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I will begin with an explanation with respect to financial highlights for the fiscal year ended March
31, 2025.

| will then move on to explain our Medium-Term Management Plan 2027 released on April 17.

Finally, I will explain our full-year earnings forecasts and shareholder returns. After that, | would
like to answer your questions for as long as time permits.
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o Financial Highlights for the Fiscal Year Ended March 31, 2025

EVITAL K5K HOLDINGS. INC.

Let us start with the financial highlights for the fiscal year ended March 31, 2025.




I Summary of Income

(Million yen, %)

Previous year's results Results forecast FY2025 Results

Announced February 25, 2025

Rafio to net Ratio to net
sales sales rate
Net sales 587,481 - 600,000 - 600,370 - 100.1 1022
Operating profit 5,556 0.94 5,500 0.92 5,706 0.95 103.7 102.7
Ordinary profit 6,557 1.12 6,700 1.12 6,970 1.16 104.0 106.3
Profitattributable to 5,843 0.99 7,000 1.17 7,308 1.22 104.4 125.1
owners of parent
ROE 5 = 6.9
" £ § e CVITAL KSK HOLDINGS, ING.

In the fiscal period under review, we achieved increases in both sales and profits in all the
categories. Additionally, the progress made against all of our earnings forecasts exceeded 100%.

The conditions at the start of this fiscal year were difficult, including the NHI drug price revisions
and the loss of revenue from the contracts for delivery of COVID-19 vaccines recorded in the
previous fiscal year. However, we posted strong financial results.

First, net sales increased by 2.2% year on year to ¥600,370 million, thanks to increased sales in
the Pharmaceutical Wholesaling Business, our core business.

Operating profit was ¥5,706 million, up 2.7% year on year. This was mainly due to increased
profits in the Pharmaceutical Wholesale Business as well as improved profitability in Other
Businesses.

Ordinary profit was ¥6,970 million, up 6.3% year on year, due primarily to foreign exchange gain
on investment securities in addition to increased operating profit.

In addition, progress in sales of cross-shareholdings led to the posting of extraordinary income of
¥4,238 million. Consequently, profit attributable to owners of parent rose 25.1% year on year, to
¥7,308 million.




ROE also reached 6.9%, the highest level since FY2016.



I Pharmaceutical Wholesale Business

(Million yen, %)
Hravio 0 =
Amount ‘Ratio to net sales Amount Ratio to net sales Change YoY
Net sales 552,870 - 564,614 = 11,744 102.1
Gross proﬁt 40.48? 7.32 41,358 7.33 870 102.2
Seling, gensial and 35,574 6.43 36,194 6.41 620 101.7
administrative expense
Operating profit 4913 0.89 5,163 0.91 250 105.1

1. The April 2024 NHI drug price revisions and decreased sales of COVID 19-related
products such as treatments had a negative impact.

2. Sales of influenza vaccine, original drugs, cervical cancer vaccine and COVID-19
vaccine grew.

3. Profit increased due to the above sales growth and price negotiations conscious of
the cost of transactions, despite the absence of the revenue from COVID-19
vaccine deliveries and the reversal of an allowance for doubtful accounts for major
customers seen the previous year.
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Growth rate by category

102.7%

Prescription drugs
Reagents and medical devices 94.9%

OTC drugs 104.7%

EVITAL K5K HOLDINGS. INC.

| would now like to explain the situation by segment. First, in the Pharmaceutical Wholesale
Business, sales and profit increased.

Net sales increased 2.1% year on year to ¥564,614 million because the increase in revenue due
to sales of products eligible for the price maintenance premium, mainly anticancer drugs, original
drugs, influenza test kits and treatments and sales of COVID-19 vaccines and cervical cancer
vaccines exceeded the decrease in revenue due to the NHI drug price revisions and the reduced
sales of COVID-19 related treatments and other products.

As a result of our efforts to negotiate appropriate prices, gross profit exceeded the level in the
previous year. However, selling, general and administrative expenses also increased slightly due
to the recording of allowances for doubtful accounts following the bankruptcy of some customers
and the recording of business investment expenses.

As a result of the above, final operating profit was ¥5,163 million, up 5.1% year on year.




I Factors in the Year-on-Year Change in Net Sales in the Pharmaceutical Wholesale Business

+15.2 billlon yen

Original drugs
+13.3 billion

552 8 billion yen

Products eligible for PMP
{excluding COVID-19
treatments)

Year ended
March 31, 2024
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+5.8 billion yen

Generics

-25.2 billion yen
-4.7 bilian yen
+0.0 bilkon yen
COVID-19
treatments
Long-term Vaccines
listed drugs

EVITAL K5E HOLDINGS. INC

564 .6 billion yen

-2 5 billion yen

Other 11.7 billion
yen

Year ended
March 31, 2025

Next, | will explain in detail the main factors behind the increases and decreases in net sales in the
Pharmaceutical Wholesale Business.

We have been focusing for some time on sales of products eligible for the price maintenance
premium, which allows products to maintain prices for longer. These efforts have paid off, and our
sales in this category increased by ¥13,300 million. In addition, sales of original drugs and generic
drugs increased by ¥15,200 million and ¥5,800 million, respectively. However, sales of long-term
listed drugs fell by ¥25,200 million, largely due to the impact of NHI drug revisions and elective
care introduced from October last year.

Meanwhile, sales of vaccines, which we have been pushing for some time, rose by ¥9,900 million,
reflecting strong sales of COVID-19 vaccine and cervical cancer vaccine; however, sales of
COVID-19 treatment fell by ¥4,700 million

As a result, net sales increased by ¥11,700 million year on year to ¥564,600 million.




I Substantial Improvement in Operating Profit in the Pharmaceutical Wholesale Business

Revenue from COVID-18
vaccine deliveries and reversal
of an allowance for doubtful
accounts for major customers

I Researchiand
development expenses:

1,367
million yen

5,163
4913 million yen
million yen
_3_"546 Result
million yen 151.0%
Year ended Year ended
March 31, 2024 March 31, 2025
" { § BEeTee

5,353
million yen
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Reported one-off profit (revenue from COVID-
19 vaccine deliveries and reversal of an
allowance for doubtful accounts for major
customers) of 1,367 million yen in FY2024

Incurred R&D expenses of 190 million yen as
part of investment for future growth in
FY2025; however, operating profit in real
terms, excluding impact of such expenses,
was 5,353 million yen, surging 151%

Profitability of the Pharmaceutical Wholesale
Business, which is the Group's core business,
is increasingly steadily

Next, | will explain the results of our analysis of the operating profit of the Pharmaceutical

Wholesale Business.

In the previous fiscal year, the segment achieved operating profit of ¥4,913 million, which included
¥1,367 million in revenue from local government contracts for delivery of COVID-19 vaccines and

reversal of an allowance for doubtful accounts.

In spite of the loss of this revenue this fiscal year, our previous efforts to carefully negotiate prices
that took into account the value and distribution costs of each individual pharmaceutical product
proved successful, resulting in an increase in operating profit to ¥5,353 million, effectively up 51%

year on year.

The profitability of the Pharmaceutical Wholesale Business, which is the Group's core business, is,

therefore, increasing steadily.




I Pharmacy Business

(Million yen, %)
Previo 025R
Amount Ratio to net sales Amount Ratio to net sales Change YoY
Net sales 19,115 = 19,552 = 437 102.3
Gross profit 4,790 251 4,781 245 -9 99.8
. f;::?sﬁzlez'pm » 4,479 234 4,529 232 49 101.1
Operating profit 310 1.6 251 1.3 -59 81 .OI

1. Sales grew, mainly due to efforts to expand income from dispensing technical fees and income from pharmaceutical
management fees, despite a decrease in the the number of prescriptions received.
2. Profit fell, mainly due to the impact of NHI drug price revisions and longer duration prescriptions.

MR SRS EVITAL KSK HOLDINGS. INC.

Next, | will discuss the Pharmacy Business.

Net sales increased by 2.3% year on year to ¥19,552 million due to the opening of one extra store
in March 2024 and an increase in the price per prescription.

However, as a result of the insufficient growth of gross profit due to the impact of the NHI drug
price revisions, operating profit was ¥251 million, down 19.0% year on year, resulting in an
increase in sales but a decrease in profit.




I Veterinary Drug Wholesale Business

(Million yen, %)
Previo 025R
Amount Ratio to net sales Amount Ratio to net sales YoY
Net sales 11,027 = 11,626 = 599 105.4
Gross profit 1,610 146 1,658 14.3 48 103.0)
. dsnfl':'l‘im‘ﬂtzle;i';"ni » 1,259 1.4 1,344 16 84 106.7
Operating profit 350 3.2 314 2.7 -36 BQ_SI

1. Sale increased due to the acquisition of Arrowmedical Inc. (headquartered in Yokohama) in August 2024, which offset the
negative impact of the commencement of direct sales of some products by manufacturers.
2. Profit fell mainly due to rising purchase prices.

MR SRS
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Next, | will explain the results of the Veterinary Drug Wholesale Business.

Although negatively impacted by the switch of some products due to the commencement of direct
sales from manufacturers, net sales increased by 5.4% year on year to ¥11,626 million due to the

acquisition of Arrowmedical Inc. as a consolidated subsidiary in August 2024.

However, operating profit was affected by rising purchase prices and other factors. It was ¥314
million, down 10.4% year on year, resulting in an increase in sales but a decrease in profit.




I Other Businesses

(Million yen, %)
e 195 R
Amount Ratio to et sales Amount Ratio to net sales Change Yoy
Net sales 4,468 = 4,577 = 109 102.4
Gross profit 4,092 91.6| 4172 91.2 80 102.0)
By Rl 4,201 94.0| 4,251 92.9 50 101.2
Operating profit -109 = -78 - 30 -

1. Sales increased due to the recovery of sales in each business.
2. The operating loss was smaller due to the above factor.

MR SRS EVITAL KSK HOLDINGS. INC.

Next, Other Businesses.
Due to sales in each business recovering, losses were reduced by ¥30 million.

As a result, net sales were ¥4,577 million, up 2.4% year on year, and the operating loss was ¥78
million.




I Balance Sheet

(Million yen)
AsofMarcn | TASTof March increane/ Main factors for increase/decrease
31,2024 31,2025 decrease
Current assets 203,303 187,896 -15.407
X Settlement of notes and accounts payable - trade in the fiscal year under
Cash and deposits 34,712 23,099 -11,612 review due to the last day of the previous fiscal year being a bank holiday
. - - Callection of notes and accounts recevable - trade in the fiscal year under
Notes and accounts receivable — trade 17,993 116,944 -1,048 review due to the last day of the previous fiscal year being a bank holiday
Inventories 31,421 33,253 1,832 | Impact of NHI drug price revision
Non-current assets 113,954 111,529 -2.424
Property, plant and equipment and
intangible assets 53,617 53,459 -158
Investments and other assets 60336 58 070 -2.266 | Sales of cross-shareholdings

Total assets 317,258 299 426

Current habilities 193 407 174,880 -18,527

Settiement of notes and accounts payable - trade in the fiscal year under
review due to the last day of the previous fiscal year being a bank holiday

Notes and accounts payable — trade 179,174 162,492 -16,682

Short-term borrowings (including current

portion of long-term borrowings) 1,560 1,870 19
Other current liabilities 12,373 10,515 -1,857 | Payment of accounts payable - other
Non-current liabilities 17,910 17,240 -670
0 abilitie 0
Net assets 105,940 107,306 1,366
. r - Recording of profit attributable to owners of parent, payment of dividends
Sherehokiers' equity 79,958 82,678 2,720 and acquisiion of treasury shares
Accumulated other comprehensive 24 705 23,234 -1.471 | Decrease in remeasurements of defined benefit plans

income

Total liabilities and net assets 317,258 299 426

"4 § Bt CVITAL KSK HOLDINGS. INC.

Finally, | would like to explain the balance sheet.

As of Mach 31, 2025, total assets were ¥299,426 million, a decrease of ¥17,831 million from the
end of the previous fiscal year.

Current assets decreased by ¥15,407 million. This is attributable to a fall of ¥11,612 million in cash
and deposits, reflecting the settlement of accounts payable in the fiscal year under review because
the end of the previous fiscal year was a bank holiday.

Non-current assets decreased by ¥2,424 million, reflecting sales of cross-shareholdings.

Subsequently, total liabilities came to ¥192,120 million, down ¥19,197 million from the end of the
previous fiscal year. The main factors behind this included a decrease in accounts payable of
¥16,682 million due to the aforementioned settlement of accounts payable in the fiscal year under
review, and payment of accounts payable - other.

Net assets were ¥107,306 million, an increase of ¥1,366 million. This is because the decrease due
to dividends paid and the purchase of treasury shares was more than offset by the increase
resulting from the recording of net profit.

This brings me to the end of my explanation of the financial highlights for the fiscal year ended
March 31, 2025.
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Medium-Term Management Plan 2027

Move on to the Next Stage —

V‘ VITALKSK
HOLDINGS

Next, | would like to talk in detail about Medium-Term Management Plan 2027
launched from this fiscal year.

12



Our Vision

WEREEENE

Let me start by explaining our vision under Medium-Term Management Plan 2027.

13



Summary (FY2019-2024)

Six-Year

Summary

FY2019 FY2020 FY2021 FY2022 FY2023 FY2024
600.3 billion
Net sales S Tl 577.2 billion 579 8 billion 587 5 billion
sl st 537.0 bihon
0.94% 0.05%
Operating profit 0.63% ek e __—— o
margin " . =
i 0.429 i -
'»,_._..,-
ROE 4.8 1.2 4.7 49 5.7 6.9
PBR 0.63 0.42 0.40 0.47 0.60 0.56
Major external * = g b b hd

factors

This is summary of the six-year period starting from FY2019.

The sales strategies we have implemented so far have paid off, and our net sales
have increased steadily over the past few years. While we continued to face a
challenging environment, with repeated NHI drug price revisions and the COVID-
19 pandemic, our operating profit margin also rose to 0.95% thanks to
widespread initiatives focused on transaction costs.

Meanwhile, from a capital profitability perspective, our ROE is now 6.9%,
improving each year; though as a listed company, we still have a way to go.
Similarly, we recognize that our PBR also needs more work.

14
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Our Purpose and Long-Term Vision 2035

Supporting community healthcare so that people can live healthy lives with peace of mind

Long-Term Vision 2035
Beyond medicine, beyond barriers

Innovating the future of medical care by being a “connector”

Vision for 2035 L - %
usnEsses

8 Areas of Activities

uojsodon sejes

) s, {
> B 1/ ) A48
Sopmsucstmn of logistics Oﬁl‘haul of pharmaceutical  Expansion of medical product  Expansion of life support
functions whnlesale business sales business

;t‘ I'.*Iﬂ k ;’\_ q‘ I

Business expansion m the
companicn animal and
agmech fislds

ion with central and
business husmess local governments

Strengthening of rental

This shows Our Purpose and Long-Term Vision 2035.

We aim to implement stable and profitable management as an indispensable
presence in regional and community healthcare.

We recognize that this Medium-Term Management Plan 2027 covers an
extremely important three-year period between now and 2035.

15
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Managerial Goals in Medium-Term Management Plan 2027

660 . O billion yen 1 . 1 5% or more 8 . 0% or more

Business growth indicator Business profitability Capital profitability
indicator indicator

This shows the three managerial goals in Medium-Term Management Plan 2027.
We are committed to achieving them in the three-year period ending March 31,
2028.

The first is net sales of ¥660,000 million. This represents a 110% increase from
FY2024. While this is a fairly challenging goal given the continuation of annual
NHI drug price revisions, we aim to work together to achieve this.

The next goal concerns the core operating profit margin. Starting from this fiscal
year, we will aggressively invest in growth more than ever before. A typical
example of this is the pharmaceutical business | will explain later. The expenses
associated with this will be recorded as research and development expenses in
SG&A expenses for several years to come, and this will have a negative impact
on operating profit. We have, therefore, defined operating profit before deduction
of research and development expenses for the pharmaceutical business as "core
operating profit," with a view to making investments for the enhancement of
corporate value in the future while at the same time reliably increasing the
profitability of existing businesses, and we are committed to achieving this
managerial goal. We will aim for a core operating profit margin of 1.15% or more.

16



Finally, we have a KPI related to capital profitability. Here, too, we have defined
ROE before deduction of the aforementioned research and development
expenses for the pharmaceutical business as "adjusted ROE", and we will aim for

adjusted ROE of 8.0% or more.

16



Position of Medium-Term Management Plan 2027

2019

2022

2025

Medum-
Term
Vision

slojeapuy
ssauisng Jofey

saInseaw Aay

&

Phase of building foundations

Fourth Medium-Term
Management Plan
{F¥2019-2021)

Become a corporate
group chosen by
customers

Net sales  ¥577 2 billion

Operating proft
rafio 0.51%

ROE 47%

wholesale busingss
structure for the confinued
generation of profit even
during penods ofiow
growth

{ii) Increase profitthrough the
growth and expansian of
amerging business

) Strangihen group
managamant

) Establish a pharmaceutical

for realization of vision

Fifth Medium-Tarm
Manag: Plan
(F¥

Business model
innovation with an eye to
the next generation

Netssies  ¥600.3 billion

Operating profi
e 0.95%

ROE 69%

(I} Developmentofa mors

sophisticated supply chain

() Implemantation of
pharmacy busingss
initiatives and DX &t drug
wholesalers and
pharmacies

(i) Enhrancemant of sales
struciure for hospital
markel

(v} Group management
stralegies

Phase of popularization and
expansion for realization of vision

Medium-Term Management
Plan 2027
(FY2025-2027)

Business mode! innovation with an
eye to the next generation
= Phase2-

et sales

¥660.0 bilion

Operating profit ratio

(-
before special items 1.15% or more

Adjusted ROE 8.0% or more

Business portfolio management

Strengthen group management

[V [ Mot
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Long-Term Vision 2035

Beyond medicing
beyond barriers
Innovating the future of medical
care by being a “connector”

Phase of rapid growth
through achievement off >
business model innovation
and high capital profitability

Further develop initiatives implemented to date for realization of Long-Term
Vision 2035

Implement radical structural reforms to achieve high capital profitability
Achieve business model innovation through active growth investment to

enhance corporate value in the medium and long term

Steadily grow existing business and also actively invest in growth including
new business and M&A

Thoroughly implement ROIC management and generate appropriate profit to
support community healthcare

Implement management that is conscious of the cost of capital and ensure
high capital profitability

Evaluate profitability and growth potential of existing business segments

based on ROIC and CAGR
Make active investments in new business that will lead to future growth

Optimize balance sheet management and formulate cash flow allocation policy

Establish advanced corporate governance structure and strengthen
sustainability intiatives

This slide shows the positioning of Medium-Term Management Plan 2027. By
further developing the initiatives implemented to date, we will advance to a new
stage on the path towards realization of Long-term Vision 2035.

17



Three Priority Measures
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Next, let me explain our three priority measures.
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Priority 7 ' Priority \ / Priority
Measures [/ Measures / Measures

1 .\ 2 ) .3

Business portfolio 1 Financial strategy and s
management capital policy

Implement balance sheet management

Strengthen group management

Establish a business portfolio basic policy )
based on an awareness ofthe optimal

for sustainable growth and medium-to-long- Establish a corporate governance structure
) capital structure, and also establish a cash ] ) )
term improvement of corporate value fit fora prime-listed company, and also step
flow allocation policy and allocate cash in a N o )
based on an awareness ofthe cost of up sustainability initiatives to bring about
) ) well-balanced manner to investments that
capital, and perform regular evaluation and steady growth

- will lead to sustainable growth and
monitoring
shareholder returns

The first is business portfolio management. In line with a business portfolio basic
policy, we will evaluate and monitor each business and realize sustainable growth
based on an awareness of the cost of capital and medium-to-long-term
improvement in corporate value.

The second priority measure is financial strategy and capital policy. We will focus
on improving our balance sheet, which has often been identified as an issue by
institutional investors. We will also establish a cash flow allocation policy and
allocate cash in a well-balanced manner to future growth and enhancement of
shareholder returns.

Our third priority measure is to strengthen group management. We will push
further ahead with strengthening the diversity and independence of the Board of
Directors.

19



Three Priority Measures

Business portfolio management

¥ [ § Bifphee

First, let me explain in more detail about business portfolio management.

20
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Business Portfolio Basic Policy

In existing business, perform evaluation and monitoring each fiscal year based on ROIC™ (Return On Invested Capital) and CAGR (5 year net sales compound annual growth
rate)

For hurdle rate, use consolidated WACC™ (Weighted Average Costof Capital). Currently, WACC is estimated at around 6.0% (average for past three fiscal years)

For any unprofitable, low growth businesses positioned as “areas in need of rebuilding”, forrulate a tumaround plan and judge whether to atternpt to rebuild them or withdraw
from them in accordance with the business portfolio basic policy

nd the average of interest bearing debt and

o conaideration and use ihe average for the

recent three fiscal

Evaluate the profitability ; PromiSinQ QI'OW'th continued
and growth potential of as i
Phamaceutical Wholesale existing business E areas n veStment areas
Business segments based on ROIC -
and CAGR i Determining the direction Expanding business scale
Perform monitoring regularly Areas in need of Return maximization
Pharmacy Business to gp"m;fu:z[:“s'” 35 rebuildi ng areas

Veterinary D
Impraving or withdrawing Generating FCF

ROIC

{Retumn on Invested Capetal)

Hurdle rate

WACC
{currently 6.0%)

This shows our business portfolio basic policy.

In our four existing businesses, that is, the Pharmaceutical Wholesale Business,
Pharmacy Business, Veterinary Drug Wholesale Business and Other Businesses,
we will perform evaluation and monitoring each fiscal year based on ROIC and
CAGR. For the capital profitability hurdle rate, we will use consolidated WACC.
Average WACC for the past three years is recognized to be around 6.0%.

For businesses which, due to unprofitability or low growth, are positioned as
"areas in need of rebuilding" in the bottom left of the grid, we will quickly formulate
a turnaround plan and judge whether to attempt to rebuild them or withdraw from
them.

By allocating limited management resources effectively, we aim to achieve
sustainable improvement in corporate value.

21
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Business Portfolio Strategy

Improve ROIC of existing business and encourage growth = Strengthen profitability of core businesses, scale back or withdraw from loss-making businesses
) reduce costs througl n, and invest in growing businesses
Create new businesses to serve as future pillars of eamings = Expand the logistics services business focusing on 3PL®, and branch out into new pharmaceutical business

{business of supporting the introduction of unapproved drugs)

*3PL 3rd Party Logistics

Current business portfolio Portfolio Targeted under Medium-Term Management Plan 2027

g
3
§
9
:
i

> Promising growth areas Continued investment areas

Promising growth areas Continued investment areas

* To be realized in —
Nursing care-related Fraois—ax ceuticals
t,eneratinu

rental and other business
Investment
in growm
“of stable

Pharma- g
ceutical i

Wholesale

Business

Investment
in growth

(@ pvout sames Bueak g) MO

Anbmal

Areas in need of rebuilding Ret;fﬁ maximlzanon areas

Hurdie rxn = Consoidated WACT ROIC (Return o invested Cagesl)
cumanty & 0%

Next, | will explain the business portfolio targeted under Medium-Term
Management Plan 2027.

To improve ROIC and encourage growth in existing businesses, we will further
strengthen the profitability of our Pharmaceutical Wholesale Business while also
scaling back or withdrawing from loss-making businesses, reducing costs through
business integration, and investing in the nursing care-related rental business,
which has high capital profitability.

We will also focus on creating new businesses to serve as future pillars of
earnings, expand the logistics services business focusing on 3PL, and enter the
pharmaceutical business. These are medium-to-long term initiatives looking
further than the coming three years to FY2028 and beyond.

22
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Three Priority Measures

Business portfolio management

Pharmaceutical Wholesale Business

Next, | will explain about the Pharmaceutical Wholesale Business, which is our core business.

23



Strategies by Business - 1. Pharmaceutical Wholesale Business

Summary of the Fifth Medium-Term Management Plan

® Foct f prima maintenanc products and

ame fromih, "
@ biion yen
Net sales
564.6 billion
54 552 9 billion
E4E 1 billion
202
Operating profit / - L
Operating profit ratio 0.89% 091%
o °
0.38%
- 4.9 billion 5.1 billion
2.0 billion

2022

Desired Direction under Medium-Term Management Plan 2027

(el ol X8 jaU BRI 5) MO
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Compliance with Guidelines for the Improvement of Commercial Transaction Practices
of Ethical Drugs, and cr stabiiization of contnbutad profit

Sales expansion th: our strengths, according to area charactenstics
Realization of distinctive drug distribution that steadily taps into market growth for each
customerf

Pursuit of further business efficiency through the promotion of DX and use of Al

t—= Improvemant of ROIC and generation of stable FCF

Promising growth areas Continued investment areas
Pharmaceutical
Wholesale
Business
Areas in need of rebuilding Return maximization areas

Hustle eate = Consoldated WACC RIOIC (Ratem on Invasied Capal)
fourently 8 0%)

Let me start with a review of the previous Medium-Term Management Plan. We
focused on sales of prime maintenance premium products and vaccines and, as a
result, sales grew steadily. In addition, we negotiated prices politely based on the
prices of individual pharmaceuticals and distribution costs, and our operating
profit and operating profit margin both improved significantly.

Under our new Medium-Term Management Plan launched this fiscal year, we aim
to strengthen profitability further through continued implementation of these
initiatives. More specifically, we will continue focusing on compliance with the
Guidelines for the Improvement of Commercial Transaction Practices of Ethical
Drugs, and complete stabilization of contributed profit. We will also realize optimal
drug distribution for the area characteristics, whether urban or suburban, and for
each customer, including hospitals, clinics and pharmacies. Furthermore, we will
also pursue further business efficiency through the promotion of DX and use of
Al, in anticipation of decline in the working-age population.

Through these measures, we will improve ROIC and generate stable free cash

flow.
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Strategies by Business - 1. Pharmaceutical Wholesale Business

Move the Pharmaceutical wholesale
Conceptual drawing of growth of
Pharmaceutical Wholesale Business

business into a new stage

»)

3 concepts for strengthening profitability

- Increase efficiency through the promaotion of
DX and the use of Al -

- Help advance the evolution of the drug
distribution industry

‘ Improve productivity ‘ . ‘ Leverage human resources | _ Raise quality ‘

Focus on activities thal only people can do

Our Strengths Supporting Community Healthcare
y tr
4 Phammaceutical distribution cosT
il ¥ network covering every corner of
Market growth the community Increased

distnbution costs

3 values we have cultivated

v Relationships of trust with many
» cuslomers built up over many
Challenge
=

gs and nuanced
management of contnbuted profit

NHI drug price

revision
.
Collabo-
ration ﬁ \

High-quality, resilient logistics i

OX in healthcare

Our Founding Spirit

ong sense off Deliver medicines to
mission people who need them
at any time

functions

Population
decline in

rufal regions

This is a conceptual drawing of the growth of the Pharmaceutical Wholesale
Business.

Based on our founding spirit "Deliver medicines to people who need them at any
time", we will leverage the values and strengths we have developed to date to
grow and advance onto the next stage.

We have established three concepts for further strengthening the profitability of
the Pharmaceutical Wholesale Business. These are "Improve productivity",
"Leverage human resources" and "Raise quality". Let me explain them
individually in detail,

25



Strategies by Business - 1. Pharmaceutical Wholesale Business

Specific Initiatives
for Strengthening Profitability

V[T R

Improve productivity '
| - Increase efficiency through the promotion of *

DX and the use of Al -

Leverage human resources

- Focus on activities that only people can do

"' Raise quality '|

- Help advance the evolution of the drug |
distribution industry

Promotion of DX

" Arukana Mill,
L - e _/

AXOTV 25< T
Reduce MS workload through completion of
operation for handling customer enquines
about orders received and delivery dates

within the system health-refated information

Step up rollout of platform prowiding
contents such as pharmaceutical company
webinars and disease awareness and

Further increase work efficiency through the
renewal of systems useful both internally and
externally for the reduction of urgent
deliveries, inventory management, elc

= Review o
Reo anl“tlnn
internal work flows

Conduct a review of internal work flows, restructuring organizations and using IT and
Al, with the aim of increasing productivity by centralizing information and avoiding the
duplication of work

urther rmpmvemento
delivery efficien:

increase the efficiency of delivenies, introducing systems to
digitize vanous forms and determine optimal delivery routes

starting with "Improvement of productivity".

Japan's working-age population is shrinking and it is becoming difficult to secure
labor. Meanwhile, the work volume of pharmaceutical wholesale MS and logistics
staff is increasing year by year as a result of pharmaceutical shipment

adjustments and decline in the number of MR.

To address these difficulties, we seek to increase efficiency by promoting DX and

encouraging the use of Al, while also working to
improve the working environment.

raise the quality of works and
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Increase productivity: Digitization of product receipts in attempt to increase work efficiency W

m Work flow of branch staff

Receiptoforder  iSsuanceandsorting -, ') Checkingofstamp > Seanningofforms » Cheekingfor % gijng and storage

of forms /" uncollected forms

- =, Contacting the MS in f 3
Issuance of forms Checking for forms Scanning of collected chargé abort Filing or!rEcE[plﬁrand?
ﬁl and sorting that have nat been receipts (OCR) stonng & beancn for

Present uncollected or

e Sl - d el years
according to course stamped, elc : - unstamped receipts = = ==
| o T \ B 2 ;
Receipisare.  (rders received - :':..
paper-based i 2 = E S 1 —
online or by phone g . ‘

Fromotes more

efficient information
Euture shanng and checking
x - x x within the company
Recepts are B

digzed Orders are

received online or
by phone

Y

- i i Achievement of significantimprovement
Improvement in efficiency of { Improvementin work efficiency of

y in work efficiency and labor savings
form-related work through delivery staffas well _
digitization Work of sorting forms is A digital signature |s Maintenance ?nd improvement of distribution
+ no longer necessary received on delvery structure that is secure, safe and stable

work load per branch staff ) _
member \ Reduction of environmental impactas a

result of going paperless

Approx. 23% reduction in daily . Q = ‘ e Centralized management and use of data
= !

| would like to highlight digitization of product receipts as one specific initiative.

The traditional workflow using paper-based product receipts involved many tasks
which had to be dealt with through analog systems, for example, the sorting of
forms according to the delivery course, the scanning of collected receipts and the
storage of receipts, making it impossible to reduce the workload of delivery staff
and branch staff.

Digitizing product receipts will allow us to increase the efficiency of form-related
work. The previously mentioned work of sorting forms according to the delivery
course, scanning collected receipts and storing receipts can be significantly
reduced and we expect this to lead to a roughly 23% reduction in daily work load
per branch staff member.

Digitization will also allow us to reduce environmental impact and to maintain a
stable pharmaceutical distribution system despite labor shortages. This is an
industry-first initiative but we are boldly taking on this challenge.




Strategies by Business - 1. Pharmaceutical Wholesale Business

Specific Initiatives
for Strengthening Profitability

" [ § Bttt

| Improve productivity : Leverage human resources Raise quality
| - Increase efficiency through the promotion of

. -Focus ctivities that onl !
| DX and the use of Al - ocus on actvities that only people can do

distribution industry

- Help advance the evolution of the dr

ug

Hospital Strategy

Create a highly specialistteam sales o g La Xraw bl Pharmaceuticals Test reagents

structure to further strengthen presence in

the hospital market where anti-cancer P g o,

drugs and other high costinjectable drugs M Team-based
approach

are used

“WAPS. Medical Asuist Farh

nacy

Area Marketing Strategy

Make the mostof our high prescriber coverage
rate and links with local governments and
diverse occupations as a regional wholesaler
to replace the declining MR function and bring
about sales of vaccines and pharmaceuticals

Replacement of MR function

Expansion of sales of vaccines
Promation of collaboration with local
govemments and dive occupations

Women's Health Care Solutions (WHS)

Moving onto "Leverage human resources".

Human resources are our biggest strength. With a strong sense of mission to

support community healthcare and high levels of expertise, our staff provide wide-

reaching, in-depth support to hospital, clinics and pharmacies nationwide.

In terms of strengthening our sales capability in the hospital market, which has

been a focus since the previous Medium-Term Management Plan, we will ste
the training of specialist human resources such as next-generation MAPs, ca

pup
ncer

liaison, and medical MS and also establish the new Lab Access Dept. to increase
our involvement with pathology labs, with the aim of expanding our share of the

market for anti-cancer drugs and other high cost drugs.

For clinics and pharmacies, we will make the most of our high prescriber

coverage rate and links with local governments and diverse occupations, which
are our strengths as a regional wholesaler, to replace the declining MR function

and bring about sales of vaccines and pharmaceuticals.
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Strategies by Business - 1. Pharmaceutical Wholesale Business

Specific Initiatives
for Strengthening Profitability

W

- Increase efficiency through the promotion of
DX and the use of Al -

Improve productivity " ‘ Leverage human resources

Listribution strategy
by area

Urban areas
(Tokyo Matropolitan Area
Kita-Kanto, Keihanshin
Diistrict)

Rural regions and suburba
{Tohoku, Nigata, rural
municipalities of Kinki region)

® Achieve further
rationalization through
integration of logistics

® Reorganize base
network in Tokyo
Metropolitan Area and

Kita-Kanto bases
® Rebuild logistics bases
in Kethanshin District

@ Review delivery
structure and consider
joint deliveries

- .

=

- Focus on activities that only people can do

Xpansion of services
besides wholesale

- Help advance the evolution of the drug
distribution industry

"' Raise quality

ophisticated supply

chain
Establish a high quality logistics structure including
developing GDP and GMP* comphance logistics
faciities and acquinng ISO certification

Develop a distnbution structure that can meel needs
even in times of emergency through the additional
introduction of disaster response vehicles, etc

Populanze new services that allow
people to live healthy lives with peace of
mind, expanding them beyond regional
boundanes b A G (- 17

ArteiblBEROELD

The third initiative is "Raise quality".

We operate in areas with very different characteristics, that is, urban areas and
rural and suburban areas. We will implement the optimal distribution strategy for

each of these areas and work to expand our market share.

We will develop GDP and GMP compliant logistics facilities and acquire ISO
certification, and we will also develop a stable distribution structure to ensure
constant access to pharmaceuticals even in the event of earthquake, heavy

rainfall or other disaster.

In addition, we aim to create new value through efforts to expand services other

than wholesale such as the okusuri-aun tool for more effective and efficient
patient care and GuuMin, a service that can help improve infant sleep.
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@ Raise quality: Establishment of optimal, high quality distribution structure as an infrastructure company g

supporting community healthcare

Distribution strategy in urban areas -
(Tokyo Metropolitan Area, Kita-Kanto, Keihanshin District)

High population accumulation rate x Large
scale market

= Establish distribution network that optimizes
product flow and logistics

® Establish the optimal distribution network for steadily capturing health

care demand, which is expected io grow due to population aging in urban
with high population accumulation rates

® Make the Isehara Logistics Center (tentative name), scheduled to start
operation in FY2026, a core facility in the 3PL business

@ Develop a structure for the stable supply of pharmaceuticals in an
emergency situation based on the assumption of an urban disaster
scenario

Keihanshin District Tokyo Metropolitan

Area and Kita-Kanto

Distribution strategy in rural regions and suburbs

(Tohoku, Niigata, rural municipalities of Kinki region)

Population decline x Large area

= Establish efficiency structure and assume

responsibility for stable supply of

pharmaceuticals

® Establish optimal distribution structure to support community care by
integrating bases to achieve rationalization and introducing information
systems to increase efficiency

@ Pursue new distribution possibilities such as the healthcare in remote
areas and the operation of drones for the stable supply of
pharmaceuticals in the event of disaster

Rural municipalities Most areas in
of Kinki region Tohoku and Niigata

| will now explain specific area strategies.

In the Keihanshin District, the Tokyo Metropolitan Area and Kita-Kanto Area,
which combine a high population accumulation rate and a large scale market, we
expect growth in health care demand due to aging. We will establish a distribution
network for steadily capturing demand and also seek to expand the 3PL
business, with the Isehara Logistics Center, scheduled to start operation in

FY2026, as a core facility.

Meanwhile, in rural municipalities of the Kinki region, Tohoku and Niigata, which
are characterized by population decline and a large area, we will support the
stable supply of pharmaceuticals by integrating bases to achieve rationalization
and introducing information systems to increase efficiency. We will also consider
new distribution possibilities such as drones and joint deliveries.
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Strategies by Business - 1. Pharmaceutical Wholesale Business

Financial Targets under Medium-Term
Management Plan 2027

Unit- billion yen, %

Ratio to Ratio to Ratio to Ratio to
Result s Plan Bl YoY Plan AR Ya¥Y Plan ] YoY
Net sales 564 6 - 584 .0 ‘ = 103.6 600.0 1027 620.0 - 103.4
Operating profit 51 091 56 096 108.4 6.0 1.00 108.6 7.0 1.13 116.5
Net sales 620.0 billion Operating profit | Operating profit ratio
6000 bilion 113%
1.00%
584.0 billion
0.96%
564 6 billion 0.91% -
L
5.1 billion
2024 2025 2026 2027 2024
{Plan (Ptan) Plan}

Through implementation of the above initiatives, in the Pharmaceutical Wholesale
Business in FY2027, we aim to achieve net sales of ¥620,000 million, up 110%

from FY2024, operating profit of ¥7,000 million, up 140% from FY2024, and an
operating profit margin of 1.13%.
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Three Priority Measures

Business portfolio management

Pharmacy Business
Veterinary Drug Wholesale Business
Other Businesses

Next, | will explain about the Pharmacy Business, Veterinary Drug Wholesale Business and Other
Businesses.
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Strategy for Each Business: — 2. Pharmacy Business

Summary of the Fifth Medium-Term Management Plan Desired Direction under Medium-Term Management Plan 2027

® Sales rose slightly due to increases in both technical fees and ® Inlegrale & consolidated and non-consolidated operating companies info a

L single company In 2 bid o iImprove productivity
® O and ® improve capital profitability by eliminating surplus capital

h ® Expand sales and increase Group synergy through new pharmacy openings
® acialized and M&A - i ‘

r

tian with local

cy and home care support functions L & Aimtoachieve a ROIC that is greater than the hurdle rate

ment loss in FY2023

Promising growth areas Continued investment areas
Net sales

9 1 billio 19.5 billion
19.1 billion
16.3 billion '

fmge Lpwoul sa@s jau sk §) HOYD

Operating profit /

Operating profit ratio 1.62%
2B% v
i * 1.28%

0.58%

]
b 310 million
26 " . T
100 millior 250 mullion Areas in need of rebuilding Return maximization areas
e Iy Hurdie rate = Consobiated WACC ROIC {Fatumn on Invested Captas)
2022 2023 L oy 5.0%)

sgm af e Croe TEETRSRNS e amasst of oparsting gl

First, the Pharmacy Business continues to face a difficult operating environment
due to successive NHI drug revisions and rising SG&A expenses.

We will, therefore, integrate six consolidated and non-consolidated operating
companies into a single company during the plan period in a bid to improve
productivity. Capital profitability will also be improved through the elimination of
surplus capital. We will also focus on M&A in areas where new store openings
and synergy with the wholesale business can be expected.

Through these measures, we aim to achieve a ROIC that is greater than the
hurdle rate in three years from now.
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Strategy for Each Business: — 3. Veterinary Drug Wholesale Business

Summary of the Fifth Medium-Term Management Plan Desired Direction under Medium-Term Management Plan 2027

® Strengthen pharmaceutical sales in the Tokyo Metropalitan Area and medical device
sales in Tohoku and Hokkaido to maximize the effect of making Amow Medical
Corporation a consolidated subsidiary

® Expand the business of manufacturing and selling pet food

® Made Arow Medical Corporation a consobidated subsidiary in

® Sales fell. afier manufacturer staried sslling cerain products

directly in F

® Rising purchase prices squeezed operating profit
: | + Improvement of ROIC and generation of stable FCF

Net sales g Promising growth areas Continued investment areas
a
=
5 11.6 billion =
N 11.0 kil
10.8 billion Hiion 3
i
2022 23 2024 §
b
Operating profit /
Operating profit ratio ;
311% 317%
L4 * 2 T1%
: ]
330 mullion 350 million 310 million
Areas in need of rebuilding Return maximization areas
2024 Haurdie rate = Canschiated WACC ROIC (Return on [avested Cagital)
{cormatly 8.0%)
" The sz of he DITie REFESENZE v Amourt of pREaTng ot

Moving onto the Veterinary Drug Wholesale Business.

In August last year, we made Arrow Medical Corporation, which operates in the
Tokyo Metropolitan Area, into a subsidiary. Over the coming three years, we will
work to generate synergy between us, including strengthening pharmaceutical
sales in the Tokyo Metropolitan Area and medical device sales in Tohoku and
Hokkaido. At the same time, we will focus on expanding the pet food
manufacturing and sales business. Through these initiatives, we aim to improve
ROIC and generate stable cash flow.
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Strategy for Each Business: — 4. Other Businesses

Summary of the Fifth Medium-Term Management Plan Desired Direction under Medium-Term Management Plan 2027

® Seek to expand the nursing-care rental business, which has high capital profitability
through intensive investment

® Decide whether to rebuild or withdraw from businesses/operations with low capital
profitability

® Change neme from “Other Businesses™ to “Nursing Care-related Rental and Other
Businesses”

many intergroup transactions

|_. Improve ROIC and CAGR through expansion of the nursing-care
rental business

o 2 = =
Net sales § Promising growth areas Continued investment areas
T
4 4 billion L 4 billion 4.5 billion 3
4.4 hillion T - g Mursing care-related rental
i and other business
' &
( 124 ;
H
Operating loss
2022 2023
-100 million T0 milkion
-200 million
Other ; .
Businesses Areas in need of rebuilding Return maximization areas
Hurgie rate = Conpoltated WACC ROIC (Ratem on invested Capeal)
{cumantly 8.0%)
he 328 of the oroie represents the amount of opecatng profit

Next, Other Businesses.

This is a business segment that includes delivery companies, etc. and has many
intergroup transactions. We will seek to improve profitability through intensive
investment in the nursing care-related rental business, which has high capital
profitability. Accordingly, starting from the current fiscal year, we will change the
segment name to the "Nursing Care-related Rental and Other Businesses".

We will monitor businesses and operations with low capital profitability each year
and decide whether to rebuild or withdraw from them in accordance with the
business portfolio basic policy.
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Three Priority Measures

Business portfolio management

New business

[V [ Mot
HOLDINGS

Next, | will discuss new businesses.
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Strategy for Each Business: — 5. New Businesses

Desired Direction under Medium-Term Management Plan 2027

FCF generated through

Proceeds from the sale Use of interest-bearing

Utlization of some of these funds for new

-— improved management + ’ i T ebt wi y
business of existing businesses of cross-shareholdings . debt where necessary
¢  Promising growth areas Continued investment areas
3
&
® Refers tologistics senices as a whole including 3PL and transpont i * To be realized in
business i FY2028— 2830
® Spin off business which previously operated within the Pharmaceutical i taia
Wholesale Business and manage it as an independent business to further -4
improve profitablity 9 Investment
& 7 % in growth
® Actively pursue M&A transactions to acquire logistics-ralated companies i TN
23 .
Pharmaceutical business
(business of supporting introduction of unapproved drugs) P *, Generation
b *, of stable
® Take the mitiative in collaborating with partner companies to launch and Pharma- %, FCF
commercialize in Japan new drugs already approved in the U.S. and Europe . Ani ceutical %
that have yetto be introduced to Japan “_ Wholesale

® Maomize Group synergy by alse assuming responsibslity for the sale and Business

distribution of new drugs

Develop business pillars that are separate from core businesses by actively ; 3
making growth investments PRGNSR — 7 i

ng g 3 Return maximization areas
Huslie rate = Comsoldated WALT AQIC (Faram on invasted Cagital)

Areas in need of rebuilding

Aim to maintain high capital profitability beyond FY2030, when the sale of cross-
shareholdings will be complete lcursenity 8.0%)

During the three-year period of Medium-Term Management Plan 2027, we will
utilize free cash flow generated through improved management of existing
businesses, proceeds from the sale of cross-shareholdings, and interest-bearing
debt where necessary to focus more than ever before on the creation of new
businesses,

specifically, the logistics services business and the pharmaceutical business.

The logistics services business refers to logistics services as a whole including
3PL and transport business. We will spin off business which previously operated
within the Pharmaceutical Wholesale Business to further improve profitability. In
addition, we will actively pursue M&A transactions to acquire logistics-related
companies.

Moving onto the pharmaceutical business. This business involves taking the
initiative in collaborating with partner companies to launch and commercialize in
Japan new drugs already approved in the U.S. and Europe that have yet to be
introduced to Japan. It does not involve manufacturing pharmaceuticals already
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approved in Japan. Accordingly, the official segment name is pharmaceutical
business (business of supporting introduction of unapproved drugs) segment.

By actively investing in these new businesses, we will develop business pillars that
are separate from our core Pharmaceutical Wholesale Business. And we will aim
to maintain high capital profitability beyond FY2030, when the sale of cross-
shareholdings will be complete.
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Strategy for Each Business: — 5. New Businesses

Logistics services business

Turn logistics function into a new profit pillar
through further development of the advanced supply

chain we have established to date

High profit

®  Swuengthen acquisition of new customers in the
3PL bus 5

®  Purs 1
business operators and transport companies

High quality

® Comply with GDP and GMP standards
®  Acquire ISO 9001 certification

transachtions to acquirte warshouse

Highly functional

®  Equipment for increasing defivery speed and
accuracy
®  |ogistics network that supports stable supply

¥ [ § bttt

./’ Boasts industry-leading scale
and functions

Isehara Logistics Ce
tentative name)
Scheduled to begin operating

in FY2026
Make into core facility of 3PL
business

Hyogo Logistics Center
Base in West Japan
equipped with cutting-edge
logistics equipment

I will now talk about the logistics services business in more detail.

We have four logistics centers in Vital-Net's sales area and three in KSK's sales
area. In FY2026, we will complete a new logistics center as a core facility of the
3PL business in Isehara, Kanagawa Prefecture. Through further development of
the advanced and high-quality supply chain we have established to date, we will
not simply transport pharmaceuticals but rather turn the logistics function into a

new profit pillar.

Specifically, we will strengthen acquisition of new customers in the 3PL business
and pursue M&A transactions to acquire warehouse business operators and

transport companies.
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Strategy for Each Business: — 5. New Businesses
Pharmaceutical business
(business of supporting
duction of unapp d drugs)
New venture where we take the initiative in collaborating with partner companies to launch and commercialize in Japan new drugs already
approvedin the U.S. and Europe that have yet to be introducedto Japan

Purpose of entering this business

® Toplay a part in resolving social issues by becoming more proactive about Japan's drug loss issue as a company involved in health care.
® To achieve further improvementin corporate value and fulfil our responsibility as part of the social infrastructure supporting community
health care in the medium and long term

Overview of business model

ﬁq E V( VITALKSK

& HOLDINGS
; ; : License agreements for

Pharmaceutical companies in the (( pharmaceuticals already )) Importand package manufacturing

U.S. and Europe Hndlied OvessoRs Clinical developmentand post-
marketing surveillance
Marketing and sales
Distribution within Japan

* Some operations willbe culsourced 19 partner companies

Research, developmentand
import/export of pharmaceuticals
Manufacture and sale

Moving onto the pharmaceutical business.

This business is a completely new venture for us where we take the initiative in
collaborating with partner companies to launch and commercialize in Japan new
drugs already approved in the U.S. and Europe that have yet to be introduced to
Japan.

We have decided to enter this business for the following two reasons.

First, to become more proactive about Japan's drug loss and lag issue as a
company involved in health care. Second, by getting this business on track, we
aim to achieve further improvement in corporate value and fulfil our responsibility
as part of the social infrastructure supporting community health care in the
medium and long term.

As to the actual business model, we will sign license agreements with
pharmaceutical companies that have drugs already launched in the U.S. and




Europe and, together with parther companies, we will be directly involved in the
supply chain in Japan, including development and manufacturing, marketing and
distribution.
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Strategy for Each Business: — 5. New Businesses

Pharmaceutical business
(business of supporting
of unapp

ﬂﬂlﬂ"l

Capital and bus

@58 alliance with SanBio s a dir rvestment-type b S After the Iz ane 4 by 8 0, 8: o's shar cé s eapected
tdinary income will arise through -
VE

£l
tha Iduutmﬂa new |:'r "_'IUL CL
e Business, 3PL Bus d other Group busi

oval f‘JJ anwill anse [rl iny i tmant will D& IOEOfUCJJ resaarch and
a|:9n ses After the faunc a new drug, much
55 andthe 3PL Business Is emisaged andthe

Whi JIESJ e Busine:

We cannot give any specific company names or product names atthe moment for procedural reasons. As $00nas we are in a position to announce this information we
will prompfly disclose it

introduce to Japan

We are currently in negotiations with a number of pharmaceutical companies. To help achieve the two purposes ofresolving Japan's drug losstag issue and iImproving
our corporatevalue inthe medium andlonglerm, we infendlo develop this business as a new plllar of eamings through the creation of he optimal alliances and
business models inthe given momenl  We will report the pro. s olthe businessin atimely manner

For dinical development, post-marketing survelliance and manufacturing, we will form partnerships with companies thatunderstand the purpose of this business: These
are all highly specialist companies with strong capabiities, and we plan o create a lean structure while property ansuring safety

cussed ihe matter based on detalled |rnu|al:0n using vanous paftams of patient numbers, prices, elc.

n for the pattern with the highestnsk the IRR (intemal rate of retum) far exceeded the hurdie rate set
uI in urn@w :)u iness imestment s Tjncauc Alsoinregardto the pharmaceuticals wa plan to introduce in the future, we will make appropriate investment decisions
each ime in accordance with strict Internal standards

TTIQ HJlCI FIQL. ru_an.-' Invesiment Co f""'“l athoroughl
g

I will now answer some key questions we have been asked about this business,

beginning with the impact on our financial results. The three-year period of this
Medium-Term Management Plan is a period of research and development, giving
rise to an increase in SG&A expenses. In the future, once new drugs have been
launched, much greater synergy not only in the sale of pharmaceuticals in this
business but also in the Pharmaceutical Wholesale Business and the 3PL
Business is envisaged, significantly bolstering the Group's profit.

Turning next to the risks involved in entering this business. Starting with the risk
of failing to launch a new drug in Japan, we are attempting to introduce to Japan
pharmaceuticals that have already been approved in the U.S. and Europe and we
believe that the risk of failure is extremely low. There is also the risk of a drug
being launched but not being priced as expected. Here, too, we are thoroughly
implementing risk control through the performance of various simulations.

There is also the question of whether we are equipped to deal with the processes
involved in the pharmaceutical business, given that our core business is the




Pharmaceutical Wholesale Business; and even if we are, surely this will be a
costly venture. While we will take the initiative in this business, we will not be
shouldering all the costs for in-licensing and commercialization alone. We plan to
collaborate with partners that understand the purpose of this business and already
have prospective partners who will take on the clinical development and
manufacturing side of things for us.

Finally, since this is a new business in which we invest considerable resources, we
assume stakeholders may have concerns about whether business management
decisions are being made in an appropriate manner. Our Investment Committee
ran detailed simulations using various patterns of patient numbers, prices, etc.
before we decided to enter this business. Given that these simulation results
showed that, even for the pattern with the highest risk, the IRR far exceeded the
hurdle rate set out in our new business investment standards, our Board of
Directors resolved to enter this business.
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Medium-Term Management Plan 2027 Three Pnonty Measures (i) Business portfolio management

Long-term Vision 2035: Review of 8 Areas of Activities

oy
Sophistication of lbgistics O of medical Expansion of kfe support
fun

wnole‘aleu USNEss product sales busness
- & \
o | m
- My X
ca
Strengihening of rental

business fusnes: ‘ anu local governments companion ani| ey
agritech fie

Expand net sales and operating profit
by revamping management of existing
business (businesses other than
Pharmaceutical Wholesale Business)
® Phamacy Business

® Veteninary Drug Wholesale Business

® Nursing care-related rental and other Strengthening of rental
T e

business

MRS

Boldly take on the challenge of new
businesses, aiming for further improvement
of corporate value in period to 2035

® Improvement in profitability of logistics business
including 3PL

® M&A to acquire warehouse business operators
and transport companies

@ Entry to pharmaceutical business (business of
supporting introduction of unapproved drugs)

{ g {
wih central  Busmness sxpan =

[

We have also revised the 8 areas of activities set out in our Long-Term Vision
2035 in connection with these latest business portfolio management initiatives.

More specifically, we clearly positioned "Entry to pharmaceutical business" as one
of the 8 areas of activities and we will also aim for high capital profitability in the
medium and long term by continuing to focus on improving the management of

existing businesses.
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Three Priority Measures

Financial strategy and capital policy

[V [ Mot
HOLDINGS

I will now explain our financial strategy and capital policy.
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Positioning of Financial Strategy and Capital Policy

Improvement of Capital
Efficiency
¥

Improvement of ROE Improvementof ROIC

Profit ‘ Business profit

Equity Invested capital

[ |

| Maintenance of denominator (shareholders' equity
or invested capital) at a reasonable level

¥ h 4

Increase in numerator (profit or business profit) ‘

Strengthening of Earning Power of Business ltself * See P10~-33 Financial Strategy and Capital Strategy * See P34~39
® Business porifolio management @ Optimal capital structure’ Balance sheet management
* #® Cashflow allocation policy =
® Acceleration of disposal of cross-shareholdings
@ Strengthening of shareholder retums

First, this is an overview of the improvement of capital efficiency.

We use ROE and ROIC as indicators of capital efficiency. In the formulas for
both, profit is used as the numerator, and shareholders' equity or invested capital
is used as the denominator.

Firstly, we will increase profit, which is the numerator, in the medium and long
term by thoroughly implementing business portfolio management and further
increasing the profitability of existing businesses as explained earlier and by
generating new earnings through growth investment.

Meanwhile, we will seek to maintain shareholders' equity or invested capital,
which is the denominator, at a reasonable level through the financial strategy and
capital policy | am about to explain.

Through this, we aim to achieve high capital profitability.
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Optimal capital structure:

V[ R

Balance sheetmanagement

Thoroughly implement balance sheet management to achieve optimal capital structure that achieves the right balance between financial soundness

and capital efficiency

Liabilities

Assets
Interest-bearing debt

Fund procurement maintaining
net DVE ra 0.0x

Asset turmover

Aim to achieve 2.0 or more

Capital

Funding policy
@ Raise funds while keeping the net D/E ratio in the range for maintaining the intemally estimate

credi rating (-(
® Maintain the sharehold

ers' equity ratio at around 35% (financial leverage off around 2 9x)

(shareholder retum policy

@ Maintain a DOE (dvidend on equity ratio) of 3 0% or more based on the assumption of stable

divide ments

® En eholder returns in the event that surplus capital 1s expected after consideration of
growtt : eeds

® Step up the al of cross-shareholdings, and scrap prev total shareholder

retums of 50% or more in order to allocate part of the proceeds from the sale of cross
shareholdings to growth investment

Asset acquisition/reduction policy

assets tumover of 2.0 or more*1

=5 of cost of capital
See P38
payables and inventories, idle real

erate reduction in

C i eholdings to net
achieve as

e in receivables

I would now like to explain balance sheet management for the optimal capital

structure.

First, our funding policy is to raise funds as necessary while keeping the net D/E
ratio in the range for maintaining the internally estimate credit rating. We will aim
for a shareholders' equity ratio of around 35%, which will keep financial leverage

at around 2.9x.

Next, regarding our shareholder return policy, we are revising our target DOE
from 2.0% or more to 3.0% or more, based on the assumption of stable
dividends. In addition, we will scrap our previous policy of total shareholder
returns of 50% or more in order to aggressively invest in growth over the period of
the current Medium-Term Management Plan. In the event that surplus capital is
expected after consideration of growth investment needs, we will in addition

enhance shareholder returns.

Finally, we have our asset acquisition/reduction policy. We will aim for total assets
turnover of 2.0 or more and generate sales more efficiently. Additionally, we will
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strictly apply standards for investment selection based on an awareness of cost of
capital and accelerate the sale of cross-shareholdings. Furthermore, we will
achieve as much reduction as possible in other assets, including reducing sites
and disposing of idle real estate.

Through these initiatives, we aim to improve our balance sheet.
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Cash flow allocation policy

Achieve the right balance between investment in strategic businesses and future growth, for realizing our target
business portfolio, and enhancement of shareholder returns

Cashin flow Cash out flow
9 0 Existing capital investments
- ® investment to maintain existing businesses and increase business efficiency, including
billion yen branch streamlining and WMS*
* WWS: VWarehouse Management System
growth
® Investment related to new logistics business such as 3PL centered on lsehara Logistics
35.5 , 1.0 :
billion yen billion yen : spiiiic
2.6 billion yen Repayment of interest-bearing debt: Mainly repayment of long-term bomowings
Operating cash flow Internal reserves. Maintenance of financial soundness and financing of investment for further
3.5 billion yen growth
+ g
Sale of non-core Shareholder returns
® Planned payment of dvedends that maintains DOE of 3 0% or more (annual dwidend of
assets 9'4 around 68 yen)
® Flanned payout ratio of around 40~45%
billion yen ® Enhance shareholder retums in the event that surplus capital 15 expected after
consideration of growth investment nesds

Total Total
35.5 billion yen 35.5 bilion yen

I will now move on to our cash flow allocation policy.

Over the three-year period starting this fiscal year, we plan to generate total cash
inflows, including operating cash flow and sales of cross-shareholdings, of ¥35.5
billion. We will allocate this cash as follows.

First, we will allocate ¥9.0 billion for investments in existing businesses, including
branch streamlining and WMS, ¥11.0 billion for growth investments such as
investment in the new logistics business and pharmaceutical business and M&A
as explained under business portfolio management, and ¥2.6 billion for the
repayment of interest-bearing debt.

For shareholders returns, a top management priority, we will allocate ¥9.4 billion
for the payment of dividends of around ¥68 annually that maintains DOE of 3.0%
or more. As a result, the consolidated payout ratio will be 40-45%.

We plan to keep the remaining ¥3.5 billion as internal reserves for maintaining
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financial soundness and financing investment for further growth. In the event of
surplus capital, we will further enhance shareholder returns.
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Acceleration of disposal of

cross-shareholdings
Achieve previous target two years ahead of schedule and speed up disposal to reduce ratio of cross-shareholdings to ‘

consolidated net assets to less than 20% in FY2027 and to less than 10% in FY2029
40.1% :
37_50.’"’0 _d_____---""_‘-‘.-h-_' — 37.50‘0 2d on closing values as of March 31, 2025, Accordingly, if
* B v g shareholdings to consolidated net assets to
= 27 and to less than 10% ved at all costs
“~~._ Lessthan 20%
e
376 40.3
ullian ballian
19.8 Lessthan 1 0%
billion
. - 6.1
Medium-Term Management Plan 2027 ilion
FY2022 FY2023 FY2024 FY2025 FY2026 FY2027 FY2028 FY2029

Forecast

Next, | would like to explain the disposal of cross-shareholdings.

In dialogue with many institutional investors to date, we have received comments
about the speed of disposal of cross-shareholdings. Initially, we planned to
reduce the ratio of cross-shareholdings to consolidated net assets to less than
10% by FY2031; however, we have now revised this target and now aim to speed
up disposal, reducing the ratio of cross-shareholdings to consolidated net assets
to less than 20% by the end of FY2027 and to less than 10% by the end of
FY2029, two years ahead of the original schedule.

The latest schedule is the result of a review in order to achieve a ROE that is
consistently higher than the cost of shareholders' equity during the five-year
period to FY2029, which is when the growth investments explained earlier will
start to bear fruit and actually contribute to profit.

As a company that supports regional and community healthcare, we will do our
best to implement management that is stable in the medium and long term and
has high capital profitability.
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gement Plan 2027 Three Pnonty Measures (i) Financial Strategy and Capital Strateg Ul‘lf’.".{}i.:‘.f“’f
Strengthening of Shareholder

Returns

We have revised our target DOE(dividend on equity ratio) from 2.0% or more to 3.0% or more. We plan to achieve a
dividend payout ratio of around 40~45%.

Changeddividend > 08 yen 68 yen 68 yen
policy to DOE of 3.0% (Plan) (Plan) (Plan)
or more
Changed dividend
policy to DOE of 2.0%
or more |
Dividend payout ratio of
40~45%
45
39 42
24 26

Medium-Term Management Plan 2027

FY2019 FY2020 FY2021 FY2022 FY2023 FY2024 FY2025 FY2026 FY2027

Finally, | will discuss strengthening of shareholder returns.

As explained earlier, we attach importance to shareholder returns and have
revised our dividend policy to a target DOE of 3.0% or more. Through this, we
plan to pay an annual dividend of around ¥68 and achieve a dividend payout ratio
of around 40-45%.
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Three Priority Measures

Strengthen group management

¥ [ § Bifphee

Let me now explain the strengthening of the Group management structure.
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Business Portfolio Management
Organization Chart
T AL KsK
HOLDINGS

Sustainability Committee ]

Board of Directors

falata

Risk and Compliance Committee

Performs regular monitoring to verify whether corporate
activities are being conducted properly in accordance with
the Risk Management Regulations and Compliance
Guidelines

Promotes the Group's sustainability activities in
accordance with the Sustamability Basic Policy "

L

g Management
Investment Committee >
D Pk e R Committee
Considers investment proposals and refers them to the *

Management Commitiee and the Board of Directors, in
that order, in accordance with the Policy on New Business -
Investments and M&A {Corporate Planning Department and

| Accounting & Finance Department

L

New business

Conducts a business evaluation and formulates an investment
allocation proposal each fiscal year, in accordance with the
Business Portfolio Basic Policy
Refers this to the Management Committee and the Board of
Directors, in that order

4
v

I Existing businesses

Pharmaceutical Wholesale PRanmary Bsiness Veterinary Drug Wholesale Nursing care-related rental
Business e Business and other business

| will start by explaining the governance structure for steadily implementing the
business portfolio management set forth in our latest Medium-Term Management
Plan.

On the finalization of financial results for each fiscal year, the Corporate Planning
Department and Accounting & Finance Department will conduct an evaluation of
operating companies, in accordance with the Business Portfolio Basic

Policy. They will then refer this to the Management Committee and the Board of
Directors, in that order, for decisions on appropriate investments and allocations

to be made.

Meanwhile, the Investment Committee will consider new business investments
and M&A based on rigorous calculation of future profitability, and will refer these
to the Management Committee and the Board of Directors, in that order, for
decisions to be made.

Additionally, in the areas of sustainability, risk and compliance, we will continue
implementing initiatives befitting a company listed on the Prime Market.
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Environmental

Address climate change issues

® Continue initiatives to reduce greenhouse gas (GHG) emissions, including instaling solar panels at each base, including logistics centers, and introducing HV and EVs

® Aim to further reduce environmental impac
® Continue previously i
introducing energy ef

cient air conditioners

y building an efficient drug distribution structure, including developing the optimal network and reducing urgent deliveries
plemented initiatives such as switching to LED lighting, going paperless through the digitization of in-house operations, using recycled paper, and

Practice human capital management

@ Create new personnel systems to increase employee retention

® Continue conducting engagement surveys

® Enhance employee training, including next-generation leader training

Promote diversity and work place improvement

® Continue initiatives to increase percentage of female employees in management
positions to 20.0% by FY2030

® Continue initiatives to increase percentage of male employees taking child care leave
to 80% by FY2030

® Implement human rights due diligence in accordance with Human Rights Policy, and
promote Health & Productivity Management

Governance

Strengthen monitoring function of the Board of Directors

® Aim for a majority of Outside Directors to further increase the independence of
the Board of Direct

@ Further promote diversity in terms of gender, etc on the Board of Directors

® Establish the new positions of CFO and CHRO

Strengthen organizational structure of holding company

® Tighten up operations in accordance with each policy, including the Busineszs
Portfolio Management Paolicy

@ Strengthen compliance structure

® Step up IR activities uding increasing opportunities for dialogue between
Directors and stakeholders

This shows the ESG activities we will focus on in the coming three years.

Firstly, on the environmental front, we will continue implementing initiatives
towards achievement of our target of a 30% reduction in GHG emissions from the

FY2020 level by FY2030.

On the social side, we will continue practicing human capital management,
creating new personnel systems, conducting engagement surveys and enhancing
employee training, including next-generation leader training. At the same time, we
will continue focusing on promoting diversity and work place improvement.

Finally, we come to governance. Aiming to strengthen the monitoring function of
the Board of Directors, we will increase the ratio of Outside Directors and
promote greater diversity; we will also establish the new positions of CFO and
CHRO, in addition to CEO, and clarify accountability. In addition, we will tighten
up operations in accordance with internal standards, including the Business
Portfolio Basic Policy, and step up IR activities.
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o Full-year Earnings Forecasts and Shareholder Returns

EVITAL K5K HOLDINGS. INC.

VITALKSK
HOLDINGS

Finally, | would like to talk about our full-year earnings forecast and shareholder returns.
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Medium-Term Management Plan 2027
ProfitiLoss Plan

Net sales

Core operating profit”

(Research and
development expenses)?

Operating profit
Ordinary profit

Profit

Adjusted ROE™
ROE
Adjusted ROIC™
EPS

Annual dividend

FY2024 Results
Ratic to
net sales

Amount

600,370
5,896
190
5.?06.
6,870

7,308

149.0yen

45 yen

0.98

FY2025 Plan
o | 2251
620,000
6,000 0.97
900 015
5,100 0.82
6,000 0.97
7,200 1.186

76

6.8
8.7
149.1yen

68 yen-Plan

e

FY2026 Plan
o | ol
640,000
6,600 1 03.
1.500 023
5.100. 0.80.
6,000 0.94
7,000 1.09

79

6.5

6.8
145.0yen

68 yen-Plan

w8 Srugs] 15 e mpimmentad dunng the SR pared from the &

W

(Milion yen, %)
FY2027 Plan
Amoting Ratio to
net sales
660,000
7,600 1.15
900 014
6,700 1.02
7,400 1.12
8,100 1.23
83
7.5
7.5
167.8yen
68 yen-Plan

aing revEtu 5F EXATng businesses

Starting with FY2025, our forecast is net sales of ¥620, 000 million, core operating profit after
deduction of research and development expenses for the pharmaceutical business of ¥6,000
million, and adjusted ROE excluding the impact of research and development expenses of 7.6%.

We plan to pay an annual dividend of ¥68, a record-high dividend, up ¥23 from the previous year.

Starting from this fiscal year, we have decided to scrap the semi-annual forecast which we used to
announce and disclose only a full-year forecast, given that the timing of recording research and
development expenses for the pharmaceutical business is currently unclear. Thank you for your
understanding.

52



5 MEREEREE
Note on Forward Looking Statements

The Company's current plans, strategies, earnings forecasts and other forward-looking statements in these materials are based on
information currently available to the Company, and include potential risks and uncertainties

Please be aware that there is a possibility that actual business activities and performance will differ greatly from these outlooks
due to changes in the economic situation, market conditions and various other factors.

For this reason, please do not rely entirely on these forward-looking statements alone when considering aspects ofthe Company
such as its performance and corporate value

Furthermore, none of the information contained in these materials is intended to induce you to buy or sell the Company's stock or
recommend investmentin the Company's stock. Final decisions on investment should be made at your own discretion.

VITALKSK HOLDINGS,INC.

Corporate Communications Department
TEL: +81-(0)3-5787-8550

Mail: ir@vitalksk.co.jp

Contacts: Sato, Nanjo

This brings me to the end of my presentation.
Please refer to the note on forward-looking statements shown here.

| would like to ask you to direct any inquiries your might have about this material to our Corporate
communications Department.
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