Jalux

Mid-term Management Plan and Business Expansion



. Financial Results ,Outlook for March 2006 and Mid-term Plan Figures ETED 10 |+ [ BT | w .
CIEED March *04 March *05 March "06 E March "08 E OgXGR
e e 86,089 98,622 103,000 108,000 5.8%
Gross profit 20,244 23,073 24,200 25,000 5.4%
Operating income 2,081 2,741 3,000 3,700 15.5%
Ordinary income 1,914 2,878 3,200 4,000 20.3%
Ratio of ordinary 2.2% 2.9% 3.1% 3.7%
income to sales
e e 1,085 1,435 1,600 2,100 18.0%
11.0% 13.0% 12.9% 13.9%
3.2% 4.1% 4.3% 5.1%
Y 86.21 110.62 125.38 168.89




Driver for Achieving the Mid-term Plan (Strengthening the JALUX brand) g
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Specialist knowledge

Specialist knowledge and resources
related to aircraft and airports

\ Planning and marketing power /

JAL

Brand Value

Activating B2C business

Quality competitiveness

JAL SELECTION

\iAL World Shopping Cw

JAL-DFS
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Customer Base

JAL-JAS

Expansion through JAL-JAS integration

6000

60 million airline passengers/yr

JAL
K JAL group customer base




Operating Income Growth Plan (approx.)
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Strengthening and Expanding Businesses (Selection)

Mid-term

Jalux

Juswbas

Aircraft Parts

New Business (Digital contents,etc.)

Mail-order sales, Airport shops

Aviation-Related Business

Aerospace, Fuel,
Components
Machinery &Materials

In-flight Services
Cabin service supply
In-flight Sales
Textile Supply
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Jalux

Mid-term

Expanding the Aircraft Parts Business (Aviation-Related)

~

Parts storage & supply system PMA parts coordination

( SC)M Parts Manufacturer Approval

Stocking import parts essential to engine repairs and developing timely SCM. o o .
Awarded by the US Federal Aviation Administration

Previously stocked at factories and ordered when necessary from overseas.

This created a stock management burden and import lead times. (OEM)
[13 27
(Inventory Management Program)
Just in Time
Contributes to reduction in
Exploiting and strengthemng th(_e Inventory Management Program mech_anlsm (platform user costs by combining just-in-time storage supply systems with PMA components
and system) launched in the period ended March 05 has produced benefits of scale by comparable in quality and cost-effectiveness with those from OEMs.

promoting customer expansion and shared platforms.

industries (East Asian region including Japan, China, and South Korea

Targets: Airlines and major hea

| ———————— . L ————— |
| External environment | " JALUX’s advantages ||

Well placed to choose from agency contracts with multiple major PMA manufacturers

Reduces stock management burden (external consulting) needs for heavy industry

Good results vis-a-vis major domestic heavy industry players

PMA
Reduces component cost needs (airlines) Component price trends promote spread of PMA
JALUX
Reduces engine equipment delivery needs for heavy industry and airlines Integrative power of JALUX awgtlon-related businesses provides total support for airlines,
including cabin and textile supplies

Heavy equipment consignment trends for China and other countries JAL group aviation-related knowledge and support system




Jalux

Strengthening Airport and Infrastructure Businesses (Aviation-Related) b [T

~N

Airport infrastructure maintenance Infrastructure maintenance in China

Promoting expansion of

machines and materials supply in China during times of future traffic,environment
(anti-pollution measures etc.) and communications infrastructure initiatives.

Promoting participation in supply of machinery & materials and airport building
operations when planning maintenance at airports in Japan and overseas.

O&M Operation and Maintenance)

Strengthening initiatives as a result Establishing a local subsidiary (currently
of unique airline expertise and performance, especially for O&M. a rep. office) in Shanghai and strengthening business systems, etc.

Target regions: Japan, ASEAN(including Indonesia and Vietnam), the Middle East Targets: Roads, subways, harbors, rivers, airports, etc

“ JALUX “

JALUX’s advantages

External environment

Airport-related expertise built up from long experience as an airline group member
Stable infrastructure maintenance planning in Asia

Good results for airport operation consulting (Laos), communications equipment (China) supply

Japan and ASEAN inclusive economic link concept and
traffic link policies

JAL group airport-related knowledge and support system as an airport user



Expanding Mail-order and Airport Shops Business (Lifestyle Creation)

Mid-term | ]w

Mail-order Sales

~

CRM,FSP

Expand customer base by strengthening CRM and FSP

Thorough quality control of foods and other products

Increasing catalog volume by expanding original product lineup

—

Increasing numbers of frequent users as a JAL brand member by exploiting competitive
products and strategic sales channels, and taking the optimum approach.

CRM ...Customer Relationship Management

FSP ... Frequent Shoppers Program

External environment “

\E

Gradual growth of market

Promoting multichannel approach including the Internet, cell phones, and TV /

WEB

TV

Promoting profit-raising trends with a more efficient management system
accompanying the merger and more competitive, unique product development.

Airport shops

Building new marketing systems

*CS

Thorough CS and quality control

Pursuing efficient personnel placement

Reviewing low-profit shops

External environment

NAA

2005/ 7 Establish joint venture with NAA for duty-free shops

2006/ 2 Kobe Airport opens

Relocation of parking slots at NARITA Airport /

2006/7




Developing New Business (Inc. Image Content)

Mid-term

China Travelogue "THE GREAT CHINA”

—

DVD 10

regions through digital, high-resolution images

BS-i

2004 JALUX 1

2004 as a joint investment with Evergreen, BS-i, and Chiyoda Video (JALUX
invested 100 million yen and acquired product sales rights)

Travelogue with great cultural value recording China’s scenic beauty and secluded

Established a production committee in

2005 6 JAL

DVD

group distribution channels and new sales routes

DVD sales will be launched in June 2005, activating JAL

External environment “

DVD

theaters, DVD recorders, and other devices

k of increased passenger numbers, the Olympics, and other factors

Expanding demand for high-quality content resulting from the spread of home

Growing interest in China as a result

JAL

\_ JAL Vacation Ownership System

Sales support for time share system selling
weekly units of real estate ownership rights in resort properties

Registration of equity in formal ownership rights, and use of
jointly owned resorts is also possible

\ Asset dispersal trend due to lifting of tax break ban )

JAL

Currently developing guide and purchase support activities for the Hawaiian resort
properties of the Hilton and Marriot hotels targeting JAL group customers and
general consumers. (we plan to expand customer levels in the future through
handling of properties in East Asia)

External environment “

Increased leisure time against a background of increase in retirees




| alux
Ordinary Income Trends and Projection {Mﬁl w L'_"‘x

Reinforcing marketing ability

Reinforcing group management

Demonstrating the merger effect

(¥ million)
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