SECTION

03

Practicing Value Creation

At a Glance: Financial Information 30
Growth Strategies by Business Segment 31
Special Feature

Creating Cities, Challenging People

New Challengers Taking on the Future —

Bl 29 Sun Frontier Integrated Report 2025



SECTION 03 At a Glance-Financial Information

At a Glance; Financial Information rvzo2s/3 resuits

Cumulative Number of
Replanning Projects

buildings

Since launching the Replanning

business in 2001 to reduce resource
waste, we have revitalized a total of

512 buildings.

Numlber of Buildings

1 1 rrr
under Building FFr
Maintenance Contracts |-

1\ m M

buildings

Aiming to make Tokyo “the most

beautiful city in the world,” we have

been expanding the number of

contracted properties for cleaning,

sanitation, and security services.
(SF Building Maintenance)
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Number of Investors
in Small-Lot Real
Estate Products

Total Number of Setup O 8 2 8
Offices Supplied and % investors

Managed

Many clients have endorsed our products
that address regional challenges, such as
licensed childcare centers and medical/
. educational malls, resulting in a steady
un ItS increase in the number of investors.

Setup Offices reduce tenants’ time and cost
burdens. The number of units supplied has
been steadily increasing year by year.

Cumulative Number of 4 &M
Guarantee Contracts J

8,992

COnferenCe Room Specializing in rent guarantee services
Rental Business - Il for office buildings, we are focusing on
Operating Area !' ‘!. acquiring new clients and increasing the

number of contracts.

(SF Building Support)
9 ; 1 1 tsubo

Through new openings and floor
expansions at existing sites, the operating
area of our conference room rental
business has been steadily expanding.
(Sun Frontier Space Management)

Number of Properties
under Property E
Management Contracts F: :T

buildings

Through a strategy focusing on
central Tokyo, we are increasing
the number of managed
properties. We aim to reach 700
properties under management
by FY2028/3.

=)

Number of Hotel Rooms —i/==\
under Operation [

3,144 ...

With the goal of operating 10,000 rooms
by 2033, we are managing “Heartwarming

and Enjoyable Hotels.”

(Sun Frontier Hotel Management, Sun
Frontier Sado, Sky Heart Hotel, Japan
Urban Hotel Development, etc.)
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Growth Strategies by Business Segment

Focusing on small- and medium-sized office buildings in central Tokyo that are
around 30 years old, we revitalize aging buildings to meet contemporary needs,
while also aiming to revitalize the surrounding neighborhoods. In recent years, we
have expanded into small-lot products, new office and commercial buildings, and
residential projects, thereby broadening our business scope.

Real Estate

Opportunities and Risks

* Increasing number of new entrants into the setup

Kenji Honda ;
office market

* Increase in aging office buildings, mainly in central Tokyo

» Growing demand for attractive offices from the perspective
of human capital investment

Senior Executive Officer
Head of Asset Management
Headquarters

* Declining investor appetite for real estate due to rising
interest rates
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Key Initiatives

Accelerate expansion of target areas for the Real Estate
Revitalization Business in central Tokyo

We aim to further expand the Real Estate
Revitalization Business by growing the Replanning
Business, while also taking on challenges in hew
construction and residential projects.

Add residential to focus markets

N

3 Expand into new construction business and into new
areas such as Osaka

Business Performance (million yen)

71,339

50,066 51,027

2%
20,104

FY2023/3

FY2024/3  FY2025/3

mm Net Sales 71,33 gﬁ(eigion
20,104 7"

28.2%

Segment Profit

— Segment Profit Margin
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We are applying the know-how
cultivated over 25 years in the Real
Estate Revitalization Business to
small-lot ownership products and
real estate projects in New York.

In short, real estate revitalization is a
business of value enhancement. We
acquire buildings around 30 years

old, ensure compliance, and carry out
renovations to facilities and design. We
also provide setup offices, where design
and equipment are prepared before
occupancy. The Building Division, which
oversees the Real Estate Revitalization
Business, focuses on the five central
wards of Tokyo (Chiyoda, Chuo, Minato,
Shibuya, and Shinjuku) and has expanded

into Shinagawa, Toshima, Taito, and
Meguro. We also engage in new building
development in Japan and Replanning
projects for apartments in New York.

The Consulting Division provides
small-lot real estate investment products,
offering excellent properties that benefit
local communities, making it possible
for a wide range of investors to start
investing with relatively small amounts.

Creating Offices Where
Everyone Wants to Work,
from a Client’s Perspective

Recently, we often hear from clients
who say, “We want to enhance

New Office Building Exterior
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employee motivation” or “We want

to secure human resources despite
labor shortages.” One solution is office
renovation or relocation. Providing a
comfortable work environment also
enhances employee engagement. Our
Setup Offices, with their high design
quality and comfort, have drawn
attention from the perspective of human
capital investment.

We began offering Setup Offices in
2013, and recently the number of new
entrants in this field has been increasing.
While the Setup Office market is
expected to expand further, as a pioneer
in this sector, we focus on creating offices
from a client’s perspective. This business
is rooted in our Credo of COMPASSION
and our corporate philosophy of

Leader’s Message

Growth Strategies by Business Segment

reducing resource waste. Another major
strength is our ability to provide one-
stop services in collaboration with our
Leasing Management Division, which

is responsible for attracting tenants.
While many other companies outsource
to separate specialists, our Group can
respond seamlessly and quickly in-house
to resolve client issues.

Expanding Focus Markets,
Business Domains, and Areas

- New Challenges in the Residential
Market and Osaka

To further grow the Real Estate
Revitalization Business, our Replanning
Division, which plays a core role, must
expand its share of the revitalization

market. Many office buildings
concentrated in central Tokyo were
built around 1990 and are now showing
significant aging. This situation
presents us with abundant business
opportunities. By accurately assessing
the current state of the office building
market and helping clients understand
the social significance of our
revitalization business, we will proceed
quickly with acquisitions.

In terms of business areas, we will
expand not only in Tokyo but also into
Osaka, another major metropolitan
area. We are also actively pursuing the
residential domain, with progress on
acquisitions of around four properties in
Tokyo in addition to New York. With these
initiatives, including rental buildings, we

Art-Inspired Setup Office

target net sales of 81.3 billion yen, gross
profit of 25.5 billion yen, and property
acquisitions totaling 55.0 billion yen
including New York in this fiscal year.

1/1 HARAJUKU “K”
'E https://oneisart.com/kevin.html

Through the revitalization and development of high value-added buildings, we * )
aim to contribute to both owners and tenants while also helping to revitalize e e
the surrounding communities. - ’

iy

In our Real Estate Revitalization Business, we value two things. The first is contributing to tenants \
who use our buildings. For example, in Setup Offices, we aim to enhance the growth and success of
tenant companies by reducing initial costs for relocation (such as interior work) and providing highly
functional designs.

The second is supporting owners in building their asset value. By enlivening and revitalizing
surrounding areas, we work to stabilize building revenues. One example is the “1/1 (ONE)” series
led by our Planning & Development Division. These are commercial buildings themed around the
fusion with art, featuring works by renowned artists inside the facilities. While selecting artists can
be challenging, once completed, these projects have attracted media attention and contributed to
community revitalization. Currently, we have developed three buildings, each with different artists,
and plan to continue supplying one new building each year.

»},&

Shuhei Oda

Executive Officer
Head of Building Business Department
New York Real Estate / Office Marketing

1/1 (ONE) Series 1/1 HARAJUKU “K”
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To assist building owners who face challenges in building management, we are
engaged in a comprehensive real estate services business, including leasing
brokerage, sales brokerage, rent delinquency guarantee, building maintenance,
and conference room operations. By working closely with each division and
solving client issues, we aim to drive growth across all businesses.

Real Estate Services o=
, i .
Business

. Opportunities and Risks
Izumi Nakamura PP

* Responding to changes in the rental market
caused by the aging of small- and
medium-sized buildings

* In Tokyo’s 23 wards, aging buildings are concentrated,
driving increasing needs for building maintenance and
vacancy reduction.

Representative Director,
Vice President

Senior Executive Officer
Head of Asset
Management Division

* Strengthening new measures to address
the diversification of tenant needs

« Starting from property management, each business
collaborates to resolve client issues in an integrated manner.
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Focusing on small- to medium-sized office buildings p—
1 Expand the number of property management

Concentrated in TOkyO,S five Central Wards as the contracts to maximize synergies among divisions.
main f|e|d, we will enhance our real estate services 2 Create new businesses by analyzing client issues.
to contribute to improving owners’ revenues.

Business Performance (million yen)

12,488
10,497
8,843
55.3% 53.5% 6.112
4,890

5612 [49.0%
FY2023/3  FY2024/3 FY2025/3
Net Sales 12,488 g‘gwon

Segment Profit

6,112%"

— Segment Profit Margin 490 %
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Through the practice of Amoeba
Management*, we aim to enhance
profitability and strengthen

collaboration across various businesses.

In the Real Estate Services Business, our
goal is to minimize invested capital while
expanding
operations. The
business covers

P

—-—-—'\\ a wide range of
N areas, including
P —TY ‘v-r"'\ F\u property
& management,

sales brokerage,
rent delinguency

Vision Center Shinagawa
Annex (Conference Room
Facility)

leasing brokerage,

guarantee, building maintenance, and
conference room operations. As of the end
of March 2025, the number of buildings
under property management reached 542,
showing a steady increase. By working
closely with internal divisions, we are
recognized for our ability to provide one-

stop solutions to clients’ issues. For example,

if vacancies occur in buildings under
property management, we collaborate with
the leasing division to fill vacancies swiftly.
Such interdepartmental collaboration is a
strength of our Group.

The Rent Conference Room Business,
which began as a solution for vacant
floors, has expanded its operating area
and grown steadily in performance year

by year. Today, many companies prefer to
rent spaces only when needed and in the
required size and capturing this trend has
driven our growth.

Identifying New Businesses from
Client Needs and Market Trends

As seen in the example of the Rent
Conference Room Business, being
sensitive to market trends is vital. In
particular, fluctuations in interest rates
have a major impact on performance,
so we monitor them closely. Real estate
is often considered relatively resilient to
inflation, and recently, more companies
have entered the industry. With a sense

**Amoeba Management” is a registered trademark of Kyocera Corporation.
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of urgency, we are expanding into new
property management contracts. In
Tokyo's 23 wards, there are approximately
8,600 small- to medium-sized office
buildings, nearly 90% of which are

over 20 years old—ample candidates
for revitalization. As building aging

and succession issues surface, owners
face growing challenges in building
management. We have established a
system to provide one-stop solutions
for such owners, and we see the current
market as a great opportunity for
significant growth.

Strengthening Collaboration
and Increasing
Property Management Contracts

In FY2026/3, we launched a new Medium-
Term Management Plan, under the basic

Leader’s Message

Growth Strategies by Business Segment

policy of “Work to resolve social issues by
promoting cooperation and diversification
within core business, providing
client-centric product creation and
heartwarming services.” In line with this
plan, the property management business
will increase the number of buildings
under management, leading to higher
profitability in related businesses such as
leasing brokerage, building maintenance,
and rent guarantee. In fact, about 40%

of revenues in these businesses originate
from property management.

At the same time, we are actively
promoting new businesses. One example
is the sublease business, where we lease
buildings from owners, either entire
buildings or single floors, mainly in
central Tokyo, and then manage them
for rental. Many of these new businesses
stem from customer voices such as

“This is what we are struggling with”
or “It would be great if such a service
existed.” By carefully listening to real
customer needs, we gain hints for new
businesses, which then contribute to
corporate growth. We also launched the
Sun Frontier Owners Club to provide
opportunities for communication

with owners and their families. For
tenant companies in our managed
properties, we actively hold seminars
on management issues. To meet such

Sun Frontier Owners Club Health Seminar
(September 2025)

customer expectations, we foster a
culture where employees’ spirit of
challenge is respected, and their desire
to “take on challenges” is supported by
their teams and the entire company.

Supporting Core Businesses with
Stable Earnings

Since our founding, our core business has
been Real Estate Revitalization, which is
susceptible to financial market fluctuations.
Therefore, by strengthening the Real Estate
Services Business—which generates stable
earnings less affected by market volatility—
we are transforming our profit structure.
Our goal is for the Real Estate Services
Business to account for 30% of the Group’s
total profit in the future. As a first step, in
FY2026/3, we target net sales of 14.0 billion
yen and gross profit of 6.9 billion yen.

Kentaro Kawanishi

Director, Senior Executive Officer

Deputy Head of Asset Management Division
General Manager, Property Management Division
General Manager, Real Estate Solutions Division

Providing One-Stop, High-Value-Added Services to Ensure Stable Building
Revenues and Bring Smiles to Many Owners

In the Real Estate Services Business, we not only provide services to improve building profitability but
also create an environment that ensures compliance and enhances evaluation by financial institutions,
while constantly being mindful of sustainability and regional contribution. By leveraging property
management, leasing and sales brokerage, building maintenance, rent guarantee, and interior works,
we provide one-stop support for operating office buildings. This integrated structure is one of our
Group’s strengths.

For example, when consulted by a building owner who wished to improve profitability by filling vacancies with a limited budget, we
proposed creating a shared lounge space that could be used for lunch or employee communication. Additionally, we promoted obtaining
third-party environmental certifications that evaluate energy efficiency, sanitation, and water usage. As a result, the building achieved full
occupancy and improved profitability.

We believe that adding high value to existing buildings and delivering smiles to building owners is our mission.

We proposed creating a shared lounge space.

Bl 34 Sun Frontier Integrated Report 2025
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President & CEO

Management Inc.

Hotel and Tourism
Business

Kazuyuki Yanagimura

Sun Frontier Hotel

Growth Strategies by Business Segment

Opportunities and Risks

the COVID-19 pandemic

* Growing demand for experience value beyond
accommodation through regional collaboration

P - = —
STy > NN 3 S

e Increase in travelers following the end of

Through hotel development and operations, we create employment and revitalize
local communities. To achieve this, we are uncompromising in our attention to
detail—even down to a single centimeter of comfort—and in providing high-
quality, customer-oriented services. Under the theme of “heart-warming and fun
Hotels,” we are strengthening our business foundation to continue growing while
valuing our connections with local communities and customers.

e Decline in hotel users after the conclusion of

the Osaka-Kansai Expo

We ensure thorough information sharing among

employees and reflect this in customer service. While !

* Rising overall costs, including labor shortages and
higher personnel expenses

Actively develop hotels that incorporate
local characteristics

pursuing the highest level of comfort in our hotels, we 2 Strengthen the business foundation through

remain committed to contributing to local communities.

Business Performance (million yen)

22,967

18,831
16,977
25.7%
21.6%
: 4,369 4,072
/98 720
FY2023/3  FY2024/3 FY2025/3
Net Sales 18,83 gg'rlio”

Segment Profit

4,072 5"
21.6 %

— Segment Profit Margin

Il 35 Sun Frontier Integrated Report 2025

Focusing on Connections among
Hotels under the Theme of
“Heart-warming and Fun Hotels”

Our Hotel & Tourism Business
encompasses both hotel development

and operations. On the development side,

we handle land acquisition, construction,
and sales of completed hotels. On the
operations side, we manage hotels we
have developed, ensuring stable revenue
streams by continuing operations even
after transfer to new owners.

From a service perspective, under
the theme of “Heart-warming and Fun
Hotels,” our warm-hearted staff deliver
smiles to our guests, while also paying
meticulous attention to room comfort.

For example, the placement of tables
and sofas is adjusted to the centimeter
to minimize stress during use. This spirit
of hospitality is rooted in our corporate
credo of Altruism (RITA).

Specific initiatives at each hotel
are shared at monthly meetings
attended by colleagues from other
hotels and headquarters staff. During
these meetings, candid opinions are
exchanged, and any new improvements
are immediately shared and implemented
across hotels. Providing such open
forums is instrumental in ensuring service
consistency and represents a hallmark
of our corporate culture. Even as the
number of hotels increases, this practice
will continue.

the use of M&A

ORIENTAL HILLS OKINAWA - Executive Suite

In addition, daily reports exchanged
between frontline staff and headquarters
executives facilitate further information
sharing. Executives respond with advice
to employees’ reflections and guest
interactions. These reports function not
only as daily updates but also as tools
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for human resource development, linking
learnings to new forms of hospitality on
the ground and encouraging guest loyalty
and repeat visits. As a result of these
steady efforts in hospitality and hotel
management, we achieved record-high
performance last fiscal year.

Analyzing Inbound Demand While
Focusing on Human Resource
Development

Inbound demand continues to increase
due to the resolution of the pandemic and
the weaker yen, resulting in more guests at
our Group hotels each year. The Japanese
government has set a goal of increasing
the number of annual inbound visitors to
60 million by 2030, encouraging travel to
various local regions across the country.
This initiative is expected to further
revitalize our business.

Many areas in Japan still face
shortages of accommodation facilities,

Leader’s Message

Yusuke Tateno

General Manager, Sales Division
Sun Frontier Hotel Management Inc.
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Growth Strategies by Business Segment

and we plan to actively expand our
Group hotels into such regions. The
ongoing Osaka-Kansai Expo has also
provided tailwinds for growth, with our
11 hotels in the Kansai area strongly
driving overall business performance
during the Expo period. Following

the Expo, we are carefully analyzing
reservation data and formulating
strategies to maintain bookings.

At the same time, labor shortages
remain a challenge for the hotel industry.
As one solution, we are promoting
efficiency through the use of Al tools—for
example, in setting dynamic room rates
based on booking trends and seasonal
factors, as well as multilingual translation
for websites. The time saved is redirected
to increasing customer interaction.

In recruitment, we achieved the hiring
of more than 30 new graduates for two
consecutive years and plan to maintain
similar levels going forward. By focusing
on human resource development, we

are building a structure to sustain high-
quality services.

Developing Distinctive Hotels
and Promoting Regional
Revitalization — Targeting
6,000 Rooms in Three Years

To further enhance the profitability of
this business, it is essential to increase
the number of hotels that form its
foundation. However, this does not
mean developing standardized hotels
with uniform exteriors and interiors.
Instead, our policy is to create a diverse
portfolio of hotels—including luxury and
resort properties—tailored to the unique

characteristics and needs of each region.

Guided by a strong commitment
to regional revitalization, we
are strategically advancing new
developments through dialogue and
collaboration with local governments,
chambers of commerce, business

STITCH HOTEL Kyoto, opened on June 30, 2025

associations, and community members.

Specifically, we aim to expand our
portfolio to 6,000 rooms within the next
three years, and we believe this target is
well within reach. Looking further ahead,
our goal is to operate 10,000 rooms
within the next eight years. To achieve
this ambitious milestone, we plan to
strengthen our business foundation by
actively considering M&A opportunities
and forming strong partnerships.

Acting as a Bridge between Customers and Local Communities by
Offering Collaboration Plans with Local Businesses

Our mission in the hotel business is to serve as a bridge between customers and local communities.
For example, at Sora Niwa Terrace Kyoto, we host tea ceremony and sushi-making workshops in
collaboration with local businesses. At Tabino Hotel Hida Takayama, we partner with local restaurants to
offer accommodation packages that include recommended dinner menus.

By expanding such initiatives, we aim to foster stronger bonds between hotels, customers, and
communities, encouraging guests to develop a sense of attachment to local people, goods, and
culture. Through word of mouth, the unique appeal of each region spreads, attracting more visitors and
contributing to community revitalization.

Looking ahead, we also plan to expand overseas customer outreach, participating in international travel-related events. Most
recently, we visited Taiwan to raise awareness of our hotels, successfully introducing our brand to more than 1,300 people.

Sushi-making experience
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Other Businesses

(Overseas Development Business
and Construction Business)

Growth Strategies by Business Segment

In the Overseas Development Business, we develop
condominiums in Vietham that offer superior comfort.
In the Construction Business, we are working to increase
the number of environmentally conscious properties.

Business Performance (million yen)
2,409

1,992
21.9%

Yasushi Yamada

Senior Executive Officer
Head of Business Promotion
Division and General
Manager of Business
Development Department

435
FY2023/3  FY2024/3  FY2025/3
"
B Net Sales 1 , Q92 miien

43500
21.9%

Segment Profit

— Segment Profit Margin
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Opportunities and Risks

to accelerate.
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continues to grow.

Introducing expertise that deliver a
safe and secure living environment
in condominiums in Vietnam.

In Vietnam, we handle every aspect
of condominium development and
management in Da Nang. Unlike many
Japanese companies operating in Vietnam,
which typically invest after local developers
have prepared planning, design, and
approvals, our local staff carry out the
entire process—from land selection and
acquisition negotiations to planning,
design, approvals, project management
during construction, sales, and operations.
This integrated approach enables us
to address the unigque housing conditions
of Vietnam and strategically advance our
business. For instance, building materials

* In Vietnam, private-sector activity is expected

* Demand for comfortable office environments

In our Overseas Development Business, we are engaged in the development, sales,
and management of high-rise condominiums in Da Nang, a city located in central
Vietnam. We provide high-quality living spaces by incorporating Japanese-standard
housing equipment, offering residents a safe, comfortable, and modern lifestyle.

In our Construction Business, we focus on planning and executing renovations of
office spaces, building exteriors, and entrances, while also carrying out interior fit-outs
for offices and residences, as well as network installation work for office environments.

Risks

* The large number of real estate-related licenses
required results in lengthy approval processes.

* Vietham is also highly influenced by the U.S. and
China, creating exchange rate volatility.

* Costs of building materials and labor are rising.

Key Initiatives

Overseas Development Business
Expand the number of condominium projects

while enhancing the brand value

Construction Business

Strengthen our business foundation through M&A and the
adoption of environmentally friendly technologies.

differ significantly from those used in
Japan. While gypsum board is standard in
Japan, in Vietnam, the common practice

is to stack bricks and apply mortar. This
sometimes results in issues such as water
leakage, even in new buildings. In response,
we emphasize quality by stationing

both Japanese and local construction
supervisors onsite and, wherever possible,
using trusted Japanese products.

We also focus on hygiene and safety.
For example, by installing a raised entryway
(kamachi), we encourage residents—
including foreigners—to remove their shoes
before entering, thereby making it easier
to maintain a clean indoor environment.
These efforts to provide safe, hygienic, and
comfortable living spaces have been highly
valued by local customers. Our first project,

HIYORI Garden Tower, sold out on the first
day of sales.

Currently, we are independently
engaged in the development and
management of condominium projects,
but going forward, we plan to advance
our business while also considering
collaboration with other Japanese
companies and local Vietnamese partners.

Our second project in Vietnam,
HIYORI Agua Tower
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Riding the tailwind of political
developments, we will expand the
number of condominiums under the
“HIYORI” brand.

In recent years, following the change

of top political leadership in Vietnam,
procedures required for projects have been
streamlined in an effort to encourage more
active participation by private companies.
Although the Vietnamese economy is
currently experiencing some turbulence
during this policy transition period, the
environment is steadily improving for
private companies, including ours, to enter
the housing market.

In the past, foreign companies like
ours were required to obtain more than
ten different licenses before commencing
construction in Vietnam, a process
that consumed a considerable amount
of time. However, under the current
trend toward simplification, efforts are

Leader’s Message

Growth Strategies by Business Segment

being made to reduce the number of
required licenses, bringing about positive
institutional changes.

We regard this as a valuable
opportunity for business expansion and
plan to actively move forward with the
development of new condominiums. In
Da Nang, construction has already begun
on our second project, HIYORI Aqua
Tower, and we intend to further increase
the number of projects while enhancing
the presence of the “HIYORI” brand
throughout Vietnam.

Strengthening the Construction
Business by Incorporating
Environmental Considerations and
Leveraging M&A

In our Construction Business, we primarily
work on value enhancement projects for
small-and-mid-sized office buildings in
central Tokyo. With more than 500 projects

completed, we are committed to creating
“Tcm of comfort”—adjusting even minor
details, such as the height of washbasins
and the placement of electrical outlets, to
ensure tenant comfort.

We also prioritize the use of
environmentally conscious building
materials and innovative design features.
These initiatives have been highly regarded
by clients seeking to enhance workplace
attractiveness as part of their human
capital strategies. However, rising material
and labor costs present challenges. To
manage this risk, we maintain strong
relationships with partner contractors,
ensuring stable order volumes and
mutually beneficial outcomes. At the same
time, we are working to internalize some
construction functions and actively pursue
M&A to further strengthen our operations.

Aligned with our sustainability
materiality of “Environmental Protection,”
we are also considering partnerships

Scene from the “Construction Cooperative
Association,” which strengthens collaboration
with partner companies

with companies possessing advanced
eco-friendly construction technologies.
Moreover, we are placing strong emphasis
on talent acquisition and development

as a key driver of our growth strategy.
While focusing on career hires, we are

also developing training programs to
systematically provide construction
knowledge and skills, improve productivity,
and foster multi-skilled workers.

Expanding the number of properties with environmental certifications while
adopting advanced technologies that minimize environmental impact

Our mission in the Construction Business is to bring smiles to our clients by providing safe and secure office spaces,
while also creating comfortable environments where employees are motivated to come to work. We are now focusing
on construction projects that embody both this mission and our strong commitment to environmental protection.

For example, one office building we worked on achieved the highest five-star rating under the BELS* system
(Building-Housing Energy-efficiency Labeling System). During the project, we faced the challenge that prioritizing
comfort—such as lighting and air conditioning placement—risked non-compliance with certification standards. After
much trial and error, we resolved the issue by downsizing the HVAC system, achieving both comfort and compliance.
As a result, we were able to deliver an office space that balances functionality with comfort.

Looking ahead, we aim to increase the number of buildings with environmental certifications and expand their recognition in the office market. To
achieve this, we will actively introduce advanced renewable energy materials and technologies while steadily promoting environmentally conscious
construction that minimizes environmental impact.

An office building awarded the
highest 5-star rating under BELS

Kenji Wakao

Executive Officer

General Manager, Construction
Department, Asset Management
Division

*BELS (Building-Housing Energy-efficiency Labeling System): A system in which the energy efficiency performance of buildings is evaluated and displayed by a third party on a 5-level scale. It enables reliable comparisons of
the “energy consumption” of buildings based on commmon standards. In recent years, BELS has also become a scoring item in ESG evaluations such as GRESB,
drawing increasing attention.
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Building Cities, Empowering People
- New Challengers Taking on the Future -

Example of Office Building Revitalization in Central Tokyo

A flagship office designed to

support startups, aiming to become
the “root space” of each company

Shibuya, a vibrant city constantly generating the latest trends.

In this lively district, our Group has created a flagship building that serves as the
culmination of our efforts to support startups. This ambitious project, incorporating
state-of-the-art facilities and systems, represents both a showcase of our expertise

and a new challenge.

e —TNTY TR T

Revitalized Property
Exterior View
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A setup office reflecting Shibuya’s
identity as one of Japan’s leading
hubs for culture.

— Could you tell us about
the property?

Nishimura  This property is a flexible
office located in Shibuya, an area with a
high concentration of startups, under the
theme of “accelerating startup growth.”
The project was carried out as part of
our Replanning Business. Originally
completed in 1998, it is a 7-story
building with one basement level. We
acquired the property in 2022, and the
project, spanning about two years, was
completed with its sale last fiscal year.

Ryo Saigyo Motoo Nishimura Tatsumasa Seki
Property Management Assistant Manager, Assistant Manager, Leasing
Division Il Replanning Division Management Division Il
(Shibuya Office)
Yuki Iwasaki Seiichi lida
Deputy Manager, Manager, Construction

Construction Division

The property has four major features.

1. Tenants can start business immediately
with just a laptop, as it is fully equipped
with networks and Wi-Fi.

2.A wide range of office sizes are
offered, tailored to each company’s
growth stage—ranging from small
4-seat offices to entire floors
accommodating around 30 seats.

3.Flexible lease terms, such as
monthly or weekly contracts, allow
tenants to adapt to their rapid
growth pace.

4 1t is an environmentally conscious
office equipped with a cutting-edge
air conditioning system controlled
by smart sensors.

Division

In this way, the building serves as
a flagship project—integrating all
of our accumulated know-how in
supporting startups, while also
embracing new challenges.

Uniting Strengths for Project Success

—— What roles did each of you
take on?

lida As a member of the
Construction Division, | was responsible
for architectural planning, facility
upgrades, and legal compliance.
Believing that “the growth of startups
will shape the future of Japan’s
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economy,” | felt a deep sense of
commitment to this project. | am
proud that, from Shibuya—a city full
of energy—we were able to launch a
pioneering initiative that was also a
challenge for us.

A

Ryo Saigyo

Also from the Construction
Division, | handled concept
development, design, and overall
planning. The starting point of our
discussions as a team was to make this
building specialized for startups. We
wanted the building to be remembered
by startups as their “root space,”
the place they recall as their origin
when they look back on their journey.
Based on this vision, we pursued a
design theme of “1970s modern with a
nostalgic touch.”

Saigyo After the building was
completed, | took charge of property
management—building and maintaining

Iwasaki
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We introduced “AirPlug™,” a practical application of wireless
power transmission technology, enabling automated temperature
optimization for medium-sized office buildings.

relationships with tenants. My role is to
prevent even minor problems before they
arise and propose preventive maintenance
to ensure stable day-to-day operations.
Given that the building is packed with
new features such as facial recognition
and smart sensor air-conditioning, | first
focused on fully familiarizing myself

with every detail. | also worked closely
with other members to share what was
happening onsite and apply these insights
to improve the project.

Seki As part of the Leasing
Management Division in Shibuya, | was
responsible for property tours with
potential tenants. Since | was involved
from the planning stage, | fully understood
how the design and facilities directly
reflected the theme of “accelerating
startup growth.” This allowed me to
communicate the building’s appeal more
convincingly to customers.

gl

14kl

| Common Lounge on the Basement Floor

Nishimura In the Replanning Division,
| oversaw everything from acquisition
to productization, management, and
resale of the property. For this project, |
served as the project leader, managing
the entire process through to the sale.
It was a demanding role, as the project
involved many new initiatives, but we
worked tirelessly to bring to life the
diverse aspirations of all stakeholders. |
believe that our team’s dedication and
spirit were conveyed to prospective
buyers during property tours, leading to
their decision to purchase.

Limitless Ambition
for New Challenges

—— What aspects did you focus on?
Iwasaki Originally, the basement

was used as storage. We transformed

it into a stepped lounge suitable for

presentations, along with shared
meeting rooms. We also focused on
the theme of a “maintenance-free
building.” Through discussions since
around 2023, we developed a wireless
power transmission system for building
use. Demonstration tests last autumn
showed that electricity usage could be
reduced by 36%. Although the initiative
faced challenges, this was the first
building in Japan to receive approval

Motoo Nishimura
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from the Ministry of Internal Affairs
and Communications for building-wide
wireless power transmission, which
greatly boosted our confidence.

lida As the building was over
20 years old, we not only extended
the life of its plumbing systems but
also introduced a wireless power-
based air-conditioning control system,
thereby realizing a comfortable office
environment. Originally developed as
a technology for pacemaker users,
this system aligns with our company’s
philosophy of addressing social issues,
which is why we adopted it.

Seki The new air-conditioning
system reduces electricity consumption,
thereby lowering monthly costs for
tenants who pay both rent and utilities.
We also introduced a “community
manager,” an onsite staff role dedicated
to supporting interaction among
tenants—another unique feature.

lida It is my dream to make
our offices places of co-creation. | want
people to say, “Joining a Sun Frontier
setup office leads to growth.”

Harnessing the Legacy of Replanning
to Shape the Future

——— What are your aspirations for
future value creation?
Seki With over 25 years of
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experience in real estate revitalization,
we intend to build upon the voices of
our customers and continually refine
our projects. Our goal is not only to
revitalize individual buildings, but also
to revitalize entire communities and
contribute to society at large.

Tatsumasa Seki

lida Real estate revitalization
means unlocking the latent potential
of each property. To do so, we must
continue to grow ourselves. As our
business expands into hotels and
residential properties, we believe that
taking a holistic view of real estate will
generate new value, revitalize cities,
and ultimately contribute to Japan’s
economic development.

Saigyo The ideal of our real
estate revitalization business is to
deliver properties that delight all
stakeholders. Many office buildings

Seiichi lida

built during the economic bubble
are now reaching 30 to 40 years of
age. As they deteriorate and lose
competitiveness, rents stagnate and
repairs are delayed, creating a negative
spiral. By revitalizing such properties
and restoring competitiveness, we aim
to create a virtuous cycle that benefits
tenants, owners, and ourselves alike—
addressing the social issue of building
obsolescence through our business.

Iwasaki [ am now in my 12th year
with the company, and through this
time | have realized that many of the
properties | worked on when | first
joined could now be made even better.
Over the past decade, | believe both
our services and technologies have
evolved significantly. Going forward,
however, we must further strengthen our
differentiation from competitors.

| aim to create spaces tailored to

their purposes—such as areas where
people gather or where communication
naturally occurs—while adding elements
of comfort and functionality. Ultimately,
our goal is to accelerate growth, so when
| hear that our tenants are expanding
and relocating, it truly makes me happy.
Nishimura As my colleagues have
expressed, our unigque value lies in
continually adding “something extra”—
whether through environmentally
friendly practices or design features
that foster communication. Above
all, we prioritize tenant comfort. Few
companies pay as much attention to
interior layouts as we do, and | am
confident this is one of our strengths.
By leveraging these strengths and
continuously refining our projects based
on frontline feedback, we will continue
to pursue real estate revitalization that
contributes to revitalizing Japan itself.

Yuki lwasaki
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Owning Real Estate in New York.
We support the realization of this dream.

New York, the world’s largest economic city.

In this vibrant and energetic metropolis, our team members continue to take on new
challenges. To fulfill the dreams of clients who aspire to own property in this world-
renowned city, we bring together the expertise and meticulous standards cultivated in
Japan to provide a safe and secure investment environment.

New York Business Section,
Planning and Development Department and Building Business Department

Maiko Amino Akane Ota

Manager Chief
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Shuto Miyano
Assistant Manager

Shunpei Koyama
Senior Staff

A Select Team Taking on New Ventures
in New York

—— Please tell us about the New York
Real Estate Revitalization business.
Amino The New York Real Estate
Division was launched in 2018 as a
new challenge within our Replanning
Business. We purchase properties
that are over 100 years old, revitalize
them, and then sell them as income-
generating assets to new owners.
The core concept is the same as our
Replanning Business in Tokyo, but here
we focus on residential apartments
rather than office buildings.
This business was initially started by
a single supervisor, but | joined in
2019. Subseqguently, colleagues who
volunteered internally with the desire
to “take on new business challenges”
joined, and today the division operates
with a team of five in Japan and four

5th New York Property Project

A property located within a 10-minute walk of
Times Square, fully renovated throughout the
entire building.

locally in New York. Because the work
here cannot always be managed with
just Tokyo-based experience, the
presence of teammates who willingly
take on challenges together is

truly reassuring.

Pursuing Business Growth through
Cooperation between Japan and
the U.S.

—— What roles do each of you play?
Amino Until last year, domestic
members each acted as project
managers for individual properties,
taking turns staying in New York for
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two to three months at a time, under
the principle that “whoever is on-
site handles all matters locally.” Since
last year, with the addition of local
hires, we have gradually established
a clearer division of responsibilities
between Japan and New York.
Domestic staff now focus

on serving clients in Japan and

Property Sold in FY2025/3
A historic brick building renovated with the latest facilities while retaining its old-world charm
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asset management.

Miyano As a sales representative,

I handle client proposals, follow-ups,

and reporting on property operations.

I also focus on the sales
aspect, finding buyers in Japan.
Currently, | am in charge of our fifth
project in New York.

Ota | oversee contract

Koyama

management, closings, and act as a
liaison between Japan and the U.S.
As our business expands further, | see
my role as supporting the growth of
the team by ensuring transactions
proceed smoothly and precisely, with
foresight into future challenges.

Real Estate with Multiple Layers
of Value

What do you see as the main

appeal of New York real estate?

Amino | would say it is the ability
to create value by preserving the
“charm of the old”—what one might
call “vintage appeal.” Among the
properties we have handled, the oldest
was nearly 170 years old. The fact
that such historic buildings remain
habitable is thanks to New York’s
geographic advantage of experiencing
few earthquakes. Buildings that retain
classic features such as brick walls
and fireplaces are particularly popular
among New Yorkers.

Koyama In addition to the
“emotional value” Amino mentioned,
another appeal is that rents continue
to rise even as buildings age, providing
tangible evidence of property value
appreciation. For example, the fifth
project | am handling is located right
next to Times Square—its location

alone is a huge advantage.

Miyano For many Japanese
people, owning property in New York
is nothing short of a dream. Some
clients say, “I never imagined owning
property in the world’s top city,” or
“I had no idea how to even begin.”
Being able to help make such dreams
come true through this business is
something | find truly meaningful.

Philosophy as the Driving Force to
Overcome Challenges

The overseas business
environment must come with its share
of difficulties.

Miyano Indeed, there are
challenges stemmming from cultural
differences, business customs, and
local rules that differ significantly
from those in Japan. For me
personally, the “language barrier” has
been particularly daunting, as | am not
fluent in English. When words fail, |
try to communicate through actions—
for example, working alongside local
partners in construction gear to help
clear building materials.

Amino Situations also arise
where what we consider “common
sense” in Japan is not the same
locally. For instance, when clients
from Japan came to view a property,
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Maiko Amino

even though schedules had been
shared in advance, the site was

sometimes left in an incomplete state,

with tools left out. In such cases, we
step in ourselves to tidy up as much
as possible.

Koyama I've also felt the
differences in what is considered
“standard.” For example, we carefully
consider the placement of toilet
paper holders for convenience, but
locals often don’t care about such
details. Still, we insist on these small
touches. When difficulties arise, senior
colleagues always step in to help,
and building better communication
through small improvements has
been rewarding.

Amino It is typical of our
company to have people like Koyama,
who view trials not as hardships but
as opportunities for growth. The
ability to commit to fine details—even
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down to the placement of a toilet
paper holder—comes from our shared
philosophy, which aligns our values
as employees.

Serving as a Bridge between New York
and Japan

What are your expectations for
value creation through this business?
Ota When considering the

company’s future growth, one option was
to “take on overseas ventures,” and the
launch of the New York business stems
from that very initiative. It truly embodies
our corporate culture of “challenge”—
overcoming difficulties together with
colleagues to achieve something
significant. It is an endeavor that excites
me and feels deeply aligned with who we
are as a company.

Amino New York is a remarkable
city: every passerby seems to radiate

Shunpei Koyama

vitality, and simply observing them
inspires positivity. Many of our clients
are business leaders, and they tell us
that being in New York rekindles their
hunger and ambition. In such a city, with
its unique energy, being able to offer
opportunities to invest in real estate—an
asset that also provides diversification
benefits—is incredibly valuable.

Akane Ota

Miyano When [ first saw the
downtown skyline myself, | was struck with
awe: “l never knew a place like this existed.”
The soaring skyscrapers under the wide sky;,
the diverse mix of people—experiencing
it firsthand made me think how wonderful
it would be to own property here. Helping
our clients realize the dream of “owning
real estate in New York” is a major value we
provide today. Looking further ahead, my
vision is to create an environment where
New York real estate can be managed
with the same ease and confidence as
properties in Japan.

Koyama We want to propose new
possibilities even to those who previously
thought New York real estate was out of
reach or had never considered investing
here. By not only delivering finished
properties but also providing ongoing
management, we want clients to feel
assured that their purchase is secure. In
this sense, our role is to serve as a true
“bridge” between Japan and New York.

Miyano Despite New York’s
reputation as a landlord-friendly city with
low vacancy rates, we believe we can add
significant value through improvements
to residential environments. We will
continue to apply the quality standards
and expertise cultivated in Japan.

Amino Yes, “a bridge” is indeed
the right expression. We aim to become
a presence that energizes both New
York and Japan, and we will approach
this mission with even greater energy
and passion.

Shuto Miyano



