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Business Highlights
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Revenue of IE business increased by 40.3% to RMB10.95 bil

Retail gas sales volume increased by 2.7% to 25.94 bil m3, and developed 20.5 mil m3

installed daily capacity for C/I customers to expand the scale of gas volume

Acquired 62 new projects, and 2.086 mil new residential customers to expand the
operation scale

Gross profit of Value Added Business increased by 20.6% to RMB2.08 bil

Core profit increased by 11.3% to RMB7.96 bil, and free cash flow reached RMB2.37 bil

Total dividends amounted to HKD2.91 per share, dividend payout ratio increased to 37%
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Safety Management and Operation

m Attaching the highest importance to people’ s life and safety, ENN Energy pursued the strategic plan “visible, prioritized
and well-managed” by enhancing safety from 5 aspects, from indoor safety practice to old pipeline networks renovation,
garnering widespread recognition from multi-level government safety inspections

» 58 member companies in Shijiazhuang, Qingdao, Luoyang and other
regions received government recognitions for their outstanding operational

2022 was the first year for the national three-year safety and safety intelligence technologies in nationwide gas safety overhaul
municipal pipeline renewal campaign;

The 3rd year of ENN Energy’ s old pipeline assessment gyl ] BRI
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and renewal project;

100% completion of 20 years+ old pipeline networks
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Network
Renovation

renovation;

Improvement in safety and facility intelligence

Provided all-round safety trainings to
improve corporate safety management;

 Carried out safety sweep for
11,530 PE pipeline
constructions;

»  Examined indoor risks and serious
potential hazards and built an
indoor risk measurement model;

+ Upgraded citygate stations to
avoid serious risks e.g. failures
in safety protection measures,

. . Covered 431,964 persons, 100% of
foundation subsidence etc. ;

+ Assessed 3,925 regular employees;
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residential communities;
+ Replaced 561 km of old stations; + Executed the "“100-days Overhaul management staffs;
pipeline; *  Achieved 100% risk removal Project” to examine municipal Employees with safety certificates reached

- Removed 100% potential risks pipelines for 140 thousands 100%

g industrial users
in pipeline networks
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The Closed loop Intelligent Safety Management System

m With improvement of safety awareness and capabilities, and adaption of digital intelligence technologies,
ENN Energy is upgrading its digital intelligence safety management level for a solid safety operation base

Built 86 Intelligent Technologies 182 Established Standards

Inte"'gent Increasingly broadening scenarios for visible, A systematic transformation from a single Curated 182 standards documents and

Operation _ : : : o
prioritized and well-managed production enterprise  to one with intelligent formulated 21 corporate standards

Center _
safety operational center

Indoor Risk Map

Video Monitoring on Hazardous Work
Process of hazardous operations are .
. Hidden Ris
\1 00% monitored by dome camera ) Danger Level
Overview
Key
Commu-
Process nity
— Ke
LT A1 JEESERR) Holilsehold
2022-06-13 20:11:31 Accident
THEETT . et SSETEMASTRE 1 Monitor
Key focuses: Accident
» Scaffold moving; Overview
» Technical safety measures (supervision Report
and protective wear); P .
> Personal protective equipment (five- Equipment 4
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ESG Advancement for Sustainable Development

Carbon emission
intensity (Baseline
year: 2019)

Occupational injury
case/mil hrs

Compliance Management Systems
Certification

reduced to ISO37301
Vv 27.8% N PR c

Helped society &
clients reduce
emission

52.69 mil tons

2021: 49.07 mil tons

Investment in
operation safety

RMB1.54 bil

2021: RMB1.48 bil

1ISO37001

Number of key employees
trained in anti-corruption

1,407 persons

2021: 1,130 persons

All-scenario Scope3 Carbon
Emissions

> Sorted out 15 categories of
scope3 emissions generated
from the value chain and
developed scope3 management
models and tools;

» ENN Energy is expected to
become the first natural gas
enterprise disclosing scope3
key category and complete
emissions in China

Green finance

> Allocating all US$550 mil yield

from green bond to 235 eligible
green projects in accordance with
Green Finance Framework and
green bond issuance commitments
and obtained Certificate of Green
Bond Issuance by HKQAA

Obtained two awards at the
“Sustainable Finance and
Climate Adaptation” conference

in December 2022

ESG Rating Performance

MSCI ESG rating upgraded to “AA”
ESG Rating history

AAA
AA
A
BBEB
BB
B
cco

Sep-18 Nov-19 Sep-20 Oct-21 Aug-22

ESG Rating distribution
Universe: MSCI ACW! Index constituents, Utilities, n=139
7%
20% v 18%
9%
5% 4%
me  |HN
CCC B BB BBE A AA AAA

In 2022, MSCI ESG Rating upgraded ENN Energy’s rating

from “A” to "AA”

, which is the highest rating among

peers in the Greater China region.

7 AA

MSCI -ESG Rating

2021: A

7 56

DJSI Sustainability

Score
2021: 55

7 A+

Hang Seng
Sustainability Index
2021: A

s 26,3

Sustainalytics Rating

2021: 33.1 5
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IE Business Performance

B Provide customers with low-carbon/zero-carbon energy solutions which are driven by their needs,
adaptive to local conditions and prioritising the use of renewables

Gross profit margin recorded
Gross  1.2% increase whereas that in
profit  1H2022 was 13.0% under
margin pressure from energy prices and
operational costs

Gross profit recorded growth
Gross  driven by market-oriented
profit business model amid economic
downturn and high energy prices

Significant revenue growth raised
Revenue by increase in utilization rate and
the commissions of new projects

RMB mil RMB mil -3.3ppt
+14.0% i
w
() ‘
c
—_ ©
S £
U
£.8
£ @
w Qo
FY2021 FY2022 FY2021 FY2022 FY2021 FY2022
Operational Under construction Adaptive clean energy solutions for Positive environmental impact for
customers customers
o | N N O ™
v SaYy S 101 Energy consumption CO2 emissions
c F' i (No.of ~ ————— (Standard Coal)
” g + % : Energy Sales Projects) Utilize Renewable ‘6’ /
@ = i, Potential 2"_;r3/y ooy ‘ '
. y /7 4
g ug 2 1 0 5 4 >41.7 bil kwh e Sales. <170  #4& I
@ o Vol)  Generated from 2,305,257 tons 7,794,629 tons

Y, \_ renewables Y, \ /
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IE Business—Customer Demands for Low-carbon Solutions

® Dual-carbon policy as transitioned corporate demand from high to low and eventually zero carbon. As the
economy evolves, the demand also covers production safety and intelligent manufacturing

Low-carbon and Quality Upgrade

High- to Low- Low- to
2023 Ca?bon 2030 Zero-Carbon 2060
¢ & ¢ >
Safety and Intelligent Manufacturing
Gas Peaking at about 600 bil m3 in 2040 safety Production safety at a scale of approx.

Renewable The proportion is expected to increase to 25% and Intelli-  Intelligent manufacturing is taking cente
80% in 2030 and 2060 respectively gence  stage

B Industry-leading enterprises are driven to incorporate ESG and low-carbon conservations by capital, driving
growth of SMEs and spearheading socio-economic trends for green and clean energy

R S Customer Scale

Ind
Ndustry development s impacted by industry leaders’ standards

Government A™N Government D .
D e s m == . +1 mil Potential
@ Corporate @) Large ‘ (’ SMEs N ; customers
. Headquarter Companles ! N S Non-gas C/I located outside
I S~o - T ; customers within concession areas
_________ Pracori2d ' concession areas N

d by industry leaders
8
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IE Business—Multi-products for Speedy Business Development

B Developing product portfolios for energy, carbon and safety management solutions

Energy ——>  Energy, Carbon and Safety Advantages

Energy Steam Electricity Cold/Heat Thermal Conductive Oil Host Operation Compressed Air

Modular, Detachable,

Carbon Clean Energy Low-carbon Factory Certification Carbon Emission Monitoring Carbon Inventory and Verification

Composable, Extendable

S afety Gas Safety Production Safety Electricity Safety Emergency Safety

IE products: gas boilers, biomass boilers, thermal conductive oil boilers, photovoltaic, electricity sales, power distribution, power grid, energy storage, air
compressor, carbon management, digital intelligence platform, etc.

m Diversified IE products to support electricity business development: more than a trillion kWh electricity consumption
demands of communities located in ENN Energy's concession areas, indicating a huge potential for business growth

Traditional model Expected revenue generated
by electricity business in
ENN Electricity | Consumer| ENN provides divgrsify electricity consumption-relat-ed 2023
consumer EL1R Sales Company | effFi | products and services based on consumption scenarios 2 2 b'l
: s _____________________________3! ____________________ Incremental Power > RM B ° I

Distribution Network/

E Virtual Power Plant/
1 Micro Grid Power
SRR @ User B User N E Distribution Network f

Controls

|

|

|

|

|

i

Price :
3 I

|

|

Power Plant

i3 BRERA (St
W' STATE e e
planned o v *g v v : v v v v ) J fg ) Revenue generated by
Generation @ e o 5 g E  Fa m o o 3 z i . .
— 2 me 2 zo 3% =3 2 = 2o 3% s electricity business in 2022
=) =5 = =18 g m A
Power g 3 8 =< 23 wE 2 5 > < a (A= =
Seslll Trading = =2 2 = T3 Sz ¢ El g 32 53 1
. Center - N s €§ 8 ég g @ $* 3% g mi
Power Plant b =3 Q 3 Sa 5 & &
prll I g 8 I | g 2 8 : 2
. ; o
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IE Business—Scenario-based Project Conversion

m Effectively grasped business opportunities as annual energy consumption of contracted customers exceeded

18 billion kWh in 2022

Low-carbon
Industrial Parks

Low-carbon
Factories

27 new contracted industrial 1,382 new contracted factory

projects with 15.2 bil kWh
energy sales potential

park projects which energy
sales potential reached 2.3
bil kWh

Huzhou Nanxun Linghu
Industrial Park

Jiangsu Nantong Leda
Textile Project

Low-carbon
Buildings

Low-carbon
Transportation

IE Opportunities

270 new contracted public

building projects lead to 1.03
bil kWh energy sales potential

Zhejiang Jinhua Yibai
Project

5 battery-swap stations in
operation with 25 stations under
construction. Over 100 potential

business opportunities

Quanzhou Exhibition
City Exchange Station

v Energy sales potential: 280 mil v Energy sales potential : 104 mil
kWh kWh
v Energy type: steam + electricity v Energy type: electricity + heat
v Industries: fine chemicals, v Industries: textile, printing and
biopharmaceuticals, new dyeing
textiles, new materials v Estimated annual revenue:
v Estimated annual revenue: RMB31.8 mil
RMB110 mil

Energy consumption: 46 mil kWh
Energy type: cold + heat + electricity
Industries: commercial, hotels, office v

buildings
Estimated annual revenue:
RMB30.16 mil

v

v

Based on Four Scenarios to Develop 9 City-level Projects

100 mil kWh

research
Contracted 180

Implemented - 109

Shortened project
conversion cycle from
12 months to 6 months

Business opportunity
conversion rate exceeds
50%

Average daily power exchange times:
over 200
Average daily power exchanged: over
6,000kWh

v Estimated annual revenue: over
RMB3 mil
Annual carbon reduction: 1,100 tons

10
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Typical IE Project

| Beijing Daxing International Airport Economic Zone
%E@ Carbon Neutral City

Overview: A 100 km? industrial cluster of "aviation logistics,

technology innovation, service guarantee and high-end service"

Green Power

Cool

v

— Heat

Solution: Geothermal Heat Pump+Electric Refrigerating . . Renewable
Municipal gas Ener
Machine+Distributed PV+ Digital Intelligence Platform, etc. ergy
Municipal >
Power

.m=p -@- Clean

—— Electricity

» Comprehensive energy saved:
30%

> Percentage of local renewable
energy used: 15%

» Comprehensive energy efficiency:
80%

Load-aggregation
Demand Response
Smart Operation

User 1

Lighting i—

User N

90%
> Percentage of clean energy used:
97%

Energy s > Percentage of clean energy used:
100% (transportation excluded)
° ° . Trading
| Jiangsu Zhonghui Food Industrial Park roverrint =75 powersupply  cas suppy
L N B T I S i :
| Overview: Small food processing enterprises, five-star hotel | : ISr’gla” e 3 : o Comprehenswe energy saved
ndustrial Par > :
I suppliers, central kitchen clean dishes, seafood and aquatic : | / - éé z e | 35%
| | ! 3 i
| products.etc | 4 e — o i > Percentage of local renewable
: Solutions: Gas supply + Distribution Network + PV + Energy : S PV -' Energy :
! Storage i energy used: 21%
: Storage + Digital Intelligence Platform, etc. : ! i
| . o o
———————————————————————————————————— Intelligence | » Comprehensive energy efficiency:
Platf .
atform User X :
!
|
i
i
i
|
i
i
i
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Natural Gas Business Performance

B Residential gas volume grew steadily, while C/I gas volume slowed down due to the pandemic and
economic downturn

Financial Performance

Retail gas volume increased by 2.7% to
25.94 bil m3, with significant revenue growth
driven by higher gas prices

Gross profit margin decreased due to higher

Steady growth in gross profit under operating expenses and slower pass through

flexible and innovative business model

RMB mil RMB mil

+22.0%

-

-1.8ppt

Gross ’

profit
margin

+4.6%

Revenue

FY2021 FY2022

FY2021 FY2022 FY2021 FY2022
Operational Performance
Changes in Dollar Margin J
c/1 vol (mil J Residential vol (mil)
/1 vol (mil) ) (RMB/m?) 2021 2022
Residential 2.93 3.24
+2.4%
: +9.5% ol 3.17 3.65
‘ Vehicle gas stations 4.04 5.16
ASP 3.15 3.59
Average cost 2.60 3.06
FY2021 FY2022 FY2021 FY2022 Dollar Margin 0.51 0.48 12
(ex.VAT)




Natural Gas Business—New Customer Development

B Residential connections slowed down due to the weak real estate market
and pandemic

Urbanization development trend
and piped gas penetration rate
were effectively supporting new
customer development

RMB mil RMB mil Piped gas penetration rate (%)
-26.4% -33.9% -5.6ppt
()
: ~ ~ ~
S +0.5ppt
L £ 8,086 4,446 :
VU
% S d
k=l
L. O
FY2021 FY2022 FY2021 FY2022 FY2021 FY2022
FY2021 FY2022
B The increasing customer numbers has solidated business development o
. New Residential Customers Breakdown
foundation
Accumulated Number of C/I Customer (sites) Accumulated Number of Residential households (000') FY2022 80%
224,462 .
202459 +10.9% inss 25835 +8.1% ‘pne FY2021
_ 177,128 25,331 ‘ ’ A 2622 FY2020
) ‘
£ 202,459 23213 FY2019
177,128
% % i FY2018
o FY2017
B New building  m Existing building m Rural 13
FY2020 FY2021 FY2022 FY2020 FY2021 FY2022

m Accumulated number at the beginning of the year ~ m New Customer m Accumulated number at the beginning of the year = New Customer
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Natural Gas Business—Stable Residential Gas Supply

m Stabilize residential gas consumption and provide safety management services to enhance customer trust

Customer Understanding Response Measures Operating Results

- Guarantee gas vol and price for Demand-supply Adjustment
residential users

« Adjusted residential

) ) « Upstream policies management
« Growth rate of residential gas users vol

was greater than C/I users in the past
five years

« Temperature/gas volume-based gas prices

demand prediction model .
b « Obtained gas

« Cooperation with heat power

Company subsidies
« Pre-resources management plan

« Significantly impacted by the weather
changes, making it challenging to match
supply with demand

 Increased

Gas Price Management

« Complicate residential gas consumption

scenario leads to challengeable rescue contracted gas vol
« Optimize pricing mechanism
mm B - Develop subsidy mechanism for residential users
—=irad A : ﬂ « Discover other residential .
Household scenarios ~ ™ dermnands « Higher customer

satisfaction

Customer Satisfaction Management

‘ « 0 safety accidents

« Hidden danger investigation
and rectification

occurred

‘ « Gas consumption suggestions
by loT technologies 14

« Quick service response ‘ ENN 28




Natural Gas Business—Innovative Service to Meet C/l Users Demands

m Expand the scale of customer to increase gas sales vol and stabilize dollar margin

Customer Understanding Demand Response to Customers Operating Results
Creating value by discovering new

« Customer demand fluctuates more frequently demands
 High terminal gas prices, experiencing high > Established a customer demands pool

customer cost pressure _ - Completed C&lI Users Pass
- Safety production and compliance supervision > Addressed potential demands from

of enterprise customers are becoming stricter the pool through flexible service through
+ Coal-to-industrial gas conversion transfer adjustment methods L.

bring new growth demand D e e T T « Dollar margin increased yoy

Y, < . « Innovative service mode
@Winter Supply ® Gas
Sourcing /Agent- Swapping

/Interruption pased [Transfers

SIs- _-7 transmission- - ~

N T~ -
il et - -

@®Direct @ Summer
Sales Sales

« Foundation of IE business

Adjustable Demand Load

©
O .
o Peak Shaving Seasonal
’g 4 Power Plant Consumption
c
S g Interruptible Flexible Pricing
30 Customer Customer
(O a

15
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Natural Gas Business—Stable Resource Structure

m Stable gas supply by sourcing quality upstream gas and diversifying self-managed resources

= Three major oils

c
Three Maj 82
O W
ree lVlajors LNG = = LNG
o - —
. _ Ee]
Gu:ra:teeld I -Connection of Zhoushan 8 3
FORSEEENS terminal facilitated LNG X o = Unconventional
-Source for quality and resource O and other gas
SIEIRNE [EseUIEEs -1.44 mil tons of LNG long- Mt
-Stable gas volume term contracts
> Brent oil price’ /bl Natural gas price! $/mmbtu
Unconventional Gas Storage > — e T e
8 % 140 100 4‘0
-Sourced coalbed methane, -Storage in summer and w =
. . . — m
shale gas, etc. :extrtactlon |nhW|r‘1ter, and gas g I= . . .
-Regional resource casing mechanism o)
: o - O
supplement mechanism -Increased transfer capabilities © = 100 50 20
: : : Sa
-3 mil m3 unconventional -Gas storage capacity reached 9
resource per day 560 mil m3 £ “ - v
W

60 0 0
Jan-22  Apr22 Jul-22 Oct22  Jan-23 Jan-22  Apr-22  Jul-22 Oct22  Jan-23 16
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Expansion of Operating Regions

B 62 new projects located in 14 provinces included Jiangsu, Zhejiang, Guangdong, Shandong
m Pay attention to IE project development, citygas project M&As, and facility layout

Total
Projects

New Projects * Heilongjiang

&

17

1. Langfang Daxing Airport 21. Fuzhou Kuncai Technology Phase | 41.
Economic Zone Project Project 42.

2. Luoyang YTO Group Project 22. Fuzhou Kuncai Technology Phase Il 43,

3. Qingdao China Railway World Project 44. .
Expo City Project 23. Quanzhou Qiaodong New Material aneihongolia

4. Luoyang CITIC Heavy Industry Project . Quanguang Billion Petrochemicals
Project 24. Haian Leyida Textile Project Project

5. Shijiazhuang Weixian Junlebao 25. Daging Dongcheng Water Pla 46. Linkong No.1 Integrated Energy
Project Project Station Project

6. Qingdao CSSC Project 26. Zhaoqing Jinna Textile Projec 47. Kangda Jiangshanyue Heating

7. Jining Food Industrial Park 27. Taizhou Xinghua Fenjie Nonferrous Project
Project Metal Project 48. Ocean Smart Town Heating Project

8. Qingdao Ocean Smart Town 28. Harbin Rongchuang Snow and Ice . Luoyang Longsheng Community
Project Project Photovoltaic Project

9. Qingdao Lingshan Bay Project 29. Guangxi Shenguan Ruisheng PV

10. Qingdao Royal Villa Linfeng Project

H Project 30. Harbin Rongchuang Huixin PV
IE prOJects 11. Qingdao Ganghua Textile Project
210 Project 31. Wuxing District Agricultural

12. Shijiazhuang Taihang Dairy Products Wholesale Market PV Customs Heating Station Project in
Project Project Lingkong Comprehensive Bonded

13. Weifang Changle Rike Energy 32. Zhejiang Tongxinyinhua Industrial
Project Park PV Project 56.

14. Liaocheng Haixinda Project 33. Huanggang Yili Dairy Old Plant PV 57.

15. Linyi Kangdu Porcelain Industry Project
Project 34. Hairong Cold Chain PV Project 58. Dongguan Xuji Food PV Project

16. Liaocheng Xinshenhao Smart 35. Langfang Sanye Homeland Heating 59. Huacheng Metal PV Project
Project Project 60. Dongguan Minglida PV Project

17. ENN Qingdao Jiaocheng Project  36. Xifa Yingxing Villa Heating Project

18. Shijiazhuang Yiling 37. Qingdao Kangda Kaiyuan Mansion
Pharmaceutical Project Heating Project

19. Chizhou Guixing Project 38. Yancheng Dafeng Port Project

20. Linyi Yisheng Aluminum 39. Sensen Group Photovoltaic Project .
Industry Project 40. Dongguan Everlite Lighting P @ New projects

Photovoltaic PrOjeCt ’ ‘_ v ‘ Existing projects
Citygas 1. 17 townships under Huaiji 2. Ruzhou City Zhifang Town, g
254 County Xiaotun Town, Mangchuan Town

& ENNZ#i®




Value Added Business Performance

B Promotion targeted quality to increase value creation per household and penetration rate

Operational Performance Financial Performance
Revenue Value Creation per ‘ Enriched VAB product portfolio and
Breakdown Household (RMB) created key products
Kitchen products + 19 2% RMB mil +33 %
13% T
= Security products
= Heating products \
= Material sales
Service
2021 2022
= Others
2021 2022 Rapid growth of gross profit driven by
enhanced profitability
+20.6 %
Rising penetration rate J RMB mil /
N t N [ Existi A
ew customers xisting customers
0 0 | Gross proft _
27.2 % 10.1 %
. (o)
L 2021:21.3% ) i 2021: 8.7% ) — 2022




Value Added Business—Satisfying Quality Livelihood

B Understanding and addressing the full-cycle needs of customers
® Enriching customer interactions and increasing service frequency

>
=
C
>
)
p -
(@)
o
o
©)

Initiate New Customer communication earlier Increase interaction frequency with DRg;%?;;?O“I{
And develop new infrastructure and intelligent Existing Customer e
installation products Basic Service Delivery
. - : ! Safety check and New Cycle
Planning Auxiliary Installation Create Account Replacement aintenance Upgrade of Dernand
-2 >——0—U—2 —2 —>
! : Housing \J
New House Auxiliary New House Decoration i Connected for Connected for Connected for Improveme
' 1-5 years 5-10 years more than 10 Property
l years transactions
: : Safety, Energy,
v v v v v Health Smart
| New Customer | [Expired Customers|  Products
«  Access to new house auxiliary + Gas Safety « Safety: Environmental safety, « Appliance and kitchen « 7 mil + customers connected for
opportunities + Smart Kitchen and personal safety... product upgrade more than 10 years presents a
. : o restroom, smart + Energy: Heat, electricity, « Energy supply and . .
Access to infrastructure auxiliary appliance, smart green and low-carbon... energz—sasaé valuable opportunity for their

opportunities

living... « Health, travel, intelligence... | Intelligence

Multi-scenario, Full-cycle, Wide Contact and In-depth One-stop Service

second renovation.

- Danger management and
replacement can rise product
penetration rate. 19
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Value Added Business—Safety-related Service Opportunities

m Provide safe kitchen, smart home and other solutions to improve penetration rate and create service
opportunities of existing customers

Connection gl 2 Intelligent Sensing Smart-Operation
g R e Data-Upload- -~ -~~~ -~~~ -~~~ A
— J2( ! Indoor Intelligence loT Security
G | Gas Alarm SR l E Management
= + ! Fingerprint Home
o P ! Intercom | 1o Platform

Camera

Q +4 | 2
4% ) Digital Service

;’; (1]}
o Switch Door One-click Health Platform
= Sensor Rescue monitor
Eem + S— e
«‘ © Intelligent Heating

553
° Safe
f Value creation EG: 00 i
per household:

Community

: 5 | (==
Water : Va"l"e C’ef"l’c'". Air | Venti- Ground Community
RMB600 Immersion RN pelgMoBUBS?)Og * || conditioner lation heating Value of Cluster
Sensor e

+ Realize data interconnection with gas safety
digital intelligent products
+ Access at least 10 community renovations for

«  Seize the opportunity of old community
renovation to improve product conversion rate
and value creation goals

Develop diversified smart home products with
eco-partner :
. Acquire safety products auxiliary opportunities + Provide product lifecycle services including

during indoor safety investigation distribution, installation, delivery and operation

« From a single product to a portfolio in 2023

smart property management communities
+ Develop, promote and replicate smart
community model

« The targeted penetration rate in 2023 is 50%+

old communities, new high-end communities or
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Maintain Growth in Adversity

(RMB mil) FY2021 FY2022 Change
Key Financial Data
Revenue 93,113 110,051 +18.19%
Segment Revenue

Retail gas sales 49,247 60,082 +22.0%
IE business 7,805 10,951 +40.3%
Value added business 2,341 3,114 +33.0%
Wholesale of gas 25,634 29,954 +16.9%
Construction & installation 8,086 5,950 -26.4%
Gross Profit 14,056 15,756 +12.09%
EBITDAA 13,631 14,426 +5.8%
Profit attributable to Shareholders 7,755 5,865 -24.4%
Core Profit* 7,154 7,964 +11.3%
Core EPS (RMB) 6.35 7.06 +11.2%

ANEBITDA = Includes JV, ASSO but excludes one-time items

*Core Profit = Profit attributable to Shareholders excluding other gains and losses (excluding net realised settlements on commodity derivative contracts),
deferred tax relating to unrealised (losses) gains on commodity derivative contracts and share-based payment expenses

22
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Financial Management

AR & Turnover Day (RMB mil)

FY2021 FY2022
m 90 days or less o——= AR Turnover
Over 90 days day

Total Debt (RMB mil)

Short-term debt

H 4

FY2022

H Long-term debt

8,040

FY2021

Applied stricter risk
management mechanism,
conducted dynamic
customer evaluation, and
accelerated the collection
of accounts to reduce the
risk of bad debts, thus
stabilizing AR turnover
days

Issued
US$550
million 5-year
green senior
notes to
replace short-
term loans
and optimize
debt structure

Net Gearing Ratio & Net Debt (RMB mil)

Net gearing ratio
‘ continued to decline

Ample financial
flexibility to
safeguard business
development

FY2021
H Net debt

FY2022

o——=o Net gearing ratio

Profit and Dividends

Steady increase
210 7.964 in EBITDA
7,154 demonstrated the
1.67 ‘
5278 14,426

Company’s
12,207 13,631

profitability with
rising core profit
over past years

1.19

4
e / 10,960
223

9
FY2018 FY2019 FY2020 FY2021 FY2022

Core Profit (RMB mil) e EBITDA(JV&ASSO included) (RMB mil)

EPS (ex.special interest) (HKD/share)

23
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CAPEX & Cash Flow Analysis

m Steady growth of our core businesses coupled with prudent financial management, continued to generate
positive free cash flow

CAPEX (RMB mil)

+456
I

Dividends
10,102 from JV, -672
Asso and
other
investments Net financial

expenses

7,657 7,521

Operating
cash flow
FY22

+2,365

_7,521 Free cash

flow
FY22

FY2021 FY2022

Newly-acquired projects
= |E Business
m Gas projects 24
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Ample Financial Resources and Liquidity

m Credit ratings from S&P, Moody's and Fitch: BBB+, Baal and BBB+
B Average financing cost was 3.72%. Low financing cost and ample financial resources ensure continuous business expansion

Debt Structure (by currency) FX Risk Management
RMB100 mil Breakdown of Debt Repayment — Long-term USD Bonds
120.00

100.00
9.49

80.00
60.00

22.08 24.6%
40.00
20.00

256
2023 # 2024 2025 2026 2027 and afterwards

#22.08: USD loans
41.33: RMB loans ©  Bonds

= USD bonds and loans = RMB debts & loans = Unhedged = Hedged

B Bank and other loans

Ample Financial Resources

4
Chinese/
us RMB Amount
Treasury : :
Bond Cash on hand 8.056 bil
Yield Unutilised credit .
in 2022 o facilities 15.1 bil
N O G A P\ G VIR A L PN P A

China 3 Years China 5 Years China 10 Years

Government Bond = Government Bond === Government Bond

US 3 Years US 5 Years US 10 Years

=== Government Bond “~ Government Bond Government Bond
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Opportunities and Challenges

B Amid customers, resources and policies uncertainties, the Company is well-positioned to capitalize on opportunities by
maintaining clear development focuses

Opportunities & Challenges Development focus

Transformation of traditional industries brings

9 IE busi * Increased green and low-carbon demands from SMEs customers opportunities for integrated services
usiness .

. Industry clustering brings opportunities for whole
« Customers need cleaner, affordable energy and services industry chain development

Group development opportunities exist for the top
customers

Industrial shift brings new market development
opportunities

« Deepened citygas reform to bring coordinated resources in an

open way
Natural gas « Dual carbon policy creates increments for coal-to-gas and gas- : 3:;2‘1303%23;:‘“85 for M&A to expand the natural
busin to-electricity, with incremental volume of over 180 bil m3 in ,
. onsoliaate resources
usiness 2030 C lidat

) ) ) . . Optjmize gas digfcribution prices, price linkage,
« Urbanization boosts citygas growth (over 40 bil m3 of flexible terminal pricing

incremental gas volume by 2030)

One-time implant opportunities from new house

T . Q. c . facilities
Value added « People's living needs have been upgraded to quality living, generating o
N o orm 2 + Gas safety and smart product application
business demands for prOdUCt diversification opportunities from new house renovation
« Household scenarios to become a new development focus - Existing customers ' demands for security, energy

and health improve, creating intelligent upgrade
opportunities

27
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Development Plan for IE Business

B ENN's best practice in IE business: To maximize customer value, we tailor the best solutions based on individual building unit conditions, industrial park location,
and the wider city context.

_______ @ Location (industrial park) = . ® Wider city context
N\

/ m  Benefit from unlocking potentials m  Benefit from synergies m  Benefit from digital intelligence
+ Best in planning: integrated energy diagnosis through + Best in master planning: + Load aggregation: aggregate
simulation maximize utilization of natural gas and power loads,
Customer - i i itti bl itor the loadi diti
« Best in energy + carbon services: energy-saving retrofitting, renewable energy monitor the loading conditions
renewable energy utilization, natural gas cascade *+ Inter-connection: energy through proprietary web platforms
‘ utilization, and integrated load-source-grid-storage; facilities connected to each « Trading optimization: optimize
. ‘ carbon consulting, carbon planning, and carbon other within the region energy and carbon trading to

reduce total energy and carbon
costs

« Enhancing security through
digitalization and creating value in
a wider city context

+ Ecological value: Develop a

platform to connect the ecosystem
and boost customer value

 Integration: integrate energy
usage and supply

« Safety: regional operation
safety

V]

Demand driven

management
+ Best in operation: IoT and digital intelligence

+ Bestin trading: gas + electricity smart trading

+ Best in facilities: quality procurement along full supply
chain

\ + Best in safety: powered by digital intelligence y

Surrounding Surrounding Renewable Shared energy
customers facilities energy storage

\
|
|
|
|
|
|
|
|
|
|
|
|
|
|
I

Growing customer demand
drives diverse product
development, leading to the
emergence of more value
creation scenarios

o T mm mm Em Em Em e e e e Em Em Em Em Em Em Em Em o e o E——
—— o e o e o e e e e e e e o e e e o e




Development Plan for Natural Gas Business

B Understand and address collective customer demands : adjust customer distribution and consider M&As when appropriate

B Acquire quality resources: obtain long-term, stable resources from three majors and unconventional sources
m Establish pipeline connections between regions and corporations to manage peak and valley demands

Full service
coverage

B Multi-dimensional customer
satisfaction: provide diverse
services

Multi-customer management:

A4
|

balance usage across multiple
customers
B Cross-regional collaboration:

cooperation

| loT + Intelligent Operation |

M&As, interconnections and -

Matching

Demand and
supply

P W

Facilities aggregation

B Optimize urban natural gas network
B Aggregation of LNG transportation capacity
B Collaborate with the State Grid to establish a national network

m  Strengthen three majors
resource bases and increase
procurement

B Aggregate polymerized coal
gas and unconventional gas

B Enhance the value of imported
LNG

—r—

loT+ Resource Pool

A

Interconnection of pipeline network

Full cycle
coverage

| 29
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Development Plan for Value Added Business

l

accurate services to create a green, safe, intelligent, warm high-quality family life

K"Wlili\\ :

Gas Family

Kithen

Smart home strategic vision: Utilizing a digital intelligence platform, we will provide a full range of

]

Community

Recognize user scenarios, transform traditional value creation logic, and focus on meeting

various scenario needs to enhance value creation

Value
Creagion

Value
Crgation

B-side value creation logice Based on "intelligence + people” strategy, C-side value creation logic

upgrade and optimize product portfolio
and marketing strategy to enhance the
scale of B-side value creation and create
"long tail" operation

I

Build an ecological
system relying on the
preferential selection of
ecological resources and
the establishment of
various mechanisms

cikecz

Replace "Smart

Plus smart
Products”

installations

Security.

Installation

————————————

Smart
lnsurance

products

Single
products

A\ 4

Customers

Understand the whole
scenario of customer
consumption and the whole
life cycle of "housing" and
aggregate customer
resources and needs

Build efficient sales and
delivery channels by
relying on customer
scenarios and
ecological resources

(services) and
combinations to build
core products as a
independent brand

a s 5
g F o 33
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91ebalbby

Customers

Build innovative products

& Based on the goal of "waking up the stock", the
Company relies on ecological resources to create
a high-frequency interaction platform, combined
with an intelligent platform base to
comprehensively enhance the value of product
creation and stimulate the long-tail effect of

more customers and popular products.
Single ||‘ Smart
products products

Based on digital intelligence
empowerment, create a
standard and excellent
service system and
reputation

7]
o
2.
0
(]
7]

STETTERYE|
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2023 Guidance

+>40%

IE business revenue
Retail gas sales volume
Dollar margin
New C/I development
New residential development
New project(Citygas & IE project)
VAS gross profit

Core profit

+10%
RMBO0.5/m3
20 mil m3/day
1.8-2 mil
50+
Approx. +30%
+>10%

31
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ENN—Empowering families with quality living and businesses with safe,
efficient and low-carbon energy solutions in the digital city

Company Profile

» Established in 1993, ENN is one of the leading private clean energy distributor in China
» ENN's principal business includes investment in, and operation management of gas pipeline infrastructure, vehicle/ship gas refueling stations and IE stations,
sales and distribution of piped gas, LNG and other energy forms, integrated energy business, energy trading business and other energy supply-related value

added business within the PRC
» 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 Trading Construction & Installation

S
|l

* Sell piped gas to residential and * In accordance with customers' * Develop energy trading business by ¢ Conduct gas pipeline construction * Provide energy-saving technology,
C/l users requirements, offer diverse energy capitalizing on the advanced and installation for residential and retrofitting services, and inspection
¢ Construct and operate CNG/LNG products derived from locally dispatch system, logistics fleet and C/1 users and maintenance solutions
gas refueling stations accessible sources, and tailor upstream resources * Sales of gas-related products and
. integrated energy solutions .. materials

 902x (2000-2022)

enue increased P

-2022) Rev
y 1,922x (2000 93,113 110,051

lume increased b

les VO
Natural gas S@ 70,183 71,617

60,698
48,269 |

17 122
2000 2010 2017 2018 2019 2020 2021 2022

33
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ARBONISATION ACTION 2030
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City Gas Business
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Typical Industrial Park Project - Cash Flow Projection

vyl

Cash flow break-even

y2

y3

y4 y5 y6

 CAPEX e Revenue

y7

y8

Free cash flow

v9

y10

yll

1. Stable & Recurring Income

* Integrated energy solutions reduce

customers' aggregate energy expenditures by b1 0%
« Selling the types of energy customer need
increases their stickiness

2. Rapid Cash Flow Generation

K Capex are allocated incrementally, depending\
upon the quantity of clients and their energy
consumption magnitude

« Our integrated energy projects are existing
industrial parks; upon completion of the energy
facilities, energy revenues may be produced

Payback period: 7-8 years
\_ /
3. Low Risk

K Diversified clientele within  industrial parks\
mitigates cyclical risks of specific industries
« Secure minimum energy offtake quantity and
establish automatic passthrough
mechanism with customers
* Market-oriented business model exhibiting minimal

\ regulatory risk / s
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Simplified Model for a Typical Citygas Project

Revenue/Cost

Cash flow break-even

Revenue = Gas Usage Fee Connection —  CAPEX = Free Cash Flow
Fee

» Connection fee prevails in initial years as project companies acquire new clients
» Gas consumption escalates as projects advance, evolving into the primary source of recurring income

» Prior to the completion of the pipeline network in cities, revenue will materialize as gas supply
emerges in specific districts. Each connection contract typically requires 6-12 months for completion

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

36
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Gas Delivery Process

Pressure regulating plants "

diSW'Ce ‘ _—7 - S "
. f ] : ) ‘. : .
e T Y
] Storage tanks
5 (spherical or cylinder)
= .
' Residential households™® Industrial users
Assets owned by the Group: ;.E_@
Intermediate pipelines CNG or LNG trucks '"
—  Main pipelines
Branch pipelines : .{5}.
'ﬂ' Pressure regulating boxes
- Switches
i CNG trucks
Processing stations Commercial users ¥

Notes:

(1) Gas delivery using either intermediate pipelines or CNG or ING trucks.
(2) Customers’ pipelines and metres which are not owned by the Group arc within the customers' premiscs and are not highlighted in this diagrum.




Disclaimer

The information within this presentation does not constitute or form part of any offer
for purchase and subscription, or solicitation of any offer to purchase and subscribe for
securities of ENN Energy Holdings Limited (the "Company"). It shall not form the basis
of, nor can it be relied upon in connection with, any contract or commitment
whatsoever.

Confidentiality
The information presented herein is confidential and must not be disclosed.
Furthermore, no individual may reproduce this material.

Investor Relations Contact:

Ms. Chelsea Sun / Ms. Phoebe Qian
Tel: +852 2528 5666 / +86 316 2599928 Fax: +852 2865 7204
Email: IR@enn.cn/ Website: http://ir.ennenergy.com
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