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Presentation

Moderator: Thank you very much for waiting. We will now begin Japan Elevator Service Holdings Co., Ltd.'s
financial results briefing for FYE 3/2026. Thank you very much for taking time out of your busy schedules to
attend today.

First, | would like to introduce our attendees. From left to right, Mr. Katsushi Ishida, Representative Director
CEO, and Mr. Kimihiko Imamura, Director, Deputy President CFO.

Next, we will explain the distributed materials. We have prepared the materials for you today. The first item
is the presentation material for the FYE 3/2026, the second is the supplementary material for the financial
results, the third is the timely disclosure material, the fourth is the financial results report, and the fifth is the
questionnaire.

As for today's agenda, Mr. Ishida will first review FYE 3/2026 and explain our initiatives for FYE 3/2027 from a
management strategy standpoint. Next, Deputy President Imamura will explain the financial results for FYE
3/2026 and the forecast for FYE 3/2027 from a financial perspective, and finally, we will move on to the Q&A
session. The entire meeting is scheduled to last about one hour and end at around 5:00 PM.

Mr. Ishida, please begin.

Ishida: | am Ishida, President and Representative Director, CEO of Japan Elevator Service Holdings. Thank you
very much for taking time out of your busy schedules to attend Japan Elevator Service Holdings' financial
results briefing for FYE 3/2026.

I will now review the financial results for FYE 3/2026 and explain the key points of our business strategy
initiatives for FYE 3/2027.
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Domestic Maintenance Contracts | 5 m

® Elevators under maintenance contracts at the end of 14%CAGR 126,840
March 2026 was 126,840 units Since listed "

® Net increase of 13,320 that compares record breaking

net adds previous year 113,520
® Our estimated market share advanced more than one

percentage point to 11%

100,230
<Background>

v The Company have established business foundation to —

provide quality service for any brand at any place, and i

dully increased sales force -
v Diversified sales channel includes building management !

companies (for sale or rent, commercial), alliance (financial

institutions, business partners), existing customers and 67,500

auctions
v Better business environment as prices edges up, OEMs ask

for price increases =4,800
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Please turn to page three. | will explain the overview of the financial results for FYE 3/2026.

First, the number of domestic maintenance contracts totaled 126,840 units as of the end of March. The net
increase from the end of the previous period was 13,320 units, the same level as the previous period, which
was the largest ever. As a result, we estimate that our share of the maintenance market increased by over 1
percentage point to approximately 11%.

Our ability to maintain an overwhelming net growth in the industry is due to the fact that we have established
a system to provide high-quality services nationwide, as well as to our efforts to increase our sales force to
acquire new contracts and to develop various sales channels, such as building management companies and
business matching as well as direct sales, which are proving effective.
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I Results Overview | 4 m

Nine Years of Record Breaking Results Since Listing

*Good Business environment * Modernization unit price up * Exceeded forecast of ¥6.6B due
»Strong progress in maintenance | - Up 27.7% YoY to break record to increase in sales and profit
& repair and modernization * OP margin before amortization despite extraordinary losses
*Up 16.7% YoY to break record improved to 19.6% *Up 32.4% YoY to break record

Net Sales Operating Profit Net Profit
11.0 7.3
57.6
49.3 8.6 5.5
42.2
4.5
34.9 6.8
29.7
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Unit in billion yen
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Please turn to page four. Consolidated net sales increased 17% YoY to JPY57.6 billion, operating income
increased 28% YoY to JPY11 billion, and net income increased 32% YoY to JPY7.3 billion. We revised our
earnings forecast upward last November, and both sales and profits have further exceeded the revised
forecast.

Net sales grew as maintenance and repair service revenue expanded steadily on the back of increased contract
numbers, while modernization service revenue rose by more than 20% YoY, driven by continued strong
demand and the ability to raise unit prices beyond cost increases.

On the profit front, higher technical staff productivity driven by the growth in maintenance contracts,
increased modernization unit prices, and disciplined SG&A spending all contributed to improved profit
margins.

The operating income margin before goodwill amortization improved by 1.6 percentage points from the
previous year to 19.6%. As a result, both operating income and net income grew at a rate significantly
exceeding sales growth, and the Company achieved record-high results for the ninth consecutive year since
listing.
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Shareholder Return Policy - 2026 Dividend Forecasts - | 5 m

® Our shareholder return policy is based on a dividend payout ratio of at least 40% and aims for stable increases in EPS
and DPS

® Reflecting steady business growth, the Company maintains its dividend forecast of 21 yen for the fiscal year ending

March 2026. This represents an increase of 5.5 yen* from the previous year, with the payout ratio rising to 51.2%
* After adjusting for the stock split (1:2) on October 1, 2025

Adjusted EPS (yen) Dividend Payout Ratio (%)
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* A stock split (1:2) was carried out on October 1, 2025. Figures have been forecast

retroactively adjusted from the fiscal year ended March 2018.

Copyright © japan elevator service holdings all rights reserved
Please turn to page five. | will explain shareholder returns.

Our policy for returning profits to shareholders is to maintain a dividend payout ratio of 40% or more in
principle and to continue to increase dividends as profits grow, which we have done since our listing on the
stock exchange.

As the previous fiscal year's results achieved growth above our expectations as explained earlier, the Company
has decided to raise its dividend forecast by JPY2 per share from the JPY19 per share announced last
November to JPY21 per share, and submit this to the general meeting of shareholders. If the resolution is
approved, the dividend payout ratio is expected to be 51.2%.
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I Forecast Exceeds VISION2027 Target - 19

® The number of maintenance contracts increased steadily, supported by a Raise corporate value through growth,
stronger organization that included expanding branch networks and recruiting rosper together with all stakeholders
personnel

® The number of modernization projects exceeded expectations, driven by robust
demand resulting from a concentration of elevator replacement cycles and OEMs
discontinuing parts supply

® Following a round of investments, SG&A expenses became easier to manage. In
addition, the Company achieved improved operational efficiency using digital
tools and sharing of administrative tasks

® The forecast suggests all VISION 2027 targets will be exceeded: revenue will
exceed 60 billion yen, the operating profit margin before goodwill amortization

Operating profit margin
20%

Net Sales B
Over 60 billion yen
Proftaiiy

will exceed 20% Reduce ;T::;T:g::rl burden DM:;“:;‘:,::"M
® Dividend payout ratio remain above 40% Aniahce goviaiios
Revenue 2.2x in Five Years OP Margin Improved 1.2 Point/Year
(billion yen) 65.5 20.4%
57.6
49.3 18.7V.
42.2 18.0%
34.9
29.7 16.8%
15.1%
14.5%
Mar Mar Mar Mar Mar Mar Mar Mar Mar ; Mar Mar Mar
2022 2023 2024 2025 2026 2027 2022 2023 2024 2025 2026 2027
(forecast) (forecast)

Please turn to page six. FYE 3/2027 is the final year of our medium-term management plan, VISION2027. This
is a five-year plan starting from FYE 3/2023, with the final year of the plan targeting net sales of JPY60 billion
or more and an operating income margin before amortization of goodwill of 20%.

As disclosed at the time of the earnings announcement on May 14, both net sales and operating income for
FYE 3/2027 forecast are expected to exceed the targets of the medium-term management plan. Significant
progress has been made not only in performance, but also in dividend payout ratio and various ESG initiatives,
and we expect to exceed all targets in the medium-term management plan.

CFO Imamura will explain the background of the earnings forecast in more detail later.
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Growth Opportunities in Maintenance & Repair Business | 7 m

Trends in Maintenance Contracts ® Unlike overseas markets, where independents sometimes make
with OEMs and JES up the majority, OEMs and OEM-affiliated companies account
72 for 80% of the market in Japan's elevator maintenance market
OEM & OEM-affiliates ®mJES ® This was due to structural factors such as excessive competition

(units) in the new business and quality issues among independents
870,681 ® Since its founding, the company has made substantial

844,223 5% investments to ensure that it provides OEM-class service
quality at reasonable prices. This system is underpinned by
the high level of social trust we have earned as a Prime-listed
company

® It is possible that, as the company increases its market share,

the structure of Japan’s market will parallel that of overseas

5 893315 897,060 898,282 898,116 899,111
870,083 888,207

markets
Other
126,840 isps
113,520
100,230
88,630
79,000
67,500 Japan
54,800
48,800
- 43,400
35,800 &80
I I o
(Source) Contracts with OEM: Jevator Association Market share of independents usually

Contracts with JES: Japan Elevator Service Holdings Co., Ltd.

exceeds 50% in other market
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Please turn to page seven. As | have explained in previous years on this occasion, this fiscal year is the final
year of our medium-term management plan, and we expect to exceed the goals of the plan.

Therefore, | would like to explain our measures based on medium- and long-term growth opportunities, which
are of interest to our shareholders and investors.

First, regarding maintenance and repair services, manufacturer-affiliated maintenance companies account for
about 80% of the share in the Japanese market, which differs from the situation in overseas markets, where
independent companies sometimes account for more than half. The reason for this is that manufacturers have
been unable to generate profits from new elevator installations due to competition and still rely on a structure
in which they recover earnings through maintenance, while independent companies other than our company,
although price competitive, have not been able to earn sufficient trust from customers in terms of quality and
technology compared to manufacturers.

Since our establishment, we have invested heavily in R&D, parts centers, human resource development, and
the research and training facilities to provide the same level of service quality as manufacturers. Furthermore,
by being listed on the TSE Prime Market, we have earned a high level of social trust, and we are proud to have
become the only company that has established a system to deliver the safety and security that our customers
demand at a reasonable price.

This consistent effort to deliver safety and security to our customers since our establishment has been
recognized, and we believe that through our future business activities, we can bring the share of independent
companies in the Japanese market to a level on par with the US and European markets. Our market share just
exceeded 10%. We believe there are still many opportunities for growth.
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I Growth Opportunities in Modernization Business | 8 m

® The demand for renovation is emerging in buildings constructed during the peak period from the 1990s to the early 2000s.
Furthermore, as OEMs are phasing out the supply of parts for elevators manufactured after 1990 and expanding the scope of
this policy, the demand for modernization is expected to continue for the long term

® As OEMs increasingly pass on rising costs, such as material and outsourcing expenses, to selling prices, modernization unit
prices continue to rise, and profit margins are improving

® The company is strengthening its modernization business organization to support future growth, including expanding its
nationwide sales force for proposals and reinforcing its in-house construction capabilities

® Modernizations are a highly effective channel for securing maintenance and repair contracts, and contributing to increased
earnings from these services

wnits)  Tncreased Number of Elevators (nits) Modernization Shipments at JES
50,000 : . 5,000
up for Modernization
45,000 3 - 4,500
40,000 I R 4,000
35,000 ;“‘ 3,500
30,000 | / 3,000 >
25,000 \\\ // 2,500 ://
w000 4 1 ot tHHEARLRRRRRET 1| 2,000 é
0 7
I/
15,000 1,500 é
o
10,000 1,000 g
500 I I 7
5,000 I 7
. 7
0 T Mar Mar Mar Mar Mar Mar Mar Mar Mar Mar Mar Mar
1970 75 79 83 87 91 95 99 03 07 11 15 19 23 2018 2019 2020 2021 2022 2023 2024 2025 2026 2027 2028 2029

Number refers to new installation issued by Japan Elevator Association
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Please turn to page eight. Next, | will explain modernization services.

After 25 to 30 years from installation, elevators deteriorate over time and require major repair work. The
need for modernization continues to be very strong, partly because manufacturers have stopped supplying
parts for elevators installed in the 1990s and 2000s.

In addition, labor shortages in the construction market and rising raw material prices have recently led
manufacturers to significantly raise prices for new elevator installations and modernization. We, too, are now
well-positioned to improve the profitability of modernization by raising unit prices while maintaining a price
advantage over manufacturers.

We plan to continue to actively respond to modernization needs, expanding our modernization sales force
and strengthening our in-house construction team. In addition to measures such as bulk proposals to large
customers in cooperation with maintenance sales, which have been implemented for some time, we aim to
improve profitability through the development of new products.
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I Expansion of Network and Workforce to Support Share Gain | m

® The number of locations increased from 148 at the FY Mar 2025 to 156 as at FY Mar 2026. Th Company established a new
service office in Oita, a new market for the company, and opened regional head offices, branches, and service offices in various
locations to accommodate the increase in contracts

® The Company is able to hire more than 100 new graduates for technical personnel constantly to support future increases
in maintenance contract volume of over 10,000 units per year. The Company have increased the number of sales
personnel to support the growth of new contract acquisition and sales personnel for modernization services

® Acquired Naka Elevator Co., Ltd. and took over IHI Transport Machinery’s car lift business, supplementing organic growth

As of May 1. 2026 No. of Technical Personnel (person)
7

1,452

1,271 Hiring in April 2026
167 new graduates
1,159
1,096 of these

1,003 146 technical personnel
881 I (143 in previous year)

(person)
Sales Force 305

272

[Opening of regional head offices, branches, service offices]
(Nagasaki, Nagasaki) Nagasaki Service Office
(Hiroshima, Hiroshima) Chushikoku Regional Head Office
(Kagoshima, Kagoshima) Minamikyushu Regional Head
Office, Minamikyushu Branch

(Naha, Okinawa) Okinawa Service Office

(Kitakyushu, Fukuoka) Kitakyushu Service Office

(Niiza, Saitama) Niiza Service Office

(Nagaoka, Niigata) Nagaoka Service Office

(Oita, Oita) Oita Service Office

(Iwaki, Fukushima) Iwaki Service Office

[Reorganization]
Registered trade name of Showa Yusouki Tohoku
was renamed as Japan Elevator Service Tohoku
Shikoku Yusoki, Shikoku Elevator was consumed
by Japan Elevator Service Chushikoku

Notable increase in
the number of sales
195

248
218
-' ; personnel for the
3 LN~ 156 new contract, as
well as personnel to
{¢ make proposals for
modernization
. Areas covered by JES Group T . projects

— T

Mar Mar Mar Mar Mar Mar
Areas covered by partners 2021 2022 2023 2024 2025 2026

[M&A]

Car Lift business of
IHI Transport Machinery
Naka Elevator

/
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Please turn to page nine. | will explain how we are strengthening our organizational structure to capture
growth opportunities.

In addition to newly entering Oita Prefecture, we opened sales offices in existing areas, bringing our total to
156 locations as of May 1. We are expanding our service network in each region in line with the increase in
the number of contracts nationwide.

This April, 167 new graduates were hired, up from 153 the previous year. Since the majority of these
employees, 146 of them, are technical personnel, we believe that we will be able to build a technical structure
that can handle increases in maintenance contracts of more than 10,000 units each year in the future.
Currently, we are also in the process of increasing the number of maintenance sales personnel to win new
contracts and modernization sales personnel to make modernization proposals.

To support further growth and improved profitability, we are also actively optimizing management resources.
In the previous fiscal year, we implemented organizational restructuring in the Tohoku and Shikoku areas. We
have also supplemented our organic growth through M&A, including the acquisition of Naka Elevator Co., Ltd.
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I Expansion of Service Capabilities for Share Gain | 10 m

New Elevator Business to Expand Our Service Offerings and to Increase the Number of Contracts

® In the new business market, price increases and delivery delays have become apparent due to labor shortages and
soaring raw material costs

® Recognizing our track record in maintenance and modernization, many customers began to make inquiries regarding
our “high-quality, low-cost, and fast-turnaround” services

® In response to the recent improvement in pricing conditions in the new business and modernization markets, we
decided to launch new elevator business in the fiscal year ending March 2027

Cuek= Quick Renewal
(FY Mar 2019 -)

LiftSPOT j;|2\p' Refurbished Parts @ New Elevator
o (May 2018 -) R (FY Mar 2022 -) I (May 2026 -)

Maintenance of

Remote MecharEalPaidr Modernization for
JFRIME - Monitoring - 38 g - Escalator
Syl E (March 2021 - ) p (FY Mar 2024 -)
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Please turn to page 10. | will explain the expansion of services that will lead to an increase in maintenance
contracts.

In May of this year, we will launch a new elevator installation business. As mentioned earlier, in the market
for new elevator installation, not only have prices risen markedly due to labor shortages and rising raw
material prices, but delays in delivery have also become apparent. For this reason, our customers, who
appreciate our past achievements, are increasingly requesting that we build elevators of JES quality.

Having been cautious about entering the new installation market due to unfavorable economics, we are now
moving forward in response to the recent normalization of prices in that market.

Shareholders and investors may express concern that JES will become a manufacturer, but our core business
remains the elevator maintenance business. Similar to the modernization of elevators and escalators, we will
only take on new elevator installation projects that are profitable, assuming that they lead to an increase in
maintenance and repair contracts.
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Progress at Overseas Business | 11 m

® Japan is one of the largest elevator markets, so growing our market share there is our top priority.

® Given Japan's market size and growth potential, overseas business could be our second growth driver once we have fully capitalized on
opportunities there

® We will use this time-span to thoroughly analyze market conditions, business practices, and competitive landscapes in various
overseas markets

® Reputation is a critical factor in business expansion, so selecting local partners is crucial. We recognize that investment
opportunities are always present

Malaysia

— Market, Business and Competition

B The economy is expected to grow steadily at a rate of 4-5%. This
growth will be supported by increasing exports and rising personal
consumption, which is driven by wage increases.

®  The population is 36 million. By 2030, it is expected that roughly
80% of the population will be concentrated in urban areas.

B The elevator market is also expected to grow by 4-5%.

m  Over 1,600 Japanese companies operate in the country.

m A license is required for elevator maintenance services. Independent
providers consist primarily of SMEs.

What We do

| ] COFREIH (M) SDN. BHD. was made a consolidated subsidiary in
June 2022, based on the growth potential of its facility
management and environmental businesses, as well as the
potential for entry into the elevator business. Going forward, the

company will pursue synergies, such as providing services to

* properties managed by COFRETH.

®  In May 2026, we plan to establish Japan Elevator Service
Malaysia SDN. BHD. in partnership with representatives
from the local company Potensi Terus Industries SDN. BHD.
(with our company holding a 55% stake). The new
company will aim to obtain a license while collaborating with
Potensi on business operations.

Copyright © japan elevator service holdings all rights reserved

Please turn to page 11. | will explain overseas business.

POTENSI

We believe that there is still significant room for growth in the Japanese market and that our top priority is to
continue to grow through expanding our share of the Japanese market. However, the elevator market itself
is currently experiencing low growth, and it is difficult to expect high growth in the future.

In order for us to maintain high growth over the long term as a publicly listed company, it is necessary for us
to develop overseas markets as well. However, since market structures, business practices, and competitive
environments overseas differ from those in Japan, we will not rush blindly into investments. Instead, we will
continue to examine opportunities carefully so that we can secure profits from the start of investment and
avoid impairing shareholder value.

In the maintenance business, gaining the trust of customers is a prerequisite, so choosing the right local
partner is paramount. For this reason, we also need to maintain flexibility so that we can invest whenever we
find the best partner.

We will establish a new company in Malaysia with parties related to Potensi, a leading independent elevator
maintenance company in Malaysia, as announced in January. We will promote business collaboration with
Potensi and aim to capture the Malaysian maintenance market.

As for COFRETH, in which we have already invested, we expect long-term growth in the environmental
business and other areas, as well as synergies with the new company.

That concludes my explanation. Thank you very much for your attention.
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I Results for FY Mar 2026 (Overview) | 22 m

Amid sustained growth in revenue and profits since the listing, profit
margins have shown a marked improvement

® Sales and profits both exceeded the earnings forecast revised upward in November 2025

® Gross profit margins continued to improve, driven by a significant increase in unit prices from modernization
and ongoing productivity gains resulting from an increase in the number of maintenance contracts

® Efforts to curb SG&A expenses also proved effective, with the SG&A ratio falling to 19.6%. Operating profit
rose 27.7% YoY, outpacing sales growth. The operating profit margin before goodwill amortization improved
by 1.6 percentage points YoY to a high level of 19.6%

(millions of yen, yen, %)

Fiscal Year ended Fiscal Year ended
March 2025 March 2026 NSECIRALE
Amount % of sales Amount % of sales Amount %
Net sales 49,375 100.0 57,601 100.0 8,226 16.7
Operating profit 8,624 17.5 11,010 19:1 2,385 277
Ordinary profit 8,621 17.5 11,006 19.1 2,384 27.7
zgiﬁatr::{'b“tab'e fo owners 5,530 11.2 7,319 12.7 1,789 32.4
(Depreciation) 1,562 3.2 1,587 2.8 24 1.6
(Amortization of goodwill) 276 0.6 291 0.5 15 5.6
OP before amortization 8,900 18.0 11,301 19.6 2,400 27.0
EPS 31.05° - 41.05 - 10.00 32.2

* The Company conducted a two for one stock split of ordinary shares on October 1, 2025.
Earnings per share is calculated assuming that the stock split was conducted at the beginning of the previous fiscal year.

Copyright © japan elevator service holdings all rights reserved

Imamura: | am Imamura, Director, Deputy President, CFO. Thank you. | will now give a summary of the
financial results for FYE 3/2026, the forecast for FYE 3/2027, and an explanation of the financial aspects.

Please turn to page 12. This is a review of the financial results for FYE 3/2026.

Net sales totaled JPY57.6 billion, an increase of JPY8.2 billion compared to JPY49.3 billion in the previous year,
or up 16.7% YoY. We achieved the largest ever increase in both net sales and profit. Both maintenance and
repair services and modernization services have continued to expand steadily, and net sales have performed
strongly.

Operating income totaled JPY11 billion, up approximately JPY2.4 billion from JPY8.6 billion in the previous
year, and up 27.7% YoY, which was also the largest increase ever achieved. In addition to an increase in the
number of maintenance contracts and higher productivity, modernization services have also grown
significantly due to aggressive increases in unit prices and the number of units, as well as the curbing of SG&A
expenses.

The operating income margin before amortization of goodwill was 19.6%, up 1.6 percentage points from 18%
inthe previous year. The target in the medium-term management plan is 20%, so we are 0.4 percentage points

away. Therefore, we believe we can certainly achieve this goal.

| will explain the analysis of factors for changes in net sales and operating income on the next page.
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I Factors for Change in Operating Profit before Amortization | 13 im

(million yen) Increase Decrease

18,000

16,000 -1,943

14,000 -1,651

-874

12,000 -1,333 19.6%

Operating
profit before
Amortization

18.0%

10,000

8,000

6,000 11,301

Incremental profit A2,400
Incremental sales A8,226

=29.2%
4,000

Reference: for the FY March 2025

Incremental profit A1,809
Incremental sales A7,158

2,000

=25.3%

March 2025 Net sales Material cot  Labor cost  Outsourcing Depreciation Others March 2026
cost
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Please turn to page 13. | will now explain the factors behind changes in operating income before goodwill
amortization.

The left end of the graph shows operating income before amortization of goodwill of JPY8.9 billion for the
previous fiscal year. Since this is operating income before amortization of goodwill, it is JPY8.9 billion. Starting
from there, it first increased by JPY8.2 billion due to the effect of increased revenues. Along with the sales
expansion, material costs increased by JPY1.943 billion, and personnel costs increased by JPY1.651 billion due
to the increase of 258 employees and salary increases.

In addition, subcontracting expenses, which are linked to the increase in modernization, increased by JPY874
million, and other expenses increased by about JPY1.330 billion. As a result, operating income before
amortization for FYE 3/2026 landed at JPY11.301 billion, as shown on the right end.

The number of units under maintenance was strong, and repair services were also steady. Because we were
able to achieve what needed to be done, including increasing the number of modernization projects and
raising unit prices, profit increased by JPY2.4 billion against the JPY8.2 billion increase in sales, resulting in an
incremental profit margin of 29.2%, which represents a very high profit contribution compared with the full-
year results of the previous fiscal year.
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Forecasts for the Fiscal Year Ending March 2027 (Summary) | m

Record-high sales & profits are expected due to steady growth in the humber

of maintenance contracts

® In maintenance and repair, net growth in maintenance contracts is expected to continue. In modernization,

growth in shipments and unit prices is expected

® In addition to productivity improvements due to the increase in the number of contracts, the company
expects to continue to control SG&A expenses and achieve an operating profit margin before amortization of
over 20%. As a result, both sales and profits are expected to reach new highs

March 2026
Amount % of sales
Maintenance & repair services 34,499 59.9
Modernization services 21,801 37.8
Other 1,300 2i3
Net Sales 57,601 100.0
March 2026
Amount % of sales
Net sales 57,601
Operating profit 11,010 19.1
Ordinary profit 11,006 19.1
Profit attributable to owners of 7,319 12.7
parent
(Depreciation) 1,587 2.8
(Amortization of goodwill) 291 0:5
OP before amortization 11,301 19.6

Amount
37,800
25,900

1,300
65,000

Amount
65,000
13,000
13,000

8,200

1,800
277
13,277

March 2027
Forecast
% of sales

58.2
39.8
2.0
100.0

March 2027
Forecast
% of sales

20.0
20.0
12.6

2.8
0.4
20.4

(millions of yen, %)

YoY
109.6
118.8

99.9
11208

YoY
112.8
118.1
118.1

112.0

113.4
95.1
117.5
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Please turn to page 14. This is the forecast for FYE 3/2027.

Maintenance and repair services. In this area as well, the number of contracts is expected to remain firm, and
modernization volume is also expected to grow, driven by continued strong demand. In addition, the industry
as a whole is continuing to raise unit prices, and we believe that we will be able to achieve solid figures this
fiscal year as well, so we forecast net sales of JPY65 billion, up 12.8% YoY.

On the other hand, investments for growth have already run their course, and there are no items such as
SG&A expenses that will increase significantly, so operating income is expected to increase 18.1% YoY to JPY13

billion, an increase that will exceed sales growth.

As a result, we expect to achieve an operating margin of 20% and an operating income margin before
amortization of goodwill of 20.4%, so we have announced guidance that will achieve, or rather exceed, the
medium-term management plan targets of JPY60 billion in net sales and an operating income margin before

amortization of goodwill of 20%.
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I Capital Expenditures and Depreciation Forecasts

fmat W

(Billions of yen)

FY2026 (Actual) FY2027 (Forecast) Items

Capital
Expenditure

Investments related to PRIME, a
1.94 1.90 remote inspection service, etc.

Depreciation

1.58 1.80

(Billions of yen)
4.00

3.00 2.84

2.00

0.92
1.00

Mar 2022

Capital Expenditures and Depreciation

3.65
2.39
1.94 1.90
LT — 1.80 CAPEX
3 5 1.40 I I I m Depreciation
Mar 2023 Mar 2024 Mar 2025 Mar 2026 Mar 2027

(Forecast)
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Please turn to page 15. Capital expenditures totaled JPY1.94 billion in the previous fiscal year. We have

determined that another round of investment will be necessary this fiscal year, including a partial upgrade of

our core system, and we expect capital expenditures of about JPY1.9 billion this fiscal year as well. However,
as mentioned previously, capital expenditures peaked around 2023, when we invested about JPY3.6 billion.
Since we do not anticipate significant capital expenditures going forward, we expect them to remain around

this level.

As a result, we have entered a phase of recouping our investments while continuing to grow. In the previous
fiscal year, we achieved a net cash position despite repaying long-term debt and increasing dividends. We
expect free cash flow to continue accumulating in the current fiscal year and beyond, so we intend to

strengthen shareholder returns, medium- to long-term M&A, and investment in employees.

That concludes my explanation. Thank you.

Moderator: Thank you. Thank you very much for your attention.
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Question & Answer

Moderator [M]: We will now begin the question-and-answer session. We will proceed with the Q&A session
in a one-question, one-answer format. Please first state your company name and your name and then ask
your question.

Sasaki [Q]: Thank you for today. My name is Sasaki from UBS Securities. | would like to ask three brief
questions.

| think the financial results and guidance are very favorable, but since they are so favorable, | would first like
to ask Mr. Ishida if there are any risk factors or anything else that he is concerned about.

In particular, | do not think it will have much of an impact, but there is the problem of naphtha shortages
resulting from conflicts in the Middle East, and | think there was some impact in the past when there was a
shortage of semiconductors. Basically, | think things are going very well, but if you have any risk factors or
concerns right now, it would be very helpful if you could share them with us. Thank you.

Ishida [A]: Thank you. First, in terms of risk, the situation in Iran has not put the Company in any kind of crisis
at present. If this situation were to continue for one or two years, | was concerned that we might become
unable to repair hydraulic elevators.

However, for those repairs, we can simply leave the existing oil in place and replace it when supplies become
available. We have already made arrangements to accelerate other work, so we do not think there is any great
risk. In my view, that is about the extent of the risk.

Sasaki [Q]: Thank you. In that sense, | think it is safe to say that there is no particular cause for concern at this
point, other than whether or not we will be able to accomplish what we set out to do.

Ishida [A]: That is correct. As for causes for concern, things will probably continue to go well. We will proceed
according to plan. However, our market share is still only 11%, so | believe our goal is simply to raise it to 30%
or 40%.

Sasaki [Q]: Thank you. The second is the concept of modernization. One of the major differences in the
progress achieved against the current medium-term plan is the considerable growth in modernization. Price
increases have also been achieved here. | understand that although this would normally be a drag on the sales
mix, the fact that you are capturing this business well and generating strong profits from it is what is making
this such a highly profitable company.

| believe that the recent inflationary trend is providing a favorable tailwind for your company, but could you
please explain again how you see the current modernization business environment and future prospects?
Thank you.

Ishida [A]: | will answer your question about modernization. First, as | explained earlier, there is the rise in
raw material prices and labor costs. The manufacturers are in the same situation, or perhaps in a slightly more
difficult situation than us, as technicians are becoming scarce.

We also use subcontractors and contractors, but in anticipation of this, we began last year to establish an in-
house construction system. We are already providing training for this, which | believe will lead to higher profit
margins. We are raising our prices, but manufacturers are raising their prices even more than we are, so | do
not think there is any particular concern if we follow their lead.
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Sasaki [Q]: Is it my understanding that if this kind of price increase situation continues, your company will also
be able to raise prices quite a bit, so that will have a considerable effect on profit margins? What are your
thoughts on this?

Ishida [A]: Yes. Under these circumstances, they have never lowered prices once they have been raised, so
we believe that prices will continue to rise, and that this will contribute greatly to improving profit margins.

Sasaki [Q]: Thank you. Finally, | have my third question. As mentioned in Mr. Ishida's presentation, | was
surprised that you are entering the new elevator installation business. Can you tell us how we should interpret
this?

In effect, | think this means that you will become something like a manufacturer. | understand that taking on
new elevator installation means only taking on projects that are profitable, but what does this mean as a
strategy? | know it is basically a good thing because it is in line with customer needs, but | was wondering how
we should think about it. Sorry again, | would appreciate an explanation.

Ishida [A]: In the new elevator installation business, we will only take on projects where we can secure a profit
margin of 20% or more. Some may ask whether this is really possible, but price increases in the new elevator
installation business are significant. There are no independent companies doing the new elevator installation
business. Therefore, only the manufacturers can set prices as they see fit.

Lead times are also very long, running two to three years, and it is increasingly common for condominium
developers to be unable to launch sales unless the elevator is installed. In this context, we will offer short
delivery times. Assuming that the fees are equal to those of the manufacturer, we are working on the
calculation that we can secure a profit margin of at least 20%.

Sasaki [Q]: | see. In that sense, as you say, amid the recent shortage of engineering resources on the
manufacturers' side, this is a new business opportunity for your company, which has the resources, is my
understanding correct?

Ishida [A]: That is right.

Sasaki [M]: That is very clear. Thank you. That is all from me. Thank you.
Ishida [M]: Thank you.

Moderator [M]: Okay. Are there any other questions? Yes, thank you.
Kojima [Q]: | am Kojima from Daiwa Securities. | have two questions.

In the area of maintenance and repair services, the pace of net growth was the same this time as a year ago.
| think there was a nuance that you wanted to increase the pace of net increase, but | was wondering if there
has been any change in that area.

| assume that you are increasing the number of salespeople in order to respond to this trend. | would like to
know how you conduct your sales activities and how you plan to increase the number of salespeople in the
future.

Ishida [A]: First of all, you mentioned that the net increase in the number of contracts did not change much,
but in the fiscal year before last, simultaneous bidding was conducted in March by government agencies and
others, and we signed a large number of those contracts. If we continue to do that every year, tendered
properties and government agency properties will keep increasing.
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If we do that, even one-year contracts can be switched just because the price is lower by even JPY1. As a result
of carefully selecting higher-priced government agency properties as well, the average number of units is
slightly higher than the previous fiscal year, but maintenance fees are currently much higher than in the
previous fiscal year. Does that answer your question?

Kojima [Q]: How about your sales structure?

Ishida [A]: We were also extremely short of maintenance sales personnel in our sales structure, so we worked
very hard to bring in salespeople from the beginning of the previous fiscal year. It usually takes more than a
year for that to start paying off, so we believe we can achieve a higher net increase starting this year.

Kojima [Q]: So you are saying that we might be able to expect an even higher pace of net increase again this
year.

Ishida [A]: | think so. | hope so.

Kojima [Q]: Understood. Thank you. My second question is about bringing the work of the modernization
business in-house. | understand that this will naturally have a positive impact on profit margins but given the
current number of engineers at your company and the fact that the work itself is somewhat different, |
imagine the burden will increase.

Regarding your future approach, | would like to ask how much of the work that had previously been
outsourced will be handled in-house for modernization, while you also need to handle new elevator
installation as well. Could you tell us about the balance in this area, or whether there is a level to which you
would like to raise the in-house production ratio?

Ishida [M]: Since Imamura is leading the move toward in-house production, Imamura will answer.

Imamura [A]: Thank you. Regarding in-house production, we began bringing work in-house about two or three
years ago because we realized that, given this pace of growth, it would be difficult to secure 120% or 130% of
the work from subcontractors.

Even now, about 10% to 20% of the monthly work is done in-house. At the same time, however, we are also
supporting subcontractors in hiring personnel and developing subcontractors in parallel.

| have not said much about this in IR until now, but as a result of various efforts, the number of people at
subcontractors is actually increasing. This is the result of our support, and staffing levels at our subcontractors
are now fairly adequate.

So, of course, doing the work completely in-house would provide the best profit margin, but on the other
hand, our relationships with existing subcontractors and seasonal fluctuations mean that subcontractors also
serve as some buffer.

In this area, we have not yet decided that we will definitely bring 100% of the work in-house or 50%. Rather,
we are now trying to create a structure that achieves the best efficiency and profitability by bringing work in-
house while also maintaining close oversight of our subcontractors. However, | think we will raise the in-house
ratio a little more from the current level.

Kojima [M]: Thank you.

Moderator [M]: Are there any other questions?
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Nagao [Q]: Thank you for the explanation. | am Nagao from Mizuho Securities. Thank you for your continued
support. | would like to ask three questions, or maybe two.

First, since this is a good opportunity, please tell us about the new elevator installation business. As for the
technical aspects, | think you have been doing modernization work that is close to almost complete removal,
so | do not think there are any technical issues.

| am rather concerned about the sales side. This is because, in new elevator installation, | think customers are
basically general contractors, subcontractors, and the like, so | wonder if this will involve relationships with
customers that your company has not had in the maintenance business before. Are there any problems with
sales in those areas? And please tell me, as my first question, whether these are indeed the right targets in
the first place.

Ishida [A]: Regarding sales for new elevator installation, we have very deep relationships with real estate
developers through maintenance. Specifically, with the building management divisions of real estate
developers. Since we have transactions with their subsidiary building management companies, these
developers in turn ask general contractors to obtain a competitive quote from Japan Elevator.

That is how we proceed, so | think that is actually a strength. At the actual site, discussions will be with the
general contractor, so we proceed based on that recommendation. Of course, there are times when we
approach general contractors directly, and the general contractors themselves are struggling because delivery
times are difficult to meet.

Nagao [Q]: Understood. Thank you. As a follow-up, you mentioned earlier that there were not enough sales
personnel in maintenance, and | think you are now properly increasing the number.

From your explanation earlier, | thought this was more about taking on requests when they come to you if
the unit price is high, but based on what you just said, | wondered whether your company may also approach
customers proactively. Please tell us your thoughts on expanding the sales personnel for new elevator
installation, including the timeline.

Ishida [A]: For sales for new elevator installation, we are hiring salespeople from manufacturers. However, if
we also do new elevator installation, it does not finish in one week like modernization. It takes about two
weeks. We will need personnel and yards, so we are planning to expand those first and then increase the
number of units.

Nagao [Q]: Understood. Thank you. Now, for my second question, please tell us about the sustainability of
price increases for modernization. | think you mentioned that you will continue to raise prices and that you
can do so firmly this fiscal year as well.

Even if costs continue to rise over the long term, such as over three or five years, | believe that many of your
customers want to reduce expenses, so please tell us how confident you are about how much further you can
raise prices.

Ishida [A]: We are generally assuming that manufacturers will raise prices, and once raised, manufacturers
will probably not lower them while there is demand. This is true for maintenance as well, since calculations
are based on those new prices.

As for our company, if manufacturers lower prices, we will lower prices for new elevator installation as well,
and | think we will also lower prices for modernization. | do not think manufacturers will lower their prices
out of consideration for us, so | think this will continue for a long time.
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Nagao [Q]: Understood. Thank you. For my third and final question, | would like to ask an additional question
about the status of maintenance sales, which may have been asked earlier.

According to the financial results materials for H1 FYE 3/2025, | believe you started new transactions with
major customers, such as retailers, railways, and medical institutions. | do not know how much of this is
related to the fact that the briefing materials for the current term did not say so, but | think the net increase
was flat, although it was at a high level.

So, what is the status of sales with such new and large customers? Mr. Ishida, | believe you are involved in
various areas like that, so | would like to hear your view on this. Thank you.

Ishida [A]: Regarding maintenance sales, | did mention that large accounts increased when | explained the
financial results for FYE 3/2025, and they have continued to increase. New national clients and the like have
increased significantly, and this has created a positive trend in which customers say, "If they have a contract
with them, then that is fine. Let's do it too."

| think we did not write about it because it had become somewhat normal, but | would like to reflect on that.
We will make sure to highlight it properly next time.

Nagao [M]: Understood. Thank you.
Moderator [M]: Are there any other questions?

Kurasawa [Q]: My name is Kurasawa from Toyo Keizai. Thank you for your explanation. | would also like to
ask several questions about new elevator installation.

First of all, as everyone has mentioned, | also find it very surprising that you are entering new elevator
installation. Since you are starting this fiscal year, when did you start preparing for this and to what extent is
the system in place?

Ishida [A]: This is not something we are really doing completely from scratch, and we have experience with
dozens of new installation jobs, or installation work, in the past. Depending on customer needs, for example
when there is no time, | forget which pavilion at the recent Osaka Expo it was, but for projects that really have
to be completed in a short period of time, we have also signed contracts for more than double the
manufacturers' prices.

Therefore, as | mentioned before, we do not need to make extensive preparations from now. Please think of
it as adding the elevator car, or box, to the materials used for modernization, which makes the construction
period longer. Adding something is not that hard.

Kurasawa [Q]: Then, am | correct in understanding that it can be handled within your existing facilities?

Ishida [A]: That is correct. The number of modernization projects is also increasing, so we may need to add
warehouses, or rather yards, but | do not think that is a big deal.

Kurasawa [Q]: Sorry. One more point is that you said you will select projects with profit margins of 20% or
more. In terms of the future scale, are you doing new elevator installation because there are buildings, or
customers, in need, or do you have an image of steadily taking market share from manufacturers now that
you are entering new elevator installation? Please tell us how large a business you are considering.

Ishida [A]: In the new elevator installation business, for example, we currently handle 200 to 300
modernization projects per month, but if we were to do that in new elevator installation, it would be an
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enormous task. That would involve various things, such as having factories like manufacturers, so we will do
it to the extent that we do not need to make the associated capital investments. The control panels and
controllers used in modernization can also be used now. We are currently doing this so that there is no need
to newly develop anything or incur development costs. So, what was the other point?

Kurasawa [Q]: If you have a sense of the scale you are envisioning, whether in terms of sales or market share,
that would be helpful.

Ishida [A]: The new installation fee is roughly JPY15 million per unit. If we were to continue increasing this,
we would be doing it across Japan. If we have to build factories in other regions, such as Osaka or Hokkaido,
our profit margin will decline, so we would like to make adjustments while keeping an eye on that.

Moderator [M]: Are there any other questions?
Wang [Q]: This is Wang from Nomura Securities. Thank you for your continued support.

From my point of view, you formulated the medium-term plan in 2022 and were aiming for targets that were
by no means low from the start, but looking at the current guidance, | think you have steadily expanded your
business base in Japan over the past five years by following through on your commitments.

| know this is a bit early, but after the completion of this medium-term plan, with new elevator installation
discussed this time, overseas business, and various other growth opportunities, what will be your primary
focus next, Mr. Ishida? What is Japan Elevator's vision going forward, or rather, what is the time frame for
achieving the next goal? | know this is a somewhat broad question, but | would appreciate your comments.

Ishida [A]: First of all, as you said, we announced it in 2022, and it was a very, very high goal, so much so that
| wished we had not announced it. So, we are somewhat hesitant about announcing a medium-term plan for
the next five years or so. As for the future, there is overseas business, and we are actually constantly
conducting research on overseas markets.

There are various circumstances in different countries, and until now China has had the largest number of
elevators, so we considered various options, but China does not have a maintenance culture. In that case,
Japan is roughly second in terms of the number of elevators. Next are Spain and Italy, while the US comes
much further after that. Therefore, | think we need to turn our attention to Europe as well.

When we looked into it, overseas independent companies are owner-operated and are mostly not listed
companies. About half of those companies have sold their shares to investors. Since those investors exit after
about five years, we believe that if we approach them at that point, such M&A would not be that difficult. So,
for example, if we were to acquire a company with net sales of JPY30 billion, it would exceed 50%. We are in
a situation where we can look for that kind of thing if we want to do it.

So, that is not the goal. Rather, our focus is on Japan. Anyway, our market share is still only 11%, so we will
continue to increase this further. We will raise it to 50%, on par with overseas markets. Independents
currently account for 20%, so the question is how we can capture the remaining 30%. Thankfully, we hear in
the industry that elevators are shifting from manufacturers to independents, and most of those elevators are
coming to us, while other independents are not growing. We intend to continue pursuing the domestic market
without letting up.

Wang [Q]: Thank you. Incidentally, as for new elevator installation, many questions were raised earlier, but
in terms of scale, is it generally a little less than 10% of net sales at most over the medium to long term?
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Ishida [A]: Since growth in maintenance and modernization work will naturally outpace it, we do not expect
new elevator installation to grow explosively.

Wang [Q]: Thank you. One last point, just a minor question. For the first time in a while this year, as mentioned
earlier, the number of sales personnel, or rather the number of employees overall, grew by more than 10%,
which | think was very high growth.

To be honest, | think your company has been hiring while keeping an eye on the operating profit margin in
the final year of the medium-term plan, but should we assume that this high level of headcount growth will
continue for some time over the next few years? Or should we consider that this year, the period that ended
was a bit of an outlier?

Ishida [A]: | will start with the numbers.

Imamura [A]: Sorry. Because | am cautious, | tried to somehow achieve the medium-term plan with the
minimum necessary personnel. | think the pace of increase has slowed down a bit over the past few years.

In the business environment, especially with this net increase in maintenance units, there was no extremely
large account, but the number increased normally, and we now have the underlying strength to grow by this
much even without any major new catalysts. The modernization environment is also very favorable, and | am
certain that unit prices will increase in FYE 3/2027.

So, since there are really not many risk factors at this point, | thought we could properly invest in human
resources, and |, who usually keeps a tight grip on the purse strings, hired quite a few people.

The people we hired this time include technical personnel, and we also significantly increased maintenance
sales personnel. | am confident that this increase in sales staff will definitely help increase maintenance
contracts in H2 of this fiscal year and into the next fiscal year. As for technical personnel, this also includes the
modernization construction teams mentioned earlier and new elevator installation and maintenance. We
hired quite a few people this time so that we can handle whatever happens. We have not yet decided whether
we will make the same increase in headcount this fiscal year as we did this year.

We have not included that much in the budget, but as usual, | am probably somewhat conservative, so there
will be upside. Within that, | think we will probably hire people again.

Also, excuse me. To add just one point about new elevator installation, | think quite a few of you have visited
Wako, or JIC, and the elevators at Wako were, of course, all installed by us.

There are about eight elevators installed there, and that is also the case for the research building next to it
and for Kansai. Those were all our new elevator installations, so if there are no issues with the ride quality
there, please understand that we are capable of new elevator installation. Okay. That is all.

Wang [M]: Thank you for those confident remarks. That is all from me. Congratulations on your excellent
financial results.

Moderator [M]: Are there any other questions?
Sasao [Q]: My name is Sasao from SMBC Nikko Securities. | would like to ask one question.

Modernization is growing very strongly, and | think capacity has been properly prepared and the system is in
place, but | have the impression that if this strong growth continues, the time may come when you will need
to strengthen the system further.
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You mentioned earlier that capital investment will remain at the same level, but what should we consider
when thinking about the next few years?

Imamura [A]: Thank you. That's right. Yards and warehouses will definitely be increased as the number of
units grows. However, JIC in Wako, and Kansai in Takarazuka were built by us, so the investment amounts

were quite large.

Since we basically plan to rent warehouses going forward, the flow through the P&L, so our answer is that we
are not considering future capital investment.

Sasao [Q]: So, a system like Wako or Takarazuka can be handled by those two bases.
Imamura [A]: That's right. We will increase capacity by adding yards and renting warehouses around those
two bases. Those are the core locations, and we will expand around them. We do not think it is necessary to

build in Fukuoka or Hokkaido at this time.

Moderator [M]: Any other questions? Are there any further questions? Since we have received many
guestions, we will now close the Q&A session.

For future inquiries regarding IR matters, please contact our IR Office.

This concludes Japan Elevator Service Holdings' financial results briefing for FYE 3/2026. Thank you very much
for taking time out of your busy schedules to attend today.

[END]
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Disclaimer

JPX Market Innovation & Research, Inc. (“JPXI”) 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 JPXI shall have no
obligation to provide notification of such edits or modifications to any party. This event transcript is based on
sources JPXI 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, JPXI 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
purposes, and is not to be construed as financial or other advice or as an offer to sell or the solicitation of an
offer to buy any security in any jurisdiction where such an offer or solicitation would be illegal.

In the public meetings and conference calls upon which JPXI’s event transcripts are based, companies may
make projections or other forward-looking statements regarding a variety of matters. Such forward-looking
statements are based upon current expectations and involve risks and uncertainties. Actual results may differ
materially from those stated in any forward-looking statement based on a number of important factors and
risks, which are more specifically identified in the applicable company’s most recent public securities filings.
Although the companies may indicate and believe that the assumptions underlying the 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-looking
statements will be realized.
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OTHER CONTENT PROVIDED BY JPXI. USERS ARE ADVISED TO REVIEW THE APPLICABLE COMPANY'S PUBLIC
SECURITIES FILINGS BEFORE MAKING ANY INVESTMENT OR OTHER DECISIONS. THIS EVENT TRANSCRIPT IS
PROVIDED ON AN "AS IS" BASIS. JPXI DISCLAIMS ANY AND ALL EXPRESS OR IMPLIED WARRANTIES, INCLUDING,
BUT NOT LIMITED TO, ANY WARRANTIES OF MERCHANTABILITY OR FITNESS FOR A PARTICULAR PURPOSE OR
USE, FREEDOM FROM BUGS, SOFTWARE ERRORS OR DEFECTS, AND ACCURACY, COMPLETENESS, AND NON-
INFRINGEMENT.

None of JPXI’s content (including event transcript content) or any part thereof may be modified, reproduced
or distributed in any form by any means, or stored in a database or retrieval system, without the prior written
permission of JPXI. JPXI’s content may not be used for any unlawful or unauthorized purposes.

The content of this document may be edited or revised by JPXI at any time without notice.
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