Note:  This document has been translated from a part of the Japanese original for reference purposes only. In the event of any discrepancy

between this translated document and the Japanese original, the original shall prevail.

May 15, 2026
Company name: RICOH LEASING COMPANY, LTD.
Name of representative: Tokuharu Nakamura, President and

Chief Executive Officer

(Securities code: 8566; Prime Market)
Inquiries: Kentaro Takita, Executive Officer and

General Manager of Corporate

Management Division

(Telephone: +81-50-1702-4203)

(Correction)

Regarding the correction of Financial Highligths
for the Fiscal Year Ended March 31,2026

We are pleased to inform you of the correction of the Financial Highlights for the Fiscal Year ended March 31,2026
announced on May 8,2026.
In addition, we post corrected materials on our website.

There is no correction to the figures disclosed in the previously released Financial Report.

1. Reason for correction
After the announcement of the “Financial Highlights for the Fiscal Year ended March 31,2026, the Company
has made correction to the relevant parts of the “Rental Contract Volume” under “Medium-Term Management
Plan Strategy (D: Vendor & Customer Solutions Business” because it was found that there were errors in the

disclosure.

2. Contents of correction
Please refer to the attached sheet.

Corrections are indicated with an underline.
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» Market Environment

Growing demand for productivity improvement driven by labor

shortages.

Increasing diversification of vendors’ product and service

delivery models.

» Top-tier transaction base and strong track record in vendor
leasing.

» Integration of TECHNORENT to further enhance synergy effects.

» Strategies / Initiatives

Aim for “Vendor Leasing DANTOTSU No.1”.
Shift from sales support to solving challenges
across the entire sales process.

Vendor
Leasing
« Strengthen PC lifecycle management (PC-LCM)
capabilities.
« Enhance synergies with vendor leasing.

» Toward “Vendor Leasing DANTOTSU No.1”

m Vendor Leasing Transaction Flow and the Vendor Sales Process
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> Market Environment

- Growing demand for productivity improvement driven by labor

shortages.

Increasing diversification of vendors’ product and service

delivery models.

- Top-tier transaction base and strong track record in vendor
leasing.

- Integration of TECHNORENT to further enhance synergy effects.

> Strategies / Initiatives

Aim for “Vendor Leasing DANTOTSU No.1".
Shift from sales support to solving challenges
across the entire sales process.

Vendor
Leasing

Strengthen PC lifecycle management (PC-LCM)
capabilities.
Enhance synergies with vendor leasing.
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» Toward “Vendor Leasing DANTOTSU No.1"”

m “To Become an Indispensable Partner” for Vendors

m Vendor Leasing Transaction Flow and the Vendor Sales Process
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Problem-Solving
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professional
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-Transition to an optimal
sales structure aligned
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