand Consolidated
shares

Thousand Consolidated
shares

yen Consolidated
yen Consolidated
yen Consolidated
% Consolidated
% Consolidated
% Consolidated
% Consolidated
% Consolidated
% Consolidated
Day Consolidated
Day Consolidated
Day Consolidated
Day Consolidated
Person Consolidated

included in treasury shares. (E-Ship terminated on July 29, 2021)
*2 Denominator profit is operating profit after tax. After-tax operating profit = operating profit x (1 - effective tax rate (30.62%)
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FY2018

90,419

10,005

80,414

96.05
578.01
29.00

5.3
30.2
17.6
16.8
13.7
68.6
98.3

316.0

55.3

358.9

932

FY2019

51,761
13.7
22,570
29,191
56.4
18,756
10,434
-0.9
20.2
891
900
10,425
20.1

3

4
10,425
2,676
7,748
15.0
50.7
1,743
2,536
1,264

FY2019

85,419

5,165

80,251

96.55
640.54
29.00
4.8
30.0
15.8
14.6
12.1
68.5
91.5
285.1
58.0
318.6
1,074

FY2020

51,286
-0.9
22,622
28,664
55.9
18,296
10,367
0.6
20.2
1,031
879
10,519
205

3
5,982
4,540
2,540
2,000
3.9
49.9
1,667
1,382
1,525

FY2020

85,419

5,050

80,322

24.91
638.36
49.00
7.7
196.7
3.9
14.2
11.5
70.3
95.8
275.7
56.1
315.4
1,167

FY2021

51,469
0.4
22,634
28,835
56.0
18,861
9,973
-3.8
19.4
316
285
10,005
19.4
44

8
10,041
2,556
7,484
14.5
52.4
2,159
1,633
1,611

FY2021

85,419

5,500

80,367

93.13
682.79
38.00
5.8
40.8
141
13.7
11.1
74.5
90.7
248.6
49.7
289.7
1,205

FY2022

51,750
0.5
21,855
29,895
57.8
19,057
10,837
8.7
20.9
293
224
10,905
21.1
100
1,217
9,789
2,897
6,891
13.3
54.9
2,316
976
1,566

FY2022

82,919

4,999

78,116

88.22
721.20
38.00
5.4
43.1
12.4
14.8
11.9
75.3
90.5
233.8
56.1
268.2
1,166

FY2023

51,384
-0.7
20,397
30,986
60.3
20,094
10,892
0.5
21.2
390
701
10,581
20.6
13

19
10,575
3,060
7,515
14.6
58.8
2,366
3,568
1,471

FY2023

75,758

829

76,122

98.73
775.43
42.00
5.6
42.5
18.2
14.3
12.1
79.0
94.1
253.2
68.8
278.6
1,216

(2) Consolidated Balance Sheet

Scope FY2018 FY2019
Current Assets Million yen  Consolidated 41,665 44,077
Tangible Fixed Assets Million yen  Consolidated 9,920 11,341
Intangible Fixed Assets Million yen  Consolidated 558 493
Investments and Others Million yen  Consolidated 15,638 19,089
Fixed Assets Million yen  Consolidated 26,117 30,923
Total Assets Million yen  Consolidated 67,783 75,000
Current Liabilities Million yen  Consolidated 14,580 16,093
Fixed Liabilities Million yen  Consolidated 6,709 7,500
Total Liabilities Million yen  Consolidated 21,289 23,594
Shareholder’s Equity Million yen  Consolidated 46,496 51,618
'é‘grcnupr:‘e“ri;es‘i’g:‘necrome Million yen  Consolidated -16 211
Share Warrant Million yen  Consolidated 13 —
Net Assets Million yen  Consolidated 46,493 51,406
Total Liabilities and Net Assets ~ Million yen  Consolidated 67,783 75,000
Cash and Deposits Million yen  Consolidated 8,018 9,555
Accounts Receivables Million yen  Consolidated 12,178 13,762
Inventory Million yen  Consolidated 17,071 18,187
Accounts Payables Million yen  Consolidated 3,087 4,081
Retained Earnings Million yen  Consolidated 30,499 35,912
Interest-bearing Debt Million yen  Consolidated 9,987 11,538
Net Debt Million yen  Consolidated 1,968 1,983
Invested Capital Million yen  Consolidated 56,484 63,156
Working Capital Million yen  Consolidated 26,161 27,868

*1 A sum of interest-bearing debt (gross) and shareholder’s equity
*2 Accounts receivables + Inventory - Accounts payables

(4) Non-Financial Indicators, etc.

Greenhouse gas emissions

Electricity usage

Gasoline use

Water use

Industrial waste recycling rate

Ratio of female managers

Average years of service

Average overtime hours (non-consolidated)
Paid leave utilization rate (non-consolidated)
Education and training expenses per employee
(non-consolidated)

Number of Board of Directors meetings held
Remuneration for Directors

t-CO2
MWh
ke

%
%
years
hours
%

yen

Number
Million yen

Consolidated

Consolidated

Non-Consolidated
Non-Consolidated
Non-Consolidated
Non-Consolidated
Non-Consolidated
Non-Consolidated
Non-Consolidated

Non-Consolidated

Non-Consolidated
Non-Consolidated

FY2020

44,522
13,111
505
14,822
28,439
72,962
16,467
5,190
21,657
51,267

37

51,304
72,962
13,708
13,145
15,987

2,872
35,352
10,396
-3,311
61,663
26,260

FY2020

6,950
10,508
631
12,584
90

1.5
9.6
17.7
39.2

62,701

12
471

FY2021

45,153
12,911

1,470
13,662
28,044
73,197
14,211

4,418
18,629
54,362

205

54,567
73,197
16,058
12,437
14,850

3,287
38,890

8,352
-7,705
62,714
24,000

FY2021

6,720
10,606
611
16,821
92

2.1
10.2
17.8
46.3

69,495

12
472

FY2022

47,130
12,452
2,414
12,643
27,510
74,641
14,381
4,063
18,445
56,265
-69
56,195
74,641
18,357
13,223
13,142
3,429
42,741
6,883
11,473
63,148
22,937

FY2022

6,612
10,581
619
13,184
96

2.6
10.5
18.9
51.0

97,142

12
534

FY2023

42,871
13,434

2,292
14,910
30,638
73,509
14,175

1,231
15,406
57,516

585

58,102
73,509
12,669
13,283
15,154

4,254
47,291

4,634
-8,035
62,151
24,183

FY2023

5,866
9,658
638
13,917
97

3.6
10.8
20.2
54.5

79,108

12
585
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Company Information/
Stock Information ...us. z

Company Name

Japan Lifeline Co., Ltd.

Company Representative Keisuke Suzuki, President and CEO

Headquarters

Established February 6, 1981

Tennoz Ocean Square, 25F, 2-2-20, Higashishinagawa, Shinagawa-ku,
Tokyo 140-0002 Japan

Main Business Import, production, and sales of medical devices

Paid-in Capital 2,115 million yen

Accounting Closing Date March 31

Employees Consolidated: 1,216 Non-Consolidated: 953

Locations

49 sales offices (48 in Japan and 1 overseas), 4 production sites (3 in Japan
and 1 overseas), 1 R&D site, 2 distribution sites, and 1 training facility

Consolidated Subsidiary JLL Malaysia Sdn. Bhd.
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I Basic Stock Information

Securities Code

Stock Exchange Listing

Total Number of Shares Issued by the Company
Total Number of Shares Outstanding

Number of Shareholders

Share Unit

Base Date

Shareholder Registry Administrator
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7575

Tokyo Stock Exchange, Prime
346,400,000

75,758,470

12,156

100

March 31

Mitsubishi UFJ Trust and Banking Corporation

Company Information/Stock Information

" Major Shareholders

Number of

Shareholders Shares Held Sh;;:f;o(l::l/oi; 9
(thousands)
MT Shokai Co., Ltd. 9,860 13.13
KS Shoji Co., Ltd. 8,864 11.80
The Master Trust Bank of Japan, Ltd. (Trust Account) 8,196 10.91
Custody Bank of Japan, Ltd. (Trust Account) 8,041 10.71
Keisuke Suzuki 2,325 3.10
Japan Lifeline Employee Shareholders Association Exclusive Trust 1,168 1.56
JP MORGAN CHASE BANK 385781 972 1.29
STATE STREET BANK WEST CLIENT - TREATY 505234 885 1.18
Takashi Nakao 761 1.01
Nippon Life Insurance Company 720 0.96

Note: The Shareholding ratio is calculated excluding the 659 thousand shares of treasury stock held by the Company.

" Shares by Owner

Treasury stock

0.87%
Financial institutions
24.35%

Individuals
and others TOta| N u m ber Financial
28.38% of Shares instruments

firms

Outstanding

75,758,470

Other companies

25.67%

Foreign investors

19.25%

For inquiries regarding this report, please contact:
Corporate Planning Dept., Japan Lifeline Co., Ltd.
E-Mail : ir@jll.co.jp URL: https://www.japanlifeline.com/
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