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I am Koji Naito, President and CEO of Ushio.
Today, I would like to explain the USHIO Group's second Medium-Term
Management Plan for the three-year period beginning in FY2023.
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Today I will explain the four items listed here.

First of all, I would like to present our Vision 2030, which is our vision for the
USHIO Group in 2030. I will then review the First Medium-Term Management
Plan, followed by the outline of the Second Medium-Term Management Plan,
which is the new three-year plan, and finally, I will explain our business strategy.

First, let me talk about Vision 2030.




PART 1

Vision 2030




30-Year Cycle Management Stages USHID
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In 2020, when operating income continued to decline after the Lehman
Brothers collapse, we decided to make a once-in-30-years major change in
management direction. The first thing we designed was our Vision, which is
where we want to be in 2030, 10 years later.

Our vision is to be a light solutions company, by growing financial value by
expanding social value. In other words, we try to achieve sustainable growth by
solving future social issues that lie beyond our customers.

In order to achieve discontinuous evolution toward this vision, we decided to
make a major change in our structure and mindset, shifting from autonomous,
individual-optimized Rempo Management to solidarity-based Rempo
Management that emphasizes the optimization of overall performance.




Roadmap to Vision 2030: (1) Approach USHID

Vision 2030
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At the same time, we set our mission "promote the use of light as illumination
and energy to support human well-being and societal growth”. In order to
realize our mission and vision, we need to switch to a value creation flow that
starts from the search for social issues and then searches for optical technology
to solve them.

To this end, we determined that it was essential to shift our business framework,
which was product-centric to market-centric approach, and in 2019, we clarified
value propositions for each market domain.

However, at the time of the First Medium-Term Management Plan, before
changing the business framework to a market-centric approach, we thought
that the first priority was to change the profit structure, and we decided to
tackle this issue as another attempt to solidify the foundation.

I will explain the specific results later.




Roadmap to Vision 2030: (2) Specific Steps USHID

Materialize Vision 2030 by pushing forward with
the three consecutive Medium-Term Management
Plans
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Next, I will discuss the roadmap to Vision 2030.

We made this roadmap with a backcasting mindset to become a light solutions
company by 2030 and achieve our financial targets of JPY250 billion in net sales,
JPY30 billion or more in operating profit, 12% or more in operating margin, and
10% or more in ROE.

First, in the First Medium-Term Management Plan, we shifted to solidarity-based
Rempo Management and promoted structural reforms as an institution to
improve our constitution, and achieved the establishment of a muscular profit
structure.

We have positioned the next stage, the Second Medium-Term Management Plan,
as a period to cultivate growth. We will establish a structure to provide light
solutions, cultivate growth businesses, revitalize rebuilding businesses, and
prepare new businesses to transform our business portfolio. To achieve these
goals, we plan to strengthen and expand strategic investments.

The Third Medium-Term Management Plan, which is the final stage of the plan,
is positioned as a period for delivering the results of the first and second plans.



PART 2

Review of Previous Medium-
Term Management Plan

I will review the previous medium-term plan, the First Medium-Term
Management Plan.




Outline of Previous Medium-Term Management Plan USHID

1*t Medium-Term Management Plan was three-year initiative to reinforce fundamentals
to transform earnings structure and achieve sustainable growth
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This Medium-Term Management Plan, drafted in 2020, was a period of
reattempt to have solid foundation to move toward Vision 2030. During the
period of this mid-term plan, the global economy slowed down caused by the
spread of COVID-19, which imposed many restrictions on our business and
working environment. In response to these circumstances, we worked on three
strategies shown here: defensive, offensive and unifying strategies.




Previous Medium-Term Management Plan Results Summary:
(1) Companywide USHID

Reached all mandatory targets and largely transformed
earnings structure and solidified foundations
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In conclusion, we achieved the targets set forth in the plan: net sales of JPY175
billion, operating profit of JPY15.8 billion, and an operating margin of 9.1%.

See the second graph from the right for the operating margin. The operating
margin, our most important KPI, increased by 4.9 percentage points from 4.2%
in FY 2019, a significant improvement of profitability.




Previous Medium-Term Management Plan Results Summary :
(2) Operating Profit Change Scenario Outcomes

USHID
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This is the summary of contributing factors to the operating income of FY2022,
as compared to the result of FY2019. Structural reforms made more progress
than planned, but the impact of parts shortages as a business risk was greater

than anticipated.




Previous Medium-Term Management Plan Results Summary:
(3) Business Segment Results USHID

Reached Light Source and Optical Equipment targets by changing earnings
structure but missed Imaging Equipment targets, which is an ongoing issue
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I will explain the financial results by segment.

I would like to talk about performance by segment. In summary, the Light
Source Business and the Optical Equipment Business achieved their targets by
changing their revenue making structure, but the Imaging Equipment Business
failed to achieve the goal.

In the light source business, although Care222 and solid-state light sources,
which had been targeted as growth businesses, fell short of the plan, reduction
of fixed cost was achieved through aggressive implementation of structural
reforms, and the ambitious target of an operating margin of 14.6% for FY2022
was achieved.

In the optical equipment business, although EUV, also positioned as a growth
business, entered an adjustment phase and fell short of the plan, we were able
to properly address demand during the period of market expansion for
lithography equipment, resulting in increased sales. As a result, we achieved an
operating margin of 12.4% in FY2022, also an ambitious target.

On the other hand, in the imaging equipment business, although structural
reforms and other measures were implemented, the long-term effects of parts
shortages offset measures to improve operating efficiency. The operating
margin for FY2022 was negative 1.3%, which leaves us with a challenge.
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Previous Medium-Term Management Plan Results Summary:

(4) Results of Unifying Strategy Initiatives

USHID
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With respect to the unifying strategy, we have been reforming governance and
leveraging our financial strength to enhance overall performance.

Although there are ongoing issues, we recognize that we generally achieved the
objectives of the first Medium-Term Management Plan. We will continue to work
on the overall performance evaluation.
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PART 3

Outline of New Medium-Term
Management Plan

I will now explain the outline of the new Medium-Term Management Plan.
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Roadmap to Vision 2030 (orecentes carier) USHID

Materialize Vision 2030 by pushing forward with
the three consecutive Medium-Term Management
Plans
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The basic policy of the new Medium-Term Management Plan is to cultivate
growth toward the realization of Vision 2030.
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Megatrends in Three Market Domains and Ushio’s Value Proposition Areas USHIO

Industrial Processes Visual Imaging Life Sciences
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To cultivate growth, Ushio recognizes the following megatrends through 2030 in
industrial processes, visual imaging, and life sciences, the target markets for
Ushio's value proposition.

In the industrial processes market, we expect to see a digitally connected
society, manufacturing technology innovation and environmental impact
reductions, while in the visual imaging market, we expect to see a greater
emphasis on well-being and, after stay-at-home during the pandemic,
reevaluation of premium experiences outside homes.

In the life sciences market, we recognize that climate change, food and energy
issues, increasing and aging populations, and other issues continue to be among
the many major social challenges that humanity must solve.

14



Basic Policies of New Medium-Term Management Plan USHID

Cultivate growth over three years to become truly a “light” solutions company

Build light solutions delivery structure
to maximize future earnings
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In the midst of these megatrends surrounding the world, the basic policy of the
Second Medium-Term Management Plan is to build a structure to provide light
solutions and accelerate growth based on a market-centric approach through
reorganization of business domains and rebuilding our strengths.

In order to achieve this, it is also essential to establish management
infrastructure that supports businesses. We will make strategic investments
including M&A, enhance capital efficiency with a focus on growth investments
and in-house stock investment, and pursue ESG management.

15



Numerical Targets of New Medium-Term Management Plan

USHID

Rebuild business model while expanding existing businesses to boost net sales

and operating profit

Making EBITDA key performance indicator In view of expended investments, including through acquisitions

Plan targets Vision2030
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I will explain the financial targets of the new Medium-Term Management Plan.

EBITDA is added as a new KPI, and is determined as the top priority KPI in the
current medium-term plan, in light of the expansion of investments including

M&As as an indicator of profit growth.

In 2025, the final year of the three-year period for cultivating growth, net sales
will be JPY220 billion and EBITDA, the most important KPI will be JPY30 billion.
As an indicator of capital efficiency, we aim to achieve a ROE of 8% or more

and a PBR exceeding 1.0 time.
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Building a Light Solutions Supply Structure (1):
Reorganize Business Domains 1/2 USHID

Accelerate provision of light solutions by making business domains market-centric
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Next, I will discuss the details of the reorganization of business domains.

Until now, the business segments were structured based on the product-centric
approach, but from this fiscal year, we have reorganized business domains
based on the market-centric approach.

Specifically, we have the industrial processes, visual imaging, and life sciences
businesses. In addition, the photonics area, which is expected to contribute to
future growth in these three businesses, has been separated into a domain, to
quickly establish competitive edge.

We will accelerate the provision of light solutions in these four business
segments and try to create social value in each of these value-proposition areas
of the market.
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Reference: Reporting Segment Changes

USHID
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Here is the product mix included in the new segments. The light source and
equipment businesses in the previous segments will be reorganized by market-

centric segments.
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Building a Light Solutions Supply Structure (1):

Reorganize Business Domains 2/2 USHID
Sell products while reinforcing solutions proposals with a view to social value
To date Product-centric Value created in markst

Customer value has been the prime
outcome from product-centric
marketing

Tomorrow
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both social value and customer

value, driving more economic value
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I would like to explain the significance of business domain reorganization.
We recognize that our approach in the past was centered on selling products,
and that the value we provided was limited to creating customer value.

What we want to do is to transform ourselves from a manufacturer that
responds to customers with product quality and performance to a solutions
company by proposing solutions that include processes and after-sales services,

not only to our customers but also to social issues beyond that.

19



Building a Light Solutions Supply Structure (2):
Rebuild Strengths USHIO

Rebuild strengths for each light solutions delivery process

Essential to structure for providing these solutions

Light solutions delivery process (3 steps)

Solutions

) After-sales support

A

f Strength 1 | Strength 2 \ Strength 3 \ creating
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>,
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Keep reinfordng strengths with view to robust alliances and M&A

The process to deliver light solutions requires three steps: promoting R&D,
providing solutions, and developing after-sales support. It is essential to rebuild
strengths at each of these steps.

The capability to control light to maximize the characteristics of light to meet
the needs of our customers. The capability to provide light-based solutions to
identify social issues and propose. And the capability to retain light that keeps
the light solutions we provide to our customers sustainable and stable.

We will keep reinforcing these three strengths. To this end, we will pursue
aggressive alliances and M&A opportunities.
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Building a Light Solutions Supply Structure (3):
Accelerate Growth by Being Market-Centric USHID

Reorganize and make business portfolio market-centric and pursue strategies
Business_Portfolio Reorganization Policy
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This page shows our business portfolio until 2030 to accelerate growth through
the market-centric approach.

Industrial processes will be positioned as a core business to promote stable
earnings growth, while Visual Imaging will be positioned as a rebuilding
business within the core business and, as I will explain later, will solidify a
revenue making structure by establishing solution platform.

In addition, although the scale and profitability of life sciences are still small in
2023, it is a market with high growth potential, and there are many areas in
which light can be utilized. We will position it as a development business and
prepare so that the business size will be comparable to IP and VI.

In order to realize the portfolio for 2030, we will allocate management
resources appropriately and accelerate growth, while also reviewing our
business portfolio on an ongoing basis.
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Build Management Infrastructure to Support Businesses (1):
Deploy Investment Strategies

USHID

Invest strategically in areas with growth potential and invest in human capital to

enhance productivity

Strategic investments
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I will continue with an explanation of the first of the three pillars of building a
management infrastructure to support our business, which is the

implementation of strategic investments.

In the Second Medium-Term Management Plan, which is designed to cultivate
growth, we will invest more than JPY40 billion over the next three years for
business growth, including M&A. In addition, we will aggressively invest in R&D
and human capital in areas of expected growth and productivity improvement.
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Build Management Infrastructure to Support Businesses (2):
Enhance Capital Efficiency (1/4): Improve Enterprise Value USHID

Improve enterprise value by lifting ROE and undertaking full-fledged ESG
management (to boost PBR to more than 1x)

Financial policies framework to improve enterprise value
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« Recrgoner busness portfolo

Improve enterprise
value

In-house stock
« Mttain PBR excoeding investment+
1,0 within the medim Fully embrace dividends
TRVITE (MBOSOSent phar SR ~
paried ESG management « Py stable and consistert
dradends
Clarfy 2030 targets = Activedy invest i the cormpaery s

awn stock, taking into
consideration capead afficency,
business performance, and
financial conditions

= Fulill key performance
Indbces foe FY2025
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We will also accelerate initiatives and measures to improve corporate value.
Based on the framework shown on the slide, we aim to achieve a PBR of more
than 1.0 time during the current Medium-Term Management Plan period,
through ROE improvement and full-fledged promotion of ESG management.
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Build Management Infrastructure to Support Businesses (2):
Enhance Capital Efficiency (2/4): ROE Improvement Roadmap USHID

Attain ROE of at least 8% by FY2025 by steadily
expanding earnings and improving capital structure

FY2022 results FYZ2025 targets
v ) v
Businesses
*EBITDA T Stesdidy increess sarnings in swch business
Industrial Processes:; Lepand growth products for
¥23 6 cutting-edge IC package sbistrate technology ¥30 bdion
+© tilloo Visual Imaging: Epend iotatod market
Life Sclences: Hroackn anviicommntal byghene sclutions
Photonics Solutions Fepund cavs o new s s
rprove yields
# Shareholders’ ¥244.1 vhon
finances ¥200 tadicn vel
equity -
+ Aggeesaive kn-howse stock imvestment
Stable and consistentdividend payments
Steategic utilization of Habifities (Lower cost of capatal)
+ROE Exceed
equity costs
57+ > B.0% ormon
e ) WA R 28

First, in order to achieve ROE of 8% or more by 2025, we will work on profit
growth and improvement of equity capital.

We intend to achieve ROE of 8% or more by achieving EBITDA from JPY23.6
billion to JPY30 billion for profit growth and equity capital of around JPY200
billion through large-scale shareholder returns.
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Build Management Infrastructure to Support Businesses (2):
Enhance Capital Efficiency (3/4): Scenario for Assumed EBITDA Changes USHID

® Assumed EBITDA changes
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Rapacomant
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About the EBITDA changes, which indicate profit growth during the period of
the Medium-Term Management Plan, we intend to increase profit by JPY6.4

billion through both business growth and expansion of strategic investments
that will prepare for the future.

Business growth will be explained in more detail later.




Build Management Infrastructure to Support Businesses (2):
Enhance Capital Efficiency (4/4): Capital Allocation Strategy USHID

Endeavor to enhance capital efficiency through in-house stock investment
and major growth investment allocations

Cash generation Cash inflows Cash outflows
« Operating cash Mow under medium-term management plan: Y60 billion over three years
* Asset sales: ¥Y15~¥20 billion
» Interest-bearing debt usages: ¥40 billion+ o {Lower cost of capitsl)

- Interess-boaring Srategic
dabt investments
¥40 bdlion + ¥40 bilion+

Capital allocations

« Strategic investments: ¥40 bifion+  Growth investments (including MaA) . ¥40 billioo+

* Financial position Equity ratio: AL least 60%

* In-house stock mvestment +
dividends: Around ¥70-¥90 billion ' !'*
over three years ¢

Ouse STOCK investment, factanng in
we and finacial phstion (Resohed
D an yen foe share fepunchases in

Target ROE of at least 8% by FY2025

Next, I will explain capital allocation.

In order to achieve ROE of 8% or more during the Medium-Term Management
Plan period, we will allocate a large portion of our cash flow from operations,
sales of financial assets, and interest-bearing debt during the Medium-Term
Management Plan period to equity investments and growth investments during
these three years.

Shareholder returns are expected to be in the range of JPY70 to JPY90 billion
during the Medium-Term Management Plan period. In the first year, we will buy
back JPY30 billion of our own shares. In addition, more than JPY40 billion will be
allocated for strategic investments.
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Build Management Infrastructure to Support Businesses (3):
ESG Management 1/4: Medium-Term Management Plan USHIO

Undertake full-fledged ESG management initiatives to
materialize Vision 2030

1% Medium-Term Managerment Plan 2 Medium-Term Management Flan_;  3' Medium-Term Management Man

Idantified and prepared to tackle fiva

THatarial lasties Full deployment {KPI clarification) — Embed— Salf-propal and operate stably
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Y2021 FY2023 and bayond Bacome
: “light
For lated five s e s
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c ¢ st c v
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iy wme b Conutaely - < 2 / ovs uit
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0 o rexciee 300k Smas /
fow Trg terr
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I will explain the full-fledged ESG management initiatives.

During the first Medium-Term Management Plan, we established five
management focuses for Vision 2030, as materiality. In the Second Medium-
Term Management Plan, we will clarify non-financial KPI targets and promote
activities to achieve Vision 2030 on both business growth and ESG efforts.
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Build Management Infrastructure to Support Businesses (3):
ESG Management 2/4: Medium-Term Management Plan USHIO

Five Management Focuses (Materiality) and Vision 2030
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Here are the identified focus points, the five management focuses and their
goals for 2030, and the major KPIs in the Second Medium-Term Management
Plan.

Today, I would like to explain our human capital strategy and corporate
governance among them.




Build Management Infrastructure to Support Businesses (3):

ESG Management 3/4: Human Capital Strategy

USHID

Human capital strategy directions to materialize Vision 2023:
Global / New Value Creation / Diversity / Engagement

Vision 2030

Y
Developing Our Diverss Talent to Get
Closar to Our Vision
+ Undertake Group maragement and provide

gystemabic traning with drverse personngd
+ Ensure global ernpioyee mobilty

3

Creating Working Environments whare

It Is Easy to Produce Results

» Bl corporate culturm that embeaces divecsity

+ Enable ampltyass to ba physically and montaly
heakhy and enjoy ther work

« Ensure high sngapemant levels 5o company and
employees grow together

Key measures (continuation
from previous medium-term
management plan)

Bolatering talant pivotal to materializing
Vision 2030
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and dawdlop employoes to have technical
backgroond and managerment iteracy

* Develop lenders for key Group positions

« Duftivete people with digitsl shilis (o enhonce
productivity and crativity

Became highly engaged group thot delivers high
value-added rusults

« Acosdoraty dvarsty and inclusion

« Pravida attractive wockplaces and work practices

* Undertake dota-driven hoalth mansgement, based
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Examples of measures
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First, the direction of our human capital strategy is global-based human capital
development, and cultivating human capital with a broad range of academic and
technological backgrounds and literacy to promote new value creation. Our
focus includes working environment that values diversity and increases

employee engagement.
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Build Management Infrastructure to Support Businesses (3):
ESG Management 4/4: Deepen Governance Structure

USHID

Solidify corporate governance to materialize 2030 Vision and
accelerate ESG management
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I will explain how we are deepening our governance structure. As shown in the
chart here, we have been promoting the strengthening of our governance.

We announced that three changes are planned at the start of the second
Medium-Term Management Plan: the revision of the remuneration for executive
officers, the revision of the stock compensation system, and the appointment of
an outside director as chairman of the board of directors.
We will plan further initiatives to realize our Vision 2030.
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PART 4

Business Strategies

Next, I would like to explain about our business strategies.
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Business Strategy Snapshot

USHID

Progress with growth strategies in business domains reorganized
along three market lines

FY2025
targets

Key strategic |

points

Coves Dnssinesas

Core (rebuliding) Dusiness

Incubate

) Duisirvess

Industrial Processes

Sales
Operating profie*
Operating margin®

¥105,0 billion
¥17.5 billion
16.7%

Maintain competitive edge in gromwth-
Ariving semiconductor and slectronic
dnvice areas

Incavate manufsctuning processes,
forusing on heating, surface treatment,

Visual Imaging Life Sciences
Sales ¥91.5 bilon Sales ¥5.5 billion
Operating profit* ¥3.0 bion Operating loss* ¥1.0 billion
Opér ating margin® 3.3% Operating margin® “18.2%

* Swiltly estabilish structude that integrates:
e gies to deliver solutions
meeting market needs

« Strengthen supply chain management

» Create new businesses that generate
$ong - Term solutions 1o ok issues

* Secwe core compatencies and sales
channels to deive inarganic growth

and modifications, acd axpand
pplications to cut envi o impact
ﬁg;"';[;g;‘:'!;:';h ol sates ¥14.5 billlon  + Swiltly estailish niche top pasitions
sy . = Operating peofit*  ¥1.0 billion » Quickly rench aritical masses in moadule and device businesses

Photonics Solutions cpecating magn® 6.99%

“Opersing profit and opersting margn tarpets axclude new gocawll amortizaton
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Segment Sales and Operating Profit Targets

(Billians of yen)

FY2022 results (Ref™!) FY2025 targets FY2030 targets
Operating Operating | Operating
Sales profit (Ior:g‘, Ses profit {loss)™ B profit*
lndus‘ﬁal Processes 88.1 17.2 105.0 17.5 126.0 23.0
| (19.5%]) (16.7%) or more  (18%~20%)
Visual |maging 67.7 3.0 91.5 3.0 85.0 7.0
(4,4%) | (3.3%) | or more  (8%~12%)
Life Sciences 4.6 (4.9) 55 (1.0) 19.0 2.0
| {(-106.0%) | (-18.2%) or more (11%~15%)
Photonics s°lmi°ns 10.1 (0.2) 145 1.0 20.0 2.5
| {-2.9%) | (6.9%) L or more (13%~15%) |
. Nat sales: 250.0 or more
Total™ 175.0 mllsws 220.0 (92‘5],;? ! ODer:ﬂ':; margin: 13%« more

Tarn
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First, let me explain the financial targets by business segments. The new
segment figures for FY2022 are for reference only.

As for the IP business, our target is to achieve an operating margin of 16.7%
for FY2025 in order to actively invest to establish the portfolio we try to realize
in 2030.

While the VI business will be driven by replacement demand for digital cinema

projectors and other factors, the operating margin will be 3.3%, partly due to a
decline in lamp earnings, etc. However, by promoting structural transformation
as a rebuilding business, our target is to achieve an operating margin of 8% or
more by 2030.

The LS business aims to achieve an operating margin of over 11% by 2030, and
the period of the Medium-Term Management Plan through 2025 will be a period
of cultivating growth.

The PHS business aims to achieve an operating margin of 6.9% in 2025 through
sales growth and improved mix and productivity.

From here, I will explain the strategies and actions of each business.
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P 1ndustrial Processes (1): Vision 2030 USHID

Help create CONVeNient and comfortable social
infrastructure through optical processing technologies

« Semiconductors, electronic devices, and displays
Manufacturing processes  « Electric vehicles
» Bullding materials and peinting, etc

Value proposition of
Industrial Process busness

Light soiutions trajectory to matenalize vision

Focus on providing manufacturing process solutions to Value generated in market

customers and offering subsequent services [Customer value |
(maintaining value)
A

Al customer factories

* Reduce bottienedks in semiconductor and other
technological inpovations

« Help enhance quality, cut costs (such as throuah energy

After-sales savings), shrink environmental footprints, and reduce
saht- ) suppon hazardous substances
(' (Power to ratain ight) /4 | Social vatus |}
Develop products foe Strengthen abity to offer  Better retan customers by Through customers
afvanced processes solutions for diverse etenddng replacement parts Help achieve SDGs overall, such as by offering conveniance
factary s servee ves and enbancrnyg and comfort worldwide and tacking environmental, poverty,
Mter-sales swexvicn and medical ssues
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The first is industrial processes.

We contribute to the realization of a convenient and comfortable society
through innovation in manufacturing and improvement of bottlenecks, with an
emphasis on solving problems in the manufacturing processes of our clients and
maintaining the value of the services we provide afterwards.
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Cone tasdinesss Industrial Processes (2): Strategic Overview USHID

Generate business opportunities by driving growth on semiconductor field

Business policy: and offering light solutions

¢ Financial targets
[Bilbons of yen) - Operating climate assumptions

J/ Semiconductor market to regain growth after slowdown
105.0 — Advances n cutting-odoe IC package substrate technology (for larger, higher-density devices)

-+ Rapki technological innavations and mtensifying competition

J/ Accelerating manufacturing process reviews in line with
environmental impact reduction needs

; Action plans (Vision 2030 preparations)

1 Secure earmings with growth offerings for IC package markst
*Lacge field Ithograghy equipment ond direct imagng ithography systems for cutting-edge IT pockage subetrates
Operating 2 Step up efforts to expand opportunities over medium and long terms for EUV mask Inspaction
light sources
3 Establish new business feundations by offering optical processes for manufacturing

4 Secure stable eamings by steadily capturng lamp demand

Fy2022 FY2025

howe

FYXR2 volues for oach segoond aro referenco walues progarod by the Comparny 1or compersan parposes

Ozerting Boome mang for YRS 15 cocutind eschudng amodicston of new goodwi Copyright (13 7078 Vetmn wr, AL Meghts swpervend 35

During the three-year period, we try to grow our business mainly in the
semiconductor market, which is expected to grow over the medium to long
term, and to generate business opportunities by proposing light-based solutions
in manufacturing processes, including those other than semiconductors.

Although the semiconductor market is temporarily slowing down, growth and
expansion are expected in the mid- to long-term from movements such as IoT
and DX.

The trend toward miniaturization and higher performance in semiconductors is
essential, and we expect this trend to continue, with cutting-edge IC package
technology supporting this progress. Under such environment, we have four
action plans shown here.
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Cone tasiness Industrial Processes (3): Action Plan-1 USHID

Secure earnings with growth products for IC package market ﬁ‘

Action plan 1

- Operating climate assumptions

J/ Growth of cutting-edge IC package substrate technology
through advances in Internet of Things, artificial intelligence,
and 5G communication technologies

Kay product

Market Share { :
» Ongong market growth and demand for performance gains in 900k * 7=.‘ ' rf?;:;l
minaturization technology Cutting-adon I packege ) o 5006
V' Rapid technological innovations and intensifying competition . W seckege evine

watbet (DT Fraoot
Large fickd steppers for
cutting-edge IC package Direct imaging

Issues and measures substrotes lithograghy squipment
v/ Boosting production capacity to cater to expanding demand o Envisagod sales (Bfkons of yen)
+ Large field steppers for cutting-edge iC package substrates: Laroe field steppess for cutting-edge [C package substrates
Double prodoction capacity toward FY2025 and 01 lithagraphy
« Direct imaging (D1) lithegraphy: Level out production aflter hoosting capecity
J/ Maintaining and improving competitive edge (high market share)
—+ Push forward with developmant for miniaturization and other next-genaration
processes, enhancng productivity, resolation, and positioning precison BN N
+ Streamine operations by optimizing resource allocations for lithograply business Y2021 1Y2022 1 1 )|~ Y2024 1Y '|

overall and anhance abllity to offer customer proposals
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The first action plan is to secure earnings with growth products for
semiconductor package market.

The market for cutting-edge IC package substrates is expected to grow over the
medium to long term, but at the same time, the pace of technological
innovation is rapid and competition is expected to intensify.

In order to seize the opportunity of this demand expansion, we will continue to
increase production capacity of large field stepper for cutting-edge IC package
substrates and direct imaging lithography systems.

In addition, to maintain our competitive advantage, we are promoting
development based on continued adoption in the next-generation processes. By
leveraging our strengths in both lithography and direct image systems, we will
try to increase efficiency by improving customer proposals and optimizing
resources across the entire back-end lithography business.

36



Cone tussiresss Industrial Processes (3): Action Plan-2 USHID

Bolster efforts to expand opportunities for EUV light source for \
Action plan 2 photo mask inspection over medium and long terms "N\

_~ Operating climate assumptions

v/ Continue to expand EUV lithography processes over medium through
long terms

v Progress in 3 to 2 nm node commercialization

v Changes in light source market environment for EUV mask inspection
and APMI*
-+ Intensifying competitive environment owing to growing cost cutting needs

Kay product

TinPheenix

Voot T

ELV mask irepechor
Sght source

Issue and measure Prineded by THGI

/ Issue: Address total costs of ownership @ Envisagod sales (Bisans of ven)
J/ Measure: Expand recruitment opportunities by extending
competitive edge

— Koeep investing In dovelopment

Maintain and enhance such technological edges as stabde uptimes and high performance P
Step up efforts to reduce total costs of ownership
(such as by extendng replacameant part lives)
+ Initistives 10 Stsct new custamess PRI s

FY2021 FYXN22 FY2023 FY2024 FY2025 Allex
(Fan - P Y2026

FUV foe mask inspeaction light souroes -

L Gromth
potectal

*APML: Actinic Pattemed Mach Defact Inspacton

it W 3T

The second is to bolster efforts to expand opportunities for EUV light sources for
photo mask inspection over medium and long terms.

The UV lithography market will continue to expand over the medium to long
term, and the commercialization of 3-nanometer and 2-nanometer node will
progress, but the competitive environment in the light source market will
intensify before the establishment of a mass production system for UV mask
inspection.

Although the growth of UV mask inspection is expected to expand amid the
progress of miniaturization, the main challenge is to meet the market demand
for total costs of ownership.

During the current Medium-Term Management Plan period, we will invest in
development to enhance our competitive advantage from a medium- to long-
term perspective, specifically, to achieve performance, cost reductions and
stable utilization rates, and to work with new customers.
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Cone tasdinesss Industrial Processes (3): Action Plan-3 / 4 USHID

Acti lan 3 Establishing new business foundations by offering optical A
on plan processes for manufacturing ~
Operating climate assumptions Keéy DIoducts

/ Rising need to innovate production processes, including to shrink g -~
environmental footprint 4"
pr

Issues and measures
J Strengthen light solutions structure to offer processes

-+ Bolster proposal capabilities acrass broad fields {Including by securing human

Heating, surface modification, and adhesion from kght
contributing to innovation in varous manalscturing

E.auqlal; 7 Elactric vehacias (battarias, etc.),
- Satisfy customers and stabilize eamings by remforcing after-sales services erials, printing, and semicondictors
Generate stable earnings by steadily capturing demand in lamp )))

Action plan 4 S ..5in

_ Operating climate assumptions
v Semiconductors: Although growth should slow temporarily, market
should thereafter expand gradually
v Flat panel displays: Demand unchanged owing to growth stagnation 1
v New demand to expand in line with device diversification ¥ 3

Key product

Market

share
_- Issues and measures (’ ;J 70%~~75%

V' Keep investing to enhance lamp performance to maintain
competitiveness in existing markets
v Capture demand by strengthening sales capabilities and customer service

Thirdly, in various manufacturing areas such as batteries for Electric Vehicles,
building materials, and printing, we will strengthen the provision of light-based
solutions as process proposals based on the functions of light such as heating,
surface modification, and adhesion to meet the growing needs for process
innovation against a background of reduced environmental impact.

Finally, in the lamp domain, mainly UV lamps, stable demand is expected,
especially in the semiconductor market, and we try to address such demand by
strengthening our sales customer service.
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s Vvisual Imaging (1): Vision 2030 USHID

Dellg ht people through imaging and lighting technologies

Value proposition of Visual + Large-scade video production and operations for entertainment spaces
Imaging business (theme parks, cnemas, and live events
« Public facilities, corporate control rooms, and video systems

Light soiutions trajectory to matenalize vision

Provide solutions to create premium space experiences Value generated in market

delivering greater presence [Customer value ]
= Cut costs by streamlining operations {including by making
A cinermas completaly tmmanned)

« Materiafize stabde and sustanable operational structure
« Increase added-value sarvices for customers through
advanced video production

[Soci.\l value l
Drives core technalogy Provide pne-stop Rednforce support struchure Heldp maintain a positive social environment by delighting
advances and keep sohdions. to delver to mawntain optimal and fulfllling paople through vides and light
devaloping technologies premium experiences that  condtions for custormer
for competitivaness astomens seek operabons
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Next is the core and rebuilding business, Visual Imaging.

We will support the generation of special spaces in entertainment spaces such
as movie theaters, theme parks, and international events that provide a
premium scape experience and deliver greater presence. To this end, we will
promote solution proposals that include image, lighting, peripheral systems, and
services, aiming to delight people.
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PR Visual Imaging (2): Strategic Overview 1/2 USHID

Despite declining lamp earnings, rebuild structure business in
drive toward 2030 and build stable operational infrastructure

Business policy:

¢ Financial targets 91.5 Business climate assumptions
{Bdbons of yen) Sl Ay R = AT S T

/ Advanced video production demand

67.7 expanding

@ Revenue / Digital cinema projector demand remaining

10.6% robust ; ;

Aandaanc s v/ Progress with solid-state light sources for
. ¢ NG projectors
o — / Surging energy prices

Action plans (Vision 2030 preparations)

Fy2022 . FY2025 Transform business structure toward 2030 by progressing

Operating profit (loss) v with solutions
+35

1 Buik! structure to prov
alve-added pr
-2.5 2  Address risk factors for déteriorating business performance
(supply chain management, xenon gas price hikes, and fallng
3.0 “53 3.0 declining lamp demand)
- 3 Emphasize balance sheety in continung 1o evolve business

rde one-stop solutions and <clidity high

+8.2

FV!OZ{ Marke! Pars Aeron  Lars demerd ST FY2028 Mote

Operating oot POTAgE GRS SUre ONNrg des | (AN % Opersting s

profit  tobbirs  ehmmabion L ’f‘" vetmert TsGad, peofit o
o

or wach sepment e sebrence vies prederod By e Congeny ko Compenion

o marpn ot P25 o com e eududing ameriesboe of tew poodwill

=t Oper
caste Coprright (63 7038 wne e, Ak Megtr v 30

Since visual imaging left some issues unresolved in the previous Medium-Term
Management Plan, we have positioned it as a rebuilding business in the current
Medium-Term Management Plan, and aim to rebuild its business structure to
establish stable profit base by 2030.

In the business environment, we assume in the post-pandemic society it will
lead to greater demand for premium experiences and more sophisticated visual
production needs.

In the cinema market, we forecast steady growth in replacement demand for
digital cinema projectors. On the other hand, risks include the increasing use of
solid-state light sources for projectors and energy issues such as the rising price
of xenon gas. These risks have been incorporated to a certain extent into our
earnings forecasts.

One of the major themes for rebuilding our business structure is to establish a
system to provide one-stop solutions platform. I will explain the details on the
next page.
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WS visual Imaging (2): Strategic Overview 2/2 USHID

Aim to build one-stop solutions platform

Provide optimal solutions by combining four core technologies and knowhow Build platforms by combining

in-house products based on
proprictary core technologes
and partperships

Omngoing product deveopment Employ audo-visisal oves 1P technokq
[nvestments to reinforce product kneup Expand range of loT davices

Core technologies and knowhow 1 Core technologies and knowhow 2

: System peripherals and
Video and lighting equipment A ke
Services supporting stable Experiential and production
operations design

Core technologies and knowhow 3 Core technologies and knowhow 4

Expand services matching regional and Buid partnesships

market needs

= Technology for video and
voie tranEmnission
techinoiogy ovex 1P

ot N W gt (41

One-stop solutions platform means that we provide one-stop services to our
clients to offer premium experiences to their customers, including experience
and production design, video and lighting equipment, system peripherals and
software, and support to maintain and improve the efficiency of light production
even after delivery.

We believe that we can further increase the value of our offerings by leveraging
our expertise in advanced imaging production and adding value to our services
for customers while leveraging our partnerships.
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s visual Imaging (3): Action Plan-1 Cinema Market USHID
~_Cinema market trends
v While movie-viewinq formats are diversifying, ¢ Cinema projector unit demand forecasts
dwnd keeqs growing foa: the joy and sense of B Geplocement New retalations
sharing that is unique to cinemas
» Replacement demand for digital dnema projectors expanding Growtt L
amsd longer service lives and batter quality R o
» Roplacemants of more thon half of existingunitsby 2000 B ="
» Notwithstanding slowing pace of new installations, moderate .
nstallations to continue
-+ [ncreasing ratio of premiurn screens offering highly Immersive
viden, sound, and seating satups
Note. Ushes esmmanes based on survey Sata

Priority issues in capturing cinema market demand

Revise product lineup and sales structure to
capture digital cinema projector replacement
demand

Provide solutions to streamline cinema
operations
(Improve mentenance sérvices by managing contents
management and leveraging loT network)

it W g A2

This page presents cinema business environment.

Since replacement demand of projectors is expected to remain strong toward
2030, we will capture demand by reviewing our product lineup and

strengthening our sales structure.

We will also respond to the needs for unmanned movie theaters and provide

solutions to support efficient operations.
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sy visual Imaging (3): Action Plan-1 General Imaging Market USHID

- General visual imaging market trends

- fdore gggh{g&ons requiring complex, Fagh-end crosector derriseyd forecasts LED Video Wal dernand forecasts
arge- e ging * High-end projector market growth * LED asplay market growth
» Including public live events and theme

parks

» Multiple projectors plus peripheral

equipment and software
— Capex demand always occurs in short
time spans
-» New technology adoption and other l I I I

value-added markets

Note: Ushe ssnmates Based on survey data Mot UShes estimates hased «

Key factors in penetrating generai imaging market

Also reinforce lineup of Leverage network to Deploy solutions employing Audio-
LED Video Wall and other reinforce service and Visual over IP technology*
display products support system o Techrolagy for vidua S5

it W e A3

The general imaging market, including public facilities, live events, and theme
parks, is further expanding into applications that require large-scale and

complex staging, and there is an emphasis on added value that incorporates
new technologies and staging.

Ushio will accelerate the development of solutions by strengthening its display
products in addition to projectors, and by utilizing next-generation transmission
technology and expanding support through networks.
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Visual Imaging (3): Action Plans 2 & 3

USHIOD

Action Plan 2

Action Plan 3

Issues

Overview

Initdatives

Video Equipment
» Roview supply chain
management in view of paits
shortages

Lamps

» Termporarily detenorating
profitablity owing to rising xenon
gas prices (for cinema lamps
lamps)

« Dedining demand for lamps
bacouse of shift to solid-state
light sources (lamps for data
ojectors and anema lamps)

Emphasize bafance sheeats in
continung to evolve business

» Parts and materials shortages

hampered results under previous
mediam-term management plan
Strengthening supply chain is an
issue,

» Purchase costs surging from

supply-demand imbalance
Uram FYZ023 through FYJ028,
thoreaftor improving gradually)

» Lamp demand gradually

shrinking by 2030

Inventories rising despite balance
aheet-orented measures,
roflecting prolongoed parts and
matedals shortage

« Minimize companent

procurament risks through
design efforts

» Vokmtary recalls and multiple

purchases of xenon gas

» Boost market share by
strengthening sales ared service,

enhancing efficlency by
consolidating production

» Reduce product and loss costs
« Refine PS]

{production/sales/inventarny)
plans

There are several business risks associated with visual imaging, and we try to
minimize the impact of these risks by identifying the degree of impact and

implementing countermeasures from the planning stage.

In particular, during the period of this Medium-Term Management Plan, in
addition to the decrease in demand for lamps due to the shift to solid-state light
sources, the effects of the sharp rise in xenon gas prices are expected to have a
temporary impact on earnings through 2023 and 2024. In response, we will
minimize the impact through collection of used products and promotion of

procurement from more than one source.

In addition, we will continue to promote business promotion emphasizing
balance sheet, which we have been promoting since the previous Medium-Term
Management Plan, and will focus on optimizing inventory by refining

Production/Sales/Inventory plans.
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I Life Sciences (1): Vision 2030 USHID

support the health of people and the planet by applying optical technologies

« Climate change measures

« Extend healthy e expectandes (from environmental hygene, heakhcste,
pharmaceuticals, and drug development)

* Food Initiatives

| Value proposition of Life
Sdences business

Light soiutions trajectory to matenalize vision

Focus on greater social issues and build unique Value generated in market
structure to resolve them with proprietary light [Customer value |
ted‘n'doqv Contribute to sustainability management of customer
= companies
[Sodial valus |

» Help combat climate change
» Help extend healthy life expectancies, contributing to:

- Consistently better living ervirooments

Combine core Secure resources and Strengthen support « Disease eracication and good health

technologies and focus  strangthen partnarships  structure (encompassing - Enhanced drug discovery proossses and phamaceuticals
on future in cultivating neaded to offer ight alances) with view to but fA i

optical technologles =olutions expanding business * Contri A Security
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Next is life sciences, an incubation business domain.

While major social issues at the global level are defined by SDGs and other
initiatives, Ushio recognizes that there are many issues that can be solved with
light, and that this is an area with great potential for growth.

We will support the health of people and the planet through our optical solution
proposals to combat climate change, contribute to food issues, and extend
healthy lifespans.
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P Life Sciences (2): Strategic Overview 1/2 USHID

Identify social Issues and cultivate areas that can grow over long term
like Visual Imaging and Industrial Process businesses
22030 targets oo

e Envisaged sales B

Business policy:

Focus on three areas in which light technology can help resolve
social issues: Climate change measures, food Initiatives, and
Healthy life expectancy extension

Rationale; Issue scales + Market growth + Relavant Ushio technologles

1
|
1
|
|
\
|
'
1
Vialue fucoves for 2000 |
1}

Core fight Healthy bfe
Social ssisas tmchnologius New light technologias Preparations expectancy extension)
cl I " Climata change !
Climate change * Light source PV meastires
maasuras manufacturing | * Light process technalogies Faocd indiatives i
1 and pawes {
Food initiatives supply « Mescal care and biotechnalogy ¥5.5 | Opersting
i development - Soles IIIEDI‘! ® margin
« Analysis and « Fquipmaent tochnology ¥4.6 ! - /: s
Healthy life expectancy amuation « Optical process technalogy bill':on 7

extension * Light * Micrafabrication tedhnolog
technalogy « Medical care Diotechr

Mualthy iife _» H

: expectancy” | |

Y ! extanson | |

| (B s Pnr R b e .t :

Preparations under current medium-term management plan ] e —————

/ Choose promising businesses to accelerate creation of new businesses 'EE;“' ,‘-.',.. ;7 ’ '..'fj:_r':‘"
for tomorrow % A18% '

v Secure human capital and other resources needed to offer light optical
solutions
+ Strengthen partnerships, including M&A

We view life sciences as a business that we will incubate from a long-term
perspective.

In order to grow it as a business comparable to IP and VI by 2030, the period
of this Medium-Term Management Plan will be a period for selecting promising
business themes that allow us to propose solutions based on USHIO's optical
technology to the three social issues I mentioned earlier, and to prepare for its
growth.

We try to expand business generation from a medium- to long-term perspective
by investing in partnerships, including M&A, for resources, sales channels, and
peripheral technologies required for light solutions proposals, such as specialized
human capital.




acibetion busiress Life Sciences (2): Strategic Overview 2/2 USHID

Paths for expanding businesses in value-providing areas* in 2030

* (dmiste change measures, Food mitiatives, and Extanding healthy life expectancas

Environmental hygiene solutions
. P o

1

Exnwir 1p

« Infectious disease control: Ongolng isks of Infectious dissases and growing
thraats of drug-regstance bactena

« [ndoor emwronment mprovements:  Progress with legal refooms and formmulating E : C N
roadmap 1o improve indoor (nduding for wark) enviconments M ol

Chalenges and measures: -

Grow and expand . Lﬂfc;.‘tugw\?som control: Seiuu business peimarly In medical and alder care Prod g Ueee
and Mo a5 a Sarvoe markets oducts incorporating Care 2229,

current business — Stap up marketing overseas and acquire evdence: for volua propasition filterad Far UV-C technofogy for
domains * Indoor enveonment rrprovements:  Leveraoe kait o aesto deodorzation and disnfection and virus inactivabon

2 londc subetande remove Tednology and secure projects for use in producs
Healthy life expectancy | ; yeattheare

extension Environmental assumptions: Phototherapy’s promiso for skin diseases and Key product —
arowing awareness of antl-aging and beauty routines -
and measures: Expandd ineup and dstribution of UV therapy (Eremuno- /_,
contral) equipment
+
Create new businesses
in through value- Outcomes from organized approaches in Business Creation Division (see side 49 50 for detsls)

providing areas

T DR R POIPRIGUITRDNY

In addition to the current business domain of Care222, a technology for
disinfection and virus inactivation, and environmental hygiene solutions utilizing
light deodorization and toxic substance removal technologies, as well as the
healthcare field such as ultraviolet light therapy, the creation of new businesses
will be a major challenge in this path.

To this end, LS Business Division and Business Generation Division will work
together to accelerate generation. The policy for business generation will be
explained later.
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e nd Photonics Solutions: Strategic Overview USHID

Swiftly establish niche top positions by creating value with customers

+Financial targets o USRI chihukis sastnpioea
[Blsons of yen) 14.5 v Solid state light source market already worth more than ¥10 trillion
S - Revenues should keep growing 7% to more than 11% annually over medum theough long terms
on such factors as llght applications and energy efficdency enhancements

10 1 IP: Growing nead for dgiai data processing In semiconductor manufactining and sansor-besed production automation
3 V]: Growing use o reonal use (sugmented and virtual reality and invehide) devices
L ] LS: More saphisticated tedemedicne and mednl dagnostics* and progress with personakzed medical sgupment
Business strategies
+ Chouse mche and grawth applications apstream in Industrial Processes, Vsl Core products
*C Ore ) development stage with customerns with advanced appdcatons
» Leverage streogihs in light manipulaticn —
- Pravide high value-added modules and subsystems that meet customess’ light
quatlity requirements and speciadize in cutivating devices for specialged
*oplications nser modube
FYgOZZ « Extersively leverage investments in inonganic growth :
A2.9% ® v s
« Cut hght source costs + Embed more laser + Garye sequencing, ophthalmology and intemsl
> for seericondocton cinermas sod sugrrested modicing, and other medcal axaminabons*?
relsted production and vrtu realgy Securm more theraoe tic demacs GFM b rsrws by
o B enhandng insug

- Eapand ineup

7 Vb g il rragey Caawe THges 2rTs eadghe st beeh myere
t PYZS i rairudsted nockaseg srmcoxzasen of rew geaded > s bt Coprright [0 %

Finally, there is Photonics Solutions, which is a reinforcement and rebuilding
project.

The photonics market, including solid-state light sources, is expected to grow at
a rate of 7 to 11% per year as its characteristics, improvements, and
advancements expand its range of applications. As described in the needs of the
focus markets, the three markets have very high growth potential, including
digital data processing needs for manufacturing, the growing use of personal
use devices, and telemedicine.

We will establish a niche top position by selecting niche and growth potential
applications in the three markets and co-creating value from the development
stage with our advanced customers as we control our advantage light and add
high value like module and sub-system to required quality.
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Business Creation Policy 1/2 USHID

: Innovate technologies, products, and services that help create value sustainably
Goa by systematically and realistically taking long-term perspectives on social issues

<Business Creation Division Structure and Roles>

+ To realize the creation and provision of new value, accelerate the creation of new businesses almed
at solving soclal Issues by Integrating R&D, marketing, and Intellectual property functions

AT

. Research and Development

Identifies social trands and social Explores and develops tomorrow's

issues : technologles

« Collaborate intemally to iertily o FOster partnersiupes with external
glotal market trenas and needs research advisors and use

+ Increased certarcity and speed of advance] technology
commercialization through Intellectual Property Department

Industry-academia-government
callaboration Helps bring new value to market
+ Analyze markets from intellectusl propesty
perspectives
+ Bullding a strang patert portfalio to achieve
an open and chassd strategy Coprright (63 7638 Wvtae or, Ak Meghte vt 39

I will explain our policy on business generation.

Through an ongoing organizational approach with a realistic view of the future,
we will generate and provide sustainable value by promoting innovation to solve
social issues.

As part of this structure, we will accelerate business generation by integrating
the three functions of R&D, marketing, and intellectual property.

49



Business Creation Policy 2/2 USHID

Through an autonomous approach cycle and monitoring environment,
sustainable business creation Is realized

<Business selection approach and prospective projects>

(1) Tdentifying socal trends (2} Exploring and developing (4) Collabo

and social e tomarrow’s technologies

to driv

Monitoring and screening
process
Monitor issue trees, market trends, and proprietary technology map fusion, updates, and
focus area transitions

Industrial Process: Battery manufacturing process development, etc.

Promising Life scences: Climate change measures { \ane gas decomposition and
candidates* recycling); Extending healthy life expectancies (component testing and

Organs on Chip)

*Subiect (o chnnge
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We will develop an organization and human capital that can autonomously
rotate the cycle of business generation and make business generation
sustainable. These are promising candidates as listed here, and we will monitor
and nurture them closely.

50



Business Strategy Summary:
Envisaged Business Expansion over Medium and Long Terms USHIO

FY2030

Net sales  ¥250 bilion + Inorganic
Operating profit* ¥30 biln or mars growth
v (12.0% or more) J

Operating profit®  ¥21 bilion
(9.5%6)

FY2022 1

| Inorganic growth Acquire new businessas theough

(_XDZ"E::,‘I:J ‘.rw:-;;hvtzgigm I }" (New buninesses ) strategx: soquisitions

Net sfes ¥W220 bilion l

(9.1%) £

1 1 Incubation and
{ [ reinforcamant Generate new earmings base
: businesses by incubating &nd reinforang
l Life Sclences+ Photonics  DUSINesses
i Sokatiorns

( |
)

Transform Into consistently profitable
L Core business while averhauling business
strixcture

businesses

Industrial Processes Stabiiza and expand busness while
continuing to deepen ties with
clstomess and expand cLstomes
base

Fy:022 Fyao02s Fyao3so

‘Opotming profl and CpOratng Mg Srgols et ude saw goodwd smortinston
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Finally, I would like to summarize our business strategies.

By focusing on market-centric business portfolio reform and shifting from selling
products to proposing solutions, and by placing emphasis on value, we will try
to achieve growth in our core businesses of industrial process and visual
imaging. In life sciences and photonics solutions businesses, we will seize
opportunities in growth markets and create, nurture, and evaluate businesses,
including inorganic businesses, in order to achieve sustainable growth as a light
solutions company looking to 2030 and beyond.

That is all from me. Thank you very much for your attention.




Reference: Reporting Segment Changes (including subsegments)

USHID

Old business

Subsegmants

segmants
= 0A
Halogen =
lamps : »Lamos
« Others
« UV bmps
Light Source « Ch
- Dlscharge. 13 Data projector ]
lamps L o
« Dptical equigment
. Othels
. Sulnd slale u;m SOUrCEs
Optical » UV equipment
Fquipment » Caring equipenent
Business | Others
) + Cinema
Imaging
oquipment » General imaging
Busness | ighting quipment, et
Others Machinery for industrial use and

others

Reporting segments

Industrial Processes

Visual Imaging

Life Sciences

Photonics Solutions

Others

m;bsﬁommts

BW lamm,

New business segments |Ref: Relevance to former business segments

Rapnrtlm}
segments

Opuca mmem o (Light Source)
(Optical
S5 ey e
.mlm for industnial use and (Othrs)
1l
WZL m Hl“ 4 s, (Light Source)
I
?rweml m"%awnent e n(.' l'.'m )

[ onwafrge lamps: Optical
oIpmeo

@ Other (Medical, etc.)

® Solid-state light sources

@ Others

(Light Source)
_ [Optical
Equpmernt)

(Light Source)

(¢
EqQuapment)
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