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\ Key Points of Results \

Ordinary profit rose for the 10th consecutive year
and hit a record high.

Made a good starting point for achieving VISION2023.

\ v

Results related to automobiles in the Machinery &
Industrial Products segment remained favorable.
Large biomass facilities started to operate.

The annual dividend is 74 yen, up 10 yen year on year.
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\ Consolidated Results

Net sales

Gross profit
Gross profit margin

Selling, general and
administrative
expenses

Operating profit
Ordinary profit

Ordinary profit margin

Profit attributable
to owners of parent

EPS (yen)
Dividend (yen)

j ALLENGE
J?E‘ST SOLUTION

Year ended
Sep. 30,

2018

+6.1%

13, 410 +11.0%
17.1% -
8,147 +10.6%
5,263 +11.6%
5,975 +9.0%
7.1% -
3,635 +10.5%

253.99
64.0

September 30, 2019

Results in Fiscal Year Ended

Year ended Sep. 30, 2019

Million yen

100.0% 86,000 -3.2%
17.9% 15,400 -3.4%
10.8% 9,500 -5.1%

7.1% 5,900 -0.5%
7.3% 6,200 -2.0%
4.8% 4,200 -4.3%
- 293.38 -
- 74.0 -



\

Long-Term Changes Results in Fiscal Year Ended
in Results

September 30, 2019

Ordinary profit rose for the 10th consecutive year from the fiscal year ended September 30, 2010.

Net sales and ordinary profit increased 2.1-fold and 9.1-fold, respect'lii‘il from 10 years ago.

Million yen

® Net sales
® Ordinary profit

83,230
78,450

Global
financial
crisis

58,618 60,672 59,908

ere
2008.9 2009.9 20109 2011.9 20129 2013.9 20149 20159 2016.9 2017.9 2018.9 2019.9
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Net Sales and Operating Profit
in Each Segment

Machinery &
Industrial Products
. N Million yen

Net sales Operating profit
4
3
2 2
15.9 16.9 16.9 17.9 18.9 19.9
Net sales

ere driven by industrial products, particularly

arge biomass cogeneration facilities in Hokkaido

o began full-scale operation in May.

Operating profit 4,039 +29.2%
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Net Sales and Operating Profit
in Each Segment

Chemicals
P N Million yen

Net sales Operating profit

1
1
1
16.9 17.9 18.9 19.9

rubber were adversely affected by increases
asing prices and the U.S.-China trade friction.

25

15.9 16.9

Amount ‘ Year on year

or chemicals, results of paint and high value-added
products were weak due to environmental regulations in
China.

Net sales 3%

Operating profit 1,577 -20.2%

(CHALLENGE ;
"BEST SOLUTION
Challenging ourselves for the BEST solution




Net Sales and Operating Profit
in Each Segment

Overseas
Subsidiaries

. N Million yen

Net sales Operating profit

15.9

e results of film-related products and rubber in the
United States were adversely affected by the U.S.-
China trade friction.

Net sales %

Operating profit 880 +0.1%
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Breakdown of Sales by Region \

16.9 17.9 18.9

Million yen

Year ended Sep. 30, 2019
Net sales in each region

+12.3% 65.6%

-15.3% 10.0%

-4.1% 9.6%

+5.6% 14.7%

m Japan |mOverseas

Total

83,230 +6.1% 100.0%

Factors for changes

Japan China U.S.

® The auto-related business ® The results of automotive ® Sales of film-related

performed well. The drilling- interior parts were firm, but products and rubber
related business also sales fell as a reaction to decreased.
performed well. recording of temporary

sales.
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Other

® Sales to the ASEAN region,
particularly Thailand and
Singapore, and Latin
America (Mexico) were
strong.



\

Analysis of Factors for Results in Fiscal Year Ended
Changes in Operating Profit September 30, 2019

Operating profit recorded a double-digit increase chiefly due to the strong performance of the

machinery and industrial products.

Million yen

-399

5,871

+36
+1 +57
5,263
+913
Operating profit Machinery & Chemicals Overseas Other Company-wide Operating profit
in FY2018/9 Industrial Subsidiaries expenses in FY2019/9

Products
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\

VISION2023 \

Targets of VISION2023 ‘
o

“
Consolidated - 6.07 billion yen
ordinary profit 7.5 billion yen (Result in FY2019/9)
14.5%
_ 15% (Result in FY;01919)

Rate of growth at o
overseas offices 10% per year . | 1t B.O /ott
(net sales) (Average in the past two years)
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Results in Fiscal Year Ended
September 30

Topics in Fiscal Year Ended
September 30, 2019

VISION2023 and Outlook for Re *
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\

Reconsideration of
Management Mission

To remind employees of the corporate philosophy, the Company held workshops for all employees at

domestic and overseas offices.
g
Purposes of the reconsideration Slogan {
of the management mission
Reconsidering the position of the
management mission
Starting point of a new long-term plan

Company Prospective in 30 years (100th
anniversary)

Challenging ourselves
for the BEST solution

~ Challenging ourselves for the BEST solution ~

Management

Solution

€ Showing an active and
challenges and aspiratio

@ Expressing the future of ta
the slogan

Aydosojiyd sjeiodiod jo ainonis

€ Harmony between the corporate colors and the
Company's logo
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ESG Initiatives (1)

A basic strategy in the long-term management plan, VISION2023, is investment in human resources.

he Company started Kaeru College in the fiscal year en
ining system.

and established a

It aims to cultivate human resources who wil an active role in th ugh an overseas

trainees system and a short-term overse system.
Kaeru College training courses Purposes of Kaeru College
SCEICI 0 i1 12 1 2 3 4 5 6 7 .8 9

Cultivating the mind, skills and physique
of employees
e Developing the Company
FRkFERIR -
sl FEARU SIS SRR RENRELEBRESRIES R EHECh Lo TR . " . m
e Finding the concrete "BEST solution
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Investing in human resources and pursuing improvements in the working environment (S of ESG)
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k\ ESG Initiatives (2) \

Sale of Low-Molecular-Weight PTFE Fine
Powder Wax

Under the Stockholm Convention (POPs agreement), the
import, manufacture and use of PFOA are restricted
since April 2020.

The Company has started to sell the inventory of low-
molecular-weight PTFE fine power wax (Shamrock of the
U.S.), which contains less PFOA. It will complete the
switch from PFOA to PTFE, including inventory, next
January.

* PFOA

Abbreviation for perfluorooctanoic
acid. PFOA is an organofluorine
compound. It features water
repellency, oil repellency and is
persistent. Because of its stability it
has been used for coating agents,
surfactants, and finishing agenits,
among other products.

However, due to its structural stability,
its persistence in the environment and
in vivo accumulation have become
problematic. PFOA is subject to global
regulations.

L

PTFEfine'‘powder wax

Wood Biomass Power Generation

Features of the Company's business

(1) Procuring domestic thinned wood

Contributing to regional development through the
revitalization of forestry in Japan and local production for
local consumption

(2) Cogeneration equipment

The wood pellet gasification cogeneration equipment
provided by the Company increases energy efficiency by
using heat generated during power generation.

(3) Integrated system

We providesasystem from the processing of raw wood to
cogeneration and support after the cogeneration system
begins to operate.

. 8 Hokkaido Shimokawa-
i cho Project

The Company will contribute to environmental maintenance (E of ESG) through its biomass power
generation business and by dealing with products containing less PFOA.

Cl
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New Business

In Shimokawa, we delivered a European-style system that automates the process of adding
wood and thereafter.

.....

2. Primary crushing (twin
chlpper)

o S —

! 1. Peeling bark (debarker) =

3. Conveyance (walking
floor)
P |

Y ———e——

' 6. Formlng (pellet m|I|)

l 5. Secondary crushing
(hammer mill)
4|

— \
= |
-r v‘rl !

!‘. L
_.—"l

8 Thermallzatlon
(thermalization unit)

9. Gasification
(gasification unit)
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M&A

Company

Shin-Toyo Kikai Kogyo

Co., Ltd.

YPTECH Co., Ltd.

Y srenDfE=5v0

Date of transfer
agreement

Ratio of voting
rights held

Business

Synergy

CHALLENGE
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May 2019

100.0%

Manufacture, sale and maintenance of
corrosion-resistant pumps

The micropump business of Sanyo Furue

Science Co., Ltd., a subsidiary of the Company

Global pump market (breakdown by use)

Sanyo Furue Science

Shin-Toyo Kikai Kogyo

TN

Vo7 0%

Vs sl 2
- 4% 4%

6 triilion to 7 trillion yen market

September 2019
(Acquired in October 2019)

100.0%

Import and sale of functional livestock feed
materials and feed additives

The powder business of the Company's
Machinery & Environmental Business Unit and
the livestock business of the Chemical
Business Unit

Synergy creation

FEh s ElE
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28 BE~L 60% (= ‘ 30 (@ 10%
m iR RIS H G 30% 30% 40 ~
)L —- (2580
0%  10% 20%  30%  40%  S0%  60%  70%  80%  90%  100%
oY ok 0B

17



Results in Fiscal Year Ended
September 30

Topics in Fiscal Year Ended
September 30

VISION2023 and Outlook for Results
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\

Structure of the
Company's Plans

The Company has formulated annual plans and two-year plans as milestones of VISION2023,
the long-term management plan up to 2023.

FY2019/9 FY2020/9 FY2021/9 FY2022/9 FY2023/9
performance plan plan plan plan

Annual plan Annual plan Annual plan | Annual plan | Annual plan

Medium-term

management plan Two-year plan

Long-term
management plan

VISION2023

Consolidated
ordinary profit

__JCHALLENGE 19
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6.07 billion yen | 6.2 billion yen | 6.7 billion yen — 7.5 billion yen




Medium-term VISION2023 and
Management Plan Outlook for Results

Million yen

Results in year ended Forecast for year ending | Forecast for year ending
Sep. 30, 2019 Sep. 30, 2020 Sep. 30, 2021

7.9%

Net sales 6.1% 100.0% 13.5% 100.0% 100.0%

83,230

Gross profit 14,883 11.0% 17.9% 7.5% 16.9% 9.4% 17.2%

Selling, general and
280.73

PHALLENGE 20
JEST SOLUTION

10.0% 10.8%

8.3% 6.4%

Ordinary profit 2 0% 8.1% 6.6%

Profit attributable to owners

0 0
of parent 7.1% 4.4%

4.4%

EPS (yen)




\

Progress of VISION2023 \

(100 million yen) -./_
1,000

Achieved the simultaneous improvement of profitability and expansion.
Will maintain profitability and aim to achieve growth.

Changes in net sales and.ordinary profit margin (fromFv2000) (3) To VISION2023

/
o 900 r (2) Automobiles and Year ended
. . Sep. 30, 2019
7 300 : lobalization
2 (1) Selection and . L —
g 700 | concentrationg. e N
D |l e
® L e gl e 204 0
o S Started in fisGaly@ar == 2008 =~ =, = LT T e
¢=D 500 B ended 203 =T
-~ | e s AN e esl 22 e
S 400 . A ae® oo SN e
> | e £ T 002 03 e
@ 300
200 : :
0% 6% 8%
inary profit margin
(1) - Withdrew from the agriculture (2) - The auto-related business (3) - Developing new businesses
and fishery industries achieved rapid growth. - Accelerating globalization
- To high value-added - Built a network of overseas - Advancing new investment
industrial products offices projects

f ICHALLENGE
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\ Strategies of VISION2023 \

The basic strategy is carrying through each part of \/

Basic Strategy of VISIO

Basic Strengthening the Strengthening the

policies corporate structure earnings base
A. Challenging ourselves D. Enhancing business
for the BEST solution in certain fields

B. Strengthening the

Company’s foundation E. Developing new businesses

Strate
% C. Investing in

F. Accelerating globalization
human resources

G. Advancing new
investment projects

CHALLENGE 29
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Strengthening the VISION2023 and
Earnings Base (1) Outlook for Results

Below is an outline of each strategy for "Strengthening the Earnings Base,"
hich is part of the basic strategy of VISION2023.

JALLENGE
EST SOLUTION
Ghallenging ourselves for the BEST solution



Strengthening the
Earnings Base (2)

Strategy G. Advancing New Investment Projects
M&A has been included in the basic strategy since FY2015, an
ontributing to earnings gradually.

vestments for synergy, globalization and groWil

anies have been

Changes in Consolidated and Non-Consolidated Net Sales

120,000 M Consolidated M Non-consolidated . Expect to expand earnings Million yen
Mexico a consolidated through acquisitions and
Acquire Freeman Japan subsidiary. increases in consolidated
Corporation. Acquire Sort subsidiaries.
100.000 Make Sanyo Trading Viet Nam a q : o
2 consolidated subsidiary. —
- -~ -
Acquire Sort and _ - -
Nihon Rufuto.
80,000
Sell non-core operatin e I
Subsidia,—igs. ng Subsidiaries' contributions to sales expand.
Include M&A in the —_-—
60,000 basic strategy. _Ld=-
40,000
20,000
0
12.9 13.9 14.9 15.9 16.9 17.9 18.9 19.9 20.9 21.9

CHALLENGE
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Progress of VISION2023

Million yen
mmm Ordinary profit =—ROE 7,500
6,700
6,075 6,200
15.0%
oooooooooooooooooooooooooooooooooooooooooooooooooooooo .
17.9 18.9 19.9 FY2020/9 _ FY2021/9 FY2023/9

target

1.5

mmm Net sales at overseas office n

- Growth rate at oversea

19,610
15,093

O
\.. .....
-3.4%
17.9 18.9 19.9 FY2020/9 FY2021/9 FY2023/9
plan plan target

WCHALLENGE
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Challenging ourselves for the BEST solution

Ordinary profit has been
increasing steadily and is on
track to meet the target for
FY2023.

ROE remains close to the target
of 15%.

The rate of growth in net sales
at overseas offices dropped in
FY2019 due to the end of
special demand in China. We
aim to increase the growth rate
again from FY2020 primarily in
the United States and
Southeast Asia.

25



\ Shareholder Returns \

® We will continue to focus on increasing dividends per share in the medium to long term and will deliver
stable shareholder return in the long term.

In the fiscal year ending September 30, 2020, dividends
= .

Dividends per share

o rise 1 yen year on year.

Forecast dividend at end of 2Q Forecast dividend at end of 4Q Forecast annual dividend

Year ended Sep. 30, 2020 37 yen 75 yen
80 75 (Yen)
70 " 4 (Forecast)
o | 58 -
37 38
Forecast)
50 9 34
30 — .
19
. BN o
orecas
. - B B |
0
14.9 15.9 16.9 17.9 18.9 19.9 20.9

® Interim dividend 141 Year-end dividend

: ICHALLENGE 26
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Challenging ourselves
or the BEST solution

Thank you for your attention.




Reference Material

& =EBSHASH



Consolidated
Balance Sheet

Cash and deposits 3,712
Note_s and accounts 12,856
receivable - trade

Merchandise and

finished goods 7,745
Other current assets 1,975
Property, plant and 1,984
equipment

Other non-current 4.180
assets

Total assets 32,455

Notes and accounts
payable - trade
Short-term borrowings
Other current liabilities
Long-term borrowings
Other non-current
liabilities

Net assets

Total liabilities and net
assets

Ratio of interest-
bearing debt
Ratio of cash and
deposits

11.4%
Equity ratio 64.6%

CHALLENGE
MSEST SOLUTION

Challenging ourselves for the BEST solution

Sep. 30, 2016 Sep. 30, 2017 Sep. 30, 2018 Sep. 30, 2019

2,635
15,902

10,456
2,406
2,006

5,580
38,987

6.8%
63.1%

Million yen

Overview of Balance Sheet

2,468 4,548
17.133 16.440 chiefly due to increases in
d merchandise and

11,637 12,807 a decrease in accounts

2,673 2,579 .
creased, reflecting

2,143 2,195 ortization of goodwiill.
eclined as a result of a
o5 T rowings from financial
41,606 43,731

ets rose due to the profit posted.

Interest-bearing debt remained low.

The ratio of cash and deposits increased but
remained low if M&A in October is taken into
consideration.

« The equity rate was high.

5.9% 10.4%
64.3% 67.1%

29



Cash Flows Reference Material

Operating cash flow: Rose from a year ago, reflecting decreases in trade receivables and advance
payments - trade.
nvesting cash flow: Fell due to purchase of shares of subsidi

bsidiaries and associates.
ancing cash flow: Fell due to a decrease ir‘-t
6,000

m Operating cash flow  mInvesting cash flow & Financing cash flow 5,088
5,000

and payments for

id.

Million yen

4,000

2,997
3,000

2,000 1,583

5 -
-408
1)

-1,297

1,000

: |
-1
-1,000

-2,000 -9
18.9 19.9

14.9 15.9 16.9 17.9 18.9 19.9

Increase
(decrease) in cash
Cash at end of
fiscal year

CHALLENGE 30
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1,675 -289 511 -1,147 -133 2,023

3,490 3,201 3,712 2,601 2,468 4,548




\ Company Profile \

Company name Sanyo Trading Co., Ltd.

Established May 1947

President & CEO Masanobu Shintani

Head office address 2-11 Kandanishikicho, Chiyoda-ku, Tokyo

In Japan, the Company exports, imports and sells rubber, chemicals, machines and
Business equipment, scientific instruments, auto parts, and other products. It deals in products for
which demand is high. Its strengths include technical support.

oit, Irapuato (Mexico), Shanghai,

Offices inh, Hanoi, Gurgaon (India), Jakarta,
Net sales ber 30, 2019; on a consolidated basis)
Ordinary profit eptember 30, 2019; on a consolidated basis)
Profit attributable to

year ended September 30, 2019; on a consolidated basis)
owners of parent

Number of employees 368 (as of September 30, 2019; on a consolidated basis)

fCHALLENGE
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History

1948 May
1952 Dec.

1954

1958 Aug.
Nov.

1961

1992

2002
2003
2004

2006

2010

2012

1947 May

Jan.

Oct.

Oct.
Jun.
Jan.
Oct.
Apr.
Oct.

Oct.

Feb.
Oct.

Founding of Sanyo Trading Co., Ltd. by members of the Kobe =~ 2013 Oct.

branch of the former Mitsui & Co., Ltd., following the zaibatsu
dissolution, with the head office in Kobe and capital of

195,000 yen 2014 Aug.

Establishment of a subsidiary in Tokyo 2015 Jun
Establishment of a subsidiary in Osaka
Establishment of a representative office in New York
(reorganized into Sanyo Corporation of America in February Sep.
1961)
Establishment of a subsidiary in Nagoya Oct.
Relocation of the head office from Kobe to Tokyo
Establishment of a representative office in Ho Chi Minh City 2016 Feb.
(reorganized into Sanyo Trading (Viet Nam) Co., Ltd. in Jul.
February 2010)
Acquisition of Newly Instrument
Transfer of the representati Al el
San-Thap International
Cosmos Shoji Co.,
. Mar.

Sanyo-Touchi (S
joint investment

- Jun.
Establishment
Acquisition of e
Inter Corporatio Oct.
Establishment of
(Reorganized into Sa 2018 Feb.
December 2011)
Establishment of Sanyo Trading International (Hong Kong)
Co., Ltd. 2019 May
Listing on the Second Section of the Tokyo Stock Exchange Oct.

Establishment of Sun Phoenix Mexico S.A. de C.V. in Mexico

Oct. Listing on the First Section of the Tokyo Stock Exchange
- Establishment of PT. Sanyo Trading Indonesia in Indonesia

Bestrade Precision Singapore becomes a subsidiary Name
changed to Singapore Sanyo Trading Pte. Ltd. in July

Chem-Inter Corporation makes Comstar Japan Co., Ltd. its
subsidiary

Establishment of Sanyo Trading (Thailand) Co., Ltd. in
Thailand

Sort Co., Ltd. becomes a subsidiary (acquired in April 2018)

Nihon Rufuto Co., Ltd. becomes a subsidiary

Science Co., Ltd. becomes a sub-subsidiary (merged
nyo Technos Co., Ltd. in September 2017, and
s name changed to Sanyo Furue Science Co., Ltd.)

shment of Sanyo Trading Co., Ltd. Dusseldorf
sentative Office in Germany

eeman (Japan) Co., Ltd. becomes a subsidiary

Establishment of a subsidiary in Hiroshima

Azzurro Co., Ltd. becomes a subsidiary

San-Thap International Co., Ltd. becomes a wholly owned
subsidiary (business name changed to Sanyo Trading Asia
Co., Ltd. in June 2918)

Shin-Toyo Kikai Kogyo Co., Ltd. becomes a subsidiary

YPTECH Co., Ltd. becomes a subsidiary

CHALLENGE
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Offices

Overseas Subsidiaries Segment

North America Latin America

Chemical Segment

Rubber Business Unit Chemical Business Unit

YPTECH Co., Ltd.
Chem-Inter Corporation
Azzurro Co., Ltd.

yo-Touchi (Shanghai) Rubber Co., Ltd.

Sanyo Trading International (Hong Kong) Co., Ltd.

Sanyo Corporation of America
Machinery & Industrial Products Segment .;/
Machinery & Environmental | Industrial Products Scientific Instruments
Business Unit Business Unit Business Unit
B Sun Phoenix Mexico

Sanyo Furue Science Co., Ltd.
Shin-ToyesKikai Kogyo Co., Ltd.
o Co., Ltd.

Sanyo Machinery Co., Ltd.| Freeman (Japan)
Cosmos Shoji Co., Ltd. Co., Ltd.

(Note) &

Sanyo Trading (Shanghai) Co., Ltd.
Sanyo Trading India / o

® Sanyo Trading International
(Hong Kong) Co., Ltd.

Representative Office

Europe

Sanyo Trading (Thailand) R

Sanyo Trading Asia Co., Ltd. @ (Sanyo Trading (Viet Nam)

Sanyo Trading-Co+LLtd.
Dusseldorf Representat&%fﬁce

\

@ Established in or before 2012
M Established in 2013
M Established in 2014
Established in 2015
I Established in 2017
(Note) Companies in blue are consolidated companies.

(CHALLENGE 33
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M PT. Sanyo Trading Indonesia




Business Portfolio Reference Material

Net sales Operating profit

Other Other
0.1% 1%

/ verseas
subsidiaries

“ Overseas .
subsidiaries 13% Chemicals

239, Chemicals 24%
37%

Machinery & Machinery &
Industrial Products Industrial Products
40% 62%

Net sales in each segment Operating profit in each segment
Year ended Sep. 30, 2019 (Million yen) Year ended Sep. 30, 2019 (Million yen)

31,092 32,993 18,950 122 1,577 4,039 880 65

(Note) Before adjustment (Note) Before adjustment

HALLENGE 34
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Segments \

The Company operates many different businesses in Japan and overseas.

The businesses are classified into three segments as shown.below.
(Note) Subsidiaries are consolidated subsidiaries.

Rubber Business Unit Industrial Products Business Unit

Machinery & Environmental
Business Unit

Scientific Instruments Business Unit
— Domestic subsidiaries — Domestic subsidiaries

\

Chemical Business Unit

Freeman (Japan), Cosmos Shoji, Sanyo

Chem-Inter, YPTECH, Azzurro Machinery, Nihon Rufuto

’ Overseas Subsidiaries segment

USA, Mexico, China, Thailand, Vietnam

CHALLENG 35
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Strengths and Features

of Each Business Unit

Examples of Products Sold and Final Products

Synthetic rubber (butyl rubber, NBR, silicon rubber, The Company b
Major products etc.), rubber reinforcement and filler (special clay,
sold flame retardants, etc.), plasticizer, thermal plastic

elastomer and resin, etc. ‘

Main purchasers
(industries)

Automobile, information equipment, etc. Synth B bber Rubber reinforcements Thermo_plastic elastomers
and fillers and resins

Tires, auto parts (interior and exterior parts, &1 ey
Principal uses vibration-proof rubber, hoses, oil seal, etc.), OA *" " ":_

equipment parts(rolls, etc.), medical products, etc.

Focus Cooperation overseas

Features and strengths

ARLANXEO/Lanxess

Manufacturers

Weather strip

Became Japan's first importer of synthetic
products in the rubber industry.

Sells products to almost all major de
industrial rubber products.

Deals in general raw materials
range of other products, in
agents.

Technology sales staff ¢
participate in joint devel

Boasts a track record a

supply.

Built a network to suppo
Main purchaser Main product Feature

Differe orld's largest comprehensive manufacturer of synthetic rubber products; stable

Vibration-proof
rubber

Rubber hose Belt

rubber, pla supply of a range of products
. : Strategic products that improve the performance of tires and industrial rubber parts and
KaMin Special clays
reduce costs
Dow Toray Silicon rubber Features high heat resistance and is used for a range of products, including OA equipment

rolls, auto parts and medical parts.

CHALLENGE 36
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Strengths and Features
of Each Business Unit

Major products

Examples of Products Sold and Final Products

" : : N , The Company p o
Additives for paint and ink, resins, highly functional

film, pharmaceutical intermediates/API, electronic

sold . . \
materials, gluing equipment, etc. ‘ ‘
Main purchasers Chemical, building materials, automobiles, B Plasti Pharmaceutical
(industries) electronic equipment, etc. " " intermediates/AP|
] 3

Principal uses Paint, ink, plastic, film, pharmaceuticals, etc. - A I-‘iﬂ

i - ) r
Focus Pharmaceutical intermediates/API, highly functional

film

Features and strengths

Deals in high value-added fine chemicals.

Deals in pharmaceutical intermediat
environmentally friendly product
energy and the environment.

Provides logistics service
logistics as well as finely

Sales staff who have re
value-added products,

Wall paint Hot glue gun Pharmaceuticals

Main purchaser Main product Feature
Shamrock Waxes Highly functional waxes for ink and paint
Toyobo Different types of film Nylon, PET and a wide range of other highly functional films

37



Strengths and Features
of Each Business Unit

Products sold

Seat heater Lumbar support _Leather seat

Major products Genuine leather for automobile seat, seat heater,
sold lumbar support, sensors, etc.

Main purchasers

(industries) Automobile-related

Principal uses Automotive interior parts (primarily for luxury cars)

Sensing devices for airbags, ventilated seats (hot

Focus \ .
air, cold air)

Features and strengths

® Participates in the new car development s
design to performance development a

® An integrated system that covers
production management, and 8

e Establishment of close relat
companies

® Meets strict leather sea

e |f a contract is conclude
production.

Seat sensor Motor for seat

GST/Seton Autoleather Genuine leather for automobiles  Joint development with the auto manufacturer from the design stage

Gentherm Seat heater Dominating the market of carbon fiber products

L&P Group Lumbar support Having a large share in the global market, using advanced technical capabilities
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Strengths and Features
of Each Business Unit

Products sold

Major products Pellet mill and related parts, woody biomass

sold equipment

e Pellet mill: feed, energy, recycling

e Woody biomass equipment: local governments,
etc.

e Pellet mill: feed production, solid fuel (pellet)
production

e \Woody biomass equipment: electricity, heat
supply

Focus Wood pellet gasification cogeneration equipment

Main purchasers
(industries)

Principal uses

Features and strengths

Pellet mills of CPM
Sole distributor in Japan for more tha
Market share of more than 80% in
Inspection and maintenance b
Differentiation from products
development of automatic

Wood Biomass Equipme
® Equipment made by Bu

are expected.
e Significance of policies o

} Cogeneration unit of Burkhardt Gasification unit of Burkhardt

® The solidification of feed enables automatic feeding.
e Storage and transportation costs can be reduced.

Main purchaser

CPM Pellet mill

Burkhardt Wood pellet gasification cogeneration equipment ® Renewable energy can be used for cogeneration.
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Strengths and Features
of Each Business Unit

Products sold

Test equipment (friction tester, metal analyzer, gas
analyzer, weathering tester, biosensor, surface
physical property tester, etc.), medical equipment

Major products
sold

National research institutes, the Ministry of
Defense, universities, oil, chemicals, automotive,
pharmaceuticals, etc.

Main purchasers
(industries)

Research and development, quality control,

Principal uses o .
discrimination, risk management

Focus Bioreactor, medical devices

Features and strengths

® Has customers, including public offices and
range of business areas.

® |mports superior products of ma
technologies and sells them.

® Has a subsidiary specializin

imported equipment.

’ather resistance tester Wear debris analyzer

Main purchaser Main product Main purchaser Main product
FALEX Friction tester Q-LAB Weather resistance tester
SPECTRO INC. Lubricant degradation diagnostic equipment PICARRO Greenhouse gases, isotope ratio analyzers
PRESENS Non-destructive oxygen densitometer ASI Secondary ion mass spectrometer
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Strengths and Features
of Each Business Unit

Rubber Chemicals Industrial Sanyo Trading (Shanghai) Co., Ltd.
materials
Sanyo Corporation of America (USA) Mainstay products
North America e Automotive interior
Sun Phoenix Mexico (Mexico) parts
® Chemicals
Sanyo Trading (Shanghai) Co., Ltd. (China) Focus
Asia Sanyo Trading Asia Co., Ltd. (Thailand) ® Lithium battery
materials

Sanyo Trading (Viet Nam) Co., Ltd. (Vietnam) ® |ndustrial adhesives

Sanyo-Trading Asia (Thailand)

Mainstay products
® Highly-functional film
e \Water-absorbing polymer
e Automotive interior parts
® Indirect materials for rubber

Mainstay products
® Rubber materials for automobiles
® Automotive interior parts
® Chemicals

Focus
® Highly functional additives for
electronic materials
® Cooperation with subsidiaries in
Asia

Focus
® High value-added film

® Cooperation with the Mexico
subsidiary
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Four Strengths
of the Company

. N

Credibility and responsweness .
o peallng products overseas

In the industry

The Company's strengths include str
which it developed over 70 yea'
responsiveness based on its

Effectlvely debt-free management

The Company has an edge becausb :
' ' 0W|ng to steady management and growth

of its information network, which uses 10 offices
overseas, and its expertise on global transactions.
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Changes in Stock
Price Since Listing
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Inquiries about IR

Ryuichi Otani, Head of Corporate Strategy
Tel.: +81-3-3518-1111 Email: ir@san

Caution Concerning Forward-Look

The sole purpose of this material i
the solicitation of trade.

Forward-looking state
do not ensure an

publication.

Statement
reliable.

This mate
and under t
assume any res
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