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PORTFOLIO VIEW

Five sectors. Six wins. One repeatable pattern.

Different industries, different challenges — the same partner-led winning system.

e I
Expand

Dot Senter .
rounded cumulative EverFlex at scale

Gross Revenue, FOB, excluding taxes

Energy Utility

Resilience
Relationship
+ Business Trigger
+ Technical Differentiation Healthcare . ~$0.5M
+ Commercial Model Convergence
+ Execution
Manufacturing . ~$0.5M
Execution

All values are in US dollars; gross revenue, FOB, excluding taxes.




PUBLIC SECTOR

Win the capability others cannot match

Phase 1: multivendor storage virtualization became the strategic entry point.

Customer challenge

* Modernize legacy virtualization

infrastructure
;)SUpgﬁ:[ digital growth and Multivendor Hitachi VSP 5600 OpenShift +
pensnift arrays . N critical services
« Improve availability virtualization layer
e Migrate without disruption Huawei / Non-disruptive
other platforms 6 high-end R e

diskless systems

~$2.8M

Gross Revenue
Phase 1

- o Repeatable play: Land with a differentiated capability
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PUBLIC SECTOR

Turn trust into a ~$10M transformation journey

Cumulative journey across two initiatives — not a single contract.

Storage virtualization Enterprise SAN transformation
* 6 high-end systems * 2,848 SAN ports ~$ 1 0 M
* Multivendor environment * 6x Brocade X7-8
e OpenShiftintegration e 2x Brocade X7-4
¢ Non-disruptive modernization e 8x Brocade 7850 .

* 84 months support cumulative

Gross Revenue

~$2.8M >$7.2M

Win a strategic entry point, then expand across the infrastructure stack




DATA CENTER

Build a differentiated service catalog with EverFlex

A proven five-year model across tiered SLAs, flexible capacity and continuous modernization.

The starting

point EverFlex transformation Proven scale
Legacy tiers ¢ Block + File + Object + SAN + Backup ¢ 5-year contract

e Tier classes based on IOPS/TB, SLA and ¢ ~20 PiB usable
+ EOSL protection

e 29 Hitachi systems
¢ 15% variable capacity e ~2,000 SAN ports
e Continuous expansion since 2020

\ 4

e 2 data centers

* More than 15 service tiers

* Need to reduce tier costs

e Growth, migration and sustainability

~$11M Gross Revenue

EverFlex transformed infrastructure consumption into differentiated services for end customers.
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DATA CENTER

Proven outcomes at scale

A multi-year EverFlex model delivering measurable efficiency, cost and resilience.

service

>15 tier classes
catalog

Tiered service catalog

Infrastructure scale capacity ~20 PiB usable

IOPS/TB, SLA, protection and price _ flex capacity  15% flex capacity

Block + File + Object + SAN + Backup | | utilization >80% utilization
Measurable outcomes floor space  50% less floor space
Egglency, sustainability and lower contract value 25% lower contract value

2 data centers | 29 Hitachi systems | ~2,000 SAN ports | Annual expansions since 2020
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DATA CENTER

A recent new-logo EverFlex win

Recently booked; implementation is pending — included to show the model's commercial potential.

The trigger

High-cost Everpure
renewal

¢ 2 data centers ready for
modernization

* Growing mission-critical service
demand

* New-logo opportunity

Partner + Hitachi

¢ Partner-led commercial relationship

¢ Hitachitechnical strength and reputation
e Technical win against Dell

¢ EverFlex consumption flexibility

\ 4

Selected model

* Primary storage + backup + SAN
¢ ~3.4 PiB installed capacity

® 50% / 70% minimum commits

® 60-month Premium Support

~$2.9M Gross Revenue

The proven EverFlex model continues to create new logos.

HITACHI
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ENERGY UTILITY
Modernize Oracle around business continuity

Sell resilience and lower dependency — not just infrastructure.

Business
challenge

* Expensive Oracle
infrastructure

* No effective DR between
sites

* High operational risk

* Severe budget pressure

UCP for Oracle

v

UCP for Oracle

Critical workloads Disaster recovery

active-active

Repeatable play: Lead with continuity and risk reduction

Designed to enable

* Near-zero RPO/RTO

e Immutable snapshots
e Lower Oracle
dependency

* Migration services

Competitors:
Oracle | Huawei | IBM




HEALTHCARE

Follow the data workflow across Block and File

One architecture for PACS imaging and transactional systems.

Business challenge

¢ Limited File Services performance .
* Separate PACS and OLTP silos Transactional Combined

¢ Limited data center footprint systems Block + File
* Need for improved cyber resilience

design

Partner-led commercial

relationship
+ Hitachi Professional
Services
PACS
imaging

Competition:
Lenovo + Dell PowerStore

~$0.5M Gross Revenue

VSP One Block B26Q

~1 PiB usable
~248K projected IOPS
10.4 GB/s projected throughput

VSP One File 34

2-node cluster
Independent File growth
NFS/SMB services

Sell the data workflow — not the storage category

HITACHI
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MANUFACTURING

Displace a 12-year incumbent with execution certainty

A technical win only matters if the customer can execute on time.

The trigger The solution
¢ 12-year IBMinstalled base * 4x \/SP One Block 26Q
e Fiscal-year deadline * 4x Brocade G720

e Risk of losing approved budget ¢ Global-Active Device

* Need for high availability and Factory Factory * Immutable snapshots

immutable protection site A _“ site B ¢ 30-day snapshot retention

A

Competition:
IBM | Dell | Lenovo

~$0.5M Gross Revenue

Execution certainty can be a competitive differentiator




COMMON PATTERN

What these wins have in common

The product changed. The winning system did not.

3 4. 5

. . . . Technical Commercial . .
Relationship Business trigger differentiation flexibility Execution certainty
Access, trust and customer A compelling reason to act Capabilities that solve the The right financial model for Services, delivery and
context now real constraint the customer accountability

Partner Relationship x Hitachi Differentiation x Execution = Scalable Growth
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PARTNER PLAYS

Five repeatable partner plays

Your next opportunity may already fit one of these patterns.

Public Sector Land with differentiation. Expand across the infrastructure stack.

Data Center Build tiered services with EverFlex. Turn renewals into new-logo wins.

Sell continuity, resilience and lower platform dependency.

Healthcare Follow the customer’s data workflow across Block and File.

Manufacturing Use execution certainty to displace long-term incumbents.

Different industries. Different challenges. One ecosystem.
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CALL TO ACTION

Built to grow. Powered by partner execution.

The opportunity is not to copy the architecture. It is to replicate the winning motion.

1 3 4 S

Find the business > Build the joint Engage Hitachi Match technolc_)gy Execute with
. and commercial )
trigger account plan early model certainty
& J

Customer Success + Partner Growth
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Thank you
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