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1Q Operational Highlights

{V’vj’ Retail gas sales volume increased by 2.7% to 7,237 mil m3, and developed

2.929 mil m3 installed daily capacity to expand the scale of gas volume
gl  Sales volume of IE increased by 29.4% to 9,136 mil kWh

#v.  The sales volume of range hood, boiler, cooking stove and heating furnace
products has surged by 35.8%, with home service orders on the e-city
platform increased by 16.8%

L
F Acquired 16 new projects (including 1 city gas project), added 343,400

new residential customers to expand the operational scale
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Natural Gas Business Performance

Retail Gas Vol (mil m3) C&l Gas Vol (mil m3) S'de““a"n‘_;f‘as Vol (mil

5,076 5,224
7,050 7,237 +2.9% 1,899 +2.5% 1947
- ‘ J a '
1Q2023 1Q2024 1Q2023 1Q2024
I Residential Households (000" )

1Q2023 1Q2024
1st Quarter

343
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Natural Gas Business-Solidifying the Foundation of Gas Sales Volume

2023-2024 Contracted PetroChina Gas Sales Price Scheme 2024-2025 Contracted PetroChina Gas Sales Price Scheme

Non-Heating

Percentage Increase Non-Heating » .
Compared to City Gate e ason Resour.ce Heating Season Resour.ce Season Resom:ce Heating Season Resour.ce
Price (Apr 2023- Allocation (Nov 2023- Allocation (Apr 2024- Allocation (Nov 2024- Allocation
Otl:)t 2023) Proportion Mar 2024) Proportion Oft 2024) Proportion Mar 2025) Proportion
Residential Gas 15% 15%
Regulated Gas 70% 55% 18.50% 65% 18.50% 55%
Balance 1 20% 20%
Fixed Volume N/A 70% 32% 70% 42%
Floating pricing Floating pricing
Floating Volume N/A linked to imported 3% linked to imported 3%
spot prices spot prices
100% increase over 100% increase
U lated G Peak Shaving Volume N/A the baseline Gate over the baseline
nregulated Gas Price Gate Price
Balance 2 o o o o
(Fixed Price) 80% 27% 80% 42%
Balance 2 Linked to JKM spot 3% Linked to JKM spot 3% N/A
(Floating Price) price ? price ?
Peak Shaving Volume Above 120%

v Procurement Side: Completion of signing the gas annual contracts with the Three Major Oil Companies to meet the demand of customers;

v Sales Side: Increase in gas volume growth through flexible sales strategies and pricing mechanisms along with the company s diversified, low-risk gas source
structure;

v Policy side: Actively push forward residential gas price pass-through, 54% residential gas sales volume has completed the price adjustment.
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IE Business Performance

S

9.136 Scalable Projects Scalable Projects

i In Operation  Under Construction . |
: The maximum energy sales potential |

Sy 31 1 - gwg 54 # exceeds: 52.3 bil kWh/year
. d:l -

7,062
8% +29.4% Tl
. Photovoltaic & Energy Storage N
Business Progress

8%

[ f 1
| . ;
i In Operatlon Under construction i i e 1,325 MW Photovoltaic projects has passed the investment i
i i ;\:1’/6! .W”g i ! + evallu:.tion y o ) . |
: 7? & + g : i (Including 702 MW Grid-connected + Under-construction capacity )i
i 1 = i : <£_=_e 163.7MWh energy storage has passed the investment evaluation :
1 Q2023 1 Q2024 : 5.2 GW 0.6 GW /: i z (inclutiing 73.5 MWh Grid-connected and Under-construction E
\ (Excluding Managed Projects: 6.8GW) N S
B Steam = Cooling&Heating © Electricity . - i il Bl Bl iiiii i K .
/ Adaptive Clean Solutions For Customers Positive Environmental Impacts For Customers*
> |E Sales Volume increased by 29.4% 139
to 9,136 mil kWh : . Reduction of Energy Reduction of CO,
’ (NO. of PrOjeCtS) |ntegrat|ng oY, Consumptlon emissions

(Energy Sale Vol) ﬁ ? ‘ ‘

renewable energy ~E9° (Standard Coal) |
Generated from /i

__________________________________________________________________________________________________




IE Business Performance—Progress On Project Signing

168 newly contracted industrial park projects
——————® Maximum 1.855 bil kWh energy sales potential/per year

(Including 166 IE micro-grid projects which expected achieveing installed capacity 244.5 MW for photovoltaic and 112.1
MWh for energy storage)

Low-carbon

Industrial Parks

Low-carbon 94 newly contracted factory projects

Factories

Maximum 776 mil kWh energy sales potential/per year

38 newly contracted building projects

Maximum 44 mil kWh energy sales potential/per year
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Value Added Business Performance

Develop Value Added Business by

5ales Volume Of Range Hood, Boiler, Cooking 4
er Coverage Ratio Increased

Stove And Heating Furnace Products (000’ )

Adapting Intelligence Technology

72 Customer Value:

+35.8%
New customers

53 (
1 i lQI coverage
’ W 58.0 %*
I
I

1Q2023 1Q2024

i Intelligent Consumption, :
i Quality Assurance I

+ Gas intelligence + Travel intelligence « Health intelligence
« Safety intelligence - Shopping intelligence

— e

Provide family customers with innovative
ity Home Service Orders (mil) products and services in multiple scenarios
_________________ '

such as security, shopping, health, etc.

Existing customers

®e coverage 4 30mil Residential Households

1.67
1.43
+16.8%
e
d 3.9 %* By adopting intelligent model, the company will
promote continuous growth of Value Added

improve the coverage on consumer side and

*The coverage ratio calculation is not annualized and only Business
1Q2023 1Q2024 reflects the situation of 1Q2024.
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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 Value Added Business
— e oo e A O

A
*  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/l users and maintenance solutions
gas refueling stations accessible sources, and tailor upstream resources * Sales of gas-related products and
----- integrated energy solutions .. materials

2011-2017 ) 2018 _J} ) 2020 ) 2021 > 2022 ) 2023 4

by 933X (2000-2023)

23) Revenue increased

7x (2000720 113,858
| gas sales volume increased by 1,977X 93,113 110,051
Notre2 60 698 70,183 71,617
48,269 !
11,215 19617 23,328 26,963 29,569 33,096 32,697 33,621
17 122 4,149 '
m = = = N
2000 2010 2017 2018 2019 2020 2021 2022 2023
m Total Natural Gas Sales Volume (mil cubic meter) = Revenue (RMB mil) ’ ENNZfR o




Business Landscape

By the end of 2023, ENN Energy provided energy
services to 29.77 mil Residential households and

243 thousand C/I customers in 21 provinces, s

//'/F\A\,/\ ~ 77/J
cities and autonomous regions. ¢

(
)

Operate 259 city gas projects \7\\

Coverage of 137 mil people \
82 thousand kilometers medium and high pressure f
pipelines
296 IE projects in operation L

60 IE projects under construction

Revenue amounting to RMB 113.86 bil in 2023
Total assets over RMB 103.13 bil
Over 800 branches of wholly-owned and holding companies

Employees over 34 thousand

Sichuan

/

EsES
South China Sea Islands
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ENNENERGY DECARBONISATION ACTION 2020
PANORAMA

City Gas Business Integrated Energy Business (IEB)
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Typical Industrial Park IE Project - Cash Flow Projection

/
Cash flow break-even
|| -
y2 y3 y4 y5 y6 y7 y8 y9 y10 y11
mmm CAPEX == Revenue Free cash flow

1.

Stable & Recurring Income

Integrated energy solutions reduce customers’

overall energy bills by 10%

Selling the types of energy customer need
increases their stickiness

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
completed, energy sales can be generated

Payback period: 7-8 years /

3. Low Risk

Diversified customer base in industrial parks\
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

regulatory risk )

12



Simplified Model for a Typical City-Gas Project

Revenue/Cost

Cash flow break-even

i
-

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
» 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
W ENN#R




Gas Delivery Process

Natural gas fields " Pressure regulating plants® -
)
ipeline |
Long d'\StanCer PP g
b .
Storage tanks
(spherical or cylinder)
or

Y f Residential Industrial
' households® ‘ users(®

Assets owned by the Group :

Intermediate pipelines CNG or
LNG trucks®

Main pipelines

Branch pipelines

uﬁ. Pressure regulation boxes
. Switches

e CNG trucks

. . Commercial
Processing stations

users(®

Vehicles & ships gas users

Note:

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

(2) Customers’ pipelines ad metres which are not owned by the Group 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

‘w’ \g&‘

Supply Network S5 N
Heat ﬁ ] Customer O Hosting Services
: !%d O Energy Saving
Boiler === O Charging Post
= O Demand Response
Gas > —_— _ O Utilization Of Residual
i m Cus omer Energy
Pressure Regulator Customer O Demineralized Water
e o O Security Visualization
EIeCtrICIty S D [ ] O Carbon Emission
i IE % Accounting
Photovoltaic O Carbon Service
Cold - Customer O Green Power Trading
N b Customer
> i Storage ...
..... Cooling Machine |
Access to information control strategy

Internet of Things (IoT) microgrid

& ENNEiR .




IE Business Logic

Cooling, Heating, Electricity, Warming Different Installed Capacity Different Investment Amount
Calculation Key Factor
Customer Forecast _Installed _ Investment Y .
| Load 7 Capacity A Quota >
Macro-
environment Affect
1
Industrial
Policy Practice
SO . IRR
Energy Optimization Calculation Energy Key Factor
Supply »  Supply >
Ballpark Incomes
Carbon
. Technically
Practice l Optimal
i Key Factor
il T.echmcal Service Y .
Services/Carbon > Incomes >
Services* Ratio

Cost Reduction
Energy Consumption Reduction

& ENNFiR




Integrated Energy Micro Grids Promotes Business Upgrades

Single To Multiple Products
Load-Source-Grid-Storage

= e

Heating Equipment = “ThérmatF acility Expansion
Gas.

Pumps, Biomass...

e - Heat Storage a' \ 4
. . . 1 ! e it esidual He:
Load And Storage Between Source And Network Small And Micro-industrial Parks | ! fleat ﬂ | t"—”
R e Lt : no at,eDyeTankDirect : R |-
3 ‘ 3 ! i | Gasbusiness N e Combustion Conversiony ~ee | ke
Photovoltaic ulﬂ@* 1 K. T ! Innovation Applicatior;:ttllgcgge S\:z  Low ! Cold eqipment €3y =
Electricity = | ' Eﬂl FE— Galric Vaue : Tl
! o | | = ! 1 e Combustible Tail Gas, - ! g > 5 ;
Power Grid i a a a | Industrial Users Business Users Public Buildings Users : Biogas.. : ! Heat Pumg
51— I User Connect Amp|:fying : : M Coce] P
* 8 Value | Heating lpanding Waste Heat, Power | ' i
| I G | Business as Heat Plant Heat, Waste |
— : Expansion  Applicationp|ant Heat, Heat '
1 1
1

_ Raw Matorias

Photovoltaics, Energy Poduge

Storage, Power 1

Transformer

Energye Storage Continuously Digging Deeper Into Customer l Conversion And U radin
———————————————————————————————————————— D d i Elgctricity  Distribution, P9 )
P le,"jl"i" o i A 3':3;;“’,?:9Refrigeration, Air i Existing
Internet Of Things o Interactivity | Intelligent L ?’e"’"“‘m“gh Bfeakthroughf 'eSsure, Water, Projects Entertainment Office
(|OT) M g hNd el— Gases... . : i

Precision Operation —» Diagnostic Analysis—— Solutions — Project Delivery— Lean Operation —— I Electricity Sales, m" .
Innovative Green Power, ctud LOQOD e el L
Service Transaction Carbon Trading, kﬁgﬁ?‘g Daytime

Services  Digital Intelligence
Services,

Note: Aggregg@ri’ﬂﬂmﬂge Chain

energy use energy use

Integrated Energy

A &= o A

I
I
I
I
I
And Advisorgarbon Services, :
I
I
I
I
1

Digital Intelligence Drives Continuous Iterative Upgrading Of The Value

Shopping malls

creatio“ bommmmm - Ecelegy = — S@MVi€8sm — — — - - - - u Complementary Demand Ca;:acity Sharingl
Scenario D|g ital Abilities Scenario D|g ital Multi-energy synergy  Facility Sharing

All-day Intermittent

ettt ettt ittt ieieinieteieieeieieeitat | energy use Energy Use
1 S

! . S — 1 P e
1 =" P
! Customer gAmror;gt Eco-operations i ;f‘gi_=::'__5_!!.!_ll!'
: Operations perations : LRy ot vl entil
: !
! 1
! 1

Three Major Operational Capacity Building
B ettt Single Project to Microgrid
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Value Added Business Value Creation Logic

B Enhance Multi-Product Coverage Of Existing Customers Based On Product And Service Capabilities

No. of Customers Value Added Business Model

3 New Customers* Y Inventory Of Customers *
—— Customer Unit Price Multi-product Coverage
* Customer Unit Price

[ Family, Community, Realtor ]

Innovative New e
Products Customers
. loT-based intelligence enhances value
LCJnlr;staIIed Innovative creation of products and services Service
ustomers Products Capacity
Enhancement
Installed
Customers
Enrichment Of Products And Enhancement Of Multi-product
Accelerating Customer Coverage
Penetration And .
Attaching Other Customer Kitchen o Security  ymm  Heating  wemmw  Service W Quality =  Quality sl Products & Services
Products With A Demand Products Products Products Service... Products
Community Model
W ENNZR g



Value Added Business: Linking Home, Community and Public Services
Based on loT to Innovate Services and Products

Innovative Maintenance
Services

Concealed Piping
Installation...

New Service E Smart Home Smart Community

Appliance Upgrade Services

Security Guard e tﬁ&e ﬁ

From gas service to families From families to communities From communities to public services
St Manageme

Data Analysis and Statistics
Hhizs

N ew Space Smart Entry Co VN Ucban Operation Management
Smart Parking Solutions fslPe il
- i Planni
I Smart Public SafEyeaiEF) DR RLZ4RGRency Planning
: 1 Smart Firefighti 5 Digital Government Services
Bed | 1 B RNS Smart Healthcare Safe City Initiatives
earooms \ B f ST ) 3
1 1 Housel larm \ a KRR SR = smart Traffic M%m SupervisieE gV Enforcement
Lxl' R ‘ v T - Smart Educatio?%&t
Ing Room Kitchen Safety ‘& X 85 Smart Tourism xperienc?s WE
S BRI ’

*‘ @ Gas Leak /\ & Smoke |- & Kitchen ™ ¢ FElectrical Fire * Automatic ExhaustE @ Perimeter Security
. = Alarm “=  Alarm System = -
New Connection Gas Meter — loT Meter rm >y - Alarms

(lOT) 4 Flood @ ¢ SOS Alarm ﬁ 4 Underground . s € Remote Contro? & Pressure % @ Boiler Monitoring

Monitoring Leakage Solenoid Valve Monitoring

@ Intrusion Alert
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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.

Investors Relations Contact:

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