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Presentation

Moderator: | would like to move on to the medium-term strategy briefing.

Mr. Keisuke Suzuki, President and CEO, will explain the medium-term strategy.

Renewal of Mid-Term Plan JIL Japan Lifeline

v" We transformed the business in the past 1-2 years, which involved reviewing the portfolio:
*  Phased down the coronary intervention business™?, including early termination of the drug-
eluting coronary stent "Orsiro".
*  Terminated exclusive sales of "RF Needle," one of the main products.
* Divested blood purification business, which had low synergy with other businesses.
*  Concentrated resources on new areas (neurovascular & gastrointestinal) and existing areas
of strength (EP/ablation and cardiovascular).
v To reflect the latest situation, we have withdrawn the current plan and established a new plan.

Renewal

Keisuke Suzuki: My name is Suzuki. Thank you for joining us.
Since | sent out the medium-term plan yesterday, | would like to discuss just a few key points with you.

We have changed our business portfolio considerably. We have downsized the coronary intervention business,
resigned the Orsiro distributor contract, and as | mentioned earlier, we have transferred our shares in the
Shenzhen factory that manufactures wires and valves related to this business and closed.

Then, as just mentioned, the RF Needle contract is also over. The blood purification business was transferred
to another company. In this context, we have decided to focus on new areas, such as cerebrovascular or
gastrointestinal.
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Our Track Record JIL Japan Lifeline

v' Japan Lifeline has grown based on a unique manufacturing and distribution business model and by offering

one-of-a-kind in-house products.
FYE March 2023
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This is the track record since the establishment. The right-hand side of the chart shows that the Company's
share of JPY51.7 billion in sales in the previous fiscal year reached 54.9%.

Business Domain JIL Japan Lifeline

v’ Japan Lifeline specializes in cardiovascular therapeutic areas, breaking down into four product categories

v’ Expanding therapeutic areas to Gastrointestinal (Gl) and neurovascular™

In-house
sales ratio
. ) Cardiac * Implantable medical devices to treat
Gasttointestinal Rhythm arrhythmias
Cardiac Rhyt T} NI n et (Long-term distribution agreement 0%
5 with Boston Scientific Japan)
fardiovascular (CRM)
0/
21.3% 24:07% * Disposable thin tube-like medical
FYE March 2023 EP/Ablation devices (c/atheters) that give
diagnosis/treatment on the
Net Sales (EP/ABL) arrhythmias
%2
¥51'7b|n : * Medical devices such as vascular graft
Cardio- and stent graft to treat aortic
Vascular aneurysms, etc.
(cv)'3's * Medical devices to treat brain
aneurysms and strokes
i £ * Medical devices to treat
EP/Ablation In-house Gastro- e
50.8% 54.9% ) ; gastrointestinal diseases
1270 intestinal
(Gl) ™=
*1 Belongs to “Cardiovascular” product category *3 Renamed since FYE March 2024. Old: “Cardiovascular Surgery” => New. Carumvascular 6
*2 Sales categories have been reciassified since FYE March 2024. Shown here are on the new-reclassification- *4 Renamed since FYE March 2024. Old: “G PI" => New “G.
basis, =5 Atrial septum defect closing device (s maved from “Gastrointestinal/PI” to “Cardiovascular”

These are our business segments.

3/4 are related to arrhythmia. We are now moving on the premise that we are in effect withdrawing from the
coronary intervention area, rather than reducing it, in order to focus on the remaining areas: cardiovascular,
cerebrovascular, and gastrointestinal areas.
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Market JIL Japan Lifeline

v' Expect the domestic medical device market to continue to grow at a stable CAGR of 2-3% in the future

v’ Have a strong foothold in the cardiac-related market and are now exploring new markets with growth potential

Product Diseases Market Size Market Net Sales

Japan Lifeline- Category Growth"? (FYE March
. (forecast for the 23)
related Market™ next five years)
¥450bin Cardiac Rhythm | Cardiac/ ¥75bin +0% ¥12.4bin
5 Atehythmi
EP/Ablation Cardiac/ ¥75bin +4-5% ¥26.2bln
Arrhythmias
Current product | Cardiovascular Cardiac/ ¥38bin +0% ¥10.4bln
(Aortic) Aortic Aneurysms

Domestic Medical Device Market portfolio covers

(2022) Approx. - - |
¥250b! Cardiovascular Brain/Strokes, ¥30bln +5-6% ¥0.2bin
¥3 5~4 0 tl n (Neurovascular)’? = Brain Aneurysms
. . n Y A | |
Gastrointestinal Digestive organs/ ¥34b|n‘3 +3-5% ¥0.6bIn™
Cancer, etc. Exdl, Other than 61 ¥1,7bkn
Total ¥252bin - ¥51.7bin
‘ Source: Market research by R&D and Japan Lifeline
External Social Security ':'ech noif)gy Super-aging Work Style Reform ||\ s
i Expenses Reform nfovauorn Socie at Medical Sites
Environment p Al/Robotics/Health Tech ty
*1 Calculated by adding up the market size of the cardiac, brain, gastrointestinal, and peripheral markets based *3 Total market of billary-pancreatic treatment tools (¥24bin), gastraintestinal metallic stents (¥9bin) and liver
on R&D's FY2022 market forecast. RFA (¥1bln), not including gastrointestinal treatment tools market of ¥23bln or Pi-related market 7
*2 including sales of embolic coils used in the abdominal area too *4 Including only Gl sales

This is about the market surrounding us.

In the market of JPY250 billion in our portfolio, we are currently making JPY51.7 billion.

Business Model JIL Japan Lifeline

v' Hybrid business model of full-service distributor and manufacturer

v Nationwide sales force and the regulatory affairs function necessary to distribute medical devices

v’ Sales representatives in close touch with the end-user medical facilities (doctors)

v' Deposit inventory with sterilization (expiration) date at medical facilities." Sales recognized as used in operations

3. Report of Use
JLL Group £

Product Full-Service Distributor
Procurement

* Exclusive Distribution Sales offices
Agreement |0Cated

comporer.
Supplier' Procurement

1. Direct Sales /
Deposit inventory

Medical
Facilities

s Patients
nationwide

* R&D, Design, Manufacture

Regulatory Affairs / Safety Management /
\ Quality Assurance /

*1 Depository sales are our primary form of sales. Medical institutions and distributors may also purchase our products. As for exports, foreign distributors also purchase our inventory.

This is about our business model, and of course we will continue to do business as a hybrid manufacturer and
trading company.
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Sales System JIL Japan Lifeline

v’ 48 domestic sales offices that cover major medical facilities nationwide

v' Local sales reps collect unmet needs in clinical settings to generate ideas for next products

Sales Branch Domestic .
Offices in Japan Sales Reps

=
4 4 3 O ® Head Office
- B Branch Office

Factory

W Logistics Center

L]
Head Office (Tennoz}
. E

-
Hanedg €

Here are 48 locations nationwide, and of 430 people, 300 are salespeople of the arrhythmia business.

Of them, 130 are specialized in cardiovascular, cerebrovascular, and gastrointestinal areas. What I'm trying to
say is that we have these many salespeople with specialties all over the country.

What | feel now is that there is no difference between the market price based on private insurance in the US
market and the market price based on Japanese insurance reimbursement.

If the price in Japan is lower, there is still a desire to ask a company like us, rather than going directly from the
US to set up a sales infrastructure once again. I'm sure this would be the case. | can't talk about this today,
but | have some specifics.
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Our Philosophy and Vision JIL Japan Lifeline

Contributing to the realization of
Philosophy a healthy society through the latest
optimal medical device technologies

Pursue both functions of a manufacturer
and a distributor to provide the latest and
best options for medical professionals
worldwide and create high added value

Vision

11

Our management philosophy and vision, as in the past, is to contribute to the realization of a healthy society.

This page is a description of our strength as a hybrid manufacturer and trading company. Please refer to this

later.

Framework of New Mid-Term Plan JIL Japan Lifeline

v" We have set the framework of the new mid-term plan as below, and will review the progress annually

» Target Period FYE March 2024 to FYE March 2028 (fixed five years)

* KPI Targets Net Sales, Net Sales (New Businesses ‘1), Operating Profit Margin,
EPS, ROIC
* Review Annually (at each Q4 Financial Release = Typically around May)

Disclose annually the outlook for achievement of KPI targets for the remaining period,
taking into account the upside/downside that has emerged over time.

*1 Neurovascular and gastrointestinal

| would like to talk about this new medium-term strategy, which we review annually.

14
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Regarding the previous one, | said a pretty big number, but as | mentioned earlier, the contents have changed
considerably, so | would like to report the upside and downside of the project each year based on a realistic
five-year forecast.

Mid-Term KPI Targets (FYE Mar. 2024 to 2028) JIL Japan Lifeline
v" Focus on achieving steady growth in sales and operating profit, while also prioritizing efficient capital
management.
Net Sales Net Sales OP Margin EPS ROIC
(New Businesses'?)
¥63bln ¥8bln 20% level ¥120 12%
(FYE March 2028) (Each fiscal year) (FYE March 2028) (FYE March 2028)

(FYE March 2028)

1. Expand into new business areas 3. Improve capital efficiency management

* Focus on expansion of neurovascular and * Promote efficient capital management
gastrointestinal areas * Reinforce ICT investments
* Improve operations (sales efficiencies and

2. Continuously introduce competitive products inventory days management)

* Reinforce our one-of-a-kind product offerings * Strengthen shareholder return
* Keep introducing new products to maintain a

competitive edge and high margins (at the

55-58% level).
* Bolster our R&D efforts.

ular and gastrointestina 15

This is the key performance indicator.

In the fifth fiscal year, ending March 31, 2028, we will achieve sales of JPY63 billion and sales of JPY8 billion in
the new area, which means cerebrovascular and gastrointestinal areas. We will be looking at an operating
profit level of 20%, or slightly more or less.

The biggest thing, after all, is that we have focused our internal goals on EPS. Next is net profit. We would like
to achieve JPY120 not in OP but EPS, in the final fiscal year.

The goal is to use the ROIC indicator to determine where to look for effective use of management capital to
achieve this goal, aiming for ROIC of 12%. We believe that we can probably get 5% or 6% spread.

But to do that, the new area is the key. In the cerebrovascular and gastrointestinal areas, we will bring in the
sales team of coronary intervention and people with expertise from outside.

Another key is a one-of-a-kind product. It's BeeAT. As Mr. Kohtani asked earlier, we have 14 variations now,
and we will add more.

As for SVC, my real point is that since we can do both the approaches from the top and the bottom, | think it's
a little bit difficult for newcomers to follow.

Another strength is our one-of-a-kind product, open stent graft, Frozenix. We will also be producing an
evolutionary version of this as well. | can't talk about specifics today. So, we are thinking of making a difference
there as well, although others are appearing.

As for SG&A expenses, we have been using our own core system for 30 years and have made minor changes,
but we are finally going to start using SAP from this November.
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This investment was made despite the huge costs because the old, in-house system would not work,
considering the future exchange with foreign countries and other factors.

However, regarding operating efficiency, inventory efficiency, or so-called capital efficiency, as | said earlier,

we are thinking of reviewing this area a little more properly. In addition, we are considering strengthening
shareholder returns.

Mid-Term Business Outlook — CRM JIL Japan Lifeline

v' Maintain sales growth in a challenging competitive environment that is in line with the market growth rate

CAGR CAGR

+0% +0%

(Brady -1~-2%, Tachy +1~+2%)

Assuming a flat sales for the next few years with tough competition

* Anticipate growth in the implant-based market for both brady (pacemakers) and tachy (ICDs),
but the value growth is expected to be flat due to continuous downward revisions in
reimbursement prices.

* Expect a tough pacemaker market, as competitors are ahead of us in introducing new models.

* Focus on sales of our unique S-ICD product, with initiatives to increase the repeat adoption rate
among customers. Aim to maintain our current market share of more than 30% for both
conventional T-ICDs and S-ICDs.

* Strive to introduce new models to stay competitive in the market.

We have two insurance reimbursements coming up. This has always been reduced, so we are a bit traumatized,
but we would like to stay calm even if it is bad.

However, our strength is that the same person can do both, CRM and EP/ablation. In the case of foreign
companies, if the business unit changes, they become separate forces. We have the same person do two
things, so we will keep this as our strength. We have about JPY12.5 billion, and we want to keep it here.

Support
Japan 050.5212.7790 North America 1.800.674.8375 _ SCRI PTS
Tollfree 0120.966.744 Email Support support@scriptsasia.com S Asia’s Meetings, Globally

8



Mid-Term Business Outlook — EP/ABL JIL Japan Lifeline

v While anticipating a sharp decline in EP/Ablation sales in the short term due to the termination of
the exclusive distribution for RF Needles in March 2023, we plan to achieve market-level growth by
expanding sales of individual products, introducing new products, and implementing other measures.

Market Growth Rate (in value terms est.) Sales Growth Target

CAGR

+5%"1

Strategies/Assumptions

Expect sales growth driven by in-house products with the expanding market

* Anticipate an annual increase of 6% in AF cases

Expect competition from BeeAT 2 to emerge in FYE Mar. 2024; strengthen sales promotion and

product lineup to maintain dominant market share

* Aim to expand indications for HeartLight X3 to include persistent AF to drive sales

* The exclusive distribution of RF Needles ended in March 2023; Boston Scientific Japan will sell
the product from April 2023 onwards

* Achieve launch milestones for the next-generation ablation technology (PFA) and aim for an
early launch in Japan®?

* Introduce new products, increase production of in-house products, develop overseas sales
channels, and reduce costs.

*1 Calculated over a four-year period starting from FYE March 2024, when the exclusive sales contract for RF Needles will expire and sales will decline significantly, to FYE March 2028.
*2 Partnering with Galvanize Therapeutics (formerly Galaxy Medical) to develop a PFA product that combines their device with our catheter shafts 1 7

EP/Ablation

Next is EP.

As it was pointed out earlier that this is modest, | think that the doctors' work style reforms will have a
considerable impact on their work hours. So far, they have three or four cases a day. There will be a limitation
on the number of cases, such that they will have three cases a day, not three or four.

Hospitals used to have cases, but they don't do it now. Not only doctors, but also nurses and MEs, are under
very strict time limits. In that sense, rather than due to COVID-19, | would say that the number of cases will
be limited due to the way we work. However, patients have potential.

Back a bit, here it is. In the last five years, this PFA, an ablation energy source, has been available. In 1993, we
introduced the current RF high-frequency generator to the Japanese market, and it has been used to this day.
Pulse field ablation has become the mainstream, and 75% to 80% of the current market uses RF high-
frequency.

The rest are laser balloons, cryoballoons, hot balloons, and balloon systems that we cover. Therefore, as the
RF market is being replaced by PFA, one of the themes will be how much we can do in R&D or purchasing.

| feel that after 30 years of using the same energies, things will really change here.

We are currently working as a subcontractor for shafts and assembly of PFA from overseas manufacturers,
but whether this can be used for our own products is a different story. We are now doing this on both fronts,
purchasing and in-house development. | expect that there will be a big change to this PFA market in at least
five years, and | will try to keep focusing on that.
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Mid-Term Business Outlook — Cardiovascular (Aorta) JIL Japan Lifeline

v' Further solidify the top share position at CV (aorta) with reinforced one-of-a-kind products

Market Growth Rate (in value terms est.) Sales Growth Target

CAGR CAGR
+0-1% +3-4%

Strategies/Assumptions

Aim for growth in a flat market by strengthening one-of-a-kind products
=1 GIGIEIETM | < Focus on our unique open stent graft Frozenix and aim to shift from conventional procedures to
(Aorta) procedures using Frozenix with the launch of a new model."? Although we expect competition to

emerge, we plan to limit our loss of market share by ramping up the product.

* Introduce a new and one-of-a-kind vascular graft that generates synergy with Frozenix to solidify
our top position even further.

* Expand our market share in the abdominal stent graft market with two unique products (AFX2"?
& Alto"3) capable of covering various cases.

*1 Out of the 6,600 cases of acute type A dissection recorded each year, approximately 20% are treated using the Conventional Elephant Trunk procedure, and over 30% are treated with the
Frozen Elephant Trunk procedure that uses the Frozenix open stent graft, 18
*2+3 Abdominal stent graft system manufactured by Endologix (USA)

Next is aorta.

We have a one-of-a-kind open stent graft, and as | mentioned earlier, we will be offering about two evolved
versions of this.

We have only been meeting domestic demand in a way that meets domestic regulations, but | always say that
our theme is to produce products that can somehow meet overseas regulations.
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Mid-Term Business Outlook — Cardiovascular (Neurovascular) Jit japan Lifeline

v Aiming for high growth in acute ischemic stroke treatment by introducing Wallaby Medical's
differentiated neurovascular devices early.

Market Growth Rate (in value terms est.) N Sales Target
A
CAGR b -
POPTINOL....c.. S b Net Sales ¥4.5bIn™! (FYE Mar. 2028)
4 (Ref. FYE Mar. 2023 ¥230min)

Brain Aneurysm +6%

Strategies/Assumptions

Establish a strong foothold within 2-3 years despite being a late starter

« Distribute exclusively Wallaby Medical’s differentiated neurovascular products

* Launch a series of important products for acute ischemic stroke treatment, including aspiration
catheters, stent retrievers between FYE Mar. 2024 and 2025; quickly increase market presence
and expand market share

* Expand market share in brain aneurysm treatment with embolic coils by introducing additional
models and increasing the number of depository facilities. Boost sales for abdominal treatment

Cardiovascular

(Neuro-
vascular)

as well*2

*1*2 Target sales include abdominal embolic coils (35% of FYE March 2028 sales). Synergy expected with existing customer base in abdominal aorta area 19

Re-posted from
FYE Mar. 2023 Q2 IR material
(Edits are shown in red)

Exclusive Distribution Agreement with Wallaby Medical

v’ Entered into a 10-year exclusive distribution agreement for 11 neurovascular treatment devices.

:
; < wallabymedical

Launch Dec. 2021 Embolic Coil (Launched)
FYE March 2024~2028 * Specialized in neurovascular
= treatment devices
Category Cardiovascular (Neurovascular) €¥S +  Embolic coils, aspiration catheters
third-party products «  Sales track record in more than 30
(Wallaby Medical/phenox) unties OheﬂOX
Products 11 Neurovascular Treatment Products Agreement covers all Specialized in neurovascular
(10 yr Exclusive Distribution Agreement) L neurovascular products treatment devices
'Zi nf; of these two companies A broad product lineup including
: highly innovative flow diverters
. with excellent global
Target Neurovascular Cases 30K cases/year™! - :r 4 Sales track record in more than
Cases/Diseases | * Acute Ischemic Stroke 45 countries
« Cerebral Aneurysm
; JIL Japan Lifeline
Market Size ¥30bln ¥25bta Growth Rate: 5-6%/year
4~Sfyear
*1 Total number of cases of acute ischemic stroke and cerebral aneurysm. Excluding stenting for carotid artery stenosis, etc 20

Next is cerebrovascular.

We were originally in discussions with a German company about a distributorship agreement, and as Wallaby
Medical in China acquired this company, we finally received the distributorship of the products from them.
We already have a good variation of products, including coil for embolization and thrombus aspiration
catheter which was approved this April.

It is said that it is doubtful whether this will really be JPY4.5 billion from current only JPY230 million, but we
believe that we will be able to achieve such a figure in five years.
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Mid-Term Business Outlook — Gastrointestinal JIL Japan Lifeline

v' Launch a series of in-house products in Gl (biliary-pancreatic) area to build a stable revenue pillar in five years

Market Growth Rate (in value terms est.) Sales Target
CAGR

+3-4%"1

Net Sales ¥3.5bin (FYE Mar. 2028)
(Ref. FYE Mar. 2023 ¥650min)

Strategies/Assumptions

Launch a series of differentiated in-house products in biliary-pancreatic area

* Launch a series of in-house products in Gl (biliary-pancreatic) area

Gastro-

intestinal

* Focus will be on expanding sales of bile-duct tube stents to achieve early market penetration of
the Japan Lifeline brand and drive a high growth in the top-line

* Aim to increase our presence in the endoscopy room and achieve synergy in sales of existing
gastrointestinal stents

* Launch improved models of colonic stents and gastroduodenal stents from FYE March 2024 to

further expand market share

*1 Target marketincludes biliary-pancreatic treatment tools, gastrointestinal metallic stents, and liver RFA, not including gastrointestinal treatment tools or Pl-related market

23

As | mentioned earlier, we are reviewing the basic design of the biliary speculum, in which some problems
were found, as an in-house product, and we would like to develop variations of the products such as tube
stent, [TD] balloon, and bile duct stent.

We believe we can do JPY3.5 billion in the final term.

Risks and Assumptions JIL Japan Lifeline

v’ The main business risks and assumptions incorporated in the medium-term management plan
are as follows (in order of importance)

Assumptions

Risks factored in the plan

Explanation

Unexpected loss of market
share for one-of-a-kind
products

Sales of BeeAT and Frozenix (one-of-a-kind products) accounted for more than
30% of total sales in FYE Mar. 2023 and contribution to profits is extremely high
Assume competition from these products to emerge from FYE Mar. 2024
onwards.

Expect certain market share
loss, but maintain dominant
market share after 5 years

Slower-than-expected growth
in both case numbers and
market size

Incorporate market growth data by product category into sales plans, using
reports from research firms and other sources.

Specifically, sales of the company's core product, EP catheters, are highly
dependent on the growth rate of atrial fibrillation (AF) cases.

Growth rate of AF case
numbers: CAGR 6%
(FYE Mar 2024-2028)

Greater-than-expected decline
in insurance reimbursement
prices

Reimbursement prices for specific insured medical materials are determined
based on their functional category and are revised once every two years, which
may result in a decline in prices.

The year of revision can have a significant impact on net sales and gross profit.

Assume reasonable decline in
FYE Mar. 2025 and 2027 based
on past declines and the
current competitive status

Launch delays or cancellations
due to failure to meet product
introduction milestones

There are various milestones before the product is launched, including
development, clinical trials, and obtaining regulatory approval.

Failure to meet milestones or delays in schedule can cause actual results to
deviate from plans.

Product milestones for each
product including a new
product of open stent graft

Soaring costs/expenses due to
high inflation and weak yen

Increasing costs of raw materials procurement, product purchases, and SG&A
expenses due to inflation and yen depreciation => putting pressure on gross and
operating profits.

Expect an annual inflation rate
of 2-3% and an FX rate of 1USD
to 130JPY

24

There are risks and assumptions here, so | will not read this out. There is also the loss of market share of one-
of-a-kind products beyond expectations and various other factors, so this means that if we do this at a time
like this, we will not be able to do as we said we would do.
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Cash Allocation JIL Japan Lifeline

v’ Expect to earn a stable operating cashflow for the next five years
v’ After securing the necessary cash, we will consider how to allocate excess cash according to the
following priorities:

Demo machines and programmers

DAcquire business assets : pro|
required for sales activities

Consider allocations

Excess Cash according to this order

. R&D, clinical trials, investments in overseas
@Growth investments startups for business opportunities,

investments in human capital, etc.

I

I

I

1

I

I

1 S @Capital expenditure !nvestment in fac_tones for production
1 Stand-by funds for | aboutseveral increase and ICT investment, etc.

! new investments billions of yen

L g = @Dividend (base)

GM&A
Necessary cash to
ensure financial — About¥10bin™  (®)Dividend (extra)/Share buy-back
stabilities
. Will not hold excess cash too much, taking
®Ca5h and dePOSItS into account ROIC and EPS targets,
*1 This is a rough estimate as of the end of FYE March 2023, and may change due to future changes in the business environment 26

Then, here is the cash allocation.
We can make a payment for two months if we have JPY10 billion, so considering the current cash generation,

we need to actively return surplus cash to shareholders. We need, of course, to invest in growth, but we would
like to make sure that we return profits to shareholders after taking that into consideration.

Growth Investments JIL Japan Lifeline

v Over the five years, we plan to invest about ¥4-5 billion yen annually in growth, primarily in
research and development.

Item Amount Comment

R&D ¥2-3bln/year * Accelerate R&D in the areas of Gl (biliary-pancreatic), PFA'2, balloon ablation,
high-function shafts, regenerative medicine, etc., and expect R&D expenses to
increase by 4-5% per year.

* In-house advisory committees will review the profitability of self-developed
products and investment projects at the time of their launch.

Capex ¥1.5-2.0bIn/year * Renew business systems and begin operations in FYE March 2024."
* Anticipate no major investments related to production facilities at this time.
* Expect depreciation expenses to remain at the level of ¥1.6-1.8bIn per year.

Clinical Trials ¥100-200min/year |+ Anticipate a few clinical trial projects for the introduction of new products
including a new version of open stent grafts (one-of-a-kind product)

Others ¥100-200min/year * Aim to acquire new business opportunities by investing in overseas startups with
promising products, etc.

Total ¥4-5bln/year

*1 PFA=Pulsed electric Field Ablation
*2 We expect capital expenditures to exceed the forecast amount in FYE March 2024, totaling ¥3.1bln as a result of the implementation of a new business system

27

As for investment in growth, we have about JPY4 billion or JPY5 billion a year, and although the number of
clinical trials is smaller here, we have the capacity to absorb excess in this area.
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Shareholder Return Policy

v' Significantly strengthen shareholder returns through dividends and share buybacks

v’ Decide measures based on business results and KPI targets (EPS ¥120, ROIC 12%"!)

We plan to allocate dPProX. ¥25bin

for dividends and share buybacks over the next five years.

Dividends (extra) Share buybacks

Ref. Forecasted returns for FY3/2024 and actual returns for the past three years*.?

* Decide whether to give extra dividends or buy back shares
based on our earnings, stock price, and financial targets.

* Keep less than 1% of total shares as treasury shares for
executive compensation and other uses.

¢ Cancel newly acquired treasury shares accordingly

*  Prioritize deciding the base dividend and aim for a target

Dividends (base) payout ratio of about 40% or a dividend on equity (DOE)
of 5%.
*1 Numerical targets for FYE March 2028
*2 Amounts are written on the cashflow-basis (dividends declared for a particular fiscal year are paid in the next fiscal year.)

*3 A commemorative dividend for the 40*" anniversary included
*4 Maximum amount of share repurchases for FYE March 2024

JIL Japan Lifeline
Ybin FY3/2021 | FY3/2022 | FY3/2023 | FY3/2024
Actual Actual Actual Guidance
Dividends 23 3.9 3.0 2.9
Share buybacks - 0.5 1.9 4.0
Total 23 4.4 4.9 6.9

28

We are thinking of returning a total of about JPY25 billion to shareholders over the next five years, and
although it is often said that we can hold treasury stock and use them in the event of an MA, there was no
actual use for them even though we held them. | think it would be better for shareholders if the portion

exceeding 1% of the total shares issued is written off.

We think that it is better for shareholders than being afraid that we will do some weird finance thing again.
However, | would still like to use the money properly, on the assumption that we have 12% of ROIC and about

6% of the spread.

Sustainable Practices: Our Philosophy and System

JIL Japan Lifeline

v’ ESG and sustainability initiatives improve our management philosophy and corporate value.

v’ The Sustainability Committee, led by the President and CEO, will promote these initiatives.

Our view on sustainable practices

Realize

a healthy society

Social
Value
Practice of
Management
Philosophv' Provide the latest

and optimal
medical devices

Economic value

Improve corporate value

Sustainability System

Board of Directors

Sustainability Committee

* Chair: President and CEO
* Committee members:
Managing Directors

Subcommittees

General Manager:
Senior Executive Vice President & COO

Each Department

We will place emphasis on sustainability and ESG as well.
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| think it is time for us to put in place a system to properly renew the integrated report every year so that it
can be issued in Q4 or so.

So, we will be reporting on our progress on sustainability and ESG in our integrated report.

That's all from me.
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Question & Answer

Moderator [M]: Now, we would like to move on to the Q&A session.
First of all, we would like to take questions from those present in the audience. Mr. Yamazaki, please go ahead.
Yamazaki [Q]: I'm Yamazaki from Daiwa Securities. Please go ahead. The first point is the cerebrovascular part.

Please give us a breakdown of your target of JPY4.5 billion in sales for FY2028, or rather, what in particular do
you envision as the core products for this JPY4.5 billion?

Q2 IR material

Pipeline for Neurovascular Products

shown in red)
——
v’ Expect to have the best lineup in the industry within five years, even though a latecomer
Acute Ischemic Stroke Cerebral Aneurysm
Product Aspiration | Stent Balloon Microcath | Guiding PTA Embolic Stent Flow Stent Assist | Vasospasm
Catheter Retriever Guiding eter Sheath Balloon Coil Assist Diverter Device for Treatment
Catheter Catheter Device Bifurcation | Device
Aneurysm
Japan (@) o (@) (@) o (@] (@) (@) (@] (@) (@)
Lifeline Launched To be To be To be To be To be Launched To be To be To be To be
Q1 launched launched launched launched launched (Dec 21)" launched launched launched launched
Jo-be in FY3/25 Q3 Q2 in FY3/25 in FY3/25 in FY3/27 in FY3/28 in FY3/27 in FY3/27
ravnched F¥3/24 in FY3/24 in FY3/24 or later or later or later or later or later or later
in FY3/24
Foreign A O O O O O O O O
Domestic B (@) O @) O O @) @)
Foreign C O O O @) O
Foreign D O O © O O &)
Domestic E O @)
Domestic F O
Domestic G O @)
. — 22

Keisuke Suzuki [A]: This is a product lineup. The top column shows our company's part. On the left is a
thrombus aspiration catheter, which costs about JPY277,000 for insurance reimbursement, and is quite
expensive. Approval was already granted for this. Then there is the stent retriever, which is also due in FY2025.

The first four or five types will come out over the course of this fiscal year and next. Then some will emerge
through clinical trials.

So, the products will come out in two phases, and we have this complete lineup. We were in discussions with
a German company, phenox GmbH, and Japanese doctors and various distributors were interested in the
distributorship agreement, which was concluded with Wallaby.

So, it is not that this product is made in China and is not well known in China, but rather that it is based on the
credibility of phenox GmbH, which is already a well-known German company. It has already been used
clinically in Germany and Europe.

So, the only thing left to do is to obtain approval in Japan as quickly as possible. | cannot tell you how much
each product costs, but | am confident that the accuracy of our products is extremely high.
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Yamazaki [Q]: | understand. Thank you. The second point is about shareholder returns.

You mentioned that you will return a total of about JPY25 billion to shareholders over the next five years, but
If profits do not reach the level of the plan, is it possible that the additional dividend and share buyback may
not reach JPY25 billion, considering the priority of the cash allocation? That's what | thought from just looking
at the materials.

Is there a good chance that this JPY25 billion could go up or down depending on further performance, or do
you want to achieve at least JPY25 billion?

Keisuke Suzuki [A]: If we cannot deliver cash generation, we cannot return it to shareholders.

| think that the priority should be on capital investment and research, and if there are surplus funds, they are
to be returned to shareholders. So, if we cannot generate enough cash, we can't just borrow money to return
to shareholders as we said.

But we have looked at this plan quite carefully, and | am speaking on the assumption that we can deliver this
much cash generation. We don't know when and what will happen, so we will think about it when any
unexpected situation happens.

Yamazaki [M]: Thank you.

Moderator [M]: Mr. Kohtani, please ask your question.

Kohtani [Q]: I'm Kohtani from Nomura Securities, and I'd like to start with ablation, EP/ablation.

As you say, the growth in the number of cases is about 6% due to the reform of the working style, which |
don't think is too far off the mark. But as for BeeAT, as you say, there are various generators and such, and it
is not so easy to enter.

PFA is the hottest topic in this industry, and the MANIFEST-PF registry, which was recently announced, has no
esophageal fistula at all, [inaudible] still remains, but the success rate of pulmonary vein isolation within 65
minutes is 99.9%. So, as you say, PFA is pretty much replacing RFA.

We are looking at it from the outside, and what we don't understand is the impact of PFA on electrode
catheters, which | think are the main products of EPABL, other than BeeAT.

How will this 5% be achieved, even with PFA mainly by Boston Scientific?
Can you tell me how you calculated these things and how you see it? This is the first point.

Keisuke Suzuki [A]: First, it can still be used in the diagnostic process in the same way. Then, BeeAT is also
used in the same way for intracardiac defibrillation.

But there is one product, the Esophastar, which measures esophageal temperature. Other companies have
this, but this could go away if the PFA really doesn't generate or hold heat and there is no need to measure
there.

So, among the product variations that we have now, the catheter for measuring esophageal temperature may
indeed, perhaps, disappear.

However, | think it will take some time to determine that properly. A major company is starting IDE clinical
trials in the US, so we will see what they can do there, and then come to Japan.
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In other words, it will probably be two or three years down the road. Data will be available in the meantime,
so we will be able to see what is going on.

Therefore, | have a feeling that the product, Esophastar, will disappear with the introduction of PFA.
Kohtani [Q]: | understand. The second point is the rhythm device.

| understand that the pacemaker S-ICD can still be developed, but there is now a second-generation leadless
pacemaker called Aveir.

To maintain 0% in that situation, it's still Aveir, | believe, only VVI, so it probably won't have much of an impact,
but if we can do eventually pacing the two ventricles as well, we'll see some erosion of that.

| would like to know if it is possible for your company or other companies to introduce leadless pacemaker
during this mid-term plan period. Can you tell us about the assumption as well?

Atsuhiro Suzuki [A]: | think other companies will also come out with leadless.

To be honest in this part, we are an exclusive distributor. Boston Scientific is now doing a research. But at this
point, it's a little difficult to say when and what. We have heard about it.

Naturally, we are also doing research on leadless, and all other types of equipment. We have received
information that the lineup will be renewed, but since we do not have information on when and how this will
happen, we have not included it in this medium-term plan.

Therefore, it is possible for us to come out with leadless, but we do not have the proper information, so there
is no way for us to produce figures, and we are responsible for disclosing proper information.

Keisuke Suzuki [A]: There is Medtronic, then Abbott, then Bio, and Boston is still coming up. | can't say when
that will be, so | didn't include it this time.

Therefore, we really feel that it will be tough for us if they do not come in within the next five years and
produce them.

I'm still a little unsure how much of brady will be replaced by leadless. However, the reimbursement price is
now over JPY1 million, and our DDD is already around 600,000. We want to sell the expensive ones.

However, this time | can't say when, so | didn't include it. | am sure it will just come out.

Kohtani [Q]: My understanding is that there is a bit of competition in this area, but | assume that you want to
increase the S-ICD, and that the rate of 0% is based on that premise, is that correct?

Atsuhiro Suzuki [A]: Yes, that's right. While there are also insurance reimbursements.
Kohtani [Q]: | understand. Lastly, | would like to ask about the cardiovascular one.

| think that Terumo's product called Thoraflex Hybrid is already selling quite well in the US, and my
understanding is that your company is strong in this regard.

The open stent graft is, after all, a technique invented in Japan, and | am sure it will be supported by doctors
there.
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As you mentioned before, Terumo's products are all-in-one, so | would say that they are not very flexible, but
your company can deal with various mismatches, so in that sense, you can protect this area. Is it correct to
say that 3% to 4% growth can be expected?

Also, in the area of abdominal stent grafts, new products such as Alto and AFX2 were introduced, but are
there any new products that will be introduced within the next five years? This is the last question.

Company Representative [A]: Regarding the abdomen, | think it is fair to say that Alto is a new product in a
sense. We have not heard of any other new products planned while we are currently purchasing these
products.

So, for the time being, we are going to use AFX, conventional products, and this Alto for the abdomen.
Kohtani [Q]: Was my description of Frozenix's strengths roughly correct? As Frozenix's strengths.
Company Representative [A]: As for Frozenix, yes.

As | said the other day, we also make one with a quadruple-branch, plus we have a conventional one with a
guadruple-branch. In short, the first technique may have drawbacks, and so the combined type has its
drawbacks.

There is talk that the procedure time will be considerably shortened, by 20 minutes or 30 minutes, so it may
come as a surprise. We have both types of products in our lineup, so | think that is a great advantage.

In addition to the conventional products, Partial | mentioned earlier will be released again, so | think this will
expand our product lineup considerably.

Kohtani [M]: Thank you.

Moderator [M]: Thank you for your question. Now, we have a question online, Mr. Mori from Mizuho
Securities, please.

Mori [Q]: This is Mori with Mizuho Securities. Thank you for this opportunity.

As for net sales, out of JPY63 billion, if | calculate the growth rate for each business segment, JPY12.4 billion
for rhythm, JPY28.5 billion for EP/ablation, JPY18.5 billion for cardiovascular-related assuming 3.5%, and
JPY3.5 billion for intervention since it is only for gastrointestinal area, that leaves JPY1.9 billion, or roughly a
little less than JPY2 billion. So, is there anything extra that you are projecting here?

Keisuke Suzuki [A]: | don't have the numbers for each of these, but according to your calculations, JPY2 billion
or so have gone somewhere, is that about right?

Mori [M]: That's right. If | calculate based on this growth rate.

Keisuke Suzuki [A]: | can't give you specifics on what products we are talking about, but we are negotiating
with various manufacturers and there are various other aspects.

Moderator [M]: May | ask again for the figures you are thinking of?

Mori [M]: JPY12.4 billion because the rhythm is flat, JPY28.5 billion because of the 5% growth in EP/ablation,
JPY18.5 billion assuming 3.5% growth in cardiovascular, and JPY3.5 billion for gastrointestinal intervention,
which leaves roughly a JPY2 billion difference.
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Company Representative [A]: The numbers are roughly correct, but the number of gastrointestinal areas may
change. We have a target of JPY3.5 billion for this area, but we expect a higher growth rate.

Mori [Q]: Thank you. My second question is this. As for the in-house product ratio, is it 55% to 65% according
to the slide? And on page 12, bottom right. 42, this is it, sorry. Only documents for the mid-term plan were
on the web.

If we assume that the midpoint is 60%, which is about the same as 60% for the current fiscal year, and the
operating profit margin is the same at 20%, then will the ratio of SG&A expenses remain roughly the same,
and both the gross profit margin and SG&A expenses remain the same between the current fiscal year and
FY2028?

Company Representative [A]: Yes, that's right. This will be as understood by you.

Mori [Q]: For example, | think the ratio of in-house products will go up a bit more.

The rhythm is flat, and EP, surgical products, and gastrointestinal intervention are going up, so | think that
actually the in-house product ratio will not stop at 60%, but will go up a little more, and the margin will go up.
How should | understand this?

Company Representative [A]: The cerebrovascular products are expected to grow, but since these are
purchased products, the ratio of in-house products will be a little lower in this area, and the composition will

be like this.

Mori [Q]: EP/ablation will increase sales by about JPY5 billion, and certainly cerebrovascular will increase by
about JPY4 billion, but on the other hand, gastrointestinal area will also increase by about JPY2.5 billion, so |
think the increase in in-house products is more significant.

Company Representative [A]: The growth area is still heavily influenced by the cerebrovascular area, and the
ratio of purchased goods is becoming larger. Therefore, the ratio of in-house products has not grown that
much.

Keisuke Suzuki [A]: Also, Mr. Mori, as | explained earlier, there are some items that | can't talk about today,
but I'm sure they are coming soon, and we have included them in this plan, although | can't explain them
today.

| hope you understand that the ratio of in-house products will inevitably settle around that level.

Mori [M]: | understand. That's all from me. Thank you.

Moderator [M]: Thank you very much. We will now conclude the question-and-answer session.

This concludes the financial results briefing and medium-term strategy briefing of Japan Lifeline Co., Ltd.

Thank you very much for joining us today.

Keisuke Suzuki [M]: Thank you very much.

[END]
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Disclaimer

SCRIPTS Asia reserves the right to edit or modify, at its sole discretion and at any time, the contents of this
document and any related materials, and in such case SCRIPTS Asia shall have no obligation to provide
notification of such edits or modifications to any party. This event transcript is based on sources SCRIPTS Asia
believes to be reliable, but the accuracy of this transcript is not guaranteed by us and this transcript does not
purport to be a complete or error-free statement or summary of the available data. Accordingly, SCRIPTS Asia
does not warrant, endorse or guarantee the completeness, accuracy, integrity, or timeliness of the
information contained in this event transcript. This event transcript is published solely for information
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offer to buy any security in any jurisdiction where such an offer or solicitation would be illegal.
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forward-looking statements are accurate and reasonable, any of the assumptions could prove inaccurate or
incorrect and, therefore, there can be no assurance that the anticipated outcome described in any forward-
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