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FY 2026/9 First half cumulative actual financial results summary RECOMIY,

Revenue 6,617 0,904 7,000 99.5% + 347 105.2%
Operating profit 193 20 180 14.4% - 167 13.5%
Profit before tax 255 -15 180 : - 270 :
Net profit attributable to 0 0

owners of the Parent 154 22 100 e 192 e
EBITDA* 289 144 248 58.1% - 145 49.8%

* EBITDA: operating profit + depreciation and amortization

[Summary]

(1) In our overseas solution businesses, orders for Al servers remained strong, leading to record-high revenue for the second
consecutive fiscal year. On the other hand, due to delivery delays caused by the global semiconductor shortage, the order backlog for
Al servers reached a record high of approximately 1.5 billion yen.

(2) Operating profit fell short of the plan due to the impact of recording approximately 120 million yen in one-time M&A-related expenses.

© 2026 RECOMM Co., Ltd. All rights reserved. n



FY 2026/9 First half cumulative financial results: Adjusted financial measures  RECONI,

ltem (Unit: million yen) 1H actual R Adjusted profit -
expenses

Revenue 6,964 S 6,964 99.5%
Operating profit 26 + 120 146 81.1%
Profit before tax -15 + 120 105 58.3%
Net profit attributable to / / 0

owners of the Parent 22 +120 42 i
EBITDA* 144 + 120 204 106.5%

* Adjusted measures: Non-GAAP measures that exclude one-time M&A-related expenses (approximately 120 million yen) from H1 results / EBITDA = operating profit +
depreciation and amortization (D&A). EBITDA vs. the plan is based on approximately 248 million yen (H1 planned operating profit of 180 million yen + D&A of 68 million yen).

[Summary]

H1 actual operating profit of 26 million yen was largely impacted by one-time M&A expenses of approximately 120 million yen recorded

during the period.
Adjusted operating profit excluding these expenses was 146 million yen (81.1% vs. the plan), while adjusted net profit attributable to
owners of the Parent was 142 million yen (142.0% vs. the plan).

© 2026 RECOMM Co., Ltd. All rights reserved.



FY 2026/9 Quarterly progression of financial actual results (1Q/2Q/1H)

ltem (Unit: million yen) - 2 (Adjusted) 1H plan

Revenue 2,949
Operating profit - 70
Profit before tax - 74
Net profit attributable to 37
owners of the Parent i

EBITDA - 14

4,015
216
179

179
278

7,000
180
180

100
248

Adjusted

6,964 99.5%
146 81.1%
105 -
142 142.0%
264 106.5%

* Q2 figures and H1 totals are on an adjusted basis (Non-GAAP measures excluding one-time M&A-related expenses of approximately 120 million yen) / EBITDA: operating

profit + depreciation and amortization

[Summary]

(1) Q1 was in the red with revenue of 2,949 million yen and an operating loss of 70 million yen, affected by factors such as delivery

delays for large-scale projects.

(2) Q2 saw a significant recovery, recording revenue of 4,015 million yen (136.1% quarter-on-quarter) and adjusted operating profit of
216 million yen. Quarterly profit exceeding 200 million yen for Q2 alone is the highest after COVID-19

© 2026 RECOMM Co., Ltd. All rights reserved.




FY 2026/9 Q2 Cumulative financial results: Analysis of shortfall against 1H plan

RECONI,

®sgoe?

Adjusted operating profit, excluding one-time M&A-related expenses of 120 million yen, was 146 million yen (81.1% vs. the plan) and net profit
attributable to owners of the Parent was 142 million yen (142.0% vs. the plan).

(1) 1H plan

(2) 1H actual

(million yen)

(3) Adjusted profit

Achievement rate 81.1%

Breakdown of shortfall against H1
plan
[1] Existing business

[2] Consolidation adjustments
[3] Impact of M&A

Shortfall against H1
plan

[4] One-time M&A-related expenses -120

-133
+20
+79

+120

Excluding one-time
M&A-related expenses

4 N\ N\ N )
1] Existi_ng business (by bu§iness segmen_t) -133 [2] Consolidation adjustments +20 [3]impact of M&A +79 [4] One-time M&A-related expenses -120
Excluding the two companies newly acquired « Improvement in elimination of HD o Two companies newly acquired through o M&A expenses for the tvs{o newly acquired
through M&A intercompany income M&A companies were recorded in the first half
e Overseas solutions -17 . . ; ;
_ _ (Plan: -271—Actual result: -249) (Newly consolidated in January 2026) . , .
. éi';’:szﬁzf;ﬁﬁ:ﬂf"sres“"' 14?2)7 o Elimination of intersegment transactions 2 szc: :efxpenses e et [ e
(Plan: 179—Actual result: 152) was in line with plan seconcial
o DX business .29 e Substantially in line with the plan,
20— 0y excluding one-time M&A expenses
\ (Plan: 20—Actual result: -9) p g )L JAN

© 2026 RECOMM Co., Ltd. All rights reserved.




[Important] Notes to changes in reportable segments _ REcoimg,

B Reclassification of reportable segments and transparency assurance

To enhance organizational efficiency, the reportable segments have been partially reclassified as follows:

Domestic solutions business

Domestic solutions business (including RDX)
DX Business (former BPR business + RDX)

BPR business

B Impact on results for the previous period (year-on-year)
Figures for the previous period have been restated under the new segment classifications following the change in reportable

segments.(Based on the segment data dated March 2026 in the supplementary material)

Segment (Unit: million yen) Profit (Segment profit)
-5

+ 31

Domestic solutions business

DX business (former BPR) +5 - 31

* The changes in segments had no impact on the Overseas solutions businesses (no change in both revenue and profit).
© 2026 RECOMM Co., Ltd. All rights reserved.




ltem (Unit: million yen)
Revenue
L Overseas solutions business
L Domestic solutions businesses
L DX business
Segment profit

L Overseas solutions business

L Domestic solutions businesses
(new segment figures)

L DX Business (new segment figures)

Consolidation adjustments *

6,617 6,964 7,
4,263 4,581 4,
2,030 2,134 2,
2 248
193 26
237 214
74 162
- 16 -9
- 101 - 340 -

000
500
250
329
180
222

179

20
240

99.5%
101.8%
94.8%
75.4%
14.4%
96.4%

90.5%

141.7%

+ 347
+ 318
+ 104
- 75
- 167
-23
+ 88
+7

- 239

period

105.2%
107.5%
105.1%
76.8%
13.5%
90.3%

218.9%

* Consolidation adjustments: Consolidation adjustments to segment profit include the eliminated amount of transactions between segments and Company-wide costs that are

not allocated to individual reportable segments.

© 2026 RECOMM Co., Ltd. All rights reserved.




Breakdown of consolidation adjustments (vs. H1 plan) RECCIMIY,

Em mEEEEN .'..".

The actual consolidation adjustments for the first half stood at - 340 million yen against the planned -240 million yen, resulting in a
variance of - 100 million yen.

This was primarily caused by unplanned M&A-related expenses (approximately - 120 million yen). Excluding these expenses, the actual
figure was substantially - 220 million yen, which was nearly in line with the plan.

Consolidated net amount of HD headquarters
-370 -270 -100 Structural expenses (HD SG&A expenses - intercompany
income)

1) HD* non-consolidated
headquarters expenses

(a) HD non-consolidated Management fees and outsourcing fees received

i :
operating profit el e == | ISR e (from operating companies)

(b) Elimination of HD 249 971 422 Consolidation Consolidated elimination of intercompany income
intercompany income elimination posted by HD

(c) HD additional adjustments -152 -30 -122 One-time el CEUEEL U IEY A el

expenses of approximately 120 million yen

Elimination of intercompany transactions between
(2) Segment-side adjustments +30 +30 +0 Structural operating companies (offsetting revenue, cost of
goods sold, and SG&A expenses)

The variance is primarily caused by unplanned

ISAIERABILAN S A M&A-related expenses of 120 million yen.

340 -240 -100 —

* Our company adopts a holding company structure, and while our official trade name is "RECOMM Co., Ltd.", we use the abbreviation "HD" to clearly represent our
function as the holding company for the entire group. This indicates that, as a pure holding company, we are responsible for formulating group management strategies and
overseeing the administration of each operating company.

© 2026 RECOMM Co., Ltd. All rights reserved.




Strategic investment: Investment in human capital RECONNY,

Em mEEEEN .'..".

Previous FY (same

Account title (Unit: million yen)

period
Recruiting expenses (senior executives) 2 16 +14
Training expenses for Al utilization (company-
aining exp (company 2 74 +73
wide education)

Total 3 90 + 87
Improvement in the human resources system for Significant improvement in company-wide
enhancing the management base productivity through Al utilization
Appointed three senior executives to strengthen the Implemented Al training for all employees to initiate the
management structure for accelerated growth. development of a scalable and repeatable growth

foundation through the standardization and automation of
operations, resulting in lower dependence on human
resources.

© 2026 RECOMM Co., Ltd. All rights reserved.



FY 2026/9 First half cumulative financial results (overseas solutions business)

RECONI,

Em mEEEEN .'..".

ltem (Unit: million yen)

same period

Revenue 4 263
Segment profit 237
Revenue Segment profit
4,581
4,263
237
214
Previous FY results 1H actual Previous FY results 1H actual
(same period) (same period)

4,500 4,581 107.5% 101.8%
222 214 90.3% 96.4%

The main drivers of revenue growth were the consolidation of
Lumitron and strong sales from the local subsidiary in Malaysia.
LED reached 116.1% of the previous year.

While sales of Al servers remained solid, the global
semiconductor shortage caused significant delivery delays. The
backlog of approximately 1.5 billion yen is expected to be
recognized as revenue during the second half of the fiscal year.

Sales to Japanese companies overseas decreased by 20%
year-on-year. This was primarily due to delays against our first-
half plans in acquiring new customers and driving upselling to
existing customers within our sales activities.

© 2026 RECOMM Co., Ltd. All rights reserved.




_FY 2026/9 First half cumulative financial results - Overseas solutions businesses: Sales aRglysisiy

Item (Unit: million yen) (:arfnv;o:esrizz) m Composition ratio

LED 1,548 1,798 + 250 116.1% 38.2%
Electrical parts 1,304 1,515 + 211 116.2% 32.2%
Al servers 1,023 1,056 +33 103.2% 22.5%
Air conditioners 208 151 - 57 72.6% 3.2%
SPACECOOL (Radiative cooling material) 79 46 -33 58.2% 1.0%
2t;>;l:(—arr?;/r?:;)e model (Contract-based 31 o5 6 80.6% 0.5%
Other 119 145 + 26 121.8% 3.1%
% Total overseas business (Before

intercompany eliminations, sum of 4,343 4,701 + 358 108.2% 100.0%

non-consolidated figures)

* Figures represent the simple sum of non-consolidated results before intercompany eliminations and differ from the consolidated figures disclosed in the financial results.

© 2026 RECOMM Co., Ltd. All rights reserved.



ltem (Unit: million yen) Ear(renvcleoéc’ri?(; 1H plan 1H actual

Revenue 2,030 2,250 2,134 105.1% 94.8%
Segment profit 74 179 162 218.9% 90.5%
Revenue Segment profit UTM increased by 33% year-on-year due to increase in
162 demand driven by the need to address persistent
2 030 2,134 ransomware and supply chain attacks on small and

medium-sized enterprises. Combined with the
contribution from the consolidation of Kawahara Jimuki,
MFP sales increased by 15% year-on-year.

Profit grew due to the effect of the consolidation of SG&A
expenses achieved through segment reclassification and
operating company integration.

Previous FY results 1H actual

Previous FY results 1H actual )
(same period)

(same period)

© 2026 RECOMM Co., Ltd. All rights reserved.



__FY 2026/9 First half cumulative financial results - Domestic solutions businesses: Sales aRgysisiy |

Em mEEEEN '..".

LED + 23 106.8% 16.7%
MFP (Multi-function printers) 298 350 + 52 117.4% 16.1%
2t§icr:]l;rr?g/r?2;)e model (Contract-based 978 284 6 102.2% 13.1%
Business telephones 276 256 - 20 92.8% 11.8%
UTM (Security) 170 229 + 59 134.7% 10.5%
Servers 92 90 -2 97.8% 4.1%
Other NW products 120 88 - 32 13.3% 4.1%
Installation work 40 48 + 8 120.0% 2.2%
Air conditioners 108 34 - 74 31.5% 1.6%
Other 354 431 + 77 121.8% 19.8%
* Total domestic business 2,075 2,172 + 97 104.7% 100.0%

* Figures represent the simple sum of non-consolidated results before intercompany eliminations and differ from the consolidated figures disclosed in the financial results.

© 2026 RECOMM Co., Ltd. All rights reserved.



FY 2026/9 First half cumulative financial results (DX business) ~ RECOI,

ltem (Unit: million yen) Ear?nvéogrizz 1H plan 1H actual -

Revenue 323 76.8% 75.4%
Segment profit - 16 20 -9 -
Revenue Segment profit Revenue fell to 76.8% of the previous year's level,
impacted by a decline following a surge in sales from the
323 previous period's special demand (the completion of

large spot projects).

Previous FY results  Current period
248 (same period) Actual result

The net loss remained unchanged year-on-year,
reflecting the ongoing up-front investment phase for Al
agent development.

Previous FY results 1H actual
(same period)

© 2026 RECOMM Co., Ltd. All rights reserved.



Balance Sheet

GO,

B mEEEEE .'..".

Item (Unit: million yen)

Current assets

Non-current assets
Total assets

Current liabilities

Non-current liabilities

Total liabilities

Equity attributable to
owners of the Parent

Non-controlling
interests

Total equity

Total liabilities and equity

Previous
consolidated fiscal
year
September 30,
2025

8,178
4,525
12,703
5,369
1,924
7,294

5,054
354
5,409
12,703

Current consolidated
fiscal year
March 31, 2026

9,675
5,621
15,296
6,627
2,694
9,321

5,491
483
5,975
15,296

© 2026 RECOMM Co., Ltd. All rights reserved.

Change

+ 1,497
+ 1,096
+ 2,993
+ 1,258

+ 770
+ 2,027

+ 437
+129
+ 566
+ 2,993

[Total assets] 15,296 million yen Up 2,593 million yen
Current assets increased, with trade receivables up by 641 million yen,
securities up by 172 million yen, and other current assets up by 48
million yen, while cash and cash equivalents decreased by 250 million
yen. Inventories rose by 885 million yen, partly due to advanced
procurement before the hike in purchase prices. In non-current assets,
goodwill increased by 690 million yen.

[Total liabilities] 9,321 million yen Up 2,027 million yen
Interest-bearing liabilities increased by 1,566 million yen, driven by
borrowings to fund the acquisition of two new companies through M&A

and working capital for overseas business expansion, and in addition,
trade and other payables rose by 320 million yen.

[Total equity] 5,975 million yen Up 566 million yen
Foreign currency translation adjustments increased by 565 million yen,
while retained earnings decreased by 14 million yen due to the quarterly
loss and dividend payments.




Financial standing: Equity ratio, Statements of Cash Flows

Equity ratio: 35.9%

Equity capital ratio

39.8%

39.9%

Previous consolidated Current consolidated fiscal
fiscal year year

To fund 666 million yen for the acquisition of subsidiaries to promote
business operations and new M&A investment activities, 1,000 million
yen and 731 million yen were raised through long-term loans and short-
term loans respectively. Interest-bearing liabilities increased by 1,566
million yen.

Current consolidated
fiscal year

Previous consolidated
ltem fiscal year

(Unit: million yen) From October 1,2024  From October 1,2025  Change
to March 31, 2025 to March 31, 2026
operatng actiies -138 750 612
iesting actvtes - 236 803 -567
fnancing aciviies -152 +1,198  +1,349
cash cquivalrts - 535 249 +286
Ending balance of cash 2,439 2’430 29

and cash equivalents

© 2026 RECOMM Co., Ltd. All rights reserved.
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FY 2026/9 Full-year plans RECOI,

EE mEEEER .‘..'.‘

Record revenue for the second consecutive year, and each profit metric is REVENUE
expected to increase for the second consecutive year.

FY 2026/9 (plan)
Item FY 2025/9 FY 2026/9 H1

(Unit: million yen) | (Actual) (Actual) “ Fullyear

Revenue 13,088 6,964 7,830 14800 113.1%

Operating profit 408 26 524 550  134.8% (PLANNED)
OPERATING

Profit before tax 447 -15 576 560  125.3% PROFIT

Net profit attributable 0

toeowFr):;eC:s.I ofttth: P;rzlnt 1 96 22 298 320 163.3%

EBITDA 614 144 613 757 123.3% L H

FY 2025/9 FY 2026/9
(PLANNED)

© 2026 RECOMM Co., Ltd. All rights reserved. n



Second-half plan for achieving the full-year profit plan

GO,

S mEEEER .'..".
1) 1H actual 2) 2H plan (3) Full-year planned profit
( ) ( ) P (Operating profit margin: 3.7%) (million yen)
Breakdown for achieving the
second-half plan
[1] Domestic +171
[2] Overseas +419
[3] DX -7
[4] Consolidation -60
adjustments
Total
Full-year
forecast
Recovery in the second Plan maintained
26 half
N N ( N
[1] Domestic solutions ~ +171 [2] Overseas solutions +418 [3] DX business -7 [4] Consolidation adjustments -60
@ UTM/IMFP  Continued growth @ Core business 338 @ Continued up-front investment for Al .I C_orr:_orate expenses/Consolidation
(including the contribution of Kawahara Jimuki Lumitron (full-year, including its contribution) agent development A el
to full-year profit) @ Supplementing domestic business +17 . ap: ,
@ Maintenance based on a stock-revenue @ Supplementing DX business  +64 @ Full-year plans -16 _ ‘:g "}_thf hselcond half (improved from -340
model Steady build-up @ Recognizing the order backlog for Al in the first half)
servers
VAN J \u J

© 2026 RECOMM Co., Ltd. All rights reserved.



FY 2026/9 plan (by segment) RECOMI,

ltem (Unit: million yen) eFr’igac;”:gtzal 1H actual 2H plan Current period plan

Revenue 13,088 0,964 7,836 14,800 113.1%
Overseas solutions business 8,417 4,581 5,146 9,727 115.6%
Domestic solutions business 4,032 2,134 2,441 4,975 113.5%
DX business 597 248 250 498  83.4%

Segment profit 408 20 524 550 134.8%
Overseas solutions business 485 214 418 032 130.3%
Domestic solutions business 182 162 171 333  183.0%
DX business - 16 -9 -/ - 16

Consolidation adjustments - 246 - 340 - 60 - 400

* The difference between the segment total and consolidated figures is due to the elimination of internal transactions between segments and rounding. Figures in the official
summary of financial results (consolidated) takes precedence.

© 2026 RECOMM Co., Ltd. All rights reserved.



2026/9 plan (overseas): Initial plan — Revised plan _ Recoiig,

Previous ” ) Revised full-year plan
ltem period Initial full-year plan (Supplementing DX business)

e | actual 26| Fulyear | Yov |2 | Fullyear | Yot

Revenue 8,418 4,581 4,919 9,500 112.9% 5,146 9,727 115.6%
Segment profit 486 214 337 552 113.8% 418 632 130.0%
/ <Measures for achieving full-year plan> \

 Strengthening sales of SPACECOOL — Increase in contract rates through expansion of the product lineup

 Strengthening sales of Al servers —Supplementing the DX business's full-year loss by recognizing revenue from the 1.5-
billion-yen backlog in the first half and incoming orders in the second half.

» Complete PMI implementation for Lumitron and sales support to expand the product lineup

K. Enabling 7 new graduates who joined in April to become productive early through the promotion of sales DX activities /

© 2026 RECOMM Co., Ltd. All rights reserved. ﬂ



FY 2026/9 plan (domestic solutions business)

ltem Previous Current period (plan)

(Unit: million yen) period actual 1 actual Full year

Revenue (new segment figures) 4,032 2,134 2,441

Segment profit (new segment figures) 182 163 171

4,575

333

113.5%

183.0%

/ <Measures for achieving full-year plan>

Strengthening UTM/MFP/LED sales and achieving product-specific sales plans

Complete PMI implementation for Kawahara Jimuki and sales support to expand the product lineup

Expanding the sales network by accelerating new contract acquisitions for franchises and agencies

~

K- Enabling 21 new graduates who joined in April to become productive early through the promotion of sales DX activities /

© 2026 RECOMM Co., Ltd. All rights reserved.



FY 2026/9 plan (DX business) ~ RECOMY,

ltem Previous Current period (plan)
(Unit: million yen) period actual 1H actual _ Full year
Revenue (new segment figures) 597 498  83.4%
Segment profit (new segment figures) -16 10 -/ -16 -

<Measures for achieving full-year plan>
Increasing sales staff for enhancing Al agent sales
Promoting internal utilization to enhance customer proposal capabilities

Establishing sales methodologies to drive cross-selling by strengthening collaboration between business units

© 2026 RECOMM Co., Ltd. All rights reserved. H



Dividends RECOI,

Basic policy: Paying performance-based dividend with the standard of payout ratio of 30%

Dividend: 1.2 yen

1.6 yen/share 1.6 yen/share

1.2 yen/share

1.0 yen/share

0.0 yen/share I

FY 2021/9 FY 2022/9 FY 2023/9 FY 2024/9 FY 2025/9  FY 2026/9 (plan)

1.0 yen/share

1.1

yen/share

© 2026 RECOMM Co., Ltd. All rights reserved. ﬂ
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Topic (i): Completion of conversion of Singapore-based Lumitron into a subsidiary F

Overview of Lumitron

Target company  Lumitron Pte. Limited (Singapore)
BUSiness Lighting qulpment sales, Ilghtlng. control

- system design support, construction work
description )

contracting

Established Dec. 1981
Share capital 1,100,000 SGD
Representative Nicholas Khee Yew Chong

Ownership ratio to

0]
be acquired 80% (1,760,000 shares)

Examples of past projects

STATE
COURTS

SINGAPORE

Universal Studio / Sports Hub / State Court / One Holland Village and others
© 2026 RECOMM Co., Ltd. All rights reserved.

Investment purposes

Establishment of a new base in Singapore and development of a five-major-
base structure in ASEAN (Malaysia, Thailand, Vietnam, Indonesia, and
Singapore)

Entry into the lighting solution market for government and private sector
customers

Creating synergy by combining the customer network and the group’s
distribution network

Strengthening the foundation for expansion into loT lighting and smart
building areas

Key features of Lumitron

v" Long-established lighting equipment seller (founded in 1981)
v" Major clients: Government facilities, medical institutions, and large-scale

private-sector projects

v" Market share in Singapore: Approx. 5%

To be consolidated in Q2 of FY2026
Accelerating the promotion of “Global
specialized trading company vision™!



Overview of Kawahara Jimuki

Name Yugen Kaisha Kawahara Jimuki

2-14-4 Kita Matsuzono, Morioka-shi, Iwate
Address

prefecture
Representative Yasuhiro Kawahara

Sales, leasing, rental and maintenance of office

Business description: devices, office automation equipment, and

office supplies
Established May, 1980

Share capital 3,000 thousand yen

Ownership ratio of 100%
shares to be acquired

List of major clients

RICOH PLUS

Ricoh, PLUS, ASKUL, and others

ASKUL

© 2026 RECOMM Co., Ltd. All rights reserved.

Investment purposes

A part of the management strategy to realize regrowth in domestic solutions
business

Acquisition of the customer base, including public offices, construction, and
medical and welfare facilities of the acquired company conducting sales
activities as one of the top dealers of Ricoh mainly in Iwate Prefecture for 45
years

Synergy between IT Solutions of the Group and the local network of
Kawahara Jimuki

Business expansion through cross selling and improvement in the marketing
capability and the ability to respond to customers

Strengthening the brand and competitiveness through building of
community-based sales and maintenance systems in lwate prefecture

To be consolidated in Q2 of FY2026
Generating the Group synergy in the
customer base of Tohoku region!



Topic (ii): Launch of Al Agent Business RECOMIY,

Launched sales in February following the completion and internal testing of the Japanese version.

Financial agent E-Commerce agent
Financial document review |

Financial statement analysis Data analysis | Prospect acquisition

Human resources agent
Recruitment document screening |

Employee attendance management

Logistics agent
Logistics management | Liability analysis
and processing

Marketing agent Information analysis agent
Social media monitoring and analysis | Document organization & analysis | Automated
Automated proposal creation breaking report generation

Al agent

. platform
Production management agent Customer support agent
Supplier qualification review | Production planning Customer support | Cau.se analysis /
Report generation

© 2026 RECOMM Co., Ltd. All rights reserved. n
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Basic strategy

Global specialized trading

Basic strategy: Global specialized trading company vision

Accelerating global business growth by proposing solutions to global customers
based on state—of-the—art products and services and our strengths in direct

company vision:

S90IAIBS ‘S]ONpPold

" Four stages

Customer
acquisition

Stage 1

Customer
acquisition

marketing!

Operating companies in each country aim for
independent growth through four stages.

deployment to meet

Selling LED lighting to
Japanese firms

Offering one-stop
solutions to existing

customers

—

=

| Saged 3

=

Stage 3 New business =

Stage 2 Local market creation Q
Customer development  New business =
. . development and o
retention Developing one-stop g
<
<
2]

o

-

solutions for firms in

needs of each market
each market

AJ
D
-3
N
—
«Q
=
-
D
G
o
(on
Q_)
(72
o
D
o,
)
ﬁl
D
Q.

Market
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Global specialized trading company vision: Stage by country

S9BIIAISS ‘S}ONpoId

RECOE)

Accelerating global deployment by advancing to higher business stages in each country

A

&

Stage 1

Customer
acquisition

LUK

E
£
'
|
1
LUl

New business
Stage 2 Local market creation

Customer development  New business

: development and
retention deployment to meet

Developing one-stop

Selling LED lighting
to Japanese firms

solutions for firms in
each market

needs of each

Offering one-stop market

solutions to existing
customers

Vietnam Malaysia
Thailand Singapore
Indonesia

© 2026 RECOMM Co., Ltd. All rights reserved.



Global specialized trading company vision: Status of progress of cross-border M&As RECOMIY,

September 2023
SLWE joins the Recomm Group Jan. 2026

D Entry into the local electrical parts market Lumitron joins the Recomm Group
& = in Malaysia Entry-into the local lighting market in

Singagore .

T joins the Recomm Group
Entry into the local Al server market in Singapore

e ' il

June 2021
Acquired 30% of the shares of stock in Greentech
. International Pte. Ltd., making it an equity-method affiliate

Indirect entry to the Singapore market
© 2026 RECOMM Co., Ltd. All rights reserved. n
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Goals

Sales
CAGR

20,

or more

FY 2027/9 targets

Operating margin

10..

or more

© 2026 RECOMM Co., Ltd. All rights reserved.

ROE
(Return on equity)

20,

or more

RE 1



Road map of the Goals

mm Overseas
Revenue
(Unit: million yen)
15,000

10,000 3.9%

9,000

FY 2025/9

CAGR*
Operating margin
ROE

CAGR calculation: Revenue CAGR over the past three years

Domestic DX

Operating margin —ROE

6.0%

FY 2026/9 plan FY 2027/9 plan
17.3% 12.3% 20% (goal)
3.1% 3.7% 10% (goal)
3.9% 6.0% 20% or more (goal)

© 2026 RECOMM Co., Ltd. All rights reserved.
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Priority items in the medium-term management plan

Sales DX

Promoting sales DX through
dual drivers -
CRM(customer relationship
management)-based data-
driven sales and
improvement of productivity
via Al-based role-playing
and other measures

M&A

Transplanting sales
DX to new Group
firms added through
M&As

© 2026 RECOMM Co., Ltd. All rights reserved.

Growing Groupwide
earnings foundations

@,

4l




Priority initiatives by individual business (Implemented contents)

Overseas solutions business

- Accelerating sales staff
readiness by introducing Al-
based role-playing tools

- Driving cross-group referrals
and maximizing customer
LTV via centralized CRM

- Developing local human
assets by training local sales
managers

Domestic solutions business

- Automation of proposal

preparation using Al

- Digitalization of contract

processes (from paper to
electronic)

- Accelerating sales staff

training by introducing Al-
based role-playing tools

- Expanding stock-

revenue/improving customer
satisfaction by
strengthening IT product
maintenance service

1=t

© 2026 RECOMM Co., Ltd. All rights reserved.

DX business

- Promoting operational

transformation by Al agents

- Establishing industry-

specific sales
methodologies for new
customer acquisition

- Accumulating operational

know-how by promoting
internal utilization of RPA
and Al agents

@l



2025-2027 Medium-Term Management Plan Rt'i{@:ii.‘)l VI
Priority measures in administrative sections 4

® We will improve productivity by revising the workflows of existing operations and eliminating operational waste.
® We will transform into a profit-generating administrative department by promoting management through optimal operations and staffing levels.

Formulating and implementing improvement plans for existing businesses Improvement targets

Existing —— Optimal Productivity
. || Full utilization of Al . improved b
operations operations y

! Productivity 1 0 %
Optimization from the following perspectives improved by
(Eight person-
- ] !’roductlwty (Eight person-
ﬁ i improved by month reduction)
4 P 4 3%

Canitbe eliminated?  Can they be combined? Can it be rearranged?  Can it be simplified? (Three person-

month E

v" Reconsidering v" Consolidation of v" Rearrangementof ~ v' Developing work reductic?n) |

operational similar operations work procedures, patterns I |

objectives v" Considering sites, staff v Automation, labor : :

v ldentifying unneeded separation of saving i X

operations complex operations ' }

B o | _ FY2025 FY2026 FY2027

Realizing the optimization and automation of each business 32nd term 33rd term 34th term

through utilizing Al fully

© 2026 RECOMM Co., Ltd. All rights reserved.



~ Management goal RECONIY,
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RECON,

Becoming a global leading B2B solutions
provider group

© 2026 RECOMM Co., Ltd. All rights reserved.
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Company overview RECOMI,

Em mEEEEN .'..".

Company name ook, Characteristics of employees 2 of March 31, 2026

Gender

Established September 30, 1994

May 26, 2004 Female 53% Male 47%

TSE Standard: Securities code 3323

Address 25-3 Yoyogi 3-chome, Shibuya-ku, Tokyo w w w w 1

Shares listed

Representative Hidehiro Ito, President and Group CEO
Business Overseas solutions business, domestic solutions
description business, DX business Ratio of nationalities

Total shares issued

. 82,670,255 shares (as of March 31, 2026)
and outstanding

Foreign nationalities 63% Japanese 37%

Shareholders 34,126 (as of March 31, 2026)
Share capital 2,449 million yen (as of March 31, 2026) I '
Number of . 1 -

467 (consolidated, as of March 31, 2026)
employees

© 2026 RECOMM Co., Ltd. All rights reserved.



Operating companies in individual businesses

GO,

®sgoe?

The Group consists of 7 operating companies in Japan and 17 overseas companies in three businesses (as of March 31, 2026)

Overseas solutions business Overseas: 16 facilities in eight countries

RECOMM Business Solutions (Dalian) *1
RECOMM Business Solutions (Shanghai)
Vietnam RECOMM (Ho Chi Minh City, Hanoi)
RECOMM Business Solutions (Asia) * Thailand
RECOMM Business Solutions (Thailand)
RECOMM Business Solutions (Malaysia)

Sin Lian Wah Lighting Sdn. Bhd. (Malaysia)

Sin Lian Wah Electric Sdn. Bhd. (Malaysia)
Intelligence Indeed Malaysia Sdn. Bhd. (Malaysia) *2
RECOMM Business Solutions (Indonesia)
RECOMM Business Solutions (India)
Greentech International Pte. Ltd. (Singapore) *2
TAKNET SYSTEMS PTE LTD. (Singapore)
Lumitron Pte. Ltd (Singapore) [NEW]

*1: RECOMM Business Solutions (Dalian) operates in both the overseas solutions and DX businesses.
*2: Equity-method affiliate

RECOMM Business Solutions (Dalian) *1

° RECOMM Tengyuan Business Solutions (Dalian)

RECOMM Business Solutions (Changchun)

Myanmar RECOMM

() RECOMM BPO (Japan)

U

RECOMM Japan >

Venustech Japan Tohoku region:

Aomori Sales Office
RECOMM IE Partner
Kanto region:
Tokyo Branch No.1
Tokyo Branch No.2
Tochigi Branch
Gunma Branch
Saitama West Sales
Kawahara Jimuki [NEW] Office

Toshima Branch

Chiyoda Branch

Hachioji Branch

Service & support

center

Intelligence Indeed Recomm *2

RECOMM DX Solutions

© 2026 RECOMM Co., Ltd. All rights reserved.

Chubu region:
Nagano Branch
Nagano South Branch
Shizuoka Branch
Nagoya Branch |
Nagoya Branch I
Nagoya East Sales
Office

Kinki region:

Osaka Branch

Green Innovation Osaka
Branch

Kobe Branch

L ]
Domestic: 21 branches, 5 sales offices, service & support center

Chugoku-Shikoku
region:

Matsue Branch
Shunan Branch

Kyushu region:
Kitakyushu Branch
Kurume Branch

Oita Sales Office
Yatsushiro Sales Office

Okinawa region:
Okinawa Branch
Naha Branch




RECOMM by the numbers

Established year

1994

-
Began the first sales —
franph|se business in E
the industry —

—m

Revenue

1 3 billion yen

FY 2025/9 consolidated

settlement of accounts “
=DDD

_

Listing year

2004

Listed on the Osaka
Securities Exchange
Hercules Market

Operating profit

400 million yen

settlement of accounts ,g]

.

FY 2025/9 consolidated rQ] H

Year of listing by Chinese subsidiary

2018

Shares of subsidiary
Dalian RECOMM listed
on the OTC market in
China

Number of domestic facilities

7 companies

Supporting SMEs across
Japan through a network of .
7 companies, 21 branches,
5 sales offices, and 1 -
service & support center 4

© 2026 RECOMM Co., Ltd. All rights reserved.

Actual result of M&As

25

domestic and overseas

acquisitions and sales
Recent cross-border 0O 0O

M&A results of
overseas subsidiaries M
Number of overseas facilities

8 countries,

1 7 companies

Overseas expansion
in China, Southeast
Asia, and India {{

s
e




Company History

1994

® Established to sell and maintain
telecommunications devices and office
equipment

1995

® Became the firstin Japan to seek
franchisees in the sales franchise
business

1999
® Launched RET'S NET hosting
services

Ret’s Copy
2000

® |aunched RET'S COPY fixed-price
maintenance service for digital multi-
function printers

2003

® Establishment of a call center in
Dalian, China
“First entry to China market”

2004

® Shares listed on the Hercules Market
of the Osaka Securities Exchange
(now the Standard Market of the
Tokyo Stock Exchange)

2005

® Opened a document management
center and began office equipment
sales in Dalian, China

2009

® Accepted BPO service contracts in
Dalian, China
“Full-fledged launch of the BPO
business”

2012

® BPO center opened in Changchun,
China

2013
® BPO sales began in Japan

u!.‘j

‘;: “ 4
‘. ‘
060
2014
® Launched Rentia, our brand of LED
lighting

® BPO center opened in Myanmar

© 2026 RECOMM Co., Ltd. All rights reserved.

1@ Venustech

2015

® Company established in Japan to
develop and sell security products as a
joint venture with Venustech of China

2016

® Began the sales of LED lighting and etc.

in Shanghai, China.
“Full-fledged launch of overseas
corporate sales”

@® Launched the PPS power distribution

business
2017

® Began the sales of LED lighting,
commercial air conditioners, etc. in
Vietnam

2018

® Began the sales of LED lighting,
commercial air conditioners efc. in
Malaysia

® Began the sales of LED lighting,
commercial air conditioners etc. in
Myanmar

® Began the sales of LED lighting,
commercial air conditioners etc. in India

»

2018

Shares of Chinese subsidiary listed on
the OTC market in China
“The Group's second IPO”

2019

Shares in subsidiaries in Thailand,
Indonesia, and the Philippines
acquired from FT Group Co., Ltd.
New global headquarters established
in Malaysia

ReSPIR

TEZHRCLSSEIES

2020

Began sales of ReSPR antiviral
equipment (acquired exclusive sales
rights in seven overseas markets)

. EBNILUA DIAA
q T1 T SR
2021
® Acquired shares in Sin Lian Wah
Lighting of Malaysia

“Full-fledged launch of business in
local markets overseas”

‘i‘;, RoboWorker

2023

® |Intelligence Indeed RECOMM Co.,
Ltd., established as a Japanese joint
venture with Intelligence Indeed of
China; wholly owned subsidiary
RECOMM DX Solutions Co., Ltd.
established as a sales company

@® Began the sales of Robo Worker (Al-
RPA)

® Acquired 100% of the shares of stock
in Sin Lian Wah Electric Sdn Bhd of
Malaysia, making it a subsidiary

2024

® Acquired 65% of the shares of stock
in TAKNET SYSTEMS PTE. LTD., an
Al server company in Singapore,
making it a subsidiary

2026

® Acquired 100% of the shares of
Yugen Kaisha Kawahara Jimuki, an
Iwate-based office equipment sales
company, making it a subsidiary.

® Acquired 80% of the shares of
Lumitron Pte. Ltd., a Singapore-based
lighting equipment wholesaler,
making it a subsidiary.

RESCI,




Business overview (product lineup) RECON,

A comprehensive producer of optimal office environments

We offer the following product lineup as a B2B solutions provider.

IT solutions

Digital transformation
solutions

Provision of IT devices and cybersecurity services Helping corporate customers to achieve carbon Prrgr\zgit;ngbct?sr?ﬁgtser:Isgtlrt::::lrjarinnszrc;T:ttilg:s(It)r?:())jnr?
for corporate users neutrality and cut costs, by providing highly energy- sFLch megns as BPO centers and gusiness automat%n
Installation construction and maintenance contracting efficient products and services 100ls
Rot :C ——, - \‘ P e ‘i’? RoboWorker ; ‘-5
et’s Copy & Ny >~
l IS—— ERNIA... AI-RPA |
. : ighti Commercial air Al agent BPO services
IT devices Cybersecurity Sl conditioners :
i R\ " Ret’s OCR Ret's Eye
Installation " : Busi isualizati
construction and Internet connection materials : Air purifiers Al-OCR tools

maintenance

Comfortable working environments;costisavings
© 2026 RECOMM Co., Ltd. All rights reserved.




Trends in consolidated results (Past five fiscal years) RECOIY,

Five-year trends in revenue, operating profit, profit before tax and net profit attributable to owners of the Parent (Consolidated IFRS)/Full-year plan for FY 2026/9

[0 7 el B Operating profit (million yen) / OP margin [SIEEES 577 el

l Revenue (million yen)
14,800 550
13,088 450
11,687 413 408
8.920 9,510 -
269 -
FY 2022/9 FY 2023/9 FY 2024/9 FY 2025/9 FY 2026/9 plan FY 2022/9 FY 2023/9 FY 2024/9 FY 2025/9 FY 2026/9 plan
352
315 320 @ Revenue: Expanded 1.66-fold over 5 years (CAGR: +13.5%)
Growth driven by the expansion of the Overseas solutions businesses and consolidation benefits from M&A.
@ Operating margin: On a recovery track to 3.7% in FY2026/9, after bottoming out at 2.3% in
196 FY2024/9
Driven by an improved product mix (UTM and a stock-revenue model) and growing profitability of overseas
subsidiaries.
@ Profit attributable to owners of the Parent: Projected to recover and exceed the level of
84 FY2022/9 in FY 2026/9
Up 62.7% year-on-year, planning to achieve a record high since listing.
% Planning to achieve a record high both in revenue and profit in FY2026/9
FY 2022/9 FY 2023/9 FY 2024/9 FY 2025/9 FY 2026/9 plan
© 2026 RECOMM Co., Ltd. All rights reserved. n




Item (Unit: million yen)

LED

Electrical parts

Servers

MFP (Multi-function printers)

Stock-revenue model (Contract-based
maintenance)

Business telephones
UTM (Security)

Air conditioners
Installation work
SPACECOOL

Other

% Company-wide total

AR

1,887
1,304
1,115

298

309

276
170
316
40

79
593
6,387

2,160
1,515
1,146

350

309

256
229
185
48
46
664
6,908

+ 273
+ 211
+ 31
+ 52

+ 0

- 20
+ 59
- 131
+8

- 33
+ 71
+ 521

* Figures represent the simple sum of non-consolidated results before intercompany eliminations and differ from the consolidated figures disclosed in the financial results.

© 2026 RECOMM Co., Ltd. All rights reserved.

114.5%
116.2%
102.8%
117.4%

100.0%

92.8%
134.7%
58.5%
120.0%
58.2%
112.0%
108.2%

31.3%
21.9%
16.6%

5.1%

4.5%

3.7%
3.3%
2.7%
0.7%
0.7%
9.6%
100.0%




Our competitive advantages

Global one-stop solutions

3 Ill’{y
Advancing into eight countries overseas

Offering consistent products and services in every country

BPO contracting also available in addition to IT devices and eco products

Direct sales abilities

)

Deploying direct sales overseas as well as in Japan

o

A corporate culture that continues to adapt to
the changing times C

The first sales franchise business in the industry

First in the industry to sell copiers with fixed-rate maintenance services

First in Japan to open an outbound offshore call center

First in Japan to open a BPO center in Myanmar

The only non-manufacturer company in Japan to list parent and subsidiary shares in Japan and China
The world's first RPA service with embedded generative Al

© 2026 RECOMM Co., Ltd. All rights reserved.

customer needs

RECOM,
4 R
Deepening relations
of trust with
customers and
building long-lasting
partnerships
through direct
transactions
\ J
Sensitive to

Proposing optimal
solutions




GO,

®sgoe?

s
- / ]
/f § / ﬂ
e
v
<\
f T'

V=

k?@ﬁ“

umfref”m management
~ plan

e

=

\AVJ(W'XK& = 7

@YOZ@RECOMM Co., Ltd. All rights reserved.




© ri"hl,';w

2025-2027 Medium-Term Management Plan mi'm
l_1|

Basic strategy =

Basic strategy: Global specialized trading company vision

Global specialized trading Accelerating global business growth by proposing solutions to global customers

solutions to existing

Selling LED lighting customers
to Japanese firms

company vision: based on state—of-the—art products and services and our strengths in direct
marketing!
Four stages 20
Operating companies in each country aim for — Q.
independent growth through four stages. =~
Stage 4 2 =
Q.
Stage 3 - =
> g New business e =
(o .
s Stage 2 Local market creation g) g
»
@ Stage 1 Customer development  New business 3 5
s tenti Developi : development and g o
3 Customer retention eveloping one-stop deployment to meet ]
’ isiti Offering one-sto solutions for firms in | o6 4¢ of each market < w»m
acquisition g P each market <
@ 3
o =
S =
N
(97
Q.

Market
© 2026 RECOMM Co., Ltd. All rights reserved. ﬂ



2025-2027 Medium-Term Management Plan NV
] RECOMIV,

Goals ®ece00®

® We will do business aiming to achieve the following three targets by FY 2027/9.

Sales ROE
(Return on equity)

Operating margin

CAGR

20, 10.. 20,

or more or more or more

© 2026 RECOMM Co., Ltd. All rights reserved. ﬂ



2025-2027 Medium-Term Management Plan NCA
Review of the previous medium-term management plan and identification of issues

i

® Assessed the outcomes of priority strategies in the previous medium-term management plan and identified current issues.

Enhancing current stage and moving to next stage A N\

oroduct and OVerseas guilding up sales to LED customers) v Difficulty of balancing new customer acquisition and new
rOAUCE AN [T oo oo e S
_ Enhancing current stage and moving to next stage roduct development
service | %'*"°" (Localfimdevelopmenyy x > >
development Stock S;‘:;ﬁ;?,f,{,‘:,“,” ,;“:;’;}g’;:?;’j;: ;Vs'f:;;’,;‘,‘nem ofa A LImpossible to make time available for development without increasing productivity
stock business promotion section
, v Low productivity per salesperson
Overseas Development of global strategic products X
................................................................................................................................................. A . _ w . _
DX 1y promotion support using BPR analysis . ngbllltv to generate results exceeding labor input in “labor-intensive sales
et A activities”
Customer DX  Advancement of BPR business operations through
ACQUISItION | PrOmOt O DX e - L
Decarboni Introducing high-performance energy-saving v leflCU|ty Of hlrlng Salespersons
_____ ?ﬁ‘.‘f?.‘.’.ﬂ......._P._’.‘.?f?'_‘.‘.?.ti.‘.‘_'.‘._‘.‘.?ﬁ.9.‘.‘_7._"..‘_’Y_’.‘._'?_‘."_F.‘_i.?_..*_’fﬁ'_‘ﬂ'..‘_’..f_.':.’?_?.!?gf?_‘.if?%’.._.._.?_.._.._
Decarboni Expanding the lineup of products to promote A LNot easy to fill vacancies due to external environmental conditions
zation  decarbonization
Partner _ . _
development | Overseas Growing sirategic partnerships © v’ (Overseas) Not enough brands targeting local firms
(including .................................................................................................................................................
M&As), LBrand-building activities are essential, but it is hard enough just to devote time to sales
facility DX BPR husiness development in China X y.

development ©2026 RECOMM Co., Ltd. All rights reserved. ﬂ




2025-2027 Medium-Term Management Plan NV
y | S ECONIP

Basic Policy of new Medium-Term Management Plan

® Determined the basic policy based on the identified current issues.
We will address delays in product and service development and customer acquisition, which was the main reasons we failed
to achieve the previous Medium-Term Management Plan's target sales CAGR of 31.3%, by accelerating growth based on
establishment of systems not dependent on human resources (digital transformation of sales).

S \ision: sales DX X M&A

v" Executing data-driven approaches by improving existing sales to build a base of customer data
v" Aiming to realize sales much more efficient than traditional sales through sales DX

v" Also increasing value of new Group firms added through M&As by transplanting sales DX to them
v" Realizing sustained growth through both improving RECOMM itself and accelerating M&As

© 2026 RECOMM Co., Ltd. All rights reserved. E



2025-2027 Medium-Term Management Plan &?@@l Vi w
Concrete efforts to formulate the new Medium-Term Management Plan

® We will build a structure able to achieve efficient sales activities even with limited staff through sales DX. We also will transplant this system
to M&As to increase their value. (* The aim is to achieve massive business growth in a short time using both sales DX and M&As.)

»Vision for sustained business growth (* Business growth by fusing sales DX and M&As) *ltems in red are not yet final or involve issues
Sales DX
X
Phase 1: Short-term growth targets Phase2: Medium-Term targets
. oy . . ‘. Establishing an*mfluential sales Business reorganization through
~—— Advancing existing business —— — Improving solutions proposed N — tvl N M&A ™
Front-end products Downloadable Style Data S
Deep Successful Proposal &p content utilization
- -dri Inside sal i
§ales d.atax understandi % Data-driven case studies X scenarios by X Back-end products 8 X nsi ‘; sales X 8 Domestic % Overseas
integration ng of approach ) . . . M&As M&A
by industry industry & Web marketing Field sal Marketing
customers ) ield sales )
Stock products (branding) automation
Building up sales skills and putting them . o ] ) . . o
L to use right away JN Approaches to make proposals more efficient | L Realizing sales that are not labor intensive N Pursuing synergies through reorganization )
. . (Phase 2)
»Scenarios for business growth through DX X M&A Realzing ] EEt2ishing a content Greatly expanding
. o ~N marketing system. .
Realizing sales DX within RECOMM salesDX | improving productivity and-. (_BrouF_’W'de
(improving productivity and profitability) % profitability O earnings in a short
i © Phase 1 :
8 Toward sustained & | e by «_ timeframe
Increasing value of M&As . g owth of more = upgrading existing sales . RECOMM of .
(transplanting sales DX model to M&As too) . = operations the future Transp|gsnTtE;f|)qe calos
(2]
. than 20 A;lyear = Past DX model to M&As, too,
Growing Groupwide earnings foundations < increasing value
(as sources of further M&As and partnership ) m';::::ve RECOMM at present

development) sales
© 2026 RECOMM Co., Ltd. All rights reserved. Group growth through M&As ﬂ



2025-2027 Medium-Term Management Plan

RECOMY,

| ]
o9 0o®
Specific three-year sales DX plan o
® We will link data to the CRM system in a short timeframe and thoroughly implement sales based on the system.
® The aim is to improve all three aspects of sales, human resource development, and product development through sales activities based on customer
information.
Overview of Companywide sales DX promotion based on the CRM system
Virtuous cycle generated by sales DX Management improvement effects Companywide impact
based on CRM use Positive effects on management Impacts on individual businesses
Collecting Increasing rate of successfully receiving orders Improving performance of domestic business
data on sales v’ Sales staff able to approach customers at the v" Promoting optimal sales activities and accelerating human
tiviti } customers' desired timing } resource development to secure new customers by
activiues . v" Fully able to visit customers at the timing of the developing new products and services
New product I Proposmg replacement v' Building new stock models and increasing the percentage
Y YUY ; of stock business, controlling separation rates, and
release = New .\d/ \\ sales .aCtlons increasing the rate of product adoption per customer
customer ! 1‘/. at optimal
acquisition ' CRM ] timing Accelerating human resource development Improving performance of overseas business
\ /7
AR ’ v' Data-driven sales enables even younger sales staff v" Accelerating human resource development can be
-7 to take action to increase rates of successfully expected to impact the acquisition of customer firms
receiving orders in overseas markets by training local human
Managemen v" Quickly putting human resources to effective use . resources _
labor savin g Im pr ovin g Also expected to impact product development

= New product sales skills Improving new product development abilities

development

New customer acquisition in the DX business

} v" Improving development abilities by securing the time } v' Efficient new customer acquisition can be expected

in the DX business based on customer data from
other RECOMM businesses units.

needed for new product development
Impacting not only sales but also enhancement of v' Shifting the focus of managers, which has been

product development through the thorough use of CRM consumed by management tasks, toward new
product development

© 2026 RECOMM Co., Ltd. All rights reserved. H



2025-2027 Medium-Term Management Plan

Priority measures in domestic business

RECOMI,

® |n domestic business, we will develop new business, increase the percentage of stock business sales, and increase customer satisfaction.
® We will establish target sales for each measure and shift toward business models with more solid revenue bases.

Priority measures in domestic business

________________________________________________________

Main policy on
domestic business

I I I
New development Increasing percentage of stock business sales Increasing customer satisfaction
[ [ [

: I : I : I
Direct-sales customer Agent develooment Expanding stock Establishing stock business Strengthening service Accelerating visitation
acquisition g P services sales growth plans and support structures maintenance
A 4 A 4 A 4

To acquire new customers, it will be essential to develop
new products with high market growth potential

h 4

Carbon-neutral solutions
Cost-saving solutions
Cybersecurity solutions

Business productivity improvement solutions etc.

Expanding stock services

® Introducing new stock products and services
® Helping to increase numbers of customers by
providing them with added value

Establishing stock business sales growth plans

® Quickly launching sales methods and models
® Incorporation into HR evaluation systems

________________________________________________________

© 2026 RECOMM Co., Ltd. All rights reserved.

information

Enhancing Service and Support Center structure

® Establishing a remote maintenance structure through
customer-dedicated sites

® Expanding time available for services by providing the
latest information, posting FAQs, and linking to other

Accelerating visitation maintenance
® Using DX to manage actions by technical staff and
advance customer service at centers

________________________________________________________

Shifting toward stock-based business models with more solid revenue bases
= Deploying measures to secure new customers and increase customer satisfaction



2025-2027 Medium-Term Management Plan

L . . RECOIY,
Priority measures in overseas business

® We will target firms in each market through development of local human resources and more precise marketing.

® We will accelerate strategies by developing human resources capable of communicating the high quality of RECOMM product brands to local firms and by refining the local target
selection.

Local human resource development

More precise targeting of firms in each market
"» Target allocation illustration Target customers Target priority

Ability in demand

Accurately communicating high- Vision of needed human resources
performance Japanese products to ilioseiableliofcommuniCate|product A Japan- . i
Japan-affiliated firms appeal accurately in the local languages (H) ®- - - - affiliated | Japan-affiliated firms e D sales will continue
firms = =

[Local human-resource development cycle]

Gathering knowledge Absorbing knowledge Giving it a try

N . Priority target:
‘ ‘ ‘ ‘ . Leading firms trading Sales \{/ill t?e promoted
, . . . _ Pl @®--—-- Local3 i with Japan-affiliated O } build
Concentration of sales Absorbing verbalized Trying out absorbed Evaluating efforts made S L firms to uild up case
knowledge accumulated methods and methods and based on clear 3 studies
since our founding and sales  knowledge through knowledge in the actual ~ standards, and making _g- ____________________________________________________________________________________________________________________________
methods of ideal sales staff various methods sales field improvements <
Ry ¥ $ $ e ! : Active development
i ; e : ; —_ i Local firms more : will be promoted based
Product-specific Overseas training On-the-job training Setting up action ) ®---- Local 2 5 .. i LA }
sales maﬁuals trips (0JT) standards based on ‘<£ sensitive to quality on tl?e above case
— Ser.1d.ing.sales staff for Suppgrting experienf:ed CRM studies
LED training in benchmark senior colleagues in Implementing actions [
sales manual |- markets for each product actual customer sales proposed using CRM
condli\tii:ning o _ - o i Local f_irms looking for
sales manuai= Through the cycle of regular training, OJT, and improvements, building ®- - -- Local1 { low-priced products DX } Not targeted
SPACECOOL | a system for more efficient development of local human resources I i aboveall =
sales manual [~
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2025-2027 Medium-Term Management Plan

Priority measures at overseas M&As

RL: @V vy

® We will aim to improve business results further through synergies leveraging the advantages of M&As and RECOMM.
® The RECOMM Group will promote the acquisition of customer firms in each market via Japan-affiliated firms and M&As.

lllustration of generating synergies through our business and M&As

Strategic synergy generation scenarios (exs.)

ab
e Robokiorker

From RECOMM to SLW business

through M&A channels

EINI._{?ANWAH

v partners
Products alaysia SPACECOQL SPACECOOLIRPA tools
RECOMM (= @@lﬁ' N .
- ®se e -'J °
Further growth in Deployment of M&A From SLW to RECOMM business
market share through products through ail partners
sales DX RECOMM channels ! LED product deployment
Q i B2 ot orker From RECOMM to SLW business
S Installation of th ' S partners
§ R'éscglwalwlon IO Dex i Singapore Venustech UTM SPACECIOOLIUTM
Deployment of >ales : - ( ,ml O . ]ﬁ ¢
RECOMM product model | -
products U i o0 0® .

Further growth in
market share

e . Yynergy
generation

Priority mission:
Acquisition of Japan-
affiliated customers

© 2026 RECOMM Co., Ltd. All rights reserved.

From SLW to RECOMM business
partners
Super Micro products

Efficiently targeting both
Japan-affiliated and local
customers

Ny

TAKNET SYSTEMS PTE.
LTD.

4

Priority mission:
Acquisition of local

customers in each
market n
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©MIV]
Priority measures in the DX business (Al agent + RPA) -’

®ego00®
® We will promote solutions matched to industry needs through both RPA and BPO based on more precise targeting, focusing on the development of industry-specific packages, centered on Al agents.
® We also will promote market development leveraging BPR proposals by combining both BPO and RPA.

Main strategic policies ®
lllustration of service provision combining RPA and BPO

Targeting policy Accelerating BPR
Proposal scenarios for major firms H
- Industries with chronic labor shortages proposals comblnlng
Replacement proposals (small-scale, disporsed industries) RPA and BPO o |l e gJ
& * Industries in which business systems S %’_ = 2
] . have been adopted with large shares ] Q 8 38 S —
adoption service proposals - Analog industries still using paper in Cutting total costs 2 | g S S
many operations : 5 | 32 | = 23
- Industries whose market growth Dev_eloplng an § 3 R S Employ
Proposal scenarios for second-tier firms and SMEs potential continues to increase environment for 5 % 1 3 ] E'?s
- ) . . . . . o ~ = b
. Egggtm: with points of contact with concentrating on core = 3 Yo 8 :3 -
Bundle development by industry operations 2=z | o DR 3
2 | 3 — = 5 0 O Lo
& ~ (development, sales, s | g . 532
proposal scenario development _ _ planning, etc.) s ¢ Iz . B
Target industries: ’ =2 EHE 3 ~
(i) Healthcare and welfare domain ] S S &2
o K= g.. = §
Bundle content = § g3
[ A acont ] [ Products for each ] (ii) Residential real-estate domain
agen industry (including remodeling) Now Ideal

e LR ul Creating successful case studies in individual industries through comprehensive proposals of BPO and

the competition RPA solutions = Deploying successful case studies horizontally in market development
© 2026 RECOMM Co., Ltd. All rights reserved. ﬂ
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2025-2027 Medium-Term Management Plan m:

[ ] ] ] ] ] ] ] vl
Priority measures in administrative sections -

® We will improve productivity by revising the workflows of existing operations and eliminating operational waste.
® We will transform into a profit-generating administrative department by promoting management through optimal operations and staffing levels.

Improvement targets
Existing —— Optimal Productivity
. || Optimization ) improved b
operations operations y

Formulating improvement plans for existing operations

? .
Studying optimization from the following Productivity 1 0%

improved b
perspectives P y (Eight person-
Comns 7 nonin i
o !’roductlwty (Eight person- .
ﬂ‘ improved by month reduction) !
| < 3% : i
Canitbe eliminated?  Can they be combined? Can it be rearranged?  Can it be simplified? g::::ﬁ person- i |
v" Reconsidering v" Consolidation of v" Rearrangementof ~ v' Developing work reductic?n) | E
operational similar operations work procedures, patterns I | !
objectives v" Considering sites, staff v' Automation, labor : : !
v ldentifying unneeded separation of saving i X I
operations complex operations ' i '
o o FY2025 FY2026 FY2027
Formulating improvement plans to sort out existing 32nd term 33rd term 34th term

operations and optimize each

© 2026 RECOMM Co., Ltd. All rights reserved. ﬂ



Business model: One-stop provider of five solutions from IT to carbon neutrality, RZCOIMLY,

DX, security, and anti-infection
< [ [ : Carbon
Business 2 neutral
telephones LED lighting

Commercial air
D|g|tal multifunction

printers

Security cameras

Antiviral

-------------------------------------------

........................................................................................................................................................... 1. Cybersecurity

DX promotion @ RDbDNDFkEI’ =

Digital
V series

technologl

-------------------------------------------------------------------------------------------------------------------------------------------------------------------------------------------------------------------------------------------------------------------------------------------

© 2026 RECOMM Co., Ltd. All rights reserved. ﬂ
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Evolution from a sales company to a B2B solutions provider RECOMI,

parT 1 2 3 4 5

1994-2004 2005-2009 2010-2014 2015-2019 2020-
From founding to IPO  Diversification Business reorganization Renewed growth New growth
FY 2007/9: recorded record-high sales since IPO Launched global specialized trading company vision
L Sales surpass 10 billion yen ®
Unit: million yen FY 2019/9: Advanced into nine countries
. 2008: Global financial crisis around the world, including Japan
Japanese Sharp drop in new PHS sales IFRS
GAAP
9,000 Business crisis
Manufacturer

acquired ® COVID 19

Overseas business

Advancing overseas
acceleration

M&As resume

Sales V-shaped recovery
4,000
IT device sales company IT device sales/BPO company B2B solutions provider
ina nrofi /\
Operating profit /—v
2001/9 2002/9 2003/9 2004/9 2005/9 2007/9 2008/9 2009/9 010/9 2011/9 2012/9 2013/9 2014/9 2015/9 2016/9 2017/9 2018/9 2019/9 2020/9 2021/9 2022/9 2023/9 2024/9 2025/9
A 1,000 Listed on former Dalian RECOMM

Hercules Market shares listed OTC
© 2026 RECOMM Co., Ltd. All rights reserved. ﬂ



Forvvard-looking statements GO
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Information other than historical facts in the descriptions in this document or made orally are forward-looking statements prepared on the basis of certain

assumptions. These reflect management's judgment based on information available at the present time, and they include risks and uncertainties.
This document is intended to help shareholders, investors, and others understand the Company's management policies, plans, financial position, and other
information. It is not intended to solicit investments by readers, including the purchase or sale of Company stock. Readers are requested to use their own

judgment in making investment decisions.

While every care is taken with regard to the inclusion of information and data, no guarantee is provided regarding such matters as the accuracy of the

information contained herein. In addition, the Company will not be liable for the information contained or any errors therein, regardless of cause.

Unauthorized reuse of this document and its data is prohibited.

Address any inquiries to the following:

RECOMM Co., Ltd., attn.: IR
Email : ir@recomm.co.jp
URL: http://www.recomm.co.jp

© 2026 RECOMM Co., Ltd. All rights reserved. E
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