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1-3Q Operational Highlights

/% Retail gas sales volume increased by 2.0% to 19,190 mil m3, and developed 9.5 mil
A4 m?3 installed daily capacity to expand the scale of gas volume

b Integrated energy business: 529.6 MW new PV capacity connected, reaching
Im 1,194. 1MW total installed capacity

Smart home business: Sales of self-owned branded products grew 70.2% to 301,049
il units, while smart product contracts increased 46.3% to RMB801 mil

A" Acquired 2 new city gas projects, added 985,500 new residential customers to
& expand the operational scale

N MSCI ESG rating upgraded to AAA; S&P and Sustainalytics scores ranked among
S the highest in Asia Pacific utilities sector
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Natural Gas Business Performance

Retail Gas Vol (mil m3) C&l Gas Vol (mil m3) Residential Gas Vol (mil m3)

14,843 15,208 3,748 3,804

+2.5% +1.5%
18,819 +2.0% 19,190

’ 1-3Q2024 1-3Q2025 1-3Q2024 1-3Q2025
New Residential Households (’000)

1-3Q2024 1-3Q2025 3Q 2025

294
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IE Business Performance

C e

Scalable Projects Scalable Projects
In Operation  Under Construction
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J |E Accumulative Installed S Photovoltaic & Energy o
/ Capacit N/ Storage Business Progress )

® Cumulative photovoltaic capacity:
s 1,460.0 MW (grid-connected +

In Operation Under under construction)
Construction (238.0 MW passed the investment
" e evaluation during 3Q2025)
e\ V- Y
B Cooling&Heating ® Steam M Electricity .
. ® Cumulative energy storage
> |IE sales volume reached 28,990 mil kWh 6.9 GW 1.6 GW s = 9y 9

T=] capacity: 228.4 MWh (grid-

=—  connected + under construction)
(56.0 MWh passed the investment
evaluation during 3Q2025)

(Excluding Managed Projects: 7.3GW)
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IE Business Performance—Progress on Project Signing

Maximum energy sales potential of newly contracted industrial park projects:

Low-carbon

Industrial Parks 1.6 bn kWh per year

Low-carbon Maximum energy sales potential of newly contracted factory projects:

2.6 bn kWh per year

Factories

} . Maximum energy sales potential of newly contracted building projects:

213 mil kwh per year
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Smart Home Business Performance

Penetration Rate of pgrades Drive Higher @ Building an Intelligent Lifestyle

Basic Business Service Provider for Households

1-3Q2025 (T Number of Existing @ ENN® “Smart Home Business”
Gratle eciiie®

\’y Transaction Customers

69.0%

\
| |
| |
| |
I |
C D 1000 4 28 i households |
l | S N
Among Newly Acquired IL 1-3Q2024: 4.26 mil households J' ' Smart product contracts grew 46.3% to RMB801 mil E
Customers = @B = —eescscesesesecesmm : ) !
1 Sales of self-owned brand Gratle increased 70.2% to ,
: 301,049 units !
13.6% { Revenue Generated |
&= ) | per Household | Qo p ting | R Product
Among Existing | @e (Existing Customers) | @, Promoting Innovative Produc
| e ' .
Customers | RM8349.7/Household : Kitchen |nte|||gent
} 1-3Q2024: RMB324.6/Household | Renovation Lighting Systems

Household
heating setup

Safety Guard
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ESG Excellence Underpinning Sustainable Growth

® Rating Leadership: We consistently rank top in domestic and international ESG ratings, with outstanding sustainable development results
® Index Inclusion: We have been successively included in internationally authoritative indices such as the MSCI Emerging Markets Index,

Hang Seng ESG 50 Index, and Hang Seng Sustainability Enterprises Benchmark Index. The investment appeal and transparency have been
fully recognized by the market

MSCI 79 ® Global Top 5,

AAA1® Global Top 5 and Top 1 in APAC T

) T
EN%ESE;E ﬁsxss NORMNINGSTAR | SUSTAINALYTICS

AA- 4 Top 10% of

e Low Risk § Global Top 5,
constituent stocks l N N *ﬁ IM' and Top 1 in APAC

QunExit

ESG Pioneer Enterprises

Sede®

Technical Innovation Award
(Nomination)

Note: The above ESG ratings are all results for the gas industry unless otherwise specified ‘ E N N iﬁﬁg‘n‘c 7
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ENN—Leveraging Intelligent Innovation Services to Become a Multi-value
Service Provider Anchored in Natural Gas Operations

Company Profile

» Established in 1993, ENN is one of the leading private clean energy distributor in China

» ENN's principal business includes investing in constructing, operating and managing gas pipeline infrastructure in China; marketing and distributing pipeline gas,
LNG and other diverse clean energy products; providing digital intelligence services related to low-carbon integrated solutions for clients; and developing
diversified smart home businesses centered around household customer demands.

» ENN was listed on the GEM in 2001 and transitioned to the Main Board of HKEX (stock code: 2688) in 2002

Key Business Segments

Retail Gas Sales Business Integrated Energy Business Energy Tradlng Construction & Installation Smart Home Business

* Sell piped gas to residential and * In accordance with customers' * Develop energy trading business by ¢ Conduct gas pipeline construction * Smart kitchen products, heating
C/l users requirements, offer diverse energy capitalizing on the advanced and installation for residential and products, and security products
) ConStrUCt.and IS CNG/LNG products derived from locally dispatch system, logistics fleet and C/I users * Energy-saving technologies,
gas refueling stations accessible sources, and tailor upstream resources process modifications, and
_____ integrated energy solutions equipment maintenance services

1993.2000 3 2001-2010 $2011-2017 > 2018 > 2019 > 2020 > 2021 D 2022 > 2023 > 2024 3

y 900 (2000-202%)
110,051 113,858 109,853

. b
e mcreased
2000-2024) Revent
yl ,979x (

. b
|es volume increased 93,113
Natural gas sales¥ 50,698 70,183 71,617
| 48,269 '
11,215 19 617 23328 26,963 29,569 33,096 32,697 33,621 33,651
i 4149 '
17 122 m = = B B B B =
2000 2010 2017 2018 2019 2020 2021 2022 2023 2024

M Total Natural Gas Sales Volume (mil cubic meter) " Revenue (RMB mil) ‘ ENNfi®R  ©



Downstream
Industrial Parks/Factories/Bi

Residual Energy/Heat/Pressure

. Upstream Value Chain

. Self-Operation

. Downstream Value Chain

Residential Customers

-
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Typical Industrial Park IE Project - Cash Flow Projection*

1. Stable & Recurring Income

« Integrated energy solutions reduce customers’

overall energy bills by 10%
« Selling the types of energy customer need
increases their stickiness

Cash flow break-even 2. Rapid Cash Flow Generation

/- Capex are invested by stages depending on\
the number of customers and their energy
consumption scale

«  Our projects are mostly industrial parks with
existing customers, once the energy stations
are completed, energy sales can be generated

\- Payback period: 7-8 years /

3. Low Risk

d ve y3 v ¥ ¥ e ¥ . vio it / Diversified customer base in industrial parks\
s CAPEX = Revenue Free cash flow helps reduce cyclical risks of certain industry
« Sign minimum energy offtake volume and
establish automatic passthrough mechanism
with customers
« Market-oriented business model with low

*Note: This forecast is derived from theoretical model simulations and does not constitute a commitment or guarantee of future actual \ regulatory risk
cash flows.
G‘Eﬂﬂﬁﬁ(/ 11




Simplified Model for a Typical City Gas Project*

Revenue/Cost

Cash flow break-even
]

-}

Year 1 Year 2 Year 3 Year 4 Year 5 Year 6 Year 7 Year 8 Year 9 Year 10 Year 11
Revenue — Gas Usage Fee Connection Fee CAPEX —— Free Cash Flow

» Connection fee dominates in early years when the project companies are signing up new customers
Ji » Gas usage increases as projects mature, becoming the major source of recurring income

» Prior to the completion of the whole pipeline network in cities, revenue will be generated as soon as gas supply becomes
available in certain districts. Each connection contract normally takes 6-12 months to complete

»In general, gas projects would generate positive free cash flow after 5 years of operation

*Note: This forecast is derived from theoretical model simulations and does not constitute a commitment or guarantee of future actual cash flows. ‘ ENN ﬁﬁﬂ 12



Gas Delivery Process

Natural gas fields Pressure regulating plants®™
—
- %-I-,Q -
Lo Storage tanks
. —— (spherical or cylinder)
or
Y Residential Industrial

households(®

Assets owned by the Group :

-
I i 0 gt

Intermediate pipelines CNG or
LNG trucks™

~  Main pipelines

Branch pipelines

.f_ij. Pressure regulation boxes

Switches

CNG trucks

Commercial

Processing stations
9 users?

Vehicles & ships gas users

Note:

(1) Gas delivery using either intermediate pipelines or CNG or LNG trucks

(2) Customers' pipelines ad metres which the Group does not own are within the customers’ premises
and not highlighted in this diagram
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IE Business Model

Multi-energy Coupling, Provide Load Source, Network And Storage Integrated Solutions

4 =2
Supply Network S5 B
Heat - | Customer Hosting Services
[ @ Load Energy Saving

Boiler - Charging Post
Demand Response
Gas . man, .
> i -y - || Utilization Of Residual
- IS Energy
Pressure Regulator Customer Demineralized Water
Security Visualization

Carbon Emission
Accounting
Carbon Service

A

Customer
[

OO0 OO0 OoOoooo

Electricity ~
{ Photovoltaic

Cold ‘ CStamer Customer ‘\‘ Green Power Trading
C m Storage ...
Cooling Machine ‘ \
Access to information control strategy “

Internet of Things (loT) microgrid
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IE Business Logic

Macro-
environment

Industrial
Policy

Calculation Key Fact
Customer Forecast _ Installed _ Investment ey ractor -
Load Capacity \ Quota >
Affect
]
Practice
Energy
Energy Optimization Calculation Energy Key Factor
Supply > Supply »
Ballpark Incomes
Carbon
Practice l ge;;{;/;f//y
Technical Service Key Factor
\ Services/Carbon > Incomes >
Services* Ratio )
Cost Reduction

Cooling, Heating, Electricity, Warming

Different Installed Capacity

Different Investment Amount

Energy Consumption Reduction

IRR
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Smart Home Business: Linking Home, Community and Public Services
Based on loT to Innovate Services and Products

Innovative Maintenance
Services

Concealed Piping
Installation...

N ew SerVice E Smart Home Smart Community

Appliance Upgrade Services

Security Guard C ﬂ:&e ﬁ

From gas service to families From families to communities From communities to public services
Citizen City
Services Management

Smart Entry Control Data Analysis and Statistics

New Space

Smart Parking Solutions ban Operation Management
Smart Public Safety .
NP Emergency Planning
Smart Firefighting Systems

Smart Healthcare ” Digital Government Services

Smart Traffic Management Safe City Initiatives

Smart Educational Tech Supervision and Law Enforcement

F/

1

|

1
House :&Iarm
: v v
L*nng Room * itchen Safety

Smart Tourism Experiences

# ¢ Gas Leak ? ¢ Smoke

7= | Alarm

- & Kitchen ™ ¢ Flectrical Fire * Automatic ExhaustE @ Perimeter Security

- Alarm System ¥ Alarms

ew Connection Gas Meter -> loT Meter @ Intrusion Alert

(loT) [« & Flood @ ¢ SOS Alarm % ¢ Underground - & Remote Contro @ Pressure % 4 Boiler Monitoring

Monitoring Leakage Solenoid Valve 4 Monitoring

&) ENNit
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Disclaimer

This presentation material and any oral discussions accompanying the briefing are provided for your reference only and may
contain certain forward-looking statements. These include our intentions, beliefs, or current expectations regarding ENN
Energy'’s business operations, market conditions, financial performance, capital adequacy, specific regulatory frameworks, and
risk management measures, based on currently available information. Such statements and expectations are subject to risks,
uncertainties, and other factors beyond our control, which may cause actual results to differ materially from those expressed
or implied. We caution readers not to place undue reliance on these forward-looking statements when making decisions to
hold, purchase, or sell securities or other financial instruments. ENN Energy undertakes no obligation to publicly update any
forward-looking statements to reflect events or circumstances after the date of this presentation or to account for unforeseen
developments. Past performance is not indicative of future results.

This presentation material does not constitute an invitation or offer to acquire, purchase, or subscribe for any securities or
other financial instruments, nor does it solicit any vote or approval in any jurisdiction.

This material is not, and is not intended to be, published, distributed, released, or disseminated directly or indirectly in any
jurisdiction where such action would be restricted, unlawful, or in violation of legal or regulatory requirements. You are hereby
requested not to transmit, publish, distribute, release, or disclose any part of this material, directly or indirectly, to any other
person.

If you have any questions regarding this presentation material or the briefing, please consult your professional advisors.

Investors Relations Contact:

Ms. Karen Liu / Ms. Chelsea Sun / Ms. Emma Yang / Ms. Kaia Qi
Tel: +852 2528 5666 / +86 316 2599928 Fax: +852 2865 7204
Email: IR@enn.cn/ Website: http://ir.ennenergy.com
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