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PHILOSOPRHY

Mission
Contributing to a healthier

society through cutting-edge
medical technologies

Vision
Pursuing both functions of a
manufacturer and a distributor
to provide the latest and Va | U SN
best options for medical :
professionals worldwide

.

Acting in a way for
our stakeholders to
embrace being a
part of JLL

Editorial Policy

The Japan Lifeline Group aims to enhance its corporate value and
contribute to the sustainable development of society through the
realization of its Mission.

The company started publishing the Integrated Report in FY3/2023

in order to organize, integrate, and present financial and non-financial
information related to those efforts.

Through this report, we will revitalize communication with various

stakeholders and reflect their feedback in our future initiatives.

P Period Covered by the Report
The fiscal year ended March 31, 2025 (April 1, 2024 to March 31, 2025)

Note: Some information for the fiscal year ended March 31, 2024 and the fiscal year ended March 31,
2026 is included in the report.

» Scope of the Report

Japan Lifeline Co., Ltd. and its subsidiaries
Note: Some information is disclosed on a non-consolidated basis.

P Reference Guidelines, etc.

- GRI (Global Reporting Initiative) Sustainability Reporting Standards

- IFRS International Integrated Reporting Framework

- Guidance for Collaborative Value Creation 2.0, Ministry of Economy,
Trade and Industry

» Notice Concerning Forward-Looking Statement

This Integrated Report contains forward-looking statements. This
information is based on information available to the Company as of
the date of issuance, as well as assumptions and projections made at
that time. Actual results and other figures may differ due to changes
in the business environment, economic trends, and other factors.

The information contained in this report includes information on
medical devices. It is intended to provide information to various
stakeholders and is not intended to promote our products or provide
medical advice.
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Business

facturer and a distributor.

Main Products

We provide medical devices with a focus on the cardiovascular space.
Most of the medical devices that we handle are classified as “highly
controlled medical devices” that are critical to the lives of patients.
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de medical devices to cater to the needs of the physicians by utilizing our hybrid business model;

* Designated by the Minister of Health,
Labour and Welfare as devices requiring
appropriate management because of the
risk of serious effects on human life and
health in the event of side effects or
impairment of function.
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Putting Patients’ Comfort First

JLL has handled medical devices used at the forefront of
acute-phase medicine for more than 40 years as a
specialist in the cardiovascular area (arrhythmia, aortic
diseases). In recent years, we have also been working to
expand our business areas, entering neurovascular and
gastrointestinal areas.

... for patient comfort. This is a sentiment that JLL has
always valued in doing business.

Management Foundation Data Section

Number of Patients Affected by Our Products

Arrhythmia

Cardiac Pacemaker™

Approx.
10,700 annually

Vascular Grafts-related
products™

Approx.
26,000 annually

Arrhythmia

Implantable Cardioverter
Defibrillator? (ICD)

Approx.
2,800 annually

Ischemic Stroke

Aspiration Catheter

Approx.
2,000 annually

Arrhythmia

Cardioversion Catheter

Approx.
92,000 annually

Biliary Stricture/cancer

Bile-duct Tube Stent

Approx.
13,000 annually

*1 Includes CRT-P  *2 Includes CRT-D *3 Includes Frozen Elephant Trunk and abdominal stent graft

At a Glance

FY3/2025

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 competi-
tive products. We have successfully shared
high returns with our shareholders by pursu-
ing effective capital management.

Net Sales ¥5 6 ° 6 billion

Operating Margin ROIC

21 8% 13.7%
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Proprietary
Net Sales Sales Mix
- o)
JLL’s History D 0.0 b O /4%
: . - . S L FY3/2025
By consistently striving to maximize the value we deliver to the medical field,
we have realized growth through the expansion of our business domains.
2012 2
Toda Factory Eg;t‘ L
Intracardiac Defibrillation Catheter : ry 2020 :
BeeAT (proprietary product) into New JLL Malaysi i
Areas ’ alaysia (billion ¥)
; ; 5 . reo
: 2014 : é
i Oyama Factory :
i Frozen Elephant Trunk °
1999 2010 FROZ!EI;IIX - o
Ichih Fact proprietary proauc :
Net Sales - Proprietary Product Rzl Ceney e : :
Net Sales - Procured Product 1999 2010 .
Challenge to Expanded S § - 40
- Production
Manufacturer System
| -30
- 2000 i .
: Ukima Factory A
1981 - 20
Founding i
o
- 10
o
0
1981 1985 1990 1995 2000 2005 2010 2015 2020 (FY)
e— 1981 | Cardiac Rhythm Management >
e—— 1989 | Coronary Intervention |
e—— 1990 | Cardiovascular Surgery P>
Business Areas e— 1995 | EP (Electrophysiology)/Ablation >
e—— 2005 | Structural Heart Disease »
o— 2017 | Gastrointestinal >

1 981 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.

1 9 9 9~ 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.

20/{|0=
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.

2022 | Neurovascular e———p

2 O 1 7 ~ Entryinto

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.

Expanded Procured Products
1981 Cardiac Pacemaker
1989 PTCA Balloon Catheter
1990 Prosthetic Heart Valve
1991 Vascular Grafts

1995 Launch of EP Catheter
1998 PTCA Stent

Japan Lifeline Integrated Report 2025

1999 Established Research Center
2000 Esteblished Ukima Factory
2001 Released PTCA Guide Wire
2003 Released Ablation Catheter

. 2004 Released EP (Electrophysiology)

Catheter

2010 Established Ichihara Factory
2012 Established Toda Factory
2014 Established Oyama Factory
2020 Established JLL Malaysia

Gastrointestinal Area
2017 Released Colonic Stent

2019 Released RF Needle for Liver
Cancer Treatment

2021 Released Gastro-Duodenal Stent
2022 Released Bile-duct Tube Stent
Neurovascular Area

2022 Released Embolic Coil

2023 Released Aspiration Catheter
2024 Released Stent Retriever
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Keisuke
Suzuki
President and CEO

Launching Full-Scale
Global Expansion

The global trend of pulsed field ablation (PFA) has now reached Japan,
bringing a seismic shift in arrhythmia treatment.

We are now being tested on whether we can truly evolve from
a domestic medical device company into a global MedTech company.

We will compete by delivering the unique value that only Japan Lifeline can offer,
and we are determined to see this transformation through.

Japan Lifeline Integrated Report 2025

Introduction Value Creation Growth Strategy Management Foundation Data Section

» A Once-in-Three-Decades Wave
of Change

| would like to extend my sincere gratitude to all our
stakeholders, including our shareholders and inves-
tors, for your continued support.

In 2024, Japan Lifeline experienced an unprece-
dented wave of change in our core business area of
arrhythmia treatment. Pulsed field ablation (PFA), a
new therapy pioneered by other companies, rapid-
ly gained adoption in atrial fibrillation ablation pro-
cedures. Unlike conventional radiofrequency abla-
tion, PFA selectively ablates abnormal myocardial
tissue using pulsed electric fields, dramatically re-
ducing the risk of complications to surrounding tis-
sue. It also streamlines the procedure, reducing the
number of catheters used per case and shortening
procedure time to about two-thirds (a one-third re-
duction). Within less than a year, PFA had been ad-
opted in more than half of atrial fibrillation ablation
procedures. Given that radiofrequency ablation first
received insurance reimbursement in Japan in 1994,
this represents the most significant game-changing
shift in thirty years. For our company, this develop-
ment has had a far greater impact than COVID-19.
While the pandemic was a temporary phenomenon,
PFA marks a structural and irreversible turning point.

This technological innovation is already having a
multifaceted impact on our product portfolio. For
some of our flagship diagnostic catheters—such as
Esophageal Temperature Monitoring Catheters—de-
mand is decreasing, as they are no longer required
under PFA procedures. As a result, we expect a sub-
stantial decline in revenue in FY3/2026. On the oth-
er hand, since PFA also shortens procedure times,
increased turnover in catheter laboratories will allow
more cases to be performed, creating a positive ef-
fect. In the short term, we expect these positive fac-
tors to outweigh the negatives. However, over the
longer horizon, it is clear that if we fall significantly
behind in PFA, we risk losing competitiveness in our
core EP/Ablation business. Against this backdrop, in
February 2025 we entered into a strategic partner-
ship with U.S.-based CardioFocus, Inc. to jointly de-
velop and globally commercialize a new PFA device.
By combining CardioFocus’s clinical expertise and

device technology in PFA with our advanced cath-
eter shaft capabilities, we are confident that we can
deliver highly competitive PFA products that reso-
nate in the market. Our first milestone is expected
in 2027, with the launch of OEM product supply for
overseas markets.

In this era of rapid change, it has become more
important than ever for us to anticipate shifts and
take proactive steps based on the product life cycle.
Beyond PFA, we must operate on the premise that
paradigm shifts will inevitably occur, and address
them not only as risks but also as opportunities.
Catheters used in arrhythmia treatment face intense
development competition, and their typical product
life cycle is around five to ten years. Our Intracardiac
Defibrillation Catheter, BeeAT, which accounts for
roughly one-quarter of our revenue, maintained its
unique position in the market for ten years after its
launch. Even now, thirteen years later, it continues
to be a core revenue driver, holding a 95% market
share. While protecting the share of such a corner-
stone product is certainly important, that alone is not
enough to keep pace with the times. The expectation
that BeeAT will remain relevant in the era of PFA is
good news, but new changes will continue to emerge
alongside it. Within the company, we constantly ask
ourselves: “Are our existing products aligned with
new trends?” “What improvements can we make to
anticipate market needs?” “As a leading company in
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arrhythmia treatment, what new value propositions
should we bring to the market?”

In response to these questions, new challenges
are already underway. At our full-year financial re-
sults briefing in May 2025, we announced the lat-
est updates to our Medium- to Long-Term Strategy,
including entry into Structural Heart Disease as our
third new business domain following Neurovascular
and Gastrointestinal. We will be entering the Tran-
scatheter Aortic Valve Replacement (TAVR) field,
which represents a potential market of more than
¥100.0 billion in Japan alone. We also outlined our
policy to expand our overseas business and to place
greater emphasis on OEM operations.

Traditionally, our product portfolio has focused
on therapeutic devices for acute cardiac conditions.
Going forward, in addition to expanding into new
clinical domains, we will also broaden our perspec-
tive across the entire medical value chain—from
prevention to post-operative care—delivering new
solutions wherever medical challenges exist. With a
medium- to long-term perspective, we will explore
new business opportunities centered on products
that generate synergies across our portfolio, solu-
tions that transcend conventional concepts of med-
ical devices, and collaborations with strategic part-
ners who possess outstanding technologies.

While products and services evolve with the times,
our foundation remains unchanged: putting patient
benefit first. What | value most about the medical de-
vice business is that when we create genuine value,
we can tangibly feel our contribution to society. This,
above all, is the greatest appeal of the medical de-
vice business and the driving force behind my work.

» Renewed Determination to Become
Global Medtech Company
While diversifying our portfolio through new business-
es, we are also expanding our presence from Japan
to overseas markets. If we remain strong only domes-
tically, without proving ourselves in overseas markets,

future profit growth will inevitably plateau at just a few
percentage points per year. Moreover, the structural

Japan Lifeline Integrated Report 2025

challenges facing Japanese society—including infla-
tion, social security reform, and population decline—
make it extremely difficult to achieve long-term growth
from Japan alone. Fortunately, we have a proven track
record and strong capabilities in developing propri-
etary products that dominate the domestic market.
Extending these successes into other countries is a
straightforward strategy with significant potential.

One of the questions we are most frequently asked
by investors in this context is, “Why don’t you expand
your high-share domestic products overseas?” It has
been frustrating not to be able to provide a clear an-
swer. The reality is that while overseas expansion has
been positioned as a long-term priority, our current
overseas sales ratio remains at only about 2%, show-
ing that we are still mid-journey. The primary reason, |
believe, is that our core products are niche innovations
born out of Japan’s unique medical practices. For ex-
ample, procedures using our core product, the Intrac-
ardiac Defibrillation Catheter “BeeAT,” have achieved
a 90% penetration rate in Japan, yet Japan remains
the only country where they are routinely practiced.
BeeAT enables low-energy defibrillation from inside
the heart, reducing patient burden while allowing phy-
sicians to safely and swiftly terminate atrial fibrillation.
However, in most countries, defibrillation is gener-
ally performed externally, so the first challenge is to
change this prevailing perception. We must commu-
nicate the significance of the product from the ground
up, encourage its adoption in real-world clinical prac-
tice, and build recognition of its intrinsic value until it
is firmly established as a routine procedure. This is
not something that can be accomplished overnight.
At Japan Lifeline, we call this challenge the “barrier
to exporting medical procedures.” Once this barrier
is overcome, however, we envision a future where an
overseas sales ratio of 30% is within reach.

We believe that expanding safe and patient-friendly
procedures like BeeAT globally is a social mission that
we, as a domestic pioneer, must fulfill. The same ap-
plies to the Frozen Elephant Trunk (FET), another core
product in the cardiovascular field. Positioning and
promoting these as “optimal, cutting-edge treatments
from Japan” will be key to overcoming the barrier to
exporting medical procedures. To achieve this, it is es-
sential to gain the cooperation of domestic physicians
who serve as key opinion leaders and have them act

Introduction Value Creation Growth Strategy

as ambassadors in local medical settings. We also rec-
ognize that there are areas where sufficient evidence
has not yet been built to demonstrate the superiority of
treatments using our products, and we are committed
to addressing this promptly and thoroughly. In addi-
tion, we will work to raise awareness through presenta-
tions at international academic conferences and other
opportunities.

As part of strengthening the business foundation,
we are also rapidly preparing for full-scale entry into
the European and U.S. markets. In manufacturing and
quality management, we are building a documenta-
tion management system that can withstand scruti-
ny by the U.S. Food and Drug Administration (FDA).
We are also pursuing market development with a new
sense of urgency, and tangible results are already be-
ginning to emerge.

» Expectations for the Next-Generatio
Management Team

As the company returns to a growth trajectory, driv-
ing major transformation means that our management
structure itself must also evolve. In June of this year,
Tatsuya Murase was promoted internally to serve as
Vice President & COO. This marks an important step
toward rejuvenating our management structure and
positioning the company to ride the next wave of sig-
nificant growth. In addition, as an incentive to achieve
our financial targets, we introduced stock options
granted for consideration for directors and operating
officers, further aligning our interests with those of the
capital markets. These options are structured to be
exercisable upon achieving the FY3/2028 sales tar-
get of ¥70.0 billion, and we are united as a company
in our efforts to deliver on our medium-term perfor-
mance goals.

As a business leader, | consider myself a realist,
and since our founding | have operated with the mind-
set that “every year is a year of survival.” My man-
agement style could be described as one that em-
phasizes the steady accumulation of tangible results.
Driven by a determination never to let the company
falter, | have prioritized reliable outcomes, even when
faced with major decisions and investments at critical

Management Foundation Data Section

junctures. At the same time, | recognize that in the
next phase of accelerated growth, a younger mindset
will be essential. To accelerate investment and pur-
sue transformational change through initiatives such
as M&A, approaches and philosophies different from
my own will naturally be required. In other words, we
need next-generation leaders who can envision a bold
future and work backward from that vision. By reju-
venating our management structure, | believe we will
begin to see a new form of the company—one ca-
pable of driving sustainable growth as a truly global
MedTech company.

Whichever approach one may take, the core re-
sponsibility of a leader does not change: to make
decisions and move the organization forward. | often
tell the next generation of executives, “It is natural
to wrestle with an issue, but you must not hesitate.”
Even with difficult choices, when the time comes to
decide there are only two options: an affirmative “yes”




or an affirmative “no.” Once the decision is made, it is
vital to communicate a simple and clear message to
both internal and external stakeholders. At present, |
believe our strength as a founder-led company lies in
our speed and clarity of direction. How we can pre-
serve these strengths into the future is a challenging
question, but one that | reflect on and work toward
every day. | believe that even without relying on the
founder’s unifying force, we can embed the founder’s
DNA—in other words, the unique character of Japan
Lifeline—into the company by designing the right or-
ganizational mechanisms.

» To All Our Stakeholders

Our company now stands at an important turning
point. For five years, our performance remained
flat due to the impact of COVID-19 and the re-
shaping of our business portfolio. It was against
this backdrop that we formulated our current
medium-term management plan. In FY3/2025,
the second year of the plan, we achieved dou-
ble-digit growth in both revenue and profit, final-
ly entering a full-fledged growth phase. | believe
this represents a strong start, made possible by
steadily executing the three key initiatives set
out in the plan: “Expansion into New Therapeu-
tic Areas,” “Continuous Introduction of Competi-
tive Products,” and “Strengthening Management
with a Focus on Capital Efficiency.” Furthermore,
as new initiatives emerged, in May 2025 we an-
nounced an upward revision to our FY3/2028
targets, the final year of the plan. The main rea-
sons include the revised growth outlook for atrial
fibrillation cases, our entry into Structural Heart
Disease, and the anticipated expansion of glob-
al sales and our OEM business. While options to
accelerate future growth, such as M&A in existing
businesses, are always on our radar, they have
not been factored into this revision. We firmly
believe that these new medium-term targets are
achievable through organic growth alone.

11 Japan Lifeline Integrated Report 2025

| am paying particular attention to FY3/2028,
which | expect to be a major milestone for our
company. This is because milestones for multiple
initiatives converge in this period, and we antic-
ipate it will mark a major inflection point in our
growth trajectory. Examples include our full-scale
entry into the Structural Heart Disease area, the
commencement of exports of OEM-contracted
PFA products, and the launch of a Flow Divert-
er in the Neurovascular area. Each of these rep-
resents a strategic initiative with significant po-
tential to drive future growth. We are leaving no
stone unturned in our preparations to ensure their
reliable execution on schedule.

The waves of change are significant and the
challenges formidable, but we stand on a solid
and unshakable foundation of technological ca-
pabilities and strong, enduring trust with the med-
ical community. Together with our shareholders,
investors, healthcare professionals, and all of our
stakeholders, we will move forward with determi-
nation into the next stage of growth.

| would like to take this opportunity to express
my appreciation for your continued support and
guidance.

Value Creation

Japan Lifeline

Value Creation

» Value Creation Process...

* The Six Capitals ..............

* Threats and Opportunities.............cccccccvvvvennnn.

* Business Model ..............

» Stakeholder Engagement



Value Creation Process

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

MISSION

Contributing to a healthier society through
cutting-edge medical technologies

INPUT

Intellectual
Capital

Human
Capital

Social &
Relationship
Capital

Natural
Capital

Financial
Capital
Manufactured
Capital

Identify needs in the
medical field

Uphold the

medical practices

with nationwide
sales offices

Introduce highly
novel products
from overseas

Sales and Distribution
Support
= >0 T T
258 S @
=< B o X
823 "'_‘ S S
= S ~ O
£5% el
S<E 30
(=2 =] . P =
222 Activities S g
=] b~
g g E Regylatory o ~
33 ° Affairs and Manufacturing
= .
@ g Quality

Ensure the
effectiveness,
reliability, and
safety of
our devices

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

Risks and Business Legal, Regulatory, and Social
Opportunities | Environment Social Requirements Environment

Introduction

Value Creation Growth Strategy Management Foundation Data Section

OUTPUT  Medum-Tem OUTCOME
Management Plan
Provide Medical (FY3/2024 to FY3/2028) Creation of Social Value

Upward revision as of May 7, 2025

Devices
Cardiac Rhythm Net Sales mo Improve patients’
uality of life
Management O R
il Patients
Cardiac Pacemaker ¥ billion
Main T-ICD (FY3/2028)
(transvenous implantable cardioverter defibrillator)
Products S-ICD
(subcutaneous implantable cardioverter defibrillator) & Contribute to
Fvasos | Net Sales: ¥13,267 milion high-quality
Percentage of Overall Sales: 23.4% Net Sales in Medical medical care
New Business Areas* Professionals
: ¥ 1 1 billion
@ EP/Ablation Lo 4
* Neurovascular, gastrointestinal
and structural heal isease area M I v I m n
EP (Electrophysiology) Catheter d structural heart d ‘ th:;::hdf(:liret?: dee !
Main Ablation Catheter Business
Products | Intracardiac Defibrillation Catheter Partners
Hemostasis Device for Femoral Vein
Net Sales: ¥27,845 million Operating Margin
FY3/2025
Percentage of Overall Sales: 49.2% % - .
Level ‘ Contribution as a
.................................................................... member of the local

) (each fiscal year) Ll community
Cardiovascular Community
) Vascular Graft
Main Frozen Elephant Trunk
Products P 9
Stent Graft - Stable growth
- and shareholder
Fya/2025 |MNGESAIBSIEIS200milion = Shareholders / returns
Percentage of Overall Sales: 21.6% and Investors
........................................ (FY3/2028)
Opportunities for
&) Neurovascular human resource
X development and

Main
Products

FY3/2025

an environment
where employees
can work with
peace of mind

Employees

Embolic Coil
Aspiration Catheter ROIC

Stent Retriever
13.0.

(FY3/2028)

Net Sales: ¥1,842 million

Percentage of Overall Sales: 3.2% .
Reduce environmental

Main
Products

FY3/2025

&

Natural
Environment

impact caused by our
business activities

Bile-duct Tube Stent
Colonic Stent
ERCP Guidewire

Net Sales: ¥1,448 million
Percentage of Overall Sales: 2.6%
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The Six Capitals

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

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

Capital-to-Asset Ratio

(consolidated) Equivalents

How we create value

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

» Manufactured Capital

Number of Lab and Number of Sales
Factories Bases Agents

i

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

How we create value

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

344 48

in Japan overseas inJapan overseas

» Intellectual Capital

The Research & Development Department accumu- R&D Investment

lates proprietary technologies and applies our inno-

Patent Applications

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

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

and clinical trial costs)

15 Japan Lifeline Integrated Report 2025
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Management Foundation Data Section

» Human Capital

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

How we create value

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

» Social & Relationship Capital

Mid-Career Hires CDR* Certificate Holders

. Y 4
Y 3

79.8% 322

(as of June 30, 2025)

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

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

How we create value

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

JLL’s Sales Offices Client Hospitals

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

» Natural Capital

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

How we create value

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

Industrial Waste

Greenhouse Gas
Emissions Reduction Recycling
(Base year comparison)

®

-16.4% 99

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

Threats and Opportunities

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

Main Related Factors Main Related Materialities Main Related Capital Opportunities

Economic
® Building an organizational framework to

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

® Responding to market needs by offering products and

society)

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

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

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

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

tionally.

» Changes in Business Model

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

Manufacturing
Function

Developing and
manufacturing
high-quality,
user-friendly
products

Distribution

[V
o)
(/2]

o 2
gm
c O
Q)U)

£z

)
> o

= o

)
GC):S

o

Introduce highly
novel products
from overseas

Ensure the
effectiveness,

Function reliability, and safety
- of our devices

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

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

Regulatory
Affairs and
Quality Supoort
Assurance Function
Function

Sales and

Support the
medical field with
nationwide sales
and support network

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

Featu [ "r e

— 1. Product Development Aligned with Medical
Field Needs

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

To accurately grasp the needs of medical sites, not

— 2. Proprietary Technologies Like No Other

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

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

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

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

strengths that underpin JLL’s competitive advantage.

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

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

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

COLUMN

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

Innovation in Very-Thin 2 mm Catheter:

Unique Technology Creates Competitive Advantage

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

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

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

Features - ---cccooiiiiiiiiiiiii

— 1. FULL-SERVICE DISTRIBUTOR

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

FULL-SERVICE DISTRIBUTOR

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

rs and Quality Assurance Department

ing Department

h..\

Product Search Regulatory Affairs and

Clinical Trials

Contract Negotiation

Inventory/Logistics

Sales Services
Management

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

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

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

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

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

Introduction Value Creation Growth Strategy

Management Foundation Data Section

» Business Foundation

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

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

Number of sales
staff in Japan 430 persons

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

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

Sales Office Locations JLL vs Competitors

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

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

Regulatory Affairs and Quality Assurance Function

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

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

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

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

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

built trusting relationships with medical facilities na-
tionwide.

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

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

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

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

» Relationships with Stakeholders

How We Engage wi

th Stakeholders

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

Examples

— Introduction of the latest & optimal medical devices

® Developing human resources — Launch of a website for pati

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

— Job training
— Dissemination of information

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

— Establishment of a whistleblower Employees
system

customer inquiries

&
[ ¥+

® Increasing shareholder ‘

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

® Popularizing Basic
Support (BLS)

(once a year) ® Participating in social

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

— Establishment of a contact point for

Patients

JIL Japan Lifeline

.
i

Local Community

— AED training sessions
— Participation in community and volunteer activities

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

— Provision of information through

Medical our website section designed for
Professionals medical professionals

4
o

Business
Partners

ents

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

Life

ies

— Provision of support for local communities

through donations an:

d sponsorships (support for

local cultural events and arts promotion activities)

Note: Figures for the number of meetings/briefings held are based on FY3/2025 results.
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Medium-
Long-Ter

Tatsuya Murase

Representative Director,
Vice President & COO

Updating the

Medium-Term Management Plan
— Aiming for Sales of ¥70.0 Billion
in FY3/2028 with New Strategic Initiatives —

» On Assuming the Role of C

— Driving Fundamental Ex
of Revenue Sources —

| assumed the position of Vice President & COO in
June 2025. Since joining Japan Lifeline in 2009, | have
been responsible for business expansion, particularly
in the Cardiovascular area. In recent years, | have also
overseen our entry into new areas such as Neurovas-
cular and Structural Heart Disease.

As COO, my mission is to significantly accelerate
the pace of our growth, with the fundamental expan-
sion of our revenue base as my top priority. First, we
will strengthen the competitiveness of our existing
domestic businesses, which form the foundation of
our earnings, while ensuring that our new business-
es (new areas) firmly take root on a growth trajectory
as the next pillar of revenue. Second, we will acceler-
ate the global expansion of our proprietary products,
while also scaling up investments in R&D and our
sales infrastructure as we move into the latter half of
the medium-term management plan.

Building on this approach, over the next three years
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we aim to achieve organic growth in net sales and op-
erating profit at an annual rate of 5-7%. During this
period, we will manage operating profit margins to re-
main at no less than around 20%. By FY3/2028, the
final year of the medium-term management plan, we
intend to reach multiple major product-launch mile-
stones and firmly deliver on our numerical targets,
including ¥70.0 billion in net sales. Looking further
ahead, as the outcomes of these initiatives are real-
ized, we envision achieving even higher growth rates
over the longer term.

» Upward Revision of the

Medium-Term Managemen

In May 2025, we revised upward the numerical tar-
gets of our five-year medium-term management plan,
which covers the period from FY3/2024 to FY3/2028.
For FY3/2028, the revised targets are as follows: net
sales of ¥70.0 billion (up ¥7.0 billion from the previous
target), net sales from new business areas of ¥11.0
billion (up ¥3.0 billion), ROIC of 13% (up 1 percent-
age point), and EPS of ¥145 (up ¥25). The revision

Growth Strategy

FY3/2028

Previous target Revised target
(set May 2023) (set May 2025)
Net Sales ¥6.3.0 bilion v70.0 vition

Net Sales from
New TAs ¥8.0 viion v11.0 bition

Operating Profit level

level

Margin 2 % g?sag} year) iRy 20% %acz? year)
EPS ¥120 ¥145
ROIC 12.0% 1 3-00/0 )

was driven by three factors: stronger-than-expected
performance, improvements in the business environ-
ment, and the addition of new strategic initiatives.

First, | would like to address the stronger-than-ex-
pected progress in our performance. Among the three
key pillars of our medium-term plan, the two with the
greatest impact on profit and loss are the “Expan-
sion into New Therapeutic Areas” and the “Contin-
uous Introduction of Competitive Products”, both of
which have progressed smoothly. In “Expansion into
New Therapeutic Areas”, sales in the Neurovascular
space exceeded our plan, while Gastrointestinal pro-
gressed largely in line with expectations. In “Contin-
uous Introduction of Competitive Products”, our core
products—the Intracardiac Defibrillation Catheter and
Frozen Elephant Trunk—benefited from the success-
ful expansion of high value-added models, which sup-
ported the maintenance and strengthening of market
share. In addition, our development of a new market
for the Hemostasis Device for Femoral Vein also made
a significant contribution to accelerating growth.

The business environment surrounding our compa-
ny has also improved. Although the growth trend in
atrial fibrillation procedures temporarily slowed during
the COVID-19 pandemic, it has since resumed strong
growth. A key driver behind this is technological ad-
vancement. Recent wearable devices have achieved
remarkable improvements in the accuracy of ECG
measurements, issuing alerts to at-risk individuals
without noticeable symptoms and prompting them
to seek medical attention. This has led to earlier de-
tection of arrhythmias. The cycle from diagnosis to
treatment is also showing signs of shortening. Fur-
thermore, the spread of Pulsed Field Ablation (PFA),
which received insurance reimbursement in 2024, is
contributing to shorter procedure times per case and,
in turn, to an increase in procedure volumes. To re-
flect these changes, we have revised our growth out-
look for atrial fibrillation procedures upward, from a
five-year CAGR of 6% to approximately 9%.

We have also introduced four new strategic initiatives:
entry into the Structural Heart Disease field, joint de-
velopment of PFA products in partnership with a U.S.
company, expansion of global sales, and promotion of
our OEM business. Taken together, these initiatives can
be organized into four growth strategies. In the following
sections, | will outline each of these in detail.

FY3/2026 |§ FY3/2027 § FY3/2028 FY:L/g;Jggdand

Reinforcing Core Products for EP/ABL & CV s>

() Existing
business areas Co-development of PFA
Products w/CardioFocus

Establishing a portfolio in the Neurovascular area sl

Establishing a portfolio in the Gastrointestinal
@ New and Biliary-Pancreatic areas —

Business Entry into the
Areas Structural Heart
Disease area

® Global Expansion Expanding Global Sales

Advancing OEM

@ OEM

Manufacturing

» Expansion into New Areas

The new business areas of Neurovascular and Gas-
trointestinal accounted for approximately 6% of to-
tal company sales in FY3/2025. Our original medi-
um-term plan targeted significant growth in these
areas, with a sales target of ¥8.0 billion by FY3/2028.
We have now added Structural Heart Disease, where
we plan to introduce therapeutic devices, as a new
area. Accordingly, we have revised the FY3/2028
sales target upward from the original ¥4.5 billion in
Neurovascular and ¥3.5 billion in Gastrointestinal to
include ¥3.0 billion in Structural Heart Disease, for a
total of ¥11.0 billion. The following sections provide
updates on each area.

In Neurovascular, we entered into an exclusive dis-
tribution agreement with the Wallaby Medical Group,
which has an industry-leading product lineup, and be-
gan sales in 2022. In FY3/2025, growth was driven by
Embolic Coils and Aspiration Catheters, whose compet-
itiveness was enhanced through new model introduc-
tions. Their strong fundamental performance, particularly
in terms of operability, has been well received in clinical
settings, leading to a growing number of adopting insti-
tutions. In addition, our Stent Retriever, launched in Sep-
tember 2024, has begun contributing to revenue. With
further improvements scheduled during FY3/2026, sales
are expected to accelerate further. With these products,
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we now offer a full suite of devices essential for acute
stroke intervention. Going forward, we will leverage
synergies among these products to further expand our
market share. Among our upcoming pipeline, the most
anticipated product is the Flow Diverter, for which we
are currently preparing through clinical trials, with launch
expected in FY3/2028.

Neurovascu (Millions of yen)
4,500

¥ Medium-term plan assumption
B Actual results

1,842

912

230

FY3/2023 FY3/2024 FY3/2025 FY3/2028
(Forecast)

Medium-Term Management Plan:
FY3/2024-FY3/2028

In Gastrointestinal, since 2017 we have pursued a
strategy of leveraging the stent and catheter technol-
ogies cultivated in the Cardiovascular area to develop
our own products. From 2022, we have focused our
product development efforts on the biliary-pancreatic
area, a market exceeding ¥20.0 billion in size with sta-
ble growth prospects. Against our medium-term plan,
there has been a slight delay due to a voluntary recall
of Gastroduodenal Stents in FY3/2024. On the other
hand, in the priority biliary-pancreatic area, progress
has been steady with the expansion of market share

Gastrointesti

¥ Medium-term plan assumption
B Actual results

(Millions of yen)

3,500

925

654

FY3/2023 FY3/2024 FY3/2025 FY3/2028
(Forecast)

Medium-Term Management Plan:
FY3/2024-FY3/2028
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for our Bile-duct Tube Stent and the launch of dis-
tinctive proprietary products such as Biliary Dilation
Balloons, Contrast Catheter, and Double-Lumen Di-
lators. We have also begun the full-scale introduction
of differentiated Guide Wires as third-party products.
Japan Lifeline is steadily establishing its presence as
a recognized player in the Gastrointestinal area.

The third new area we have added is Structural Heart
Disease, where we will enter a market of approximately
¥70.0 billion with Transcatheter Heart Valves (THVs) of
India-based Meril Life Sciences. Until 2019, we handled
surgical valves such as mechanical and tissue valves as
third-party products, giving us accumulated in-house
expertise in valve therapy as well as an established cus-
tomer base. Today, valve therapy is increasingly per-
formed via catheter as a minimally invasive approach,
and this market is expected to continue growing, ulti-
mately surpassing ¥100.0 billion. Meril’s Transcatheter
Heart Valve, Myval Octacor, has a distinct strength in
deployment performance, a critical factor in clinical
outcomes, and has successfully demonstrated results
comparable to those of competitor products in random-
ized controlled trials. Discussions with leading Japanese
key opinion leaders reveal strong anticipation for the
introduction of Myval Octacor to the Japanese market,
and we are sparing no effort to ensure the scheduled
launch in the second half of FY3/2027. Moreover, Struc-
tural Heart Disease is not a single-product business; we
plan to build a comprehensive portfolio across multiple
products. As one example, we have already entered
into a sales agreement with U.S.-based Haemonetics
for a pressure-sensor-equipped guide wire specifically
designed for transcatheter valve procedures, and sales
have commenced.

» Continuous Introductio
Competitive Products

In our existing business areas, we have reinforced
competitiveness and countered market pressures by
introducing new models aligned with customer needs.
Highlights include our industry-pioneering Intracar-
diac Defibrillation Catheter BeeAT and the FROZE-
NIX series of Frozen Elephant Trunks, as well as the
VASCADE MVP Hemostasis Device for Femoral Vein,
which we position as a new growth driver. In addition,
as a next-generation initiative, we have begun devel-
oping our own PFA products.

In the BeeAT series of Intracardiac Defibrillation
Catheters, we are focusing on expanding sales of IVC
BeeAT, a model highly compatible with PFA proce-
dures, and have maintained a market share of over
95%. Unlike the conventional type inserted via the

Growth Strategy

jugular vein, this unique model is inserted via the fem-
oral vein. Since PFA procedures tend to consolidate
catheter access at the femoral site, a rapid shift has
taken place from the conventional type to this mod-
el. We believe this timely product enhancement has
proven highly effective.

In the FROZENIX series of Frozen Elephant Trunks,
we focused on sales of the vascular graft-integrated
models, which have become the market mainstream,
and maintained a market share of over 90%. The in-
tegrated model offers a major advantage in reducing
procedure time, thereby lowering the barriers to sur-
gery. As a result, even relatively younger surgeons
can more readily perform emergency operations,
supporting the wider adoption of Frozen Elephant
Trunk (FET) procedures. In recent years, a shortage
of surgeons has been highlighted as a pressing issue,
and we believe that FET’s ability to help address this
challenge in clinical practice has also contributed to
its acceptance. Although we lost some sales oppor-
tunities due to gaps in the FROZENIX size lineup, we
moved quickly to resolve the issue during the fiscal
year. Thanks to the rapid response of our develop-
ment team, the missing sizes have been added, en-
abling us to achieve a swift recovery.

The VASCADE MVP Hemostasis Device for Femoral
Vein is designed to facilitate smooth hemostasis fol-
lowing ablation procedures. By using bioabsorbable
collagen in the hemostasis process, it enables faster
hemostasis than other methods and helps ease the
burden of post-operative management. Since early
post-operative hemostasis is a universal need across
all procedures, adoption of VASCADE MVP has been
spreading rapidly among medical institutions nation-
wide. The device has already been adopted at ap-
proximately 400 facilities—about half of all institutions
performing catheter ablation in Japan—and cumula-
tive sales have reached 100,000 units. With strong

potential to generate annual sales of ¥4.0-5.0 billion
on a standalone basis in the medium term, we are
now working to further accelerate its adoption.

Intracardiac Hemostasis
Defibrillation  Frozen Elephant Device for

Catheter Trunk Femoral Vein
S C
b <o T
// / m

Market share Market share  AF case share

96% 91% 30%

* Market share based on our internal estimates as of March 2025

In EP/Ablation, our new strategic focus is on PFA
products. In February 2025, we announced a part-
nership with U.S.-based CardioFocus, Inc. to devel-
op a next-generation PFA system differentiated from
competing products. This partnership brings together
our advanced catheter manufacturing technologies,
cultivated over the past 20 years, with CardioFocus’s
extensive clinical expertise and device know-how in
PFA. Clinical trials underway in Europe have already
confirmed favorable results for the product under de-
velopment, further boosting morale within the compa-
ny. A key feature of this initiative is that we will manu-
facture PFA catheters on an OEM basis to meet global
demand. Looking ahead, the global PFA market is ex-
pected to reach a scale of around ¥1 trillion, and gain-
ing access to this market holds major significance for
us. In addition, we are preparing to launch domestic
sales, targeting 2030.

Jointly developing PFA products with U.S.-based CardioFocus,

with the aim of global sales

JIL Japan Lifeline

Strong capabilities in developing !
and manufacturing highly functional, i
user-friendly catheters

|+ Finished products: domestic sales handled by JLL; global sales primarily by CardioFocus

Partnership agreement signed
in February 2025

Development and
manufacturing

Around FY3/2027:
OEM supply of QuickShot PFA
catheters to commence

U.S.-based CardioFocus

Strengths in PFA catheters,
generators, and clinical
expertise in PFA

»

+ JLL to access global demand through OEM exports of catheters !

 Around FY3/2030:
Domestic sales of QuickShot

Domestic approval Domestic approval application
application and export preparation
(Quickshot) {JLL-branded catheter)

Domestic sales and exports of
JLL-branded PFA catheters

QuickShot PFA catheter
(manufactured by
CardioFocus / JLL OEM)

* Not yet approved in Japan
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» Expansion of Global Sales

The third new strategy we have introduced is the
expansion of global sales. To advance the overseas
rollout of our proprietary products on a fundamentally
new scale, we have established the Global Business
Development Group to accelerate these efforts. Our
international expansion will proceed in stages: within
about three years, we aim to complete our rollout in
the Middle East and Asia, while in parallel pursuing
FDA and CE approvals* to enable full-scale entry into
the U.S. and European markets over the medium to
long term. In these markets, the key will be how ef-
fectively we can extend the value of our Intracardiac
Defibrillation Catheter and Frozen Elephant Trunk. By
engaging Japanese physicians and exporting not only
our products but also the latest expertise and clinical
evidence, we intend to develop the procedures uti-
lizing these products into new global standards. For
the medium term, we are targeting overseas sales of

¥2.0-3.0 billion by FY3/2028.
See p.30 for details

* Commercializing medical devices in Europe and the United States requires
specific certifications, such as the CE mark in Europe and FDA approval in
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» Promotion of the OEM Bus

The fourth strategy is the promotion of our OEM busi-
ness. Since establishing our in-house R&D center in
1999, we have continuously refined our microfabrica-
tion technologies for catheters and stents. In cathe-
ter manufacturing in particular, our key strength lies
in combining high performance with cost efficiency.
This dual capability translates into strong clinical val-
ue—through superior operability and proprietary tip-
curve designs—as well as high profitability, forming
the foundation of our current competitive advantage.
Our catheters have attracted strong interest from
medical device companies both in Japan and over-
seas, and we are working to cultivate this into a new
driver of business growth. The previously mentioned
joint development of PFA catheters with CardioFocus
can also be viewed in the context of our OEM manu-
facturing strategy. Beyond this, we are pursuing multi-
ple other opportunities and extending our exploration
beyond the scope of our existing therapeutic areas.

Comparison of the internal structure of a standard catheter
(left) and our high-performance catheter (right)

» In Conclusion

With a focus on leadership and agility, we are com-
mitted to driving the fundamental expansion of our
revenue base. We take full responsibility for ensur-
ing the achievement of our ¥70.0 billion sales tar-
get for FY3/2028 and for building the foundation for
sustainable growth beyond that point. We would
like to express our sincere gratitude for the con-
tinued support of all our stakeholders as we move
forward.

Growth Strategy

Our Challenge in the Global Market

Global expansion is critical to achieving sustainable growth
for our Group. Over the next twenty years, Japan’s elderly
population is projected to decline, leading to a contraction
of the domestic market. On the other hand, global markets
are expected to continue expanding, driven by population
growth and improved healthcare infrastructure, offering
steady growth prospects.

We have set two milestones in our global market chal-
lenge: expanding our presence in the Middle East and
Asia, and rolling out our core proprietary products in Eu-
rope and the United States. Entering the U.S. and Europe-
an medical device markets requires extensive regulatory
preparations, including product approvals, and thus inevi-
tably takes time before sales can begin. In the short term,
therefore, we are focusing on the Middle East and Asia,
where products can be marketed swiftly once approved in
Japan, while in parallel preparing for regulatory approvals
in Europe and the U.S.

Expanding Our Presence in the Middle East
and Asia

During the period of the medium-term management plan
through FY3/2028, we are focusing on sales in the Middle
East and Asia, particularly for our proprietary products in
EP/Ablation and Cardiovascular. We have already conclud-
ed agreements with distributors in approximately 20 coun-
tries and regions, and sales are steadily expanding.

Our EP Catheters and Vascular Grafts, both of which
hold leading market share in Japan, are attracting strong
interest. In particular, our EP Catheters are highly regarded
for their flexible curve shapes made possible by proprietary
manufacturing methods, as well as models that achieve
both slim profiles and superior operability. These features
are serving as effective door openers for market entry.

/
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EP Catheter “EPstar” Series

Expansion of Global Sales
Nobuo Takahashi "

Senior Operating Officer 4
Head of Global Business
Development Group

For local promotional activities, we work closely with
Japanese physicians who bring extensive clinical experi-
ence. By sharing their expertise with local counterparts,
these physicians help deepen understanding of our prod-
ucts. At the same time, such interactions with experienced
Japanese physicians not only address the needs of local
doctors but also help build trust.

A product lecture delivered by a J-apanese physician

Expansion of Core Proprietary Products
in Europe and the United States

The key to successful global expansion lies in achieving Eu-
ropean and U.S. sales of our core proprietary products, the
Intracardiac Defibrillation Catheter and the Frozen Elephant
Trunk. However, developing these markets requires intro-
ducing procedures developed in Japan. Due to differences in
treatment strategies, adoption of these products has lagged
in Europe and the U.S. By promoting their use together with
the clinical data and experience accumulated in Japan, we
aim to drive breakthrough growth in global sales.

At present, in preparation for FDA applications for our pro-
prietary products, we are enhancing our medical device qual-
ity management system and strengthening our management
framework. We are also actively participating in overseas
academic conferences and strengthening relationships with
local key opinion leader physicians, laying the groundwork for
smooth market entry.

Global expansion is a highly challenging endeavor, but we
are gaining confidence through the steady accumulation of
small successes. By building trust and a proven track record
step by step, we remain firmly committed to achieving our
long-term vision of increasing the overseas sales ratio to 30%.
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Business Strategy
Cardiac Rhythm Management / =

EP/Ablation
Takashi Ito

Director, Senior Operating Officer, Head of Arrhythmia Business Operations Group

» FY3/2025 Overview

In FY3/2025, our Arrhythmia business delivered mixed
results: Cardiac Rhythm Management faced revenue
declines amid a challenging competitive environment,
while EP/Ablation performed strongly, supported by
robust market growth and the introduction of new
products.

Net sales in Cardiac Rhythm Management were
¥13,267 million (down 1.7% year on year). Pacemak-
ers, which previously accounted for just under 30%
of segment sales, recorded a sharp decline due to
a significant reduction in insurance reimbursement
prices and the growing market penetration of com-
petitors’ leadless pacemakers. By contrast, our core
product, the S-ICD, achieved double-digit growth

through sales initiatives that effectively leveraged im-
plant training sets.

Net sales in EP/Ablation reached ¥27,845 million,
up 14.8% year on year, marking a new record high.
The number of atrial fibrillation ablation procedures in-
creased by approximately 10% from the previous year,
providing strong tailwinds for business expansion. Our
core product, the Intracardiac Defibrillation Catheter,
performed well, supported by a successful shift toward
high value-added models despite ongoing competi-
tion. In addition, within just one year of its launch, the
Hemostasis Device for Femoral Vein has been adopted
by roughly half of all facilities performing catheter abla-
tion and has grown into a major product.

» Aspiring to Be a “Concierge for Arrhythmia Treatment”

At Japan Lifeline, we regard Cardiac Rhythm Man-
agement and EP/Ablation as inseparable components
of the Arrhythmia business. Whereas many overseas
competitors structure their sales teams vertically
by segment, our representatives act as profession-
als with expertise across both areas. This approach
enables each representative to deliver integrated in-
sights spanning the two fields—a distinctive strength
unique to our company. Moreover, because the same
physicians are our customers in both areas, a single
representative can serve as a visible, trusted point
of contact— a true “concierge for arrhythmia treat-
ment” — building deep, enduring relationships that set
us apart from the competition.

Leveraging these strengths to the fullest, we aspire
to be more than just a sales company. Our goal is
to serve as the most trusted “concierge for arrhyth-
mia treatment,” becoming a true partner in the clinical
setting. By “true partner,” we mean being a presence
that physicians can rely on and value—one that earns
their trust and leaves them feeling reassured to have
us supporting their needs. To ensure that this recogni-
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tion is achieved consistently at the organizational lev-
el—rather than relying on individual ability alone—we
are focusing our efforts on three key priorities.

The first is the strategic development of our core
products. In Arrhythmia, we define three products as
our growth drivers and are pursuing tailored strategies
based on their respective market positions. First, for
the Intracardiac Defibrillation Catheter BeeAT, we have
focused on promoting a shift toward our proprietary
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Intracardiac Defibrillation
Catheter “IVC BeeAT”

* Our unique model specialized for the inferior vena cava (IVC) approach.

Placement Image

Growth Strategy

high value-added model. This model has a unique ad-
vantage: strong compatibility with pulsed field ablation
(PFA), a new treatment method that is rapidly gaining
traction. Since PFA procedures tend to consolidate
catheter access through the femoral vein, our model—
designed exclusively for femoral vein insertion—pre-
cisely addresses this emerging need. This differenti-
ation has been well recognized, with the model now
accounting for 40% of BeeAT sales, creating a mean-
ingful entry barrier for competitors. Next, the VASCADE
MVP Hemostasis Device for Femoral Vein shortens
hemostasis time after ablation procedures, offering a
“triple benefit” solution for hospitals, physicians, and
patients alike. Because early post-operative hemosta-
sis is a universal need and the device integrates well
with our existing product portfolio, we are positioning it
as a strategic product. During the year, adoption pro-
gressed faster than expected, particularly among hos-
pitals with high procedure volumes. Looking ahead, we
will accelerate its rollout to small and medium-sized
facilities to further expand coverage. Finally, for the
S-ICD, we have worked consistently to build physician
awareness through hands-on training seminars. Since
its implantation method differs from conventional ICDs,
initial adoption posed a significant hurdle. However, the
unique clinical benefits of the S-ICD have now gained
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Hemostasis Device for Femoral
Vein “VASCADE MVP”

v Y Shortens hemostasis
-~ time compared with

} conventional manual

[ ] compression methods

S-ICD “EMBLEM MRI”

Unlike conventional ICDs, the lead
does not pass through blood vessels
but is placed under the skin above the
sternum in front of the heart

e
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7] r I I Because the lead does not come into

direct contact with the heart or blood
vessels, the risk of infection is reduced

Placement Image

broad market recognition, enabling us to capture new
implant cases on a steady basis. By continuing to high-
light its one-of-a-kind advantages, we will maintain our
strong market position.

The second key priority is the systematic strength-
ening of our sales capabilities. To deliver consistently
high sales performance at an organizational level—
without relying on individual experience or intuition—
we are pursuing reforms through both training and
support structures. We have redesigned our tradi-
tional knowledge-focused training into more practical
programs incorporating role-playing and other meth-
ods. The aim is to equip our representatives with the
skills to address real-world challenges they face in
the field, such as proposing products not yet adopt-
ed or offering solutions for difficult cases. We have
also strengthened back-office support for frontline
staff who work directly with physicians. Functions
have been reorganized into three dedicated teams—
Education, Field Marketing, and Sales Enablement—
which collaborate closely to provide tailored support
and training at every career stage, from new hires to
seasoned veterans. These initiatives are accelerating
the development of highly capable representatives
who can combine strong solution proposals with
sales results.

The third key priority is a thorough commitment
to tailored approaches for each individual customer.
Our nationwide network of 48 locations enables close
communication with busy physicians and helps us
identify and address clinical issues at an early stage.
For example, when physicians face challenges in se-
lecting treatment strategies, we share results from
comparable cases; for those seeking to train younger
colleagues, we provide hands-on catheter training us-
ing heart models. In this way, we offer comprehensive
support that goes beyond simple product proposals.
This problem-solving approach, customized to each
physician’s needs, reflects our vision of becoming the
most trusted “concierge for arrhythmia treatment.”
While grounded in systematic sales training, we place
particular importance on flexibility in supporting each
physician as an individual. In doing so, we foster
trust that cannot be measured by quantitative met-
rics alone and translate that trust into the creation of
unique value.

Through these initiatives, we continue to evolve into
a true partner to the medical community. Our goal is
to be a presence that physicians and patients alike
value and appreciate, and in this way we will contin-
ue striving to fulfill our role as the most trusted “con-
cierge for arrhythmia treatment.”
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Business Strategy

Cardiovascular / Neurovascular /

Gastrointestinal

Yasuaki Takeda Operating Officer, Head of CVG Business Operations Group

» Cardiovascular

FY3/2025 OverVIeW ...........................................

In FY3/2025, net sales in Cardiovascular reached
¥12,206 million, up 7.0% year on year, marking a new
record high. Growth was driven by our core product,
the Frozen Elephant Trunk (FET), where we main-
tained a market share of over 90% amid overall mar-
ket growth of approximately 10%. Other products, in-
cluding Vascular Grafts and Abdominal Stent Grafts,
also delivered steady performance.

Frozen Elephant Trunk Abdominal Stent Graft
“FROZENIX” “AFX2”

Sales Strategy — Focusing on the Frozen Elephant Trunk as Coreg ===« -rwsrrrrrrrsrrrsrrrssrssseeeee

The aortic disease market continues to expand by
several percent annually, supported by an aging pop-
ulation. Within this environment, our core product FET
has benefited from intensified competition brought by
new entrants, which has revitalized and expanded the
market. We position FET as the most critical product
in our Cardiovascular portfolio and have focused sales
efforts on the FROZENIX 4Branched, the centerpiece
of this competition. This integrated model combines a
four-branched vascular graft with the stented portion
of the FET, enabling surgeons to shorten suturing time
during operations. For patients, the ability to reduce
circulatory arrest time even slightly represents a major
clinical benefit.

From a competitive standpoint, we focused on
continuously optimizing consignment inventory at
hospitals to ensure that no sales opportunities were
missed. Because FET is used in urgent, life-or-death
surgeries, it is crucial that hospitals maintain stock
at all times. In this regard, we believe our nation-
wide sales network and organizational strength truly
demonstrated their value.

At the same time, there were also challenges to
address. With the new integrated model, some cas-
es shifted to large-diameter models developed by
competitors, particularly in the European market. In
response, our Development Department acted swiftly
to add the necessary sizes in a very short timeframe.
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We now aim to use this as a springboard to win back
market share.

A unique strength of our company lies in offering
both separate-type and integrated models within the
FROZENIX series. The separate-type FET has accu-
mulated over ten years of strong clinical results in Ja-
pan. With both models available, we can accommo-
date a wider range of surgical approaches, enabling
us to propose to surgeons the treatment strategy best
suited to each patient’s condition.

As the pioneer that has built the history of FET in
Japan, we take great pride in our role and remain
firmly committed to business activities grounded in a
“patient-first” perspective. Looking ahead, we will
continue to monitor market trends closely, pur-
sue flexible product development, and stand on the
front lines of clinical practice to deliver new value to
healthcare.

Frozen Elephant Trunk
“FROZENIX 4 Branched”

o
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» Neurovascular

FY3/2025 Overv'ew ...........................................

Net sales in Neurovascular reached ¥1,842 million, up
101.9% year on year. Growth was driven by the deeper
market penetration of existing products such as Em-
bolic Coils and Aspiration Catheters, along with contri-
butions from the newly launched Stent Retriever.

Aspiration Catheter Stent Retriever
“Esperance” “pRESET”

Sales Strategy — Accelerating Growth in Acute Stroke Intervention ««--:-oxoorrrrerrerrmri

In the first half of our five-year medium-term manage-
ment plan, the launch of two key devices for acute
stroke intervention—Aspiration Catheters and Stent
Retrievers—was positioned as an important mile-
stone, and we successfully achieved this goal. Both
products have already received favorable clinical
feedback, and synergies between them are already
beginning to emerge. Going forward, we expect
their expanding market share to be a major driver of
growth.

We are also working to create new sales opportu-
nities for Embolic Coils used in the treatment of brain
aneurysms by broadening product variations. Be-
cause Embolic Coils are used to occlude small blood
vessels, they have applications beyond the Neuro-
vascular field, with demand also arising in abdominal
interventions and radiology. By introducing additional
models tailored to these use cases, we aim to pur-
sue revenue opportunities that extend across multiple
clinical specialties.

» Gastrointestinal

FY3/2025 OVerV'eW ................................................

Net sales in Gastrointestinal reached ¥1,448 million,
up 10.2% year on year. Excluding discontinued busi-
nesses, net sales were ¥1,345 million, representing

a 45.3% increase. Growth was driven by expanded
market share of our core product, the Bile-duct Tube
Stent.

Sales Strategy - Strengthening Competitiveness in the Biliary-Pancreatic Area «=---=-rorrrreemreeeeeeeee

In Gastrointestinal, we are focusing on the biliary-pan-
creatic area, where stable market growth is expected.
Despite being a later entrant, we have established a
distinctive position within the industry and are ex-
panding our presence by introducing distinctive prod-
ucts that address physicians’ needs.

The Bile-duct Tube Stent is our most successful
proprietary product, and it will remain a key focus.
By expanding product variations, we aim to further
increase case coverage. Guide Wires and Contrast
Catheters, which are indispensable in biliary-pancre-
atic procedures, are also expected to demonstrate
strong competitiveness, and we are elevating their
priority within our sales activities.

As part of deepening our efforts in the biliary-pan-
creatic area, a key turning point in our sales strategy

came in April 2025, when we outsourced sales of our
non-core liver cancer treatment devices. This shift al-
lows us to concentrate our sales resources on core
products, enabling us to further expand the market
share of each of our priority products.

N
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Bile-duct Tube Stent Endoscopic Guide Wire
“REGULUS” “CAPELLA”
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Financial Strategy

Takeyoshi Egawa

Director and CFO

CFO Message

‘-

Updating Our Financial Strategy to
Support the New Growth Strategies

— Measures to Achieve Our Targets and Return Value to

Stakeholders —

In the upwardly revised medium-term management
plan, we set out four new growth strategies. Alongside
these, we have also updated our financial strategy.

Some of the new strategies involve significant risks,
requiring substantial capital investment and R&D ex-
penditures. Nevertheless, we believe that in order to
realize long-term growth, it is essential to assume risk
in a disciplined manner. When making such invest-
ments, we carefully evaluate whether sufficient profit-
ability can reasonably be expected before deciding to
assume those risks.

Over the remaining three years of the medium-term
management plan, we expect to generate approxi-

mately ¥30.0 billion in operating cash flow. This is the
outcome of our past investments, and we intend to al-
locate these funds to further investments for medium-
to long-term growth as well as to shareholder returns.
While our cash allocation approach remains grounded
in the same principles as before, we plan to strengthen
growth investments that enhance long-term corporate
value. These include R&D and clinical trial investments,
such as those related to Pulsed Field Ablation (PFA);
capital investments to expand manufacturing capacity
in line with global expansion, and investments in initial
inventories for new products. We will continue to allo-
cate cash appropriately across these areas.

3-Year Outlook (FY3/2026-FY3/2028)

Cash Inflow Cash Outflow
Fundamental Dividend Extra dividend/
Payout ratio 40%/DOE5% Share repurchase
Operati ng (Whichever is higher) (depending on situations)
Cashflow ) y el
actory equipment renewal (depreciation level
Approx.
¥30B . .
Growth Global Mfg capacity expansion
Investment Investment in overseas startups
¥7-12B IT infrastructure upgrades / strategic M&A To be
el um a0z Clinical trial & regulatory costs hanced
(SG&A/Inventory) R&D expenditures
¥7-8B Initial inventory for new products
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Growth Strategy

Among the KPIs of the medium-term management
plan, we regard ROIC and EPS as particularly import-
ant indicators from a financial strategy perspective.
Our goal in efficient business operations is to achieve
sustained improvements in ROIC above our cost of
capital (WACC) of 8%. To this end, we are focusing on
two priorities: (1) raising the gross profit margin by ex-
panding overseas sales and increasing the proportion of
in-house products, and (2) improving the inventory turn-
over period through supply chain reforms. At the same
time, in terms of generating excess returns and driving
stock price growth, we position EPS as the key measure
of success.

In the medium-term management plan, we initial-
ly set the target for shareholder returns at ¥25.0 bil-
lion. We have since raised this to ¥27.0-30.0 billion.
Dividends are determined each fiscal year based on
whichever is higher: a 40% payout ratio or a DOE of
5%. In addition, taking into account our cash position
and overall balance sheet, we will also consider pro-
viding further shareholder returns. Base dividends are
set at ¥3.5-4.0 billion annually, or ¥10.5-12.0 billion
over three years, while additional returns will be de-
livered either through dividends or share buybacks.

Medium-Term Plan (FY3/2024-FY3/2028)

s 96.0%
. (o]

8,940
(M) . 5-Year Return Target
6,466 5,225 40.5% Previous: ¥25B

3,319 0 Revised:

¥27-30B

FY3/2024 FY3/2025 FY3/2026E FY3/2028E
I Dividend Share Repurchase -o- Total Payout Ratio

Dividend history ~ FY3/2024 FY3/2025 FY3/2026E

Earnings per

ahare () 98.73 131.43 133.30
Dividend per 42.00 53.00 54.00
share (¥)
Payout ratio (%) 42.5 40.3 40.5

Excess Profit Creation &
Share Price Growth

Operational Efficiency

ROIC EPS (PER)
FY3/2028 Target: 13%  FY3/2028 Target: ¥145

= Execution of Cash Allocation Policy = Growth strategy implementation
based on WACC & expected retums  » Achieving fair market valuation

= Enhanced monitoring of new
investments & development

(P/E) through investor engagement

= Leveraging performance-based
= Improved inventory & asset incentives
management

We also view returns to employees as an important
initiative from the perspective of human capital. Since
FY3/2024, in addition to returning value to share-
holders through a 40% payout ratio and to the public
through tax payments at an effective rate of around
30%, we have introduced a performance-linked bo-
nus system under which 20% of consolidated oper-
ating profit above budget is distributed to employees.
Furthermore, beginning in FY3/2025, we launched a
restricted stock compensation plan utilizing the Ja-
pan Lifeline Employee Shareholders Association Ex-
clusive Trust. These initiatives have provided strong
incentives: in each of the past two fiscal years, results
exceeded plan, creating a virtuous cycle of increased
dividends and enhanced employee motivation.

Even in a rapidly changing and challenging busi-
ness environment, we have maintained stable perfor-
mance while continuing to assume appropriate risks,
including investments in new business areas to drive
future growth.

Going forward, through disciplined capital policies
and proactive business investments that support
business growth, we will accelerate the execution of
our new growth strategies and strive to further en-
hance corporate value.
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Human Resource Strategy

At our Group, we regard human resources as indispensable capital for driving further corporate growth. By
enabling each employee to maximize their potential, we aim to translate this into sustainable, medium- to long-

term growth for the company.

» Developing and Growing Our People

Our Approach to Human Resources =«==«--owoeeeeeeeees

The qualities we seek in our people are clear: individu-
als who can think and act independently even in times
of rapid change, and individuals who embody honesty
and integrity toward patients and healthcare profes-
sionals, as is expected of a medical device company.
We also place strong emphasis on employee educa-
tion and training to foster a mindset that values active-

Diversity in Recruitment and Career Paths ------------

At Japan Lifeline, we take a balanced approach to re-
cruitment, hiring from three groups: new graduates,
mid-career professionals from within the medical de-
vice industry, and mid-career hires from other indus-
tries. We have also long been proactive in re-hiring
former employees and actively recruiting through em-
ployee referrals. By bringing together employees with
diverse experiences and values, we create a powerful
engine that drives the company’s growth and transfor-
mation. We also support employees in building auton-
omous career paths after joining the company through
initiatives such as a career preference survey and an in-
ternal recruitment system. By fostering an environment
where individuals can take on challenges of their own
volition, we help them maximize their potential while
also invigorating the organization as a whole.

ly learning new things, continuously enhancing one’s
expertise as a professional, and prioritizing teamwork
over individualism. In support of these goals, we ac-
tively invest in our people. We believe that when each
employee feels a sense of growth—both personal-
ly and professionally—it directly contributes to the
growth of the company as a whole.

Internal
promotion to
a permanent

position

Mid-career
hires from
other
industies

Mid-career
hires from
medical
industry

_ New |
graduates

Composition Ratio of New Graduates and
Mid-Career Hires as of 2025

Sl Diverse Experience and a Tangible

W Sense of Growth

Waka Miura

Assistant Supervisor, Global Business Development Section,
EP Business Development Division, Global Business

Development Group

| began my career as a new graduate in sales and moved to
the Marketing Department in my third year. Since then, | have
gained wide-ranging experience in both domestic and over-
seas operations, and | am now fully dedicated to international
business. Responding to rapidly changing markets would be
impossible without the support of my manager, colleagues in
related departments, and business partners, and | am grateful
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for this environment. | find great fulfilment in those moments
when my perspective on work sharpens and deepens. Be-
cause this role also matches my original aspiration to work
in international business, | am committed to continuing my
growth as a professional who can contribute to Japan Life-
line’s global expansion.

Growth Strategy

Human Resource Development to Foster Individual and Organizational Growth «=-«--ooeerremrerneeeeeeenn

We foster the growth of individual employees and
support their career development by providing train-
ing programs tailored to years of service, position, and
age, cultivating the skills and capabilities required at
each stage. We also help employees acquire work-re-
lated skills through targeted training opportunities,
while promoting self-directed learning via e-learning
programs.

In addition to these existing programs, we have
launched new, differentiated selective programs
aimed at accelerating the early development of man-

Level-specific Training (Group Training)

Training for New Senior Managers 1on1
el Training for Meeting

New Managers Training

Team Building Training

Professional Problem-Solving Skill
Junior Career Training Enhancement Training
Employees 3rd-Year Employee Training

2nd-Year Follow-up Training

New Employee Training

Human Resource Strategy to
Support Global Expansion

Kenji Yamada

Director, Executive Officer, Head of Corporate Admin Group

In our medium- to long-term strategy, the global ex-
pansion of our proprietary products is one of the most
critical priorities. The key to success in this endeav-
or is, without question, our people. To drive this ini-
tiative forward, our Human Resources Department is
focused on securing and developing talent. We are
working to attract individuals with a global perspective
through recruitment events in the United States, while
also proactively identifying employees who aspire to
work overseas through internal job postings. At the
same time, we are enhancing training programs and
reviewing HR systems to ensure employees can take
on overseas assignments with confidence.

Although | myself have not had an overseas posting,

agement talent. These include two courses: one for
young and mid-career employees, and another for
future managerial candidates. Both courses focus
on the business skills required of team leaders and
managers. Because these programs bring together
employees of different job types and age groups from
across the company to learn together over a set peri-
od, they are also expected to generate organizational
benefits—such as promoting mutual understanding
through cross-departmental networking and enhanc-
ing overall organizational vitality.

Selective Training (Group Training) |Individual Training | Career Development | Specialized Skills

Next-generation
Manager
Development
Program

Senior Career

Training

Leader
Development
Program

e-learning
Specialized Skill Training

in my role as head of an overseas subsidiary | experi-
enced firsthand the challenges of managing a business
in environments with different cultures and business
practices—particularly the complexities of managing
local staff. While much of this must be learned through
practical experience, we are also considering the in-
troduction of pre-departure training to help employees
acquire practical skills in advance, enabling them to
adapt more smoothly on site.

| am convinced that experience in a global environ-
ment fosters significant personal growth and becomes
a driving force for the company’s future. Across the or-
ganization, we aim to create a virtuous cycle in which the
success of one individual inspires the next innovator.
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» Creating a Workplace Where Diverse Talent Can Thrive

Pursuing Job Satisfaction and Work-Life Balange «--:«-xroorrorrrrrrrrrrrrrrrinni s :

In addressing our material issue of “creating a work-
place where diverse talent can thrive,” we have made
enhancing employee engagement our top priority. We
believe that stronger engagement enables employ-
ees to fully demonstrate their abilities and forms the
foundation for sustainable corporate value creation.
To achieve this, we are advancing initiatives on two
fronts: improving job satisfaction and enhancing
work-life balance.

On the job satisfaction side, we are tackling issues
highlighted in our employee satisfaction survey—such
as diversifying career paths and improving transpar-
ency in evaluations—by making concrete revisions
to our HR systems. On the work-life balance side,
we have updated programs to reflect diverse values
and changing life stages, including easing eligibility
requirements for remote work and shorter working
hours for employees balancing work with childcare or
caregiving responsibilities. These initiatives are pro-
moted company-wide, not only by the HR Department
but also in collaboration with subcommittees under

Promoting Women’s Advancement «----ocooeeeeeeeeeeees

Proactive recruitment and improved retention have
increased the proportion of women at our company
to 28.8% (non-consolidated) in FY3/2025. Howev-
er, during the same period, the percentage of wom-
en in management positions remained at just 3.1%
(non-consolidated). Closing this gap is recognized as
an urgent issue. To address challenges identified in
employee surveys—such as the lack of clarity around
career paths and the absence of role models—we are
advancing initiatives to support career development
and foster the next generation of leaders. With sincer-
ity and determination, we are committed to achieving
our target of raising the proportion of women in man-
agement positions to 15% by FY3/2031.

Initiatives for Employee Health Management --------

For employees to perform at their best and for the com-
pany to realize its Mission, it is essential that each indi-
vidual maintains both physical and mental health. Un-
der the JLL Health Declaration, with the President and
CEO serving as the Chief Officer, our Human Resourc-
es Department and Health and Safety Committee work
in close coordination with occupational physicians.
Together, we are pursuing initiatives such as reducing
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the Sustainability Committee.

As a result of these efforts, our overall engagement
score has continued to improve year on year, while our
turnover rate—an issue in recent years—improved by
0.9 points year on year, to 5.9%. Going forward, we
will continue to listen closely to employee feedback,
set clear targets, and address challenges step by step,
with the aim of creating a workplace where every em-
ployee can work with pride and a sense of fulfillment.

% Employee Turnover Rate

7.0 6.8
6.5

6.0 5.9

5.5

5.0
5.0
FY3/2022 FY3/2023 FY3/2024 FY3/2025

Number of Employees (Non-consolidated)
(Employees) (%)

1,200 26,1 28.8 30
1,000 24.7 232 : 25
800 20
600 15
400 741 720 704 715 10
200 5
0 FY3/2022 FY3/2023 FY3/2024 FY3/2025
= Man Woman  -#Woman employee ratio

overtime hours and raising the rate of participation in
health checkups. As a result, in FY3/2025 we were cer-
tified for the fifth consecutive year as an Outstanding
Organization of KENKO Investment for Health (Large
Enterprise Category). Looking ahead, we will strength-
en our initiatives further, focusing particularly on stress
management and mental healthcare.

Management Foundation

Management
Foundation

+ Sustainability Management..............ccocvvvvveeeenn.
* Materialities and KPIS ...,
* Environmental ISSUES .........covviiiiiiiiiiiiiiiiii,
® SOCIAL ettt

® GOVEIMANCE ...ttt
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Sustainability Management

The JLL Group aims for sustainable growth by addressing social issues through provision of the latest and
optimal medical device technologies while meeting the expectations of our stakeholders.

In order to respond to changes in the environment
surrounding the JLL Group and the diversification of
values, we established the Code of Conduct in De-
cember 2022 as action guidelines for directors and
employees. This is based on the belief that in order

Grateful for Japan Lifeline (JLL)
Code of Conduct

to put our Mission into practice, each and every one 1. ;"m grateful for JLL’s products.”
of us must address stakeholder interests through our y every patient
daily actions. 2. “We’re glad to have JLL’s support.”

JLL Group aims to be a company that all stakehold- by medical professionals

ers can say, “I'm glad to have chosen JLL.” We con- 3. “We're happy to do business with JLL.”
sider this approach to be crucial for our sustainability | ETESS LT

initiatives, and the Code of Conduct will guide us in
these efforts as well.

4. “We’re grateful to have JLL in our community.”
by local communities

5. “We’re happy to be shareholders of JLL.”
by shareholders

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

Sustainability CommMIttee -+« vvverrr

The Sustainability Committee, which is chaired by the .
. X L. ‘ Board of Directors ‘
President, plays a central role in determining and pro-
ReportingT lSupervision

moting company-wide action policies related to sus-
tainability efforts. Seven subcommittees have been
established under the committee for each materiality, Chairperson: President
and specific activities are carried out under the in- '

structions of the committee. The Sustainability Com- RepomngT l
mittee receives quarterly reports from subcommittees

Sustainability Committee

Confirmation of
Command and Progress

Subcommittee

and monitors the progress. The Board of Directors Assistant Manager: Vice President
routinely receives reports from the Sustainability -
. . . » Social Impact

Committee, and makes key decisions on sustainabili- Subcommittee

ty related matters. Environmental Human Capital Quality Assurance
Subcommittee Subcommittee Subcommittee
Supply Chain Digital Transformation Governance
Subcommittee Subcommittee Subcommittee

Divisions
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JLL identified materiality for the first time in FY3/2021.
Approximately four years have passed since then, and
as the social climate and JLL’s business environment

Materiality Identification Process -------cooeveeeennen.

— Step 1: Identifying Social and Company Issues

Management Foundation

have changed, we reviewed our materiality in March
2025 following the process below.

Social issues identified based on international sustainability guidelines (GRI, SASB, SDGs, etc.) and company-
specific issues identified through internal interviews were organized into 43 items.

— Step 2: Evaluating the Issues

The issues identified were assessed based on two axes: The company axis (key values, relevance to medium- and
long-term management strategy) and the stakeholder axis (patients, medical professionals, business partners, local

communities, shareholders/investors and employees).

— Step 3: Prioritizing and Classifying the Issues

The issues highly evaluated on the two axes, “Level of Importance to JLL” and “Level of Importance to Stakehold-
ers,” were grouped according to relevance, and seven materiality candidates were selected.

High|

System
B GHG Emissions Reduction

M Circular Economy
(Recycling-Oriented

Importance to Stakeholders

M Providing High-quality
and Safe Products and
Services

M Building an Organizational Framework

M Stakeholder to Develop Products Aligned with
Engagement Customer Needs
M Research and
l Appropriate Marketing Development and
M Strengthening of and Labeling Technological
the Compliance Advancement

for Innovation

M Alleviating Operational

Burden on Medical Professionals

H Establishment of Risk Management System

H Responding to New Technologies

Society)
H Prohibition of Discrimination and Harassment
l Strengthening Supply
Chain Management H Developing
Talent to Drive
H Promoting Diversity Sustainable
Growth
Medium Importance to JLL High

— Step 4: Identifying Materiality

The new materiality (key issues) were identified by the Sustainability Committee and approved at a Board of Direc-

tors Meeting.
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Management Foundation

Materialities and KPlIs

ESG Classification Material Topics Major Themes Medium-term Targets (to be achieved by FY3/2028)

Customer Needs Response System . « Operation of the needs proposal system and establishing a
Development Needs Collection System Enhancement review structure
Research and Development and Technological Patent Count + From April 2025 to March 2028, we will apply for 114 domestic and
. . Innovation 54 overseas patents
. Social Issue Resolution through
Philosophy Innovative Medical Devices + Identification of high-burden tasks for medical professionals
Healthcare Worker Workload Reduction Healthcare Worker High-Burden Task Identification + Review and implementation of improvement measures for
identified operations
Appropriate Marketing and Labeling Appropriate Marketing and Labeling Training + Implementation of training on the Medical Device Industry
Implementation Enhancement Promotion Code and evaluation of its effectiveness
» Promotion of energy-saving activities and introduction of energy-
efficient equipment
GHG Emissions Reduction CO; Emissions q P ) ) o
+ Collaboration with business partners to reduce CO. emissions
Environmental | Environmental Impact Reduction through Scope 3 refinement
» Maintain industrial waste recycling rate
Circular Economy Advancement Circular Economy Advancement Metrics « Initiatives for reuse, such as converting waste to valuable resources
* Promotion of proper use of water resources
+ Analysis of current issues related to human resource systems and
Di Tal Workol Personnel Systems Development and Optimization prioritization of tasks
iverse Talent Wor place Diversity Advancement » Development and implementation of a new human resource system
Creation Job Satisfaction and Work Ease Initiative + Current situation analysis and prioritization of issues
Advancement - Review and implementation of proposed measures
Management Personnel and Young Leader . . T -
Corporate Competitiveness Development * Review, operation, and verification of training programs
Human Resource Development for Sustainable
Enhancement through Talent Growth - Review, operation, and verification of overseas assignment
Development Global Talent Development training programs
* Review and introduction of global talent development programs
Global Expansion Certification Acquisition and + Maintenance of QMS systems compliant with domestic and
Maintenance international regulations
Social High-Quality and Safe Product and Service QMS Maintenance Educational Program + Development and introduction of quality management education
Supply Development and Implementation programs for employees
Product Quality Assurance and - Monitori i
y Core Product Group Yield Rate Monitoring, Monitoring O.f yield rates ) o .
Supply Systems Enhancement Maintenance, and Improvement - Implementation and effectiveness verification of yield
’ improvement measures
CSR Procurement Guidelines Development - Establishment and publication of CSR procurement guidelines
Supply Chain Management Enhancement . Review and im ; ; ;
. e plementation of measures to improve inventory
Supply Chain Enhancement Initiative Advancement management and logistics processes
+ Development of an environment for generative Al use in
Al Usage Rate Improvement business operations
Dlgltallzatlon Advancement New Technology Adaptation External Al Training Session and Lecture Count + Implementation of Al training with external instructors
Document Digitization Count + Advancing digitization of internal documents
Stakeholder Engagement Stakeholder Engagement Enhancement * Review of establishing a whistleblowing hotline for stakeholders
 Implementation and effectiveness verification of risk reduction
L ) Human Rights Risk Reduction Initiative measures in important human rights themes
Discrimination and Harassment Prevention ) . e o
Enhancement » Implementation and effectiveness verification of anti-discrimination
and harassment prevention training and comprehension tests
Governance Governance Enhancement . .
. . + Regular updates of enterprise-wide risk assessments
Risk Management Systems Development Risk Management Advancement ) ) )
* Regular review of the company-wide Risk Management System
* Holding explanatory meetings on fair competition regulations
Compliance Systems Enhancement Compliance Enhancement Effort Advancement « Implementation of initiatives to prevent bribery and verification of
their effectiveness
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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.

Since we regard efforts to preserve the global envi-
ronment as an important management issue, we es-
tablished the JLL Group Environmental Conservation
Policy in order to promote reducing environmental im-

1. Reduce the risk of environmental pollution

pact in business throughout the Group. We will active-
ly fulfill our role as a member of a sustainable society
by implementing 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.

® |n all of our operations, 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 renewable energy usage and the en-

ergy conservation efforts.

® 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 operations.

4. Promote environmental management

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

Under the direction of the Sustainability Committee,
the Environment Subcommittee, which is in charge
of addressing the materiality “Reduce environmental
impact,” plays a central role in considering specific
measures and promoting activities for environmental
conservation. The Environmental Subcommittee re-
ports quarterly to the Sustainability Committee on the
progress of activities, risk assessment and counter-
measures, 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 manage-
ment by sharing information and taking other actions.
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Board of Directors

Reporting Supervision Reporting Supervision

Sustainability Committee Risk Management Committee

CRO: Executive Officer
Head of Corporate
Management Group

Chairperson: President and CEO

| Cooperation

Reporting T l Supervision / Monitoring
Environmental
Subcommittee Initiatives

1. Reduce the risk of
environmental pollution

Environmental Subcommittee

Person in Charge:

Executive Officer > 2. Promote environmental
Head of R&D and Production preservation
Group 3. Comply with laws,
regulations, ordinances,
| and other social norms
Divisions 4. Promote environmental
management

Initiatives for Reducing Greenhouse Gas Emissions

Since introducing a solar power generation systems at
Toda Factory in FY3/2018, JLL has subsequently ex-
panded its installation to Ichihara Factory in FY3/2022
and Oyama Factory in FY3/2024. In February 2025,
another solar power generation system will also begin
operation at JLL Malaysia, and the total annual ex-
pected power generation for all group manufacturing
sites will be 1,016.4 MWh, resulting in a projected re-
duction in CO, emissions of 532.3 tons.

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.

Recycling of Industrial Waste -+ --oovvveeeeiinnnnnn.

To build a recycling-oriented society, we are working
on the reduction and reuse of waste, and are focusing
on recycling.

Our focus is on increasing the recycling rate by ex-
panding the scope of industrial waste recycling. This
includes recycling waste materials from the manufac-
turing process, expired products, and pallets used in
distribution centers. In March 2025, the recycling rate
at the three domestic factories reached 99%.

We use platinum, rare metals, for the material at the

Use Resources Effectively - ---ooooeveeeiiiiinnnn

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.
(Non-

Consolidated)
R&D and FY3/2023 FY3/2024 FY3/2025

Manufacturing
Departments

Water Use 13,868 m?3 13,917 m3 14,692 m3

Management Foundation

Solar panels at JLL Malaysia

tips of some of our catheter products. During manu-
facturing, any platinum discarded as waste is recov-
ered and reused to ensure effective utilization.

(Non-

Consolidated)
R&D and FY3/2023 FY3/2024 FY3/2025

Manufacturing
Departments

Industrial Waste

0, 0, o
Recycling Rate 96% 97% 99%

Controls for Chemical Substances --+---------eovven

Both the Oyama Factory and Ichihara Factory utilize
ethylene oxide gas (EOG), which is widely used for
sterilizing medical devices, in their product steriliza-
tion process. While EOG is effective at low tempera-
tures, it is also highly toxic. To mitigate its environ-
mental impact, we detoxify EOG through combustion
processes in dedicated facilities before releasing it.

Furthermore, JLL manages its products in compli-
ance with laws, ordinances, and agreements of each
country to ensure that no chemicals harmful to the en-
vironment or human body are contained in them. We
are working to strengthen management of the chem-
icals contained in our products in collaboration with
component suppliers, based on our internal green
procurement standards.
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The JLL Group recognizes that climate change brings
about significant risks and opportunities that will af-
fect our business continuity and sustainable growth.
Based on the recommendations of the Task Force on
Climate-related Financial Disclosures (TCFD) estab-
lished by the Financial Stability Board (FSB), we will
actively promote the disclosure of our climate change
initiatives according to four disclosure items.

GOVEINANGCE - -osrrrrrrrrrerreeeeeeetttttttttunnniiinaaann

Under the instruction of the Sustainability Commit-
tee, the Environment Subcommittee plays a central
role in assessing specific measures and promoting
activities related to climate change initiatives. The
Environmental Subcommittee reports quarterly to the
Sustainability Committee on the progress of activities,
risk assessment and countermeasures, and receives
instructions as appropriate. In addition, with regard
to climate change risks, the Sustainability Committee
works together 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 Intergovern-
mental Panel on Climate Change (IPCC), and the
International Energy Agency (IEA) while taking into
account the global impact on energy conditions and
social aspects. The Environmental Subcommittee
analyzed the financial impact from the perspective
of timing, likelihood of occurrence, and scope of im-
pact. We evaluate quantitatively 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

Tempora! are expected to affect Group business (long
Perspective .

term, medium term, short term)

. The extents to which climate change

Likelihood of . nange

impacts may affect Group business (high,
Occurrence )

medium, or low)

The extent to which climate change impacts
Scope of . . )

will affect Group business (large, medium,
Impact

or small scale)

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

Policy/ Pricing progression of .

Regulations GHG emissions Medium
Replacement of existing

Technologies products and services Low Low
with low-carbon options

Changes in Consumer

Behavior High Low
Markets
Soaring raw material Low Low
costs
— Physical Risk

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

Increased severity and
frequency of extreme
weather events such as
cyclones and floods

Acute Medium High

Changes in rainfall
Chronic patterns, extremes in Low Medium
weather patterns
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+ Promote energy-saving efforts in a systematic manner
+ Utilize renewable energy

+ 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

Countermeasures

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

* Decentralize development and manufacturing functions

» Promote multiple procurement of raw materials and consider
alternatives

+ Study alternatives for logistics and early recovery plans

» Promote efficiency in the development and manufacturing
verification process

Introduction Value Creation

— Opportunities

. Impact on our Company
Category Opportunity Factors 1.5C2°C 4G

Utilization of efficient

transportation methods,
Resource Efficient production and
Efficiency distribution processes

Medium Low

Utilize recycled resources Low Low

Development and

expansion of low-carbon

products/services Medium Low
Changes in consumer

preferences

Products and
Services

Markets Access to new markets Low Low

Participation in
renewable energy
programs.

Adopting energy-efficient
practices

Substitution and
diversification of
resources

Resilience Low Medium

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

Indicators and Targets .............................................

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

CO; emission reduction targets for FY3/2031 (con-
solidated) and the Group’s actual CO, emissions for
Scope 1 and 2 (consolidated) are shown on the right.
We will continue to make steady efforts to achieve our
CO, emissions reduction target.

Growth Strategy

Management Foundation Data Section

Countermeasures

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

+ 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 medical devices to treat new diseases

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

quarterly basis, monitors the impact and progress
of countermeasures, and coordinates responses by
sharing information with the Risk Management Com-
mittee. The Board of Directors regularly receives re-
ports from the Sustainability Committee, oversees the
Committee, and decides on important matters related
to climate change.

CO: Emissions Reduction Target

50% reduction of CO, emissions by FY3/2031
(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

PY32021 [ Lyonos | pyaveozs
(base year)

Actual CO.

Emissions 6,950 5,866 5,810
(consolidated)

Base Year -15.6% -16.4%
Comparison
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Social

As a company that handles medical devices critical to the lives of patients, JLL is implementing measures to
secure product quality and strengthen our supply system. We are also advancing digitalization and enhancing
capital efficiency to strengthen our sustainable management foundation.

Quality Management Policy --------ooeeveeemnneeenneenn

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 responding
to the trust of patients and medical professionals.

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 professionals,
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 contributing to the
healthcare sector not only in Japan but around the world.

Quality Assurance System -----oocoooeevn

Many of the medical devices handled by JLL are clas-
sified as highly controlled medical devices that involve
patients' lives, and a strict quality assurance system
based on the Act on Securing Quality, Efficacy and
Safety of Products Including Pharmaceuticals and
Medical Devices (Pharmaceutical and Medical De-
vice Act), related regulations, and ISO 13485:2016
(the international standard for quality management
systems for medical devices) is required. The Quality
Assurance Department takes the lead in maintaining
and improving the quality management system (QMS:
Quality Management System) in compliance with
ISO 13485 and ensures the effectiveness and safety
of the products. In addition, the quality control depart-
ments of each factory perform manufacturing and in-
spections in accordance with QMS, building a system
to supply products whose quality is guaranteed.

MDSAP Certification «---------ooeeevmen

JLL has obtained MDSAP (Medical Device Single
Audit Program) certification. MDSAP certification
demonstrates compliance with regulatory require-
ments of member countries (U.S.A., Australia, Brazil,
Canada, and Japan) through a single audit. We will
continue to strengthen our framework for exporting
proprietary products by maintaining MDSAP certifica-
tion and improving our QMS.
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Product Quality Management «-------ooooeeeeeeenniennn

In our manufacturing processes, trained workers per-
form tasks according to established procedures to
maintain quality. To prevent contamination or foreign
substances from adhering to products, we strictly en-
force rules such as handwashing, changing clothes,
cleaning procedures, and prohibiting the entry of un-
necessary items to maintain the work environment.
Especially in clean rooms, where strict environmen-
tal control is required, we regularly conduct tests for
cleanliness and airborne bacteria to monitor the work
environment. In the inspection process, JLL uses
properly managed measuring instruments to confirm
compliance with inspection standards. We also un-
dergo regular audits by external inspection agencies
to confirm that JLL’s quality management system
complies with laws and regulations.

Handling Defects -« oooveevie

JLL collects information on defects and health prob-
lems related to product use from all over the country
and utilizes it to improve quality. If any issues with the
product occur after shipment, we promptly report to
the authorities in accordance with the Pharmaceu-
tical and Medical Device Act and related laws, and
conduct investigations and corrective actions. In the
event of serious health damage, we report to adminis-
trative authorities and provide information to medical
institutions in accordance with laws, and work to pre-
vent recurrence.

FY3/2025 ReSUItS ----vvvvvvvvvvvmmmiiiiiiiiiiiiiiiiiiiiii

® |Implemented three preventive actions through
quality improvement measures

® Underwent MDSAP surveillance audit which result-
ed in zero non-conformities

® Added neurovascular products to the list of prod-
ucts covered by MDSAP and ISO 13485

Formulation of Business Continuity Plan (BCP) ---

At JLL, we have formulated a business continuity plan
(BCP) to prepare for business interruptions caused
by earthquakes or natural disasters. In addition, to
enhance the effectiveness of the BCP, we conduct
desk-based simulation training and are working to
establish a system that enables early resumption of
business operations.

To ensure continued product supply even if business
continuity at a specific manufacturing site becomes
difficult, we are promoting the duplication of produc-
tion lines for major products while also providing edu-
cation and training for multi-skilling of workers and for
skill retention related to products transferred to partner
companies, to enable prompt alternative production.

FY3/2025 Results -------oooeeeeevmmmimi

Management Foundation

Supply Chain Risk Management --------oooveeenieenn

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 in-
ventory as necessary to prepare for supply difficulties
due to manufacturing or logistics disruptions.

® As part of the duplication of production lines, preparations are underway to introduce packaging and sterilization
processes in addition to assembly processes at JLL Malaysia

® Conducted risk assessment survey with part suppliers

Responding to New Technologies +++--«--oeeeeeveeneene

At JLL, we have identified “Digitalization Advance-
ment” as a new materiality and are working on the
theme of “responding to new technologies”. In par-
ticular, as the use of Al progresses, developing digital
data has become an important foundation, so we are
promoting these simultaneously.

To measure our progress in the area of Digitalization
Advancement, we have set the following three KPlIs.

1 External Al Training Session and Lecture
Count (Quantitative)

To provide employees with adequate educational
opportunities to improve their Al literacy, we quanti-
tatively manage the number of training sessions and
lectures.

2 Al Usage Rate Improvement (Quantitative)

We visualize the utilization status of Al tools and mea-
sure the degree of integration into operations through
initiatives such as Al training and lectures.

3 Document Digitization Count (Quantitative)

We are promoting the digital conversion of paper and
analog tasks, encouraging paperless operations and
greater efficiency.

By promoting Digitalization Advancement through
these initiatives, we aim to improve operational efficien-
cy and reduce costs, thereby strengthening a sustain-
able management foundation with a focus on capital
efficiency.

The scene of a lecture by an external speaker
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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 on
Corporate GOVEIrNANGCE -+ -+ vvvvvvrrmniiiiiiiiiiiiiiieeeee

We recognize that in order to fulfill our Mission (Con-
tributing to a healthier society through cutting-edge
medical technologies), respond to the expectations
and requests of our stakeholders, and aim for the sus-
tainable enhancement of corporate value, it is essen-
tial to establish effective corporate governance.

We strive to ensure objectivity and transparency in
management, and to build a management system that
can respond quickly and accurately to changes in the
business environment, thereby realizing effective cor-
porate governance.

Corporate Governance Structure

Corporate Governance Structure --------ooveeenennn

JLL is a company with an Audit and Supervisory
Committee. The Audit and Supervisory Committee,
the majority of whose members are independent out-
side directors, has been established to strengthen the
auditing and supervisory functions of our business
execution. Additionally, as an advisory body to the
Board of Directors, we have established a Nomination
and Remuneration Advisory Committee, the majority
of whose members are independent outside direc-
tors and which is chaired by an independent outside
director. To further strengthen governance, we have
also set up various committees that operate under the
direction of the Board of Directors.

We have introduced the Operating Officer system
to further clarify the roles of management decision-
making/supervision and business execution, thereby
enhancing the agility of business execution.

Election/Dismissal

Audit and Supervisory
Committee

Cooperation Auditing/

Supervision

Cooperation

Reporting

Instruction

Internal Audit
Division

Cooperation Reporting

Accounting Auditor

Auditing

Internal Auditing

Proposal/Reporting

v
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General Shareholders Meeting

Board of Directors il  Remuneration

Appointment/Dismissal

President and CEO

Election/Dismissal

Consultation

Nomination and

Submission Advisory Committee

Compliance Committee

Risk Management
Committee

Sustainability
Committee
Information Security
Committee

Investment Committee

Supervision

Reporting

Execution-related Instruction

h 4

Business Execution Departments / Subsidiaries

Composition and Operation of the Board of
DIreCtOrs «--vvvvvemiiiiiiiii

The Board of Directors consists of a total of 13 mem-
bers: 10 directors (excluding those who are members
of the Audit and Supervisory Committee) (including 3
outside directors) and 3 directors who are members
of the Audit and Supervisory Committee (including 2
outside directors). In principle, the Board of Directors
holds regular meetings once a month and extraordi-
nary meetings as needed.

Composition of Board of Directors

Outside Female
Directors Directors
5 3
Independence Gender
Inside Male
Directors Directors
8 10

Management Foundation

Matters Deliberated by the Board of
DIreCtOrS -« -vvvvvemiiiiiiii

In the Board of Directors Meetings for the fiscal year
ended March 2025, we deliberated and decided on
important matters such as budget, financial state-
ments, significant organizational and personnel is-
sues, investment and financing projects, important
contracts, acquisition and disposal 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 im-
portant matters related to compliance on the monthly
basis. Additionally, we received reports from the In-
vestment Committee and the Sustainability Commit-
tee, and held abundant discussions.

Evaluation on the Effectiveness Regarding the Board of DireCtors -+« ----ovvevveeeriiii

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 FY3/2018 and disclose an overview of its proce-
dures and results. A summary of the evaluation of the
effectiveness of the Board of Directors for the fiscal
year ended March 31, 2025 is provided below.

— Process for Evaluating the Effectiveness of the
Board of Directors

We conducted anonymous self-assessment ques-
tionnaire surveys to all directors. To ensure objec-
tivity in the evaluation, we commissioned an outside
consultant to compile and analyze the results of the
questionnaire survey. The Board of Directors then an-
alyzed and evaluated 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

. Corporate ethics and risk management

4. Evaluation on business performance and
evaluation on each member’s performance and
their remuneration

5. Dialogue with shareholder

w

— Ouitline of the Analysis/Evaluation Results and
Future Issues
Based on the results of self-assessment question-
naires and subsequent deliberations at Board of Di-
rectors, our analysis and evaluation indicated that the
Board of Directors is appropriately fulfilling its roles
and functions and ensuring effectiveness across all
evaluation items.

In each evaluation item, assessments regarding
the disclosure system for important and appropri-
ate sustainability information have improved sig-
nificantly. This is analyzed to be the result of work-
ing on disclosures utilizing expert advice, leading to
improved evaluations from external rating agencies.
In addition, the evaluation of the system established
to promote constructive dialogue with shareholders
was also high, and it was confirmed that opinions
obtained through dialogue with institutional investors
are shared with the Board of Directors and reflected
in various management decisions. In contrast, it was
shared that further enhancement of Director training
and the continued promotion of sustainable corporate
value through Digital Transformation remain important
challenges going forward.
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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 me-
dium- to long-term.

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

Remuneration for Directors

Fixed Remuneration

Performance-Linked Bonus

Remuneration Structure and
Determination Process «------vooevvvieiiii

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 short-
term performance and performance-linked stock re-
muneration as an incentive for medium- to long-term
improvement of shareholder value. In addition, for
directors who are Audit and Supervisory Committee
members and outside directors, we will only provide
fixed remuneration, considering their roles and level of
independence from JLL.

Director Remuneration Mix Policy --------eoeeveenen

The ratio of performance-linked remuneration to the total
amount of remuneration is approximately 80% for fixed
remuneration and 20% for performance-linked remu-
neration in the case of a standard level of performance
achievement, as an average of the eligible directors. The
ratio of non-monetary remuneration to total remunera-
tion is, on average, 90% for monetary remuneration and
10% for non-monetary remuneration.

Performance-Linked

Stock Remuneration
(Directors’ Remuneration BIP Trust)

Eligible

Recipients Director

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
Method for contributions to performance,
Calculating as well as benchmarking against
Remuneration 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.

Indicators Used

to Measure
Achievement of —
Performance

Goals

Payment Method Monthly

* Nomination and Remuneration Advisory Committee
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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

* 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

Management Foundation

Composition and Operation of the Audit and Supervisory Committee ----------oooeeeeevvimiii

The Audit and Supervisory Committee consists of
one director who is a Full-time Audit and Supervisory
Committee Member well versed in our business, and
two outside directors who are highly independent. In
principle, the Audit and Supervisory Committee holds
regular meetings once a month and extraordinary
meetings as needed. Plus, the Audit and Superviso-
ry Committee members hold regular meetings with
the Representative Director to exchange opinions

and maintain close communication on issues to be
addressed by the company, the status of the audit
environment established by the Audit and Supervi-
sory Committee, and important audit-related issues.
In addition, the Audit and Supervisory Committee re-
ceives reports from the Internal Audit Office from time
to time, discusses the audit plan of the Internal Audit
Office in advance, cooperating together to carry out
audit procedures as necessary.

Matters Deliberated by the Audit and Supervisory Committee ---------vvvvvmmm

The main resolutions and matters discussed by the
Audit and Supervisory Committee for FY3/2025 in-
clude the formulation of audit policies and audit plans,
preparation of audit expense budgets, creation of
audit reports, decisions on whether to reappoint the
Accounting Auditor, and Directors (excluding those
who are Audit and Supervisory Committee Members).
decisions on opinions regarding appointments, Direc-
tors (excluding those who are Audit and Supervisory
Committee Members) decisions on opinions regard-
ing remuneration, consent to submit proposals to the
General Shareholders Meeting regarding the appoint-
ment of Directors who are Audit and Supervisory Com-
mittee Members, consent to the remuneration of the
Accounting Auditor, individual remuneration for Directors

Composition and Operation of the Nomination
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 Su-
pervisory Committee Member)) and is chaired by an
outside director. As an advisory body to the Board of
Directors, the Nomination and Remuneration Adviso-
ry Committee deliberates on the remuneration system
for directors and director candidates, reports to the
Board of Directors, and determines individual remu-
neration for directors (excluding those who are Audit
and Supervisory Committee members).

Matters Deliberated by the Nomination and
Remuneration Advisory Committee ------..ovevnnn

During meetings held by the Nomination and Remu-
neration Advisory Committee in FY3/2025, delibera-
tions were held on the election of Director, the selec-
tion of Representative Director, the appointment of

who are Audit and Supervisory Committee Members,
selection of assistant staff, evaluation of the Accounting
Auditor, prior approval for non-assurance services by
the Accounting Auditor, and decisions on opinions re-
garding the disposal of treasury stock as restricted stock
for the employee stock ownership association.

During the current fiscal year, audits were conduct-
ed with routine audit items including misconduct by
directors, violations of laws and the Articles of Incor-
poration, and the operational status of the internal
control system. In addition, priority audit items includ-
ed assessing the status of investment and loan recip-
ients, as well as monitoring progress in information
security measures.

Director, Board Director with titles, and changes to
the Operating Officer system. Reports were made to
the Board of Directors, and in addition, the committee
determined the individual remuneration for Directors
(excluding those who are Audit and Supervisory Com-
mittee Member).

CEO Succession Plan «---oooovovevi

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 Remuner-
ation Advisory Committee confirms the process. In
addition, the Nomination and Remuneration Advisory
Committee confirms the status of candidate develop-
ment by conducting a multifaceted evaluation of suc-
cessor candidates annually.
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Directors ....... .

Keisuke Suzuki

Representative Director
President and CEO

Feb. 1981 Vice President of the Company
Apr. 1987 Senior Executive Vice President
Nov. 1992 Retired from Vice President
Jan. 1994 Consultant

Jun. 1997 Senior Executive Vice President

Jun. 2005 Representative Director,
President and CEO

Apr. 2025 Representative Director,
President and CEO (to the present)

Takashi Ito

Director
Senior Operating Officer
Head of Arrhythmia Business Operations Group

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 and General Manager of
Decive Business Department

Jan. 2024 Senior Operating Office and Executive
Manager of Arrythmia Business Unit

Jun. 2024 Vice President and Executive Manager of
Arrythmia Business Unit

Apr. 2025 Director, Senior Operating Officer and
Head of Arrhythmia Business Operations
Group (to the present)
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Tatsuya Murase

Representative Director
Vice President and COO

Oct. 2009 Joined the Company

Apr. 2015 General Manager of EG Business
Promotion Department, CVE Department

Apr. 2016 General Manager of AST Department
Apr. 2018 General Manager of CVE Department

Jul. 2020 Operating Officer and General Manager
of CVE Department

Apr. 2022 Senior Operating Officer and Executive
Manager of CVG Business Unit

Jun. 2022 Vice President and Executive Manager
of CVG Business Unit

Jan. 2024 Senior Vice President and Executive
Manager of General Business
Headquarters

Apr. 2025 Director, Executive Officer and Head of
Business Operations Headquarters

Jun. 2025 Representative Director, Vice President
and COO (to the present)

n Yoshiaki Ikei

Outside Director

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)

Takeyoshi Egawa

Director and CFO
Head of Corporate Management Group

May 2018 Joined the Company

Apr. 2019 General Manager of Finance and
Accounting Division

Apr. 2022 Operating Officer and Senior Manager
of Business Administration Department

Apr. 2023 Senior Operating Officer and Senior
Manager of Business Administration
Department

Jun. 2023 Vice President and Senior Manager of
Business Administration Department

Apr. 2025 Director, Executive Officer and Head of
Corporate Management Group (to the
present)

Naoko Kawahara

Outside Director

Dec. 2010 Registered as an attorney-at-law
Joined Tokyo Green Law Office
(to the present)

QOct. 2021  Audit and Supervisory Board Member
(part-time) of Kodaira-chemical Co., Ltd
(to the present)

Jun. 2024 QOutside Director of the Company
(to the present)

Introduction

Kenji Yamada

Director

Executive Officer

Head of Corporate Admin Group

May 1998  Joined the Company
Apr. 2011 General Manager of Corporate Administration Division

Jul. 2013 Operating Officer and General Manager of Corporate
Administration Division

Apr. 2014 Operating Officer and Deputy Executive Manager of
Corporate Administration Headquarters

Apr. 2015 Operating Officer and Executive Manager of Corporate
Administration Headquarters

Jun. 2015 Vice President and Executive Manager of Corporate
Administration Headquarters

Jul. 2017 Vice President and Executive Manager of R&D and
Manufacturing Headquarters

Aug. 2017  Managing Director of JLL Malaysia Sdn. Bhd.

Jul. 2020  Senior Vice President and Executive Manager of
Corporate Administration Headquarters

Apr. 2025  Director, Executive Officer and Head of Corporate
Administration Group (to the present)

Rie Nakagawa

Outside Director

Aug. 2003 Joined MISUMI Group Inc. Dec. 1994
Oct. 2015 President of FA Business Apr. 2009
Company, Representative
Corporate Officer Mar. 2010

Oct. 2020 Representative Corporate
Officer of User Service

Platform Apr. 2011
Jan. 2022 Representative Corporate
Officer of Sustainability Jun. 2011
Platform
Dec. 2022 Director and COO of
GRAMEEN NIPPON Jun. 2013

(to the present)
Jun. 2023  Outside Director of FUJI OIL
HOLDINGS INC. (currently, Jul. 2017
FUJI OIL CO., LTD.)
(to the present)

Jun. 2024 Outside Director of Duskin Co., Jul. 2020
Ltd. (to the present)

Jun. 2025 Outside Director
(to the present)

Apr. 2022

Jun. 2022

Value Creation

Growth Strategy

Management Foundation

Data Section

Toru Takamiya

Director

Executive Officer

Head of R&D and Manufacturing Group

Aug. 2006  Joined the Company

Shogo Takahashi

Director (Full-time Audit and
Supervisory Committee Member)

Apr. 2009  General Manager of SHT Division, TVI Department Apr. 1992

Apr. 2011 General Manager of EST Department Apr. 2008

Apr. 2012 General Manager of CVE Department Apr. 2011

Jul. 2013 Operating Officer and General Manager of CVE Jul. 2014
Department

Apr. 2014 Operating Officer and General Manager of Apr. 2015
Cardiovascular Business Department

Apr. 2015 Operating Officer and Executive Manager of CV Apr. 2018
Business Unit

Jun. 2017 Vice President and Executive Manager of CV Jun. 2018
Business Unit

Apr. 2021  Vice President and Executive Manager of CVG Apr. 2024
Business Unit

Apr. 2022 Vice President and Executive Manager of R&D and Apr. 2025

Manufacturing Headquarters

Managing Director of JLL Malaysia Sdn. Bhd.

Apr. 2025  Director, Executive Officer and Head of R&D and Oct. 2025
Manufacturing Group (to the present)

Joined the Company Aug. 1987
General Manager of Legal Affairs

Office

General Manager of Legal Affairs Sept. 1990

Office and General Manager of R&D
and Manufacturing Division

Executive Manager of R&D and

Manufacturing Headquarters Oct. 1992
Vice President and Executive Manager Jun. 2003
of R&D and Manufacturing

Headquarters Jun. 2006
Senior Vice President and Executive Jul. 2015
Manager of R&D and Manufacturing

Headquarters of the Company Jul. 2018

Senior Vice President and Executive

Manager of Corporate Administration

Headquarters Jun. 2019
Senior Vice President and Executive

Manager of R&D and Manufacturing

Headquarters Jun. 2021
Managing Director of JLL Malaysia

Sdn. Bhd.

Senior Vice President in charge of Apr. 2022
R&D and Manufacturing Headquarters

of the Company

Director (Full-time Audit and Apr. 2024
Supervisory Committee Member)

(to the present)

Yutaka Karigome

Outside Director (Audit and
Supervisory Committee Member)

Joined 0-HARA Gakuen O-HARA
Bookkeeping School Incorporated
Educational Institution

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

Registered as a certified tax accountant

Director of Yutaka Karigome Certified
Public Tax Accountant Office

Outside Corporate Auditor of the Company
National Tax Tribunal Judge of
Kanto-Shinetsu National Tax Tribunal
Director of Yutaka Karigome Certified
Public Tax Accountant Office

(to the present)

External Corporate Auditor of BANDAI
NAMCO Entertainment Inc.

(to the present)

Outside Director (Audit and Supervisory
Committee Member) of the Company
(to the present)

Professor of Graduate School of
Accounting & Finance, Chiba University
of Commerce

Visiting Professor of Graduate School of
Accounting & Finance, Chiba University
of Commerce (to the present)

Yumiko Hoshiba

Director

Senior Operating Officer

General Manager of Operations Division
of Corporate Management Group

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 and General Manager of Human
Resources & General Affairs Department

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

Vice President and General Manager of General
Affairs Department

Director, Senior Operating Officer and Senior
Manager of Operations Department of Corporate
Management Group

Director, Senior Operating Officer and General
Manager of Operations Division of Corporate
Management Group (to the present)

Tomonari Ota

Outside Director (Audit and
Supervisory Committee Member)

Oct. 2003 Registered as an attorney-at-
law
Joined TMI Associates

Jun. 2011 Admitted to the California
Bar

Jan. 2014 Partner attorney of TMI
Associates (to the present)

Jun. 2025 OQutside Director (Audit and
Supervisory Committee
Member) (to the present)
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Management Foundation

Composition and SKills MAtriX Of DIFECTOIS «+-c- - occvertrrmntii L

Composition of Directors and Attendance at Each Meeting

Board of Directors

Position (Attendance for meetings
held in FY3/2025)

*

Keisuke Suzuki Representative Director

(12/12 times)
Tatsuya Murase | Representative Director (12/42 times)
: ! O
Takeyoshi Egawa  Director (1212 times)
Keniji Yamada Director (12/42 times)
! ! O
Toru Takamiya Director (12/12 times)
) ) ) O
Yumiko Hoshiba | Director (12/42 times)
O
) ) (10/10 times)
Takashi Ito Director Appointed to position
in June 2024
o Outside Director O
Yoshiaki kel jependent) (12/12 times)
Yealo lenElEe Outside Director (10/10 times)
(Independent) Appointed to position
in June 2024
Outside Director O
Rie Nakagawa Appointed to position
(Independent) in June 2025
Vice President (Full-time O
Shogo Takahashi  Audit and Supervisory .
Committee Member) TS
Outside Director (Audit and
Yutaka Karigome | Supervisory Committee .
Member (independent) (12/12 times)
Outside Director (Audit and O
Tomonari Ota Supervisory Committee Appointed to position
Member (independent)) in June 2025

* © indicates the chairperson or committee chair.
Director Appointment/Dismissal Process ---------

Director candidates are deliberated based on ap-
pointment criteria by the Nomination and Remuner-
ation Advisory Committee, finalized by the Board of
Directors upon receipt of the committee's report, and
then submitted to the General Shareholders Meeting
for resolution. Candidates for Director who are Audit
and Supervisory Committee Members must obtain
the prior consent of the Audit and Supervisory Com-
mittee.

If it is recognized that any of the predetermined cri-
teria for dismissal are met during the term of office,
the Nomination and Remuneration Advisory Commit-
tee 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.
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Audit and Nomination and
Supervisory Committee Remuneration
(Attendance for Advisory Committee
meetings held in (Attendance for meetings
FY3/2025) held in FY3/2025)
O
(3/3 times) o
O
Appointed to position
in June 2025
O
(3/3 times) o
O
Appointed to position O
in June 2025
@)
(12/12 times)
O
) Appointed to position
(12/12 times) in June 2025
O
Appointed to position
in June 2025

Appointment Criteria ---------ooooeeeee

® 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 candi-
dates must have the knowledge, experience, and
expertise necessary for conducting audits

Skill Matrix
O O
O O
O @)
O
@) O O
O
@) O
O
@)
O O
@) @)
@)
O

Appointment of Outside Directors «----«--oeveneenen

In the appointment of Outside Directors, in addition
to the independence standards stipulated by Tokyo
Stock Exchange, we make decisions based on the in-
dependence criteria for Outside Directors established
by JLL, on the premise that the director can execute
their duties as an Outside Director in an independent
capacity.

— 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 execu-
tion, and strengthening of business foundation.
When nominating candidates for outside direc-
tor, the Company aims to achieve a composition
of people with experience such as a corporate
manager and with specialist knowledge in ar-
@) eas such as finance and accounting, legal af-
fairs, compliance or sustainability.

(Notes)

1. The table on the left 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 improvements in shareholder value over the medium

to long term.

. “Knowledge of the Medical Device Industry” means experience
and knowledge that provides the basis for comprehensive de-
cision-making in the rapidly changing medical device industry.

. “Sales/Marketing” means experience and knowledge that pro-
vide the basis for formulating competitive sales strategies.

. “R&D/Manufacturing/Regulatory Affairs” means experience and
knowledge that provide the basis for formulating competitive
product strategies.

. “Finance/Accounting” means experience and knowledge that
provides the basis for making decisions in relation to corporate
and business activities.

. “Legal Affairs/Compliance/Sustainability” means experience and
knowledge that provides the basis for taking advantage of oppor-
tunities and managing risk in relation to corporate and business
activities.

. “Personnel Affairs/Human Resource Development” means ex-
perience and knowledge that provides the basis for securing
and utilizing management resources in relation to corporate and
business activities.

. “DX/IT” means experience and knowledge that provides the ba-
sis for reforming business processes in relation to corporate and
business activities.
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Support System for the Board of Directors ---------~

We actively provide information so that Directors can
appropriately fulfill their roles and responsibilities. Pri-
or to Board of Directors Meetings, materials are dis-
tributed in advance and opportunities are provided for
Outside Directors to receive explanations of agenda
items to stimulate discussion. For training, we pro-
vide opportunities for external training to understand
roles and responsibilities upon appointment, as well
as support for annual training and covering necessary
learning costs. Additionally, we organize factory tours
and business briefings for Outside Directors to deep-
en their understanding of JLL.
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Fundamental Approach --------cooooveeeiniinnn. :

As a Company that handles medical devices, we have
a responsibility to ensure a stable supply of medi-
cal devices to patients and medical professionals.
In order to reliably fulfill these responsibilities and to
achieve sustainable enhancement of shareholder val-
ue, we are promoting the development of a risk man-
agement system so that appropriate measures can be
taken against risks that may have a significant impact
on business activities.

Business Continuity Initiatives ----------ooooeeeeeneen

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

Fundamental Approach --------ocoveeeiiininn

Recognizing that information security risks have a
significant impact on our management, we are work-
ing to strengthen our countermeasures. In addition to
technical measures such as the introduction of secu-
rity 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-related awareness and literacy
of each employee.

Protection of Personal Information ---------covevvvnen

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.
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Risk Management System -------coooovveeii

Based on the Risk Management Regulations, the
Board of Directors has appointed a Chief Risk Man-
agement Officer (CRO) and the Risk Management
Committee, chaired by the CRO, promotes compa-
ny-wide risk management. The Risk Management
Committee meets semi-annually to identify and evalu-
ate risks, determine measures for responding to risks,
and confirm response status. The committee also
works with related committees such as the Sustain-
ability Committee and the Information Security Com-
mittee to ensure effective risk management. If any risk
event that may have a significant impact on opera-
tions arises and requires a company-wide response,
we will immediately establish a task force headed by
the President to take appropriate action to minimize
losses.

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 Informa-
tion Security Committee, chaired by the CISO, plays
a central role in promoting company-wide information
security measures. The Information Security Commit-
tee meets semi-annually to identify issues to be ad-
dressed, confirm the progress of measures, and con-
firm the results of training. Furthermore, in the event of
an information security incident, such as unauthorized
access, malware infection, or loss of storage media,
the CSIRT plays a role in responding under the in-
structions of the Information Security Committee in
cooperation with external organizations as necessary.

* Computer Security Incident Response Team an organization that collects
information on information security and takes measures in preparation for
incidents that could lead to serious information security incidents, and exe-
cutes and manages measures in the event of an incident.

Fundamental Approach --------ccooeeeiiininn

As a company that handles medical devices that are
critical to the lives of patients, we believe that in or-
der to be a trusted presence at all times, we must not
only comply with laws and regulations but also fol-
low compliance 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 Compli-
ance Officer (CCO) and the Compliance Committee,
chaired by the CCO, plays a central role in promoting
company-wide compliance activities. The Compli-
ance Committee meets quarterly to discuss various
compliance issues, including sharing information
on compliance violation cases, the operation of the
whistleblower system, 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
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Efforts to Raise Awareness of Compliance --------

In order to ensure thorough compliance as a com-
pany, it is important that employees understand the
importance of compliance and practice it in their daily
work. At JLL, we provide education on a variety of
themes through online training and other programs.

Respect Human Rights «----coooeveeeeii

JLL has established the JLL Group Human Rights
Policy to respect the human rights of stakeholders
throughout the Group. Based on this policy, we con-
duct human rights due diligence, designating “harass-
ment and discrimination,” “bribery and corruption,”
and “access to redress” as three important human
rights themes, and promote initiatives to respect hu-
man rights in business operations.

Transparency of Relationships with Medical
Facilities and Other Related Parties --------..-.oen

Collaboration with universities, research institutions,
and medical facilities is indispensable for the develop-
ment and introduction of new medical devices. While
such activities may involve monetary payments, JLL
strictly adheres to the “Fair Competition Code of the
Medical Devices Industry” and relevant laws and reg-
ulations. In addition, through reviews by the Legal De-
partment, we have established a monitoring system
to maintain fair and just relationships. Furthermore, in
February 2025, we established the “JLL Group An-
ti-Bribery and Corruption Policy” to further strengthen
fairness.

Internal Whistleblower System -------oocoeeeeenennn

JLL has established a whistleblower system to detect
and prevent compliance violations at an early stage.
We have two whistleblower system contact points:
Objectively managed external reporting channel by an
independent third party, and an internal contact point
where employees can report and also feel free to dis-
cuss compliance issues. At all contact points, utmost
consideration is given to the anonymity and privacy
of whistleblowers, and measures are taken to protect
whistleblowers so that they will not suffer any disad-
vantages as a result of making a report. When a report
or consultation is received, the CCO and the Legal
Department work together to conduct prompt and ap-
propriate investigations, and, if necessary, promptly
take corrective action.

60



Consolidated Financial/
Non-Financial Data

(1) Consolidated Profit and Loss Statement

Net sales

(Net sales YoY)
COGS

Gross profit

Gross margin
SGA

Operating profit

(Operating profit YoY)

Operating margin
Non-operating income
Non-operating expense

Ordinary profit

Ordinary profit margin
Extraordinary profit
Extraordinary loss

Net income before tax
Tax expenses

Net income

Net income margin

Proprietary sales mix

Research and development
investments

Capital expenditure
Depreciation expenses

Unit
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

Scope

Consolidated
Consolidated
Consolidated
Consolidated
Consolidated
Consolidated
Consolidated
Consolidated
Consolidated
Consolidated
Consolidated
Consolidated
Consolidated
Consolidated
Consolidated
Consolidated
Consolidated
Consolidated
Consolidated
Consolidated

Consolidated

Consolidated
Consolidated

FY3/2020 FY3/2021 FY3/2022 FY3/2023 FY3/2024 FY3/2025

(2) Consolidated Balance Sheet

Unit
Current assets Million yen
E;?J‘i’;nrz’n e e Million yen
Intangible assets Million yen
Investments and others ~ Million yen
Fixed assets Million yen
Total assets Million yen
Current liabilities Million yen
Long-term liabilities Million yen
Total liabilities Million yen
Shareholder’s equity Million yen
Accumulated other Mili
comprehensive income filon yen
Net assets Million yen
Total liabilities and Milli
net assets HehS7ar
Cash and deposits Million yen
Accounts receivables Million yen
Inventory Million yen
Accounts payables Million yen
Retained earnings Million yen
Interest-bearing debt Million yen
Net debt Million yen
Invested capital Million yen
Working capital® Million yen

Scope
Consolidated
Consolidated

Consolidated
Consolidated
Consolidated
Consolidated
Consolidated
Consolidated
Consolidated
Consolidated

Consolidated
Consolidated
Consolidated

Consolidated
Consolidated
Consolidated
Consolidated
Consolidated
Consolidated
Consolidated
Consolidated
Consolidated

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

(3) Financial Indicator and Other MetriCs -« eerrrmmmm e

Number of shares
outstanding at year-end
(incl. treasury stocks)

Number of treasury
stocks at year-end”
Average number of
shares during the FY
(excl. treasury stocks)

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

Thousand
shares

Thousand
shares

Thousand
shares

yen
yen
yen
%
%
%
%
%
%
Day
Day
Day
Day

Person

Consolidated

Consolidated

Consolidated

Consolidated
Consolidated
Consolidated
Consolidated
Consolidated
Consolidated
Consolidated
Consolidated
Consolidated
Consolidated
Consolidated
Consolidated
Consolidated

Consolidated

included in treasury stocks. (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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FY3/2020 FY3/2021

(4) Non-Financial Indicator and Other Metrics

Unit
Greenhouse gas emissions t-CO,
Electricity usage MWh
Gasoline use ko
Water use m°
Industrial waste recycling %
rate
Ratio of female managers %
Average years of service years
Average overtime hours hours
Paid leave utilization rate %
Education and training
expenses per employee yen
N'umber of boqrd of NUlrTeer
directors meetings held
Remuneration for directors  Million yen

* R&D and Production Group

Scope

Consolidated
Consolidated
Non-Consolidated
Non-Consolidated*

Non-Consolidated*

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

Non-Consolidated

Non-Consolidated

Non-Consolidated

44,077
11,341

493
19,089
30,923
75,000
16,093

7,500
23,594
51,618

211
51,406
75,000

9,555
13,762
18,187

4,081
35,912
11,5638

1,983
63,156
27,868

FY3/2021

6,950
10,508
631
12,584

90

1.5
9.6
17.7
39.2

62,701

12
471

FY3/2020 FY3/2021

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

FY3/2022

6,720
10,606
611
16,821

92

2.1
10.2
17.8
46.3

69,495

12
472

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

FY3/2023

6,612
10,581
619
13,868

96

2.6
10.5
18.9
51.0

97,142

12
534

FY3/2022 FY3/2023

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

FY3/2024

5,866
9,658
638
13,917

97

3.6
10.8
20.2
54.5

79,108

12
585

Data Section

FY3/2024  FY3/2025
42,871 44,336
13,434 13,285

2,292 1,910
14,910 15,590
30,638 30,786
73,509 75,123
14,175 14,334

1,231 874
15,406 15,208
57,516 58,675

585 1,239
58,102 59,914
73,509 75,123
12,669 11,014
13,283 13,830
15,154 17,961

4,254 4,358
47,291 53,455

4,634 3,973
-8,034 -7,041
62,151 62,648
24,183 27,433
FY3/2025

5,810
9,497
637
14,692
99

3.1
10.5
19.5
56.5
83,986
12

641
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Company Information/
Stock Information ...wess: z

» Company Profile

» Major Shareholders

Japan Lifeline Co., Ltd. Number of Srpceiing
Keisuke Suzuki, President and CEO Shareholders ?r:aoze:a:i(; Ratio (%)
Tennoz Ocean Square, 25F, 2-2-20, Higashishinagawa, Shinagawa-ku, KS Shoj 9.067 1291
Tokyo 140-0002 Japan )
February 6, 1981 Custody Bank of Japan, Ltd. (Trust Account) 8,067 11.49
Import, production, and sales of medical devices The Master Trust Bank of Japan, Ltd. (Trust Account) 7,851 11.18
2,115 million yen MT Shokai 4,860 6.92
March 31 Keisuke Suzuki 2,122 3.02
Consolidated: 1,250 Non-Consolidated: 1,004 Japan Lifeline Employee Shareholders Association Exclusive Trust 1,366 1.95
- 49 sales offices (48 in Japan and 1 overseas), 3 production sites STATE STREET BANK AND TRUST COMPANY 505001 938 1.34
Locations (3 in Japan and 1 overseas), 1 R&D site, 2 distribution sites, STATE STREET BANK WEST CLIENT - TREATY 505234 891 1.27
and 1 training facility STATE STREET BANK AND TRUST COMPANY 505103 853 1.21
JLL Malaysia Sdn. Bhd. BNP PARIBAS LUXEMBOURG/2S/JASDEC/FIM/LUXEMBOURG FUNDS/
UCITS ASSETS 840 1.20

In addition to the above, JLL holds 5,523 thousand shares of treasury stock, which does not include the 137 thousand shares of JLL stock remaining in the
Director’s remuneration BIP trust.

» Basic Stock Information » Shares by Owner

Treasury stock

Securities Code 7575
7.29%

Stock Exchange Listing Tokyo Stock Exchange, Prime
Total Number of Shares Authorized for Issuance 346,400,000 Fi"andalzi?;tr;z;s

. (]
Total Number of Shares Outstanding 75,758,470
Number of Shareholders 11,959 B Issued Total
Share Unit 100 I;cgv;l;l'alos/:nd others Number of Shares Financial instruments firms
Base Date March 31 ’ 75 758 470 2.86%
Shareholder Registry Administrator Mitsubishi UFJ Trust and Banking Corporation ) )

Other companies

19.46%

Foreign Investors

20.16%

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