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Toward achieving ¥30 bn in Net Sales and ¥5 bn in Operating Income in FY’31/3

My name is Toshiaki Shinozaki, President and Representative Director of Ad-Sol
Nissin Corporation. Thank you very much for taking the time out of your busy
schedule to attend our financial results and medium-term management plan briefing.



Medium-Term Management Plan Summary

( Toward achieving ¥ 30 bn in Net Sales and ¥5 bn in Operating Income in FY'31/3

@ Net Sales and Operating Income Trends, and Medium-Term Targets
Net sales

(Bilion Yen) 30.00n A One-of-a-Kind Smart City IT Company
Operating 3 B T R e System development that flexibly and accurately
income Q Next-Generation SI Business re_sponds to increasingly diverse and sophisticated
5.0b © client needs.
.Ubn &
& The Next Pillar of Growth End-to-end servig:es from consulting_to syst_em
i Offering-Based Business development, built on our strengths in providing
c 9 strategic proposals for management teams.
g
14.07 - @ Focusing on energy, transportation, and urban
; development among smart city themes to drive
2 4" further growth through the Offering-Based Business.
) - 2.14
1 171 -
1458 5 21 Consecutive Terms of Dividend Increases
4
z - + Dividend payout ratio 50% or more / DOE 6% or more
° Dividend .p g d ti e
FY243  FY'25)3  FY'26/3 2713 EY'31/3 5 Policy rogressive and continuous dividend increases
-Forecast- -Forecast- s (dividend increase of 1 yen or more)
(%2}

+ Twice a year (Interim and year-end)
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This is a summary of the new medium-term management plan.

Toward achieving JPY30 billion in net sales, operating income in JPY5 billion, and
operating income margin of 16.7% in FY’31/3, we see highly digitalized social
infrastructure Smart City as our target market, and we will work on initiatives
centered on Offering-Based Business and Next-Generation S| Business.

In terms of shareholder returns, we aim for 21 consecutive years of dividend
increases.
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Our Philosophy

First, | would like to look at once again our philosophy.



I 1. Our Philosophy

At Ad-Sol Nissin,
by creating and providing high value-added services,
we contribute to customer satisfaction
and the development of a prosperous society.

High Value-Added
Services

A Prosperous

Society
1

1
Driving Client
Business Transformation
Cutting-Edge
\ Technologies & Solutions §

Shaping the Future ‘
of Digital Cities

Smart Cities

Our philosophy is "At Ad-Sol Nissin, by creating and providing high value-added
services, we contribute to customer satisfaction and the development of a
prosperous society.”

Our philosophy defines the meaning of existence and the direction of our initiatives,
and we believe is a universal statement.

To paraphrase this universal direction in terms that correspond to the present day
and the period up to 2031, "creating and providing high value-added services" means
fully utilizing the achievements, technologies, and solutions cultivated through our
own assets to deliver services that contribute to our clients' business transformation.

We believe that "a prosperous society" is to create a society and lifestyle that is more
comfortable and environmentally friendly, in other words, Smart City, through the
strong power of digitization and information technology.



Business Overview

Next, | would like to present again our business overview and position.



I 2. Business Overview

Our Current Business Field

P

Space / Satelite

Our current business field extends to all aspects of social infrastructure that support
our daily lives and society.



2. Business Overview

50 Years Since Founding—From a Technology-Driven Ad-Sol to a Social Infrastructure-Focused Ad-Sol, and Beyond

Manage-
ment

Business
Domains

Techno-
logy

1976-2000

Founded in

1976

Tokyo Osaka

Started with

Power Grid
ontrol
Systems

Core Tech

2000-2015

Fukuoka_ Sendal

2015-2025

Nagoya 5 locations in Japan

Global Delivery

Gas —l Aviation ‘l
°

Roads J

Geographic Information System
loT

Perfor-
mance

Net Sales
1990s

723 employees

San Jose R&D Center Ad-Sol Asia_Techzen 1 subsidiary

Credit Cards —T

R&D

4 affiliated companies

—1 Next-Generation Energy —
Railway J _°

Payment

Security
Al
Data Management

Patents: 25 (cumulative)

Current WAL

Position

Independent IT Company

Agilty in a Changing
Environment

Focus on
Social Infrastructure

AUnique Business
Model

Advanced Technical Expertise
A Cutiing-Edge Technologies

Applied to Business

Record-High Sales for

FY'26/3-FY'31/3

Into a New Era

Industry-Academia Partnerships: 5 universities (domestic and international),
institutions

companies and research instituti Three Consecutive Years

¥17.7.

TSE Second TSE First TSE Prime
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Ad-Sol Nissin started its business with power grid control systems in 1976. Since
then, Ad-Sol Nissin has grown in the area of social infrastructure indispensable to
people's lives, such as energy, transportation, and payment systems.

In terms of technology, we have incorporated the most advanced technologies of the
time based on monitoring, telecommunication, and control technologies that we have

developed since our foundation.

As a result, 50 years after our foundation, we have achieved record high
performance as we are an independent company with agile management system that
can respond immediately to change, we have our unique business model specializing
in social infrastructure, and we have applied our cutting-edge technologies to

business.




Market and Competitive Environment

Next, | will touch upon the market environment.



3. Market and Competitive Environment

Overview of the Market & Competitive Environment

The diversification and sophistication of client needs, along with the rise of Al, represent significant growth
opportunities for the Company, while traditional system integration models may limit future competitiveness.

Opportunities

@ Sustained Growth in Domestic IT Investment
@ Corporate appetite for IT investment remains at a high level.

@ Growing IT Investment Demand in the Electric Power Field

@ Power demand is expected to increase, driven by Al advancement,
data center development, and decarbonization initiatives.

@ Ongoing expansion of IT system investment in this field.

Increasingly Diverse and Sophisticated Client Needs

@ Rising requirements make execution capability a key differentiator. @ Growing expectations for IT and digital utilization
in the social infrastructure sector.

Advancement of True Digital Transformation

@ Al and data utilization drive business transformation
and the creation of new services.

Market and Competitive Environment Impact on our Business

@ Acceleration of Al Investment

@ Intensifying competition for advanced Al experts and engineers. @ Growth in client demand for Al consulting and engineering.

Copyright © 2026 Ad-Sol Nissin Corporation, Japan. All Rights Reserved.
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This is a summary of opportunities and threats from a medium- to long-term
perspective.

The market environment is expected to remain favorable, supported by strong IT
investment demand. However, failure to respond to the diversification and
sophistication of client needs may limit future competitiveness.
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3. Market and Competitive Environment

Growing IT Investment Demand in the Electric Power Field

Rapid advances in Al, data center construction, and decarbonization are driving growth in power demand,
which is expected to further increase IT system investment needs in the electric power field.

@ Electric Power Demand Trends and IT System Development Needs Surging Power Demand
Reconstruction of transmission
and distribution infrastructure

Green Transformation
Expansion of renewable energy utilization
in pursuit of decarbonization

Liberalization and Unbundling
Development of consignment and customer
[panagementisystems Entering a Growth Phase

Ensuring and Maintaining Stable Power Supply

Systemization of Generation and T&D Monitoring and Core Operations — Modernization of legacy systems and migration to the cloud

Electric Power Market Trends

1970 1990 2000 2010 2020 2030
High Economic Growth  Digitalization and Informatization  Great East Japan Earthquake and COVID-19  Expansion of Al Utilization
Rapid surge in power demand Structural increase in power demand Temporary suppression of demand amid Growing need to rebuild power
driven by industrialization and as the internet becomes core population decline, with progress in energy infrastructure to support an Al-
urbanization infrastructure efficiency and renewables driven society
Source: Compiled by the Company based on demand tions by the O ion Operators (OCCTO), “Demand Forecasts by Region (Detailed Tables).”

.
Figures prior to FY2004 are estimated by the Company based on the Federamn ol Electric Power Compames of Japan, “60-Year Statistics of the Electric Power Industry.”
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In the Electric Power Field, our core business, demand for electric power is rising.
We expect to see growing IT investment demand owing to system renewals for
stable supply, increased demand from Al and data centers, increased renewable
energy, and energy security as proposed by the Takaichi administration, etc. The

situation is a tailwind for us.
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3. Market and Competitive Environment

Acceleration of Al Investment

Al market expected to exceed ¥3 Trillion by FY2029.
Client demand for Al consulting and engineering on the rise.
@ Domestic Al Market (Including Generative Al)
3,177,900 FY2029
(Million Yen)
Al Market to Exceed
¥ 3 Trillion
cacr 16.7%
(From FY2024 to FY2029)
1,507,500

FY2024 FY2025 FY2026 FY2027 FY2028 FY2029
- Estimate - ————— Forecasts

Source: Fuji Chimera Research Institute, “Comprehensive Study of the Al Market Driven by Generative Al and Al Agents 2026 (Market Edition)” (2025 estimate; forecasts from FY2026 onward)
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In addition, Al is still the main theme for future IT investments.

According to this research, Al market is expected to exceed JPY3 trillion by FY2029.

In fact, we see client demand for Al consulting and engineering on the rise.

12



Review of the Previous Medium-Term Management Plan

Before explaining the new plan, | would first like to review the previous medium-term
management plan that started in 2023.
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4. Review of the Previous Medium-Term Management Plan

Summary

All numerical targets were achieved. Bold investments for medium- to long-term growth and expansion
and further advancement of data-driven management are key priorities going forward.

REUERECTEN  FY'26/3 Results Key Strategies Outcomes and Issues
As of May 2023

+ Large-scale projects and DX projects with major energy companies were expanded.

Net Sales ¥15 billion P ¥717.17 billion Next-Generation Energy « Renewable energy and energy management businesses remain in the
infrastructure development phase.
Financial 4 . N\ ) « Leveraging Geographic Information Systems as a core asset, expansion into urban
] Operating ¥1.5 billion p  ¥2.7 billion Smart Infrastructure/Life development is underway.
argets Income or more « Further growth potential s expected in the railway sector within smart mobilty.

Enterprise DX « Amid rising corporate demand for DX, overall growth is being driven across businesses.
« Growth is driven in particular by the significant expansion of data utilization projects

OP Margin 10% or more P> 12.5% o
gi ° °© /Modernization in the payment field

Business Strategy

+ Opened the Nagoya office in April 2023 to strengthen business in the Chubu region.
Area Strategy * Relocated and expanded the Kyushu Brunch in October 2024
« Strengthened the development framework in Da Nang, Vietnam.

Management .
\ndigcator ReiS g 22.2%
« As aresult of personnel compensation revisions for three consecutive fiscal years,
Human Capital the employee turnover rate declined from 7.8% in FY'23/3 to 5.8% in FY'26/3.
E + The number of employees increased from 603 in FY'23/3 to 723 in April 2026.
2
Dividend - [ ) . 2
_ 40% or more? P> 53.0% ax,_-)_ Business and Technology Deployment of LeapX, +Aldea, and +Global, which systematize the Company's
Payout Ratio technological capabilities, expertise, and assets.
c
[}
Shareholder Dividend Consecutive 16 Consecutive QE) Capital Alliance and M&A = No M&A transactions to date.
Returns Policy Dividend Increases Dividend Increases % « Initiatives with a focus on HR strategy remain a key challenge going forward.
=
]
=

« Promotion of operational efficiency through the proprietary generative Al , AdsolChat.
« Established the DX and Al Transformation Promotion Office in January 2026.

DOE 6% or more P 11.6% DX and Digitalization

14

“1 The target was set in February 2025. *2 The dividend payout ratio target was raised to 50% from FY'26/3. *3 DX: Digital Transformation  Copyright © 2026 Ad-Sol Nissin Corporation, Japan. All Rights Reserved.

First, let's look at financial results.

All financial targets were achieved. Net sales were JPY17.1 billion, while the target
was JPY15 billion. Operating income was JPY2.1 billion, while the target was JPY1.5
billion. Operating margin was 12.5%, while the target was 10% or more.

Through promotion of our key strategies of next-generation energy, smart
infrastructure/smart life, and enterprise DX/modernization, we believe that there is a
growing awareness of social infrastructure and DX-focused Ad-Sol.

In addition, our human capital initiatives have improved the employee turnover rate
and their expertise, resulting in a foundation that allows us to handle a wider range of

projects.

On the other hand, we have found M&A and data-driven management as our
challenges.

14



4. Review of the Previous Medium-Term Management Plan

Progress Toward Achieving the ROE Target

Ahead-of-schedule achievement of the FY’29/3 ROE target of 22%. Future targets will be set after carefully assessing
progress in business structure reforms and human capital enhancement under the new medium-term management plan.

@ Ad-Sol's Unique Breakdown Formula

ROE . Net Income o N}l/Sé\é o g;g%}e,ggl

Numb Shareholders’
N 5 Y-
yees Equity
Net Income Margin Net Sales per Employee Human Capital Leverage

es
(%) (Million Yen) 0.107 (Times)
8.8%
7.8%

26.80 0.097
9323 2482 0.088 0.089 9%
o 7-0% 2130 .
6.4% 6.6% 20.69 2T

FY’26/3

2 2 2 % FY'22/3 FY'23/3 FY'24/3 FY'25/3 FY'26/3 FY22/3 FY'23/3 FY24/3 FY'25/3 FY'26/3 FY22/3  FY23/3 FY24/3 FY25/3 FY'26/3

Continue to explore value enhancement
strategies by leveraging human capital

Aiming to further improve net sales and income margin

* Average Shareholders' Equity

Copyright © 2026 Ad-Sol Nissin Corporation, Japan. All Rights Reserved.
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This is Ad-Sol’s unique ROE breakdown formula that focuses on people, an indicator
for ROE achievement.

Looking at the three-year changes in three items of the breakdown formula, net
income margin increased, sales per employee also increased, and human capital
leverage increased slightly, balancing the optimization of shareholders' equity

through enhanced shareholder returns and the increase in the number of employees.

In the previous fiscal year, we were able to achieve FY’29/3 ROE target of 22%
ahead of schedule owing to progress of share buybacks and cancellations, which
reduced shareholders' equity.

Future targets will be set after carefully assessing progress in business structure
reforms and human capital enhancement under the new medium-term management
plan.

15



4. Review of the Previous Medium-Term Management Plan

Net Sales and Operating Income per Employee

Achieve net sales and operating income per employee exceeding those of industry peers of similar size, ‘
driven by deep expertise, advanced technology application capabilities, and flexible responsiveness to client needs.

@ Positioning of IT Companies by Total and Per-Employee Net Sales and Operating Income
* Peer company statistics based on FY’25/3 results and bubble size represents the number of employees.

Net Sales per Employee Operating Income: per Employee
0.35 0.06 FY’31/3
FY'31/3 (Target)
(Target)
Ad-Sol Nissin Ad-Sol Nissin
» 0.05 »
0.30 54 o} e
’ ) -
’ o PR
@ FY'26/3 ’ £ e
Q i 0.04 _
3 p FY'26/3 -
é 0.25 g
u Fr2ss ol £ 0.03
& 8
b Peer C = ) Ea——
% 0.20 S, Peer D g Fy23/3 Peer A
-.03 Peer B © 0.02 Peer C
2 2 Peer E
Peer E o Peer B
0.15 001
0.10 0.00
0 100 200 300 400 500 0 10 20 30 40 50 60

(¥100 million) (¥100 million)

Total Net Sales Total Operating Income
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This slide shows net sales and operating income per employee.

We have built our position as an IT system development partner as our strength,
deep expertise in social infrastructure is highly valued by our clients. Also, we boast
of a high level of project quality that other companies cannot imitate and flexible
responsiveness to client needs.

In addition to these strengths, we are proud that our net sales and operating income
per employee are one step ahead of those of other similar size companies as a result
of our efforts to improve profitability, including unit price revisions and a shift to high-
profit projects.

Under the new medium-term management plan, we will implement measures to meet
increasingly diverse and sophisticated needs and further increase sales and
operating income per employee, which we hope will lead to higher ROE and
ultimately higher corporate value.

16



—J
@ Medium-Term Management Plan, New Canvas 2031

Now, | would like to present our new medium-term management plan, which is
formulated based on our review of our progress, the direction we aim to take in the
future, and challenges found under the previous medium-term management plan.

17
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5. Medium-Term Management Plan, New Canvas 2031

Management Targets

A One-of-a-Kind Smart City IT Company
FY'31/3

Net Sales

Social Infrastructure-Focused Ad-Sol Operating
Income bn

FY'26/3

Net Sales ¥1 7_ 1 bn
v ¥2. o

Technology-Driven Ad-Sol

FY'23/3
veisaes ¥1 2. 8on
et ¥1. 20
— New Canvas 2026 — New Canvas 2031
Value Proposition Workforce & Technical Capabilities IT Systems Focused on Social Infrastructure IT Systems Contributing to Clients’ Market Competitiveness
i : ilizati i (System Design f i
(o[- a7 el Manpower & Mobilization Capacity RFP Response JRequirements Definition) Solving Social Issues through IT
Manufacturers/System Integrators End Users/Manufacturers/System Integrators Expansion of Direct Transactions with End Users
Positioning Subcontractor (Tier 2) Collaborative Partner Co-creation Partner

Copyright © 2026 Ad-Sol Nissin Corporation, Japan. All Rights Reserved.
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As mentioned at the beginning, we aim to achieve net sales of JPY30 billion and
operating income of JPY5 billion over the five years of the next medium-term
management plan as a One-of-a-Kind Smart City IT Company that supports the
infrastructure of digitized smart cities.

18



5. Medium-Term Management Plan, New Canvas 2031

Business Portfolio Vision @
Medium-Term .
| Management Plan New Canvas 2026 New Canvas 2031 (FY'26/3-FY'31/3) Sales Ratio

Maximizing
The Next Pillar of Growth revenue =
. . and profit
Offering-Based Business
) ) Approx.10%.
Growth Consulting Leveragin: ou‘r strength‘s to deliver
Business executive-level proposals : Capltal
m One-Stop services from consulting investment 10%-20%
= Reinvestment
(o)
3 New Technology
© .
o
» The Driver of Sustainable Growth Readiness aren 70%80%
@ 02 e Driver of Sus aln?b e Gro I . G, (ETTERS S Eatian, generation
Sl oo Road Next-Generation SI'! Business and scaling of new technologies
£ supporting Offering-Based Business
g System development that flexibly and accurately responds and Next-Generation S| Businesses
m to increasingly diverse and sophisticated client needs o
| Next-Generation Energy Focus on @ Energy
Target Social Infrastructure
Areas | Smart Infrastructure/Smart Life —_—— Q Transportation
Redefining Priority Areas with a
| Enterprise DX/Modernization Focus on Smart City Initiatives B
Strengthening the Management Foundation ——Supporting business transformation . _,. Optimizing
to Support Business Growth and Capital Efficiency while accelerating strategy execution capital
Management % allocation
Strategy " I . I Internal DX and Financial Strategy | Shareholder
Human Capital I M&A/Aliance I AX'2 Promotion [Capital Allocation | Returns
*1 SI: System integration "2 AX: Al Transformation Copyright © 2026 Ad-Sol Nissin Corporation, Japan. All Rights Reserved. 19

This is a portfolio of business revenues based on the past five years and beyond.

First of all, for IT system development, for which clients' needs are expected to
become more sophisticated, it is important not only to win projects from clients'
information system department but also to uncover potential needs from the
management level and be involved from the planning stage.

We position this new initiative as "Offering-Based Business" and will promote
initiatives that go above client needs and expectations and produce results by
combining proposals with consulting services, while building on the assets of our
track record in S| development.

On the other hand, the base road includes "Next-Generation S| Business" that we
have been engaged for a long time. Specifically, this business includes advanced IT
development projects such as mission-critical system development in the social
infrastructure domain and DX, Al, and data management, which are the focus of
clients' IT investments.

In addition, we will promote management strategies to strengthen our management
foundation.

For investments necessary for Offering-Based Business growth, we will invest the
cash generated by Next-Generation S| Business after optimizing capital allocation by
strengthening our management foundation. We will maximize revenue and profit in
FY’31/3 by promoting businesses through Next-Generation S| and Offering-Based.

19



I 5. Medium-Term Management Plan, New Canvas 2031

Circular Model of Next-Generation S| and Offering-Based Businesses

To address increasingly diverse and sophisticated client needs and drive further growth, we strengthen our capabilities
in Next-Generation Sl while advancing our Offering-Based Business by assetizing our expertise and strengths.

Proposals Investment
e, Adoresains
A \ Management Caiibg We invest in establishing the circular
Needs model of next-generation Sl and offering-
based businesses, using stable cash
generated from our existing operations.

Next-Generation S| Business Offering-Based Business
@ Human Capital

Project Assetizing >P.26

PR Clients IT departments/Subsidiaries our Expertise Clients Executives/Business Leaders | Engagement
and System  Approach Driven by client requirements p Approach Driven by management from Client Focus on recruiting and developing talent to
Development ~ Delivery Model | Custom development and Strengths and business challenges RFP Stage support and drive our business strategy

Delivery Model | Consulting + asset utilization

Revenue Model | Value-based I Top Consultant

Revenue Model Man-hour-based

Scope Design, Development, Operations
Strengths Systems expertise Scope Advisory, proposals
Client business knowledge Strengths Assets + industry and management I Technology Consultant
expertise .
I Project Consultant

Accumulation LB I

of Knowledge Dehvse;)s/té?rrjough
and Insights Development i i
Cutting-Edge Technologies >p.24-25

Acquisition, application, and expansion of new
technologies supporting both businesses (Al-native
development, data management, etc.)

\ Accumulation

of Knowledge
and Insights

Advancement of Next-Generation S| Offering-Based Proposals Aligned with
1/ Sl Delivery Triggered by Offerings Management Needs

€ [ Technology Consultant |
Ta?;ﬁ( Technology Consultant Top Consultant
Project Manager
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This slide shows the connection between Next-Generation Sl in Base Road and new
Offering-Based businesses.

We will assetize our expertise, skills, and technologies developed in Next-Generation
Sl business and use the company assets to approach the management of clients.
Then, we will win projects through consulting, etc. and we will return them to Next-
Generation S| system development. This is a circular model with the two businesses.
We also make aggressive investments in human capital and technologies.

Currently, the Next-Generation S| themes are doing very well, especially in electric
power field. The cash stably generated by these businesses will be allocated to
Offering-Based business from a long-term perspective to achieve new business
model growth.

20



5. Medium-Term Management Plan, New Canvas 2031

Positioning by System Development Theme

Evolving into a model driven by consulting, Al, and data management, in addition to system modernization.
Agile development and global development transitioning from development or growth themes into profit drivers.

@ Positioning by System Development Theme

Current FY'31/3
Development Themes Growth Areas Development Themes Growth Areas
Consulting Next-Generation Consulting
Data Management Growth. Themes (Top / Technology)
Agile
Diveropment -
Global Development Cloud-Litahthohit Agile Development
in.Vietnam
" I
Commoditized Data Management
System Development
Commaoditized
System Development z
Global Development o
Legacy in Vietnam
Modernization Legacy
Modernization
(Migration from Legacy
Systems to Cloud)
Restructuring Profit Driver Restructuring Profit Driver
" Bubble size represents the number of employees. Copyright © 2026 Ad-Sol Nissin Corporation, Japan. All Rights Reserved.

21

By continuing these efforts, as to development themes at the end of FY’31/3, the final

year of the new medium-term management plan, although this is only an estimate

and image at this point, we expect that system modernization projects to switch from

Next-Generation S| and agile development will expand, and Offering-Based business

cases that will drive stable earnings will increase.

We expect Al, consulting, and other projects to move from development themes into

growth areas.
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5. Medium-Term Management Plan, New Canvas 2031

Business T H H 7
0] Offering-Based Business Organization and Focus Areas

Under the leadership of the Cross-Sector Offering Promotion Office, we are driving assetization of next-generation Sl
capabilities and offering-based proposals in these focus areas: Energy, Transportation, and Urban Development.

Focus Areas
Electric Power A DX, Railway,
@ Energy el Transportation 27 Maas B
Target | - Asset Management - DX Service Target | - Data Management - Autonomous Mobility Target | - Resilience - Digital Payment
Use - Preventive Maintenance - Disaster Prevention & BCP Use (Telematics, - Next-Generation Mobility Use - Disaster Prevention & BCP  Infrastructure
Cases | - GIS Platform - Energy Management Cases | People Flow Data, Cases | - Urban Infrastructure - Cashless Payment
Social Media, etc.) - DX Platform

Newly Established in Jan. 2026

Cross-Sector Offering Promotion Office

— Asset Examples —

| Solutions/Project Management | Business Templates/Core Technologies
- Asset Management - Marketing - Digital Twin
N, " +tAldea +G |O bq| % y A - Disaster Prevention & BCP - Statistical Data - Logistics/Autonomous Delivery
Legp i e = e A = "L L - Smart Transportation -EMS - GIS Platform

And More

Copyright © 2026 Ad-Sol Nissin Corporation, Japan. All Rights Reserved.
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Now, let's see business strategies.
First, Offering-Based Business.

In Offering-Based Business, we will uncover potential needs from the client's
management, and by being involved from the planning stage, we aim to obtain one-
stop projects, from development to operation and maintenance.

The key is a proposal that takes advantage of our strengths and assets.

Under the leadership of the Cross-Sector Offering Promotion Office established in
January 2026, we will drive assetization of next-generation S| knowledge and
combine them with consulting to make proposals that achieve results that go above
client needs and expectations.

The focus areas are Energy, Transportation, and Urban Development, based on our
social infrastructure business capabilities and the next-generation energy, smart
infrastructure, and smart infrastructure/life that we were engaged in the previous
medium-term management plan.
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5. Medium-Term Management Plan, New Canvas 2031

Business H H
02 Next-Generation Sl Business Key Themes

Addressing both DX/AX and mission-critical domains. Al adoption driven by client needs, including
development characteristics and value delivery speed.

@ Approach by Value Proposition & Development Theme

G Development Theme DX/AX \ Al Apph.catlon Strategy
Agility Quick delivery in response to changes in by Business Domain
the environment and client needs |
Al-Native § o l ‘I DX/AX
- Steps for Al Adoption -~ Maximizing - productivity (]
Al-Driven RN = I
A Z‘;?,zfoz"r:‘:ﬁ' 1ot § « Accelerated development through Al utilization, |
Al adoption and 8 is a critical milestone for IT companies I
stepy Al-Enabled automation across the entire = I
A development lifecycle = « Leveraging Al quality as a strength to achieve |
llization In processes : i N ;. |
where its strengths can be Creation of 2 high quality X high speed through Al-native
maximized New Services s development
S
Mission-Critical (] « Promoting Al adoption in development
Ensure safety and accuracy in compliance Business Data Management | < through a field-driven approach, led by the
with national policies and regulations Transformation - 9 Al Business Development Department
Integration of External Services |
1]/ Mission-Critical
Legacy Modernization « Prioritizing system quality and reliability E
(Migration from Legacy Systems to Cloud) while improving efficiency by applying Al
- to selected development processes
Mission | | ]
-Critical

Reliability

Speed-to-Launch

Copyright © 2026 Ad-Sol Nissin Corporation, Japan. All Rights Reserved.
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Next-Generation S| Business targets are highly sophisticated IT development
projects such as mission-critical system development in the social infrastructure
domain and DX, Al, and data management aimed at corporate transformation and
enhancing corporate value. In particular, in the DX/AX theme, we expect to see even
more Al-based development needs in order to maximize productivity and speed.

Therefore, in this area, we intend to promote Al-first development in stages,
eventually reaching Al-native development.

On the other hand, for mission-critical systems, we believe that the use of external

services will advance for some systems, but basically, the classic waterfall
development will continue in light of national policies, regulations, etc.

In this area, we will place the highest priority on system quality, while incorporating

Al-enabled development in some processes to improve efficiency.
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5. Medium-Term Management Plan, New Canvas 2031

03 Leveraging New Technologies Application of Al in System Development

Establish a development framework that leverages Al as a strategic asset.
Adopt of Al-Native Development with Al at its core.

Al-Native Development

A human-centered development process Al-led, autonomous execution across the development lifecycle
Leveraging Al agents at each stage to automate selected tasks Humans to focus on review and governance
Automated
Requirements requirements analysis Requirements Generating specifications

Definition and consistency checks Definition m from conversation logs

instruction

/ validation Automated instruction
. design document generation . Design document
Design and review support . . Design generation and review
instruction
- / validation -
Human Human <——

Code generation,
bug detection,

N Code generation
Development and automated fixes Development m and refactoring
Test case and code
" Automated test case . generation, bug prediction,
Testing and code generation Testing m and qualty validation
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This slide is for leveraging new technologies.

First, about Al.

Looking at the application of Al in system development , currently it is a human-
centered development process leveraging generative-Al and Al agents at some
operations which have high affinity.

On the other hand, we see the rise of Al-native development, in which Al takes the
lead in each step of the process and human focus on review. Al may take on some of
the responsibility for system development and projects.

We will practice and establish a development process based on the use of All,
become an organization that harnesses Al to its fullest potential, and drive growth
with Al as our ally.
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I 5. Medium-Term Management Plan, New Canvas 2031

()3 Leveraging New Technologies Expansion of Data Management Scope

Even in mission-critical systems, the importance of data utilization and the momentum for faster launch times are
increasing. It is necessary to strengthen data-driven proposals across all systems and incorporate agile approaches.

@ Client Needs in Data Management

Cross-functional

data utilization J E?hanced security

Internal External

data data

4 [N

Integrated data
management

Al-ready data platforms J Improved data quality

Advancing the management,
operation, and utilization of
rapidly growing data

\ .

Real-time Unstructured
data data

Inter-company data
collaboration

Real-time data utilization

Proposals for Mission-Critical Systems
Data Consultants / Data Scientists

Cultivating talent capable of delivering end-to-end data
management support

@ Driving Assetization

Creation of new services providing
end-to-end data management

Advanced IT Engineer

N, Pl
/(DX DLECI'p + (from data collection and preparation
to quality management)

Support for data-
driven management

Copyright © 2026 Ad-Sol Nissin Corporation, Japan. All Rights Reserved.

Value creation
by leveraging Al

Adoption of agile
development

Digital marketing
support
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The second item of leveraging new technologies is data management.

Although this theme has been promoted for some time, we believe even in mission-

critical systems, the importance of data utilization and the momentum for faster

launch times are increasing.

As we work on mission-critical systems, data security and data quality are extremely
important. In assetization that we are pursuing to strengthen our offerings, we are
also placing great importance on the knowledge of data utilization. We will also

incorporate agile development and other approaches to strengthen our unique and

differentiated proposals.
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5. Medium-Term Management Plan, New Canvas 2031

Mapagement (/4 Human Capital Talent Portfolio for Achieving Business Strategy

Driving Next-Generation S| Business and Offering-Based Businesses through talent management
based on a refined talent portfolio, to achieve the business strategy

@ Evolution of the Talent Portfolio Toward FY’31/3 X
Roles/Development Policy

Top Consultant

« Engaging with client executives and addressing latent needs
Technology 9aging 9

Top Consultant Consultant « Delivering differentiated proposals by combining proprietary
core assets

Technology Consultant

« Professionals with deep expertise in system developmentand
Project managers IT technologies

supporting « Providing consulting aligned with client development themes,
next-generation S| including Al and data management, in next-generation Sl business

Project Manager

« Talent driving system development projects acquired through
the Next-Generation Sl and Offering-Based Businesses.

Top Consultant

Technology
Consultant

Consultant

Project Manager

Talent management aligned with expertise and.aptitude

Upskilling toward PM Roles. X + Leading diverse projects—from large-scale to small and agile—
Advanced IT Engineers by coordinating advanced IT engineers
IT Engineer Advanced IT Engil espondiolicidiverss
ivance ngineer . 5
4 and complex client Advanced IT Engineer
needs

« Engineers who are highly specialized beyond traditional
programming, including Al, data management, and GIS

« Structured development for new graduates

FY'26/3 FY'26/3-FY'31/3 FY'31/3

« Leveraging global development resources in Vietnam

Copyright © 2026 Ad-Sol Nissin Corporation, Japan. All Rights Reserved. 2 6

Next, the human capital strategy which supports this strategic growth.

Although it is often said that "Al will replace humans," human power is indispensable
for the promotion of Next-Generation Sl Business, which responds also to mission-
critical systems, and Offering-Based Business that faces the client's management.

Therefore, we will review our talent portfolio in order to achieve the goals of the new
medium-term management plan.

The current engineers will evolve into highly specialized technical groups in areas
such as Al and data management, and we will strengthen the training and increase
the number of project managers who will lead these technical groups.

In addition, we will develop our consultants by specializing in technology consultants
who are familiar with IT for social infrastructure and top consultants who respond to
clients' management needs.
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I 5. Medium-Term Management Plan, New Canvas 2031

Management [][I Human Capital KPIs for Enhancing Employee Satisfaction and Achieving Management Targets

By centering human capital investment on talent development and retention, we aim to achieve management
targets and enhance long-term value creation through higher engagement and lower turnover.

Theme-Based Actions to Address Key Issues Indicators (Results for FY’26/3) FY’31/3

Talent Capable of Delivering

Company Scale

Sustainable Medium- to New Graduates | Employees (Consolaten) 723 peopie FY'31/3
Long-Term Value Creation Turnover Rate (Including Retirements) 5.8 % (Consolidated)
Recruitment Specialized Talent J Diversity Net Sales
Women Empowerment
Key Challenges Women in Management 11.5 % ¥3 0 bn
World Diversit | Female New Graduates 27.4 4
Shrinking workforce orklorce Diversity Human Rights Training Participation Rate 100 % Operating Income
driven by demographic -
changes ¥5 bn
. | ——— d = d 1 — Human Capital Platform Expertise
ncreasing demand for . " ot
advanced and specialized Talent Development J Total Training Participants 664 peopl Net Sales per Employee
skills. Development Consultant 98 people ¥30 e
Diversifyi L« styl . P! Professional Talent | Al Product Engineers 200 people
\versi yg\}?in\gofg citsygﬁ ) Development Data Scientists 33 people
individual values
"""""""""" HR System Reform Compensation
Replacement of routine (Compensation, Evaluation, and Work Styles) ) Average Employee Salary ¥6.64 milion Engagement Survey Score
tasks through Al adoption Restricted Stock Compensation 119 person
Well-Being Workplace and J Work Environment
- Facility Investment Paid Leave Utilization Rate 65.5 % 80+ points
Acr’\)lle\(/j(_emerjrl of the Health Point System Usage Rate 28.1 %
edium-Term Paternity Leave Utilization Rate 87.5 %
Management Plan AX/DX

J ) Telework Utilization Rate 56.8 %
4 |
Human capital strategy linked to New Canvas 3031 to enhance employee satisfaction and achieve management targets

*1 As of April 1,2026  *2 Ratio of female new graduates joining the Company in April 2026 *3 Total participants in training programs during FY'26/3 (new graduate, level-based, consulting, etc.)
Copyright © 2026 Ad-Sol Nissin Corporation, Japan. All Rights Reserved.

We have organized issues and actions and set KPlIs in order to promote human
capital initiatives in conjunction with the achievement of the new medium-term
management plan targets.

By centering human capital investment on advanced IT talent development and
retention, we aim to enhance human value creation through higher engagement and
achieve management targets.



5. Medium-term Management Plan, New Canvas 2031

Management 05 M&A / Alliance

Strategy

M&A is recognized as one of the important strategic options to accelerate business growth and maximize
shareholder value. In addition to cash on hand, borrowings will be flexibly utilized to maximize business growth.

Theme / Field Targets

To meet strong demand for IT investment, further enhancement of development capabilities is required.
In addition to developing consultants and project managers, the recruitment and development of advanced IT
engineers is also an urgent priority.

Status

Polic « Strengthening development capacity at domestic business locations (Tokyo, Osaka, Nagoya, and Fukuoka),
Y primarily in the social infrastructure domain.

« Alongside establishing a virtuous cycle between Next-Generation S| Business and Offering-Based Business,

Status expanding business domains is essential to raising the medium- to long-term growth trajectory.

Consulting
« Strengthening collaboration with companies that possess deep expertise in the social infrastructure domain.

As technological innovation continues to accelerate, the rapid adoption of new technologies and their business
Status application have become critical management priorities for system integrators.
Invest in technologies that serve as drivers of business growth, including agile, Al, and data management.

Technology

+ Strengthening technological capabilities to support flexible responses to increasingly diverse and sophisticated
client needs.

Copyright © 2026 Ad-Sol Nissin Corporation, Japan. All Rights Reserved. 2 8

In addition to the human capital strategy, M&A and alliances are recognized as one of
the important strategic options to accelerate business growth and maximize
shareholder value.

We position them as one of the pillars of our efforts to achieve our management
targets. In addition to cash on hand, borrowings will be flexibly utilized to maximize
business growth.
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5. Medium-Term Management Plan, New Canvas 2031

Management 06 Internal DX and AX Promotion

Strategy

Driving transformation toward next-generation data-driven management where all employees
leverage data to proactively and autonomously lead business growth through DX and AX

@ |Initiatives to Advance Next-Generation Data-driven Management through DX and AX

Quantitative analysis of internal, external,
and generational data:

Recruitment optimization and
efficiency improvement

Greater focus on business growth

through operational transformation:

Automation and efficiency
improvement of internal processes

Leveraging data to predict
the future and enable rapid

Data-driven management beyond management decision-making
experience and intuition:
Integrated talent

and skill management

Centralized data management:

f Automatic synchronization of
NeXt-Gene.ratlon information (e.g., budgets and results)
Data-Driven

Management
Al-enabled automation
and operational reform:

Streamlining of routine operations
and productivity improvement

Predictive management
through early risk detection:

Proactive management
execution

=
iel
=
©
L
K}
[}
Q
1
<
0
173
o}
=
7}
>
a1

Talent Strategy Enhancement
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We will exercise data-driven management where all employees leverage data to
proactively and autonomously make a decision to accelerate our business growth
and to achieve our management goals.

Efforts will include efficiency improvement of internal processes for business
acceleration and data support for talent strategy.
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5. Medium-Term Management Plan, New Canvas 2031

Meragement ()] Financial Strategy / Capital Allocation

Strategy

Operating cash flow for the three-year period from FY’27/3 to FY’29/3 is projected to be ¥5.5 billion.
We aim to maximize business growth by fully utilizing cash on hand and borrowings.

Total for FY’27/3 to FY’29/3
Cashin Cash out

+ Strengthening the Offering-Based Business
(Talent development, delivery asset development, consulting, branding)
+ Optimization and Expansion of Office Functions

Growth Investments

over ¥3.3 bn - Acceleration of DX and AX Initiatives
Operating * Drive li busil growth by | ging unused budget and debt financing
Cash Flow * M&A Focus Themes; (1) Strengthening domestic development capabilities (2) Consulting
M&A I (3) Enhancement of technological capabilities
5. 5 bn
Shareholder . Mamtalqmg the Sh_arehol(_igr Ret_urn Pollcy_ ) )
Progressive and continuous dividend increases (dividend increase of 1 yen or
Returns more), a dividend payout ratio of 50% or more, and DOE 6% or more.
¥2 8 « Share Repurchases
-G bn Actively considering share buybacks to achieve more agile capital management.
Cash and
Deposits
2.9 bn Cash Reserves - Cash Reserves
Maintain cash reserves equivalent to approximately two months of average monthly
¥3 . 0 bn cash outflows (¥1.5 billion per month).

Debt Financing* ¥0.7 bn

* Minimum Amount.
Copyright © 2026 Ad-Sol Nissin Corporation, Japan. All Rights Reserved.
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You can find financial strategies and capital allocation to realize the strategies with
this slide.

We aim to maximize business growth by fully utilizing cash on hand and borrowings
for shareholder returns and growth investment as well as proactive M&A.
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I 5. Medium-Term Management Plan, New Canvas 2031
Rlanagement 08 Shareholder Returns

Strategy
Dividend to be increased for 21 consecutive years

(Yen)
Dividend Policy 48 yen
Dividend payout ratio of 50% / DOE 6%
or more or more 46.0
. - 50th Anniversary
Progressive & consecutive Commemorative
dividend increases Dividend
(dividend increases of 1 yen or more)
Twice a year 30.0
(Interim and year-end)
21.5
18.0 19.0
16.0 17:5
13.5
10.0 10.5

6.5
4.75

115 1.65 2.0 2.05 30

FY'10/3 FY'11/3 FY'12/3 FY'13/3 FY'14/3 FY'15/3 FY'16/3 FY'17/3 FY'18/3 FY'19/3 FY'20/3 FY'21/3 FY'22/3 FY'23/3 FY'24/3 FY'25/3 FY'26/3 FY'27/3 FY'28/3 FY'29/3 FY'30/3 FY'31/3
Forecast

* Net income per share and dividends per share are shown after taking into account stock splits (3-for-1 stock split on January 1, 2014, 2-for-1 stock split on October 1, 2016 and 2-for-1 stock split on April 1, 2025) 31
Copyright © 2026 Ad-Sol Nissin Corporation, Japan. All Rights Reserved.

In terms of shareholder returns, we aim to increase dividends for 21 consecutive
fiscal years. We will maintain a dividend payout ratio of 50% or more, DOE of 6% or
more, progressive and consecutive dividend increases (dividend increases of at least

JPY1), and twice a year dividend payment.
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(Reference) Action to Implement Management That Considers the Cost of Capital and Stock Price

Pursue reductions in the cost of equity and an expansion of the equity spread through improved profitability
and capital efficiency.

Stock Price & P/B Ratio (as of end of period)
- Current P/B ratio is over 3.0.
— There is room for further improvement through higher stock prices.

- Key points for stock price improvement Earnings growth and
maintenance and improvement of high ROE.

Stock Price*(Yen) —e— P/B Ratio

1,500
4.0
1,000
2.0
500

FY'15/3 FY'16/3 FY'17/3 FY'18/3 FY'19/3 FY'20/3 FY'21/3 FY'22/3 FY'23/3 FY'24/3 FY'25/3 FY'26/3

*1 Stock price are shown after taking into account stock splits (a2-for-1 stock split on October 1, 2016, and a 2-for-1 stock split on April 1, 2025,
*2 There has been no change in the calculation methodology. The estimated cost of equity increased from the level announced in May 2024, reflecting the rise in the risk-free rate (yield on newly issued 10-year Japanese government bonds).
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ROE & P/E Ratio (as of end of period)

- ROE for FY'26/3 is 22.2%.
- Key points to maintaining and improving high ROE that exceeds the
cost of capital are increasing profit margins and improving capital efficiency.

—e— ROE(%) —e— P/E Ratio

20 30.0
20.0
10
Cost of Equity 8.0%-level
Estimated by Ad-Sol*2 ) 10.0
P/E Ratio :
16.2

0
FY'15/3 FY'16/3 FY'17/3 FY'18/3 FY'19/3 FY'20/3 FY'21/3 FY'22/3 FY'23/3 FY'24/3 FY'25/3 FY'26/3
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Finally, you can find recalculated cost of capital here. We will continue to aim for
expansion of the equity spread through higher ROE.

32



Note

« This document does not constitute or form part of any offer to solicit the purchase of, or an offer to sell, any securities, nor does it constitute a
solicitation for any such offer (collectively, “solicitation”), nor shall it form the basis of, or be relied upon in connection with, any contract or obligation.

« Statements contained in this document that relate to future prospects are based on current targets, expectations, forecasts, and assumptions
involving risks and uncertainties, and include so-called forward-looking statements. These statements do not constitute guarantees or assurances.

« Actual results may differ materially from those expressed or implied due to various factors, including general industry and market conditions, interest
rates, currency exchange fluctuations, and other domestic and international economic conditions.

«  While the information regarding performance and other matters contained herein has been prepared based on data deemed reliable, the Company
does not guarantee its accuracy or completeness.

« This document is provided solely for informational purposes, and any use of this document by investors shall be at their own discretion and
responsibility. The Company shall not be liable for any consequences arising from such use.

« The Company undertakes no obligation to update or revise any forward-looking statements contained in this document, even in the event of changes
in information or future developments.

«  Furthermore, the Company does not necessarily undertake to revise any previously disclosed forward-looking statements, except as required by
applicable disclosure regulations.

« Information regarding other companies is based on publicly available sources. Company names and product names mentioned herein are
trademarks or registered trademarks of their respective owners.

@ Contact

* Ad _SDI N issi n Head office: Rivarge Shinagawa 4-1-8 Konan Minato-ku, Tokyo

Public Relations & Investor Relations Team (ir@adniss.jp)
3 . $

That's all for my presentation.

Through achievement of the new plan goals, we will strive to promote corporate
transformation and enhance corporate value. | would appreciate your continued
guidance and encouragement.

Thank you very much.



