Presentation

Asano: Once again, my name is Asano. Thank you very much for joining the financial results briefing for the
fiscal year ended March 2025. | would also like to express my gratitude to everyone participating online.

Now, without further ado, let me begin the presentation.
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Executive Summary (1/2)

Significant increases in both sales and profit, with net sales exceeding ¥500 billion and record highs in
operating profit and profit attributable to owners of the parent

YoY, net sales +10.2%, operating profit +11.7%, profit attributable to owners of the parent +8.1%

- Growth strategies proved effective, including the global rollout of the XR™-Series, the impact of direct sales in the hemostasis
field, and capturing growth opportunities in emerging markets, resulting in sales growth across all regions

- Operating profit rose significantly, due to appropriate control of SG&A expenses, revenue growth, and the positive impact of yen
depreciation.

Sales progressed as expected, and operating profit (excluding impact of impairment losses) also met our target.

Despite changes in the external environment, business remains solid, and we anticipate sales and
profit increases.
- We will steadily capture demand in core businesses, particularly in the hematology and the hemostasis fields.

- We expect to see results from ongoing efforts to strengthen foundations in emerging markets, including the
establishment of a new manufacturing base in India, in Brazil and direct sales expansion in Saudi Arabia.

- To minimize their impact, we will respond swiftly to external changes, such as U.S. mutual tariffs and tighter
policies in China.

First, the executive summary. Please turn to page five.

In the fiscal year ended March 2025, sales reached JPY508.64 billion, representing 110.2% YoY. Operating
profit came to JPY87.58 billion, a 111.7% YoY increase, despite a JPY3.17 billion impairment loss on goodwill
related to our overseas subsidiary, Sysmex Partec. Net profit for the year was JPY53.66 billion, up 108.1% YoY.
All of these figures—sales, operating profit, and net profit—hit record highs, with sales surpassing JPY500
billion for the first time. Excluding the impairment, operating profit amounted to JPY90.8 billion, exceeding
our public forecast.

Looking ahead to , while there are uncertainties such as mutual tariffs with the US and the appreciation of the
JPY, our business continues to perform well, and we are planning for both sales and profit growth taking those
factors into account.



Executive Summary (2/2) ¥ovsmex

*  For the ninth consecutive year, we were selected for inclusion in the DJSI World Index, where we ranked first in
the Healthcare Equipment & Supplies industry.

*  We are enhancing diversity of the Managing Board. (We plan to appoint a new outside member.)

« We are introducing performance-linked stock-based compensation to strengthen the link between executive
compensation, business performance, and share price, promoting management that is more aware of cost of
capital (to take effect from August 2025).

*We plan to propose to the 58th Ordinary General Meeting of Shareholders.

* We are increasing dividends for the year by ¥2 compared with our initial forecast, to ¥32.
* Going forward, in our shareholder return policy we have revised our consolidated dividend payout ratio target
from 30% to 40%, and adopting a proqressive dividend DO“CV (to take effect from the fiscal year ending March 31, 2026).

*We plan to propose to the 58th Ordinary General Meeting of Shareholders.

Please turn to page six.

From the perspective of sustainability management, we were selected for the “Dow Jones Sustainability World
Index” for the ninth consecutive year and achieved the highest ranking in the healthcare equipment and
supplies industry sector.

On the governance side, we plan to appoint a new female outside director, and we have decided to introduce
performance-linked stock compensation for our executives.

Regarding shareholder returns, excluding the impairment loss, we achieved JPY3.8 billion more in profit than
our initial forecast. Therefore, we plan to increase the dividend from the originally projected JPY30 to JPY32.

Going forward, we intend to set our dividend payout ratio in the range of 30% to 40% and adopt a progressive
dividend policy.



Financial Highlights (Year on Year)

Fiscal year ended Fiscal year ended Yoy
(Billions of yen) March 31, 2025 March 31, 2024 (Previous period
Results Ratio Results Ratio 210026}

Net sales 508.6 100% 4615 100.0% 10.2%
Cost of sales 236.6 46.5% 219.0 47.5% 108.1%
SG&A expenses 150.8 29.7% 133.7 29.0% 12.7%
R&D expenses 314 6.2% 31.4 6.8% 100.2%
e e (2.0) (0.8)% 1.0 0.2% -

Operating profit 87.5 17.2% 78.3 17.0% 1M1.7%

Profit attributable to 53.6 10.6% 496 10.8% 108.1%

owners of the parent
® Net sales: Net sales reached a record high and sales increased in all regions, owing to ongoing
increases in reagent sales, among other factors.

® Other income (expenses): Includes a goodwill impairment loss of ¥3.17 billion.
® Operating profit: Operating profit rose by double digits, reaching a historic record, owing to higher
gross profit and the impact of yen depreciation.
v Foreximpact: Net sales: +¥15.48 billion SG&A expenses: +¥4.17 billion Operating profit: +¥8.56 billion (Excluding the
¥2.0 billion special factor in @3 unrealized gains)
® Profit attributable to owners of the parent: Profit was up 8.1%.

Note: Foreign exchange loss (gain): Loss of ¥3.85 billion (a year-on-year increase of ¥4.36 billion)
* Up 7% year on year, if we include the internally generated intangible assets.

Please proceed to page eight. First, a summary of the financial results.
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2022 2023

m— NNet sales

Operating profit
=8 Profit attributable to owners of the parent

1USD
1EUR
1CNY

Fiscal year ended
March 31, 2025

¥152.6
¥163.8
¥21.1
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(Billions of yen)
508.6

2024 2025

(Yearsto March 31)

Fiscal year ended
March 31, 2024

¥144.6
¥156.8
¥20.1

Sales increased across all regions, driven by strong performance of the XR-Series in the hematology field,

growth in emerging markets such as India, Brazil, and Saudi Arabia, and the shift to direct sales in our

hemostasis field. Supported also by favorable exchange rates, sales rose 10.2% YoY to JPY508.64 billion,
marking a record high. Even excluding the impact of exchange rates, we achieved approximately 7% growth,

though there were some regional variations.

Operating profit increased by 11.7% YoY to JPY87.58 billion, thanks to higher gross profit from increased sales,
an improved product mix, and cost reductions, despite the impairment loss on goodwill.Net profit grew 8.1%

YoY to JPY53.66 billion, also setting a new record.

R&D expenses saw only a slight increase in the profit and loss statement, but if we include internally generated
intangible assets not recorded on the P&L, there was approximately a 7% increase YoY. This indicates a higher
proportion of development work entering the final stages of product development.
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Breakdown of Net Sales (by Business and Field) sysmex

Sales grew in all categories in the diagnostics business, centering on

the hematology and hemostasis fields. Performance was also solid

(Billions of yen) in the medical robotics business, pushing up net sales.
R im:a;: CHiR Fiscal year ended o YoY
Immuno- (Billions of yen) March 31, 2025 (Previous year = 100%)
cem Hslmc:Astas’i(s:hEm,“s"yLS Ot—lf.]:rs 15 Results Ratio Yen basis I:E)?Tr:s;r;gt
16 0. g
Hematology L0 e Medical Net sales 508.6 100.0%  110.2%  106.9%
185 02 04 robotics
Urinalysis Hematology 303.2 59.6% 110.3% 106.8%
4615 FCM 3.6 0.7% 109.6% 106.7%
Urinalysis 40.8 8.0% 104.6% 101.2%
Hemostasis 82.3 16.2% 12.9% 109.7%
Immunochemistry 25.8 5.1% 109.4% 106.9%
. Clinical chemistry 3.6 0.7% 107.5% 105.1%
+¥47.1 billion
Life science 21.3 4.2% 104.0% 100.6%
Others 22.4 4.4% 11.9% 108.9%
2024 (Years to March 31) 2025 Diagnostics business 503.2 98.9% 109.9% 106.6%
Medical robotics business 5.3 1.1% 143.4% 142.3%

9

Please turn to page nine. This section outlines sales by business and field.

In the hematology field, we saw significant growth in regions where the XR-Series was introduced and in
emerging markets.

The hemostasis and immunochemistry fields also performed well, with strong sales of reagents, resulting in
profit growth across all business segments.

The medical robotics business, which | will explain later, also showed substantial growth.
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Breakdown of Net Sales (By Destination and Product Type) “sysmex

Sales increased in all destinations and for all product types.

Reagent performance was also favorable, owing to an increase in the installed instrument base.

Fiscal year ended YoY . . .
March 31, 2025 (Previous year = 100%) Major Reasons for Changes, by Destination
(Billions of yen) ’ Local currency
Results Ratio Yen basis i
asis
Net sales 508.6 100.0% 10.2% 106.9% Americas | * Sales rose, bolstered by higher reagent sales in all fields.
Americas 1311 25.8% 110.4% 104.8%
+ Sales increased, owing to the impact of the XR-Series launch and direct
EMEA 140.3 27.6% 112.0% 107.4% EMEA salet it the hemostasis fiald
China 17.9 23.2% 107.3% 103.1%
. -+ Sales grew, as instrument sales recovered to previous-year levels and
AR 513 10.1% 13.5% n.0% China reagent sales increased, centering on the hematology and hemostasis
Japan 67.7 13a% | 109.0% - | felds.
Instruments 104.2 20.5% 103.3% 100.1%* AP + Sales grew by double digits for both instruments and reagents,
Reagents 313.8 61.7% 1M1.7% 108.5%" stemming from favorable results in India and other countries.
Safvices 6:2‘4 13'50% 1;1':;':’ m:'g;/:‘ * Salesincreased. In the diagnostics business, performance was up by
Other Al 4.4% 121. ms. Japan double digits in the hematology and hemostasis fields. Sales also
*Year-on-year increase on a yen basis, excluding the impact of exchange rate fluctuations increased in the medical robotics business.
By Product Type KUt 154 5086
238 4.3 38
2024  Americas EMEA China AP Japan  FXimpact 2025 2024 Instruments Reagents Services Other FX Impact 2025
(Years to March 31) (Years to March 31) i

Please proceed to page 10. Next, we discuss sales increases and decreases by region and product type.

Details for each region will be covered in subsequent slides, but in terms of local currency, sales increased in
all regions. The Asia-Pacific region, in particular, performed strongly, achieving double-digit growth.

By product type, instrument sales remained flat compared to last year. However, since emerging markets—
key drivers of our growth—tend to rely heavily on leasing, we believe the actual number of units installed in
the fiscal year exceeded what is reflected in the sales figures.

Reagent sales increased significantly across all regions and product lines due to the continued expansion of
the cumulative installed base.



Information by Destination (Americas)

. YoY
Fiscal year (Previous period = 100%)

Fiscal year
(Millon USD) O S 2058 Localewreney  yenbasis
basis
Net sales 859.8 820.7 104.8% 110.4%
Instruments 190.1 214.7 88.6% 93.4%
Reagents 433.2 3923 110.4% 116.3%
Services, others 236.4 213.7 110.6% 116.6%

Sales (Million USD)

859.8
820.7
7817
743.0
236.4 Services, others

2937,

621.7 196.2 205.6
168.0 2147 190.1 Instruments

2043 213.9
174.5

3622 3923 Reagents

2792 3425
2021 2022 2023 2024 2025

(Years to March 31)

Please turn to page 11. Starting with the Americas.

In the Americas, instrument sales in the urinalysis field declined due to a reaction to large-scale deals from

o
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Sales in the Americas rose, benefiting from an
increase in reagent sales in all fields, stemming from
growth in the installed instrument base.

® Instruments
v’ Although delays in deliveries in North America lowered
sales, performance in the hemostasis field remained
solid, supported by the impact of direct sales.
v We maintained high retention and acquisition rates in
the hematology field.
® Reagents
v  Sales increased, driven by an increase in the installed
instrument base in the hematology and urinalysis fields.
v Sales were firm in the hemostasis field and for amyloid

B testing reagents in the immunochemistry field
(Sales: 6.6 Million USD).

the previous year and delays in the delivery of ordered systems but recovered in H2.

In the US, the hematology business maintained a near 100% customer retention rate and a deal win rate of
around 90%, demonstrating overwhelming strength. As a result, reagent sales grew by double digits, driven

by the increase in cumulative installed instrument.

In the hemostasis field, progress has been slightly slower than planned, but we are gradually ramping up after

strengthening the sales network.

Additionally, reagents related to Alzheimer’s disease testing also performed well, generating USD6.6 million

in annual sales.
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Information by Destination (EMEA) sysmex
. ) Yoy Sales in the EMEA region increased, as growth in
F:;*ﬂdalh\‘f‘ea"h ZS?H’%L (Previous period = 100%) h | g "
HI enaet arch ende: arc
(Million EUR) 2025 2020 Locslewtoney yenbasi ematology instruments was accompanied by
sl double-digit growth in sales of urinalysis and
Hatsalss 857.9 7987 1074%  m20% | hamostasis reagents, driving favorable performance
Instruments 199.8 194.0 103.0% 107.2% across countries.
Reagents 526.0 479.6 109.7% 114.4% ® Instruments
Services, others 131.9 125.1 105.4% 110.1% ¥ Sales increased as the launch of the XR-Series
progressed steadily, and performance was solid in the
Sales (Million EUR) hematology field.
7987 s ¥ Our installed instrument base increased in the
722.8 fas e Bl Services, others hemostasis field.
8. 121.0
£250 1252 e 199.8 Instruments ® Reagents
105.4 ; o A
187.2 1936 ¥'In the hematology field, sales were strong in Germany,
1756 the United Kingdom, and Saudi Arabia (where we have
[ moved to direct sales).
= R t o = . - .
5% 4316 a3 SR ¥'In the urinalysis field, sales grew mainly in Germany, and
it in line with our OEM agreement sales in the hemostasis
} field also performed well, contributing to overall sales
2021 2022 2023 2024 2025 growth.
(Years to March 31) 12

Note: Sales figures, including for past fiscal years, exclude Russia

Please move to page 12, covering EMEA.

In the EMEA region, hematology instrument—centered around the XR-Series—performed strongly, and
reagent sales for hematology and hemostasis also showed strong results, leading to increased sales.

Hemostasis instrument sold directly by Sysmex is being steadily installed.

In emerging markets, sales in Saudi Arabia have been progressing smoothly.
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Information by Destination (China) sysmex
Fiscal year Fiesggg;ear (Previous :ec:zad =100%)
ndozs March3l o | Instrument sales grew by double digits in the second
(iR . o P half, Although reagent sales slowed in Q4 due to VBP
Hietissles 5,605.4 54374 103.1%  107.3% | and other factors, full-year sales increased.
Instruments 7383 745.0 99.1% 103.2%

® |nstruments

Reagents 4,148.4 4,043.9 102.6% 106.8% v Although sales were down due to the impact of first-half
performance in the hemostasis field, performance was
strong in the hematology, urinalysis, and immunochemistry
fields, where knockdown production of key products has

Sales (Million CNY) begun.

Services, others 718.6 648.4 110.8% 115.0%

5,318 _ 5437 5.608 v In the hemostasis field, the impact of knockdown
51 575 4,907 648 718 Services, others production from Q2 drove a substantial sales increase of
i [ —— more than 30% in the second half.
1,151
1680 ® Reagents
¥ Qutpatient numbers increased, particularly at tier 3
hospitals, and the installed instrument base expanded,
LARL] Reagents boosting sales in the hematology and hemostasis fields.
¥ In the immunochemistry field, unit prices declined due to
VBP and other factors, but the number of tests increased,
so sales were roughly on par with the previous year.
2021 2022 2023 2024 2025
(Years to March 31) 13

Please continue to page 13. Focusing on China.

In China, instrument sales in local currency terms declined in H1 compared to the previous year, but thanks
to the effects of knockdown production, they achieved double-digit growth in H2, resulting in a full-year
recovery to near previous-year levels.

For reagents, centralized purchasing of immunochemistry reagents began in H2, causing unit prices to drop
significantly. However, the increase in sales volume offset this, and full-year sales of immunochemistry

reagents were on par with the previous year.

Reagents in the hemostasis field performed steadily.



Information by Destination (AP) sysmex

Note: Data revised to include sales in Russia

e, e sonod —100%) | Reagent sales were favorable, in line with an increase
{Billions;of yen) 2025 March 31,2024 venbasis | in the installed instrument base, driving growth in
Net sales 51.3 4572 (11111?6% individual countries. We also commenced operations
Diagnostics business 50.7 452 12.2% in the medical robotics business.
Instruments 10.3 9.6 107.1% Diagnostics business
Reagents 35.1 303 115.7% ® Instruments
Servicesiothers 52 32 101.7% v Sales grew, with expansion in the hematology field
Madicsliobitics businass 0.5 = = centering on India and Australia.
Note: Figures in parentheses exclude the impact of exchange rate fluctuations. ] Reagents
_ ¥ In the hematology and urinalysis fields, an increase
_g.f_ h;z:icca;;o:toht;: business in the installed instrument base centering on India
= ’ oo drove favorable performance. In the hemostasis
364 103  Instruments field, as well, sales grew substantially in Vietnam.
» z:: 2‘1’ 26 Reagent sales thus rose, bolstered by double-digit
- = increase across all fields.
6.4 Reagents

Medical robotics business
v Total units installed: 3

2021 2022 2023 2024 2025 ¥ Initial surgeries were performed, and the number of
surgeries is steadily increasing.

* »

* *
*Excludes sales in Russia Includes sales in Russia

Please turn to page 14, covering the Asia-Pacific region.

In Asia-Pacific, continued investments in healthcare infrastructure by governments, including India, have
supported strong performance in instrument, reagents, and services, resulting in double-digit growth.

India, in particular, showed outstanding performance with approximately 30% growth. A new plant in India
has recently begun operations and started shipping products.

The Asia-Pacific region is becoming increasingly significant in scale and is expected to remain a key driver of
our company’s growth going forward.

As a forerunner in the global expansion of hinotori, three units were introduced in Singapore and Malaysia. In
Singapore, nearly 100 surgical procedures have already been performed, showing extremely positive progress.
Regulatory submission in EMEA has also been completed, and we plan to launch within the fiscal year.



Information by Destination (Japan) sysmex

YoV (Previous
period =100%)

Yen basis

x Fiscal year
Fiscal year ended el

March 31,2025 /.o 31, 2024

Instrument and reagent sales both grew by double

Rllons:ofyee) digits in the hematology and hemostasis fields.

Netzales 67.7 62.1 109.0% Performance was also favorable in the medical
Diagnostics business 62.9 58.4 107.8% | robotics business, leading to a sales increase in Japan.
Instruments 13.6 12.0 112.6% Diagnostics business
Reagents 39.1 366 106.9% ® Instruments
Services, others 10.2 9.7 105.3% v In the hematology field, the XR-Series delivered solid
Medicaliobot results, and the installed base grew steadily in the
erica obotics 4.8 37 128.3%

business hemostasis field, pushing up instrument sales.

® Reagents

67.7
4.8 Medical robotics business

v Reagent sales grew. In addition to a growing installed
instrument base in the hematology field, we gained

515;5 23 = B0 services others ground frc.)m‘cumpetitors' instrumen.ts in the
48.7 | 97 9.7 i hemostasis field and benefited from increased
87 e 97 120 \ ‘ Instuments parameter adoption.
97 Medical robotics business
- . o I ceagents Units installed during the year: 31; cumulative total: 86

¥ Sales of services and consumables (e.g., forceps)
increased in line with the rise in installations and number
of procedures

201

2022

2023 2024
(Years to March 31)

2025

Please proceed to page 15, our final section on Japan.

In Japan, the XR-Series in hematology and instrument in the hemostasis field performed strongly. This drove
solid sales of reagents as well, resulting in double-digit growth in both instrument and reagent sales.

As for the medical robotics business, 31 new units were introduced in the fiscal year ended March 2025, and
with an additional three units overseas, the total number of new installations reached 34.

Although this fell slightly short of our target, the momentum in sales is picking up. The cumulative number of
installations now stands at 89, and total surgical procedures have exceeded 9,400. We are on the verge of
reaching 100 units and 10,000 procedures.



Breakdown of Operating Profit

Increased Change in

gross profit the cost

onhigher  ofsales
sales ratio

16.6 0.1

(Billions of yen)

Increasein
costs related FX
to internal impact*
digitalization 85 87.5

o
?Svsmex

Note: Figures and comments below exclude the impact of exchange rates.

Increased gross profit on higher sales: +¥16.61 billion

Impact of change in the cost of sales ratio: +¥0.15 billion (0.1pt
improvement)

v Positive factors: Product mix: 0.5pt

¥ Negative factors: cost of sales of products: 0.3pt;
service costs: 0.1pt; transportation expenses: 0.1pt

Higher SG&A and R&D expenses: -¥11.19 billion

v Labor costs: Mainly due to an increase in personnel stemming from an

1.9 ? increase in scale, as well as to higher unit labor costs: Approx. ¥8.2 billion
78.3 i L 31 ¥ Expenses: Increase stemming from an expansion in scale and sales
e " promotion activities: Approx. ¥2.1billion
d R&D ; - i
openses  Changssin *Higher R&D expenses: -¥0.05 billion
Op‘;tr“:‘rng We continued to invest at +7%, including the internally generated intangible
income assets.
pensd) ® Higher expenses related to internal digitalization: -¥1.73 billion
- @ Changes in other operating income (expenses): -¥3.19 billion
+¥9.2 billion 9 P 9 (exp )
v Goodwill impairment loss: - ¥3.17 billion
2024 (Years to March 31) 2025 ® FXimpact : +¥8.56 billion

i . ) (excluding the ¥2.0 billion special facter in @3 unrealized gains)
*Excluding the ¥2.0 billion special factor in @3 unrealized gains

Please turn to page 16. This page outlines the factors behind the changes in operating profit.

Operating profit saw a significant increase due to higher gross profit from increased sales, a favorable product
mix, and cost reductions that improved the cost-of-sales ratio.

SG&A expenses increased by JPY17 billion from the previous fiscal year due to higher personnel and
promotional costs accompanying business expansion. Additionally, digitalization costs rose by JPY1.7 billion
as we rolled out implementations globally. However, all of these remained within our planned range.

As previously mentioned, while R&D expenses appear flat in the profit and loss statement, we are continuing
to refine our development themes and making additional investments in product development.

Despite a JPY3.17 billion impairment loss on goodwill, we achieved a substantial profit increase of
approximately JPY9.2 billion.
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Breakdown of Changes in the Consolidated Statement of Financial Position Fsysmex

Although goodwill declined due to impairment losses, assets increased with the rise in cash and cash

equivalents. Equity also grew, as profit for the period pushed up retained earnings.

(Billions of yen)

. illi Billions of yen, 5 AR .
Current assets: +¥21.3 billion ( yen) Liabilities: +¥14.7 billion
Non-current assets: +¥24.9 billion Equity: +¥31.6 billion )
Other non- Retained
Property, plant Intangible current assets earnings Other
i X equit
andequipment  assets g1 gg52 st d e 665.2
Cash agd Icash Inventory 13.5 5.3 Non-current 5.1
equivalents iabiliti
q g 26 - 30 Current  liabilities
14.0 i 13 Goodwill liabilities 9.9
618.9 | Other 518.9 &_
Tradeand  current
other assets
receivables
+¥46.3 billion +¥46.3 billion
March 31,2024 March 31, 2025 March 31,2024 March 31, 2025
17

Please move on to page 17. This page shows our consolidated financial position as illustrated.

o
?S‘Ismex

Consolidated Cash Flows

Operating cashflow increased, owing to an increase in profit before tax and

the collection of trade receivables, among other factors.

(Billions of yen) (Billions of yen) (Billions of yen) (Billions of yen)

88.2

(Includes translation
differences on cash and
cash equivalents)

14.0

7

-24.2 243

517

-549 -52.4

m 2023 m 2024 m 2025
(Years to March 31) =

Please turn to page 18 for cash flow trends. Operating cash flow increased by JPY24.34 billion from the
previous fiscal year, driven by higher pre-tax profit and collection of accounts receivable. We continued to
invest in digitalization and local infrastructure development in emerging markets, similar to the previous year.
As a result, cash and cash equivalents at the end of the period increased by JPY14. 06 billion compared to the

previous fiscal year.
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Proposed Dividend for the Fiscal Year Ended March 31, 2025 Fsysmex

® The dividend amount is ¥2 higher than our initial forecast at the start of the year.

Interim dividend :;?\:g::g Total Payout ratio
Fiscal year ended ¥14 Y14 ¥28 35 4%

March 31, 2024

Fiscal year ended
March 31, 2025 ¥15 ¥15 ¥30 35.0%

(initial forecast)

Fiscal year ended
March 31, 2025 ¥15 ¥17" ¥32 37.4%
(proposal)

*We plan to propose this year-end dividend to the 58th Ordinary General Meeting of Shareholders.

Please proceed to page 19. As our performance was strong, we plan to increase the dividend from the initially
projected JPY30 to JPY32. This represents a JPY4 increase compared to last year.

3. Progress under the Mid-Term Management Plan

Please turn to page 20.

From here, we will explain the progress of our mid-term management plan.
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Overview of the Mid-Term Management Plan Fsysmex

In addition to strengthening existing businesses, we are working to expand and monetize new businesses.

We aim to improve profitability and efficiency while ensuring our med- to long-term growth potential.

Net sales of ¥1 trillion

New growth elements __g
— i Existing businesses
~ Three growth strategies

Reinforcement of Emerging market Expansion of new
existing businesses strategy businesses

Business transformation Promotion of sustainability
through DX management

Previous mid-term Mid-term management plan Next mid-term
management plans (Fiscal years to March 31, 2024 to 2026) management plan
Long-Term Corporate Strategy 2033 (VA33)

2023 2024 2025 2026
(Fiscal years to March 31)

Go to page 21.

Our current mid-term management plan spans three years, from the fiscal year ended March 2024 to the
fiscal year ending March 2026. We have now completed two years, and this fiscal year marks the final year of
the plan.

Under this plan, we have promoted three key growth strategies: reinforcement of existing businesses,
emerging market strategy, and expansion of new businesses. We have also been advancing corporate
transformation through DX and reinforcing sustainability management.

Here, we will share the progress and challenges of the current plan, as well as highlight key points for the next
medium-term management plan.
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Three Growth Strategies: Reinforcement of Existing Businesses (1) ¥sysmex

v Progress
+ Commenced global launch of the XR-Series
« Strengthened market competitiveness
through peripheral instruments (e.g., BT-50)
+ Expansion of the installed instrument base
spurred reagent sales growth

v’ Future plans
+ Launch the XR-Series in the Americas

v Progress
+ Expanded the number of test parameters (61 as
of March 2025)
* Launched Alzheimer’s disease testing reagents;
LDT testing started in the United States
+ Sales fell short of expectations due to factors

v Progress
« Launched product for the mid- to lower-tier
markets (UF-1500)
+ Expanded sales of the UN-Series in the North
America

v Future plans
« Promote replacement at facilities using old
model instruments

v Progress
+ Pivot performed toward business monetization
- Reorganized Sysmex Inostics, initiated
liquidation of certain subsidiaries
- Narrowed down R&D themes

such as VBP in China
v Future plans
v Future plans + Accelerate rollout of alliance products
+ Expansion and panel adoption of Alzheimer’s + Rebuilt product portfolio
disease test parameters

+ Further expansion of test parameters
22

Please turn to page 22, covering the first of the three growth strategies: reinforcement of existing businesses.

In the hematology field, as shown here, the XR-Series continues to perform strongly across regions. Sales in
the Americas are scheduled to begin next fiscal year, and we expect to exceed the targets set in our mid-term
plan.

In the immunochemistry field, we had expected significant growth in China, but centralized purchasing led to
price declines, putting us behind target. However, in terms of volume, we are expanding as planned. We aim
to improve profitability through cost reduction, revisions to the sales scheme, and regional expansion. As for
Alzheimer’s disease testing, we have already generated approximately JPY1 billion in sales in the US, and we
will continue promoting global expansion.

In the life science business, we pivoted the business toward monetization. For the heavily loss-making Sysmex
Inostics, we have already begun shutting down Sysmex Inostics in the US, with associated shutdown costs
recorded in the fiscal year ended March 2025. We have also narrowed our R&D themes to focus on those with
clear sales potential. These measures are driving our efforts toward monetizing the life science business.
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Three Growth Strategies: Reinforcement of existing businesses (2) sysmex
Hemostasis field
: v Progress
= Sales trend of hemostasis field - * Revised agreement with Siemens and began direct
s sales in Europe and the Americas
93.0 * Increased the number of tenders, including

conversions from competitors’ products, driving
reagent sales growth

90.0
+9%
82.3 v" Future plans

+13% » Accelerate business in Europe and the Americas

729 through CN-Series sales launch in the Americas
) * Improve profitability through expanded adoption of

reagent parameters

= . L

: #

1 --i*“ i

(Years to

20 2025 028 026 Mehd)  tisted Blood Coagulation Anal Automated Blood Coagulation Anal
(Actual) (Actual) (Forecast) (Mid-term Plan) Hrome ENA:.E%O/SS?Z;OEWT« nayegh REmE ?3_16%3[%*43 Sl 65
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Please go to page 23.

In the hemostasis field, we launched direct sales in Europe and North America. In Europe, we are proceeding
roughly as planned. In the Americas, there has been some delay compared to the plan, putting us slightly
behind the mid-term target, but we are largely on track.

In the fiscal year ending March 2026, we plan to launch the CN-Series in the US, which we believe will
accelerate sales.
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“sysmex

Three Growth Strategies: Emerging Market Strategy

Initiatives in each region are proving successful, resulting in significant growth.

We expect to reach our targets ahead of schedule.

Salesinindia  (Billions of yen) Longets Uaren v Progress

mid-term plan
« Established new manufacturing base in India
« Expanded sales in direct sales regions such as Saudi Arabia
« Established local subsidiary in Kenya

2024 2025 2026 2026 (Yearsto
(Forecast) March 31)
Targets under v Future plans
Sales in Brazil (Million USD) ilisEeemplan

« Launch sales of instruments aligned with Make in India

* Expand share in high-end markets by strengthening service and
H E support in direct sales regions

* Begin preparing to establish a new manufacturing base in Brazil

2024 2025 2026 2026 Lol
(Forecast)

Targets under
Sales in META* (Million EUR) mid-term plan

=== —
Start of aperations at new XQ-320 multiparameter autemated
2024 2025 2026 2026 (Yearsto manufacturing base in India hematology analyzer for the Indian market

(Forecast) March 31)
*META : Middle East, Turkey, Africa
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Please turn to page 24. This section covers the second of our three growth strategies: the emerging markets
strategy.

Sales have expanded in India, Brazil, and the Middle East & Africa region—referred to internally as META—
and we are now on track to exceed the targets of our mid-term management plan.

Our new plant in India has been completed and production has already begun. Products manufactured at this
plant will comply with the “Make in India” initiative, meaning they will be produced using a certain proportion
of locally sourced components. Shipments are scheduled to begin in H1.

Currently, competitors have yet to meet the Make in India requirements, giving us a competitive advantage.
We also believe that the know-how gained here will be applicable to manufacturing operations in China going
forward.

The Global South, led by India, is expected to continue expanding in scale and serve as a major driver of
Sysmex’s growth.



Three Growth Strategies: Expansion of new businesses ¥ Vsmex

Although delayed in comparison to our plans, the number of Contribute to quality control, manufacturing

installations and surgeries in Japar.n |ncreased: We commepced automation, and formulation development in

the overseas launch and are entering the business expansion . . e
regenerative and cellular medicine

phase.
m hinotori™ units installed globally to date Total 144 v Progress
W japan 89 2 * Launched reagents (HISCL™) for measuring
W Overseas s 3 5 i
3 secreted proteins which are indicators of the
55 134 engraftment ability and functional expressions of
ﬂ transplanted cells
w—— * Expanded quality control business through a
2024 2025 (Forecast) business and capital alliance with Gaudi Clinical
B hinotori surgeries performed globally Total Approx.
20,000
mjapan 500
mQverseas
9,400
100 19,900
= O
=)
2024 2025 2026 HISCL™ VEGF reagents, HISCL™ PEDF reagents Kiosk-type cell
(Forecast) (for research) preparation room
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Please turn to page 25. This section covers the expansion of new businesses.

First, the medical robotics business hinotori, as mentioned earlier, has seen growth in both installation
numbers and procedures. Due to our sales scheme involving leases and other models, sales fell far short of
the mid-term plan target, but in terms of units installed, we are tracking about one year behind.

In Japan, we have installed systems in nearly all major university hospitals, and international deployment has
also begun. Hinotori is now entering its growth phase as a business.

In the field of regenerative and cellular medicine, we are pursuing open innovation focused on three key
areas: quality control, manufacturing automation, and formulation development. We are seeing promising
results, as these areas align well with Sysmex’s technological strengths. From the next mid-term management
plan onward, we intend to move forward with full-scale commercialization.



e

Business Transformation through DX sysmex

Although progress was slower than planned,
we consistently achieved a Groupwide review of business processes.

v’ Establishing new business by leveraging Sysmex’s
v All systems went live globally in April 2025 scientific and testing data
v Completed the renewal of core systems and . D.isease management Al (for disease prediction and
other digital infrastructure diagnostic support)

. e [PERT = Behavioral change support
v Operational efficiency through digitalization
P Y 9 9 * Improving efficiency in testing and clinical operations through

* Promoting system development through lab support Al

employee-led “citizen development” L ; ;
ploy P v’ Streamlining internal operations and accelerating

research and development

#Testing Al:

Participants in internal Al development programs:

journey #Laboratory (hospital) support Al

Approx. 780 b e
Employee-developed applications: o A,
Ap prOX. 180 Support for behavioral " 4 ~
‘Jj ’ I—&

Sl
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Please proceed to page 26. This section covers business transformation through DX.

We have invested significant time and cost in building out internal digitalization, and with the final rollout in
Japan completed last fiscal year, the system went live in April. With this, our global digital transformation is
now complete. The investment phase is over, and going forward we will focus on operational efficiency
through digitalization.

In terms of process improvement, we have launched citizen development initiatives: programs where
employees themselves use IT and digital tools to improve operations.

Additionally, Al is a key technology for solving customer challenges and realizing the healthcare journey.
Sysmex is currently developing proprietary Al technology through its R&D efforts.



Promotion of Sustainability Management ¥ Vsmex

E : Reducing Environmental Impact ® Selected for inclusion in global sustainability indices
; o . _ v Selected for inclusion in the DJSI World Index for
v" Commenced practical application of horizontal recycling for
plastic containers in Japan
¥" Commenced practical application of horizontal recycling for

plastic containers and began domestic shipments using dry ice-
free frozen transport in certain cases

'/ '] Used plastic reagent containers

the ninth consecutive year

Ranking in the Healthcare
Equipment & Supplies industry

1st

Y

S : Creating an Attractive Workplace MSCI ESG Lead 2024 CONSTITUENT MSCI JAPAN
Rl [5G SELECT LEADERS INDEX

¥ Promoting human capital management —
¥ Obtain ISO 30414 certification (Japan)
¥ Introduced trust-based stock compensation system (ESOP)

G : Reinforcing Governance ﬂ )
FTSE4Good iuS"S"éSGP

¥" Enhancing diversity of the Managing Board
- Appointed outside members of the Managing Board to chair the
Nominating Committee and the Compensation Committee.
Japan ex-REIT Gender Diversity

- Planning to appoint a new outside member in June 2025. FTSEBlossom  TitIndex

Introducing stock-granting compensation plan for executives; setting Japan
financial and corporate value indicators

ﬂy EURONEXT

VigeQuiris

moices WORLD 120

MOMINGSTAR GenDi.) [l

Efficient

Index

T3
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Please turn to page 27. This section discusses the promotion of sustainability management. In the area of
sustainability, we are taking measures to reduce environmental impact, strengthen human capital, and
enhance governance, as shown here. We have also received external recognition for these initiatives.

Looking ahead to the Formulation of Our Next Mid-Term -
sysmex
Management Plan

Overall Progress under the Current Mid-Term Looking ahead to the Formulation of Our Next Mid-

Management Plan Term Management Plan
¥ While some aspects are behind schedule or v The final year, ending March 31, 2029, marks the 60th
facing challenges, overall progress is generally anniversary of the Company’s establishment. We will
on track with steady advancement centered promote initiatives to sustain growth and enhance
around the three growth strategies. corporate value.

Focus image
® Strengthen the three growth strategies
® Advance medical DX through the use of Al
® Further improve profitability and efficiency etc.

Current mid-term management plan Next mid-term management plan
(Years to March 31, 2024 to 2026) (Years to March 31, 2027 to 2029)
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Please go to page 28. This page addresses the next mid-term management plan. While there have been some
delays and challenges under the current plan, overall, we believe progress has been steady. This year, we will
continue working toward achieving our targets. For the next mid-term management plan, we aim to further
develop and evolve our current initiatives, while nurturing and commercializing the seeds planted during this
current phase.



40 Financial Forecast for the Fiscal Year Ending March 31, 2026

Please proceed to page 29.

From this point, we will explain our earnings forecast for the fiscal year ending March 2026.

PN
Impact of Mutual Tariffs between the United States and Other Countries “sysmex

While it is difficult to estimate the impact due to rapid changes in the situation, we are considering measures to

minimize the effect, including reviewing the supply chain and passing costs on through pricing.

<Assumptions> Continuing through the fiscal year ending March 31, 2026

« Additional mutual tariffs at a rate of 10% (applicable mainly to instrument products exported to the
United States)

» Additional 25% tariffs on steel and aluminum products (applicable mainly to Japan-made parts
containing aluminum or steel)

» Impact of retaliatory tariffs imposed by other countries

We have already factored into our plans an annual cost of
sales impact of approximately ¥3.0 - 4.0 billion.

30

Turn to page 30. This page addresses the impact of mutual US tariffs.

We manufacture many of our reagents in the US, and the impact relates to additional tariffs on specific items
such as steel and aluminum included in devices and service parts exported from Japan. We currently estimate



the financial impact to be between JPY3 billion and JPY4 billion, and this has been factored into our business
plan.

At the end of last fiscal year, we took proactive steps such as increasing inventory in the US, which should

help mitigate the effects. We will continue to respond flexibly as the situation evolves.

o
Financial Forecast for the Fiscal Year Ending March 31, 2026 “sysmex

Although the external environment has seen some changes, business performance has remained solid,

and we are projecting growth in both sales and profit

(Billions of yen) Fiscal year ending Fiscal year ended
March 31, 2026 March 31,2025 YoY
s S increase
Forecast Ratio Results Ratio
% 3 (Billions of yen)
Net sales 535.0 100.0% 508.6 100.0% +5.2%
Cost of sales 251.0 46.9% 2366 465%  +6.1% 508.6 5.0
SG&A expenses 161.0 30.1% 150.8 29.7% +6.7%
R&D expenses 33.0 6.2% 314 6.2% +4.9%
Operating profit 91.5 17.1% 875 17.2% +4.5%
Profit attributable to -
own;rs crfI lﬁeaparen! 57'0 10.8% 53.6 10.6% +6.2%
Capital expenditure: Depreciation and
¥50.0 billion amortization: ¥45.0 billion
® Assumed exchange rates ® Exchange rate sensitivity
Fiscal year endingFiscal year ended
Mot 31,302'2 l‘dlcarc:\el\, 2025 Net sales Operating
(year) profit (year)
. P . = 2024 2025 2026
1USD ¥142.0 ¥152.6
USD ¥0.81billion  ¥0.11billion (Years to March 31)
1EUR  ¥160.0 ¥163.8 EUR  ¥0.60 billion ¥0.50 billion s
1CNY ¥19.5 ¥211 CNY* ¥0.58 billion ¥0.43 billion —a— Operating profit
*Exchange rate sensitivity: 0.1yen basis =& Profit attributable to owners of the parent

AN
Please move on to page 31.

Taking into account the US tariffs and exchange rates set at JPY142 to the dollar, JPY160 to the euro, and
JPY19.5 to the yuan, our earnings forecast is as follows:

We expect sales to grow by approximately 5% to JPY535 billion, and operating profit to increase by 4.5% to
JPY91.5 billion.



Breakdown of Net sales and Operating Profit in the Fiscal Year ?‘S&v‘smex
Ending March 31, 2026

Resolution of

Increased temporary
A gross profit factors
New growth (Billions of yen) on higher 32 (Billions of yen)
elements in the sales 25.6 1N 4.0
diagnostics business ‘
Diagnostics
business 10.0 Improved
4.6 costofsales, _15g (NN
387  — L Higher  -3.5
Medical SG&EA
robotics and R&D U.|S. 91.5
business 87.5 expenses mytyal 9-
FX

tariffs
impact Impact

Impact

508.6

+¥26.3 billion

+4.0 billion

2025 2026 2025 2026
(Forecast) (Forecast)
*YoY increase in diagnostics business
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Please turn to page 32. Here are the details.

We project 7.7% growth in the diagnostics business and plan for an additional JPY4.63 billion in sales from the
medical robotics business.

Under new growth drivers in the diagnostics domain, we anticipate approximately JPY10 billion in
contributions from partnerships with other companies that leverage our global network.

After deducting the impact of exchange rates, this brings our total sales projection to JPY535 billion.

For operating profit, contributing factors include increased gross profit from higher sales, the absence of one-
time factors such as impairment losses, and improvements in cost ratios. These improvements include the
shutdown of Sysmex Inostics in the U.S., reduced licensing fees, and enhanced cost ratios in both the
diagnostics and medical robotics businesses, together contributing approximately JPY4 billion.

Offsetting factors include increased SG&A expenses, the impact of US tariffs, and foreign exchange effects,
resulting in a planned operating profit of JPY91.5 billion.



Forecast for the Fiscal Year Ending March 31, 2026 in Relation to the D
. sysmex
Mid-Term Management Plan

We are redesigning the plan to be more flexible and strategic,

taking into account changes in the external environment since the time of initial planning.

Mid-Term Management Plan  Eorecast for the Fiscal

(Targets for the final year, ending H
March 31, 2026, as announced in e Endzlraggﬂarch 3k

May 2023
(Billions of yen) # )

Results Ratio Results Vs. plan * Net sales: remain solid.

+ Operating profit: internal digitalization was delayed compared to

Net sales 560.0 100.0% 535.0 95.5% the plan, leading to increased investment and slower-than-
: " expected improvements in profitability and productivity.

Operating profit 112.0 20% 915 81.7%

* Hematology: we made steady progress, driven by the rollout of the
ROE 16% — 29 4 XR series and acceleration in emerging markets.

(] J)p ging
+ Urinalysis: we made steady progress, driven by the expansion of
Net Sales by Field UN-series sales in North America and other factors.
« Hemostasis: sales grew, with expansion into new regions, but
— o,
Hematology field 297.0 308.0 104% approval of the CN-Series in the United States took a little longer
: s _ o, than expected, causing delays.
Urmaly5|s field 43.0 43'0 100/0 + Immunochemistry: progress was also delayed due to such factors
Hemostasis field 93.0 — 90.0 97% as the impact of VBP in China.
= + Life Science: progress is delayed than expected. We are conducting
L‘TgrgunOChem'Stry 40.0 — 26.5 66% a comprehensive review by pivot.
) . * Medical Robotics: although the ramp-up took time approx.1 year
i o,

Life Science 31.0 25.0 81% delayed, the number of installations and procedures increased
Medical robotics _ o, steadily; however, sales fell short of expectations due to a high
business 27.0 10.0 37% proportion of lease-based installations.
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Please go to page 33. This page shows the gaps between the targets in the medium-term management plan
and our projections for the fiscal year ending March 2026. We are on track in hematology, urinalysis, and
hemostasis, but remain behind in immunochemistry, life sciences, and the medical robotics business.

. . . P 6
New Dividend Policy and Dividend Forecast for the ¥svsmex

Fiscal Year Ending March 31, 2026

In terms of returns to shareholders, we intend to provide a stable dividend on a continuous basis
and aim for a consolidated payout ratio of 40% , adopt progressive dividend approach under our
basic policy of sharing the successes of our operations in line with business performance.

3 8 (Yen)

*Including commemorative dividend

32

28

27.33
Dividend (annual) based on a conversion to shares 2333 24 24 53
following the stock split on April 1, 2024 22

19.33

17.33 41.9%

12.67 | L adix
3548 354%

A7

7z . 3
3§ 35456

26.8% 2962 ops, 280%

39K 29.4% 700 291% 290% 71
226%

18.9%

17.8% 17.9% 200%

417 4.67 5 5.6.7 6.67

4

104 125 167 217 3

2003 2004 2005 2006 2007 2008 2009 2010 2011 2012 2013 2014 2015 2016 2017 2018 2019 2020 2021 2022 2023 2024 2025 2026

(Proposed) (Forecast)
(Years to March 31)
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Please turn to page 34. This is the final section, regarding dividends. As mentioned at the beginning, we aim
for a dividend payout ratio of 30-40% and intend to adopt a progressive dividend policy.

Based on this policy, we plan to raise the dividend by JPY6 to JPY38 for the fiscal year ending March 2026.



That concludes my presentation. Thank you for your attention.

lizuka: My name is lizuka. From here, | will present the next three slides. Thank you for your continued
attention.

Realizing Management with an Awareness of Capital Costs and -
i sysmex
Stock Prices
B Capital allocation image for fiscal year ending March 31, 2026
— Expansion of * Increase the dividend payout ratio to
equity spreads 40% to enhance shareholder returns

» R&D: sales ratio of 6 to 7% as a guideline
- Invest primarily in existing businesses that
generate cash
= Capital investment: sales ratio of 10% as a

- IVD Business: Enhance cash
generation capabilities by
advancing growth and emerging
market strategies in each

Promotion of DX

business fields guideline
- Including the development of production bases in
+ New businesses: Aime to the IVD

« New technologies and businesses: invest to
a certain percentage

- Life Science: focus and prioritize through
strategic pivoting

accelerate profitability

W 'VD Business (including i : New technologies and
Emerging Market Strategy) W Lite Science businesses
Strengthening management commitment Sustainability Management ROIC sensitivity management
» Revise executive compensation to aim for value + Enhance diversity of the Board of Directors
sharing with shareholders Plan to appoint a new female outside director « Strengtheninitiatives to improve ROIC
* Introduce performance-linked stock compensation * Strengthen human capital .
= Implement performance-linked indicators such as improvevale:added productivity st engsosfisnt
relative TSR

Expansion of equity spreads

36

Please look at slide 36.

Originally, we wanted to present a capital allocation plan covering the entire period of the mid-term plan, but
what we are showing here is an image of allocation for the current fiscal year ending March 2026.

Our fundamental approach is to enhance cash generation from our core IVD business, while continuing to
push forward with the business pivot in life sciences that began in earnest last fiscal year. This is aimed at
improving the profitability of the life sciences segment as well.

As Asano mentioned earlier, the cash generated will support enhanced shareholder returns, with a dividend
payout ratio target of 40%. As shown here, the remaining allocation will primarily be directed toward the IVD
business, our main cash generator. We will focus investments on future-oriented areas such as digital
healthcare and technological innovation, including R&D and capital expenditures. Capital expenditures will
include new factories, and instruments for customers under lease agreements, all with IVD at the core.

For the life sciences business, as noted, we will align investment with the business pivot, focusing on
profitability and market growth potential, and targeting areas with strong future sales prospects.

In terms of new businesses and technologies, we will continue to invest within a set range as part of our
overall investment portfolio. Of course, this is an annual plan, and we will maintain flexibility while generating
cash. Regarding interest-bearing debt, we plan to raise funds as needed in a timely manner.



Trends in ROIC and ROE, and Efforts toward Improvement ¥ Vsmex

Implementing initiatives to improve ROIC and ROE

Aiming for high profitability and efficiency while continuing to invest in growth

15.0% (Billions of yen) j
14.4%
C%:%\L\O_—Quﬂ% bttt el ® Improve productivity of white-
12.1% 3

10.9% o collar workers

3

3902 (Value-added productivity)

3317 P . .
c & ® Optimization of the entire suppl
291.0 I 7AP=;4% I--}~ B ‘. P PpRly

260.9 = Barparatstransformation chalrll tl:lrough construction of Al
through DX predictive model
+ @ Reduce product loss costs

(Days Inventory outstanding, disposal
write-off rate etc.)

20213 20223 20233 2024.3 20253

Utilization of Al

—vesiod - NOPAT 0= ROIC e ROE s CAPM WACC
Capita
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Next, slide 37.

As shown here, ROE and ROIC were impacted in the fiscal year ended March 2021 due to COVID-19, but have
remained relatively stable since.

This is largely due to increased working capital, digital transformation investments, and a rise in intangible
assets. Going forward, we aim to improve these indicators.

As Asano mentioned, our major digitalization investments are now complete. From here, we will work to
optimize white-collar productivity and the entire supply chain by incorporating new operational systems,
workflows, and Al prediction models, with the goal of raising ROIC and ROE.



Introduction of a Stock Compensation Plan for Executives

P N
7
(Commencing Operation in August 2025) SIS

Enhancing the link between executive compensation, business performance, and share price

to share value with shareholders

+ Introduce performance-linked stock compensation
Note: Shares are acquired from the stock market using BIP trust*' framework.
+ Performance-linked indicators are set for each mid-term management plan

B Overview of executive compensation plan based on the prevailing business environment

Financial indicators

Stock compensation ¥ Net sales
Fixed v Operating profit margin
compensation v ROE

Corporate value indicators
v Relative TSR*2
v Value-added productivity
v Zero product losses
Complete shift to recycled and environmentally friendly materials

Performance- *1 BIP: Board Incentive Plan, a scheme in which the company grants its own shares to directors and others
Iinked during their tenure or upon retirement, primarily for the purpose of providing incentives.

Compensation *2 Relative TSR: Total shareholder return (TSR), representing overall return to investors (capital gains +
dividends), compared against a benchmark group of companies
More than 70%
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Next, please refer to slide 38.

As briefly mentioned earlier, we would like to propose the introduction of a new stock compensation system
for executives.

This new system will integrate our existing executive stock ownership plan and the previously implemented,
albeit irregular, stock option programs. By introducing this new stock-based compensation plan—linked to
company performance—we aim to raise the performance-linked portion of total executive compensation to
over 70%.

As shown here, the performance indicators will include both financial and non-financial metrics that reflect
corporate value. These will also incorporate measures such as relative TSR. Through this approach, we hope
to align executive compensation with shareholder value creation.



Trends in Sysmex’s Stock Price, EPS, and PER Fovsmex

(yen) (yen) (Times)

9
4,500 9 85
4,000 80 75
3,500

70 65
3,000

60 55
2,500

80 45
2,000

40 35
1,500
1,000 30 25
500 5

2016 2017 2018 2019 2020 2021 2022 2023 2024 2016 2017 2018 2019 2020 2021 2022 2023 2024 2016 2017 2018 2019 2020 2021 2022 2023 2024
(Years to March 31) (Years to March 31)

(Years to March 31)

Numbers (actual) converted to post-split basis. As of April 1, 2024 (Three-for-one stock split).
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Slide 39 is provided as reference material. It includes figures such as our stock price, EPS, and PER, and we will
continue to manage the company with a strong focus on these financial indicators.

That concludes my presentation. Thank you very much.

[END]



