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Message from Masanori Togawa, Chairman and CEO

Through Fusion 30, we will evolve Daikin’s management,
create new value for environment and air,
and become a highly profitable, sustainable company of choice worldwide

* Since launching Fusion management in 1996, we have consistently pursued management that integrates short-term profitability
with medium- to long-term growth. FUSION is an action plan that sets out our direction for the next five years while committing
to deliver results over a three-year period. By carefully assessing changes in the business environment, we have maintained an
appropriate balance between focusing on near-term earnings and taking proactive steps for medium- to long-term growth,
translating this approach into results.

* During the five years of Fusion 25, despite a challenging business environment marked by the COVID-19 pandemic, U.S. tariffs,
and conflicts in various regions, we strengthened our product and sales capabilities and thoroughly pursued cost reductions.
As a result, we achieved record-high net sales and operating profit.

* At the same time, rapid changes in the operating environment—including a sharp decline in demand in the residential air-
conditioning and heat-pump heating markets, rising costs, and intensifying competition driven by the rise of Chinese
manufacturers—outpaced our efforts to strengthen these capabilities. As a result, our operating profit margin fell short of the
target. In light of these circumstances, the top priority of Fusion 30 is to rebuild our earnings power.



As part of this effort, we will focus on enhancing profit generation in our high-margin Solutions business, improving profitability in
the North American HVAC business, and further strengthening our highly profitable Chemicals business. At the same time, to build a
more resilient earnings structure, we will decisively reform our cost structure and take measures to improve underperforming
businesses—or withdraw from them where necessary. We will also work to take on the challenge of strengthening areas that are
expected to become the next pillars of growth, such as reinforcing our business foundation in IMEA and developing the compressor
business.

To further advance management focused on improving capital efficiency, we will rigorously implement capital policies, including
share buybacks. In addition, to ensure the successful completion of FUSION30, we will strengthen our execution structure for
driving key themes, build a more disciplined governance framework by increasing the number of outside directors and establishing
a CFO position, and renew our executive compensation system with a stronger focus on capital-efficient management.

Under Fusion 30, we will continue to refine our strengths, including our People-Centered Management, which fully draws on the
capabilities of each employee; our proprietary technologies in areas such as environmental and energy-saving solutions and air
guality; our global sales and service network; and our frontline capabilities in development and production. At the same time, we
regard the judgment and decisiveness to change what must be changed, without hesitation, as an essential pillar of management,
and we will practice more flexible and faster management.

Together with our employees and stakeholders, we will drive the execution of Fusion 30, continue to provide society with new value
in the environment and air, and strive to remain a sustainable company and the partner of choice for all our stakeholders.

May 12, 2026
Masanori Togawa
Chairman and CEO



Introduction

Daikin’s unique business

foundation and strengths SERDTIE VELE Daikin Group Philosophy

Energy-saving and
environmental technologies

(inverters, refrigerants, heat pumps) High-profit, sustainable
business growth

IAQ-related technologies

Together,

Extensive and robust We Brighten the Future

global sales and service networks .
Social Value

Market-oriented local production
for local consumption

Value creation for the earth,
People-Centered Management and society, and people
Flat & Fast organizational management
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n FUSION 25 Review I Profitability Indicators

> While net sales targets have been achieved, operating profit margin remains a challenge

* Net sales exceeded targets due to significant growth in the Applied business, which captured data center demand in North
America despite the disruption caused by COVID-19, as well as favorable foreign exchange effects

* On the other hand, the operating profit margin and ROE fell short of targets

FY 2020 results FY 2025 plan FY 2025 results

Net sales ¥2’493b”“0n 4,550 billion 51015 billion

profit margi 9.6. 11.0. 8.3
10.1. 12.0. 9.1.

Exchange rates for the original budget of the FUSION 25 latter-half plan: ¥125/USD, ¥130/EUR, ¥19.0/CNY
Exchange rates for FY 2025: ¥151/USD, ¥175/EUR, ¥21.2/CNY



n FUSION 25 Review I Background to Margin Pressure

> To respond to significant changes in global demand and the competitive landscape,
we will rebuild our earning power under FUSION 30

Selling prices declined Capital investment was Upfront investment was
due to accelerated equipment reinforced enhanced
commoditization and intensified in anticipation of in the commercial solutions
competition future demand growth business platform
G".OWtIh in quui%rgent Customer-base
- . unit sales slowe ueto : :
Factors behind Costs_mcreased. weaker residential demand in deXp?nSIon, tteqwzme;nt
margin due to surging market prices the U.S. and China, and weaker eve ‘?Pme“ » andvalue
heating demand in Europe creation are underway
pressure
v A 4 v

The Commercial Solutions business
Lower equipment profitability has yet to achieve
as cost reductions and price increases were insufficient to fully offset the impact

sufficient profitability

o Net sales targets have been achieved,
while improving operating profit margin remains a challenge

Priorities in
FUSION 30

Rebuild earning power




North
America

Europe

. %
Asia !

Oceania

India

Japan

China

*1 Excluding India

Residential
air
conditioners
(unitary)

Heat pump
heating and
domestic hot
water

Residential
air
conditioners

Residential
air
conditioners

comrr!ercial
air
conditioners

Resid_ential
air
conditioners

Changes in external environment

Daikin’s responses

The housing market slowed due to rising inflation and
persistently high mortgage rates

Under the Trump administration, some energy-saving
incentives were suspended or reconsidered

CAGR™ of air conditioner unit sales (FY2023 - FY2025)
Market forecast: 3% - Result: A9%

In FY 2025, Daikin recovered market share and maintained its
No. 1 position

Although we have expanded the environmentally focused
premium inverter and heat pump businesses, we still face
challenges in market creation, and the transformation in the
North American market is still only halfway complete

Combustion boiler regulations were postponed, and
subsidies for heat pump heating were scaled back

The housing market slowed due to the ECB’s policy rate
hikes

Air conditioner unit sales CAGR™? (FY2023 = FY2025)
Market forecast: 24% - Result: A11%

Although Daikin maintained the No. 1 share across Europe,
sales fell short of the planned level, delaying the recovery of
production investments

To steadily capture replacement demand, Daikin is
strengthening its service structure in each country through
both organic initiatives and acquisitions

Market expansion slowed as consumer spending and
construction/equipment investment weakened amid
persistently high inflation

The low-price segment expanded

Price competitiveness was strengthened through deeper cost
reductions, including reviews of product design quality and
suppliers

Demand expanded for both new construction and
replacement

Daikin built sales and service networks extending from major
cities to regional cities, and established a training framework

The yen weakened sharply, and raw material costs
soared

Daikin increased net sales through price incre?‘ses, the
maintenance of selling prices, and a shift to a higher-value-
added product mix . .
Daikin also expanded its share by proactively preparing for
the designation of VRF as a desighated product

New housing starts remained sluggish
Price competition intensified due to the liquidation of
excess market inventory

As price competition intensified, Daikin maintained high
selling prices and secured profit

Daikin also strengthened online customer acquisition and
sales of heating and air quality products

*2 compound annual growth rate
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FUSION 30 . . . . o i
m e I Business Environment Surrgiim"gDalkln -

> We have defined our development directions in light of the rapidly changing macro environment and industry trends

- Addressing social issues and ensuring business profitability are becoming
@ Corporate social increasingly important
responsibility . Popula'glon growth and climate change are m'gensn‘ylng resource shortages and
increasing the need for water and food security

Shift to emerging . Solcl)gﬁ:getg:?nomlc power is expected to shift to the Global South over the medium
countries and « Geopolitical risks are becoming chronic, and competition to secure resources is
geopolitical risks intensifying

. - Al’s rapid advances are fundamentally improving productivit
Social changes due to > yimp gp y

. . ) - Power shortages are becoming more serious due to the expansion of data
digital transformation

centers

Increasingly diverse and Customer needs are becoming more diverse and complex, and are changing

rapidly
complex customer - Customers expect comprehensive solutions to their challenges (comfortable
needs environments, energy savings, and labor savings)

Intensifying competition
in the air conditioning
equipment market

- Competition is intensifying amid the rise of low-cost, high-quality products
- Western companies are shifting toward integrated solutions for entire buildings

11



A. Achieving Growth in High-Profit Domains

m Transformation into a Solutions Provider

N

@ Enhancing profitability in the North America
Air Conditioning business

TN

@ Strengthening the Chemicals business

B. Building a More Resilient Profit Structure

0 Decisive Cost Structure Reform

e Turnaround of Low-Profit Businesses

C. Enhancing Key Domains to Achieve Further Growth _
@ Building a business foundation in IMEA :

(7\) Enhancing compressors and pursuing commercialization

D. Enhancing Management Foundation

e Extensive Use of Al 9 Maximization of Human Capital
Value

Technology and Product Development

Focused on Differentiation @ Creating Environmental Value

E. Capital Policy for Sustainable Growth and

Enhancing Corporate Value
e I o wdng bl b T SRTN ERY



SION 30 . .
e I Economic and Social Value Targets

To become a highly profitable and sustainable global company of choice
by creating new value through environment and air

Economic Value Fy2028 target (Fv2030 projection) Social Value Fry2030 target
Reduce CO, emissions 40% per net sales
Operating profit margin 10% (12%) e dis e (vs. FY2022 level)
Increase the sales ratio of the 40,
Solutions business (FY2025: 28%)
Expand access to sustainable air -
OE 12 conditioning infrastructure that 1.0 biltion people
R % (15%) provides safe, secure, and (Cumulative total
comfortable air environments from FY2019 to FY2030)

Develop global senior

management and leadership Over 2’000 people
candidates

Net sales CAGR Improve the level of 75%

PCM Behaviors adoption™?

(FY2025: 61%)

This plan was prepared based on information available as of the second half of FY2025. If significant changes occur in the business environment going forward, we will consider reviewing our key themes and quantitative targets.
— Exchange rate assumptions: USD/JPY: 145; EUR/JPY: 170; CNY/JPY: 21.0
*1. The implementation level is calculated as the average score of 5-level evaluations in interviews with Daikin Industries employees regarding the 9 items of “PCM Behaviors,” a code of conduct based on People-Centered Management.

13



USION 30 . .
m B I Measures to Rebuild Earning Power

> We will improve profitability and efficiency to generate cash

Increasing invested capital turnover ratio
1.2x 1.25x 21.3x
(FY2025) (FY2028) (FY2030)

. Focusing on capital
investment Efficiency

[Capital investment{
operating cash flow

(FUSION 25 period =

Increasing operating profit margin

8.3% 10% 12%
(FY2025) (FY2028) (FY2030)
+0.6% +0.4% A0.6%
+1.0% -l —r -!
o,
83%  A2.5% +1.1% | !
e

10%

58%->43%

2 .l FUSION 30 period)

7

m -

5

|'S [ - : Improving working

> FY2025  Market Higher  Volume @ Cost Fixed cost Low-profit = Upfront = FY2028 capital management - 83 4d S 72d

g conditions (2d|d$d vaI:Je) increase ' reduction control businessd investment inventory turnover ays ays
olutions, etc.

o A. Achieving growth turnaroun (FY2025 - FY2028)

o domains

5 B. Building a More

E gzﬂ:::unrzprOf't “ |mproving working

capital management -
accounts receivable 74 days > 66 days

turnover
(FY2025 -> FY2028)

C. Enhancing key

further growth
D. Enhancing
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FUSION 30

m Framework

> By concentrating resources on growth investments in key domains,
Daikin will achieve sustainable growth and improved profitability

Capital investments

—®- Ratio to operating cash flow"!

I Breakdown of Growth Investments

M&A investments

R&D and DX investments

—®- Ratio to net sales "2

(Based on current assumptions)

—®- Ratio to operating cash flow"!

Investment 58% Investment Investment
(¥ trillion) (¥ trillion) (¥ trillion) 4%
(]

® @
1.3 1.2
1.0 ,
0-5+a 0.7 //’ 1 0
(TBD portion) ’ :
0.3 R&D 0.6

DX 0.1 0.2

FUSION 25 period FUSION 30 period

Improve investment efficiency through
focused investments and
full utilization of existing assets
* Investments to strengthen capabilities
in the key themes of Applied, Chemicals,
and India: ¥620.0 billion

* Curb new investments by consolidating
production sites, making greater use of
existing equipment, and taking other
measures

FUSION 25 period FUSION 30 period

Prioritize investments
in the Solutions domain

* Acquisition of service and engineering
companies to further strengthen
customer touchpoints: ¥400.0 billion,
etc.

FUSION 25 period FUSION 30 period

Focus resource allocation on
Applied, Solutions, Chemicals, and DX
Development of differentiation

technologies required for expanding the
Solutions business: ¥220.0 billion

Development of highly profitable domains
in the Chemicals business: ¥55.0 billion

Building a digital foundation for the full
use of Al and data: ¥200.0 billion™, etc.

*1 Ratio to operating cash flow: Total investment during each medium-term management plan period (5 years) + Total operating cash flow during each medium-term management plan period (5 years)

*2 Five-year cumulative R&D and digital investment + net sales

*3 Includes investments related to security, and the operation and renewal of existing systems

15
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m -l I @ Transformation into a Solutions Provider (1/3)

High-Profit Domains

> Expand into priority application markets in light of strong market potential and Daikin’s unique winning approaches

Priority application markets with growth potential Daikin’s winning approaches in priority application markets

Market size and CAGR for HVAC and controls equipment by application market™ (FY2030)

(¥trillion) g . priority application markets ) )

17 - Data Leveraging the total cooling systems and global supply and

‘ service networks developed during the FUSION 25 period, we
Center will provide end-to-end solutions from design to maintenance
16 { Residential
6 Leveraging our customer responsiveness through our global
. development and production bases, together with our product
5 | Factory capabilities in instrumentation and factory waste heat

utilization technologies, we will contribute to stable operations,
energy savings, and decarbonization

Data Center

Market size
D

Leveraging the global customer base we have developed to
date, we will contribute to improved workplace comfort
through building-wide energy savings and air quality
management

Office

We will offer new value, such as energy management,
comfortable indoor air quality (IAQ) environments, reliability,
and safety, by directly approaching homeowners and

promoting differentiated system products, including
combinations of multi-split air conditioners, ventilation systems,
and sensors

Hospital,
1 welfare facility ~ Hotel . ‘
Factory
Residential
School . Warehouse _

2.5% 3.0% 3.5% 4.0% 45% ( 15.0% 15.5%

CAGR (FY2026 = FY2030)
*1. Estimated by Daikin 17




Achieving Growth in
High-Profit Domains

throughout the lifecycle

I @ Transformation into a Solutions Provider (2/3)

> Evolve our business to solve equipment-related challenges across entire buildings, beyond HVAC equipment,

Path to becoming a solutions provider

Equipment solutions

Service solutions

Use data to address customer issues

Lifecycle solutions

for HVAC systems

Lifecycle solutions
for entire buildings

New value-added
solutions

Operations from equipment
installation to maintenance

Equipment
sales: New/
replacement

HVAC
energy and
operations

management

Engineering

Maintenance
service/parts

Operations from equipment
installation to maintenance

Equipment
sales: New/
replacement

HVAC
energy and
operations

management

Engineering

Maintenance
service/parts

Begin with overall system design
to solve various HVAC-relate
issues

Equipment

sales: New/

energy and
operations

Engineering

Solve equipment issues
across entire buildings,
including related equipment

Other
+

Energy
management] Comfort R

Less downtime

Simplified management

Create new value with air and
environment

Region-wide infrastructure
management

Implemented in FUSION 25

To be delivered in FUSION 30

18



m o I D Transformation into a Solutions Provider (3/3)

> By FY2030, expand the Solutions business ratio to 40% of total sales and drive company-wide profit growth
through high-margin offerings

Solutions business ratio in the air conditioning business™ Drivers of growth in the Solutions business

Raise high-margin offerings to over 40% of the total mix

Replacement projects

CAGR: 14% (Including equipment sales and engineering)

Solutions business
(residential and
commercial)

Energy management and
other operation
management

Maintenance
and services

Gross Profit Increase

Driven by the +¥420.0 billion

About 70% of the air

72% 66% 60% Solutions Business conditioning business’s
(FY2025 = FY2030) gross profit increase
Anticipated M&A investments -
p : ¥400.0 billion
FY2025 FY2028 FY2030 (5-year cumulative total):
target projection

*1 Air Conditioning business, excluding other businesses such as Chemicals and Filters 19



m e o e I (2 Enhancing Profitability in the North America Air Cond

> Achieve high profitability comparable to U.S. competitors by promoting environmental premium products
and expanding the Solutions business

Quantitative targets Market trends and growth strategy

Bar chart: Net sales Ratio of inverters Scale of the data center
Line chart: Operating profit margin in the unitary market™ cooling market™
¥2.7 trillion
15% 12% 14% ¥1.4 trillion

13% CAGR: 2% CAGR: 14%

— |
8% FY2025 FY2030 FY2025 FY2030
Residential Applied Solutions
Expand the sales of premium environmental * Promote the Commercial Solutions business for

inverter products and unitary Fit data centers, offices, schools, etc.
) ) CAGR: 6% * Strengthen the Residential Solutions business * Establish the North America data center hub
Residential * Enhance sales and proposal capabilities through (CoE function to support data center strategy)

-

dealer training

Sales ratio of “Fit”: Sales ratio of Solutions business sales:
Applied CAGR: 11% 3% in FY2025 - 11% in FY2028 48% in FY2025 - 55% in FY2028

Capital/M&A investment 2: ¥150.0 billion Capital/M&A investment 2: ¥420.0 billion
FY2025 FY2028 FY2030
target projection Achieve high profitability

*  Reform business processes and enhance management control by utilizing core systems
*  Promote coordination and standardization of base functions and management structures through shared
*1. Estimated by Daikin ~ *2. Cumulative total during FUSION 30 services and other measures

Solutions

20



m o I Air Conditioning Business in Other Regions

> Shift from selling increasingly commoditized standalone equipment to providing high-value-added products
and solutions to enhance profitability

Residential Commercial

Strengthen the rollout of high-value-added Expand the Applied Solutions business, Operating profit margin
Global common policy system products to differentiate Daikin from centered on expanding our presence improvement plan
competitors in the data center market (FY2025 S FY2028)
* Strengthen the product lineup and service * Expand earnings by broadening the lineup of
structure in anticipation of a recovery in natural refrigerant-compatible air conditioning o
demand for heat pumps for heating and Applied systems in anticipation of stricter Up 3%
* Develop the Residential Solutions business refrigerant regulations
* Develop the premium market by offering * Deploy a sales model that combines Maintaining
“Luxury Air Land,” an integrated residential strengthened online customer touchpoints . . .
solution with field sales high profit margins
* Expand sales of customized VRV products that |mproving
* Build a sales structure to expand sales of meet user needs . .
residential air conditioning systems * Capture replacement demand by leveraging prOflt margin to
the refrigerant transition as an opportunity a doub|e_digit level

P ERECEEES U D WA E TSR * Increase selling prices by providing optimal

. *1 a : : V)
Asia “/Oceania Egcr:flfl;i:sat::td::i:‘:ler Superior systems for each application market Up 1%

*1. Asia excluding India
21



Achieving Growth in
High-Profit Domains

I 3 Strengthening the Chemicals Business

> Aim to further evolve the Chemicals business into a highly profitable business with an operating profit margin
exceeding 20% in FY2030 through three growth strategies

Quantitative targets

Semiconductors, data
centers, and other markets
are expected to continue
seeing strong growth
through 2030

—~———

Bar chart: Net sales
Line chart: Operating profit margin

20%
18%

Evolve into a key
provider in the rapidly
growing essential
application markets *

FY2030 Operating Profit Margin: 30%

* Maintain the No. 1 industry share
by leveraging high-performance,
high-quality existing products to
expand sales and by introducing
differentiated products that meet «
customer needs.

12%

CAGR:8%

— Ultra-high-purity fluoropolymers
for semiconductor manufacturing

equipment
FY2025 FY2028 FY2030 . .
L. — Coating materials for next-
target projection generation high-speed

communication lines used in data
centers

*1 Essential markets: Markets defined by Daikin in which fluoromaterials are essential to industrial development, such as semiconductors, information and communications,

automobiles, healthcare, and other fields where high profitability can be expected

*2 Low-GWP refrigerants: Refrigerants with a lower global warming potential than the currently mainstream HFC refrigerants [R410A (GWP: 2,090) and R32 (GWP: 675)]

materials will further
increase as customers

enhance the added value of

their products
—~——
Expand the high-

performance
material business

(other than
fluorochemicals)

FY2030 Operating Profit Margin: 15%

Launch new non-fluorochemical
products by leveraging Daikin’s
material development
technologies and customer base

Expand product offerings through
business partnerships and M&A

Hydfoébon-based film
processing additives

Market trends and growth strategies

Needs for high-performance

Needs for a shift to low-
GWP refrigerants >
will increase in response
to international
environmental regulations

—~———

Build a foundation for
expanding the gas
business by leveraging

synergies between the
Air Conditioning and
Chemicals businesses

Promote the development and
adoption of new refrigerants that
reduce environmental impact
(collaborative innovation
between the Air Conditioning
and Chemicals businesses)

o Showcasé i‘g'.cu?ing new
refrigerants
(Expo 2025 Osaka, Kansai, Japan)

22



E et = Res"‘e“tl @ Decisive Cost StructM

_—

> Optimize Group-wide production and improve productivity through global cross-regional collaboration to
maximize the use of existing equipment and curb investment increases

Optimization of the
global production
structure

Improving business
efficiency through
production and
procurement operation
reform

The Air Conditioning Manufacturing Division will serve
as the control tower and manage the production
structure across regions in terms of products, quantities,
and locations

* Optimize the mix of local production and centralized
production to leverage economies of scale in
production and procurement

 Strengthen production capacity for the Applied
business by utilizing existing factories, including the
Mexico factory

Factory operation innovation using advanced
technologies

* Introduce automation equipment for split air
conditioner production
*Automate semi-finished product lines, including heat
exchangers and sheet metal parts, as well as
inspection processes

* Utilize Al for customized manufacturing of
commercial air conditioners

Improve productivity through collaboration with
suppliers

Global factory utilization rate
(Split Air Conditioners)

854

(FY2030)

68«

(FY2025)

Productivity at the parent
factory in Japan

1 o 3_1 . 5X increase

(FY2030 impact compared
with FY2025)

Roll out developed technologies globally

23



. - g " o - “ 1- A .
E Rullding a Magg Res"'e“tl @ Decisive Cost Structure Reform + ® Turnaround of

> Improving operational efficiency through cross-regional global collaboration and Al utilization and strengthening
profitability through reforms of low-margin businesses.

Standardize core systems §nd back-office functions Profit improvement impact
. . through global cross-functional collaboration
Consolidation and
streamlining of Maximize the use of Al to improve operational ong°
business processes productivity and reallocate existing human resources 200 o 0 bl I I |O n
) * Accelerate development by utilizing proprietary (5-year cumulative total
through operational generative Al (LLM) trained on Daikin’s air

reform conditioning expertise . . ] _
* Fully utilize Al agents globally to reduce workforce The main impact will come from improving the

. y ' ' efficiency of indirect operations and controlling
requ_lr(?men_ts Ul prodl_Jctlon, sales, service, and labor costs, with additional contributions to
administrative operations

earnings improvement from 2030 onward

Operating profit margin

of capital using ROIC and decisively execute top-down Improvement impact
structural reform

Identify underperforming businesses below the cost

Turnaround of low-
profit businesses Assess the progress of reforms during the first 3 years +0 .4%

and make and excute management decisions,
including withdrawal or divestiture, as appropriate
within that period

(FY2025 -> FY2028)

24



Enhancing Key . - ° : x
Domains to Achieve @ BU|Id|ng a BUSlness ] Od n I IM
Further Growth B . o~

> Build a future business foundation in IMEA, a region that is growing into a major air conditioning market, while

contributing to the development of social infrastructure

e .
EA (Nia, ﬂl :

| Air conditioning market CAGR: 10%
Air conditioning penetration rate in FY2024: 8%

Achieve No. 1 share in the air conditioning market and
strengthen profit-generating capability simultaneously

* Expansion of high-value-added system products for residential,
including ventilation products
* Expansion of the VRV lineup to capture demand by application
- * Expand the dealer network to regional cities and strengthen the
service structure
@ ° Strengthen product development capabilities by establishing R&D
. bases to expand the Applied business
* Strengthen in-house production of devices, including compressors
and printed circuit boards, to reduce costs

, Capital investments: ¥80.0 billion
Number of dealers: Residential specialist dealers 2x
A0 Commercial dealers handling VRV 1.5x
- MBar chart: Net sales 12%
“H|ine chart: Operating profit margin
10%

CAGR: 12%

FY2025 FY2028 target FY2030 projection

Applied market CAGR: 9%
Middle East Residential air conditioning

Market CAGR: 10%

Expand the Applied business centered on data
centers and capture replacement demand for
condominium air conditioning systems
* Strengthen proposals for service, maintenance,
and energy management
* Develop and launch products compatible with
high outdoor temperatures
* Establish a new factory for Applied products in
Saudi Arabia
10%

7%
CAGR: 10%
 —

FY2025 FY2028 target FY2030 projection

Population to reach 2.5 billion in 2050
(One-quarter of the world’s population)

Africa

Establish a foothold, looking ahead to a full-

scale demand expansion beyond 2040

* Establish a business development team for full-
scale business expansion
* Establish an export base to serve Africa

25



Enhancing Key , , . % « g _ &
Domains to Achieve I @ EnhanC|ng ComprESSMU|ng Com‘erC|a|LV

Further Growth

> Transform the business into a “compressor sales business” that exerts influence across the entire HVAC industry
through the global expansion of Daikin’s high-efficiency compressors

Strengthening technol.o.gy Strengthening sales structure
to enhance competability

Expand the customer support

Further strengthen

combliance with increasinel Strengthen the product structure, including
P . gly lineup and efficiency to engineering and quality
stringent environmental o\ t
: enhance the competitiveness suppor
regulations and enhance cost i i .
of the Solution business (Develop specific measures

competitiveness by utilizing JVs)

Strategically establish a dedicated task force “Business Promotion Office” to drive the above initiatives

26



Enhancing M t .
ﬂ " I Extensive Use of Al

> Build a foundation for Al and data utilization and strengthen digital talent to drive growth in high-profit domains
and build a more resilient earnings structure

Build a foundation to Development and recruitment of

digital talent
promote Al and data FY2025: 2,500 people

Solution proposals optimized for utilization across the Group - FY2030: 3,500 people
each customer T

Business

Talent development through Daikin
. Information and Communications
High-quality operational - Efficient Technology College (DICT)
management, including energy- . acquisition and
saving operations and predictive

. utilization of Mid-career recruitment
e necessary data
[ Partnerships and M&A
Internal process Rotation of internal talent
Thorough business efficiency . o
improvements/Acceleration of - Efficient
technology development development Digital investment related to Al

and utilization

of Al agents and data utilization

Limiting headcount increase to
contribute to overhead cost reduction

¥150.0 billion™!

¥200.0 billion (5-year cumulative total)

(5-year cumulative total)

*1. Excluding investments related to security and the operation and replacement of existing systems 27



m Eahancinedgggegement I (9 Maximization of Human Capital Value

> Accelerate business transformation based on the principles of People-Centered Management (PCM) and enhance

talent capabilities to shape the future

Recruitment and

Talent to be strengthened
development measures

globally to achieve the FUSION 30
* Strengthen global talent search and

recruitment growth strategy

* Accelerate talent development to
lead employees to take on . :
challenges in new domains Management and leadership candidates

. 600 (FY2025) - More than 2,000 (FY2030)
Allocation measures

* Leverage a global talent database Solutions talent
and Al matching 7,300 (FY2025) - More than 12,500 (FY2030)

* Search for and assign talent aligned Digital talent

with business strategy 2,500 (FY2025) -> 3,500 (FY2030)
* Reallocate talent from existing to

new domains

Create a culture and mechanisms
that enable each employee
to work with a sense of purpose,
take on challenges, and grow

* HR system reform
* Talent rotation

* Practice of PCM Behaviors

People-Centered Management

28
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> Differentiated technologies and product development that realize the Group-wide policy of FUSION 30,
and manufacturing technologies that enhance cost competitiveness and performance

Strengthening product development

> . .
0 -New multi-system » -System products centered YRY. . *Magnetic bearing
=151 products o around VRV |- sodiEs  centrifugal chillers
= . | * Multi-functional products | . i
15 -New cassette indoor gy integrated with vrt,entilation ——— *New cooling system
g o : . *Clean air systems
= O TS . I O y
C O Instrumentation products | - .
L 3 and solutions apps Cloud service etc.
o . . . .
f - Strengthening technology development, including elemental and core technologies
S+ g g gy Y g g
eSSk \ N\ 7 : aYa - N
B [ Ductless technologies that |[ Technologies that support |[ Elemental technologies for )( Develop new technologies
T 5 generate high profits commercial solutions applied products that to help solve social issues
5 in each region create differentiation
§ & System control technologies for Algorithms for energy-saving Technologies for larger-capacity heat CO2 capture technology from
&= managing entire spaces diagnostics and installation sources, h|gh—'e'ff|C|e'ncy equipment, the atmosphere, etc.
simulation for replacement and compatibility with high outdoor
. JL JAN temperatures )L )
SES Split air conditioner VRI\\;I duction of Applied
cmm L cmm .
*g @ *,;; Improve performance and Develop technologies for ftl.ully custom?:; rpgogﬁtg&“tg eet Improve the efficiency of fully
-1 = =) reduce costs of key devices automated production* A d ord made-to-order production
2k 2 increased orders
E '<} (=1 Develop differentiated manufacturing Automate assembly using Build processes to eliminate Build processes from order receipt to
L= processes, including structural design Al and sensors and explore the potential production losses production to reduce indirect labor
and material review of physical Al requirements

Anticipated global R&D investment: ¥550.0 billion (first 3 years)

*1. Automation technology development: Full automation of lines for components used in residential air conditioners, such as heat
exchangers and sheet metal parts, by FY2030, and full automation of product assembly lines by FY2035 29

New product ratio: 25% or higher




m Eahancinedgggegement I @D Creating Environmental Value

> Address social issues through our businesses by reducing CO, emissions and advancing a circular economy

Working toward carbon neutrality

* Reduce emissions per net sales by 40% from FY2022 levels™
(Scope1-3) :

Reduction 0.08 \ 4 40%
of emissions kg-CO,/yen reduction
per net sales 0.05

kg-CO,/yen
FY2022 FY2030
(Base year) (Target)

 Expand contribution to avoided emissions™? to
60 million t-CO, (Scope1-3)

Expansion of
contribution

FY2022 FY2030
(Base year) (Target)

17.6 million , .

t-CO ore
2 60 million

to avoided
emissions

Initiatives for a circular economy

* Leverage partnerships and collaborations with other
companies to establish a framework for procuring recycled
materials and acquire the technologies necessary to achieve
a circular economy

Recovery,

Product . Material
} disassembly, } )
use production

Equipment design to

product production

and recycling

Build a refrigerant eco-cycle
(Air Conditioning x Chemicals)

Build a recovery and recycling network for air
conditioning equipment and parts

Establish design
technologies for air
conditioning equipment

Recovery and reclamation of
fluorochemical products

t-CO, (Chemicals)
*1. The target-setting approach has been changed since FUSION 25
*2. Calculated based on IEC 63372 as the difference between emissions when products with lower emissions, such as inverter units, low-GWP units, and heat pumps for heating, are introduced and emissions when 30

they are not introduced



Capital Policy for 3 .
ESustainable Growth and Caprtal POI'Cy

Enhancing Corporate Value

> Daikin has strengthened its financial foundation by steadily repaying interest-bearing debt; going forward, Daikin
will further promote management with an emphasis on capital efficiency, while also expanding shareholder returns

Enhancing Corporate Value through

Balanced Growth Investment and Capital Efficiency Daikin’s Basic Approach to Capital Policy

e Daikin will actively address environmental and other social
issues and aim to be a company that continues to be trusted
and chosen by diverse stakeholders by simultaneously
enhancing environmental, social, and economic value

Growth investments
Prioritize growth investments

* Daikin will strive to sustainably enhance corporate value by
expanding its business through growth investments that
contribute to future earnings growth, while also improving
capital efficiency

Investment capacity

Maintain financial discipline and credit strength
while preserving capacity for attractive investment

opportunities * Daikin will allocate the cash generated primarily to growth

investments. At the same time, while comprehensively
taking into account factors such as the level of cash on hand,
Daikin will allocate cash to shareholder returns, including
dividends and share buybacks, while maintaining a sound
financial foundation and securing investment capacity for
future large-scale investments

Dividends

Continue to deliver stable and growing dividends

Share buybacks

Execute share buybacks flexibly, considering investment
opportunities, financial strength, capital efficiency, etc.

* For dividends, Daikin will strive to achieve continuous
dividend increases while emphasizing stability. Daikin will
carry out share buybacks flexibly, taking into account factors
such as investment plans and dividend payout levels

_______________________________________________________________




Capital Policy for R Py
ESustainable Growth and I Capltal Allocatlon

Enhancing Corporate Value

> Enhance shareholder returns while maintaining a priority on growth investments

FUSION 25 results (5 years) FUSION 30 plan (5 years)

Asset sales, etc.

Share buybacks/Additional M&A

¥700.0 billion or more

Execute an initial share buyback of ¥350.0 billion
Make further decisions based on the status of M&A
projects, stock prices, and other factors

Dividends ¥500.0 billion or more

Asset sales
¥190.0 billion Others ¥260.0 billion

Dividends ¥370.0 billion Operating
cash flow
] ¥3,000.0 billion
Operating Growth investments ¥1,800.0 billion
cash flow

Growth investments ¥1,340.0 billion
¥1,780.0 billion

Capital investment ¥1,300.0 billion
Capital investment ¥1,040.0 billion M&A investment ¥500.0 billion

M&A investment ¥300.0 billion

“Others” include the repayment of interest-bearing debt and “Asset Sales, etc.” include asset sales, cash and cash equivalents, and
increases in cash and cash equivalents the utilization of interest-bearing debt 32



Capital Policy for - : g
Sustainable Growth and Sha re BuybaCkS ‘
Enhancing Corporate Value . -~

> Daikin is committed to an initial ¥350 billion share buyback and will continue to execute additional buybacks,
while maintaining a balance between capital efficiency and financial strength

¥ bill . . *
(¥bion) Post-dividend FCF™
150
May 2026
100
Share buyback
50
[ J @
¥350.0 billion 0
* To demonstrate management’s commitment to
improving capital efficiency, Daikin will (50)
conduct a commitment-type share buyback >0
through a fixed-price tender offer (FCSR), with
a planned acquisition amount of ¥350.0 billion (100)
D . (150)
* For FY2027 and beyond, Daikin will continue to
conduct flexible share buybacks while
comprehensively assessing FCF levels and (200)
investment plans FY2021 FY2022 FY2023 FY2024 FY2025

*1 Post-dividend FCF = Operating cash flow — cash flows from investing activities — dividends * change in time deposits
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Capital Policy for Bt .
E Sustainable Growth and DlVIdend POI ICy

Enhancing Corporate Value

> Transition from the DOE policy to a new dividend policy focused on stable and growing dividends

Dividend per Share Trend (¥)

FY2025 Proposed Dividend ™

+20
Den.r;uald YoY change 150 +60 Stable and continuous
e +30 dividend increases
¥340 +¥ 10 300 50
*In FY2025, in addition to a ¥10 dividend increase, +10
Daikin maintained the ¥50 commemorative dividend, 250 +40
resulting in an effective dividend increase of ¥60.
200
360
FY2026 Dividend Forecast 150
550 280
aulEL YoY change 0
Dividend g 100
¥360 +¥20 s0
0

FY2021 FY2022 FY2023 FY2024 FY2025 FY2026 FY2027 FY2028 FY2029 FY2030

M Ordinary dividend I Commemorative dividend

34
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> Strengthen governance and execution to promote financial strategy and capital policy
while transitioning to a profit-generating structure

Establish the CFO (Chief Financial Officer) position

Increase the ratio of outside directors to 50%

Responsibility for financial strategy and capital policy
linked to management strategy

Internal directors * Promote ratio management, financial strategy, and

capital policy, with a focus on strengthening profit-
generating capability and ROE as set out in FUSION 30

. . * Lead IR/SR strategy and information disclosure to
Outside directors deepen capital market understanding of Daikin’s policies
* Appoint a non-Japanese independent director with a financial and enhance corporate value

institution background

* In particular, strengthen monitoring functions for financial and
global strategies

4>

Board of directors
Expected roles

Key Enhancements to the Execution Structure Supporting FUSION30

* Advance regional strategies for the Applied Solutions business « Strengthen the foundation of the India business while
-Strengthening management and production structures in North America  advancing future growth initiatives
-Reinforcing sales structures by major countries in Europe and across the * Establish a dedicated task force to evaluate and advance the

Middle East region compressor business (Compressor Business Strategy Office)
-Enhancing global technology development and product development * Reorganize and strengthen the digital organization to
capabilities, etc. accelerate Al adoption across the enterprise

: La;mch a company wide cross-functional project to drive SCM . gtrengthen corporate functions (capital markets engagement,
Sl communication strategy, sustainability initiatives, etc.)
* Advance the global service business strategy 36
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A N / .- i~
m Execution Structure I Executlve Compensatl i“ ' - &

Wil i il

-

> Align executive incentives more closely with long-term shareholder value through greater linkage to profitability,
capital efficiency, and stock performance

Key Revisions to Executive Compensation Compensation structure

Increase variable compensation to drive long-term corporate value el @ et

* Abolish stock options and shifted the focus to performance-
linked bonuses and equity-based compensation

* Introduce performance-linked PSUs (70%) and retantion-based
RSUs (30%) as equity-based compensation

Introduce performance metrics aligned with profitability and asset

Performance
Base compensation -linked

Equity-based

compensation
bonuses P

Previous
System

efficiency
* For performance-linked PSUs, emphasized improving “earning
power” by linking incentives to return on invested capital and Base Performance- Equity-based
total shareholder return relative to the TOPIX benchmark ‘2l compensation [ linked bonuses ™ compensation
. . . Q
* For performance-linked bonuses, use net sales, operating profit, "i
and operating profit margin to incentivize balanced growth in & S22 S0 SR
revenue and profitability ; Performance- | Time-
Ensure long-term alignment with shareholder interests and risk {';25592 é‘z’-‘:}‘gg
accountability 70% 20%
. . . o
* Impose post-vesting holding requirements
.. *1 As annual evaluation indicators, add operating profit margin to net sales and operating profit to promote
* Introduce malus and clawback provisions simultaneous growth in scale and profitability
: H : . : *2 PSU (Performance Share Unit):A type of stock-based incentive compensation in which rewards are granted
(e?(cesswe correcjclpn Of flnan_CIaI S_tate.ments' materlal based on business performance and stock price performance. Use D-ROIC and TSR as medium-term
m |sconduct, S|gn|f|ca nt deterioration in pe rforma nce, etc,) performance evaluation indicators to reinforce awareness of strengthening profit-generating capability and
market outperformance.
Enhance the objectivity and independence of compensation *D-ROIC: Return on invested capital (= Operating profit + Invested capital [Trade receivables +
Inventories + Fixed assets])
governance *TSR: Relative comparison of Daikin’s TSR (share price appreciation over 3 years + dividends) with TOPIX

. . . .. . TSR including dividends
¢ Change the aUthorlty to determme deVlduaI compensatlon from *3 RSU (Restricted Stock Unit):A compensation scheme that grants employees “units,” or rights to receive

the Represe ntative Director a nd CEO to the Com pensation company shares in the future, subject to certain conditions or restrictions. As service-based stock
compensation, require continued holding of shares for at least 3 years to reinforce alignment with

Advisory Committee shareholder value creation 37



Assumptions for FUSION 30

* This plan has been prepared based on information available as of the second half of FY 2025
> Key exchange rate assumptions: USD/JPY: ¥145; EUR/JPY: ¥170; CNY/JPY: ¥21.0

» Market growth assumptions (FY2025 - FY2030): Air conditioning equipment market CAGR: 4%;
Fluorochemicals market CAGR: 6%

» Macroeconomic assumptions: Global real GDP growth rate (annual average): 3.2%

* If significant changes occur in the business environment going forward, we may consider revising the
key themes and quantitative targets

« M&A investment amounts are based on current assumptions and may change depending on the
future business environment, the status of deal considerations, and other factors

38
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.....................................................................................................................................................................................................

Notes Concerning Forward-Looking Statements

This material is intended for informational purposes only and is not intended to solicit any action :
i based on this material. This material, including performance plans, has been prepared by the Company :
based on reliable information available at the present time. However, it contains risks and :
i uncertainties, and the Company assumes no responsibility for its accuracy or completeness.

Please use this material at your own discretion. The Company assumes no responsibility for any losses

: that may arise from investment decisions made in reliance on the forecasts, target figures, or other
i information contained in this material.

.
....................................................................................................................................................................................................
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