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B Overview of Ricoh Japan RICOH

imagine. change.

Sales & Services

Customer Base Employees Partners

Approx. 1M offices Approx. 350 Approx. 18,000 Approx. 3,200
Sales and engineering staff Customer Reach Potential
(CE/SE) deployed nationwide

, Ricoh Japan I"C:;’adrit':‘gef: les
Large-scale S espeople
nat?onWi_de ’;[ - < Approx. 7,900 Approx. 12,600
. omer Enginee approx. 4,600 | approx. 6,300
Local companies c ginee approx. 1,300
in indi_vidual
regions ONtd ENTE Approx. 1,000
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B Basic Policies of Ricoh Japan for FY2022 RICOH

imagine. change.

Strengthen digital services to solve industry & business issues

Full support services utilizing our region-specific sales support capabilities
throughout Japan

B Support customers’ digital transformations and accelerate in-house digital
transformation based on internal practices

n Increase investment in digital professionals

B Reform personnel structure to stimulate and grow diverse human
resources

<

Bettegonganizationaliproductivity,
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. RICOH

imagine. change.

Current State of Office Service Business
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B Ricoh Japan’s Performance

RICOH

imagine. change.

Office Services pivotal to operations of company, which has earned a solid reputation

Ricoh Japan Sales Ratio

FY2016 FY2021

J.D. Power customer satisfaction surveys 2022

® IT Solutions Provider
<Independent/user/office equipment Sler segment>

® Server Maintenance Service

*For more information on the J.D. Power survey, visit japan.jdpower.com/awards.

1st place
8 years in a row

Number of IT deployment subsidies*
adopted

*for projects supporting IT deployments to enhance productivity in services and
other areas

(Source: Ricoh)

Highest level

in Japan
3 years in a row

Ratio: +10p sales: 1.3x

Corporate Windows® PC sales share

(Fiscal 2021; Source: Ricoh)

Around 10 %

New small- and medium-sized
business customers using Microsoft
365®

(Microsoft Japan Partner of the Year
2022 winner)

1st

© Ricoh
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B 1H FY2022 - Office Service Business Performance RICOH

imagine. change.

In 1Q FY2022, sales down YoY due to impact of shortages in PCs, servers, NW equipment, MFPs, etc., in addition
to GIGA demand in previous year

Sales back to growth track in 2Q, but not enough to cover 1Q decline, causing slight YoY decline in 1H total sales

0 aNge U Q]_ Q2
Office Service Business Down 0.9% Down 7.6% Up 5.4%
Of this, IT infrastructure*! Down 3% Down 12.4% Up 6.6%

*1: Hardware including PCs, servers, NW equipment, etc., and related installation and maintenance services, etc.

(Bn. Yen) 141.1 139.8 109.1%
. (1]
102.4% 105-1%
""" 7.3%
Q1 Q1 87.3%
68.6 63.4
H1 FY2021 H1 FY2022 Apr. May. Jun. Jul. Aug. Sep.

(Ref) PC shipments YoY: Q1 86.5%; Q2 100.0%
Source: Japan Electronics and Information Technology Industries Association
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B Trends in Annuity Business Sales in Office Services Business RICOH

imagine. change

Hardware business was severely affected by product shortages, but steady increase in
recurring revenue for Office Services

(Unit: Bn. Yen) @ Office Services Recurring Revenue Sales: 2.1x
100 — Monthly services (subscriptions, etc.) T
— Proxy operation services (managed operation) CAGR: 149
— Maintenance services
80
60
40
20
0
FY2016 FY2017 FY2018 FY2019 FY2020 FY2021 FY2022
(Ref) FY2022 IT services market total demand forecast: 102.8% (vs. FY2021) mH1 H2

Source: IDC Domestic IT Market Forecast by Industry Sector/Employee Scale/Annual Sales, 2022-2026
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. RICOH

imagine. change.

Progress toward Goals

1. Customer and Market Trends
2. Our Initiatives

-1) Scrum Packages

-2) Scrum Assets

© Ricoh



. 1. Trends in Mid-sized Companies & SMBs Supporting RICOH
Customer Base imagine. change.

FY2022 IT Market Total Demand Forecast (vs. FY2021)

IT investment by SMBs remains steady and offers major market potential
(Predicted values were only shown at the RDS business briefing)

Digitalization Initiatives in Mid-Sized Companies & SMBs

2019 4i !,50/IoI 62.7%

2020
2021
(present) L02% 46.1%
Completed business model transformations Business streamlined and
and strengthened competitiveness data analysis digitalized

Source: 2022 White Paper on SMBs

© Ricoh 8/28



. 1. Subsidies, Legal Compliance toward Digitization Also RICOH

IncreaSing @ imagine. change.
Increasing subsidies & legal compliance
. . Online verification Grants for
IT deployment Rew;:g; ec::,iL:w on of certifications advancing Vision
subsidies Electronic Recgor ds made mandatory for a Digital Garden
in principle City Nation

* Top nationwide in
deployments

Efforts to address Law on Preserving Electronic Records

. MFP + EDW collaboration
Electronic voucher preservation solution

Over 2,500 units sold in 9 months
Incomplete (Jan - Sep 2022)

(0]
5 3 " 70/0 24.9% . Accelerate response for the

Planned
Compliance
Status

approx. 800/0 of companies not yet
compliant

Source: LUX Corporation - Internet survey conducted in September 2022

© Ricoh 9/28



. 1. Subsidies, Legal Compliance toward Digitization Also RICOH

IncreaSing @ imagine. change.
Increasing subsidies & legal compliance
. . Online verification Grants for
IT deployment Rev's:f:;e(:_tl:‘:w on of certifications advancing Vision
subsidies g made mandatory for a Digital Garden

Electronic Records in principle City Nation

* Top nationwide in
deployments

Deployment of online certification verification

equipment to accelerate in the future : X
. Develop business by leveraging

nationwide response capabilities and
promoting collaboration with partners

Deployed at a total of 4,200 facilities
(as of Sep. 2022)

Not yet connected
Compliance
Status

142,000

. Accelerating expansion to

approx. 142,000 unconnected

facilities

Source: Compiled by Ricoh based on data published by Ministry of Health, Labour and Welfare on
October 23, 2022
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. 2. Further Strengthening & Expanding Digital Services RICOH
BUSineSS imagine. change.

® Increasing “quality” and “quantity” of solutions that help solve customers’ industry and
business issues
® Expanding in-house production of solutions/services to increase profitability

. SMBs Mid-Sized Companies

Models addressing
industry and ,
business issues Scrum Packages

m— - "'-.,7__7-“\
| — Front-end app RICOH kintone plus

(
Jplationme Erontsendfapps{deployeditolautomatelbusiness

—

e -
==

Allfpapetr:basedlinformationlis{digitalized il bd LU |
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B 2. Performance of Scrum Series (Solutions-Based Sales) RICOH

imagine. change.

Increased support for solving problems of our Mid-Sized Companies & SMB customers

Total units in series sold (No. units/cumulative)

exceeded 265,000 300,000

225,000
Grew to over 40 bn 150,000
(Amount/Bn. Yen) yen for the period
60 (Up 15% YoY) 75,000
40
20
0
FY2017 FY2018 FY2019 FY2020 FY2021 FY2022
2H 1H 2H 1H 2H 1H 2H 1H 2H 1H
Scrum package sales Scrum asset sales  =O=Cumulative total for series
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. 2-1)

Scrum Packages

Solving SMB Industry Business Process Issues:

RICOH

imagine. change.

p
154 Scrum
Packages

Ldentify e G 0 O S @)

9 Issues

@ |

o SA

3 7,900

(_D‘ Proposal

)]

High efficiency

AN

Digital tools that resolve
issues in nine sectors with
three tasks

9 wﬁ ¥ (13
Construction Real estate Manufacturing Healthcare
é ﬁ
Tourism Retailing

[ ]
M
Welfare
Printing Security Back office i

~

)y N

pabexoed

)

bunayew
/Buipuejisiapun Jawoisnd doaq

|

Highly-efficient sales model achieved through package- and pattern-based
offerings that solve our customers' industry and business issues

Industry
producers
understanding
customers’
issues

Consolidated
proposals that
encapsulate
overall workflow

Proposals ready
immediately

Improves SA
industry
business
proposal skills
and ICT skills

© Ricoh
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B 2-1) Scrum Package Unit Sales RICOH

imagine. change.

H1 FY2022 showed 99.1% YoY due to MFP and IT product shortages, so progress was
delayed, but Q2 shows YoY growth

i ! No. unit lati
arge H1 FY2022 Results Rate of Progress Total units sold (No. units/cumulative)

exceeded 255,000 300,000

100,000 units 37,772 units 38%
200,000
(No. units/period)
40,000 100,000
30,000
20,000 Increasing deployment
through the Update programs >

10,000 New record in Sep. FY2022 (Up 13% YoY)

0

FY2017 FY2018 FY2019 FY2020 FY2021 FY2022
H2 H1 H2 H1l H2 H1l H2 H1l H2 H1l

Total (period) =O-Total (cumulative)

© Ricoh
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. 2-1) Increasing Deployment along with Update RICOH
Programs imagine. change.

Update X Promotion X P('::ggi:)e

FY2022 Q1 FY2022 Q2
@ “ H /4 m “ H n
7 Security” Month (May-June) {8 “Back-Office” Month (July-September)
Security pack Back-office pack
Results Results
Units sold Up 27 % vov Units sold (in scenario) Up 13% vov
Study menu 87Content types Study menu 84Content types
No. times attended 40, 152times No. times attended 59,89 2times
Attendance time 26,200hours Attendance time 39,000hours
" Diagnostc Threatand | Compliance with Invoice | Core business
approach risk response Records Law system improvement
L G+ @ o), + 6 + ©
' Sscenarios 24scenarios

© Ricoh 1 5/28



B 2-1) Scrum Package Uptake Rates RICOH

imagine. change.

Customer uptake as of Sep. 30 FY2022 is 14.3%, so we will aim for further growth by
expanding value provided per customer

As of Sep. 14.3% among SMBs (FY Target of 15%)
30 FY2022 B ¥R 178 among SMB customers for our MFPs

I 11.4% among sMBs
30 FY2021 eI among SMB customers for our MFPs

Unit 2 1
deployment
per
customer Untapped
customers 2.4 per customer
(SMBs)
Customers }
(SMBs)

.

radhy
Untapped 1
1
)

]
. +3,417 customers v,

o e rapa

v

Target customers cultivated

Customer Satisfaction

Customers with Scrum Packages deployed
(compared to untapped customers)

© Ricoh 1 6/28



. 2-2)

Solving Industry and Business Issues for
Medium-Sized Companies: Scrum Assets

RICOH

imagine. change.

technologies*!

P
83 Scrum asset

Number of
M solutions models
Identify I > X
issues Chagose
O j "‘ﬁg{(‘,‘fﬁ}’;e 13 models
& 7 ‘
securityll 20 models
% 1 ,300 people
[0} Provide
a 17 models
33 models
Low Costs
G

~

J

uonezipJlepuels

Mid-sized company solutions model combining assets from building experience of 1,300
systems engineers (applications deployment and operations) with advanced

|

(s19ssy) sajdwiex3 aARdd|3

|

® SE identifies issues
pre-sale

® Use modularized
assets and
minimally
customize to
create solutions

*1: Including artificial intelligence, robotic process automation, optical character recognition, cloud, and other technologies

© Ricoh
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B 2-2) Scrum Asset Sales Volume RICOH

imagine. change.

Since launch, sales have increased and produced continued YoY growth

Started training IT infrastructure specialist Customer
Engineers (CEs) in addition to SEs to better handle M(t)r:: Than_tlo,olgo
building & deployment projects otal units so
(No. units)
4,000
3,000
2,000 117%
from}d'H

1,000 E

0

FY2019 FY2020 FY2021 FY2022
H1 H2 H1 H2 H1 H2 H1

Total (period) =O-Total (cumulative)

© Ricoh 18/28



B 2-2) Toward Expansion of Scrum Assets RICOH

imagine. change.

1. Increase volume of projects handled by reducing work hours through standardization,
enhance ability to handle advanced projects
2. Significantly increase deployment/building projects by IT infrastructure-related CEs

Improving

quantity of
SE projects Work hour reduction
Define | Define through standardization
requirements SE requirements = improves quantity/quality of projects handled
Basic design (1,300) Basic design v’ Utilization rate of standardized content 43%
(1H FY2022)
Advanced design | Advanced design
coﬂ?‘glﬁgtrieon N coiaf{g(jlﬁ:trieon A irateatigNe=2 Scrum Asset deployment experience

H1 FY2022 | vs. prev. yr.

Building Building
Building, testing, SR LIMIN | Guilding, testing, Y Experienced CEs 334 .. +71
deployment CEPIE v No. units installed 1,330 +950
Delivery & Delivery & S | | “7orrrtmmrmmmmmmmsmmoseo oo
installation installation
Past || From FY2021 H2 ]
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. RICOH

imagine. change.

Accelerating Growth

1. Toward Increasing Customer Value
-1) RICOH kintone plus
-2) Synergies with PFU
2. Initiatives for Developing Digital Professionals

© Ricoh



. 1. Further Strengthening & Expanding Digital Services RICOH
Business (Repost) imagine. change.

® Increasing “quality” and “quantity” of solutions that help solve customers’ industry and
business issues

® Expanding in-house production of solutions/services to increase profitability

. SMBs Mid-Sized Companies

Models addressing : .

industry and

business issues [ Scrum Packages
I e ”7_""'*"*-'1_\\

e ( Front-end app RICOH kintone plus O)
(
Jplationme Erontsendfapps{deployeditolautomatelbusiness|processes

e

(,”"fﬂ- \\\\\\ E_1

Allfpapetzbasedlinformationlisldigitalized}j i & QLY

© Ricoh
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B 1-1) RICOH kintone plus (D (released October 21) RICOH

imagine. change.

Increasing customer value (solving industry and business issues) - for SI businesses too

1%
lanufacturin g

RICOH

[ ]
@ Original plug-ins come standard FH\‘r
@ 15 types of industry templates Welfare

ki N to ne (at release)

® Spec. creation/dev. support services

expanded

Human Resource Development

185 Kintone Masters to be trained
(certified qualification holders)

Platfo'_rh
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. 1-2) Bolstering Digital Service Deployment through

Collaboration with PFU (Edge Devices)

RICOH

imagine. change.

Increased ability to handle diverse range of documents (sizes, weights, paper types) that vary

by industry
RICOH - -
= == S |
- gt o T e @k
= a9 "
L s PFU

s pharmacies
Ty

N )
Medical offices /f‘ by ’
Private clinics =~ & Remote locatio

Telecommuting

Regional
government

AcceleratediScriim! deploymentithroughout (A

Back Office: “Cloud OCR Input Retailing: “Sales Support Pack”
Improvement Pack” ¥ e -
» :
Invoices, Lo *“Business g
delivery Enhanced cards e, =]
statements. Document ey | / Enhanced
- document handling
handling
Sales/purchasing RICOH S
management Cloud OCR CRM/SFA Dlg(;fillz?ilon
system AI OCR
recognition accuracy
© Ricoh

o B
N Bat
s
Worl kpractme T
improvement

-+ Progressive
expansion into
these areas, too
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. 1-2) Bolstering Digital Service Deployment through RICOH
Collaboration with PFU (IT Services) imagine. change.

Increasing value proposition by fusing multi-cloud construction/operation with managed
service functions

Multi-Cloud Services Infrastructure Supporting Managed Services

® Amazon Web Services (AWS) ® Microsoft Azure
® Google Cloud Platform (GCP) ® Nifcloud

Managed IT Services
Application operation services st -: & Multi-vendor support
- — —

aws aws IT infrastructure

/ Cloud operation
operation services services

PARTNER
‘Solution Provider

PARTNER
Select Tier

Services

— Security operation services IoT operation services
*PFU is a Certified AWS, GCP, and Nifcloud partner.

Stiengtheningplilisenvice &fexpanding

IT Service Human Resource: Increasing SEs (Japan)

Scrum Assets: bolstering deployment in mid-sized companies

v Buildi All 83 models :
pulding advanced Toward about 2232 Embedded ) srvics

7 Developing individual 1,800 workers e | i 7 Cstomer value
systems (PFU + Ricoh Japan) : -

v Constructing cloud services

v Strengthened
» Models including managed competitiveness
1.4x services (existing) 12 models

v" Group profitability

© Ricoh 24/28



. RICOH

imagine. change.

Digital professionals
Development Initiatives

© Ricoh



2. Initiatives RICOH
for Raising Professional Levels of All Employees imagine. change.

1. Shifts to evaluation/reward system

.\ Professional Personnel Structure
3 b ]
1. Defines professional levels for each job i ?f k [

type & judges level based on combination A based on professional levels for both
of knowledge, skills, and results regular and senior employees
2. Newly establishes Ricoh Japan Digital Advanced specialist 2. Introduces multitrack personnel system;
Academy, a self-directed learning platform allowances and newly establishes Expert Course in
qualifications addition to traditional manager route
............................................................................................................. leapfrogging, too
Check own abilities/skills System enabling employees to work at high

professional level

Self-directed efforts Utilization ( ) Manager
¢ \ for growth R

s -
S;F s Support/Rewards

Demonstrate results Obtain DX Skills
of applying skills [ ]

Starting Apr. 2023
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B Ricoh Japan Digital Academy RICOH

imagine. change.

Creating a Learning Platform for self-study

e Over 3,400 types of educational content
® Weekly company-wide Update Day to promote learning

e All employees have attended; total of 313,000 times in in 1H FY2022

Digital Transformation

ICT
Strategy

Sales

Technology

1,459 units 263 units

e Gaining Certifications

Concepts

187 units 83 units

© Ricoh
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B 2. Digital Service HR Development Initiatives RICOH

imagine. change.

Alliances with 77
credit associations ,
Associations

Business matchin ; o

usiness t atc-th g Reglonal
agreements wi Banks ® Regional revitalization
20 banks contributions

. ® Reform work practices © Maingin 2hd gpand
RICOh . ) working population Regi |
Products ® Digitize operations e Maintain and expand egiona
Japan ~ Remote work number of companies | GOvVernments
— AI-driven automation

® Secure tax revenues

Collaborative seminars (CiE 7q10]=gcio)r
held with 27 chambers (@) 313112 Kel
of commerce

Supportingfoulclustomers ereativi andiensukiing
mutualigrewthlaslalpantneressential
fodourlcuistomersgbusiness{growth

© Ricoh 28/28
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RICOH

Imagine. change.



B Forward-Looking Statements RICOH

imagine. change.

The plans, prospects, strategies and other statements, except for historical events mentioned in these materials are forward-
looking statements with respect to future events and business results. Those statements were based on the judgment of
Ricoh’s Directors from available information. Results may differ materially from those projected or implied in such forward-
looking statements and from historical trends. Refrain from judgments based only on these statements with respect to future
events and business results. The following important factors, without limiting the generality of the foregoing, could affect
future results and cause those results to differ materially from those expressed in the forward-looking statements:

General economic conditions and business trends
Exchange rates and fluctuations

Rapid technological innovations

Uncertainty as to Ricoh's ability to continue to design, develop, produce and market products and services that achieve
market acceptance in intensely competitive markets. (See: "Business and Other Risks," http://jp.ricoh.com/IR/risk.html)

a o oo

No company's name and/or organization's name used, quoted and/or referenced in this material shall be interpreted as a
recommendation and/or endorsement by Ricoh.

This material is not an offer or a solicitation to make investments. Do not rely solely on these materials for your investments,
decisions on which are your responsibility.

Note: These materials define fiscal years as:
FY 2022 (or fiscal 2022) = Fiscal year ended March 31, 2023, etc.
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