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Presentation

Sakamoto We will now begin the presentation of Daikin Industrietsl.'sFinancial Resulfer the Fiscal Year
EndedMarch31,2026,and theStrategic Management PlariJSION 30.

Explanatory materials are available on the Company's website indestor relations as indicated in the
email.

First, | would like to introduce today's speakers.
Masanori Togawa, Chairman of the Board and CEO.
Togawa This is Togawa. Thank you.

Sakamoto President and COO, Naofumi Takenaka.
TakenakaThis is Takenaka. Thank you very much.

Sakamoto Koichi Takahashi, Member of the Board, Senior Executive Officer, Responsible for Finance,
Accounting and Budget.

Takahashi My name is Takahashi. Thank you.

Sakamoto Hiroaki Ueda, Executive Officer, in charge of DX Strategy, General Manager of Corporate Planning
Department.

Ueda This is Ueda. Thank you.
Sakamoto These are théour speakers.
I, Sakamoto of Investor Relations Management Group, will be the facilitator. Thank you.

Today, in addition to the financial summary, we will be explaining FUSION 30, as you have been informed.
After a brief introduction by Mr. Togawa, Chairman and CEO, Mr. Takenaka, President, will give an overview
of the financial results, FUSION 30, catdicy, and organizational structure to promote the implementation

of FUSION 30.

Please allow a total of 50 minutes for the presentation, followed by a questiokanswer session. The event
is scheduled to end at 1@0.

Now, Mr. Togawa, Chairman, please proceed.

Togawa Thank you all for coming today. Today, we are pleased to announce our strategic management plan
FUSION 30.

This is a new management plan that demonstrates Daikin's management intent and commitment to what it
will protect, what it will change, and what it will continue to win with in these uncertain times.

In the 30 years since we began FUSION management in 1996, we have continued to manage our business by
combining shorterm earnings with mediumand longterm growth. | believe that we have been able to
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achieve results bgtrategically balancingn emphasis on immediate profits and a proactive approach to
medium- to longterm growth, while keeping a close eye on changing conditions.

FUSION 30 is also based on this concept, but with a strong awareness of evolving into a management plan
that further enhances quality.

We will first look back on the previods/e years of FUSION 25. In the midst of a challenging business
environment, including the COVI® pandemic, US tariffs, and conflicts in various regions, we were able to
achieve record results in sales and operating profit by strengthening sales and mgrkapabilities,
accelerating the launch of differentiated products, dangplementingthorough cost reductions.

On the other hand, management takes very seriously the fact that we have not achieved our operating margin
in other words, our earning capacity has declined. We believe that the rapid changes in the environment,
including a significant slowdown in demand and rising costs in the residential air conditioning and heating and
hot water supply markets, as well aket emergence of Chinese manufacturers and other intensifying
competition, did not allow us to keep up with the speed at which we deployed measustgetgythen our
businessand as a resultwe are left with issues such as investment recovery. Reinforcing earning power is
the most important issue for FUSION 30.

The management goals will focus on rate indicators. As part of our effortssibenegthen earning power, we

aim to restore the operating margin to 10% by 2028 and then to exceed 12% by 2030. In addition, to improve
capital efficiencyye aim to achieve a return on equity (ROE) of 182028 and over 15% by 2030, in line
with our US rivals.

We are committed to further reforming our business model and management in order to achieve these goals.

First, we will focus on increasing the profitability of the solutions business, which is a highly profitable area,
in order to restrengthen our earning power. At the same time, we will work to achieve high profitability in
the North Americarair-conditioningbusiness, our most important market, and to further strengthen our
highly profitablechemicals business.

Next, in order to strengthen our earnings structure, we will decisively implement cost structure reforms,
including an optimal production strategy across the globe and operational efficiency improvement through
operational reforms. Our top management vélso be involved in the leveraging of lgarofit businesses to

assess progress at an early stage, make decisions on how to advance or retire the businesses, and implement
them.

We will also work to expand our business in areas that will become the next pillar of our business growth. In
particular, we will strengthen our business base and compressors in IMEA, such as India, the Middle East, and
Africa, which will become a majorratonditioning market after 2030, and take on the challenge of the
compressor sales business.

In addition, we will pursue a thorough capital policy to further promote management that emphasizes the
improvement of capital efficiency. &gnanagementecision the Gompany is also engaged in share buybacks,
starting with a JP350 billionbuyback this time.

In addition, we will strengthen our executive structure to promote priority themes. At the same time, we will
further enhance transparency and objectivity by increasing the number of outside directors and establishing
a CFO to build more disciplined govance. We will also renew the executive compensation system as a
driving force to promote rate management and strive to complete FUSION 30.
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We believe that one of the key management axes in taking on the challenge of FUSION 30 is to continue to
refine our own strengths.

Our strengths include our proprietary technologies for environmental energy conservation and air quality,
such as inverters, heat pumps, and refrigeramais well as our global sales and service network anditen
development and production capabilities based on a business model of local production for local consumption,
all based on "peopleentered management" that thoroughly leverages the strengths afheand every
employee. We are proud to say that these are not things that other companies can isutatsily. We will

refine these strengths | have just mentioned to further enhance our competitiveness.

We believe that the ability to make judgments and decisions that change what needs to be changed without
hesitation, while refining what needs to be protected, is also an important management axis. In response to
sudden changes in the environment, we waNiew our oncedetermined plaras necessargnd practice more
flexible and speedy management.

In formulating FUSION 30, we have also engaged in dialogue with various stakeholders, including the capital
markets. Everyone expressed their expectations for reforms such -a§emgthening earning power,
improving operating margin, increasing ROE, lainga capital policy, appointing a CFO and outside directors
who have the same perspective as investors, having a majority of outside directors, and revising the executive
compensation system linked to capital efficiency.

We intend to meet your expectations through action, deliver results to build trust, and fulfill both our
responsibility for growth and our social responsibility.

Your continued understanding and support will be greatly appreciated.
Sakamoto Next, President Takenaka, pleageahead with youpresentation.
TakenakaThank you very much for joining us today.

First, | would like to explain the financial results for FY2025.
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I . Summary of Financial Results

E_otn net sales and operating profit rose year over year in setting new record
ighs.

In the 4Q (January-March), profits increased, enabling us to achieve our full-
term plan.

With the greater-than-expected drop in demand, we accelerated efforts to
generate results under the “Project Directly under Top Management: Six
Group-wide Themes” (see page 9). Initiatives included strengthening sales
and marketing capabilities, implementing strategic selling price measures,
and reducing costs.

FY2024 FY2025 YoY
(billion yen) Results Forecast | Results
Net sales 47523 49200 50150] 106%
Operating Profit 401.7 413.0 415.0] 103%
(%) (8.5%) (8.4%) (8.3%) %(m
et Sales + illion yen

Ordinary Profit 366.4]  398.0[ 4082| 111%| opemimgproit 11 siion son
(%) (7.7%) (8.1%) (8.1%)
Profit Attributable to 264 8 268 0 275 2 1049| YoY Results Excluding FX Effect
Owners of Parent Net Sales 105%
(%) (5_6%) (5_4%) (5_5%) Operating Profit 106%

UsDLPY ¥153 ¥151

EURIJPY ¥164 ¥175

RMB/JPY ¥21.1 ¥21.2

In FY2025, both sales and operating profit exceeded the previous year's levels, achieving a new record
performance.

In addition to a largethan-expected demand slowdown, factors such as geopolitical risks, tariffs, and cost
increases have combined to create a very difficult business environment over the past year. Even under such
circumstances, we have been accelergtthe creation of results by setting cressmpany themes under the

direct control of top management, such as strengthening sales and marketing capabilities, thorough
implementation of strategic selling price measures, and cost reduction efforts withraugb emphasis on
profitability. As a resultye returned to profit growthin Q4 and achievedour annual gan.

Sales exceeded JBYrillion for the first time, up 6% from the previous year to B0A5 billion. Operating
profit increased 3% to JRNL5 billion and net profit increased 4% to J7%.2 billion. Both net sales and net
profit reached record highs.
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I . Financial Results by Segment

v Air-Conditioning and Refrigeration Equipment Business: Revenue and profits increased together
with an improved operating profit margin. Despite declining Residential demand in the Americas and
China and the impact of a stagnant economy and unseasonable weather in Asia, sales expanded in
businesses with strong demand, such as Applied and Commercial Air Conditioning. In addition to
a major recovery in market share for Residential Ducted Unitary for Houses in the Americas,
sales of high value-added products in Japan and Europe also expanded. In China, we focused
resources on sales of residential multi-split air conditioners. The direct impact of U.S. tariff
measures (operating profit of approximately ¥41 billion) was absorbed by utilizing pass-through pricing
and implementing cost reductions.

v" Chemicals Business: Profits declined while revenues increased. Sales of high-performance
fluocropclymers decreased due to the slow recovery in demand in the semiconductor sector and the
subsequent adjustments in distribution inventory.

FY2024 FY2025
(silion yen) Results | Forecast| Results | YoY
Total Net sales 4,752.3| 4,920.0] 5,015.0 106%
Operating Profit 401.7 413.0 415.0 103%
_ (%) (8.5%) (8.4%) (8.3%) Ex Effect (YoY
| calan 0,
Ar Cogrc:glon\ng Net sales 43845 45350 4,621.1 105% Air Conditioning and
Refrigeration | °Peind Prot 351.0] 3735 3770 107% Refrigeration Equipment ~ Chemicals
Equipment (%) (8.0%) (8.2%) ) Net Sales +20.5 billion yen +3.5 billion yen
Net sales 263.0 275.0 281.5 107% Operating Profit -12.7 billion yen +1.5 billion yen
Chemicals  |Operating Profit 46.1 35.0 33.1 72%)| yoY Results Excluding FX Effect
(%) (17.5%) (12.7%) (11.8%) Air Conditioning and Chemical
Net sales 1048] 1100 1124 107% Refrigeration Equipment " "
Net Sal 105% 106%
Others Operating Profit 45 45 49 108% Oier:nsz Profit 1% 69%
(%) (4.3%) {4.1%)| (4.4%)

*ajr-Conditioning and Refrigeration Equipment includes filter businesses. 4

Segment performance. In thar-conditioning andrefrigerationequipment business, net sales increased 5%
from the previous year to JR621.1 billion, and operating profit increased 7% from the previous year to JPY
377 billion, marking record highs in both sales and operating profit foratheonditioningsegment. The
operating margin also improved by 0.2 percentage points.

Although we were affected by declining demand for residential applications in North America and China, as
well as economic stagnation and unseasonable weather in Asia, we worked to expand sales in businesses
where demand was strong, such @splied and commercial air conditioning/e recovered a large share of

the North American residential unitary market and expanded sales of high-adhled products in Japan. In

China, where demand was severe due to the real estate recession, we concentrated our resousages of
residential multisplit air conditioners and maintained high profitability. The US tariff measures had a direct
impact of approximately JRM. billion on an operating profit basis, which was fully absorbed by price pass
through and cost reductions.

In thechemicals business, net sales increased 7% YoY &81Ybillion, while operating profit declined 28%
to JPY33.1 billion.

The chemicals business was affected by delayed demand recovery in the semiconductor and automotive
sectors and the resulting distribution inventory adjustments. Against this backdrop, we worked to expand
sales in areas where demand was relatively strong, sadluaropolymers for the gas and information and
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telecommunications sectors, and sales increased YoY. However, operating profit declined sharply due to the
significant impact of lower sales of highlueadded resins for semiconductors.

In other businesses, net sales increased 7% YoY tbl2R¥billion, and operating profit rose 8% to IPY
billion.

II. FY2026 Business Forecast

We formulated our strategic management plan “Fusion 30" to strengthen our earning
capacity even further. Our targets for the fiscal year 2028 are for an operating profit margin
of 10% and a return on equity (ROE) of 12%.

Despite the uncertainty in the business environment for this fiscal year, we will promote
measures worldwide to strengthen our competitiveness and profitability, strive to improve
profit margins, and achieve new record highs in performance.

v In the Air Conditioning Business, we will work to expand our Applied and Commercial Solutions
businesses and focus on strengthening sales capabilities in each region while also promoting strategic
selling price measures and increasing market share.

v By globally reducing total costs, we will look to minimize the negative impact of cost increases (such
as soaring raw material prices, higher logistical costs, and U.S. tariff measures).

v With the impacts of the Middle East situation already apparent (business stagnation in the Middle
East region, rising component prices, higher logistical costs, etc.), we have already taken steps to
incorporate these circumstances Into our plans for this fiscal year. Despite the uncertain outlook,
we are prepared for all possible scenarios and will implement measures, such as pricing measures, cost
reductions, and sales expansion of energy-saving equipment (See page 12).

FY2025 Results FY2026 Forecast
ilion yen) H1 H2 Total H1 YoY H2 YoY Total YoY
Net sales 24788 2,536.2| 5,015.0] 2,610.0] 105%| 2,540.0/ 100%| 5,150.0] 103%
Operating Profit 2466 168.4 415.0 258.00 105% 178.0 106% 436.0 105%
(%) (9.9%) (6.6%) (8.3%) (9.9%) (7.0%) (8.5%)
Ordinary Profit 2419 166.3 408.2 2440 101% 170.0, 102% 414.0 101%
(%) (9.8%) (6.6%) {8.1%) (9.3%) (6.7%) (8.0%)
g"g;ﬂﬁ;“‘;‘“ 160.9 114.3 275.2 163.00 101% 115.0, 101% 278.0f 101%
(%) (6.5%) (4.5%) (5.5%) (6.2%) (4.5%) (5.4%)
USDJPY ¥146 ¥156 ¥15 ¥145
EURIJPY ¥168 ¥182 ¥175 ¥170
RMBIIPY ¥203 ¥221 ¥2 #2210
FX Effect (YoY) YoY Comparison Excluding FX Effect
Net Sales ~120 Obillion yen Net Sales 105%
Operating Profit - 20 Obillion yen Operating Profit 110% g

For FY2026, we project net sales of 3%0 billion, up 3% from the previous year; operating profit of JPY
436 billion, up 5% from the previous year; and net profit of JR8rbillion, up 1% from the previous year.

We have formulated our strategic management plan, FUSION 30, and have begemtphrasize our earning
power. We have set targets of 10% operating margin and 12% ROE for FY2028. This fiscal year is the first year
of the plan, and we aim to achieve recassults by improving profitability and capital efficiency.

The outlook for the business environment is expected to remain uncertain due to the slow recovery in demand,
the deteriorating situation in the Middle East, and additional tariffs in the United States. However, even in
this environment, we will strive toxcrease sales and profits and improve profitability by promoting measures

to strengthen competitiveness and profitability on a global basis.
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II . <Reference> Our Position on Risks from the Worsening Middle East Situation

To minimize the impact on future production and product supply, we will strive to secure raw
materials and components, including by switching to alternative parts. We have estimated the
impact based on multiple scenarios (settling in Q1, the first half, or by year-end). We will
implement countermeasures such as raising selling prices, expanding sales of energy-efficient
equipment, and strengthening our system proposals.

Furthermore, should the business environment change significantly—such as due to an
economic downturn exceeding expectations or a sharp drop in demand—we will flexibly revise
our management plan.

Assumed Risks

v Decline in net sales and profits from businesses operating in the Middle East region

Rising energy prices and transportation costs due to high crude oil prices

Procurement difficulties for fluoropolymers and other crude oil-related products

Delays and bottlenecks in logistics

Curtailment of corporate investment and slow consumption due to the ripple effect on the real economy

AN N

Position on Risks

<

Search for alternative parts and suppliers to ensure stable product supply

Increase prices to absorb cost increases

Expanding sales of energy-efficient equipment and strengthening system proposals
Further cost reductions

AN NN

Urgent cost-cutting measures

12

Regarding the impact of the situation in the Middle East on our business, we have secured parts and materials
SO as not to cause any inconvenience to our customers, and we expect to be able to continue supplying
products for the time being. The effects thaave already become apparent, such as business stagnation in
the Middle East, soaring component prices, and rising logistics costs, have been incorporated into this fiscal
year's plan, along with countermeasures.

Although the situation is difficult to predict, we have estimated the impact of multiple scenarios, ranging from
cases where the situation is resolvedd to cases where the impact continues throughout the year. In the
event that the impact expands in the future, we are prepared to minimize the impact by taking flexible
measures in response to changes in the situation, such as pricepasgasures to absb cost increases,
expanding sales of energpaving equipment and strengthening system proposalarceng for alternative
parts and suppliers to maintain stable supply, and emergency cost reductions.

We also believe it is necessary to review our management plan flexibly as well as to prepare contingency plans
for major changes in the environment, such as economic downturns and rapid declines in demand. We see
the difficult business environment as anpptunity to look at our strengths and strengthen our structure.

We will work to improve our business structure so that we can surely reap the fruits of the demand recovery
phase, which will lead to growth and development during the FUSION 30 period.

= SCRIPTS

- ) .
- Asia's Meetings, Globally

9



Il. Air Conditioning and Refrigeration Equipment — Americas

FY2025 Results

Net sales were 109% year over year. Industry demand for Residential remained sluggish due to prolonged
inflation, persistently high mortgage interest rates, and the impact of distribution inventory adjustments. We
expanded sales by increasing market share in Ducted Unitary for Houses and implementing selling price
measures. Applied demand remained strong—particularly for the data center sector—and sales expanded
accordingly.

v" Ducted Unitary for Houses: Amid fallen demand following a rush to purchase before changes in refrigerant GWP
regulations tock effect, we focused on enticing customers back, supporting dealers, and developing new dealers
to expand sales, mainly of R32 units, and we significantly increased market share. Improved dealer
development and support also led to sales growth for Fit systems, our environment premium product.

v" Ductless: RA/SKY models were impacted by lower demand due to changes in refrigerant GWP regulations and
stagnant Residential demand. VRV system sales were affected by project postponements and companies
holding off on investments.

v" Applied: In addition to expanding equipment sales through increased production capacity at the new factory in
Mexico and existing factories in the United States, we strengthened our solutions business through the
utilization of its instrumentation and engineering companies. In the data center sector, sales grew by capturing
strong demand through increased production capacity and an expanded product lineup.

FY2026 Forecast

Ducted Unitary for Houses: Through support of existing dealers and the development of new dealers, we
promote the advantages of R32 units throughout the distribution network, aiming to expand sales and
increase market share. We will focus on expanding sales of the environmental premium product Fit
systems by developing and supporting dealers, along with establishing an installation support system.

Ductless: We will strengthen the R32 unit lineup and expand the YoY change FY2025 | FY2026 Forecast
sales network capable of handling R32 units by developing new (Volume basis) Results | Market | Daikin
customers and nurturing existing dealers in working to increase sales.|bucted unitary for houses 97%|  98%| 102%
Applied: We will expand equipment sales in the data center sector, oot RA/SKY 89%| 104%| 126%
i i uctless
where demand remains strong. By leveraging the technology and VRV 83%|  97%| 119%
products of companies, we will build a system that provides one-stop Appiea 115% 113% 117%
. . . . . . (] ‘o 0
Solutions. In the building market, we will focus on proposing high e mp —
value-added Solutions such as energy management. Dt Unitay fr hovses and Duetlece predunts ve manufoctres and s0id
by DMA (Daikin Comfort Technologies Morth America, inc). Applied products ane
manufactured and sold by DAA (Daikin Applied Amesicas, LLC.). 16

Details on the status of operations in each region are provided in the document. | will explain only the key
points.

The first is thaair-conditioningbusiness in the Americas.

For DNA, the residential unitary market stagnated in FY2025 due to high housing interest rates, and the
backlash from the rush demand associated with the refrigerant switchover and the resulting adjustments in
distribution inventories made for a challengirenvironment. However, we concentrated our efforts on
regaining existing customers, mainly through seipplied wholesalers, strengthening our channels by
developing new dealers, and differentiated sales efforts centered on R32 refrigerant and thstFitegic
product equipped with an inverter. This allowed us to recover our share in FY2025 to 24%, which is more than
we had before we lost market share, i.avp years ago in FY2023.

We feel that our competitiveness has certainly increased due to the strengthening of our dealer network. By
spreading the superiority of the R32 units to the distribution system, we aim to expand sales in FY2026 and
beyond.

For the strategic product Fit, in addition to developing new dealers, we will further expales by
strengthening support for dealers, including the establishment of an installation support system.

We will improve cost competitiveness by transferring production to Mexico, expand sales of higladdad
products, and enhance profitability.
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DAA, which is engaged in manufacturing and sales opipéied products, is expanding sales by capturing
strong demand in the data center field. In addition, DAA has steadily built a foundation for growth in the
applied solutions field by expanding equipment sales by increasing production capacity at its new plant in
Mexico and existing plants in the United States, and by strengthening its solutions business by leveraging
Alliance Air, a company with strengths urstom air handling units.

In FY2026, we will launch a data center hub to expand sales of equipment in the data center market, where
demand is strong. In addition to this, we will utilize the technology and commercial materials of the acquired
companies to provide total solutions Hyeat sourceplus air handling unitplus server coolingplus liquid
cooling.

Both DNA and DAA had an operating margin of 8% in FY2025. We expect both companies to improve their
profit margins byone percentage point in FY2026.

Il. Air Conditioning and Refrigeration Equipment — China

FY2025 Results

Net sales were 94% year over year. The business environment remained challenging due to the deteriorating
real estate market and sluggish consumer spending. In response, we focused resources on user-direct sales,
including support for PROSHOP specialty shops, while also enhancing customer centers and live commerce.
The operating profit margin remained high by expanding sales of high value-added products, strengthening
the Solutions business, and implementing cost reduction measures.

v Residential: In addition to offline retail sales, we focused on our own unigue sales activities that combine with
online activities such as live streaming, web advertising, and social media to expand system product sales. We
also bolstered Residential Solutions that utilize loT and data analysis in proposing optimal air quality crafted to the
individual lifestyle of each customer.

v Commercial: Against the backdrop of carbon neutrality policies, we concentrated on government facilities,

factories, and green buildings with relatively firm demand. We also enhanced our Solutions proposals with an
emphasis on energy savings.

v Applied: Sales efforts were strengthened in proposing energy-saving equipment along with repair and
maintenance.

FY2026 Forecast

Residential: In addition to the new housing market, we will be focusing on the home renovation and existing
home markets. By strengthening Residential Solutions, we will aim to maintain high profitability. We will be
offering new air value to customers with system products that integrate hardware and software in providing
optimal air for each living situation through our unique expertise in air conditioning, ventilation, heat pump
floor heating, air quality sensors, and airflow.

Commercial: By utilizing operational data, we will strengthen YoY change FY 2025 FY2026 Forecast
Solution proposals and seek to capture replacement demand. (L"“;'azj';e“'w Resute | Warkat 1 Daikn
Applied: We will work to expand sales of energy-saving Residential 96% 95% 98%
Eglsjtlgnn:eepagidpsréposmg customized solutions in response to Commercial 85% 95% 98%
Applied 82% 95% 102% 17

In China, we are concentrating our resources on alsect sales in the face of a continuing difficult business
environment. Through sales of high valagded products, strengthening of the solutions business, and cost
reduction efforts, the operating mgin remained high at 22% in FY2025.

We differentiate ourselves from our competitors by proposing new air value to our customers through system
products that use data acquired from sensors to provide optimal air for each living situation, such as air
conditioning, ventilation, heat pump flodreating, air sensors, and airflow.

= SCRIPTS

- ) .
- Asia's Meetings, Globally

11



In FY2026, we will continue to maintain high profitability by focusing orhtme renovation and existing
home marketdn addition to newhousing marketaind strengthening our solutions.

II. Air Conditioning and Refrigeration Equipment — Asia and Oceania

FY2025 Results

Net sales for Asia were 94% year over year. In addition to an economic slowdown across ASEAN countries,

unseasonable weather in India impacted the results.

Net sales for Oceania were 107% year over year. Commercial sales expanded in Australia.

v Residential: Initiatives were implemented to develop dealers and strengthen sales promotion to consumers. In
the ASEAN region, demand remained sluggish due to inflation, the impact of U.S. tariffs, and natural disasters.
Distribution inventory remained high, leading to intensifying price competition. In India, the consumption tax
reduction (implemented on September 22, 2025) had a positive effect, but was greatly affected by unseasonable
weather conditions.

v Commercial: With the uncertainty in the future economic prospects, project delays and cancelations have
increased. \We developed dealers and strengthened training as sales expanded in India and Australia.

v Applied: Sales to factories and data centers were enhanced. We also focused on the After Sales Service
business, including repair and maintenance.

Year-on-year net sales of main countries (local currency basis)
Australia: 105%, India: 100%, Vietnam: 96%,

Malaysia: 94%, Indonesia: 89%, Thailand: 88%
FY2026 Forecast

Residential: In India, we aim to expand sales of high value-added products by launching new products that
comply with the new energy-efficiency standards effective January 1, 2026. We will also focus on expanding
our sales network in regional cities. In the ASEAN region, we will not only strengthen our sales capabilities,
but we will also develop products and sales strategies that meet the needs of the affluent and younger
generations.

Commercial: We aim to strengthen our proposal and sales capabilities through the development and support

of distributors while expanding sales towards small and YoY change FY2025 | FY2026 Forecast
medium-sized projects. We will also focus on the Service (Volume basis) Resuts | Warket Daikin
Solutions business to capture replacement demand. -

. . . . ) Residential 85% 111% 125%
Applied: We will expand sales by increasing equipment sales to > - -
data centers and focusing on After-Sales Service business, Commercial SKY 104%|  108% 111%
including repair and maintenance. VRV 102%|  111%| 120%

Applied 100% 109% 116%

*Appliad is based on total net sales in local cumency. 19

In Asia and Oceania, in FY2025,hage been working to strengthen our dealer development and consumer
sales measures in each country amid intensifying price competition due to the economic slowdown in
countries in the ASEAN region, the impact of unseasonable weather in India, and distribuéntories.

In FY2026, we will introduce new products that meet new ensaging standards in India. In the ASEAN
region, in addition to strengthening our sales force, we will develop products that meet the needs of affluent
and young consumers and develop salestsgies for high valuadded products.

For example, in Indonesia, we will open propesased sales outlets to expand sales of+tochigh-end room

air conditioners. In Vietnam and Thailand, we will work to strengthen proposals for room air condifiurgers

air purifiers plus applications to strengthen the enclosure of the MZ generation, and to expand sales of
products for affluent residences.

In the commercial market, we will also aim to expand sales of saradl mediumsized projects in regional
areas and focus on services and solutions to capture renewal demand.

The profit margin in India is still at a low level due to prior investments to expand production capacity and
sales, but it has increased to around 8% in FY2025.
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III. Chemicals

FY2025 Results

Net sales were 107% year over year. Despite the slow recovery in demand of major markets, such as the
semiconductor sector, we worked to expand sales of fluoropolymers in the gas and information and

communication technology (ICT) sectors.

v Fluorocarbon Gas: We worked to maintain selling prices and expanded sales in Europe, the U.S., and Asia.

v Polymers and Fluoroelastomers

-Fluoropolymers: We developed applications adopting FEP for LAN cables for use in data centers. Increasing

production led to a significant increase in sales. Sales of high-performance polymers for semiconductor

manufacturing equipment continued to be affected by distribution inventory adjustments.

-Fluoroelastomers: Sales expanded to automotive markets in Europe, the U.S., China, and Japan.

v Fine Chemicals, Etc.: Sales of environmentally advanced products for textiles expanded against the backdrop of

stricter environmental regulations in China. New consolidation effects in the field of etching agents for
semiconductor manufacturing processes contributed to the growth.

FY2026 Forecast

Demand is recovering in the semiconductor and automotive sectors, but distribution inventory adjustments in

the automotive sector continue.

We will strive to improve profitability through the sale of high value-added products and the development of

applications in growth markets.

We are focusing on the sale of high value-added materials for semiconductor manufacturing and FEP for

data center wiring applications.

We will be strengthening sales of packing materials
for lithium batteries for the EV market and will also
develop products to meet the increasing capacity
requirements of lithium batteries. With the move
away from plastics, Daikin is expanding sales of
environmentally advanced repellent materials for
paper applications.

YoY change FY2025 FY2026 Forecast

(Net sales basis) Results Market Daikin
Total 107% 103% 107%
Fluorocarbon Gas 119% 90% 93%
Fluoropolymers & Fluoroelastomers 102% 105% 107%
Fine Chemicals, etc. 116% 104% 112%

21

Thechemicals business experienced a difficult performance in FY2025 due to the slow recovery of demand in
the semiconductor and automotive sectors. We plan to achieve a significant recovery in this area in FY2025

and to improve the profit margin.

Although distribution inventory adjustments in the automotive sector continue, we will strive to improve
profitability through sales of high valtaded products such as resins for semiconductor manufacturing
equipment and development of applications irogiing markets such as FEP for use in wires for data centers.
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V. Shareholder Return

v" The dividend policy has been revised as follows.

(Before revision)
Together with making every effort to maintain a ratio of dividends to shareholder equity
(DOE) of 3.0% based on the principle of always providing stable dividends to
shareholders, we will continue striving in our mission to provide shareholders with an
even greater return by aiming for an increasingly higher level of dividend payout ratio.
(After revision)
Based on past dividend performance, we will strive for the realization of continuous
dividend increases while placing importance on stability and maintaining awareness
of the level of the dividend payout ratio.

v" Due to record highs in net sales and operating profit, the year-end dividend is planned to
be ¥175, an increase of ¥10 from the previously announced amount. Combined with the
interim dividend of ¥165 already paid, the annual dividend is planned to be ¥340.

v" For the next fiscal year, the annual dividend is planned to be ¥360 (¥180 interim and
¥180 year-end).

FY2021 FY2022 | FY2023 | Fy2024 | FY2025 | FY2026

(Proposed) (Forecast)

Dividend |Interim|  ¥90 ¥100 ¥120 ¥185° ¥165 ¥180
per share |annual] ¥200 ¥240 ¥250 ¥330 ¥340 ¥360
Earnings | H1 ¥475.3 ¥534.3 ¥522.7 ¥518.0 ¥549.6 ¥556.6
per share |annual| ¥743.9 ¥880.6 ¥889.2 ¥904.3 ¥939.9 ¥949.3
(Reference) DOE Trend 3.2% 3.3% 3.0% 3.6% 3.3% 3.2%

*The interim dividend for fiscal year 2024 includes a 50-yen commemorative dividend for the 100th anniversary of the company’s founding.

23

| would like to discuss shareholder returns.

With regard to the dividend for thpreviousfiscal year under review, we are proposing a yead dividend
of JPY340 per share, an increase of JE)Yfrom the current announcement, as net profit exceeded the
announced figure in the financial results and we were able to achieve the highest business performance.

During the current fiscal year, we will strengthen our earning power and expand our business performance,
despite the uncertain outlook for the Middle East and other issues. Based on past dividend performance, we
will strive to realize continuous dividenidcreases while maintaining an awareness of the dividend payout
ratio level and emphasizing stability. Based on this basic policy, we plan to increase the annual dividend by
JPY20 to JPB60 per share for the current fiscal year.

We would like to continue to reward our shareholders for their support of our management.

Regarding the expansion to FUSION 30, the FY2025 results and FY2026 plans explained so far are directly
related to the FUSION 30 concept, which will be explained later. We will focus on profit margins and capital
efficiency instead of chasing volume. Wdlwhoroughly strengthen business structure, including in North
America. We will also execute aggressive investments for future growth, such as tapping into the next growth
markets, including India. | will continue to explain our vision for 2030 and tressunes we are taking to

achieve it.
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P DAIKIN

Strategic Management Plan

FUSION 30

Please refer to this document on FUSION 30.

About the strategic management plan FUSION 30. FUSION is a strategic management plan, which, as
mentioned earlier by Togawa, focuses on action plans, their implementatiah results, based on an
understanding of the externddusinessenvironmentand ourcurrent situation and sets the direction of the
Group's development that we aim to achieve over the rasd years.

Based on this, we have established compuaige priority strategies, set five-year target image, and set
guantitative targets and an action plan as our commitment for the firate years.
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Introduction. Based on our unique strengths in air conditioning andetated technologies, ouobustsales

and service network around the world, our production system for local production for local consumption, our
peoplecentered management, and our flat afidstorganizational management, we will pursue a prosperous
future with the power of people, while achieving both economic and social values.
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First, a review of FUSION 25 will be provided.
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n FUSION 25 Review 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

Hetales ¥2, 493billion 4} 550 billion 5l015 billion

plg?i:r;t;:ggin 9.6% 11.0% 8.3%

RQE 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 7
Exchange rates for FY 2025: ¥151/USD, ¥175/EUR, ¥21.2/CNY

As lexplained earlier, companyide sales exceeded JBYrillion, far exceeding our target of JB trillion.
Sales growth exceeded the plan, drivendpplied's growth due to the acquisition of fagtowing North
American data center demand and the impact of foreign exchange rates.

On the other hand, operating margin and R@lEshort of our secondhalf targets
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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
commaoditization and intensified in anticipation of in the commercial solutions
competition future demand growth business platform
G".°Wt|h in quui%rgent Customer-base
i P unit sales slowed due to . .
Factors behind Costs_lncreased_ weaker residential demand in dexp?nsmn, equ'%melnt
margin due to surging market prices the U.S. and China, and weaker evelopment, and value
. heating demand in Europe creation are underway
s v v 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 . o . e,
sufficient profitability
o Net sales targets have been achieved,
while improving operating profit margin remains a challenge
Priorities in - q
FUSION 30 Rebuild earning power

The first reason for the decline in operating profit margin was the decline in equipment profitability due to
lower selling prices caused by commoditization and intensified price competition, higher costs due to soaring
market prices, and delays in recoirgy capital investment due to slowing demand, which were not fully
absorbed by cost reductions and higher selling prices.

The second factor is that although we have made progress in building a foundation in North America by
investing in strengthening the sales network and products necessary to strengthen the business solutions
business, the phase of reaping the rewards i$ hpeginning. We also recognize that we lack the speed to
develop the sales and product capabilities to bounce back against rapid changes in the external environment.
FUSION 30 will focus onstrengthening earning power.
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reality, as shown here, the external environment has changed significantly in many regions, including North

America and Europe, and market growth has slowed. These changes in the market envirafsodrdd a

Although a certain level of market growth waspected in each region when FUSION 25 was formulated, in
significant impact on our business performance. | will spare you the detailed explanation.
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Next is the framework of FUSION 30.

m LS. I Business Environment Surrounding Daikin

> 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 + Population growth and climate change are intensifying resource shortages and
% gﬁ increasing the need for water and food security

« Global economic power is expected to shift to the Global South over the medium

Shift to emerging

= d to long term
countrl.e.s an ; + Geopolitical risks are becoming chronic, and competition to secure resources is
geopolitical risks intensifying

+ Al's rapid advances are fundamentally improving productivity

Power shortages are becoming more serious due to the expansion of data
centers

Social changes due to
digital transformation

]

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

@@ Increasingly diverse and Fapidly
009 complex customer - Customers expect comprehensive solutions to their challenges (comfortable
[7/\0 needs environments, energy savings, and labor savings)

=] Intensifying competition Competition is intensifying amid the rise of low-cost, high-quality products

" tl}e air conditioning « Western companies are shifting toward integrated solutions for entire buildings
equipment market

11

The first point is the important environment in which we operate.
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Based on the major macro environment and industry changes, such as the shift of economic power to
emerging economies, socighangesiue todigitalization, and the transformation of customer needs and the
HVAC industry, we have defined the direction of growth we aim for under FUSION 30.

A. Achieving Growth in High-Profit Domains
1 ) Transformation into a Solutions Provider

2 | Enhancing profitability in the North America
~  Air Conditioning business

3 strengthening the Chemicals business

FU SIO N 30 B. Building a More Resilient Profit Structure

o Decisive Cost Structure Reform

Key Th e m es e Turnaround of Low-Profit Businesses

C. Enhancing Key Domains to Achieve Further Growth

6 | Building a business foundation in IMEA

[ 7 ) Enhancing compressors and pursuing commercialization

D. Enhancing Management Foundation

e Extensive Use of Al e 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
12

As shown here, FUSION 30 will addfassitems and 11 key themes.

First, we will accelerate our transformation intdSalution Provider as we grow in higprofit areas. We will

focus on increasing the profitability of the solutions business by leveraging the business base acquired through
FUSION 25. At the same time, we will work to achieve high profitability in the North Amaricanditioning
business, our most important market, and to further strengthen our highly profitefidéenicals business.

Next, to strengthen our earnings structure, we will decisively implement cost structure reforms and leverage
low-margin businesses.

While placing the highest priority on+#rengthening our earning power, we will also work to expand our
business in areas that will become the next mainstay of our business growth. In particular, we will strengthen
our business base in IMEA, which wdcbme a major air conditioning market after 2030, and take on the
challenge of reinforcing compressors and the compressor sales business.

In order to achieve both the abovementionedstrengthening of earning power and further business growth,
we will promote the thorough utilization of Al on a global basis and maximization of huesanrce value
based on peopleentered management as themes for upgrading the management foundation. Furthermore,
we are committed to a capital policy aimed at sustainable growth and enhancement of corporate value.
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FUSION 30

] 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 ry2028 target (Fv2030 projection) Social Value Fry2030 target
Reduce CO, emissions 40 per net sales
Operating profit margin 109% (12%) thiotgnoUtthelitecydle (vs. FY2022 level)
Increase the sales ratio of the 40
Solutions business (FY2025: 28%)
Expand access to sustainable air s
ROE 12 conditioning infrastructure that 1.0 billion people
% (15%) provides safe, secure, and (Cumulative total
comfortable air environments from FY2019 to FY2030)

Develop global senior
management and leadership Over 2 0 beonie
candidates

Net sales CAGR 6% Improve the level of 75%
PCM Behaviors adoption®!

(FY2025: 61%)

== — ~= e e Y T i § PR
F ot - e . » ol 2 i
Li Pl ay S .-:xﬁ L g A el al RO L »

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

By implementing the 11 key themes mentioned earlier, we aim to provide new value through the environment
and air and become a sustainable company that continues to be the world's choice.

As a specific economic value, we aim to achieve an operating margin of 10% in 2028 and 12% in 2030. We aim
to achieve ROE of 12% in 2028 and 15% in 2030. We aim to achieve an average sales growth rate of 6% for
the period.

In order to enhance social value as well as economic value at the same time, we will set quantifiable indicators
for each item and promote them. The target values are as shown.
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m Eston 22, I Measures to Rebuild EM, : a

> We will improve profitability and efficiency to generate cash

Increasing operating profit margin
(FY2025) (szozs) szoao)

10.6% t04%  AOE%R o
LR — g *

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

Focusing on capital
investment Efficiency
Capital investment,
Lpepratlng cash flow 58% - 43%
(FUSION 25 period >
FUSION 30 period)

![

FY2025 Market Higher Volume Cost Fixed cost Low-profit = Upfront FY2028
conditions added value increase reduction control business investment
(Solutions, etc.) turnaround

Improving working
capital management -
inventory turnover
(FY2025 - FY2028)

83 days 2> 72 days

A. Achieving growth
in high-profit
domains

B. Building a More
Resilient Profit
Structure
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Improving working
capital management -
accounts receivable 74 days > 66 days
turnover
(FY2025 -> FY2028)

C. Enhancing key
domains to achieve
further growth

D. Enhancing

foundation
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In particular, | will explain the measures we are taking to improve operating margin and capital efficiency,
which are the most important issues facing our company.

Under FUSION 30, we aim to raise the operating margin to 10% by 2028. As an assumption, we expect market
conditions to deteriorate by another 2.5%. Under priority theme A, achieving growth irphadit domains,

we will improve the operating profit margloy a total of 2.8% through business expansion and volume growth

in high valueadded areas such as solutions.

Furthermore, in addition to the cost reductions we have been focusing on, we will achieve a total 2%
improvement by curbing fixed costs, improving lpvofit businesses, and other measures under priority
theme B, building a more resilient profit structueven after deducting ufront investments, we expect the
operating profit margin to improve by double digievel by 2028.

In addition, we aim to improve the turnover ratio of invested capital from the current 1.2 times to 1.25 times
by 2028. We will implement measures under the priority theme B, building a more resilient profit structure,
and by effectively utilizing existirigcilities, we will curb the ratio of capital investment to operating cash flow,
reduce inventory turnover and accounts receivable turnover, and promote the transformation to a business
structure that efficiently generates value with slim assets.
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FUSION 30
Framework

I Breakdown of Growth.M

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

Capital investments M&A investments . R&D and DX investments
(Based on current assumptions)

- Ratio to operating cash flow'*
Investment 58%

- Ratio to operating cash flow"!

Investment

- Ratio to net sales 2
Investment

(¥ trillion) (¥ trillion) (¥ trillion) 4%
\i% 17% 17%+a % e
— e
1.3 1.2
1.0
05+ 0.7 10
(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

Here is a breakdown of growth investments over the FUSION 30 period.

Wewill strengthen our investment discipline and allocate resources in astrelttured manner, focusing on

key domains.

First, we plan to invest a total of JP8 trillion in capital expenditures, of which 20 billion is expected to

be invested in capacity expansion in key theme areas suapplied,chemicals, and India. At the same time,
we will also reduce fixed costs and maximize the use of existing assets through consolidation of production

sites and other measures to improve the efficiency of new investments.

Next, M&A investments are expected to total BDO billion. M&A will be utilized as a means to accelerate

growth, mainly in the solutions area, after determining strategic compatibility.

In addition, we expect to invest JRYrillion in R&D and JP200 billion in DX. Specifically, we will develop
differentiating technologies to expand our solutions business and build infrastructure to enable thorough

utilization of Al and data, thereby promoting investments to strengthen our competitiveness to dippoe

profitability.

Thus, under FUSION 30, we will concentrate resources in priority areas to achieve sustainable growth and

improved profitability while enhancing investment efficiency.
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I will now explain each of the key themes in detail.

n i g I (D Transformation into a Solutions Provider (1/3)

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

Priority application markets with growth potential

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

Daikin’s winning approaches in priority application markets

(¥ trillion) o : bl
17 $: Priority application markets Data Leveraging the total cooling systems and global supply and
‘ service networks developed during the FUSION 25 period, we
Center will provid d-t d solutions from design to maintenance
16 Residential
Leveraging our i hrough our global
. develop and production bases, her with our prod
5 Factory capabilities in instrumentation and factory waste heat
Data Center utilization technologies, we will ik to stable op
energy savii and decarb i

. Office

Leveraging the global customer base we have developed to
date, we will contribute to improved workplace comfort
h ide energy savings and air quality

Office

8!
management

We will offer new value, such as energy management,
comfortable indoor air quality (IAQ) environments, reliability,

Hospital,
1 welfare facility ~ Hotel .

Market size
s o

Factory s 3 and safety, by directly app and
School “ Warehouse Belcensil P ing diff d system products, including
0 B N N ) N ) . combinations of multi-split air conditioners, ventilation systems,
2.5% 3.0% 3.5% 4.0% 4.5% 15.0% 15.5% ndsencors
CAGR (FY2026 -> FY2030)
*1. Estimated by Daikin 17

The first point of A, achieving growth in highofit domains, is the transformation into @olution Provider.
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In order to further accelerate profitability, we will determine the size and growth potential of the market and
our unique winning strategies, and will focus on business expansion fiowh@riority application markets
of data centers, factories, offices, and residences.

We will differentiate ourselves from the competition by providing solutions that match the needs of each
application market by combining design, construction, maintenance, and operation management that
leverage our technological and product strengths asa&nconditioning manufacturer, rather than just
equipment alone.

For example, in data centers, we will develop solution offerings based on the strength of the cooling systems,
global supply network, and service system acquired during FUSION 25. Other applications will also be

developed based on the Company's winninggies.

m e gogen o I @ Transformation into a olutions Provider (2/3) 3

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

Path to becoming a solutions provider

New value-added
solutions

Lifecycle solutions
for entire buildings

Lifecycle solutions
for HVAC systems

Use data to address customer issues

Equipment solutions Service solutions

Operations from equipment
installation to maintenance

Equipment
sales: New/
replacement

HVAC

Operations from equipment
installation to maintenance

Equipment
sales: New/
replacement

HVAC

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

Equipment
sales: New/
replacement,

HVAC

Solve equipment issues
across entire buildings,
including related equipment

HVAC [—h—]
% } + qucx,i::rzgnt
&

Create new value with air and
environment
Region-wide infrastructure
management

energy and S , energy and gine, . energy and 3 . m——
management management management & il A
1=
A i
Maintenance Maintenance aintenance’ Simplified management I i
service/parts, e B

service/parts service/parts

Implemented in FUSION 25 To be delivered in FUSION 30

18

In lifecycle solutions fadVAGystems, we will evolve our existing equipment solutions and service solutions
into solutions that solve issues throughout the customer's life cycle. This will strengthen monetization in the
after-sales service areas of engineering, maintenance and artspperations management.

In lifecycle solutiongor entire buildings we will leverage our strengthened custorrdirect sales channels
and business foundation, including applied services, to enhance engineering that combines equipment and
provides systems, and operational management support that leverages data and Al.

Furthermore, we aim to providadded value by addressing buildingde challenges that go beyoridvVAC
equipment and by creating newaluationof air quality.
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ﬂ Sy I @ Transformation into a Solutions Provider (3/3)

High-Profit Domains

through high-margin offerings

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

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

Solutions business
(residential and
commercial)

Maintenance
and services

Replacement projects

CAGR: 14% (Including equipment sales and engineering)

Energy management and

other operation

management
Gross Profit Increase -
. +¥420.0 billion
Driven by the About 70% of the air
2% 66% 60% Solutions Business conditioning business’s

(FY2025 - FY2030)

gross profit increase

Anticipated M&A investments

FY2025 FY2028 FY2030 (5-year cumulative total):

target projection

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

By implementing the strategies explained above, we will increase the share of the solutions business in the
air-conditioning business from the current 28% to 40% by 2030, as shown in the graph on the left. We will
strengthen and improve the profitability of our solutions business by expanding sales, especially in highly
profitable projects to replace existing faddi$, maintenance and preservation services, energy management,

and other operations and management services.

¥400.0 billion

19

To achieve this growth and profit reform, we expect to invest approximatelyd@Yillion in M&A over a

five-year cumulative period to acquire digital and engineering capabilities that will add value to our solutions

business.
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> 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

ﬂ s o, I (2 Enhancing Profitability in the North America Air Cor

Bar chart: Net sales Ratio of inverters Scale of the data center
Line chart: Operating profit margin in the unitary market™ cooling market™
15% ¥2.7 trillion
° 12% ¥1.4 trillion
13% 5
’ 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.
o 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
Solutions Capital/M&A investment *: ¥150.0 billion Capital/M&A investment : ¥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

20

The second theme of A, building growth in hglofit domains, is to make the North Americaair-
conditioning business highly profitable.

In the residential business, we will increase earnings by expanding sales of Fit inverter unitary, an
environmental premium product, and by strengthening residential solutionsalsyng the level of our sales
and proposal capabilities.

The applied solutions business will grow revenue by promoting business solutions, including offices and
schools, in addition to the expanding data centers. At the same time, we will aggressively invespiplitte
business, which is expected to grow, including the establishment of a data center hub as a CoE function to
support the data center market strategy.

In addition, we will establish a highly profitable structure comparable tdo&k®d companies by promoting
coordination and commonization of management systems through shared services feofiaekunctions,
as well as upgrading business managementtiizing core systems.
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Achieving Growth in
High-Profit Domains

I Air Conditioning Businessin.Othe_t_Regions -

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

Global common policy

Asia™/Oceania

= Develop the

Strengthen the rollout of high-value-added

system products to differentiate Daikin from
competitors

= Strengthen the product lineup and service

structure in anticipation of a recovery in
demand for heat pumps for heating
| Solutions busi

= Develop the premium market by offering

“Luxury Air Land,” an integrated residential
solution

+ Build a sales structure to expand sales of

residential air conditioning systems

= Expand sales through high-value-added

products that deliver superior

Expand the Applied Solutions business,

centered on expanding our presence
in the data center market

« Expand earnings by broadening the lineup of

natural refrigerant-compatible air conditioning
and Applied systems in anticipation of stricter
refrigerant regulations

* Deploy a sales model that combines

strengthened online customer touchpoints
with field sales

+ Expand sales of customized VRV products that

meet user needs

= Capture repl d d by | ging

the refrigerant transition as an opportunity

* Increase selling prices by providing optimal

systems for each application market

Operating profit margin
improvement plan
(FY2025 - FY2028)

Up 3%

Maintaining
high profit margins

Improving
profit margin to
a double-digit level

Up 1%

comfort and design

*1. Asia excluding India
& n

Next is theair-conditioning business in other regions.

In Europe, for example, we will increase earnings by strengthening products and services in the residential
market to capture the recovery in demand for heat pump heating, and in the commercial market by
broadening the lineup of natural refrigerasbmpatble air conditioning and expandirapplied systems in
anticipation of tighter refrigerant regulations.

In China, we will develop the premium market with our integrated housing solution Luxury Air Land in the
residential market, and maintain high profit margins in the commercial market with a sales model that
combines online and oaite sales.

In addition, we will improve operating margin in each global region.
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Achieving Growth in
High-Profit Domains

| (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

Bar chart: Net sales
Line chart: Operating profit margin

Market trends and growth strategies

Semiconductors, data
centers, and other markets
are expected to continue

Needs for high-performance
materials will further
increase as customers

Needs for a shift to low-
GWP refrigerants ™
will increase in response

20% seeing strong growth enhance the added value of to international
18% o through 2030 their products environmental regulations
0
T— —— ——
Evolve into a key Exg:r'}grmg:égh' Build a foundation for
" provider in the rapidly ial'busi expanding the gas
12% : : material business business by leveraging
growing essential other than :
application markets™ fl f\ ic | syhergics hetwceinthe
pp uorochemicals) Air Conditioning and
FY2030 Operating Profit Margin: 15% Chemicals businesses
- Maintain the No. 1 industry share * Launch new non-fluorochemical ~ * Promote the development and
CAGR:8% by leveraging high-performance products by leveraging Daikin’s adoption of new refngg.-rants that
Sl high-quality existing products to material development reduce environmental impact
expand sales and by introducing technologies and customer base LCOHHbOFatf:V(*A'f"gvaé[Q" ‘
differentiated products that meet « Expand product offerings through as:!“&eenrrficils ';u;i’,','es'tsfs';'"g
customer needs. business partnerships and M&A
— Ultra-high-purity fluoropolymers Q'y..-- -
for semiconductor manufacturing
equipment
FY2025 FY2028 FY2030 7 i -
i i — Coating materials for next-
target projection generation high-speed

~ Showcase featuring new

Hydroéarbon-based film 3
i refrqurants
(Expo 2025 Osaka, Kansai, Japan)

processing additives

communication lines used in data
centers

*1 Essential markets: Markets defined by Daikin in which fluoromaterials are essential to industrial
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)] 2

such as

s, information and communications,

The next point is strengthening tlehemicals business.
Threestrategies are planned to raise the operating margin to 20% by 2030.

First, in the rapidly growing essential markets of semiconductors and data centers, we will maintain and
expand our top share in the industry by expanding sales of existing fluorine products and introducing new
products that meet increasingly sophisticatedstomer needs. This will further evolve this business into an
earning business with an operating margin of 30%.

Next, in the higHfunctional materials business other than fluorine, we will expand our product lineup while
leveraging our development technology and customer base, and furthermore, through alliances and M&A,
we will work to expand business in growth asea

In addition, we will leverage the synergy between air conditioning and chemistry to promote the adoption of
new refrigerants that reduce environmental impact in various parts of the world.
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E o e | @ Decisive Cost Structure Reform

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

The Air Conditioning Manufacturing Division will serve Global factory utilization rate
as the control tower and manage the production (5 lit Air Conditi )
structure across regions in terms of products, quantities, pIit Alr Londitioners

. d locati
Optimization of the an oca, '?ns : . 8
(e e loa e B * Optimize the mix of local production and centralized

production to leverage economies of scale in 68 8 5
structure production and procurement % %
* Strengthen production capacity for the Applied (FY2025) (FY2030)

business by utilizing existing factories, including the

Mexico factory

Factory operation innovation using advanced Productivity at the parent

technologies =
) : e factory in Japan
* Introduce automation equipment for split air

conditioner production

Improving business

efficiency through *Automate semi-finished product lines, including heat
production and exchangers and sheet metal parts, as well as 1 . 3—1 . 5x increase
procurement operation ms_p_ecnon processes_ . (FY2030 impact compared
= Utilize Al for customized manufacturing of with FY2025)

reform commercial air conditioners

Improve productivity through collaboration with
suppliers

Roll out developed technologies globally

23

In B, building a more resilient profit structure, the first step is to reform the cost structure. The HVAC
production division acts as a control tower, planning and executing a production system that optimally
combines localized and centralized productidis will allow us to maximize the capacity of our existing
plants and improve plant utilizatioon a global basis

Furthermore, we will innovate factory amtocurement operations by introducing automation and Al using
cutting-edge technology. Through these measures, we will curb the increase in capital investment.
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In cost structure reforms, we will work to reduce overhead costs through operational reforms centered on
indirect operations. We aim to achieve a cumulative effect of B0 billion over dive-year period by
promoting commonization of systems through global interdepartmental collaboration and streamlining
operations through the thorough use of Al.

Furthermore, we will promote toflown structural reforms in lovprofit businesses. As a result, the operating
margin is expected to improve by 0.4 percentage points for the Company as a whole. We will thoroughly
rebuild businesses that have a path to impement, but if there is little prospect for improvement, we will
make a decision to withdraw or sell the business during thetfirge years and implement the decision.
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